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Phase II
Beloved Leaders,

Prisoner For Christ’s IGL Training serves the dual purposes of preparing the IGL for the leadership responsibilities they’ll have on the mission field, and to help them to help others in their desires to prepare for and participate in international missions successfully. 
As an IGL consider as a model the acronym SAVE, which if used, will virtually guarantee your success as an IGL. S.A.V.E. = Serve, Add Value, Encourage.  If you will do this, and we’ll show you how, you’ll succeed as an IGL and so will those the Lord Jesus Christ entrusts to you to lead.
This Phase II training follows Phase I, which focused on the IGL Training Manual. This seminar is a subset of the IGL Training Manual, and is intended to explore deeper some critical materials useful for any IGL.
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As PFC trains more IGLs, the ministry can sustain its gains, being good stewards of what the Lord has entrusted to us, and also allow for expansion as there are physically more missionaries and missionary leaders to carry the load. God bless you as you participate in the great work of taking the gospel to the last frontier of missions – the jails and prisons of the developing countries. God in his mercy has tasked PFC with sharing in this important and often neglected area of evangelism. May God help all of us as we pursue this commission.

Bob Jordan

Chairman, PFC Board of Directors

International Missions Group Leader

Morning Session

· Arrival, Fellowship, Prayer – ½ hr

· Finance – 2 hrs
· Leadership – 1-½ hr

Afternoon Session

· Recruiting – 20 min.
· The Campaign Notebook – 15 min.
· Raising Support – 1 hr
· National Audit Meeting – 10 min.
· PFC Objectives – p 15 – 10 min.
· Show & Tell – Supplies p 11 – ½ hr

8am start, 2:30pm finish

Working lunch; provided
FINANCE
Most of the more difficult aspects of being an IGL revolve around money. There is no such thing as an IGL or Sr. IGL who cannot handle the finances of a campaign. Leadership is required in managing the budget. The IGL has to have the resolve to say what has to be said to the Americans (not hard, but necessary) and to the nationals (can be extremely difficult, and is often necessary). The best way to ensure your leadership success is to have a complete understanding of the campaign finances, how to manage them, and how to say “no” to whoever asks you when required. If you cannot manage the finances, cannot say “no” when needed, and brush off money matters, then you will never be an IGL or a Sr. IGL.

Some nationals are more understanding of budgets and money management than others. Some nationals will push you to the wall as they want all budgeted items without consideration for over-budget items. That is to say, they will look at the line-item budgets as “their right.” So if a budget item goes “over,” well, the Americans are rich so they can cover it. Many do not understand at all the idea of the total picture budget, that is, they do not understand that if one budget item increases, then others have to decrease to make it up. They do not understand that. The IGL can be in a tough position of gently but firmly explaining this (for the umpteenth time) to a national who continues to press for more money. Beloved, if you can’t or don’t want to handle this, then being an IGL or Sr. IGL is not for you. The leader has to make the hard calls, the difficult calls, and has to do it with grace and wisdom so as to not give the enemy a foothold and cause strife or division. This is where Christian maturity, training, and a clear understanding of the boundaries comes in. This is why we do leadership training in the area of finances.
The IGL Training Budget tabs show the principle spreadsheet pages used on the Excel form that all Group Leaders use. Presently the budgets are created by Greg Von Tobel and Alan Barrentine. In time other group leaders will learn how to build the budget, but for now it’s important that we know how to use and track the budget that has been prepared for us. We will cover in class how to enter values, how to use the spreadsheet, and how to uses some Excel features. 

Some other areas that the person handling the budget (and the IGL) should know are as follows:

· When arriving at any hotel, immediately check in with the desk to see if any deposits you think have been made were actually made (we’ve been burned on this before). Do not wait until your last day and you’re checking out to find that what you thought had been prepaid actually wasn’t.

· When arriving at the hotel confirm the number of rooms and the room rates. Here is where you want to have all of your budget items handy, and any correspondence between Alan Barrentine and the national host regarding the room rates handy (this will be covered in the Campaign Notebook section). If the rates are different (higher, of course) then you want to pull out your information and show it to them. You may need your interpreter. If the desk person cannot accommodate you for some reason, ask for his manager. If there is an impasse, you will want to get your national host with you to confer with the desk.

· Soft drinks are inexpensive and a bonus to the team, especially when you’ve been traveling a lot and it’s hot and humid. Allow drink purchases and don’t begrudge this. Make the team comfortable. You can save enough money on one meal planned but missed to allow for extras like a cold soda.
· Make sure you understand the ground travel expenses early. This is an area that can get away from you if you are not mentally engaged. Work with your national host almost daily on this, to make sure what you have budgeted is what he has in mind for expenses. If the host or driver wants to take you somewhere not planned for a meal or a sight, ask if this is included in the budgeted travel costs. If it isn’t, then decide if you want to do it or not.
· Financial matters are easily misunderstood on the mission field. Americans can be viewed as money-trees, and compared to some of the places we go that’s not far from the truth. But you have a budget, and you have to get the team home, so make sure you know where the money is going.

· Update the spreadsheet every night. Every night. Get receipts and use a voice recorder.
· When the books are balanced at night, discard any receipts, they are now just clutter and you don’t need clutter.

· The finance person is responsible for the finances. If they make an error, it’s technically on them to make it up, even out of their own resources. Thus this is an important part of the trip to have under control.

· Sharing the load regarding the finances is encouraged. If you do it entirely yourself, you have to wait until the last person leaves the table, and the last bill is paid, and you paid it, then you return to your room when everyone else is going to bed to crack open the computer and balance the books for an hour or more. Thus, task someone else with paying the bill that night, and to bring you the final receipt and you go get a head start on the books so you’re not up past midnight.

· If you are ever ministering in two or more countries, then you really have to keep a hawk eye on the money, since you don’t want to exchange more than would provide a reasonable margin. If you leave a country, and have to exchange money back, you get beat up on the exchange, so the less you have to exchange, the better. Identify your expenses and keep your eyes open!
· The record for balancing the books goes to Dave Jordan, who on the 2009 Kenya trip was off two cents for the entire campaign (which he found where it went, so actually he hit the nail on the head). He spent a lot of time on the budget nightly to make this happen. This is not expected of anyone. The expectation is that you are within a few percent of the budget when you do your tally, and that you get the team home. Do your best, but realize that here and there there’s going to be some money totals that don’t add up. Just go with it, but understand how much you have left and make sure you can get the team home.

· The national host will have been sent monies in advance for certain purchases and deposits. They are supposed to have receipts ready for you when you meet them. They rarely if ever do. It’s up to you to sit them down, and virtually pry out of them what has been spent. If they won’t play ball, then as the IGL you have to kindly but gently be very firm and very clear that we’re not going anywhere until you tell me what’s been done with the money. The alternative is that they don’t tell you, and you have to hold back reserves that could have been used in ministry, and you may be flying home with a lot of funds that never got used but could and should have.

· You are always at liberty to say, “That expense has to be authorized by Alan Barrentine.” Alan sets the budget and during this process he negotiates expenses with the nationals. Often he has to tell them “no” on matters. It has happened where the national will then go to you and asks for you to allow it, not unlike playing mom against dad. You have to stick to your budget to accomplish all that is planned. When faced with calling Alan, the national will often just let it go (because they know that Alan will tell them “no” again).
· In addition to having the Excel Budget file on you laptop, it is also recommended that you retain a copy on your thumb drive as a back up. Dave Jordan has a practice of backing up each day’s file with a different name, that way in the event of a discrepancy one can step back a day or two (or more) to seek to understand where the error came. To do this, have your budget in a folder on your laptop, as well as a folder on our thumb drive, so the files are all in one location.

LEADERSHIP
Leadership is Influence. Immediately following are the somewhat humorous but still applicable 31 Laws of Lame Leadership with an IGL comment below each. Following that are the 21 Laws of Leadership with an IGL comment below each of them too.
31 Refutably Irrefutable Laws of Lame Leadership

by Johnny Leckie   (IGL comments by Bob Jordan)
1. The Law of the Seat of Your Pants - Change the plan regularly. Change it weekly if necessary. Don’t worry about stability of any kind. Tell yourself that the plan is unimportant and that only the vision matters. If anyone suggests that maybe you haven’t devoted enough time to developing a good strategy to achieve the vision…accuse them of not being committed to the vision.  The IGL should know the budget, the itinerary, the host, the purpose of being there, and should instill confidence in the team by his actions. Train the team in advance so they know what to expect, then execute!

2. The Law of the Stone Tablets - Never change the plan. Even if it's not working. In fact, if it's not working, keep at it. Do it harder. Do more of it. Tell yourself that eventually it will produce a result that achieves the vision. The IGL has to be flexible. If the service has to be shorter, handle it and communicate it to the team. Have “Truth and No Consequences” meetings as needed. Have team meetings at the end of the day. Gather feedback. Take advice!

3. The Law of the "Company Computer Guy" - Do everything yourself. Do not train or develop leaders. When people try to do something and struggle with it at first, tell them to "Move!" and then just do it for them. Never again make the "mistake" of letting anyone but yourself do it. As an IGL you are the servant of all! Help others, train others, equip others. Someone traveling a half-a-world away, at great expense and sacrifice, doesn’t want to sit on the bench. Get them in the game. Let God use them!

4. The Law of the Lazy Lead - Delegate everything. Really. Everything. Don't do anything. Remind everyone that you are the leader. You can do the dirty jobs if you’re the IGL. Share the load, but make sure you’re doing your part. People will resent it if you are lazy or pull the “leader card” and rightly so.

5. The Law of the Murky Micromanage - Delegate everything, then continue to do everything. You are not “God’s man of the hour.” God has an army, let others blossom in their gift, and not the hard way where they have to overcome your insecurities, but let them have an environment where they can grow. If you’ve had a bad experience on an earlier trip, don’t think you have to make it bad for others so they can “learn like I learned.” Be a leader.

6. The Law of the Scorched Pan - Let problems and conflicts simmer. Do not deal with them quickly. Allow them to stay in the "crock pot" until their aroma fills the room. Tell yourself that if you "nip it in the bud," you'll miss the bouquet. Keep short accounts. Teach this in the pre-trip planning meetings. Don’t let “everything is exaggerated on the mission field” be your pass to ignore problems. Handle things in real time like a leader.

7. The Law of Recognition - Have something to prove. Use your organization to prove it and win the acceptance of your peers. See a “win” as earning the respect and admiration of your colleagues. Make sure the “movers and shakers” in your industry know who you are. John the Baptist said, concerning Jesus, “he must increase, and I must decrease.” Good advice for the IGL. Share what is appropriate to the nationals. Lift up the American’s before and during the trip. Don’t be the hot shot, be the one who edifies and builds up others.

