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Abstract  

 This thesis will recast fundraising from a mostly secularized approach to one that 

views fundraising as a spiritual practice. Young Life staff members are trained in how to 

proclaim the gospel and program activities in terms of discipleship and spiritual 

formation, yet field staff members have been trained to use a different paradigm that is 

secularized for fundraising. There is potential for a language shift and corresponding 

paradigm shift in fundraising training that could guide the Young Life fundraiser to 

venture into a more familiar and theological concept: community instead of commerce 

and spiritual formation instead of commodification. 

 The two core research questions that I am addressing in this project are: In what 

ways does raising support for Young Life connect to the practice of faith?  And, how can 

fundraising be re-conceived in terms of Christian spirituality? Data has been collected 

from personal interviews, Young Life archives, books written about Young Life, and 

published reports within the organization. This project aims to discover the fundraising 

history of Young Life, critically analyze this history, extend a practical spirituality of 

fundraising while exploring theologies of asking, giving, and receiving, and provide 

adaptations for current problematic financial models in the organization. 
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Definition of Terms 

 Fundraising: For the purpose of this project, I will define fundraising as any type 

of activity that seeks to generate financial support for a non-profit Christian organization 

or church. When I use the term fundraising, I do not mean tithing. 

 Fundraiser: When I talk about “fundraisers” in this project, I do not mean full-

time professional development people. I mean missionaries or ministers of the gospel 

who participate in fundraising as an aspect of their job, not the entirety of their job. I will 

interchangeably utilize “missionaries who fundraise,” “fundraisers,” and “fundraiser” in 

light of this definition. 

 Spirituality: Theologian Alister McGrath defines spirituality as a “creative and 

dynamic synthesis of faith and life, forged in the crucible of the desire to live out the 

Christian faith authentically, responsibly, effectively, and fully.”  When I use the term 1

“spirituality” in this project, I mean Christian spirituality. I will investigate how the 

Fundraiser can engage the fundraising process in a spiritual manner so that our 

“spirituality has to do with our experiencing of God and with the transformation of our 

consciousness and our lives as outcomes of that experience.”  2

 I will engage, as theologian William Stringfellow suggests, “the whole person -

body, mind and soul, place, relationships – in connection with the whole of creation 

throughout the era of time” in the context of Christian fundraising.  I chose the concept of 3

spirituality because it is a “lived experience.”  I will “apply relevant elements of 

 Alister McGrath, Christian Spirituality (Oxford, UK: Blackwell Publishing, 1999), 9.1

 Richard O’Brien, Catholicism (San Francisco, CA: Harper, 1994), 1058.2

 William Stringfellow, Politics of Spirituality (Eugene, OR: Wipf and Stock Publishers, 1964), 22. 3



Christian faith to the guidance” of the Fundraiser “towards their spiritual growth and the 

progressive development of their person which flowers into a proportionately increased 

insight and joy.”  As a result of the influence of these authors, I am choosing to use the 4

term “spirituality” instead of “theology" for the entirety of this project. 

 Stewardship: The Institute for Faith, Work and Economics holds an expansive 

view of stewardship that I will employ in the research as where “the concepts of faith, 

work, and economics intersect.  This view of biblical stewardships goes beyond building 5

projects and church budgets and moves toward a wholistic view that connects everything 

that humans do to God’s work in the world.  Stewardship is an idea that leads to the 6

“careful and responsible management of something entrusted to one’s care.”  When I use 7

the word “stewardship” I mean the spiritual responsibility that humans have to take care 

of and share the money that God has given them. 

 Generosity: Merriam-Webster defines “generosity” as the “quality or fact of being 

generous,” and “generous” as “liberal in giving.”  With regard to the use of the word 8

“generosity” in this project, the essence is an extended one, “meaning an open-hearted 

and open-handed concern to do what is right.”  When I talk about “generosity” in this 9

 George Ganss, Ignatius of Loyola (Mahwah, NJ: Paulist Press, 1991), 61.4

 https://tifwe.org/four-principles-of-biblical-stewardship/, accessed on 5.13.19.5

 Ibid.6

 https://www.merriam-webster.com/dictionary/stewardship, accessed on 5.14.19.7

 https://www.merriam-webster.com/dictionary/generosity, and https://www.merriam-webster.com/8

dictionary/generous, accessed on 5.14.19.

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 9

1984), 400.

�ii

https://tifwe.org/four-principles-of-biblical-stewardship/
https://www.merriam-webster.com/dictionary/stewardship
https://www.merriam-webster.com/dictionary/generosity
https://www.merriam-webster.com/dictionary/generous


project, I mean how the idea of stewardship is demonstrated through the liberal giving of 

God’s people to his work in the world.  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Chapter One  

Personal Transformation and Project Background 

 I started on Young Life staff during my final year at Azusa Pacific University. I 

was trained in the “write a letter to your friends and family, wait by the mailbox and 

pray” method of fundraising. Later, when a conversation started with the regional director 

about joining Young Life staff full-time, I considered fundraising as a type of “Gideon’s 

Wool” for my decision. Family and friends responded positively to the letter and the 

fundraising went really well. I took that as confirmation that the Lord was directing me to 

go into vocational ministry.  

 In 2001, I started full-time as a Young Life staff member in the Greater Los 

Angeles area, filled with anxiety regarding donor work. Again, I employed the 

fundraising tactic of “wait by the mailbox and pray,” constantly worried about the 

possibility of not getting paid each month, wondering if I would be put on financial leave, 

hoping to be able to continue ministry with teenagers in our community.   In our attempts 1

at fundraising, local staff utilized a training manual that came from our organization’s 

headquarters, but neither that manual nor our ongoing training sessions fully trained us to 

build relationships with supporters. Further, the theological basis and spiritual motives for 

fundraising in Young Life were not articulated. 

 Young Life is set up so that each area’s finances are independent. The Young Life staff member’s salary 1

depends on whether the area raises the budget. If local fundraising does not go well, the staff member may 
not get paid.
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The Gift of Transformed Family History and Ecclesial Tradition  

 Growing up in a middle-class, blue-collar home, my mother and father worked 

tirelessly to provide our family with a wonderful home that valued the Lord and practiced 

generosity. We always had plenty of food, clothes, and took great vacations at 

campgrounds all over the Midwest. My parents were present, loving, and encouraged us 

to take risks and trust the Lord. When fundraising became a piece of my job, I struggled 

with how to think about it and become a healthy practitioner.  

 I did not know a single soul when I moved to Los Angeles, and quickly realized 

that I did not have personal friends and family that were “rich” growing up. In high 

school and college I would have defined "rich" as kids who had the latest Air Jordan 

shoes, families who flew to Turks and Caicos for spring break or Aspen to heli-ski, 

people who had a vacation home on a lake, or parents who bought a car for their child’s 

sixteenth birthday or paid for their college education. I was never close to many people of 

this economic status and did not have relationships with people who possessed this class 

of wealth.  

 Questions started to form in my mind as a young fundraiser: How was I going to 

fundraise in an area where I did not know anyone? What would my middle-class friends 

and family in Michigan think about needing to raise money for my job? How would the 

people in my church back home feel? What strategy would I employ to meet as many 

“rich” people as possible in a short amount of time? I realized that if I was going to have 

to raise money, I needed to know not just more people beyond my family and friends, but 

people with significantly more wealth. 
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 My Dutch immigrant grandmother would repeatedly ask, “Kevin, when are you 

going to get a real job?” We were closest to this side of the family, and they shaped many 

of our values and behaviors. My grandmother thought that a “real job” meant working 

with my hands and back, as most of my uncles had done. Physical work and the 

accompanying sweat and sore muscles were the definition of a job. I was the second 

person in my family to graduate from college, and the definition of what constituted 

“work” was imbedded deep in our family. Since my work did not involve physical labor, 

I have often felt guilty about receiving pay for my work. I have had to face my attitudes 

and family history regarding money and work. This type of self-work has been 

transformational. 

 Instead of being someone who earned a living from the sweat of his brow, the 

work of being a missionary often led me to feel like a beggar as I raised funds. Even 

though I knew in my head I was raising funds to support our mission to kids, in my gut I 

struggled with the reality that I was also raising personal support funds. I wasn’t only 

raising money so a kid could meet Jesus. I was raising money so I would get paid. There 

were times when I considered leaving Young Life so that I did not have to ask anyone for 

anything anymore. Asking for help was a sign of weakness in my immigrant family.  

 Asking for help was also a weakness in my ecclesial tradition. Growing up in the 

Christian Reformed Church, I rarely heard people talk about generosity, giving, 

stewardship, or asking others to help in their time of need. After moving to California, I 

attended churches in the Covenant tradition, and noticed that they talked about and 

practiced these things with regularity. I often wondered what the disconnect was with 
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regard to these conversations in the CRC tradition. Though generosity was not a 

conversation piece in the CRC tradition, watching my parents tithe, even during tough 

times, was quite formational for me. This was a value that they taught us and something 

that all of my siblings value to this day.  

 I learned that CRC people give generously and quietly and have experienced this 

personally in the last few years. I have been moved by how CRC people practice 

generosity. There have been so many family and friends that have quietly given over the 

years to our mission in Young Life. The church my parents have attended since 1994 has 

supported me every year I have worked for Young Life. Even when I worked in 

California, this church was often the most generous financial supporter of my ministry. 

Amazing. 

 I have also witnessed my church practice a quiet generosity to our family. While 

my father has been the custodian at a local CRC church, he has undergone five surgeries 

in seven years.  The church has been incredibly generous through these surgeries. They 2

could have left my parents to fend for themselves; instead, the church has continued 

paying my dad. They value him even though he cannot fully perform all of his work 

duties and have created a disability policy to ensure his bills would be paid. I am 

incredibly grateful to my parent’s congregation for practicing generosity in such a 

tangible manner. 

 My father has had a total of 34 different surgeries around various, and mostly-work related, injuries over 2

the years.
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The Gift of Being Sent Ones 

 I love the story of Jesus sending out the seventy-two in Luke 10. Luke makes it 

clear that Jesus cares deeply about those he “sends.” Similarly, I am sent, and know that I 

am important to him. While explaining that “the missionary deserves their wages” in 

verse 7, one could surmise that Jesus has demonstrated that I am worthy of the support of 

the local community and should not feel guilty about receiving this support. This is a 

principle of “wide application that has been overlooked in Christian activities.”  3

 Though volunteers play a significant role in the mission of Young Life, staff 

members are not volunteers. I work long hours, have made many sacrifices, and could 

most likely make much more money in some sort of other work. Even though my 

grandmother disagreed for a while that working for Young Life was a “real” job, I had to 

remember that anyone else with a job supports himself with the wages earned from that 

job. Keeping this in mind has been a gift to me. 

 As I’ve matured, I no longer struggle with fundraiser guilt as much. Instead, 

experiencing the generous love of God through the generous support of others has been 

spiritually formative. Feeling guilty about receiving pay, shelter, food, and water as a 

missionary who lives on the support and generosity of others is not of the Lord. I really 

wish that someone had pointed me toward Luke 10 in the first ten years of being a 

missionary in Young Life. It would have given me confidence and hope as I raised 

money. Thankfully, as God spiritually transforms me as a fundraiser, guilt and fear are 

 Leon Morris, The Gospel According to St. Luke (Grand Rapids, MI: Eerdmans, 1982), 182. 3
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being replaced with hope and confidence. God’s provision and protection over the past 

eighteen years have helped me trust him in new ways. 

The Gift of Mutual Plenty  

 I remember sitting in the parking lot of the La Bou Bakery and Cafe in Fair Oaks, 

CA, in the fall of 2004, waiting to meet a local businessman named Phil. Phil was a very 

successful businessman, owned part of the Sacramento Kings NBA team, had come to 

know the Lord through Young Life in the early 1970s, and was the son of a local 

billionaire. I recall being a bit nervous which was not my usual experience. I was 

anxious, but attempting to pray, and the Lord impressed something in my mind: “Kevin - 

you have so much more to offer Phil than he has to offer you.” I remember thinking that 

this was a ridiculous notion. Phil could fund my whole budget with one check.  

 About halfway through the conversation, Phil told me a story about his niece who 

was struggling to find community in Hollywood. We were good friends with the Young 

Life area director there, and I told him that I would be happy to put his niece in touch 

with Desiree.  

 I will never forget the next moment. Phil leaned across the table, looked me 

straight in the eye and asked: “You would do that for me?” I said: “Sure. One of the great 

parts about Young Life is that we know people all over the place.” Though Phil did not 

write an enormous check that day, I felt satisfied that the Lord had given me something to 

share with a “rich” person. 

 The fear that missionaries who fundraise feel finds itself at home in my own body, 

but this experience with Phil transformed me over the years as a fundraiser. I get caught 
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up in the lies in my head: I am not good enough, my mission work has not been as 

successful enough, people run for the hills when they see me calling. None of this is true. 

The Lord reminds me that I have plenty to offer to the relationship with people who 

support my Young Life work. 

 One of my favorite passages, as a missionary living on support, emerges in 2 

Corinthians 8:14  Paul introduces the concept of mutual plenty with the goal of equality 

in the relationship between the missionary and the supporter as he attempts to collect the 

committed support from the church in Corinth. Sharing plenty, whatever it may be, is a 

mark of discipleship and genuine love between the supporter and the supported. The 

spiritual maturity of the Macedonians, coupled with the financial plenty of the 

Corinthians, put them on equal footing and connected them to each other as they worked 

to build God’s kingdom. 

 As a fundraiser, the thought “I only need what they have” is a lie that I have often 

believed.  I've needed to remind myself that fundraising is not a one-sided relational 

process that only attempts to get money from a potential supporter. A two-way 

relationship, anchored in love, in which each person gives out of their own plenty to the 

other as we work together in our mission is a possibility in fundraising. 

 When I go into a meeting with a supporter, I pray that the Lord will show me 

what they need and ask him to reveal what my plenty is (that God has given me) to supply 

their need. I offer people friendship, a listening ear, presence, community, and potentially 

life-changing experiences with Jesus as I enter friendship with supporters. I choose to 
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share my life with people and keep love (with no strings attached) for my supporters as a 

primary anchor point as a fundraiser.  4

The Gift of Receiving our Living from the Gospel  

 In 1 Corinthians 9:14, Paul inserts a command from God in the middle of what I 

call “The Missionary’s Bill of Rights.” Using the temple service of priests as a precedent, 

Paul declares that the Lord “has commanded that those who preach the gospel should 

receive their living from the gospel.” Paul is not saying, “When it makes sense or people 

are feeling generous, it might be a good idea for the missionary to receive their living 

from the gospel.” No. The Lord commands it. This has been empowering for me as a 

fundraiser: not only is God going to take care of my material needs, he is providing for 

my spiritual needs as well. 

 As a missionary who has lived on support for the past eighteen years, I have 

received my material living through the generosity of numerous friends and families: 

three friends have given cars to me, I have lived (free of charge) with three families, and 

have been gifted airline flights to funerals and weddings that I could not afford to attend. 

Sarah and I have been given vacations from supporters, including our honeymoon in 

2006. Friends and family have given over $3.5 million dollars in support toward my 

Young Life work over the years for staff salaries, benefits, camp scholarships, office 

supplies, and everything in-between. There are people who have given $10,000 and 

 Further, I ought to remember that “the plenty” of a supporter is likely more than financial. They offer 4

wisdom from experiences, loving encouragement, spiritual direction, and insight as well. When we both 
approach friendship with a loving and plentiful outlook, equality is a real possibility.
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people who have given $10 in support, with friends telling me that a lack of money will 

never be something that hinders the Young Life work. 

 I have grown spiritually as I have learned to live on God’s generosity via the 

support of others, and have trusted God as a fundraiser. I learned to trust God in new 

ways when we moved from Sacramento to Grand Rapids in December of 2013. We left 

behind nearly $200,000/year of support in Sacramento when we moved, hoping that 

Young Life would continue to be financially viable in Sacramento. When the plane 

landed in Grand Rapids, I checked the “Giving Report” on the Young Life website to see 

if any of the committed gifts for my new role had posted. To my dismay, there was $9.85 

in my Young Life account. The $10 gift (minus the credit card processing fee) that I had 

given to verify that the new online giving link worked had posted. Nothing else. Moving 

into my parent’s basement with a pregnant wife and a young son, I learned to trust God 

fully in this situation, more than in any other season of my life. 

 Nearly $30,000 came into the account in the final eighteen days that December as 

God provided through the commitments of our friends and family. Though my 

fundraising needs have grown due to an increase in my responsibilities the last five years, 

we have never been in a financial deficit. Though I have never had more than a three- 

month surplus in the last five years, Sarah and I have watched the Lord provide 

sufficiently for the needs of our mission and family.  The generosity of God has been 5

 Though some Young Life staff members have experienced financial abundance in their YL accounts, I 5

have not. Over the past eighteen years, the biggest surplus in our local YL budget has been six months. An 
interesting note is that there has been a recent move away from “abundance” talk in Christian fundraising. 
Instead, “sufficiency” is being deemed as a more biblical idea and term; God is abundant, and out of that 
abundance he provides sufficiently.“Abundance” talk has been terribly misused by “health and wealth” 
prosperity gospel proponents.
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evident month after month as support comes in from generous friends and family and I 

have learned to trust the love they have for us and for the mission. What a 

transformational process. 

 I have also learned to love without strings attached as a fundraiser and to believe 

that asking someone to give financial support will be a gift to their spiritual formation. 