8. The Law of the Aloof - Be hard to find. Create some mystery around your persona. Disappear for hours at a time. Tell yourself that by being unavailable to people, they will assume that you are really busy doing very important things. In pre-trip meetings communicate by phone individually, and by email to the group and as individuals. Be front and center for meetings before and during the trip. Help others. Watch out for others. Train others. Leaders show up.
9. The Law of the Last Minute - Consistently come up with brilliant ideas at the last minute and get your team to implement them for the “sake of the vision.” Call it “doing whatever it takes.” Do this regularly. Do it with dumb ideas also. Follow the plan beloved. We are working to systematize the training all the time so people know what to expect. Let us follow the plan, and together improve the plan if necessary. Be consistent.
10. The Law of the War Room - Make it your goal to “crush the competition.” Do not pursue the purpose and vision for your organization. Focus on beating the heck out of others who are trying to do the same kinds of things that you are trying to do. Speak well of other churches and other prison ministries, both at home and abroad. 
11. The Law of the Trendy Tongue - Constantly use “buzz words” and “insider lingo” to motivate and inspire your team. If you read it in a new book or magazine article, be sure to use it again and again. That way, you’ll be able to shift the paradigm for a more relevant synergy, or whatever… Be real. Be honest. Be modest. Be on time. Be flexible. No one needs to hear that you fasted 100 days for this campaign, or pray 16 hours before each team meeting. Be a human who loves Jesus and use everyday language.
12. The Law of the Side Swipe - This law is also known as the “law of the big slam,” or “punch in the gut.” Allow your team to make mistakes and get off track throughout the year without course corrections from you along the way. Then spring a long list on them at the “annual review.” Ensure that they are caught off guard and flustered as they try to defend themselves. Either swallow the situation, or do something about it before the sun goes down. After that, drop it, period. Keep short accounts. Lead like a leader.
13. The Law of the Sensitive Dictator - Take personally any challenges to your leadership. Blacklist as “disloyal” anyone who questions your decisions or strategy. We’re all grown adults on a missionary trip and we’re all missionary minded. Have an environment where someone can come up to you, privately, and talk. Make it clear that in the prison when the leader says something, the team is expected to do it without question, but questions will be answered after we’re out of the prison. 
14. The Law of the "Fire, Ready, Aim Rabbit" - Always make decisions quickly. Do not analyze anything; just go with your gut. Do not fear making a series of bad decisions. Instead, feel confident in your leadership abilities because no one can accuse you of being indecisive. Keep your finger on the trigger, and look for opportunities to shoot. You will have people on your team with leadership abilities also. This is what can be hard – leading leaders. So you better be a capable leader yourself. If Bob Jordan or Greg Von Tobel get wind of a trip where the leader was lording it over others and being a horse’s behind, then that leader will be sitting on the bench for a season until the PFC leadership is satisfied with the offending leader’s new vision for being a real leader.
15. The Law of the "Studious Turtle" - Always make decisions slowly. Analyze and analyze. Get everyone’s opinion and input. Consider all factors and every possible scenario before making a decision. Form a committee to study it. Leaders lead. You better be able to make consistently good decisions without all of the desired information. This is why we train, train, train, and train some more. 

16. The Law of the Blank Stare - Never make decisions. Do not be proactive. Wait for things to work themselves out on their own. Eventually react to whatever happens. Leaders make decisions. You better make decisions. Know the boundaries and be a student of leadership and understand the PFC objectives for the best opportunity for success.
17. The Law of the Weasel - Apologize for everything that you do. Saying things like “I’m sorry” for any and everything is annoying. Just carry on beloved. Stand tall and confident!
18. The Law of the Broken Mirror - Never apologize for anything that you do. If you do face-plant, and it will happen, recognize it and apologize and set it straight. Amen.
19. The Law of the Super Hero - Have a secret identity. Be sure that the “public you” and the “private you” have a huge disparity between them. Turn on “the voice” in public settings and speaking opportunities. Work on the stage face, also. Just be who you are, conformed into the image of Christ the Lord. No one needs superman on the team. God is not looking for the superstar, he’s looking for humble and contrite man.
20. The Law of the Fluff - Exaggerate and adjust the "facts and needs" in order to support whatever you want to do. Present these in a way that supports your case, whether they really support your case or not. For example, “This glass is really full at 8 ounces. We need a bigger glass.” Or, about the same glass, “This glass has a capacity of 10 ounces. It’s huge. Let’s fill it with Root beer.” It all depends on whether you want a bigger glass or a lot of root beer. Fluff it accordingly. When you exaggerate often and others see it you lose your credibility, and that’s death to one’s leadership.
21. The Law of the Backlash - Always have your team’s back…so you can stab them whenever the pressure is on you. Greater love has no man than this, than a man lay down his life for his friend. How does that jive with stabbing someone in the back? It doesn’t!
22. The Law of the Little Lie - Be loose with the truth in the little things. Exaggerate. Communicate that you are not in when you just don’t want to talk to anyone. Play dumb when people ask you about things you don’t want to talk about. Don’t sweat the truth in things that you don’t believe matter to your career. To be credible be honest. You also don’t have to remember what you said to individual people if you always tell the truth!
23. The Law of the "Me, Too." - If other organizations are participating in an event or emphasis, table your own mission, goals and plans. Jump in with them in order to have a "presence." Call it an opportunity. Stay on course on the international field. If the team needs rest and you’ve said they’ll get it, do NOT change the plans and accept an invitation to go somewhere with the team that evening; the team is in the mindset to rest and to disrupt that is an error in judgment on the leader’s part.
24. The Law of the "Stupid" Staff Meeting - Effective leaders have effective staff meetings. Make sure yours are stupid. Do this by making them really long and deal at length with issues that only relate to a few people in the room. If it could have been effectively accomplished through a memo, turn it into a meeting. Have the meeting because it is time for the meeting – whether there is a good reason for the meeting or not. There are prescribed meetings in the IGL manual, stick with them. Give team members time for down time; don’t have meetings for hours every night!
25. The Law of the "Need to Know" - Tell team members more than they need to know. Or do not tell team members all that they need to know. Better yet, determine that as the leader, you do not need to know anything about what they need to know or not know....You know? Equip your team. Empower your team. Watch the great things God will then do!
26. The Law of the Quit - If there is opposition, obstacles or difficult odds, scrap it. If it would be hard to do, don’t do it. Leaders don’t quit. If you are the leader and you back out of a trip, then fat chance getting any of those team members to go on a trip with you ever again. They may not go with anyone ever again.
27. The Law of the Sinking Ship - Never retreat and regroup. Go down with the ship. Take many people down with you. Have the “at least we tried” mentality rather than the “find a new ship or course” mentality in relation to the goals and health of the organization you are leading. Be flexible. Get counsel within your group when facing challenges. Rally the team to pray!
28. The Law of the Pushover - Allow loud or aggressive people to change or set your agenda. Bow to pressure whenever it comes your way. Don’t you be the loud or aggressive person as the IGL. If a national is loud or aggressive, then handle it behind closed doors.
29. The Law of the Perks - View leadership as an opportunity for benefits. See it as a way to be admired, to have a great office, to boss people around and have an impressive job title. Be driven by the salary and the vacation benefits. Do not let the idea of sacrifice or what it will require to fulfill the vision enter your mind. Do not focus on what’s best for your organization; focus instead on what’s owed to you as the leader. When you are the leader of a missions trip you are saying that you will be the greatest servant on the trip. You will give of yourself. You will put others first. You will give others opportunities. You will make it easier for them. Your reward is in heaven, so get used to eating dust and liking it while being an IGL.
30. The Law of the Moral Misstep - Have no guardrails in your life regarding money, sex or integrity. Do not guard yourself from moral failure. Keep financial matters a gray mystery and do not hesitate to justify reimbursement for expenses that are really not work related. Tell yourself that “unethical” is not the same as “illegal.” This is one law that if implemented can take your leadership from “lame” to “off the grid” in one easy step. Guard yourself and others from being in situations where something can go wrong with the opposite sex (American or national), money, or integrity. Do NOT say you will do something to a national and then not do it. This hurts the credibility of the cause of Christ. Rarely be alone, and don’t be alone at all if you can help it.
31. The Law of the Cracked Compass - Have no clue about where you are going or why you are doing what you are doing. Act and talk as though you do. You better know where the team is going, and you are tasked with getting there and back safely. 
To see the original slideshow which is a hoot in and of itself, click here… http://www.scribd.com/doc/273295/31-Refutably-Irrefutable-Laws-of-Lame-Leadership
The 21 Irrefutable Laws of Leadership

by Dr. John C. Maxwell  (IGL comments by Bob Jordan)
1. The Law of The Lid

Leadership ability determines a person’s level of effectiveness.

The IGL should strive to improve themselves daily. Attend training, go on trips, read missionary books and support-raising books. Raise you knowledge and raise your leadership ability!
2. The Law of Influence
The true measure of leadership is influence – nothing more, nothing less.

A measure of your ability here is in recruiting. That’s the scorecard!
3. The Law of Process
Leadership develops daily, not in a day.

Look for systems and methods to improve the missions experience and effectiveness. Then get it into the IGL training program so others can benefit!
4. The Law of Navigation
Anyone can steer the ship, but it takes a leader to chart the course.

Learn as much of the nuts and bolts of missions planning as you can, and contribute.
5. The Law of E.F. Hutton
When the real leader speaks, people listen.

Do people listen to you as an IGL?
6. The Law of Solid Ground
Trust is the foundation of leadership.

Be vulnerable and admit mistakes. The big-shot know-it-all gets little traction and no participation by others on the next trip.
7. The Law of Respect

People naturally follow leaders stronger then themselves.

Put yourself in leadership positions at work, in church, at PFC. Respect is earned. Did you get that? It is EARNED.
8. The Law of Intuition
Leaders evaluate everything with a leadership bias.

Understand and use the principles of leadership when making decisions. Expect the Holy Ghost to speak to you and recognize it and move in faith.
9. The Law of Magnetism
Who you are is whom you attract.

Evaluate this honestly – are you recruiting quality people? Are you talking to quality people?
10. The Law of Connection

Leaders touch a heart before they ask for a hand.

Learn about being a people-person. This is part of the serving aspect of being an IGL.
11. The Law of the Inner Circle

A leader’s potential is determined by those closest to him.

See Bob’s lesson on the Inner Circle and consider how it can apply to you.
12. The Law of Empowerment
Only secure leaders give power to others.

Work hard on this one, as this is what makes you a level 4 leader. This is where you can add value to people, and make them better than they were before.
13. The Law of Reproduction
It takes a leader to raise up a leader.

IGLs are tasked with raising up leaders, so let us all raise up leaders! There’s a score card on this too – who are you raising up to be a leader?
14. The Law of Buy-In
People buy into the leader, then the vision.

Be someone people want to emulate. Getting to be a level 4 leader is something we all can do.
15. The Law of Victory

Leaders find a way for the team to win.

Give the credit to the team; help people on your team win! Give encouragement!
16. The Law of the Big Mo
Momentum is a leader’s best friend.

Stay organized, stay on track, exude confidence, and maintain excitement for the coming trip!
17. The Law of Priorities
Leaders understand that activity is not necessarily accomplishment.

IGLs set the agenda and make sure to keep the main thing the main thing. Run effective prison crusades and run effective training conferences. Sightseeing takes a back seat, help the team get rest too.
18. The Law of Sacrifice
A leader must give up to go up.

Give room for everyone to participate, train and coach beforehand, this is work but worth it! Any IGL can preach every message, but is that really what being an IGL is all about?
19. The Law of Timing
When to lead is as important as what to do and where to go.

Be sensitive to the mood and attitude of your team before, during, and after the campaign.
20. The Law of Explosive Growth
To add growth, lead followers – to multiply, lead leaders.

One day we will have an army of IGLs, and it starts with us now!
21. The Law of Legacy
A leader’s lasting value is measured by succession.
Be mindful of turning over your team to someone else; raise up leaders!
The Five Levels of Leadership

By Dr. John Maxwell (IGL comments by Bob Jordan)
1 POSITION  The reason you see and hear “I’m the leader!” – Either out of people’s mouths or subtly in how they treat their people – is that today’s society tends to equate leadership with position. But leadership is influence, which involves more than just a title.  A positional leader’s influence is based only on his job description, so people may follow him, but only because they have to.  And they won’t follow beyond the bounds of his stated authority. Leaders who stay on the position level experience insecurity, high turnover and friction.  As they focus on asserting their right to lead, followers get frustrated and demotivated.  To achieve lasting leadership, they must move on to the higher levels. The IGL has the title of team leader, and our pre-trip planning sessions include teaching that the team does have to “follow the leader.” So your team will follow you because that’s what we teach. But if you think that a title makes you a leader, think again. This is the lowest level of leadership. You haven’t developed anyone, haven’t solved any problems, haven’t advanced the cause – you just have a title. The IGL wants to get to level 4 as fast as possible, but you have to also succeed at levels 2 and 3 as well. Those are next!
2 PERMISSION  Permissional leadership can be fun, because it’s based on establishing relationships with your people.  And as they grow to like you, they follow because they want to. The permission phase makes work enjoyable for everyone.  Followers go the extra mile with a good attitude.  But it’s still only the second level.  If leaders stay here too long, they find that they don’t have the respect they’d like, and their most motivated people become restless. The IGL should be humble, approachable, and teachable themselves. They should contact the team members individually between meetings and just chat over the phone or over a cup of coffee. Ask if they need help, ask how you can help, encourage them as they prepare, especially the new person on the team who has their own level of doubt, anxiety, and second-guessing. Be a friend to them, and they will follow your lead. You are now at level 2!
3 PRODUCTION  “He’s been here since the beginning, and I believe he’s helped make this company what it is today.”  Followers of leaders at the production level make statements like this one.  They follow these leaders because of what they’ve done for the organization.  As followers see the results the leader has achieved, they make a conscious decision to “jump on board.”  And as a result, they begin to share in the leader’s success. This is a very important level, and many effective leaders remain here for a long time.  But it’s only at the next level that a person can help others experience their own success. At level three you have credibility. All IGL’s have been through advanced training, they know how to handle campaign finances. All have experience preaching and teaching in the local jails and prisons, and many have leadership roles in their own church. You can recruit people with our credibility, and they will follow you because of what you have done with PFC and your local church. The more you have done, the more credibility you have. This is higher level of leadership than a title, and even people liking you, now they follow you because you have produced for the organization! 
4 PEOPLE DEVELOPMENT  If you consider your leadership an investment in people, you might be at the people development level.  People developers strive to reproduce their own leadership on others and focus on helping them reach their personal potential.  And people follow because of what the leader has done for them. The leader who reaches this level has accomplished a great deal.  His followers feel a personal sense of connection with him, and they continue to grow.  In fact, most good leaders hope to someday arrive here.  But there is one final level reserved for a small group of highly influential people. This is the goal, level 4. Here the IGL is investing in the development of the person on the campaign. Level 3 is where you get results for the organization, level 4 is where you get results for the other person, and they develop, and they get a chance to grow, and they gain skills and understanding because you took the time to work with them, to coach them, to lead them, to help them, to be patient with them, and to give them opportunity. And if they stumble, you help them up. When you do this with others and or others, people will follow you. And at this level they are very, very loyal to you. 
5 PERSONHOOD  The select group of leaders who reach this level have spent so many years growing people that people follow them because of who they are and what they represent.  Their reputation precedes them, and people flock to their organization. One day, beloved, one day! Presently Greg Von Tobel is at this level. He has 20 years of experience, over 25 international trips. He can raise funds for his trips in one email blast. He has sown and reaped. In my front yard is one apple tree, and it produces some apples. At Standing Stones Orchards there are acres and acres producing tons of apples. There is more sowing at Standing Stones than I have done, and they have the fruit to show for it. So too a level 5 leader. They invite people and they come, they ask for financial support and they get it, they lead teams successfully. That’s level 5. 
The Five Dysfunctions of a Team

by Patrick Lencioni (IGL comments by Bob Jordan)
1 Absence of Trust – stems from an unwillingness to be vulnerable within the group; team members who are not open about mistakes and weaknesses make it impossible to build trust.  The IGL has to build an environment of trust. This is done by being open, humble, accountable, and asking for input and assistance.  

2 Fear of Conflict – teams that lack trust are incapable of engaging in passionate, unfiltered debate about important issues. Your team will want to participate in decisions; allow that! Just when inside of the prison should they do what’s asked without question. Afterwards, everything is fair game to discuss. 

3 Lack of Commitment – without open discussions and airing of issues, team members rarely buy into and commit to decisions. Allow others to talk in the pre-trip meetings. This is where commitment is driven home as they see what their roles are and how you, the leader, are helping them to prepare for their roles. 

4 Avoidance of Accountability – without committing to a clear plan of action, people often hesitate to call their peers on actions and behaviors that seem counterproductive. Encourage the team to be at all team pre-meetings. This builds teamwork and aids in bonding one with another.  Use the written agenda and follow it. Provide specific training that you see is needed. 

5 Inattention to Results – failure to hold people accountable creates an environment where individual needs or needs of groups are put above the collective goals of the team. Be consistent. Prepare people to speak in the prisons or conferences within their time frame, have them prepared to share a testimony, sermon, or altar call. If they really botch it on the field, it may well be that you, the leader, did not train or prepare them. It’s on you as the IGL for whatever goes wrong, so reduce the risk by proper preparation so you get the desired results on game day. 

The Way Leadership Works

Dr. Bill Hybels  (IGL comments by Bob Jordan)
1. All leadership can be traced back to an idea in the imagination of an individual.  While leadership can be learned and improved upon, leadership itself is a gift from God.  If you have the gift, you should use your gift and lead.  Leaders must lead. You are an IGL because of what you have shown to the PFC leadership team. You should use your gift as a leader.
2. Leaders are forever inviting people to join what they’re doing.  Leadership calls for expertise in Vision, Relationships, Nurturing, Inspiring Hope, and Motivating.  The local church requires the most leadership abilities because it’s built on volunteers, not power and control (e.g. a paycheck).  Must use the “Principle of the Ask.”  Ask others for help, ask others to participate, ask others to ……. Same for the IGL on a missions trip, we have to have ability in many areas. Improve in these areas through books, tapes, mentors.
3. Leadership demands the constant clarifying of the mission, strategies, purpose, and goals of the organization.  This is lot tougher than it looks!  Must be vigilant to avoid “mission drift” and “fuzziness” in the organization. IGLs have a huge task – team safety, logistics, prison-wide crusades, all-day conferences, fatigue, culture shock for new members, money matters – it is far tougher than it looks. Remember this from the Apostle Paul, 2 Corinthians 11:24-28 Of the Jews five times received I forty stripes save one. Thrice was I beaten with rods, once was I stoned, thrice I suffered shipwreck, a night and a day I have been in the deep; In journeyings often, in perils of waters, in perils of robbers, in perils by mine own countrymen, in perils by the heathen, in perils in the city, in perils in the wilderness, in perils in the sea, in perils among false brethren; In weariness and painfulness, in watchings often, in hunger and thirst, in fastings often, in cold and nakedness. Beside those things that are without, that which cometh upon me daily, the care of all the churches. Now, we aren’t being whipped and beaten, and we’re not caring for all of the churches, but the principle is that there are hardships in advancing ministry, so let us not be weary and slothful, but diligent and energetic and focused!
4. Leadership requires ongoing, creative problem solving.  Expect problems, anticipate them, and solve them.  Most people don’t have the guts to face up to a problem in the organization.  Face problems head on.  Admit your own weakness and get help, but don’t ignore problems. The reasons small problems become big problems is because when they were small problems they were ignored. Handle issues in real time, privately when needed, but handle them. Keep short accounts! Solve problems, face issues, get help, empower others. Fulfill the mission!
5. Leaders elevate, motivate, and celebrate.  There is much untapped potential in organizations.  Leaders instill confidence.  They make big hearts out of little hearts.  They breathe life into others. ‘Nuf said! We have to attend to the native leaders for sure, but you also have to raise up your own team and help them win!
The 10 Leadership Styles

Dr. Bill Hybels

Exercise – Identify which leadership style(s) fit you, and see if the others in the room agree!

1. THE VISIONARY LEADER They have a clear picture of what they want and they cast the vision.  They speak it a lot.  They ask everyone to get involved.  They are future-oriented.  They may not be a manager or team builder, but they can cast a vision.  (Hybels knows people who knew Dr. Martin Luther King, Jr., and said that though he was a pre-eminent visionary he lacked managerial skills, and others around him had to fill this gap.)

2. THE DIRECTIONAL LEADER  These leaders have the ability to choose the right path when the organization comes to a critical decision.  They are in much demand.  To not make a decision dissipates energy in the organization.  A good decision is critically important.  They have an uncanny ability to make the right decisions most of the time.

3. THE STRATEGIC LEADER  They have the ability to break down a vision into finite, achievable chunks. They can get progress on a vision.  Any organization needs observable steps towards the achieving of a vision.

4. THE MANAGING LEADER  These leaders organize people, processes and systems.  They monitor progress toward vision fulfillment.  Relentless managing ability.  Good on details.

5. THE MOTIVATIONAL LEADER  Keeps the team inspired, looks for “who needs recognition, affirmation, etc.”  Passes out the “atta-boy’s,” especially when needed.  They sense when someone needs to be “fired-up.”  Encourages others to keep going and to not quit!

6. THE SHEPHERDING LEADER  Builds people in the organization by loving them, praying for them, encouraging and adding a sense of community with them.  People do things for the Shepherding Leader.  This leader appeals to the moment, the community or organizational need.  Works with them over the long term.