This shift in how I think about and practice fundraising has been transformational in the 

way I approach relationships. I am confident that my supporters know that I love them 

and that our friendships are not based primarily on the role that they play as financial 

supporters.  

 Finding freedom in the fundraising process over the last five years has been 

formational as well: freedom to trust God, to trust others, and to trust the call that he has 

given to my vocation and life. I have felt free to receive the “yes” and free to graciously 

respond to the “no” from a supporter much better than when I was a younger fundraiser. I 

am thankful for the transition from solely trusting business practices toward trusting the 

God who is present, generous, and who is guiding me each day as a fundraiser.  

The Gift of Ongoing Relationships 

 As I have matured as a fundraiser, I have noticed the importance of relationships 

that are loyal and long-standing. In 2 Corinthians 8:10, Paul reminds the church in 

Corinth about their commitment to give to the work of the Lord in the previous year and 

asks them to make good on their commitment as he gives vision for the future. His 

relationship with the Corinthians was long-established and future orientated. 
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 As a missionary who fundraises, I love maintaining devoted and long-term 

relationships with my supporters. This type of incarnational “with-ness” demands patient 

presence and steadfast consistency. I have experienced the honorable opportunity to walk 

the long road with supporter friends in mutual love and in support of the work of God. I 

have had the gift of being present at weddings, graduations, birthdays, chemo treatments, 

funerals, court dates, and jail visits. I have walked with friends going through divorces, 

sickness, surgeries, loss of a child, and loss of faith.  

 What a transformational gift it has been to be near to these dear friends. Through 

all of these occasions, I may not have been able to be as present through if my calling had 

not included being a missionary living on support. These friends have been steadfast to 

our family in many ways as well as we have gone through sickness, anxiety, ministry, 

moving across the country, and raising children. Though isolation is often felt by the 

fundraiser, I rarely feel alone. 

 Over the last eighteen years, as part of the Young Life staff in Greater Los 

Angeles, Sacramento, and West Michigan (in areas that varied widely demographically 

and socially: urban, rural, small towns, suburbs, residential facilities, and juvenile 

detention centers), God has given me a heart for learning how to practice fundraising 

work in a way that is more theologically faithful and effective. While the responsibility 

for fundraising was initially one of the most anxiety-producing aspects of my job, now it 

is one of my favorite parts of the Young Life work. I have learned to enjoy inviting 

people into the wonderful story of what God is doing through Young Life and giving 

them an opportunity to have a new and refreshing experience with Jesus.  
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 Young Life's founder, Jim Rayburn, was a pioneer.  It is time to pioneer, together, 6

new thoughts as the organization looks toward a healthy perspective on fundraising as 

ministry. Gretchen Schoon Tanis raises a poignant question toward the end Making 

Jesus Attractive, The Ministry and Message of Young Life: “How would you like the 

chapter of your Young Life work to read?”  I know that part of my work is to help write 7

the next chapter of a practical spirituality of fundraising in Young Life. 

 Gretchen Schoon Tanis, Making Jesus Attractive, The Ministry and Message of Young Life (Eugene, OR: 6

Pickwick Publications, 2016), 23. Schoon Tanis has a rich history with Young Life. She came to faith in 
Young Life, has been involved in various leadership roles as an adult volunteer, and values the impact that 
God has had in the world through the work of Young Life. Despite her longstanding relationship with 
Young Life, the author found herself asking, “What does Young Life believe?” in her text Making Jesus 
Attractive : The Ministry and Message of Young Life. In an effort to answer this question, the text endeavors 
to provide “a cultural take on the theology of Young Life,” focusing on the distinctive “forms of expression 
and communication that have been developed by Young Life as the means to share the faith with young 
people.” The outcome is the development of an affectionate insider’s account and critical review of Young 
Life’s theology and culture. (147, ix.)

 Ibid., 98.7
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Project Background 

 Every year in the United States, Young Life field staff members leave staff due to 

budgetary concerns.   Staff members are trained in how to proclaim the gospel and 8

program activities in terms of discipleship and spiritual formation, yet field staff 

members have been trained to use a different paradigm for fundraising. I have felt this 

disconnect for most of my Young Life career. 

 This is an interesting conundrum. Young Life trains in a way that is theologically 

integrated relative to its daily practice of ministry. When staff members are trained in the 

proclamation of the gospel, the focus is not on secular best practices of rhetoric or the 

study of communication. The focus is anchored in the Scriptures and theology of the life, 

death, and resurrection of Jesus. In Young Life's work with teenagers, they do not focus 

training around networking, peer mentorship, or the effectiveness of after-school 

programs.  Rather, Young Life has a deep spiritual motivation for an incarnational 

approach to ministry through contact work, meeting teenagers where they congregate 

(schools, school sporting events, lunch breaks, local hangouts), and on their terms.   9

Spiritual thought is organizationally integrated as well throughout Young Life's 

leadership structures, volunteer development, and the weekly summer camp schedule.  

 This is not as fully true when Young Life staff members approach fundraising. 

Young Life field staff are adequately prepared to live in one world of spiritual formation 

 Though Young Life’s Human Resources Department rarely conducts exit interviews with staff, there are 8

numerous sources of anecdotal evidence of this statement.

 “Contact work is a simple principle modeled by Christ and ‘rediscovered’ more than 60 years ago when a 9

handful of men and women who were developing Young Life's methods began showing up at football 
games, sports practices, and local hangouts so they could get to know kids. Contact work is about building 
relationships and earning the trust and friendship of teenagers.” https://staff.younglife.org/Leader-Tools/
Contact-Work/Pages/default.aspx
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of discipleship with teenagers and leadership teams, and then asked to go into another 

world of fundraising that is mostly secularized. This disconnect is why I, and many other 

staff members, have felt inadequate in the knowledge and skills of fundraising. 

Consequently, Young Life field staff need more training to recast fundraising from a 

mostly secularized approach to one that views fundraising as a spiritual practice.  

 The Development Department at the Young Life Service Center has been talking 

about a form of practical spirituality of fundraising for years; however, this conversation 

has not trickled down into ongoing training in the field in many cases, and the lack of a 

spiritual framework for Young Life fundraising has had consequences in the field. Most 

Young Life staff members lack a deep understanding of how faith formation impacts the 

ways in which they imagine and practice fundraising. The result is a thin correlation 

between Young Life’s mission and their staff’s practice of fundraising. This flimsy  

connection is a reality in the lower echelons in many cases, and one that has defined 

much of my career in Young Life. 

 Fundraising is an arduous task; it is one that feels, for Young Life staff, severely 

disconnected from Christian discipleship and the spiritual life of Christ. Young Life’s 

historical language around fundraising (“donor,” “solicitation,” “hit them up,” “priority 

prospect list,” “strategy,” “giving units”) is representative of the disconnect that Young 

Life staff feel between fundraising and spiritual formation. Consequently, for many 

Young Life staff there is little joy in the process of fundraising. 
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Problem, Core Research Questions, and Potential 

 What Young Life staff experience is well articulated by Henri Nouwen: the 

fundraising process is one that is “mostly dictated by fear or experienced as a necessary 

activity to support spiritual things.”  I have often felt that fundraising is the “dirty work” 10

of being a missionary, painstakingly enduring it to accomplish work with kids. Part of the 

problem is that the language of economists, salespeople, and financial planners has 

displaced Christian language in fundraising. Notions of commerce and commodification 

are employed, and fundraising is viewed as a transaction between a financial supporter 

and the organization.  

 Young Life staff desire better access to a practical spirituality of fundraising and 

need to be given new practical tools to help them raise monetary support and to invite 

potential financial partners into the bigger story of God’s redemptive work in the world. 

There is a potential for a language shift and corresponding paradigm shift in fundraising 

training that could guide the Young Life fundraiser to venture into a more familiar world: 

conceptualizing supporter as part of a community instead of sources of commerce and 

imagining the practice of fundraising as spiritual formation instead of an exercise in 

creative commodification.  

 This shift in language represents the possibility of reframing Young Life's donor 

work as a spiritual practice. The two core research questions that I am addressing in this 

project follow: In what ways does raising support for Young Life connect to the practice 

of faith?  How can fundraising be re-conceived in terms of Christian spirituality?  

 Henri Nouwen, The Spirituality of Fundraising (Nashville, TN: Upper Room Ministries, 2004), 1.10
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 In addressing these questions, I will explore theologies of asking, giving, and 

receiving as well as the question of how the practice of fundraising impacts the formation 

of spiritual anchor points for the fundraiser.   My aim is to discover the fundraising 11

history of Young Life, critically analyze the organization’s history, extend a practical 

spirituality of fundraising, and provide adaptations that the organization can employ so 

that Young Life staff members can carry on the excellent work of inviting adult 

supporters into the ministry of reaching kids for Christ. 

 These four categories (discover, analyze, extend, adapt) provide the structure for 

both my research and the resources that I will offer Young Life. My intention is to rework 

the language and spiritual motivation of fundraising by introducing new language that 

moves away from commerce and commodification terminology and reframes fundraising 

as a spiritual practice. In the light of my commitment to Young Life and the leadership 

roles the Lord has given me within the organization, spending time on this subject matter 

is important to the future of my own calling and the future of Young Life as an 

organization. 

Methodology 

 My methodology followed Tim Sensing’s narrative research and will be used as a 

vehicle for understanding and explaining lived experiences of Young Life staff 

members.  The purpose of Sensing’s narrative research is to examine how participants 12

impose order to their lived experiences, and make sense of the events, thoughts, and 

 Young Life is in the beginning stages of creating new materials for fundraising. In the rough outline of 11

future training materials, they have asked me to help them anchor future fundraising training in the 
Scriptures. Thus the language of anchor points.

 Tim Sensing, Qualitative Research (Eugene, OR: Wipf & Stock, 2001), 157.12
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actions in their lives.  Another purpose of narrative research is “to give meaning to the 13

world, not to describe it scientifically. The measure of a narrative’s ‘truth’ or ‘falsity’ is in 

its consequences: Does it provide people with a sense of personal identity, or sense of 

community life, or basis for moral conduct?”  Sensing’s approach to narrative research 14

begs the question, “How do we organize meaning, order experience, and construct 

reality?”  By employing narrative research, I organized the meaning and experiences of 15

Young Life fundraisers and will construct new realities for the future of the organization. 

Anecdotes form a “counterweight to abstract theoretical thought” and displayed how 

everyday life and theoretical proposition were connected in the experience of a Young 

Life staff member.  16

 Further, I explored the ways that Young Life staff members came to know and 

practice their craft in “tacit” ways.  Listening to the stories and lived experiences of 17

Young Life staff members helped me incorporate expert and local knowledge about the 

fundraising culture and training in Young Life.  This method of narrative research 18

 Ibid., 157, 158.13

 Ibid., 158, 159.14

 Ibid., 160.15

 Max van Manen, Researching Lived Experience: Human Science for an Action Sensitive Pedagogy (New 16

York, NY: Routledge, 2016), 119.

 Tim Sensing, Qualitative Research (Eugene, OR: Wipf & Stock, 2001), 158. 17

 Ibid.18
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allowed me to reflect on the tacit knowledge of Young Life staff members and translate it 

into explicit knowledge.   19

 Sensing also notes that human beings do not simply “live in relationship; they 

produce relationships to live, thereby producing culture and creating history.”  Young 20

Life is deeply rooted in relationships, and employing narrative research enabled me to 

articulate how implicit values have impacted fundraising practice, culture, and history in 

the organization. 

 Narratives also foster the ability to listen to the multiple voices that originate from 

ever-emerging and developing contexts of the Young Life organization.  Learning about 21

the fundraising training and stories of varied generations of Young Life staff helped 

define the current context of Young Life fundraising and aided in extending a way 

forward for the organization. Narrative research afforded me the ability to “construct, co-

construct, and reconstruct loyalties, traditions and inherited roles” that have formed in 

Young Life’s history and current context of fundraising.  Working together with research 22

participants on articulating the fundraising experiences of field staff members, as well as 

the needs of the organization, will help promote co-ownership of what Young Life will 

 “The distinction between tacit and explicit knowledge is perhaps the most fundamental concept of 19

knowledge management. Such a distinction was first made by Michael Polyani in the 1960s. Tacit 
Knowledge (knowing-how): knowledge embedded in the human mind through experience and jobs. Know-
how and learning embedded within the minds of people. Personal wisdom and experience, context-specific, 
more difficult to extract and codify. Tacit knowledge includes insights, intuitions. Explicit Knowledge 
(knowing-that): knowledge codified and digitized in books, documents, reports, memos, etc. Documented 
information that can facilitate action. Knowledge what is easily identified, articulated, shared and 
employed.” Accessed on 08.14.18,  https://www.tlu.ee/~sirvir/Information%20and%20Knowledge
%20Management/Key_Concepts_of_IKM/tacit_and_explicit_knowledge.html

 Tim Sensing, Qualitative Research (Eugene, OR: Wipf & Stock, 2001), 158.20

 Ibid.21

 Ibid.22
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become in the future. As a researcher, this helped me recognize that the future narrative 

of the organization needs to be co-authored and re-authored by participants in this 

project.  The experience and narrative of field staff members allowed me, as the 23

researcher, to become more experienced as their narratives informed, shaped, and 

enriched my own narrative and will help provide a way forward for the organization.  24

Discovering the Fundraising History of Young Life 

 Young Life was born in 1941 in Texas, and the fundraising thoughts, needs, and 

practices have changed dramatically through different seasons of the mission. Most of 

these changes can be tracked only through an oral history. An aspect of the research was 

also conducted with the help of three books about Young Life and various historic 

fundraising training manuals that Young Life published. The books include Emile 

Cailliet’s monograph Young Life,  Kit Sublet’s compilation The Diaries of Jim 25

Rayburn,  and Gretchen Schoon-Tanis’ monograph Making Jesus Attractive - The 26

Ministry and Theology of Young Life.  27

 Initially, I gathered a round of research through archival document analysis. This 

aspect of the research was aided by Clare Trissel, Young Life archivist at the Young Life 

Service Center in Colorado Springs, CO. Trissel searched through historical documents, 

scanned them into PDFs, and gave them to me to analyze.  

 Ibid., 159.23

 Ibid.24

 Emile Cailliet, Young Life (New York, New York: Harper & Row, 1963).25

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 275.26

 Gretchen Schoon Tanis, Making Jesus Attractive, The Ministry and Message of Young Life (Eugene, OR: 27

Pickwick Publications, 2016).
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 Secondarily, I engaged a representative sample of subjects from a wide range of 

ages and experiences. Former and current Young Life staff members were the primary 

subjects of my narrative research and the source of anecdotes. I used consent forms to 

secure participation for the interviews, and collected qualitative data from each of these 

populations through face-to-face and phone interviews. I used Rubin and Rubin’s 

Qualitative Interviewing - The Art of Hearing Data as a primer for conducting these 

interviews.  28

 Next, I began to analyze archive discoveries, interviews, and surveys through 

organizing field notes and used emic listening and coding.  New codes from the data 29

were created to identify what was present in the interviews, surveys, and documents. 

Further data was gathered to “saturate” these coded categories to describe Christian 

fundraising in “central categories (which capture its key properties), cause categories 

(which capture conditions influencing the phenomenon), and strategies (the actions or 

interactions that result when the phenomenon is influenced by certain conditions).”  I 30

used Survey Monkey Analytics for the surveys. Data storage was secured in 

three password-protected places: my computer, my phone, and on 

freeconferencecalling.com. Chapter two will be a historical summary of the fundraising 

history of Young Life. 

 Herbert & Irene Rubin, Qualitative Interviewing; The Art of Hearing Data (Thousand Oaks, CA: SAGE 28

Publications Inc., 2005). See Appendix B for author’s interview guide.

 Richard Osmer, Practical Theology (Grand Rapids, MI: Eerdmans, 2008), 52. Also, see Sensing’s note 29

on page 93. “Emic - to observe and analyze beliefs and actions from an insider’s perspective.”

 Ibid., 52.30
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Analyzing the Fundraising History of Young Life 

  In chapter three, I will provide a critical analysis of fundraising theology, practice, 

and training in the history of Young Life, outcomes and themes in each era, while noting 

important philosophical shifts that have taken place in the organization. I will also discuss 

the “gifts and shortcomings" in the fundraising history of the mission. 

Extending a Practical Spirituality of Christian Fundraising 

  I will investigate portions of Luke 8, Luke 10, 1 Corinthians 9 and 16, 2  

Corinthians 8 and 9, as well as Philippians 4 as I begin to extend a practical spirituality of 

Christian fundraising in chapter four. The images, attributes, and actions of God that are 

most central to my understanding of God’s engagement with my core research problem 

will come from interacting with these Scriptures. As I began to think along these lines, I 

noticed that Jesus chose interdependence over independence, that God is driven by his 

mission to reach the world, and that Jesus took an incarnational approach to his 

interaction with people. Further questions emerge: How can Christian fundraising be a 

spiritual ministry of love? How does Young Life training and practice of fundraising 

invite connection to mission and a community of belonging? How can fundraising be 

spiritually formational? The practical spirituality that I offer includes rules of art and 

models of practice for the Young Life fundraiser.  My desire is that fundraising training, 31

philosophy, and practice in Young Life will become more deeply anchored in spiritual 

practice. 