7. THE TEAM-BUILDING LEADER  Has insight into people.  Finding or developing the leaders to grow right to meet the vision and goals of the organization.  Puts people into the roles where they can get the mission achieved.

[The next three leadership styles may have one or more of the preceding attributes.]

8.  THE ENTREPENURIAL LEADER  Functions best in the start-up mode.  Lots of energy and focus.  Not a detail person regarding systems, etc.  Lives for the new thing.  Starts businesses then moves on to the next business.  Caution:  Don’t let poor character be your excuse for moving on, don’t confuse entrepenurialship for avoiding conflict and relationships.

9.  THE RE-ENGINEERING LEADER  Able to fix what’s already there.  Seeks out and solves problems (and enjoys it!).  Fixes infrastructure.

10. THE BRIDGE-BUILDING LEADER  Motivated by leading a complex organization.  Needed in large organizations.  Challenged by working with lots of leaders.

Which leadership style or styles bests fits you? 

What are the strengths of that style? 

Weaknesses? 

How would you play to your strengths? 

How would you mitigate your weaknesses?
Successful Vision Casting
Dr. John Maxwell

Group discussion: Why would you want to be able to cast any vision?

1. CLARITY  Brings Understanding of the Vision

2. CONNECTEDNESS  Brings Significance to the Vision

3. PURPOSE  Brings Direction to the Vision

4. GOALS  Brings a Target to the Vision
5. HONEST  Brings Integrity to the Vision

6. STORIES  Brings Relationships to the Vision  (Warms the vision up, brings a personal, current aspect.)

7. CHALLENGE  Brings Stretching to the Vision  (Raise the bar, separate winners from whiners.  You choose whom you loose because you’ll never satisfy everyone in the crowd.)

8. PASSION  Brings Fuel to the Vision  (This always follows the Challenge.  No more neutral!  Turning up the heat fries the uncommitted and fires up the committed.)

9. REPOSITON  Brings the Change needed to Meet the Vision  (Three times when people change, 1) They hurt enough to where they have to change, 2) They learn enough to where they want to change, and 3) They receive enough to where they are able to change.)

10. URGENCY  Brings Intensity to the Vision

11. MODELING  Brings Accountability to the Vision

12. STRATEGY  Brings Process to the Vision  (Heart, Hope, Help, How-to)

The quality of the vision determines the quality of the people.  Big Vision = Big People.  GET A BIG DREAM!!! The biggest mistake made in vision casting is that it is done TOO QUICK.  
Innovators need to realize that people process change differently and at different rates.  Must lay a lot of good groundwork.  Only 2% of people are innovators.  Everyone else needs some time to process change, up to the longest time-needers, the “late adopter,” who could take a very long time to embrace change.  Need to communicate what’s going on.  Going to the next level hurts, but so does staying at the same level. 
Proverbs 29:18 Where there is no vision, the people perish…
RECRUITING
The IGL and Sr. IGL should be able to recruit members for their team. These can be persons who have travelled with PFC before, or new persons who have not been on a PFC trip but meet campaign qualifications.

Leaders are “gatherers.” They have the ability to make friends, to influence others, and to set an example people will want to follow. It is not profitable for a leader to be aloof, distant, moody, introverted, negative, or bossy. Jesus said that the greatest among you will be the servant of all. What does that mean to you? Think about it!

It has been said that a leader with no followers is just going out for a walk. If you are at this stage of IGL training then you have been on campaigns. What did you like about the leadership you were under? What didn’t you like? Why and why not? Would you go on a trip with them again? Why or why not? Here are some recruiting tips…

Effective Strategies for Recruiting International Ministry Teams

by Frank Banfill

If you are like many team leaders, mobilizing enough people for your trips is a struggle. It is tough getting people to volunteer for missionary travel half way around the world. You can overcome some of this hurdle if you utilize your current team as a recruiting force for future trips. Here are five tips to get you started. 

Expand Your Prayer Team
Besides the obvious benefits of more prayer, each prayer warrior becomes a prospective team member. As these people pray for your work, their hearts are stirred for your mission. Grow your prayer team by asking people to sign a prayer commitment. It may be a piece of paper distributed by team members or it may be a form on a website, but signing encourages follow-through. Plus, it gives you the opportunity to capture names and e-mail addresses. These should be some of the first people you contact for your next trip.

Engage Your Donors
Just like your prayer team, those who financially support your team members have a connection to your work. They demonstrated interest by parting with their cash. Encourage these folks to not only give, but actually go. For years, Robert supported his wife and children as they did missions work. He would say “I pray and pay so they can go.” Finally, he realized that as good as it was to help his family, he was robbing himself of a greater blessing by not going himself. He didn’t think going was for him, but after one trip, that all changed!

Capture Stories
Nothing raises vision or mobilizes people more than stories. Statistics may impact some, but stories move everyone. You can talk about the millions of people in spiritual darkness, the high percentage of people without clean drinking water or the mortality rate among your targeted people group, but those numbers don’t connect like a story. Find a personal story that illustrates the need and shows the benefit of your work. Stories are powerful tools for casting vision. Here are some ideas to help you capture more stories.

First, at the end of the trip, ask each team member to write down their most memorable moment. Half joking, I told my teams that they had to give me their “most memorable” before I would give them their airplane ticket home. If you wait until after the team gets back to collect these, you will be lucky to get any. Get the stories on your way to the airport or even during the flight home, but get those stories! 

Besides written testimonies, you may also want to consider sending a video camera along with each group during your trip so they can record events as they happen. Also, if you will have Internet access overseas, set up a blog for team members to post articles and photos during the trip. You will not only capture stories, but you will cast vision to those back home following your progress. Make it your goal to capture as many stories as possible, then pick out the best three or four and use them to report on your trip.

Train Your Team to Communicate Effectively
Most people do not know how to give an effective presentation about their trip. One way to improve this is by providing an outline that can be used in both formal presentations and informal gatherings. Here’s a suggested outline: 

· My most memorable moment. 

· What I saw God do in others. 

· What I saw God do in me.

Also, encourage your team to focus on the main facts of a story rather than minor details. “We left early in the morning for the remote village” is much better than “After walking quickly to our beige-colored van, the one with the crack in the rear window, driven by Ahmad, the second cousin of our translator’s sister’s aunt, we went to a remote village in the early morning hours.” The latter may work in a novel, but it is hard to follow in an oral presentation.

In addition, teach your team to not “dump” on people when asked about their trip. Most people who ask about a trip expect a short, concise response, not a 15 minute rambling about the trip’s minutest details! Teach your team to create a 60 second summary response. If the person asking about the trip is interested in more, the team member can go into depth using their “outline.” By effectively communicating their experiences, your team will multiply your recruiting efforts.

Keep the Fires Burning
Even after the trip is over, do as much as you can to keep the experience in front of your team, their supporters and anyone else who is interested. Send e-mails or newsletters with updates on the progress made in the field since your trip. Also, host a picture party after you get home. Give your team the opportunity to share photos and swap digital memory sticks, but be sure to invite other people to this as well. In addition, you may want to consider monthly or quarterly prayer meetings to keep the mission flames burning until that next trip. 

All of these tips will help you cast vision to potential team participants. Vision is what propels people to move out of their comfort zones and tackle new opportunities. As you develop your prayer team, engage your donors, capture stories, improve communications and find ways to stroke the flames of ministry passion, you cast vision. As you do, you will find that team recruitment comes much easier.

Frank Banfill is an international speaker and president of MaxPoint Ministries. He is a former missions executive and pastor.
In sales the first “no” isn’t always “no.” It can well be that the person is uneasy with the unknown. Bob Jordan was 48 years old before going on his first campaign. He imagined all sorts of things that could go wrong, and he had eight kids at home at the time. Bob is a recognized leader known for his strong faith in God. If he’s uneasy or uncomfortable, then just about anyone else you approach will be also! So what do you do about that? 
Good strategies are spending one-on-one time with possible candidates. If they are at a distance phone them and discuss it. God is pleased by faith. Can you share faith verses that help? Can you share your testimony? Show pictures? Faith is contagious!

What are the common objections? In football it’s been said that a good defense is a good offense! Being able to overcome objections is the responsibility of every salesman. If a person naturally wanted to go on a foreign missions trip to the darkest and dangerous areas of our world they’d already be standing in line to go with us! So when we invite people we need to have some backup information on common objections. 

Group discussion on how to overcome the following objections…

· How much does it cost?  “This is a hard economy; I don’t know anyone who could donate.”
· How long are the trips? I don’t know if I can get the time off. My wife needs me.
· What about immunizations? What if I get sick? What happens if I get bit by a mosquito?
· What should I bring if I go? Do I need to buy special stuff? How much will it cost?
· What will I do if I go? I can’t preach or teach, I’m shy, what if there’s a lion in the street?
· Is it safe? Rwanda is dangerous isn’t it? Congo? Are you kidding???
Recruiting Made Easy

 By Greg Von Tobel and Bob Jordan
For International ministry to expand as well as sustain the gains we’ve made we need to recruit more campaigners (and of course more in our ranks need to become IGLs as well).

We know that volunteers get excited in jail and prison ministry when:

1. You’re excited!

2. You care that the Great Commission is being fulfilled.

3. They get a vision for what God would have them to do.

Volunteers get the vision when you:

1.
Share the vision.

2.
Put them in a position to experience the vision.

There are some areas to find potential volunteers:

1. Persons already ministering in jails and prisons with PFC. They already are doing the work of the ministry, and are in the best position to go on an international campaign. Sometimes they just need to be asked!

2. Persons from your Church. Challenge persons in your church. This could take a few years to bear fruit, so plant that seed now, then water it and nurture it, and in the time appropriate you may well have them join you on a campaign. 

3. People you know who are evangelical and missionary-minded, even in positions of leadership, with whom you have influence, which don’t go to your church and are not a part of PFC. You’d be surprised what can happen!

Lastly, ask people for referrals.  Ask them if they know anyone who’d be interested in ministry.  Let them know God is blessing PFC, and be ready with a few facts, such as number of volunteers with PFC, number of monthly services, number of people saved, number of people participating with the correspondence course, the VISION of the ministry and its steady, consistent growth.  Some people will get excited because you’re excited!