  Richard Osmer, Practical Theology (Grand Rapids, MI: Eerdmans, 2008), 176.31
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Problems and Adaptations  

 There are necessary shifts that must take place in Young Life to address problems 

that stem from a lack of theological and practical imagination. In regard to fundraising 

practice, chapter five will present four problems and potential adaptations that the 

organization could implement to move forward in a healthier manner. 

The Resources 

 I am offering three resources for Young Life to utilize in their fundraising 

training: a booklet, a journal, and a field guide. Addressing this organizational need will 

result in spiritually motivated fundraisers who will be shaped to fully engage 

relationships with supporters that are grounded in spiritual practices. 

 The booklet, (found in chapter four), establishes anchor points of a practical 

spirituality of fundraising and is connected to Young Life's mission to reach teenagers. 

Rooted in the Scripture, this resource includes how fundraising ought to be anchored in 

love, mission, community, and the hope of spiritual formation.  

 The journal (found in Appendix E) includes a weekly format for the Young Life 

fundraiser to learn a spiritual practice of fundraising as they participate in Personal 

Donor Development coaching.  The journal includes a sample of Scripture in each entry, 32

reflection questions, and ways the fundraiser can engage their own formation in a 

practical spiritually of fundraising. I also include ways in which the fundraiser can 

 Personal Donor Development is a program that Young Life staff members participate in as they are on-32

boarded into the organization. Also known as PDD, this program will be described in detail in chapter 
three.
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engage supporters in biblical fashion and give strategical direction that is anchored in 

biblical idea and coupled with business best practices. 

 Upon completing the booklet and the journal, fundraisers will find increasing 

clarification in their own lives as they fundraise, and will learn to recognize patterns 

within themselves and others as they become increasingly God-aware, self-aware, and 

other-aware. I will encourage people to engage the journal with at least one other 

fundraising colleague as they walk the formational fundraising road together.  

 The third resource will be a Personal Donor Development Coaching Field Guide 

(found in Appendix F) for coaches of new staff members. In addition to providing 

practical tools, this resource will aid Young Life’s 120 plus coaches in having a more 

fully developed practical spirituality of fundraising as they shape the fundraising 

philosophy and practice of new field staff members. 

The Benefit  

 These resources will benefit the mission of Young Life in several ways. 

Fundraising will not seem like a necessary and distasteful activity that merely allows the 

fundraiser to practice ministry in the world of teenagers. The benefit of a practical 

spirituality of fundraising will lead to connectedness in mission, in community, in love, 

and in the hope of spiritual formation for both the fundraiser and supporters who are 

engaged in the Young Life mission. Finally, my hope is that Young Life fundraisers can 

wake up in the morning feeling fully trained with confidence that fundraising is a 

spiritual practice. 
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Chapter Two 

Discovering the Fundraising History of Young Life 

 The fundraising history and practice of Young Life is varied and complicated. Per 

the research, there have been four notable fundraising eras in the organization’s seventy-

nine year history: 

Era One - Jim Rayburn  

Era Two - Creation of Committees and Localized Ownership of Fundraising 

Era Three - Taking Donors Seriously 

Era Four - Personal Donor Development and Relationship-Centered Engagement  

  I will explore these historical eras in chronological order, noting specific themes 

that are evident in each stage as the needs of the mission shifted. Further, I will 

summarize the theology, training and practice of fundraising in each of these eras. 

  Era One - Jim Rayburn  

 Young Life founder Jim Rayburn was the chief spokesperson and fundraiser as he 

relied on a nucleus of friends across the country.  He was in charge of raising all of the 1

funds for the organization as well as for the staff people’s salaries throughout the 

mission.  2

 Kit Sublett’s The Diaries of Jim Rayburn gives the reader a glimpse of Rayburn 

throughout the text as he “gave his whole life to communicating to kids how wonderful 

 Gretchen Schoon Tanis, Making Jesus Attractive: The Ministry and Message of Young Life (Eugene, OR: 1

Pickwick Publications, 2016), 31.

 Ibid., 31.2
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God is.”  Though “his work seemed always on the edge of financial disaster and 3

challenges faced him continually,” Rayburn’s impressive commitment to prayer saw him 

through.  Though the text does not focus on the practice of fundraising in the early 4

history of Young Life, it does provide instances that Rayburn experienced in fundraising 

and how he approached relationships with financial supporters. 

 Herbert J. Taylor of Club Aluminum in Chicago and his wife, Gloria, agreed to 

underwrite the Young Life budget in 1940, including $100 per month for travel 

expenses.  Taylor served on the board for many years and was a “tremendous guiding 5

light to the ministry for decades.”  The Taylor’s generosity was a catalyst for expanding 6

Young Life’s ministry to teenagers around the nation. Rayburn reported back to Taylor 

numerous times each year and deeply valued their relationship, noting that Taylor is a 

“great fellow and an honor to have him so interested in our work.”   7

 In early May 1941, Rayburn noted that “To-day marks the beginning of our 

second year of just looking to the Lord to provide our material needs.”  “It is amazing to 8

find that in the first year of no salary living, our income by His faithfulness has been 

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), XI.3

 Ibid., XXII.4

 Ibid., 55.5

 Ibid., 54.6

 Ibid., 62.7

 Ibid., 83.8
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$3,080.33.”  Finances were raised through collections wherever Rayburn spoke, as well 9

as dozens of small gifts from individuals.  10

 Throughout the 1940s Rayburn continued to build Young Life ministry to 

teenagers, spoke to churches and at revival meetings, and traveled around the country 

raising financial support. As the ministry grew alongside increased vision, the financial 

needs of the organization grew as well. A noticeable trend was that the organization 

typically faced a budget deficit toward the end of the fiscal year. Time and time again, 

Rayburn told stories of how someone sent in a check and that it “wipes out the deficit. It’s 

AMAZING - to see how the Lord works.”   11

 Rayburn’s expression of thankfulness to the Lord and supporters was 

inspirational, especially in the fiscal year end entries of his diary. From October 1, 1943: 

“The fiscal year of the Campaign has closed. Every bill we could rake & scare, paid in 

full - and a $237 cash balance in the bank. I can never thank the Lord enough for bringing 

us to this end-of-year with such great blessing - spiritually and materially.”  Similar 12

celebrations of the Lord’s provision took place in the fall of 1944.  13

 Though God continued to provide for the mission through fiscal year-end 

donations, finances were almost always a problem in the young mission.  Budget 14

 Ibid. Rayburn was acutely aware of God’s sufficiency and provision for his family, as an average annual 9

salary in 1941 was around $1300/yr.

 Ibid., 58, 59.10

 Ibid.,102.11

 Ibid., 120.12

 Ibid., 141.13

 Ibid., 208.14
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shortages each year and long days of prayer became the norm for Rayburn and the staff. 

On May 20, 1949, Rayburn called for a “Day of Prayer” with all of the headquarters staff 

to pray for the $17,000 budget shortfall they were facing.  Over the course of the next 15

eighteen days, $16,292.16 came in and other donors had committed the rest of the goal.   16

 Rayburn wrote to Taylor that: 

Our hearts are filled with deep gratitude to God for the evident answer to   
prayer - the greatest along financial lines that we have had in our work…   
It is humbling to repeatedly learn from our God how gracious and faithful   
He is in the face of all our frailty. All back salaries have been paid in full.  17

 Eventually, Rayburn had a desire to acquire camping properties for leaders and 

Young Life kids to experience high adventure together as they investigated Jesus. 

Taylor bought Star Ranch in May of 1946 for $50,000 and leased it to Young Life for $1/

yr.  Round Up Lodge was purchased in 1951 after a two-year fundraising effort, 18

including a $100,000 pledge from the Continental Bank of Chicago.   19

 Young Life grew tremendously in the 1950s as a result of larger ministries, newly 

acquired camps, and hundreds of new donors.  After eleven years of existence, the 20

budget grew to $321,000 in 1951/52.  Though Rayburn did almost all of the fundraising 21

in the first decade of Young Life’s history, there is some indication that he had enlisted 

 Ibid., 209.15

 Ibid.16

 Ibid.17

 Ibid., 167, 168.18

 Ibid., 227.19

 Ibid., 246.20

 Ibid.21
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the help of the Young Life board in the early 1950s. He asked them in a special bulletin to 

“Pray, organize, visit parents and bring them to Silver Cliff.”    22

 In 1954, Rayburn noted that there is “no money for back salaries,” and that the 

board doubted whether Malibu (a recently acquired summer camp) was suitable for a 

Young Life camp.  A gift from the Crowell Trust at Continental Bank miraculously 23

pulled the mission into the black during another fiscal deficit in 1955.  Rayburn wrote: 24

“How can I ever thank the Lord for his faithfulness?"  In 1956 the same story was 25

repeated as the “present emergency” was always financial at the fiscal year end.  A 26

supporter in St. Paul, Minnesota gave $10,000 and another donor $12,000 on October 1 

as Rayburn noted that this is the “first time we have closed (the fiscal year) on October 1 

for probably 10-12 years. It was ‘impossible’ but it happened. How great and loving our 

God is.”   27

 Fundraising banquets made an initial appearance in Portland, Oregon, in the 

1950s under the direction of Bill Starr.  This is the first time that field staff members and 28

local committee were given financial responsibility to raise funds, as Young Life decided 

 Jim Rayburn to Board of Directors, Special Bulletin (Young Life Headquarters, Colorado Springs, CO, 22

1953).

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 275.23

 Ibid., 294.24

 Ibid.25

 Ibid., 310.26

 Ibid.27

  Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 266. Starr 28

was a field staff member starting in 1944 and Young Life President from 1964 to 1977. Starr passed away 
on March 31, 2019.
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that “local spots” needed to start raising finances for their own budgets.  The Young Life 29

budget was no longer a large national budget raised by the executive leadership of the 

organization. Rayburn warmed up to the idea of banquets as they became more 

successful, noting that $7,600 was raised at a banquet in Seattle on November 9, 1953.  30

Though Rayburn had some help from the board with fundraising nationwide and 

fundraising was becoming more localized in Young Life areas, the mission still faced 

problems paying staff member salaries each year. 

 Rayburn described the end of 1957 as “one of the greatest dates in Young Life 

history” as God provided significantly for the mission.  The new committees in Portland 31

and Memphis had not raised their portion of the national budget for the fiscal year 

and $10,000 in back salary was still owed to staff.  A group in Tennessee heard about 32

this and rallied to raise $13,000 so that staff all over the nation were paid back salaries.   33

 The early 1960s were no different in terms of the financial condition of the 

mission. Rayburn continued to speak all over the country, developing relationships with 

people and making donation requests at Young Life banquets and churches. The financial 

need at year end continued to be an issue and higher dollar amounts were needed as the 

mission grew.  God continued to provide, very last minute, as $100,000 of support 34

 Bill Starr, phone interview with the author on 9.1.16.29

 Ibid.30

 Ibid., 318.31

 Ibid.32

 Ibid.33

Ibid., 368.34
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arrived in September 1961 to finish off the $700k budget, $157,000 arrived in September 

1962, and $180,000 in September of 1963.  35

 Staff members reported that receiving a full paycheck was infrequent, and they 

rarely had a livable and consistent wage throughout the year.  Though the policy was to 36

pay back salaries, staff members struggled to put food on the table, pay bills, and often 

needed to find other part-time employment to makes ends meet.  37

 Multiple staff recalled staff prayer meetings each September and that Rayburn 

would then leave to travel all over the country to raise their back salaries.  If Rayburn 38

was successful and the fiscal year ended in the black, staff would be paid back salaries.  39

If the year ended in the red, back salaries were not paid.   40

 Rayburn became exhausted from fundraising all over the country for twenty-three 

years. This exhaustion was compounded by the physical and emotional impact of his 

wife’s health issues and more recent disagreements with the board over the administration 

and finances in the mission.  Starr recalled a poignant moment as he witnessed 41

Rayburn’s decline from fundraising in this manner: “Here’s the big thing…God laid on 

 Ibid., 385, 413, 430, 431.35

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 395.36

 Rick Yates, personal interview with the author on 6.15.16 and Janie Sutherland, phone interview with the 37

author on 6.29.16.

 Ibid. Yates was a field staff member from 1958-1974.38

 Ibid.39

 Ibid. 40

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 451, 452, 41

158.
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my heart that it was too much for Jim to go out every September and work like a dog to 

raise money for all of us.”    42

  Due to Rayburn’s fatigue, soon-to-be-minted Young Life President Starr and 

other high-level leaders in the mission decided that Young Life needed more organization 

within the staff member ranks. Starr noted that “we were always running around and 

trying to play catch-up. From my Navy background, I was responsive to organization, 

and Young Life needed to be more organized.”  43

 Ultimately, Rayburn’s health ailments, and the lack of good judgement in the 

mission’s vision and financial decisions led to his dismissal from Young Life in May of 

1964.  Rayburn was blindsided by this and questioned the board’s qualifications 44

wondering why they thought he had “bad administration and poor judgement.”  Rayburn 45

was crushed, writing that this is “the darkest day of my life. I must hang onto the Lord.”  46

 The diaries for 1965, the year following Rayburn’s dismissal, have not been 

located.  He continued to speak at a handful of Young Life events in the late 1960s 47

before his death in December of 1970.  48

 Bill Starr, phone interview with the author on 9.1.16.42

 Ibid.43

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 451.44

 Ibid.45

 Ibid., 452.46

 Ibid., 467, 468. Rayburn continued to have medical problems but was reinstated by the board in May of 47

1965 (one year into Starr’s presidency) as the “Founder and Chairman of Development” and charged with 
fundraising for special projects, researching foreign fields, as well as doing speaking assignments. It is 
clear that no one in the mission could raise money like Rayburn did. In order to “conserve Jim’s health and 
strength, and to enable him to enjoy the rest to which he is entitled,” Rayburn was released of these duties 
by the board in July of 1966. 

 Ibid., 523.48
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Fundraising Practice, Theology, and Training  

Practice  

 Rayburn’s office admin, Janie Sutherland, noted that he “was a great fundraiser” 

and did all of the fundraising in this era of Young Life history.  “The rest of the staff 49

prayed” she explained “and people around us thought we were all nuts.”  She noted that 50

God always provided for them, whether it was free or inexpensive housing, Christmas 

hams showing up on her doorstep, or the bills of the mission being paid in full.  The 51

fundraising practices in Young Life rested squarely on the relationships and travel 

schedule of Jim Rayburn. 

Theology  

 Though reading Scripture, prayer, and theology informed gospel proclamation and 

contact work, there is no evidence of a theology of fundraising. Prayer was the only 

anchor point and a disconnect between the spirituality of fundraising and work with 

teenagers is evident. Rayburn was aware that God was acting as provider to the mission 

of Young Life, but there is no evidence that Rayburn was aware of a theology of 

fundraising. 

 Janie Sutherland, phone interview with the author on 6.29.16. Sutherland had a front row seat to the 49

history of Young Life in significant ways. Sutherland was Rayburn’s first office administrator from 1944 to 
1946, a field staff member from 1946 to 1951, and a Young Life donor and volunteer in various capacities 
for another sixty-eight years. Rayburn had sent her to help start Young Life at Wheaton College with 
George Sheffer in 1946, and H.J. Taylor donated office space to them. Sutherland readily substantiated this 
value of prayer and Scripture reading among the staff. Sutherland passed away the spring of 2018.

 Ibid.50

 Ibid.51
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 There is one archive document that shows a spiritual assessment of fundraising in 

the Rayburn Era, written by Orien Johnson, a 1950s-era staff member.  Though most 52

staff people believed that Rayburn was raising all of the money, this is a piece of 

evidence that he may have started delegating fundraising a bit in the 1950s. This bulletin 

is the only document that gives us a glimpse of fundraising thought in this era.  

 Johnson demonstrated a lack of enthusiasm regarding the $100,000 fundraising 

goal that Rayburn had for the 1953/54 fiscal year. He tells the story of how Rayburn 

pointed his “bony finger at us and said ‘what do you have against going to (so and so) 

here in town and presenting the wonderful successes the Lord has given us, and then 

asking for $400?’”  The answer Rayburn received is an answer that still rings true today 53

for many staff: “Not a thing except that I would be scared.”  Johnson notes that he had a 54

“wonderful private thought…why can’t I go on the same basis and raise that money?”  55

Johnson went on to tell about his wavering attitudes and experiences with fundraising and 

the often utilized emphasize on guilt and scare tactics.  Johnson knew that there should 56

be a better way to fundraise, stating “I believe that the Lord is trying to teach us 

something, and that is this: In the same manner that he uses personalities to preach the 

Gospel, in the same manner he will use personalities to raise money for his work.”  57

 Orien Johnson to Young Life Staff,  Special Bulletin #7 (Young Life Headquarters, Colorado Springs, 52

CO, 1953).

 Ibid.53

 Ibid.54

 Ibid.55

 Ibid.56

 Ibid.57
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Johnson went on to say: 

 Have we learned how to be gracious, pleasant, and friendly? Have we learned  
 to tell what God is doing through the Campaign? Have we learned to   
 impart encouragement to the weak faith of those do don’t have the opportunity to  
 see the blessings that we do? Then why can’t we go out and do just that in the  
 same way we do all our work, carefully building confidence and friendships that  
 will be  touched by the Spirit of God to enlist their interest and money to keep  
 it going. I’m determined to raise my support, and also support for the whole area  
 work.  58

 Johnson started to understand that fundraising was an invitation into God’s 

redeeming work that was taking place in communities where Young Life was present. He 

was realizing that when he asked for financial support, he did so on God’s behalf, not his 

own. Though Johnson realized this, most staff members did not share this insight or 

experience for decades to come. 

Training 

 Staff members came into Young Life with no idea how to fundraise, as Yates 

noted that “I didn't know how to raise money.”  He recalled sending a handwritten letter 59

to about twenty of his relatives and friends in hopes of raising his goal of $100/month.  60

This “write the letter” training for staff continued into the late 1950s and beyond. It was 

the training that I received when I became a Young Life staff member in 2001. 

Era Two - Creation of Committees and Localized Ownership of Fundraising  

 In the late 1950s, Starr and other staff members were tired of not getting a 

paycheck and decided to do something about it, and the concept of a local committee was 

 Ibid.58

 Rick Yates, personal interview with the author in Holland, MI on 6.15.16.59

 Ibid.60
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born.  Committees helped the staff person raise awareness and funds in the local 61

community and lessened Rayburn’s fundraising burden.  Starr also noted that, with the 62

introduction of a local committee “we removed that pressure of fundraising from Jim’s 

shoulders.”  63

 The organization started to notice that great “kid work” was not enough to sustain 

the mission. The shift toward doing great “adult work” with committee members and 

financial supporters leaned heavily on the building of committees, though this mode of 

gathering adults to aid the mission did not gain mission-wide traction until the late 

1960s.  Committee development was slow, and most staff still relied on “the letter’” to 64

raise funds.  In the end, it took almost two decades for the committee concept to become 65

gain traction in Young Life.  66

 Alongside committee formation, fundraising banquets spread throughout the 

Pacific Northwest in the early 1960s, where Tom Raley and Ad Sewell held successful 

banquets around Seattle.  Raley and Sewell also sent fundraising letters, followed up 67

 Jeff Munroe, personal interview with the author in Holland, MI on 6.15.16.61

 Ibid.62

 Bill Starr, phone interview with the author on 9.1.16.63

 “About, History,” accessed November 1, 2016. https://www.younglife.org/About/Pages/History.aspx.64

 Rick Yates, personal interview with the author in Holland, MI on 6.15.16.65

 Ibid.66

 Rick Yates, personal interview with the author in Holland, MI on 6.15.16.67
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with a phone call, as a part of their fundraising strategy.  By 1969, banquets were the 68

best practice for fundraising in Young Life in the western part of the U.S.  69

 A service charge was also introduced at some point early in the mission.  Money 70

that was raised in the field began to help fund administrative support at the Service 

Center. This shift was significant in the mission and flipped the the model of support in 

Young Life. The organization went from Rayburn supporting the field by raising all the 

funds to the field supporting the Service Center with funds raised in local areas.  

Fundraising Practice, Training, and Theology, 
Bill Starr Presidency (1964 - 1977) 

Practice 

 Young Life struggled to replace Rayburn’s ability to fundraise at the beginning of 

Starr’s presidency, and the mission found itself in a dire financial situation in June of 

1969. Vice President Bob Mitchell wrote a letter to the eleven regional directors, noting 

that “God continues to bless our mission to kids,” but the finances of the mission were a 

wreck.  71

 Ibid.68

 Ibid. The banquet movement made its way to the Midwest around 1972 as event-based fundraising 69

started to be the norm in the mission.

 No archival evidence was found regarding the start date of the service charge. Anecdotal evidence 70

suggests that it may have started in the late-1950s or early-1960s. Ken Knipp, email to the author on 
5.23.19: “My best guess is that the service charge was instituted in the mid-1950’s. Prior to that Jim 
Rayburn was essentially responsible for raising the national budget. The amount of service charge and the 
way service charge has been allocated has changed multiple times over the years. I did find these notes in a 
document from 1991: ‘In the late ‘60s and early ‘70s, and income-based charge system was used and 
limited to 20 percent of field income.’ From the late ‘70s on, Young Life has based its service charge on 
expense rather the income. As of 10/1/2018, YL moved back to an income based service charge.” 

 Bob Mitchell to Young Life Regional Directors, Inter-Office Correspondence (Young Life Headquarters, 71

Colorado Springs, CO, 06.16.69). 
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 Most staff were unaware of the idea and practice of committee development until 

much later in their staff tenures. Best practices were not shared well in the mission, 

especially with new staff people and new ministries that were being developed in smaller 

Young Life areas. The disconnect of what was happening at a national level and in large 

areas was felt in many other parts of the organization as they struggled to raise funds. 

 Paying staff was a carry-over struggle from the Rayburn era. The first month that 

Yates received a full paycheck was in 1973 after fifteen years of working for Young 

Life.  Naturally, this was very difficult for Yates. He recalls that it was hard on his pride 72

as a dad and husband and “being embarrassed to borrow money from my parents” to 

make ends meet.  “Even if we got paid, the salaries were so low you could barely 73

live.”  74

Training 

 During his presidency, Starr’s modus operandi for preparing staff to fundraise was 

to visit area committees and help them think about who to talk to in their communities.   75

Starr wanted to help local communities share ownership of finances of the mission. 

Practical concerns motivated the mission with regard to fundraising rather than the 

Scriptures or any type of spiritual practice of fundraising.  

 Rick Yates, personal interview with the author on 6.15.16.72

 Ibid.73

 Ibid.74

 Bill Starr, phone interview with the author on 9.1.16.75
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 “Area Fund Drives” were organized in an effort to obtain “maximum financial 

support for the local work.”  This is the first sign of a strategy around fundraising, as 76

staff members and committees met to evaluate the current donor list and set goals for 

future giving.   Committee members created a plan to meet with current and prospective 77

donors, in hopes that by inviting them “to work with us on this drive, they are learning 

more about Young Life and we know that our communities have a desperate need for this 

wonderful ministry.”  78

 Lack of area participation in the Area Fund Drives was one of the reasons that the 

mission found itself in dire financial straits.  Mitchell outlined a three-month plan asking 79

area directors to focus on Area Fund Drives, noting that he and Starr were clearing their 

calendars to help “where ever and when ever.”   80

 Concurrently, first iteration of Young Life’s Development Department was born in 

1969, with John Carter at the helm.  Carter was the primary fundraiser for the mission as 81

he and Starr approached philanthropic foundations together and developed relationships 

 W.R. Yinger to Committeemen, Fund Drive (Admiral Oil Headquarters, Oklahoma City, OK., 09.23.69). 76

 Ibid.77

 Ibid.78

 Bob Mitchell to Young Life Regional Directors, Inter-Office Correspondence (Young Life Headquarters, 79

Colorado Springs, CO, 06.16.69). 

 Ibid.80

 Inside the Mission: News for the Young Life Family (Young Life Headquarters, Colorado Springs, CO, 81

December 1993). John Carter played a significant role in the fundraising landscape in Young Life. He 
became Young Life’s first business manager in 1950, holding this position for nineteen years. In 1969, 
Carter became Vice President of Development, and he developed “staff fundraising training programs, 
seminars, directed 15 regional and national fund campaigns and communications programs.”  Before 
switching jobs in 1983 to the Human Resources Department, John was also Vice President of the Young 
Life Foundation for fourteen years. Well known as a man with a “heart for our Savior,” Carter put an end to 
Young Life’s “creative bookkeeping” and was a “superb nuts and bolts” man. Carter passed away in 1997.
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with larger supporters of the mission.  Carter was available for “round the clock service” 82

to help regional directors.  Mitchell wrote, “Tremendous things are happening. Now, if 83

we can just lick the financial hurdle.”  84

 Though committee formation was definitely a step in a direction away from the 

tactic of the Young Life President raising all of the money, fundraising was still a very 

demanding portion of Starr’s schedule as president from 1964 to 1977.  As a result of 85

Starr’s schedule limitations, committees in smaller cities did not have much development 

or support in vast portions of the mission.  86

 Vern Hill notes that he received “no direction really” in fundraising training when 

he came on student staff in 1971.  When Hill went on staff in Moline, Illinois in the 87

early 1970s, the Divisional Director, Phil McDonald, told him to: “Go do kid work and 

the committee will raise the money. This was a massive failure. We had great kid work, 

but the committee saw the work of the local YMCA and Boy Scouts and told us to send 

our YL kids to those programs so they didn't have to raise money.”  Ray Donatucci does 88

not recall any fundraising training at all in the early days of his staff tenure.  “YL 89

 Bill Starr, phone interview with the author on 9.1.16.82

 Bob Mitchell to Young Life Regional Directors, Inter-Office Correspondence (Young Life Headquarters, 83

Colorado Springs, CO, 06.16.69).

 Ibid.84

 Ibid.85

 Vern Hill, phone interview with the author on 9.15.16.86

 Ibid.87

 Ibid. Due to this lack of local adult support, the area folded and Hill went to work for a church. He came 88

back to Young Life as a staff member in Rockford, Illinois where the committee had “bought in” to raising 
funds so that Hill could do “kid and leader work in the community.”

 Ray Donatucci, personal interview with the author in Grand Rapids, MI on 9.6.16.89

�39



National sent me a three-ring binder on contact work and club. That’s it. We just figured 

fundraising out as we went.”  90

Theology 

 Coupled with rapid growth, the overall depth of theological training improved as 

Young Life became more organizationally mature.  Though this training did not include 91

much in the arena of fundraising training, it historically paralleled the development of 

committees around the nation. Starr recalled that Young Life trained staff members to 

build lasting relationships with donors and how to maintain those relationships, though he 

did not recall using the Scriptures as a part of training.  The theological understanding of 92

God’s sovereignty and provision for the mission, learned from Rayburn, was passed on to 

staff members through Starr. This was the aspect of faith that staff relied on the most, as 

the committee movement and banquet era developed.  

Fundraising Practice, Training, and Theology, 
Bob Mitchell Presidency (1977-1986) 

Practice  

 Though committee and banquet training increased during the Bob Mitchell 

presidency, Randy Jackson was still given a letter template as a guide by Northern 

California Regional Director Doug Barum as his fundraising training.  Jackson sent 93

letters to friends and family in an attempt to raise $600/month in support, recalling that 

 Ibid.90

 Dr. Benjamin Conner, research note to the author on 1.15.19.91

 Bill Starr, phone interview with the author on 9.1.16.92

 Randy Jackson, phone interview with the author on 6.22.16.93
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his follow-up strategy with these people was easy and personal: “Follow-up was not 

intentional, but I was around those people so the personal engagement piece was easy.”   94

Training 

 Much like fundraising practice, fundraising training does not change much during 

the Mitchell presidency. Larry Anderson noted that there was “virtually no fundraising 

training” and that staff were instructed to send letters, develop committees and have 

fundraising banquets.  95

 As the mission continued to grow into the early 1980s, the Young Life Service 

Center did not have the capacity to support or train local staff person when they struggled 

to raise funds. This may have happened due to lack of organizational structure and a new 

emphasis on theological training in areas other than fundraising. During this time, it was 

not unheard of for area committees to take out bank loans so that the staff member could 

get paid.  96

 At times, the communication from the Service Center was offensive. Anderson 

recalled not receiving a full pay check early on in his staff career, and in the envelope was 

a drawing of a sad looking cartoon that said “I bet you are wondering where your 

paycheck is?”  He remembers feeling insulted by this and thinking “I’m busting my tail 97

 Ibid. 94

 Larry Anderson, phone interview with the author on 7.13.16.95

 Jeff Munroe, note to the author on 3.22.19.  96

 Larry Anderson, phone interview with the author on 7.13.16.97
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over here with little support from headquarters and this is what comes in the mail instead 

of a paycheck?”   98

 Fundraising encouragement or training from the Young Life Service Center 

during this time period was lacking, though occasionally “there might be a short seminar 

at a staff conference.”  The mission struggled to train staff members in a consistent and 99

timely manner through standardized fundraising trainings. Young Life conferences were 

short, and there was continued pressure to get staff back into the local area doing work 

with kids.   100

Theology 

 As the mission grew, the desire for theological training increased as the Young 

Life presidency shifted from Starr to Mitchell.  The first million-dollar donation, from 101

the Lilly Endowment, toward the end of Starr’s tenure as president, created standardized 

training for Young Life staff throughout the country as Mitchell became president.   102

 Dr. Darrell Guder was on the front end of theological discussions with several 

Young Life executives and theologians from all over the world.  As the theologian and 103

 Ibid.98

 Ibid.99

 Ken Knipp, phone interview with the author on 9.22.16 100

 Bill Starr, phone interview with the author on 9.1.16.101

 Ibid.102

 Dr. Darrell Guder, phone interview with the author on 9.22.16. Guder received his Ph.D. from the 103

University of Hamburg, focused on the theology of the missional church, and helped Young Life start in 
Germany in the early 1970s. The mission started to have theological conversations with theologians across 
the globe regarding Young Life’s relationship with the church, incarnational witness, and gospel 
proclamation. With the funding from the Lilly Endowment, Starr invited Guder to move to Colorado 
Springs to help start a training department in 1976, with Bob Mitchell as the first Training Director for 
Young Life. One year later, Starr would retire and Mitchell took over the Young Life presidency. 
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Young Life Training Director, Guder worked with Dr. Paul Jewett at Fuller Theological 

Seminary to accredit the Young Life Institute’s training classes in 1977.   “The 104

Institute” became the standard for all staff training in Young Life and was a place where 

staff could “learn methodology and theology behind the Young Life mission.”    105

 The pendulum swung toward intense theological training as the Young Life 

Institute gained steam during Mitchell’s presidential tenure. Guder remembered that there 

was “serious theology happening with remarkable people” in the late 1970s and early 

1980s.  “We worked on theology a lot those days.”  Though theological talk was 106 107

common in those days in terms of incarnational witness, gospel proclamation, and church 

relationships, none of it had to do with fundraising.  108

 As local ownership of fundraising increased, Young Life experienced brisk 

growth from 1967-1971: the number of Young Life areas increased from 112 to 269 while 

full-time staff grew from 159 to 269 and the number of weekly club meetings ballooned 

 Ibid. Guder recalled that this development was contentious among some of the staff and leadership, as 104

some thought that Fuller was “too liberal” and that “theology was debilitating to faith.”

 Ibid. Under the Mitchell presidency, as a result of the commitment to thorough theological training, the 105

amount of time staff members spent at the Institute learning theology each year was between four to eight 
weeks if they did not have a month-long assignment at a summer camp. This theological education 
guaranteed that staff knew the Scriptures well, understood and were motivated to give good clubs talks, 
believed in and participated in incarnational witness, and worked hard to build bridges between the mission 
and local churches. 

 Ibid.106

 Ibid.107

 Ibid.108
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from 478 to 809.  Average weekly attendance in these clubs increased from 28,000 to 109

63,000.  110

 Ray Donatucci recalled raising “a little with friends and family, but not much” in 

his early days as a staff member in the mid 1970s in Colorado.  They held yard sales 111

and auctions, and sold donated furniture to fund the area budget as they “nickeled and 

dimed their way forward.”   112

 Donatucci remembered seeing a shift in fundraising training when Young Life 

started talking more about committees.  The staff were taught to get “heavy hitters on 113

the committee, and they and their friends will help.”  Donatucci’s pipeline of supporters 114

began to take shape when they moved to Boulder in the early 1980s and had their first 

“real committee that helped raise money.”  As a result, he finally started getting a full 115

paycheck after a decade as a staff member.  One of the relational outcomes led to 116

$50,000 a year in Young Life support as well as personal support: a friend paid off the 

Donatucci’s mortgage.  117

 Young Life Development Department, Young Life National General Fund Campaign (Colorado Springs, 109

CO: Young Life, 1970).

 Ibid.110

 Ray Donatucci, personal interview with the author in Grand Rapids, MI on 9.6.16.111
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 John Carter continued to be a primary fundraiser for the mission during the 

Mitchell presidency. Carter’s widow, Millie, noted that “John was very positive that the 

fundraising was a ministry - that we were helping people do ministry work by the giving 

of their money.”  118

 Hill remembers very little theological talk about fundraising in the1970s though 

“there was always an attempt to do a theological underpinning of what we were doing. 

We had an understanding that God would provide for what we were doing.”  Donatucci 119

corroborates this when asked if they ever talked about the theology behind fundraising: 

“Not really.”   120

Era Three - Taking Donors Seriously 

 Though the use of fundraising banquets and sharing fundraising responsibilities 

with local committee was gaining momentum, the organization still had no formal 

training around fundraising. Young Life hired Perkins and Roost as consultants in the 

mid-1980s to help with fundraising training and practice, with no evidence of success.    121

 Concurrently, Bill Hautt was introduced to the mission of Young Life in Alameda, 

California, when his wife helped plan a local Young Life banquet in the fall of 1986.  122

After the banquet, Hautt met with Northern California Regional Director Dale Vollrath to 

discuss the possibility of Hautt training area directors in fundraising, meeting with 

 Millie Carter, phone interview with the author on 10.20.16. 118

 Vern Hill, phone interview with the author on 9.15.16.119

 Ray Donatucci, personal interview with the author in Grand Rapids, MI on 9.6.16.120

 Bill Hautt, phone interview with the author on 6.22.16.121

 Ibid.122
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several staff in the Bay Area in the spring of 1987.  Cliff Davidson, Bob Scudder, Jim 123

Eney, Larry Anderson, and Randy Jackson were all a part of those initial trainings.  124

 Jackson fondly remembers these fundraising trainings as a “vital turning point” in 

how the Young Life mission practiced fundraising.  The local banquet was the 125

fundraising engine in the mid-1980s, and Hautt taught the Young Life staff that the 

banquet could be a part of the strategy, but not the main driving force.  “Bill trained us 126

how to think about a year-long financial plan with the banquet being a piece of it - not the 

whole thing.”  Hautt also suggested that if the Young Life staff learned to take care of 127

supporters and could tell the story of the ministry, they already had all of the donors that 

they needed.  128

 As a result of the success, Bay Area staff had in their fundraising endeavors with 

Hautt’s guidance, Young Life President Doug Burleigh asked Hautt to train the senior 

leaders in the mission in the fall of 1988 at Young Life’s Trail West Lodge.  Hautt had 129

 Ibid. Vollrath left Young Life soon thereafter and Bob Lonac became the regional director for Northern 123

California. As Hautt soon learned, staff members would send a fundraising letter once a year with a 
“picture of your family and yourself and how much you need to raise. This tactic was not a relational 
approach; it was a “give to me and my salary” and Hautt felt like it was a form of begging and threatening 
donors.” Further, there was no printed case statement or vision pamphlet, “no discipline in terms of 
prospect list, and staff were basically begging in local Young Life areas.”