THE IGL CAMPAIGN NOTEBOOK

The IGL would do well to acquire a 1” 3-ring notebook with a sheet of tabbed inserts and arrange campaign materials in this notebook for quick-reference in airports, with our native missionaries, and in the hotel room. Here are PFC’s recommendations for information to put in your notebook. The IGL is at liberty to arrange their materials any way they choose, and add or delete materials as they see fit.
1. Itinerary

2. Flights (info for all team members)

3. Budget (pertinent sheets, in color)

4. Emails (as backup information)

5. Conference notes (complete)

6. Helps (useful articles, etc.)

7. Passport/Team photos

8. Devotion Scheduled

9. Statistics (blank pages)

10. Audits (one for each missionary)

11. Missionary Applications

12. Web Pages (Bob J. printouts)

13. GVT Notes (special travel info)

14. RFJ Lessons, Tour-Trip Report

15. Next Year’s International Schedule

16. Picture Of Your Family
17. Missionary Profiles; Missionaries We Support
This 3-ring notebook style works well for those who carry satchel briefcases, or pull wheeled travel bags on the plane and in the field. For those using backpacks a comb-bound collation of necessary materials is a good alternative, as it’s flexible and contourable within a backpack. Either way, having a source of information in one location is recommended.
It is also recommended the electronic version of the above materials be stored on a thumb drive. Have this thumb drive with you such that the information can be recovered in the event the campaign notebook is lost or stolen.

RAISING SUPPORT
The IGL not only has to raise their support, they have to teach others how to do it also! This is easily the number one hang-up for potential team members; anything second is a far distant second. So what do we do? Raising support in a booming economy is one thing; raising support in a recession/depression is another. Many stalwart supports in good times who find themselves out of work or on reduced hours/salary are in a more difficult position to donate. 
Waiting until the last minute to send out letters and emergency emails is something we don’t want to encourage. Don Szolomayer in 2010 began fundraising in May for a campaign scheduled for the end of September. That’s beginning four months before the campaign, versus the usual six to eight weeks that the ministry model is presently. The reason why that’s the model is because we only begin having team meetings a couple of months before the campaign and that’s when we get everyone together. 

Thus the new people are going to have to write letters and get them sent quickly since that’s the only way we can work it or them. To that end, we have many example fundraising letters to give them as examples, and you as their group leader have to take an active role in helping them build their contact list, get their letter written, get their coupons, get their return envelopes, and get the letters in the mail. It is not leadership to say “get your letters out” and then ignore them; a leader leads so lead them into how to do it and follow up with them!

Now, as an IGL you will know well in advance which campaign(s) you will be on for a calendar year. Using the Szolomayer model, begin fundraising early, well early. The risks are that in doing this some will see that there is a long time between now and when you leave, so they may set it aside with good intentions and then forget about it. Hence, in your letter you have to state why you are raising support early, and this will serve as motivation for the potential donor to send in funds early. 
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In all reality, if a new person is going on a campaign, in a down economy, they will want to have well over 100 donor names to send a well-written letter to. Unless someone can fully fund their own campaign, showing up with less than 100 donor names reduces the opportunity that a person will be fully funded by donations. They have to know this.

Here is a book that should be read by every IGL. PFC may well develop a short-course on this subject alone, the subject of raising support. 
Funding Your Ministry by Scott Morton

An in-depth, biblical guide for successfully raising personal support. 
From the back cover, How many called and enthusiastic potential missionaries never make it to the field because they are scared off by having to raise support? How many Christian leaders abandon ministry plans because of fundraising frustration?

Also on the back cover, Written from the author’s own struggles, failures, and victories, Scott Morton (since 1970 on staff with The Navigators)…began fundraising in the second year of his ministry. Frustrated at living at 60% of their budget, his wife gently challenged him: “Are you going to support this family or not?” Since discovering for himself the biblical attitudes and skills needed to raise personal support, Morton has helped hundreds of other missionaries and ministry leaders turn their fundraising around…”

Here are some fundraising ideas that can be used with potential donors. Tracking donor progress is a good idea. Expanding your mailing list is also a good idea. 
· Direct letters (with heart, not just facts)

· Benefit concert (reqd: musical talent!)

· Benefit pancake breakfast (reqd: pass fog test)

· India Night! (benefit slide show at home)

· Recruit a major donor who will match other gifts

· Share at you church missions campaign; missions booth

· Bulletin announcement (worded carefully!)

· Emergency emails

· Donor envelope in your follow-up trip report to donors (D-uh!)

· Visibility through blog site, website, monthly emailing announcements

· Study fundraising books, good, credible books; make it a science!
· Track donor progress! Who has given what over the years? (see Don Szolomayer for specifics)
The following is a summary of a book regarding fundraising for non-profit Boards. There is information in here regarding mindset that is useful, as well as other practical information. How can you use what Andy Robinson says in International Missions? What here can you use, prove out for yourself, and then pass on to others who can do the same?
Big Gifts for Small Groups
 A Board Member's 1-Hour Guide to Securing Gifts of $500 to $5000
© 2006 by Andy Robinson

 

 1 - The Money Taboo
 

When you were growing up, what lessons did you learn about money?

· Money is hard to get (it doesn’t grow on trees)

· Money is dirty (don't put that in your mouth, you don't know where it's been)

· Money equals power and influence (when I grow up, I want to be rich)

· Money corrupts (money is the root of all evil - actually a mis-quote, the love of money is the root of all evil)

· Money is private (in some cultures discussion of money is offensive)

 

To be an effective fundraiser you have to change your attitude about money. Think of fundraising as bartering - your donors give one thing of value - their money - in exchange for another thing of value - the good work of your organization and the benefits you provide to the community.

 

As a solicitor, your role is to educate your donors and learn how they want to be involved. You help them feel good about the gift. You facilitate a fair exchange. I can't think of a more honorable job.

 

2 - It's Simpler Than You Think
 
All the knowledge about fundraising can be summed up in 10 words: "Ask 'em, thank 'em, ask 'em again, thank 'em again."

 

Small organizations tend to view fundraising as complicated and they view these 10 words with relief. They assume it's complicated, mysterious, and scary and that they need to hire someone with appropriate credentials, as one would hire an accountant, plumber, or lawyer.

 

The best fundraisers come out of causes. You can teach anyone basic skills, but you can't teach commitment and sincerity and, ultimately, that's what donors respond to.

 

There are fundraising strategies and techniques, but they are far less important than the one quality you need to be successful at fundraising: passion for the mission.
 

3 - The Word You Hear Most Often
 
When training groups I always ask them to list all of the strengths they have that could make them a good fundraiser. They list tons of them: they're creative, organized, educated, personable, they give themselves, sales skills, write well, passionate about their organization.

 

Then I ask them to list their fundraising weaknesses. They say: no fundraising experience, not time and no energy after a day's work, shy, disorganized, they sit on many boards and raise funds (supposedly) for many groups, don't know anyone with money, feel it's impolite to ask for donations, don't want to take advantage of their friends. Most of all, they are afraid of rejection - they're concerned people will say no.

 

Let us be clear: the most frequent word you will hear in fundraising is "no." Most people will say no. That's how it works. Fundraising is a volume business; you need to ask a lot of people because most folks will turn you down.

 

Don't take it personally. People chose not to give for a variety of reasons - in most cases they simply have other priorities - but it's rarely about you, the solicitor: what you said or didn't say, your clothing, your cologne, your inability to interpret body language, or your comedic timing.

 

Here's the good news: you and your fellow board members and volunteers already know all the people you need  to know to raise all the money you need to raise. You have the relationships - right now - to meet your financial goals. 

 

4 - Where Money Comes From
 

Myth - There's a shortage of money for non-profit organizations.

Fact - Americans are extraordinarily generous. For many years, private charitable contributions have exceeded $200 billion.

 

Myth - It is impossible to raise money when the economy slows down.

Fact - Charitable giving is almost recession-proof. Yes, it dips some in a bad economy, but expands in a big way in a healthy economy. Taking the long view, the pool of private funding or nonprofits tends to grow over the course of several years.

 

Myth - The most effective way to raise money is by writing grant proposals.

Fact - The vast majority, 80-90%, of charitable money comes from individuals. Dead people, year after year, through their estates, give away more money than all US Corporations combined.

 

Myth - "I don't know anyone who has money."

Fact - Roughly 70% of American families donate to nonprofits. 7 out of 10 people you know - friends, neighbors, colleagues - contribute money (this does not include labor) in the form of cash to charitable organizations.

 

Myth - Philanthropy comes from rich people, so the best strategy is to solicit rich strangers.

Fact - People with modest incomes can and do make substantial gifts. Total giving per household averages $2000 per year. 

 

Unless you're a hermit you interact with donors everyday.

 

5 - Where Money Goes
 

When it comes to fundraising, one nonprofit sector outperforms all others: the faith organizations; collecting one-third of all charitable giving. Why are they so successful?

 

· They ask.  And ask. And ask. Churches pass the plate weekly.
· They ask everybody.  Faith-based organizations make little distinction between the rich and the poor. No one is screened in our out due to their assumed ability, or lack of ability, to give.
· It's expected.  It's accepted that everyone who attends is a donor or potential donor who would benefit by giving.
· They provide lots of options. In addition to weekly giving there's the building fund, pastors Christmas offering, youth mission fund, you name it. Everyone is expected to give, but donors have a choice in how they direct their gifts.
· They create opportunities for donor interaction. Faith institutions see their constituents   several times per month: at worship services, family programs, religious study, leadership meetings, etc.
· Volunteers ask for gifts.  Most church fundraising is built on the backs of volunteers - passing the plate as well as leading the annual canvass of the congregation and organizing fundraising events. The highest form of fundraising is peer-to-peer.
· They do a great job building relationships.  They know their people really, really well. When it's time to ask for the gift, these relationships pay off.

 
6 - Why $500 to $5000
 

These amounts are large enough to justify the time it takes to develop a prospect list, prepare a letter, follow up with one or more phone calls, set up the appt., and eventually visit the prospective donor.

 

These amounts are small enough to include a wide range of prospects. $500 per year is $40 per month - easily within the reach of a lot of folks.

 

These amounts are modest enough to seem feasible to the novice, but ambitious enough to make it worth the physical, emotional, and psychic energy required to get over all those money taboos. Taken in the context of a major gift campaign, a team of solicitors working together toward a common goal of gifts between $500 and $50000 can add up to a lot of money.

 

Start somewhere, but start. Not starting - in other words, not asking at all - isn't an option.

 

7 - You, the Philanthropist
 

Most folks give away money for a combination of reasons: they care about the cause, see a clear need, had direct experience with the organization, giving is a family tradition, honor someone's memory, itemize a tax deduction, etc.

 

The top three motivators for why people give are not in that list, and they are:

· Somebody asked.

· You have a relationship with the asker.

· You want to be part of the work. (can't volunteer time, but can give money)

 

Surveys show many people are not well satisfied with our jobs and material possessions and are looking for more meaning and connection. The chance to participate in a good cause is deeply fulfilling. How does charitable giving enrich your life?

 

8 - The Day the Beggar Stopped Begging
 

The definition of begging is something for nothing. The definition of fundraising is something for something. When you solicit a charitable gift, you're exchanging one thing of value for something else of value. The key word is exchange.
 
Supporting a good cause feels good, doesn't it? 

 

So why are we so uncomfortable asking people to do something that would make them feel good when they do it? After wrestling with this question for 20 years I can only come up with one answer: We feel uncomfortable because we believe the solicitation is about us, the askers. We focus on our discomfort. We get stuck on the money taboos.

 

Fundraising is not about your feelings, it is about the donor. As a solicitor, your job is to reach out with integrity - to make a clear case for your organization, to listen carefully, to engage the prospect on as may levels as you can. Your job is to serve the donor.

 

9 - "I Can't Ask My Friends!"
 

I have asked this question to thousands of people: how many of you have had a friendship go sour because you solicited funds or a cause? Answer: 1 in 50 due to miscommunication or inappropriate expectations. In other words, you CAN ask your friends!

 

Americans are trained to be independent, self sufficient. Fundraising is asking for help (if we had the means ourselves we'd finance it ourselves). But big causes require big solutions.
 

Suggested way of asking:

"Maxine, I'm involved with a great cause. We're doing terrific work to improve our community and we need your help. If you could support us with a $500 donation, it would mean a great deal to me. If you choose not to participate, that's OK - we'll still be friends no matter what. But I sure hope you can help."

 

When asking, give the person explicit permission to say no. There's no pressure involved. 
 

Given your passion and the power of your cause, some will say yes. I promise you that they will be grateful for the opportunity to participate.

 

10 - "But I Don't Know Anyone Who Has Money!"
 

There's only one way to know how much someone can give - and that is to ask them. Don't judge them based on the car they drive, the clothes they wear, or the home they live in. Do you have access to their bank statement? Do not make the giving decision for them!

 

Fundraising boils down to two jobs:

1 The asker - that's you - asks for the gift.

2 The decider says, "Yes, I choose to give," or "No, I'm sorry, I choose not to give."

Don't confuse these two jobs!
 

Do not make decisions or other people based on your extremely limited knowledge of their finances. Don't screen them out based on hearsay, rumor, or the condition of their car.

 

Knowing people who have money is irrelevant; the question is, do you know people who give money?  

 

11 - Prospecting: Looking Beyond the Locals
 

We often use the word prospect to describe potential donors. Prospects generally meet the following criteria, in order of importance:

 

Contact: Do they have a relationship with you, other board members, staff, key volunteers, or other donors to your group? A direct friend or a friend in common who opens the door is a contact.

 

Belief: Do they care about your cause?

 

Ability: Do they have money or other resources to give? Assume yes, since you won't know until you ask.

 

Anyone who meets these criteria is a prospect and should be asked for support.

 

Most people know about 200 people. Some of these are prospects. A Board of Directors, working together, should be able to come up with 500 bona fide prospects. They can be local (most are) but also at a distance (20% of Americans move each year).

 

12 - Thy Neighbor's Donor
 

There is a lot of competition for nonprofit donations. True. But there is a large pool - 70% of American families.

 

Most people who give money spread it around - giving to five to eight charities per year, many 10 or more charities per year.

 

Most non-profits acknowledge their donors in newsletters, annual reports, event programs, and other publications, and they recognize donors by gift level and that can give you an idea about how much each person contributes.

 

To expand your prospect pool, consider the following:

· Contact all nonprofits in your area and request their annual report or ask to be on their newsletter mailing list.

· Photocopy and donor list and distribute it to you board, key volunteers, staff, and significant contributors and ask if they know anyone on the lists.

· Compare these lists with your own - you may discover a small donor to you is a major donor somewhere else, and can thus be a major donor for your cause if they were asked.

 

If you diligently collect lists and "screen" names, your fundraising effort will benefit in two ways:

· You'll have lots of people to solicit.

· You’ll begin to build your fundraising team by engaging board, staff, and volunteers in the process.

 

13 - The Most Effective Way to Ask
 

The most effective way to raise money is face to face. Here are the advantages:

· You can talk with prospects and learn how their interests dovetail with your organization's work.

· You communicate your passion in a personal way.

· You can respond directly to questions or concerns.

· You can bring visual aids - maps, charts, photos, site plans, blueprints.

· It demonstrates your commitment to the cause; not only are you giving time and money, you show courage to the donor by soliciting support.

 

14 - If You Don't Have A Goal, You Won't Reach It
 

When raising money from individuals, we're concerned about two sets of numbers: How many donors participate and how many dollars do they contribute. Typically:

· The top 10% of donors contribute 60% of the financial goal

· The next 20% of donors contribute 20% of the goal

· The remaining 70% of donors provide the remaining 20% of the goal

 

If your goal is to raise $50,000 the following gift chart could be used: (for the IGL, reduce this to $4000 or $5000…)
	Gift
	#
	#Pros.
	Total$

	$5k
	3
	15 (5:1)
	$15k

	$2.5k
	5
	25 (5:1)
	$12.5k

	$1k
	12
	48 (4:1)
	$12k

	$500
	21
	63 (3:1)
	$10.5k

	Total
	41
	156
	$50K


 
This is a flexible model; adapt it to your IGL circumstances. Note the ratios - for every $5000 donor you will need to identify about five $5000 prospects.
 

After you compile a list of prospects, the board comes together and matches the prospects to the amount expected. List out the amount, the name of the prospect, and who will be the solicitor.

 

The process takes a while. Get some pizza and get busy. It's a good way to test the feasibility of the goal. For the above example about 150 prospects are needed. Fundraising is a volume business - if you don't have enough prospects, solicitors, or both - you may have to lower your sights or delay your campaign.

 

15 - Before You Ask For Money, Give Money Yourself
 

You reap what you sow - if you're not giving, you’re not getting. All board members should give to the best of their ability. Appropriate board member understanding should be, "Because you are a leader in the organization, we expect to be one of the top three charities you support each year."            

 

There is no way to enforce this, but it sets the tone. Board members need to give time and money for the following reasons:

· Fundraising is part of your job, and you'll be more effective if you do what you're asking others to do.

· Despite what you've heard, time and money are not convertible - neither the phone company nor your landlord is willing to accept time for money.           

· Sooner or later you'll be asked this question by an individual prospect, foundation officer, or corporate funder: "How many of your board members give to your organization?" And if you can't say, "100%, every single one of us!" the prospect will reply, "Well, if you can't get your own folks to give, why should I?"

 

Board members who don't give cost their organization more than they know. Before you ask, be as generous as you can be.

 

16 - Honesty, Follow Through, and Reasonable Expectations
 

The process of soliciting a big gift generally includes three stages:

· A letter requesting a meeting.

· A phone call following the letter to set up an appointment.

· A visit to solicit the gift.

 

Note these three key points:

· Honesty and transparency generate the best results. At each stage, letter, phone call, and visit, you must be completely clear about your purpose, which is to raise money for your organization. If you ambush people you will not raise much money. Transparency means naming numbers right from the start.” Alice, I'm writing because we're launching our first major gifts campaign and we're looking for gifts of $500 to $5000. I'm not sure how much to ask you for so let's sit down together and talk about it."

 

· Don't start what you can't finish.  Once you begin, you must follow through. The worst thing you can do is mail a letter to a prospect that says, "I'll call you," and then avoid the telephone. If you plan to lose your nerve, do it before you begin. Your and your team and organization's credibility depends on it.

 

· Begin with reasonable expectations.  The beauty of a straightforward approach is that it screens out those who are less likely to give and those who remain will be strong prospects. If your letter and phone call explicitly discuss fundraising, by the time you walk in the door the prospect will seriously consider your request. Furthermore, if you mention numbers in advance they won't be shocked by the amounts when you sit down together.

Expect that for each 10 letters sent to legitimate prospects, you will eventually reach six to seven by phone and three to five will agree to meet.

 

17 - Act I: The Letter
 

Guidelines for the letter:

· Keep it brief (one page max)

· Say "Thank You" 
· Explicitly discuss fundraising  (don't hint or use code words)

· Include numbers (mention the range of interest - this is optional but recommended)

· The purposes of the letter isn't to get money, it is to get a meeting.
A sample letter follows. You may want to have the organization's office draft the letter, and you, the solicitor, customize it to fit your style. Just get it done and mailed!

 

Dear Martina:

It's that time of year again - we're doing our annual fundraising campaign in support of (brief description of your mission). Last year you made a very generous donation of $500, which is a big gift for us, and we really appreciate your support. Contributions from people like you helped us accomplish the following:

· (big, impressive accomplishment)

· (not so big, but still impressive)

· (something interesting the donor is unlikely to know something about)

This year we face a number of challenges:

· (big, scary challenge - maybe increased demand for your services)

· (not so big, but still impressive)

· (perhaps something about building your organization, rather than providing services)

To meet these challenges we're asking our most generous donors to consider doubling their gift, which in your case would be a contribution of $1000. I appreciate that this is a big commitment, so before you decide, I'd love a chance to meet with you, give you an update, learn more about your interest in our work, and ask for your support.
I'll be calling you next week to set up an appointment.
Again, thank you for your generous and loyal support. I look forward to speaking with you, and meeting with you, very soon.
Warm regards,

 

If you are uncomfortable with specifying a number, consider language like this:

 

We're asking for gifts of between $500 and $5000 toward a campaign goal of $50,000. To be honest, I'm not sure how much to ask you for, so let's sit down together, discuss it, and you can tell me what amount would be appropriate.

 

If you're writing to a prospect, rather than a donor, the relevant paragraphs might be:

 

As you know, I'm on the board of a local food bank, which works to (brief description of your mission). Our organization has a long history of success, including (insert bulleted items here).

One of my tasks as a board member is to identify new supporters for our work. We've set a goal of $___ and we're seeking donations of between $___ and $___ to help meet that goal. I'd like to arrange an appointment so we can discuss the work and see if you'd like to contribute.

 

18 - Act II: The Phone Call
 

The definition of telemarketing is one stranger calling another, you won't be doing that. These are not cold calls.
 

The phone has limitations (can't see body language, people screen calls, less personal than face-to-face) but it is still a powerful fundraising tool.

 

To succeed, you need to be persistent and flexible. Call at different times of day and different times of week. Call four to five times, leaving three voice messages before giving up on the prospect. The message goes something like this:

 

"Hi Mike, this is Joe. I'm following up on the letter I sent last week about our fundraising campaign. I'm hoping to schedule a time or us to meet. Please give me a call at 555-555-5555. If I don't hear back from you in the next few days I'll try again, thanks."

 

Do NOT give up after one phone call and leaving one message. That is not good fund raising. It is fear or laziness.

 

You can overcome fear. You’re doing an important job and as long as you're honest, humble, and responsive, no one will think poorly of you. Indeed, many will admire you. Email is another option if you're not getting through on the phone. It too is impersonal and easy to ignore. Yet good solicitors use every tool in the toolbox before giving up on the prospect.

 

19 - Do I Hear Objections
 

As a rule you should be able to respond to three objections before giving up on a prospect.
Objection: I don't have the time to talk right now.