 Randy Jackson, phone interview with the author on 6.22.16. Davidson, Scudder and Jackson remain on 124

Young Life staff to this day, with close to 100 years of combined experience.

 Ibid.125

 Ibid.126

 Ibid.127

 Ibid.128

 Doug Burleigh, phone interview with the author on 9.26.18.129
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the opportunity to introduce them to the philosophy and application of fundraising 

principles, and the “leaders liked what they heard.”  130

 By 1989, the “Hautt Training” gained steam as Hautt travelled the country as a 

consultant, visiting areas and training staff and committees in fundraising.  Hautt 131

recalled one of these trainings in the living room of a committee member in Spartanburg, 

South Carolina as he got to know the people and mission of Young Life.  He recalls 132

praying that evening in Spartanburg: “Lord help me be honest with them, and help me to 

encourage them. I can see how seriously they take fundraising, but I sense that they do 

not take donors seriously enough.”  133

 The “Hautt Training” was one of the hallmarks for fundraising philosophy and 

practical application in the Doug Burleigh presidency (1987-1992), as fundraising in the 

mission moved away from being president-centered.  Unlike Rayburn, Starr, and 134

Mitchell, Burleigh was not the center of the organization’s fundraising apparatus as new 

thought and training around fundraising took a front seat.  As momentum for the “Hautt 135

Training” went nationwide, a new name for the training began to emerge: Taking Every 

Donor Seriously, also known as TEDS.  136

 Ibid.130

 Bill Hautt, phone interview with the author on 6.22.16.131
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 Doug Burleigh, phone interview with the author on 9.26.18.134
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 By the spring of 1991, the leadership of Young Life made TEDS the national 

fundraising training for the organization. Young Life staff members were trained in the 

principles of TEDS at New Staff Training, in Leadership 2, and Practicum 3.  All senior 137

staff members and regional directors were ordered to complete basic Taking Every Donor 

Seriously by May of 1992.  Ted Johnson was the interim president of Young Life 138

(1992-1993) at the time, and they all decided that the training could not be called TEDS 

because it was not written by Ted Johnson.  Instead, Taking Donors Seriously (TDS) 139

was chosen.   140

 Taking Donors Seriously, A Handbook for Local Young Life Areas to Raise Money 

Strategically was printed for the first time in 1992 by Hautt through Focus Consultants.  141

Denny Rydberg became president in 1994 and remembered thinking that partnerships 

with adults were going to be vital, so that “it wouldn't feet like we were using donors and 

their resources to fund ministry instead of partnering with donors in ministry.”  Donors 142

often wondered why it was not a joy to support what they believed in so strongly, as 

“ministry folks wear themselves out trying to wring from people’s wallets what these 

 Young Life Financial Development Training and Related Matters. Recommendations Approved by 137

Senior Field Leadership (Young Life Archive. 11.20.91), 4. 

 Ibid.138

 Bill Hautt, phone interview with the author on 6.22.16.139

 Ibid.140

 Taking Donors Seriously, A Handbook for Local Young Life Areas to Raise Money Strategically (Young 141

Life: Colorado Springs, CO, 1992), 2. 

 Denny Rydberg, phone interview with the author on 2.20.18. Rydberg was the YL president from 142

1994-2016. YL grew tremendously under Rydberg, and he was the longest-tenured president of the 
organization. After a year-long battle with cancer, Rydberg passed away on 5.16.19.
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friends would willingly give.”  In a letter to staff found in the handbook, Rydberg 143

admitted that Young Life failed to do this well in the past and reiterated the commitment 

to care for donors moving forward in the same way the organization cared for kids.  144

 The goal of TDS was to “maximize ministry with kids and minimize time and 

effort in fundraising.”  The mission statement for working with donors was: “We care 145

for select groups of people consistently over time, to fulfill a shared mission to kids, and 

as we call these people to make commitments based on their interests and abilities, ample 

funds will be available to underwrite any vision for ministry God gives Young Life 

volunteers and staff.”  146

 In some ways, TDS mirrored the philosophy Rayburn talked about in the founding 

and development of Young Life.  This parallel encouraged Young Life staff members to 147

believe that fundraising could be carried out in a relational way that was “compatible 

with and supportive” of the ministry taking place with teenagers.  The handbook 148

fleshed this out in the following chart.  149

 Ibid.143

 Taking Donors Seriously, A Handbook for Local Young Life Areas to Raise Money Strategically (Young 144

Life: Colorado Springs, CO, 1992), 2. Though this handbook was printed in 1992, 1 year before Rydberg 
became president, no one knows how his introduction letter ended up in the manual. No rendition of the 
TDS handbook without Rydberg’s letter is available in the Young Life archives.
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Rayburn’s Philosophy of Ministry  Taking Donors Seriously  
Jesus is always the focus.   Jesus is always the focus of fundraising. 

It is a sin to bore a kid with the gospel. It’s a sin to bore adults with fundraising  
      appeals. 

Adventure and fun are necessary  Adventure and fun are necessary ingredients  
ingredients in working with kids.  relating to adults in asking for money. 

Camp should be attractive to be   Fundraising events and materials should be 
consistent with the message.   attractive and consistent with the message. 

Winning the right to be heard is vital.  Winning the right to ask is vital. 

Reaching every kid is our goal.  Reaching every adult who has a heart for  
      ministry to kids is our goal in fundraising.  150

      
 The implementation of TDS was a turning point in the mission, where Young 

Life’s work with kids started to increasingly align with donor work. TDS birthed many of 

the fundraising concepts that are utilized in Young Life to this day.  Young Life started 151

to become serious about donor relationships and strategy, as Taking Donors Seriously 

system became one of the biggest game changers in the history of the mission.  The 152

organization developed training programs through the use of volunteer trainers, a video 

series, on-site training programs, telephone consulting, and support materials.  153

 This resulted in a significant contrast between the old fundraising culture in 

Young Life and the new culture established in TDS. The following table illustrates the 

 Ibid.150

 Randy Jackson, phone interview with the author on 6.22.16.151
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 Bill Hautt, phone interview with the author on 6.22.16.153
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Young Life Fundraising culture before TDS, and the hope for a different type of culture 

when TDS was implemented:  154

Before TDS     After TDS 
Activity-Driven    Strategically-Driven 
Do, do, do, do, do    Think, then do 
Fundraising     Taking Donors Seriously 
Money-Driven     Mission-Driven 
Mass marketing    Efficient and effective 
Do more     Do less 
Work harder     Work smarter 
Raise money as we spend it   Raise money before we spend it 
September 30     October 1 
All committee members solicit donors All committee members find their niche 

 Jackson recalled that “Hautt pushed us back into the homes of supporters and TDS 

brought us back in some ways to a more personalized way of raising money and 

maintaining relationships.”  The hope was that the banquet would no longer be the 155

fundraising engine of the Young Life area; strategic relationships were  becoming the 

focus.  156

 As TDS entered the fourth year of its implementation, Denny Rydberg became 

president of Young Life in 1993, serving in this capacity through July of 2016.   157

Rydberg had no real guide or influence in fundraising when he became president as TDS 

started to be implemented in areas around the organization.  There was no full-time 158

development person when Rydberg became president, so he learned from “guys like Bill 

 Taking Donors Seriously, A Handbook for Local Young Life Areas to Raise Money Strategically (Young 154

Life: Colorado Springs, CO, 1992), 46.

 Randy Jackson, phone interview with the author on 6.22.16.155

 Ibid.156

 Denny Rydberg, phone interview with the author on 2.20.18.157

 Ibid.158
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Hautt” and noticed the need for the organization to become more mature in practice in all 

areas of the ministry. Rydberg, alongside Hautt, brought more sophisticated thought and 159

strategy to the fundraising training that the organization needed. Hautt also gave “form 

and function” to fundraising in early years of Rydberg’s presidency.  160

Recruiting, Training, Deploying 

 Recruiting, Training, Deploying (RTD) was a twelve-year initiative (1994-2006) 

to double the amount of field staff members, triple the number of volunteers, train staff 

and volunteers to “standards of excellence, growth and maximum efficiency,” and start 

ten new international ministries that paralleled the time frame of the implementation of 

TDS during the beginning of the Rydberg presidency.  Thirty-five senior staff members 161

and Rydberg commissioned the growth initiative and a “unified strategy to effect 

significant growth in the number of kids touched by Young Life ministry” to reach one 

million kids.  Mike O’Leary, then Vice President of RTD, stated that Young Life had a 162

reputation for great vision, but training was “spotty.”  In a desire to facilitate more 163

growth, Rydberg noted that “we can’t do it all on the backs of paid staff,” and the push 

for more volunteer leaders was underway.  164

 Ibid.159

 Ibid.160

 Young Life RTD Working Plan (Young Life: Colorado, CO, 02.6.95).161

 RTD Newsletter, Issue 1 (Young Life: Colorado Springs, CO, April, 1995).162

 Gretchen Schoon Tanis, Making Jesus Attractive, The Ministry and Message of Young Life (Eugene, OR: 163

Pickwick Publications, 2016), 46.

 Ibid., 48.164
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 RTD was guided by numerous Scripture references and spiritual principles that 

encouraged staff members to remember that their relationship with Christ was to be the 

foundation of the initiative.  RTD valued the spiritual formation of staff so that they 165

would demonstrate a deepening love for one another as they made disciples.   166

 RTD was also guided by philosophical and strategic principles that strove for 

excellent consistency with “strategic flexibility” in the initiative.  Making promises  167

carefully, and “building to last” were all valued as RTD would solve problems, and not 

“just move problems to a different level.”  The organization desired to become a 168

mission of recruiters, field testing, analyzing and adapting wherever necessary, and was 

committed to “fund people and projects strategically, and share the costs.”  169

 Reflecting on the last thirty years of the finances in the organization, Dave Briggs 

recalled that the goal of Recruiting Training Deploying was to hire and train more staff 

members and to reach more kids, as staff members were graded on this type of growth.  170

There was “high pressure” to grow with the start of RTD in 1994.  As RTD became a 171

focus of the organization, TDS was not being fully implemented in the field in the late 

 Young Life RTD Working Plan (Young Life: Colorado, CO, 02.6.95). Scripture references included 2 165

Timothy 2:2, Acts 1:8, Joshua 1:6, 2 Timothy 2:15, Matthew 9:37, 38, Matthew 28:18-20, 2 Timothy 1:7.

 Ibid.166

 Ibid.167

 Ibid.168

 Ibid.169

 Dave Briggs, phone interview with the author on 9.1.18. Dave Briggs has been a Young Life staff 170

member at the Service Center in various roles since 1997: Camp Accounting, Field Accounting, and has 
served in his current role as the Vice President of Financial Services since 2007.

 Jamie Hanson, phone interview with the author on 1.11.18.171
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1990s, and the net surplus in the mission was very close to zero by 2002.  The mission 172

was drawing on an $18 million line of credit to pay salaries.  Also, 42 percent of areas 173

(450 Young Life areas) were operating with a fiscal deficit in 2003.  This was 174

remembered as one of the most precarious eras in the history of the mission.  These 175

financial issues paralleled the dot-com bust from March 11, 2000 to October 9, 2002, as 

the mission struggled to retain donors in the early 2000s.  176

 In 2002, after TDS had been in use for thirteen years in the organization, led by 

Hautt as an outside consultant, Hautt became the Chief Development Officer for Young 

Life.  Young Life’s financial mess needed to get straightened out and Hautt’s hiring was 177

intended to help accomplish this.  Hautt gave form and function to the Development 178

Department during this time, and worked mostly on large fundraising projects within the 

mission.  179

 After thirty-plus years of practice, the fundraising banquet model demonstrated a 

detrimental byproduct: donor attrition.  The historical problem of lapsed donors was a 180

concern for Hautt when he became a staff member, as the mission had lost 51 percent of 

 Ibid.172

 Dave Briggs, phone interview with the author on 9.1.18.173

 Jamie Hanson, phone interview with the author on 1.11.18.174

 Jamie Hanson, Re: Emailing: Deficit Graph FY03-FY07, email message with the author on 6.14.18175

 Ibid. and https://www.investopedia.com/features/crashes/crashes8.asp176

 Bill Hautt, phone interview with the author on 6.22.16.177

 Dave Briggs, phone interview with the author on 9.1.18.178

 Denny Rydberg, phone interview with the author on 2.20.18.179

 Oftentimes, supporters only gave at the yearly at the banquet. If the donor was unable to attend the 180

banquet in subsequent years, they rarely gave again. 
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donors (those who gave to Young Life in 2003 but did not give in 2004).  Of that 51 181

percent, 17 percent had given over $1000.  Rydberg, alongside Hautt, directed the 182

mission to focus on regaining those donors, recovering 56 percent of those lost donors.  183

 Concurrently, Jamie Hanson was hired in 2002 to be a field development director 

in Washington and brought new ideas and tools to the TDS training.  Hanson moved to 184

a similar role in Houston, Texas and started to participate in more mission-wide 

leadership in the mid-2000s.  By 2005, Hanson became the U.S. Mission Field 185

Development Director, traveling regions to provide training in TDS.  Hanson also 186

helped Deputy Director of Development, Brad Layland, write a cash flow program for 

staff members to use to track donations in their areas, making it mandatory for each area 

to maintain the cash flow application and the Priority Prospect List for the first time.  187

Pat Rhoades, Layland, and Hanson led the training and implementation of these new 

tools as well as a new “Area Deficit Policy.”  As the economy rebounded in the 188

 Bill Hautt, phone interview with the author on 6.22.16.181

 Ibid.182

 Ibid.183

 Jamie Hanson, phone interview with the author on 1.11.18.184

 Ibid.185

 Ibid.186

 Ibid.187

 https://staff.younglife.org/Mission-Services/Office-of-the-President/Documents/DEFICIT%20POLICY188

%20(with%20Examples)%20FIN-004.pdf. Previously, staff members would still be paid if the area had a 
financial deficit. A new area deficit policy was put into effect in 2009 that added more accountability for 
areas to raise necessary funds to remain “in the black.” Reducing a staff member’s salary based on how far 
the area went into deficit was an aspect of the new policy. If an area went three months into “the red” the 
staff member was terminated. This was a significant move to ensure more financial health in the mission 
and is one of the reasons that Young Life is wealthy today. 
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mid-2000s, Young Life became more financially healthy than ever before as a result of 

TDS and Hautt’s leadership.  189

 Taking Donors Seriously evolved slightly over the years in Young Life, as the 

handbook was reprinted with no changes in 1996 and 1997. In September of 2008, TDS 

went from four to seven non-negotiable principles as prayer, leadership, and cash flow 

were added into the handbook.  Also added was a one-page section on the biblical 190

perspective of fundraising, noting that the Bible “actually has a lot to say about money” 

and that it was biblical to raise money to fund ministry and mission.  Though not 191

fleshed out in any form, there are twenty-two biblical references listed on the page, 

inviting the reader to dig deeper into the possibility that fundraising could be a spiritual 

endeavor.  An example prayer calendar was also added to the appendix.  192 193

Reaching a World of Kids 

 Young Life grew immensely under Rydberg as a second growth initiate, Reaching 

a World of Kids (RWOK) launched in 2009.  After the completion of RTD, Rydberg 194

remembered that the mission had a “real sense of the need to reach the ‘second double’ to 

 Jamie Hanson, phone interview with the author on 1.11.18.189

 The Seven Non Negotiable Principles of TDS, accessed 10.02.18,  https://staff.younglife.org/Mission-190

Services/Development-Services/Pages/Development-Services-Resource-Library/The-Seven-Non-
Negotiable-Principles-of-TDS.aspx

 Taking Donors Seriously Handbook, accessed 10.02.18, https://staff.younglife.org/Mission-Services/191

Communications-Services/Documents/TDSHndbk3.17.pdf

 Ibid.192

 Ibid. The TDS Handbook was “updated” in March of 2017. The only thing that changed was that the 193

signature of newly minted Young Life President Newt Crenshaw replaced Rydberg’s signature. The letter is 
word-for-word the same. Interesting, that after nearly twenty three years of TDS, the letter still mentions the 
“failings of the past” that Rydberg had included in the original welcome letter from the president in the 
TDS Handbook in 1992.