Response: When would be a good time to call?

 

Objection: You sent me a letter? What letter?

Response: Well, let me tell you about the letter.

 

Objection:  I really don't have the time to meet, can't we just do this over the phone?

Response: That's up to you, the meeting takes about 20 minutes and I'll make it convenient as possible - I can come to your home or office, whatever works for you. This just works better if we meet face-to-face.

 

Objection: I can't afford the amount you're asking for.

Response: The amount is completely up to you. Let's sit down together, discuss it, and then you'll decide.

 

Objection: You know, I generally make charitable giving decisions with my spouse (or someone...).

Response: Is it appropriate for the three of us to sit down together? If so, when would be a good time? If not, how can I help you to have that discussion - maybe the two of us could meet first.

 

Objection: You know, I support so many other groups and I'm tapped out for the year.

Response: I know the feeling - tell you what, let's take the money off the table. I'd still like to meet and thank you for your generous support last year. When you're budgeting for next year perhaps you could remember us then. So let's assume you won't be giving now - I hear that. But I'd still like to meet. When would be a good time?

 

Objection: We're down to one income and we don't have the money.

Response: I'm sorry to hear that. Is there some other way you'd like to be involved in our work?

 

Objection: This just isn't a priority right now.

Response: Well, your past support has meant a lot to us. Shall we keep you on the mailing list? Is it appropriate to contact you again in the future?

 

Three Rules of Telephone Appointment-Making:

· Whatever the objection, take it literally. Rather than making assumptions about what other people mean, or trying to read between the lines, take them at their literal word.

· Assume success. Don't ask, "do you want to meet?", ask, "when would you like to meet." This subtle distinction makes a difference.

· Keep bringing it back to your agenda. "When would be a good time to meet?"

 

Strive for balance between assertiveness and humility. If you give into fear, if you back peddle at the first objection, you do a disservice to yourself, your team, your organization, and your donors. Be bold and watch what happens.

 

20 - Where Do We Meet?
 

Top four locations, in order of preference:

1.) At his or her home. 
· People are more comfortable in their home.

· You can learn a lot about them from their material circumstances.

· It's easier to linger and have more substantive discussion in one's home.

 

2.) At his or her workplace.
Same advantages as above, but disadvantages are competition for the person’s time and focus, and there can be interruptions.

 

3.) At your organization.
· Con: Donors who have to make a great effort to get to you on your own turf may feel less at ease one they arrive.

· Pro: They see your organization first-hand and you have great show-and-tell opportunities. When they see the work in action it can lift them up and make them want to participate.

 

4.) At a neutral location, typically a restaurant.
This is the least favorable option for the following reasons:

· Food, especially if it's poor food, can get in the way of the discussion.

· You can't control the environment (like the screaming child at the next table)

· The awkward business of who buys the meal.

 

Neutral locations are great for getting to know prospects or reporting to donors on how you spent their money. As a venue for soliciting gifts, use them as a last resort. 

 

21 - Act III: The Visit
 

A brief overview of the order of the meeting:

1.) Build rapport. Chat a little. Don't begin talking about fundraising. Ask about the kids, job, etc.

 

2.) (Optional but recommended) State your goal for the meeting. Joe, I've come today with three things on my mind, One, I'm here to tell you about our work, Two, I want to learn more about you and your interests. Three, it's my responsibility to ask you for financial support. I'd like to know why you're interested in our organization, so let's start there...

 

3.) Uncover the person’s needs and interests. If they've given before, ask them why, if they haven't, ask them if they have experience with your cause or organization. Get the prospect talking.
 

4.) Present your organization: goals, programs, financial needs. Tell stories. Where relevant, cite statistics. Keep it brief. Don't describe the 14-point strategic plan! This is the time to use visuals (pictures, maps, charts, graphs...). Always encourage questions.

 

5.) Ask for the gift. Be clear, specific, and straightforward. Sally, as I mentioned in the letter we were hoping you'd consider a gift of $1000 to support our work. It would mean a lot to us. What do you say?
As an alternative: "As I mentioned in the letter, we're looking for gifts of between $500 and $5000. I appreciate that this is a wide range, and to be honest, we don't know the appropriate amount to ask of you. How much would you like to give?"

One you've asked for the gift, wait - keep your mouth closed. Let the donor respond.

 

6.) Deal with any objections. What you heard on the phone may be repeated here. Be prepared. Bring notes. If they say, "I can't give now," ask "do you want to make a pledge now and pay later? If that works for you, it works for us." Use common sense. Take a breath, ask yourself, "what is the logical response to this objection," then respond accordingly.

 

7.) Close the meeting. Restate any agreements you've made so both parties can leave the room with the same expectations. Again, be clear, specific, and straightforward. 

 

22 - Two Ears, One Mouth
 

Major fundraising is more about listening than talking. Solicitors who talk too much tend to fail.

You cannot talk someone into giving you money, but you can talk then out of giving by talking too much.
 
You can listen someone into giving by asking good questions, being fully present in the conversation, and listening carefully to what he or she has to say. Listening is the most important skill in face-to-face fundraising.

 

Fundraising isn't about money, it's about relationships. Would you rather listen to a monologue or be part of a dialogue?

 

The more a prospect talks, the better your chance of getting the gift. If you know what motivates them, you'll be a more responsive partner.

 

23 - Show and Tell
 

The big advantage of face-to-face is you can show your stuff. Photos, graphs, blueprints, whatever is appropriate. It adds another dimension to the discussion.

 

Fancy visuals are not the issue, and delaying a fundraising campaign while you debate the visual materials is not acceptable. But visuals help you, the solicitor, as you learn and gain more confidence in your work. They provide an aura of credibility.

 

A real important value of visuals is to counter the "can't we do this over the phone" objection. If you have visuals, you can say so and that they can't be shown over the phone, so let's get together. What's a good time?

 

24 - Name That Number
 

You may get asked, "how much do you want?" If you are, you'd better have a number ready.

 

Usually it falls to you, the asker, to ask for an amount. Here's some strategies: 

· Study the donor's past giving to your organization, including how the person was asked. People give 5 - 10X more when asked face-to-face than through the mail.

· Examine their contributions to other nonprofits (gleaned through annual reports, newsletters, etc.).

· Hold a screening and rating session, discuss the prospect, and arrive at a target amount.

 

Here are some options for making a dollar amount request:

· John, we've set a goal of $50,000 for our major gifts campaign. To start the campaign we're looking for three people to give lead gifts of $5000. We're asking you to be one of those people.

· Mary and I pledged $500, which is a lot of money for us. We're asking five of our friends, including you, to do the same. Would you participate? It would sure mean a lot to us.

· As I said in the letter, we're asking you to consider a gift of $2000 this year. I sure hope you can help.

 

Another strategy is to use the gift pyramid (at the end of this document - Appendix A). As I mentioned in the letter, we're seeking donations of between $500 and $5000. When all the boxes are filled in, we'll reach our goal. To be honest, we don't know how much to ask you for, so perhaps you can give us some guidance. Please take a look at the chart and choose a number that feels right for you.

 

Using a gift chart offers many advantages.

· You don't have to actually name the number. Pick a number on the box and say, "how about this one?"

· You look organized and professional. Your plan is clear, when all the slots are filled in, you have reached your goal.

· If the donor chooses to "negotiate down" you control the terms of the negotiation by setting the giving levels.

· The pyramid provides an opportunity for donor recognition. After a donor chooses an amount, you can ask if you can put their name on the chart to let other people know what you have pledged. Some donors are pleased with that, others wish to remain anonymous.

Faced with a range of choices, some donors will disappoint you by going low, so don't put $50 on the pyramid. But some will delight you by making larger gifts than you thought possible.

 

25  - The Gift of Silence
 

Naming the amount is difficult, but keeping silent after you've asked for an amount is more difficult. To succeed at fundraising, you have to learn to stay silent after asking, regardless of what you want to say.

 

The prospect is sorting out a number of issues after you've asked for an amount, let them think it through. Stay silent.

 

If you take nothing else from this book, please remember to ask and then be quiet.
 

26 - There Are Only Three Answers To The Question, "Will You Help Us."
 

Yes
It's OK to act surprised, acting delighted is better! Be enthusiastic, show your gratitude. Figure out how the contribution will now be made. Follow up questions could include:

· How would you like to pay?

· Would you like to write us a check today? We also accept credit cards.

· Shall I send you an invoice?

· Would you like to pay in installments? We could set up monthly or quarterly payments.

   

No
Sometimes a no is unequivocal. At other times you can use a "no" to reframe your question. Listen carefully. Take them at their literal word. If you do, you'll sense when to continue or back off.

 

Maybe, I'm not sure, let me think about it.
Some people will decide not to decide. Rather than applying pressure, explore what they need to make a good choice.

· More literature or information?

· Tour of your organization?

· I'll leave this material with you and call you back next week after you've reviewed them further.

· I can have Bill phone you from our board, he has other perspectives on our programs.

 

Keep the ball in your court. Make sure you confirm the decision (yes or no) and follow up.  Then, be sure to follow through.

 

27 - The Installment Plan
 

People can always give more money over a period of time than they can today. $500 is only $40 per month.  A gift of $5000 can be paid in 5 years, at $250 per quarter.

 

Use installments as a part of your pitch, or as a fall back. Installments are a solicitor’s friend. "I agree $1000 is a lot of money, but paid in installments it's very manageable, that's how we do our giving; spreading it out over the year helps us."

 

You must have the infrastructure to support installment giving. The good news is PFC does!
 

28 - Closing, Clarify Your Commitment
 

In the language of sales, closing means getting a commitment. The next step is to repeat the commitment so everyone is clear. 

 

After you've described the giving, and any installments, and how it will be paid, say, "Am I remembering this correctly?" If they say yes, mission accomplished.

 

The importance of clarifying the commitment cannot be over-emphasized. Far too often solicitors leave the meeting without clear commitments. Even if a donor isn't ready to say yes or no, negotiate a next step and restate it clearly.

 

29 - Act IV: After the Meeting
 

As much as 80% of the work in fundraising comes after you receive the gift.  It involves thanking your donors, keeping them informed about the work, and inviting them to participate. 

 

You want to set aside time to interact with your donors in ways that have nothing to do with fundraising. Every contact must not be about money.
 

Divide your top-tier givers among your board such that everyone has a reasonable number of assignments. Then, each board member call a major donor. Maybe make three calls per month, this is not taxing.

 

Open with "Hi, I'm a volunteer board member with (name of organization). I'm not calling tonight to ask for money (pause while they recover from gasping in amazement). I'm just calling to thank you for your support, it means a lot to us." Then, "Do you have any questions about our work? Do you have interest in being more involved? Is there anything we can do to serve you better?"

 

Do a survey, mention your major programs and ask which of those is most important to them and why.

 

You may wind up talking to an answering machine. If so, the message you leave is the same. We value your support and you're a part of the family.

 

Phone calls are only one way to keep in touch. Personal meetings, events, etc. can work as well.

 

The bottom line is this: If you don't have the time, commitment, or infrastructure to keep in touch with donors, then you shouldn't be soliciting them in the first place. 
 
30 - The Most Meaningful Thanks
 

Other acknowledgements, saying thank you, can be personal notes, face-to-face thanks, listing contributor names in your newsletter, purchasing newspaper ads to thank supporters, commemorative items, flowers, food, donor recognition events, etc. 

 

You don't have to overwhelm your donors with thanks, but you must reach out to everyone.

 

Even board members who shy away from fundraising have a crucial role to play in acknowledging donors. In a healthy organization, everyone says thank you.

 

31 - "We Don't Have To Do This All Year"
 

The most effective fundraising campaigns are time-limited; they generate the most money raised per hour of volunteer time. For small nonprofits, a concentrated burst over 10-12 weeks has several advantages:

· A sense of urgency to meet the deadline.

· Organizational focus. During a campaign season, this becomes the major activity of the board and fundraising staff.

· Able to recruit and train a team of solicitors who can compare notes and learn from each other during the process.

· Time off when the asking is over.

 

Board members may do other fundraising activity during the balance of the year, or not, but, they must fully participate in the annual campaign.
 

When scheduling the campaign, consider the following questions:

· When are your prospects available?

· When are your solicitors available?

· When are other organizational resources available?

 

The traditional campaign is led by a chair or co-chairs who supervise and support three to four team leaders, who in turn supervise and support three to four solicitors each. Make sure everyone checks in periodically throughout the campaign to compare notes, stay on task, and share success stories. When done, tally the results and have a party!

 

32 - In Praise of Amateurs
 

Volunteers, especially board members, make the best fundraisers. In addition to what's already been covered, here's why:

· Self-Interest... What Self-Interest?
There's no shame to raising your own salary, but volunteers have an advantage - not even a whiff of personal economic benefit. This gives you all the more credibility.

 

· You Can Ask For Help
For amateurs, vulnerability can be a distinct plus. Consider the following appeal when setting up donor visits:

'Simon, I'm on the board of _____ and one of my responsibilities is to raise money for my friends. It's a bit intimidating so I'm looking for help. Can I come to your home and practice? It's a real request - I hope you will consider a gift - but even more than your money, I need your feedback. Maybe you could critique my pitch and help me to make it stronger."

 

This approach reduces the pressure because no one expects a polished presentation. It also expands the development team, turning each prospect into an informal fundraising strategist. It's also likely to result in a gift, who can resist an appeal like that? It's foolproof or a volunteer solicitor!

 

· Donors Will Admire Your Courage
We tend to think highly of people who test their own limits. Donors are smart people and they will respect your commitment.

 

33 - Thank You For Asking Me
 

One time I mailed a gentle invitation to an event I held. I agonized over inviting a particular person. I thought she wouldn't be able to travel to the event and that even if she could she didn’t have money to give. Was I imposing? In the end I did send her an invitation, partly because I wanted to honor everything in this book.

 

She responded with a check and a lovely note that ended with something I'll never forget, "Thank you for asking me."

 

When we're raising money it's easy to feel we're somehow imposing on people, making them uncomfortable, putting them in an awkward position. 

 

We forget that all of us are linked together - our shared passions, our common belief in the power of change, is what makes us a community. When we reach out through our organizations, when we encourage people to participate, we are the ones giving the gift.
 
It is a privilege to ask. It is also a privilege to be asked. Remember this and you'll be a great fundraiser.

 

_________

The author, Andy Robinson, has been a fundraiser for social causes since 1980. As a trainer and consultant he has assisted nonprofits in 40 states and Canada, leading workshops on fundraising, grant-seeking, board development, strategic planning, marketing, leadership development, and earned income strategies. andyfund@earthlink.net 
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THE NATIONAL AUDIT MEETING

One of the aspects of the IGL’s responsibilities is conducting the National Audit Meeting. This audit serves many purposes. In no particular order of importance some of the reasons we do the audit are:

· Update their personal and ministry information

· Accountability in ministry and finances

· Understanding their needs (ministry and personal)

· Ensuring the ministry is sustained and growing

· Opportunity to counsel on ministry approaches

· Hearing them out, hearing their heart

The audit should take about 30 minutes. It can be done anytime you are with the missionary, but shouldn’t be put off until the last day, since any unexpected change in plans may thwart your being able to conduct the audit at all. There should be a blank in your campaign notebook and you will simply hand write in the answers. Let’s review the items on the campaign audit form:
National Host:
Auditors: 
Wife: 

Children: 

Your Age: 

Email: 

Cell: 

1. Where do you live (mailing address)? 

2. What languages do you speak? 

3. Where does your income come from? 

4. How much is PFC sending you monthly: 

5. How many prisons do you:

A. Visit? 

B. Frequency? 

C. Longest distance? 

6. How many prisoners do your volunteers:

A. Visit? 

B. Frequency: 

C. Longest Distance: 
7. How many volunteers do you supervise: 

8. What is your process for getting a volunteer cleared? 

9. What is your vision for expanding ministry? 
10. What church do you attend? 

11. What other ministries are you a part of? 

12. Needs: (transportation, resources, permits…)

13. Goals: (add to volunteer base, increase inmate attendance, crusades…)

14. What is working well with you and PFC? 

15. What changes would you like to see in how PFC works with you? 

16. Do you send in monthly reports? 

17. Where do you get Bibles for inmates? 
Following are Bob’s inputs

Action Items

These are things I glean from the audit that we need to do back at the PFC office, or something I need to do, or something I need to bring to the attention of someone.

Deep Water Issues

Areas where things are not going so well. Could be monies not being handled properly. Could be some unmet expectation on the part of the national that affects their relationship with PFC. Could be a violation of PFC policy, either innocent or intentional. If I had to be stern in this meeting on an item, then that’s recorded here.

Bottom Line

· Pro – What I see is going well, taking in the big picture.
· Con – Something that needs to change. Almost always money/resource related, but could be leadership related also.
Summary Analysis

My final assessment for long-term ministry, morale of the volunteers, etc.

The audit forms should be typed up and turned into the office within a week of returning. This applies to the budget as well.

PFC COUNTRY OBJECTIVES

From the PFC Training Manual, the five goals of every international missions trip are:

5 Goals

1) Train and equip the national saints who are currently doing prison ministry.

2) Teach the church how to recruit additional volunteers and to assist them in presenting the concept to other churches.

3) Bless the national saints with encouragement and resources. In addition providing necessary aid and assistance to the prisons.
4) Be able to conduct evangelistic church services inside the national prisons.

5) Introduce the PFC umbrella and possibly raise up a PFC Missionary partner.
Jamie Neault coined an acronym to help anyone to be able to remember the five goals: TIBET
T – Train (and equip the national saints) – Conferences 

I – Introduce (the PFC umbrella) – Conferences 

B – Bless (the nationals with resources) – Finances 

E – Evangelism (inside the prisons) – Crusades 

T – Teach (how to recruit volunteers) – Conferences 

Even a quick glance shows that the backbone of our ministry is the conferences with the nationals. Why is this? Well, because when they are properly trained and equipped, they can carry on the work of the ministry every month, year around, even when we are not there. 

It is good for an IGL to train up every member of their team to be able to present at the conferences, whether male or female, new or veteran. (The only exception is in India where cultural boundaries prevent our ladies from teaching men.) An IGL should have their team well prepared to teach at the conferences. They should rehearse their subjects well, very well. Role play in the pre-trip meetings. Make the expectation that they will participate. You, as the leader, equip them. They will be glad they did it, and you have added value to their experiences. This will encourage them to come back again with PFC, and they’ll also be good at inviting their friends when they’re experience was a positive one.

Under no circumstance should you have multiple men sitting on the bench while one or two people conduct the entire day-long conference. But also under no circumstance do you want to put someone up there to teach who has not been trained, worked with, rehearsed, and knows what to say and what time frame they have. You have to prepare them!
Following are some example topics for our basic 1-day seminar. These are the backbone courses, with each module allowed 20-30 minutes, with interpreter. At least once, and usually twice, we will break up the morning and afternoon sessions with a Reward and Recognition session. Here we ask key questions about materials recently taught and the right answer gets a gift (e.g. PFC pen, hand cuff key chain, etc.). You will be amazed at how many people get the answers wrong! That’s why we teach the seminars year after year sometime.
We will have a lunch mid-day, and afternoon sessions can be a little sparser relative to the morning session. But we carry on and do the best we can. We want to be enthusiastic and energetic. We keep the process moving; when the speaker is done he’ll sit down while the next speaker is standing up. There are generally no other introductions after the opening speaker introduces the team.

1. Introductions; about PFC
2. Why do Prison Ministry?


3. Code of Conduct 

4. Four Divisions of Ministry

5. How to Start and Grow a Prison Ministry
 

6. The Importance of the PFC Network
7. Working with Staff at the Prison
8. What is it to be a Volunteer? 

9. Group Leader Responsibilities

Prayer Line; Consecration (this is after the seminar is done as we commission volunteers by the laying on of hands for the work of the ministry).
Thus with nine teachings, estimate that lecture time alone is going to be 4.5 hours. Add another hour for the two Reward and Recognition, and add another 90 minutes for lunch. The prayer line at the end is another 30 minutes, and with probably 30 minutes of singing to begin with the day is quite full. Thus the IGL has to keep an eye on the clock and keep things moving along so that all conference topics can be covered.
Other conferences include the half-day advanced volunteer conference and the discipleship conference. Sometimes we do short “encouragement sessions” with volunteers and these run typically one hour. We have also conducted 2-day basic conferences, where the above subjects are covered and even expanded, and a few more added to fill out the full 2-days. Again, the IGL will want to have prepared his team to teach and have reviewed their assignments with them before boarding the plane. 
SHOW & TELL SUPPLIES
Required

1. Back Pack—A good day pack is required to be an IGL. 

2. Clean Blood Kits—(On loan from PFC and must be returned to PFC after the completion of the trip.)

3. First Aid Kit—(On loan from PFC and must be returned to PFC after the completion of the trip.)

4. Laptop—(On loan from PFC and must be returned to PFC after the completion of the trip.)

5. Digital Tape Recorder for taking notes to oneself regarding finances

Suggested 

1. Yellow Writing Pad

2. Non Solar Calculator

3. Gift Bags and gifts for the Officers in Charge (Provided by PFC.   Any unused gift bags must be returned to PFC after the completion of the trip.)

4. Soccer Balls (Provided by PFC.  Any unused soccer balls must be returned to PFC after the completion of the trip.)

5. Business Supply Kit: (On loan from PFC and must be returned upon completion of the campaign.)
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