 Relationships, Spring 2009, accessed 10.02.18, https://staff.younglife.org/Mission-Services/Legacy-194

Program/Documents/Relationships/2009/2009SpringRelationships.pdf
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reach more kids, driven by a great approach and great people” that propelled RWOK.  195

Rydberg and Scott Neilson, Vice President of the Development Department, had the most 

successful fundraising campaign in the history of the organization, raising $280 million 

through the course of RWOK until it ended in 2014.  Rydberg remembered this season 196

of ministry with fondness, “It was really fun. We asked a guy for $34 million to build a 

camp. He called back in 28 days and did it.”  197

Era Four - Personal Donor Development and Relationship-Centered Engagement  

 As RWOK was being initiated, Young Life’s Personal Donor Development (PDD) 

coaching program began to take shape.  Hanson had been coaching expat staff members 198

through the initial fundraising process for international Young Life and admired the 

system that they had in place to onboard new staff members through a coaching 

relationship.  Young Life in the U.S. had no such program, and the move was made to 199

create a similar process for staff members domestically.  200

 Upon Rydberg’s request, Hanson wrote a proposal for the mission in December of 

2010 for Personal Donor Development to suggest a practical and cultural shift in the 

organization’s fundraising model.  This proposal described the benefit of implementing 201

a greater commitment within Young Life toward a personal support culture, training, and 

 Denny Rydberg, phone interview with the author on 2.20.18.195

 Ibid.196

 Ibid.197

 Jamie Hanson, phone interview with the author on 1.11.18.198

 Ibid.199

 Ibid.200

 Jamie Hanson, Personal Support Proposal_3yr Plan_12.29.10, email message to the author on 201

3.23.2018.
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accountability.  The hope was that staff would be trained would to have a significant 202

personal support base of both finances and people.  Staff members who developed a 203

personal support base would be more “confirmed in their call, confident in their abilities, 

and able to withstand the rigors of ministry longer.”  The skills used to develop 204

personal support were to mirror those used to recruit and retain volunteer leaders and 

committee members in the local Young Life area.  With the hope of staff members 205

raising more personal support, the donor base of the Young Life mission would grow, 

local areas would have a more consistent financial base that could ease cash flow 

difficulties, and overall revenues had the potential to increase.  206

 The strategy was that each U.S. Division would have a full-time Personal Support 

Coach and that all new staff members would be assigned a coach that would walk them 

through the Personal Donor Development process.  The Development Department 207

trained Greg Lehman, Jeff Hall, Patti Stoetzner, and Pat Rhoades to be the pioneering 

team of PDD coaches in the mission.  Staff members and coaches went through 208

required readings, finished a PPL and case statement, and came up with a strategy to 

invite supporters to give to the ministry.  All new staff members were expected to attend 209

 Ibid.202

 Ibid.203

 Ibid.204

 Ibid.205

 Ibid.206

 Ibid.207

 Ibid.208

 Ibid.209
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a divisional training in personal support raising prior to New Staff Training and to raise a 

minimum amount of support to cover their health benefits.  Three days of New Staff 210

Training were to be dedicated to PDD training, and an optional PDD Bootcamp was also 

offered.  Staff members would not be officially hired until their fundraising goal had 211

been achieved, and urban staff members received additional training and had access to 

additional funding.  The PDD program changed the structure and dynamic of Field 212

Development as coaches were hired: the department transitioned from being centered on 

fundraising for camps to becoming more field centered from 2010 forward.   213

 Chad Watson began leading PDD Coaching as the Program Coordinator in 2015, 

guiding 121 coaches who coach staff members each year in the organization.  PDD 214

coaches continued equipping staff to effectively engage adults in the ministry of 

fundraising and creating a sustainable support team around each staff member. After 

introducing the PDD initiative in 2011 to new staff members (Tier 1), it became evident 

that many current staff members “were interested in receiving training that was not 

available when they were hired and building their own personal support base.”  This 215

 Ibid.210

 Ibid.  211

     Note - The 3 days of training at NST never happened. Two day PDD “Boot Camps” took their place.

 Ibid.212

 Ibid.213

 Adana Dysart, RE: PDD stats, email message to the author on 10.12.18.214

 Pat Rhoades, RE: Emailing: Deficit Graph FY03-FY07, email message to the author on 6.14.18215

�59



program has been called “PDD Tier 2” and is available to staff in each level of the 

mission.  The growth in the PDD program has been significant as indicated below:  216 217

PDD Statistics 

Year Number of Staff Coached  Average Raised/Staff Member        Yearly Total  
2011       Tier One - 10        $16,257     $162,573  
2012       Tier One - 167         $19,078     Poor Data   
2013       Tier One - 235         $19,103     Poor Data  
2014          Tier One - 241         $20,914     Poor Data 
2015       Tier One - 242         $20,245     $4,757,700 
2016       Tier One - 317         $19,247     $6,024,436 
       Tier Two - 57         $72,910     $4,155,870 
2017       Tier One - 304         $20,006     $6,081,824 
       Tier Two - 39         $57,923     $2,258,997 
2018       Tier One - 254         $20,257     $5,145,278 
       Tier Two - 25         $76,320     $1,908,000 

Forward 

 In 2016, a final hallmark of the Rydberg presidency began: a third growth 

initiative and a $2 billion campaign dubbed Forward.  As the reach of Young Life 218

increased around the globe to more than two million kids in over one hundred countries 

through Recruiting Training Deploying and Reaching a World of Kids, the vision of 

Forward was to double the worldwide impact of the mission once again.  The global 219

impact of the initiative was focused on four mission strategies: Deeper in Christ (Seeking 

the Lord first and helping kids grow in their faith), Together (Building and equipping 

teams that reflect the worldwide body of Christ), Innovation (Creating new ways today to 

 Ibid.216

 Adana Dysart, RE: PDD stats, email message to the author on 10.12.18.217

 A Movement Has Begun, accessed 10.04.18,  https://staff.younglife.org/Forward/Documents/Forward-218

Overview-English.pdf

 Ibid.219
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reach kids tomorrow), and Growth (Impacting all kids within sight and just out of 

reach).  Forward is still in progress, with a projected end date of 2022.  Following the 220 221

implementation Personal Donor Development coaching program, Young Life has 

developed a “world-class Development Department” under Chief Development Officer 

Eric Scofield.  222

 PDD coaching, a strong economy from 2011 to 2018, online giving capabilities, 

and a field-orientated Development Department has led to stronger financial health.  In 223

2009, 47 percent of gifts were either cash or check, in 2018 it was 17 percent.  As a 224

result of online giving capabilities and good coaching through PDD, recurring monthly 

gifts rose from 7 percent in 2009 to 32 percent in 2018. The number of total gifts received 

in the mission is skyrocketing as well: there were approximately 577,000 total gifts given 

in 2009 and 1,109,000 gifts given in 2018, nearly doubling the total number of gifts given 

in less than a decade.  As a result, the mission had a $60 million surplus in 2017 and 225

less than 5 percent of areas in fiscal deficit.  226

Relationship-Centered Engagement 

 Currently, the Development Department is creating a Young Life branded 

“biblical fundraising model” and practical system to more effectively “engage current and 

 Ibid.220

 Forward, accessed 10.04.18, https://www.younglife.org/forward/Pages/default.aspx221

 Jamie Hanson, phone interview with the author on 1.11.18.222

 Dave Briggs, phone interview with the author on 9.1.18.223

 Ibid.224

 Ibid.225

 Jamie Hanson, Re: Emailing: Deficit Graph FY03-FY07, email message to the author on 6.14.18.226
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future generations of donors” in a new initiative to enhance TDS, called Relationship-

Centered Engagement (RCE).  This could be the beginning of a deepened approach to 227

donor work in the mission, as RCE is being built on “biblical principles and area best 

practices that have worked in deepening relationships and growing local ministry 

funding.”  228

 Relationship-Centered Engagement is a “process, tool, and approach” that has a 

number of core principles and is focused on helping staff members build meaningful 

relationships in their communities.  RCE is centering the initiative on “our relationship 229

to Jesus and the adults…we serve” and has four key components: “Anchor, Align, 

Implement, and Maximize.”  Relationship-Centered Engagement hopes to anchor 230

Young Life’s fundraising theology deeper into “biblical stewardship, generosity, and 

community,” align the organization’s adult engagement work more closely to the 

incarnational work with kids, implement Young Life’s  Forward program to build 

“healthy, sustainable financial support” for staff members and areas to impact their 

community and reach more kids, and maximize available opportunities to serve the 

field.   231

 As a result of these core principles, Field Development retooled their vision in 

2017 as RCE began to take form: “Field Development exists to ensure the financial health 

 Pat Rhoades, Re: Emailing: Deficit Graph FY03-FY07, email attachment of RCE files to the author on 227

6.14.18.

 Ibid.228

 Ibid.229

 Ibd.230

 Ibid. 231
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of the field to introduce more kids to Jesus Christ and help them grow in their faith.”  232

Led by Pat Rhoades as a “hands-on department” that reaches out to areas and coaches 

them to financial health, Field Development’s tagline to support local areas became 

“Healthy Finances Help You Maximize Your Time for Ministry with Kids.”  233

 Field Development’s goal in RCE was to connect the department at the Service 

Center to local Young Life areas through on-site training, personal visits, and consistent 

coaching calls.  They would also supervise the “overall financial health of the field 234

through supportive and honest partnerships with committee and staff members, 

identifying specific local needs and building a plan with the area to address those 

needs.”  Field Development is also planning to help lead and execute fundraising 235

training and strategy in the field to ensure that the principles of TDS are implemented 

across the mission.  They are going to host on-site and off-site TDS and committee 236

training on a regional and national level to communicate “consistent best practices and 

strategies to the field.”  237

 Coaching was an important factor in PDD, and will continue even further in 

Relationship-Centered Engagement,  and is focused on “incoming staff associates to 238

 Ibid.232

 Ibid.233

 Ibid.234

 Ibid.235

 Ibid.236

 Ibid.237

 Ibid.238
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area directors, regional directors and senior vice presidents.”   They would also work 239

alongside the Financial Services Department to provide “financial health tracking,” using 

this information by providing senior vice presidents and regional directors with 

“actionable information for helping areas become financially healthy.”  240

 RCE will play a significant role in adult engagement features that will be featured 

in the first release of “YL Connect,” Young Life’s CRM that is being built by 

Salesforce.  The increase in adult engagement will fall into three categories: 241

opportunities for them to give their time, talent, and treasure; opportunities for them to 

deepen their connection to the mission, vision, and staff members; and opportunities to 

deepen their passion for specific Young Life causes, interests, or ministry foci.  242

 A committee development initiative is also a part of Relationship-Centered 

Engagement.  In partnership with Vice President of Innovation, Ken Tankersley, and 243

Young Life’s Innovation Department, Field Development is “determined to develop and 

strengthen solid and effective committees in every area in the United States.”  The 244

national committee trainer pool is currently only made up of two trainers: Mike Valliere 

and Brad Warble.  To better serve and connect with committee chairs across the 245

 Ibid.239

 Ibid.240

 Field Development, mission-wide email on 9.19.18, Reminder: 2017-2018 Fiscal Year End Deadlines, 241

Relationship-Centered Engagement, PDD Corner. YL Connect was beta-tested in 2017-2018 and started 
rolling out to regions in September of 2018. 

 Pat Rhoades email to the author on 6.14.18, Re: Emailing: Deficit Graph FY03-FY07, email attachment 242

of RCE files.

 Ibid.243

 Ibid.244

 Ibid.245
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mission, Field Development is also planning on working with the Innovation Department 

on reviving the National Committee Summit.  246

 Field Development has also pioneered and implemented a multicultural and urban 

training track to better support Young Life’s multicultural and urban staff members.  247

This fundraising training was dubbed the “Multicultural and Urban Sequoia Leadership 

Project.”  It was followed up with nine months of “Sequoia pod groups consisting of 248

coaches and staff participating in regular follow-up calls for encouragement, 

accountability, and implementation of healthy fundraising strategies and practices.”  249

Eighteen staff participated in the first cohort in 2017.  Executive leadership in the 250

organization shifted priorities and defunded the program after the first group.   251

 Also included in RCE is an expansion of the PDD coaching program.  Field 252

Development is noticing more opportunities to specialize their coaching to serve 

ministries including Multicultural and Urban, YoungLives, Capernaum, and Young Life 

College through curriculum development and training.  One current challenge that Field 253

Development is addressing is the development of the “communication tools, 

 Ibid.246

 Ibid.247

 Ibid.248

 Ibid.249

 Chad Watson email to the author on 4.11.19, RE: Sequoia Project.250

 Ibid.251

 Pat Rhoades email to the author on 6.14.18, Re: Emailing: Deficit Graph FY03-FY07, email attachment 252

of RCE files.

 Ibid.253
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infrastructure, and information systems” to better support their network of coaches across 

the country.  Jill Rainwater was hired in late 2018 to tackle these issues.  254

 RCE will also be introducing new fundraising language to the organization. The 

Financial Master Plan from the TDS days will now be known as the “Engagement Cycle” 

and is based on a “biblical model that reflects” Young Life’s work with kids.  255

“Identifying, connecting, inviting, confirming, celebrating, and stewarding” supporters 

will each be an important step in the engagement cycle in RCE.  Young Life President 256

Newt Crenshaw noted that RCE has to have a sharpened focus: “We need to draw people 

into it as opposed to a new set of words to use. Coaching will be important: Watch one. 

Assist one. Do one.”  257

 Ibid.254

 Ibid.255

 Ibid.256

 Newt Crenshaw, personal interview with the author in Colorado Springs, CO on 2.13.18..257
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Chapter Three 

 Analyzing the Fundraising History of Young Life 

 How did the fundraising history of Young Life shape the organization in each era? 

How did it help or hinder the development of the organization and staff members? Each 

of these questions will be addressed in this chapter. 

 Each section in this chapter includes a critical analysis of fundraising practice, 

theology, and training during the respective fundraising eras that were discussed in 

chapter two, noting the era’s “gifts and shortcomings.” Also included are themes and 

outcomes, as well as a resulting shift that shaped the development of the mission. 

Era One - Rayburn  

Lack of Shared Fundraising - The Shortcomings 

 Shared and healthy fundraising practice was a distinct shortcoming in this era. 

Though Rayburn asked board members to raise support for camps, he raised the majority 

of support for ministry in the field. This made sense when the mission was in its infancy, 

but as the mission grew, his inability to delegate more of the fundraising to local staff 

members and communities hurt them in numerous ways. They struggled to make ends 

meet, borrowed money from family members, and often had to work other jobs to keep 

working with teens in their communities. Yates recalled that the “money thing was really 
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hard” for his family.  As a result, Yates had multiple jobs, such as cooking at a restaurant 1

and selling insurance, to pay bills each month.  2

 Beyond the negative impact on the mission, Rayburn’s control of fundraising had 

an emotional and physical impact on his body. Starr recalled that there was “lots of 

pressure for Rayburn that really ended his life early.”  Sutherland remembered that the 3

“fundraising and the scope of leading a growing organization killed Jim.”  Rayburn’s 4

“fatigue was directly correlated to his travel in fundraising” and led to his demise.  This 5

reality is one the saddest stories in the history of the organization.  

 Some suggest that hints of narcissism may have led Rayburn to hold onto 

fundraising and control in the early days of the organization.  The result was little vision 6

and foresight for the financial health of staff amid growth in the mission. Making sure 

that staff members were being paid and retained was an afterthought instead of a 

forethought. 

Fundraising Training 

 Fundraising training was another shortcoming in this era. Rayburn told field staff 

to write letters as a primary means of raising support, neglecting to train them to practice 

 Rick Yates, personal interview with the author on 6.15.161

 Ibid.2

 Bill Starr, phone interview with the author on 9.1.16.3

 Janie Sutherland, phone interview with the author on 6.29.16.4

 Bill Starr, phone interview with the author on 9.1.16.5

 “Founders Syndrome” is a common phrase that people use when an organization’s founder demonstrates 6

these types of characteristics. There is conversation happening as of late that involves healthier discourse 
around this subject. See https://nonprofitquarterly.org/2019/03/07/rediagnosing-founder-s-syndrome-
moving-beyond-stereotypes-to-improve-nonprofit-performance/. 
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fundraising in a relational manner. Though usually last-minute, Rayburn was very 

personal and relational in his fundraising efforts, worked hard to build friendships with 

supporters, and was effective at keeping people in the loop with regard to the movement 

within the mission. He rarely trained field staff members to do the same. As the mission 

grew in the 1950s, his neglect to train staff members to share the fundraising needs of the 

organization hindered healthy professional development of staff.  This kept future staff 

from learning and honing practical skills as relational fundraisers. 

Fundraising Theology and Practice 

 Interestingly, there was no stated theology of fundraising. Though he may have 

relied on God and was thankful for his provision for the mission, Rayburn did not make a 

solid connection between the organization’s work with kids and its work with supporters. 

Lack of any form of fundraising theology was another shortcoming in this era. 

Though fundraising theology was not stated, a theology was practiced. It is 

apparent that Rayburn and early Young Life staff were heavily influenced by the likes of 

Mueller and J. Hudson Taylor. Mueller steadfastly refused to speak of needs, relying on 

earnest prayer among friends and supporters.  He would often share incredible examples 7

of God’s past provision, all the while choosing to never share current needs of his 

ministry to orphans.  The stories of last minute remarkable provision became “well 8

known and revered.”  9

 Dillon, R. Mark. Giving & Getting In The Kingdom. Chicago: Moody Publishers. 2012, 39.7

 Ibid. 39.8

 Ibid. 39.9
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J. Hudson Taylor adopted Mueller’s approach in “funding their missionary 

enterprises, further establishing a pattern of funding that was admired and adopted 

throughout the evangelical world.”  Well into the 20th century, several foreign missions, 10

such as the African Inland Mission and the Latin America Mission "adhered to the pattern 

of refusing to publicize the needs of missionaries.”11

There is something "winsome and intuitive about utter dependence upon God for 

financial resources.”  Further, there is something that about talking about money in 12

ministry that is like a repellent and that feels manipulative.  This approach continues to 13

"live on in the minds of many as the more spiritual approach to getting resources for 

ministry.”  Mueller’s approach refuses to challenge God’s people to be spiritually 14

mindful in addition to being active toward their responsibility to “allocate resources, 

time, and talent to the work of God in the world.”15

There are countless examples in the Sublett text of how God provided for the 

mission and for staff members, as well as in the interviews that I conducted. In addition 

to year-end miracles of support, I heard over and over the theme of “We prayed and 

trusted God to provide.”

 Ibid. 40.10

 Ibid. 40.11

 Ibid. 41.12

 Ibid. 41.13

 Ibid. 40.14

 Ibid. 41.15
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Value of Scripture and Prayer - The Gift 

 Rayburn trusted God in ways that were palpable, his staff followed suit, and he 

wrote more about the spiritual things happening in the mission than anything else in his 

diaries, praying constantly, and consistently celebrating teenagers as they came to faith.  16

It is evident that prayer and the study of Scripture propelled the mission forward 

financially throughout early years of Young Life. “We knew we were on a faith mission 

and that God would take care of us.”  Rayburn did not rely on strategies, plans, or donor 17

solicitation tactics like most fundraisers do today.  He prayed, showed up, and expected 18

God to take care of the mission and to provide for his family and Young Life staff 

members.  “No matter how much God blessed, He never seems to provide so much that 19

Jim and the staff take His provision for granted.”  20

 God continued to provide for the organization in countless ways.“If we were short 

on money, we didn't eat very much. God took care of us through Jim” as he travelled all 

over the country raising funds.  “We didn’t worry very much about where the money 21

was going to come from because we prayed so much.”  Yates recalls Young Life kids 22

bringing a bushel of smelt to their house when food was running low, finding an extra $5 

in the glove box of the car one day, and though “it always seemed like we were poor, God 

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 56.16

 Rick Yates, personal interview with the author on 6.15.16.17

 Ibid.18

 Ibid.19

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 208.20

 Janie Sutherland, phone interview with the author on 6.29.16.21

 Ibid.22
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always provided.”  There was a palpable attitude of trust and thankfulness among staff. 23

They loved Jesus, trusted God’s provision for the mission, and trusted Rayburn’s 

leadership. As a result of this faith through prayer, Rayburn and the staff dreamed big 

dreams for the future vision of Young Life. Trust in God trumped fundraising strategy. 

Theme #1 - Rayburn’s Big Dreams 

 Rayburn had extraordinary dreams for Young Life. As a result of prayer and living 

by faith, Rayburn was sure that God could do anything to help the mission reach more 

kids. Out of this faith, he dreamed about purchasing properties that were well out of the 

financial reach of the organization. The staff knew that Rayburn had “such a vision for 

the camps” and believed that the “Lord brought the properties to us - they were 

miracles.”  Six Young Life camps were procured by Rayburn during his presidency.  24 25

 At times, Rayburn’s dejection regarding the direction of the mission was focused 

on not obtaining the properties that he wanted. Rayburn even pushed the board (to no 

 Rick Yates, personal interview with the author on 6.15.16.23

 Janie Sutherland, phone interview with the author on 6.29.16.24

 Clare Trissle, RE: Camp Acquisition Timeline, email to the author on 10.11.18. Star Ranch in Colorado 25

was acquired in 1946 and was later sold in 1972. Silver Cliff Ranch in Colorado was acquired in 1949 
when the Board of Directors agreed to purchase the property for $70,000, with the first camp held over 
Christmas break of that year. Silver Cliff Ranch was sold in 1983. Frontier Ranch was acquired in 1951 
when Rayburn approached the board asking to purchase the camp in Colorado which was listed at 
$350,000. The board approved the purchase as long as Rayburn was able to fundraise the cost of adding 
another camp.  The asking price for Frontier Ranch was eventually dropped to $250,000, and Rayburn 
found nine donors to cover the cost. Frontier Ranch is still welcoming campers and leaders. Malibu Club 
was acquired in British Columbia in 1952 after Rayburn negotiated the $1,000,000 asking price down to 
$300,000.  Rayburn spent seven weeks traveling throughout the U.S. and Canada raising the money.  
Malibu Club is still in operation. Trail West Lodge was acquired in 1959 when Young Life purchased the 
640-acre Colorado ranch for $38,500 to provide land for the 121 horses used at the other camps in the 
region. The lodge was designed and completed in 1964, and Trail West started hosting family camps for 
staff members and supporters. Trail West is still in operation. Castaway Club was acquired in 1963 in 
Minnesota when the Smith family donated the land and two houses to Young Life. The Smiths had been 
friends with Rayburn since 1945.
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avail) to buy an airplane for him in 1944 so that he could travel more easily.  26

Increasingly, the Young Life Board of Directors did not have the same vision as Rayburn; 

he was so far out in front of his team that they declined to follow him. 

Outcome: Constant Fiscal Deficit in Young Life Areas 

 Though the staff believed in the vision for the properties, Rayburn valued buying 

properties over paying staff members’ salaries. Though Sutherland noted that “we were 

never bitter about all the money going towards the camps,” it is clear that this value led to 

hard financial times for staff members.  Not being paid for months on end took a toll on 27

staff members and their families. A bit of creative accounting could have relieved much 

of the tension here: a 20 percent service charge (introduced later in the mission history for 

administrative support in the field from the Service Center) on the property acquisition 

projects could have solved the crisis.  The September ritual of Rayburn’s barnstorming 28

fundraising tour demonstrated that staff members’ salaries were an afterthought. 

 The first major shift in Young Life’s fundraising practice and training was birthed 

out of this outcome as staff members, tired of not being paid, started to formulate ideas 

about shaping local committees. This shift helped the organization to start navigating the 

future fundraising needs of the mission. 

 Kit Sublett, The Diaries of Jim Rayburn (Colorado Springs, CO: Morningstar Press, 2008), 134.26

 Janie Sutherland, phone interview with the author on 6.29.16.27

 In conversation with the author on 9.15.16, Jeff Munroe proposed this theory. For example, $250,000 28

was pledged between 1951 and 1953 to buy Round Up Lodge. The deficit for staff salaries on September 
13, 1952, was $40,000. Donating money for properties was easier for supporters to get behind than giving 
financial support for staff salaries. Rayburn chose fundraising for acquiring new camp properties over the 
financial health of the staff for eleven months out of the year with regularity for nearly twenty-five years.
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 Era Two - Creation of Committees and Localized Ownership of Fundraising  

Creation of Committees and Local Ownership of Fundraising - The Gift 

 The creation of committees localized fundraising in Young Life in the 1970s. The 

strategy transferred local area funding responsibility from the president to local staff and 

committee members. This was the first attempt at prioritizing the value of inviting people 

into a ministry (through serving on a committee) instead of the one-way street of a 

fundraising letter. Staff members who were gifted in building teams of local adults felt 

less alone and more supported, and building ministry became a community building 

endeavor. If an area hired the right staff person who had the skills to recruit committee 

members and delegate area activities, the committee idea had the potential to be a game 

changer for the area. 

Creation of Committees and Local Ownership of Fundraising - The Shortcomings  

 Although helping guarantee the financial health of the area was a primary 

function of the committee, there was no fundraising training being offered. Staff 

members who were not gifted in building teams of local adults still felt alone and less 

supported, and building ministry to kids never became a community-building endeavor. 

Areas like this folded as staff burned out. 

 During the Starr and Mitchell presidencies, there was theological discussion 

around reaching more kids and gospel proclamation. Young Life had a philosophy of 

“hire a good ‘kid person’ and we will figure out the funding piece later.” Staff training 

was focused on kid work and adult work was underdeveloped. 
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 Though theology was present in the institute in many forms, this did not include 

any theology of the community of God with relation to committee or banquet philosophy 

and practice. To successfully practice ministry long-term, staff members had to be 

successful at mobilizing committees. Though most people did not enter the vocation of 

Young Life to be fundraisers, over time fundraising was necessary to further the ministry 

reach of Young Life. This reality went unnoticed in theological training at the institute. 

Fundraising was viewed as a “help” to do ministry with kids, not a ministry “unto itself” 

with the supporter in mind and continued to be viewed as a means to an end: ministry 

with kids. The lack of spiritually motivated fundraisers hindered the mission’s ability to 

retain committee members and staff. 

Theme #1 - Committees Became Fundraising “Event Planners” 

 The banquet model became the fundraising engine in areas that had committees. It 

was the quickest and least time-consuming way to raise money. Rather than engaging 

supporters in a year-round relationship development model, committees worked hard for 

three months planning and executing the banquet. Instead of engaging supporters in a 

relational manner, committees became event planners, as the banquet became the 

fundraising engine of the local area. 

Outcome - Personal Connection Between Staff and Supporters Suffered  

 As committees were trained to run a banquet once a year, personal connection 

with supporters suffered. Staff members started putting their faith in the banquet model, 

and if the “one-stop-shop of a banquet went really well, you stayed on staff for the year. 

If you invited all of the wrong people and no money was raised, you were done the next 
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day.”  Jackson recollected that fundraising moved “off-center from the personal” when 29

banquets became the norm in the late 1970s.  Banquets were a means to quickly raise 30

support so that the “real work” with kids could be accomplished. This hindered staff 

members’ ability to build relationships with supporters and personally invite them deeper 

into the ministry. 

Theme #2 - Formalized Theological Training (Minus Fundraising)  

  There was a significant shift under Mitchell as formal training became more 

organized in the Institute. For some staff members, participation in this level of training 

did not match their need for practical tools to lead a successful Young Life area. Some 

staff felt that theological training was replacing the practical training that was so vital to 

their daily practice. Though aspects of this training was an important part of Young Life’s 

theological maturity in the 1970s, connecting theology to the practice of fundraising was 

severely lacking.  

Outcome - Distancing from Theology and Tension Between Theological Education and 

Ministry Practice 

 As Young Life’s ministry reach plateaued in the late 1970s, the thought was that 

staff members were spending too much time on theological training in the Institute.   31

As a result of this finger-pointing, there was a segment of Young Life’s leadership that 

thought “theology was debilitating to faith.”  The ministry was “dominated by the 32

 Randy Jackson, phone interview with the author on 6.22.16.29

 Ibid.30

 Dr. Darrell Guder, phone interview with the author on 9.22.16.31

 Ibid.32
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marketplace, and Young Life was proud that the board was full of business people and 

not pastors or theologians.”  “Why would you think theologically?” was a theme and the 33

“decline of theological talk, rooted deeply in the 1980s, went well into the late 1990s.”  34

 Dr. Benjamin Conner remembered that the “spirit was very strong” when it came 

to blaming theology for the woes in the mission when he came on staff in the early 

1990s.  Ken Knipp, current Vice President of Training, recalled that “there has always 35

been tension between theology and practice in Young Life.”  Knipp notes that: “The 36

tension between getting the job done and being theologically thoughtful has been around 

for a long time. There has always been more of an emphasis on ‘how versus why’ in our 

training.”  37

 Large parts of the mission refused to participate in the Institute, and the growth in 

these areas was plateauing as well.  The mission continued to suffer from trickle-down 38

problems in the implementation of training, and theology became an excuse for the lack 

of growth in these areas, giving staff members something new (the Institute) to blame for 

their failings. It is important to note that theological training was not necessarily the 

cause of the lull in the mission’s reach, though it was a notable parallel. 

 Ibid.33

 Ibid.34

 Dr. Benjamin Conner, research note to the author on 1.15.19.35

 Ken Knipp, phone interview with the author on 9.22.1636

 Ibid.37

 Jeff Munroe, note to the author on 3.22.19.38
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Shift #1 “Adult Work” Is as Important as “Kid Work” 

 Though the mission to kids was still highly valued, the need for more adults to be 

involved as financial supporters and committee members became apparent in the 1970s. 

There were growing pains as “adult work” took time to come to the forefront in Young 

Life training. For the first time in history, field staff began to understand that if they were 

to continue working with kids, they needed to do better relational work with adults. If 

staff could engage adults on their committee and through banquets, while also working 

with kids, their tenure as a staff member lasted longer and increased impact with kids.  

Shift #2 - Budget Decentralization 

 As committee ideation and practiced formed, another major shift in the 

organization took place: decentralization from having one national budget to dozens, 

hundreds, and now, thousands of local budgets. Ownership of fundraising changed from 

one person (Rayburn) to a handful of people (Regional Directors) to committees. Staff 

members in areas that had a strong local committee were the ones who got paid.  As staff 39

felt more supported by local committees, the mission grew due to this shared ownership 

and localization of fundraising. Localized fundraising may have gone too far as another 

long-term outcome followed: local areas and regions tended to operate in financial silos 

now. There are countless stories of one area having a financial deficit and their next-door 

area having a surplus. Currently, the “local ownership of finances” pendulum may have 

swung too far in the other direction toward local stinginess. 

 Jeff Munroe, note to the author on 3.22.19. Munroe remembers when he became Metro Director in Grand 39

Rapids, they broke the Metro Area into five separate areas so there would be adult ownership of 
fundraising. 
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 Era Three - Taking Donors Seriously 

TDS - The Gift 

 Taking Donors Seriously had tremendous and positive impact on Young Life’s 

practice of fundraising and categorically changed the trajectory of the organization for the 

good. TDS was exactly what a theology weary mission in need of practical strategy 

warranted. Young Life was privy to newly developed tools and tactics that taught people 

to move away from event-based fundraising model of the banquet.  

 TDS was asking staff members to practice fundraising in the same manner as their 

work with kids: care for them, work to understand their interests and needs, and take 

them seriously.  This was the most significant time in the history of the organization 40

where the direct connection between Young Life’s work with teenagers and their 

engagement with adults who supported the mission was taken seriously. The mission 

grew, and finances were the healthiest they had ever been as a result of TDS.  

 Learning to utilize the history and philosophy of the mission’s work with kids and 

building a bridge from that philosophy into work with supporters has been 

transformative, moving the organization from a financial modus operandi of survival to 

one of thriving. 

 Committed to a relational approach to kids that was centered on a commitment to 

listen well, positivity, enthusiasm, and persistence, Young Life started to carry over these 

commitments into their work with donors as TDS training was integrated .  This was 41

 Taking Donors Seriously Handbook (Young Life: Colorado Springs, CO, 1994), 46.40

 Ibid., 6, 7.41
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fleshed out as the best way to raise money, with the same goal and approach that Young 

Life had with kids: focused on Jesus Christ and committed to show up in the lives of 

adults in an incarnational sense. 

 Hautt’s training also made fundraising more enjoyable for staff members as they 

engaged with supporters in a more personal manner.  Jackson recalled that “Hautt taught 42

us that we already had all of the people that we needed, and that we simply needed to 

take better care of the people God had given us.”  Staff members started to engage more 43

significantly into deeper relationships with supporters. Hautt did a wonderful job of 

bringing new fundraising practices that led to unprecedented financial health in the 

organization. 

TDS - The Shortcomings 

 Jackson recalled that staff members never talked about the connection of theology 

and fundraising in TDS.  Echoing ideas from the previous two eras, he remembered that 44

theology “was there but disconnected. We knew that God was the source of the money, 

and we prayed a lot. The theology was subtle, but not formal.”   45

 Though prayer became an aspect of TDS in the early 2000s, the distancing from 

theology trend continued. There was little talk in Young Life on theologies of 

fundraising.  Part of this was intentional: Hautt noticed the fundraising firms in the 46

Randy Jackson, phone interview with the author on 6.22.1642

 Ibid.43

 Randy Jackson, phone interview with the author on 6.22.16.44

 Ibid.45

 Bill Hautt, phone interview with the author on 6.22.16.46
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country who talked about theology were “very pushy and crossed the line into spiritual 

abuse in some ways.”  Due to uneasiness around the theological conversation, Hautt’s 47

job was to bring the business side of fundraising to Young Life, and the theology piece 

was “someone else’s role.”  Hautt went on to say: “I’m your fundraising consultant, not 48

your theologian. I am here to give you the practical foundation. If anything contradicts 

Scripture, help me.”  Unfortunately, Young Life did not provide for Hautt's requested 49

help in terms of providing spiritual guidance for TDS. 

Theme #1 - Lack of Alignment 

 Though the alignment mind-set began in the early 1980s and became more 

positively formed through TDS, new Young Life staff members still lacked the 

imaginative wherewithal to view fundraising in the same terms as the work they did with 

teenagers. There was a mental and spiritual block for many staff members that did not 

allow them to make the jump from allowing their work with teenagers to inform their 

work with financial supporters. Recognition of this lack of alignment did not lead to 

mission-wide change in practice in regard to working with supporters.  

Outcomes of Lack of Alignment  

 Staff continued to think about supporters as a “means to accomplish ministry” 

instead of viewing those relationships as a form of ministry unto themselves. Young 

Life’s inability to make this shift hindered the organization’s opportunity to have 

spiritually formed fundraisers.  

 Ibid.47

 Ibid.48

 Ibid.49
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Theme #2 - TDS Language Problems  

 Though the language has changed a bit over the years, vocabulary issues have 

been a part of the history of TDS. “Whip cracker” was especially troubling and culturally 

insensitive.  Though it may have been cheeky, this type of language had the potential to 50

portray the committee person as some sort of slave driver or animal ring master, and the 

other volunteer fundraisers as a slave, animal, or someone who needed violent course 

correction. Thankfully, this word is no longer in use in TDS.  

 Though “whip cracker” may be a severe example, there is work to do in shifting 

the language of fundraising. Young Life’s fundraising language (“donor,” “solicitation,” 

“hit them up,” “priority prospect list,” “strategy,” “giving units”) employ terminology of 

the marketplace, and are not rooted in love. The organization would never use such 

language in its work with kids. 

Outcome of TDS Language Problems  

 Commerce and commodification language were often employed and fundraising 

has been viewed as a transaction between a financial supporter and the organization. As a 

result of Hautt’s very telling quote of being a business person and not a spiritual leader, 

TDS valued the language of economists, sales-people, and financial planners instead of 

employing a spiritual tone and scriptural language. The use of this language is 

representative of the disconnect that Young Life staff felt between fundraising, kid work, 

and spiritual formation. 

 Taking Donors Seriously, A Handbook for Local Young Life Areas to Raise Money Strategically (Young 50

Life: Colorado Springs, CO, 1992), 45.
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Theme #3 - TDS Assumptions 

 TDS assumed that a staff member was connected to a network of people in their 

community; people who had resources and relationships to share. If a staff member was 

not connected to family and friends with the ability to give, they did not get hired by 

Young Life.  This is a major problem for some staff of color and staff from rural areas 51

with low population density. 

Outcome of TDS Assumptions 

 These assumptions have led to a disordering of priorities in the hiring of new 

staff. The philosophy went from "hire a good kid person" to asking “how much money 

can they raise?” Young Life started value to the ability to raise funds over a staff person’s 

commitment to the Gospel, their ability to build and lead teams of people, or their passion 

to reach teenagers. 

 These assumptions have played a role in Young Life’s struggle to increase 

diversity in their staff member ranks, and have also hindered their ability to start new 

ministries in “hard to fund” communities.  Use of TDS thrived in the suburbs of cities 52

where financial resources tend to abound, and struggled to fund ministries in city-centers 

and in rural areas. If a staff member moved to a new town to start Young Life and was not 

quickly connected to wealthy people, ministry never got off the ground. If a staff member 

left a city and brought all of the donors with them to a new ministry community, the 

 Randy Jackson, phone interview with the author on 6.22.16.51

 Hard to Fund U.S. Area Application Instructions, accessed 3.29.19, https://staff.younglife.org/Leader-52

Tools/Multiethnic/Documents/H2F%20aplication%20instructions.pdf. Young Life defines “Hard to Fund” 
as areas where 55% of kids involved are socially and economically disadvantaged bases on federal “free 
and reduced lunch” statistics.
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ministry in the town they were leaving oftentimes was not sustainable. TDS assumed that 

a group of supporters was already present and committed to the mission before the arrival 

of a staff member. This reality makes starting ministries in new communities very 

difficult. “If you didn't have the network, TDS did not work.”  53

Theme #4 - Training Trickle-down Problems  

 Fundraising theology was discussed among senior-level staff members at the 

Service Center.  However, there was a disconnect from what senior-level staff members 54

believed and what was reaching the lower levels of field staff members. “Theology 

around fundraising was never a structured conversation,” Guder noted, though he did 

hear Starr, Mitchell, Les Comee, and Jack Fortin talk about it “every now and then in side 

conversations.”  Fortin, a former Young Life regional director and vice president, was 55

“the best fundraiser” Guder ever met, and had “a great theological basis for it.”  There is 56

little evidence that these thoughts trickled down into the hearts and minds of staff in the 

field. 

 Training trickle-down problems continued to plague the organization in TDS 

implementation, and few staff were properly trained in TDS.  I have been on Young Life 57

staff for eighteen years and have never been trained in TDS. The organization had merely 

 Matt DeHoog, personal interview with the author in Grand Rapids, MI on 10.8.18.53

 Bill Hautt, phone interview with the author on 6.22.16.54

 Ibid.55

 Dr. Darrell Guder, phone interview with the author on 9.22.16.56

 Jeff Munroe, personal interview with the author in Holland, MI on 6.15.16.57
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“slapped the handbook” into the hands of staff members with little additional training and 

no coaching.   58

 Rydberg wanted Hautt to focus on implementing TDS more broadly by training 

staff members in the “science and the art” of fundraising, hiring him as the Chief 

Development Officer in 2002.  Though Hautt initially helped the mission regain 56 59

percent of lapsed donors, Hautt ended up raising money for big projects and for camps to 

be built, a top priority of the Development Department.  Training field staff members in 60

TDS was delegated to regional directors.  Hautt was an amazing man, but could not meet 61

all the needs of the mission, and trickle-down problems continued to plague the mission. 

The hope of implementing TDS more broadly did not fully happen. 

 As Hanson was hired in 2005 as the Field Development Director to fill this void, 

TDS training started getting into the hands of staff in a better fashion. Hanson was the 

only person in the mission traveling to regions to provide TDS training, and Hautt (the 

creator of TDS) did not work as closely with helping staff learn how to best utilize the 

system. Though Hanson’s hiring helped tremendously, Young Life could have better 

utilized Hautt’s heart and skill to scale the development department to hire more people 

to help field fundraising and TDS implementation. Regional directors were ill equipped to 

 Jamie Hanson, phone interview with the author on 1.11.18.58

 Denny Rydberg, phone interview with the author on 2.20.18.59

 Denny Rydberg, phone interview with the author on 2.20.18.60

 Jamie Hanson, phone interview with the author on 1.11.18.61
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teach TDS and the mission’s attrition rates increased.  Hautt’s tenure as a staff person 62

ended in August of 2006.  63

Outcomes of Training Trickle-down Problems 

 Throughout Recruiting, Training, Deploying, local Young Life regions were 

responsible for the growth and hiring new staff members, but were not able to raise the 

money to sustain these hires.  Though TDS was getting started, the financial health in the 64

mission was not as high of a priority as growing the number of staff members and 

volunteers.  The high priority of RTD had an impact on how TDS had not been fully 65

implemented mission-wide in the 1990s.  TDS was an incredible program that never 66

fully got off the ground in the mission. 

Theme #5 - TDS Was Watered Down 

 Brad Layland bought the Focus Group (and with it TDS) from Hautt and in 2012, 

and Layland noted that he wished that “the contract that Young Life had with Focus 

Group was different. TDS is getting watered down in Young Life.”  After Layland 67

Though Young Life is brilliant at backfilling lost staff with new hires every year, the attrition rate remains 62

high. In a class of around 200 at New Staff Training that I attended in 2002, there are 5 of us who remain 
on staff with Young Life. This trend continues: staff do not stick around very long. People who are still on 
staff today mostly figured out how to fundraise on their own.

 Bill Hautt, email to the author on 4.8.19.63

 Dave Briggs, phone interview with the author on 9.1.18.64

 Ibid.65

 Ibid.66

 Brad Layland, phone interview with the author on 6.7.16. Layland started as a part-time student staff 67

member in 1992, and learned TDS principles in a Young Life regional meeting in Lakeland, Florida. After 
the initial training, Layland received a TDS Handbook, followed it one step at a time and implemented the 
principles on his own, as he recalled, “No one walked through it with me.” He met with three people and 
raised it all; those three donors supported him for twenty years, and one of them contributed $100,000 per 
year toward the end of his tenure with Young Life. “I read the manual. That was my secret. I was proof that 
TDS worked.”
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bought TDS, he incorporated more Scripture and theology in the program for other 

organizations using the platform, but Young Life never utilized these upgrades in their 

version of TDS.  The Focus Group added an online training program in 2013 and a 68

customer relationship management system, “Windshield 20/20,” to help people across the 

globe raise funds.  Young Life has not participated in these new iterations of TDS. The 69

version of TDS that Young Life has been using has barely changed since 1992 and lacked 

spiritual insights that became the norm in other organizations and in Christian fundraising 

thought in the last twenty-five years. 

Outcome of TDS Being Watered Down 

 RTD had great spiritual motivation, was anchored in the Scriptures, and connected 

closely to the mission of the organization, while TDS did not, though they were rolled out 

in the same era. If TDS had the same spiritual motivation as RTD, or Young Life had 

utilized updated versions of  TDS, it would have been implemented more fully in the 

mission and would be more widely used to this day.  

 Concurrently, Henri Nouwen’s The Spirituality of Fundraising  was introduced 70

to Young Life around 2004 and had the potential to be a game-changer in the mission, 

shifting the understanding from fundraising as a necessary evil to ministry. Though 

Nouwen’s thoughts had influence in the leadership of Young Life, there was not a wide 

 Ibid.68

 The Focus Group website accessed on 6.7.16, https://tfgrp.com/profiles/brad-layland/69

 Henri Nouwen, The Spirituality of Fundraising (Nashville, TN: Upper Room Ministries, 2004). On 70

September 16, 1992, Henri Nouwen spoke to the Marguerite Bourgeoys Family Service Foundation about 
fundraising. The speech was compiled into a booklet where Nouwen encouraged the reader to think about 
generosity, inspired them to value prayer in the midst of relationship development, as well as how to trust 
the Holy Spirit as the fundraiser thinks through how to invite the donor into engaging with the work of the 
kingdom of God.
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impact in the field, and once again the trickle-down never happened. This was Layland’s 

experience as well when he noted that staff members only “talked about the Nouwen 

book every now and then” and that there was not much of a trace of theological 

discussion regarding fundraising.  Knipp, Yates, Sutherland, Anderson, Jackson, 71

Klaustermeyer, Hill, and Hanson all had similar recollections. Once ideas of fundraising 

as ministry was conceived, the need for a developed theology that was pushed down to 

the field became apparent. Unfortunately, this never fully happened in the Young Life 

version of TDS. 

 Era Four - Personal Donor Development and Relationship-Centered 

Engagement 

 This section includes a critical analysis of fundraising practice, theology, and 

training in the fourth (current) era of Young Life’s fundraising history as PDD coaching 

is being expanded and RCE is being written and launched. Also included are realities that 

are currently developing in the mission, and necessary shifts that ought to take place in 

the future.  

PDD - The Gift  

 Guder thinks that the value of theological conversation in the organization has 

been slowly resurrected since the mid-2000s.  This timeline is in direct correlational 72

with the spiritual value that PDD has placed into fundraising training model. Much like 

TDS, the Personal Donor Development coaching program has been one of the most 

 Brad Layland, phone interview with the author on 6.7.1671

 Dr. Darrell Guder, phone interview with the author on 9.22.16.72
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important initiatives in the history of the Young Life mission. Staff members who came 

onboard before PDD consistently say that they wish that PDD coaching was available 

when they were hired. I am included in that number.  

 With PDD coaching, the start of a spirituality of fundraising is being introduced 

to field staff in the mission for the first time. Coaches spend the first five meetings 

developing the theological, philosophical, and practical framework for successful 

supporter development with new staff. Hours are spent in the Scriptures and having 

conversations about how Jesus and Paul modeled how ministry was practiced and funded. 

If new staff have experienced good coaching, they feel spiritually motivated when they 

start on staff as a result of PDD coaching. 

 Staff who have participated in PDD coaching report increased confidence, joy, 

and the spiritual motivation to invite potential supporters into the story of Jesus through 

the mission of Young Life.  Judy Klaustermeyer noted that PDD was a “really big deal 73

for the mission” and helped her fundraising mind-set and development as she went 

through coaching for veteran staff members.  She remembered going through TDS 74

training, but it did not have “nearly the impact that PDD coaching had.”  Klaustermeyer 75

does not recall talking about the theology behind fundraising until PDD coaching came 

along.  Her coach, Jeff Hall, instilled “great theological underpinnings” in her as they 76

 Judy Klaustermeyer, phone interview with the author on 09.15.16. Klaustermeyer is one of numerous 73

staff who has reported this. She has played numerous roles in Young Life since 1988 as a volunteer leader, 
volunteer area director, regional trainer, regional director (from 1997 to 2010), and currently leads Young 
Life’s Women’s Leadership Network in the Northwestern Division.

 Ibid.74

 Ibid.75

 Ibid.76
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read the Scriptures and talked about the theology of fundraising together.  She recalled 77

that “PDD gave me courage that I had never had before and helped me see fundraising 

from a spiritual perspective.”  78

 Hanson, Watson, and coaches continue to develop thought around how spirituality 

and the Christian life can connect to the practice of fundraising. In a survey of eighty 

Young Life staff,  nine out of ten had a “good” experience in PDD coaching, 67 percent 

noted that PDD coaching was the “best form” of fundraising training that they had 

received from Young Life, and 83 percent saw fundraising as a “spiritual endeavor.” 

These positive shifts are drastic in comparison to the training in other eras of the 

organization. 

 As a result of PDD coaching, Young Life is no longer simply slapping a training 

handbook into the hands of staff members. Having a coach walk a new staff member 

through the three-month PDD process, like a Young Life leader walks through life with a 

teenager, is a vital aspect of this initiative. Staff members feel less alone, knowing that a 

veteran staff member is a phone call away for advice, encouragement, and direction. Staff 

members are beginning to understand the importance of adult work and see fundraising 

as a spiritual practice. 

 Ibid.77

 Ibid.  Klaustermeyer noted that fundraising, as a woman, has gotten better since the implementation of 78

PDD. Having better theological grounding around fundraising has helped build her confidence to go into 
donor meetings and as she helps other women raise money. “We have to help women gain confidence to 
walk in a man’s world. This has to come from God, in prayer, and through the study of Scripture.”
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PDD - The Shortcomings  

 Layland and Hautt shared apprehensions in regard to the Personal Donor 

Development program. Layland noted that the gift of TDS is not a “personal model” like 

PDD; rather, TDS is a model that gets others (committee) involved in taking a leadership 

role in the fundraising process.  Layland was concerned that Young Life was moving 79

away from teams of committee members leading the fundraising charge, and that area 

directors have become “a bunch of major gift fundraisers instead of ministers of the 

gospel.”  Hautt noted that he “always fought against personal support” and that 80

encouraging staff to find two hundred people who care deeply about their community and 

can support the mission over their lifetime was a better strategy.  Hautt contends that a 81

strategy that did not depend on a staff members’ personal support network of family and 

friends was a healthier form of fundraising.  82

 I understand and share some of these concerns. I feel like a full-time fundraiser at 

times, always needing to raise more support each year.  I lack a team of people around 83

me who can connect me to generous people in our communities. Though I have numerous 

family and friends who are incredibly generous, I often feel that all of the practice of 

fundraising falls on my shoulders. Though I feel spiritually motivated like never before, I 

 Brad Layland, phone interview with the author on 9.7.1679

 Ibid.80

 Bill Hautt, phone interview with the author on 6.22.16.81

 Ibid.82

 In my current role as Associate Regional Director the last five years, and as my role has increased, I have 83

gone from raising $70,000/yr of personal support with friends and family to needing to raise $135,000 this 
year.
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often feel alone in fundraising. If I do not raise the money, I am done with Young Life 

staff. 

 As a result, Personal Donor Development cannot be the only program or strategy 

for Young Life’s fundraising theology, philosophy, and training. Taking Donors Seriously 

and Personal Donor Development should be united in a manner that takes the best 

philosophies and practices of each program, making up for the other’s shortcomings. 

 Another shortcoming of PDD is that Tier One coaching only lasts three months. 

This amount of time is a good litmus test to see if a staff member can stick it out, be 

brave, and has a heart to work with adults in addition to kids. But it is simply not enough 

time to get through all of the work together. In a survey of eighty Young Life staff, almost 

50 percent of respondents wish that the PDD coaching was longer and that they had 

ongoing coaching. Further, PDD coaching assumes that a staff person is personally 

connected to wealth in their circle of family and friends. This is not always the case with 

staff coming from city-centers and rural areas. 

Reality #1 - Lack of Formal Coach Training 

 Currently, there is also a lack of formal training for coaches in the Personal 

Donor Development program. As someone who has coached over 250 staff members 

across the nation in the last six years, I listened to a thirty-minute recorded phone call as 

my training as a coach and was emailed a twenty-page manual. Though I feel fully 

supported by Watson, Rainwater, and the Field Development Department, and I love the 

freedom that I have been given to create large pieces of my coaching process, a lack of 
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coherence in the program has diluted the quality of the Personal Donor Development 

product and process.  

 As a result, some staff members have had great experiences in PDD coaching, and 

others have not. Coaches have a tremendous amount of creative freedom with how they 

coach, so the experiences of staff members varies around the nation. This hurts PDD’s 

viability in the mission. With Rainwater’s recent hiring to lead the program, there is hope 

that this will be rectified soon. 

Reality #2 - Lack of Buy-in 

 Further, there has been current lack of buy-in from some executive-level staff 

members and regional directors in parts of Young Life. PDD is coming out of the 

“awkward teenage years” and its worth to the mission continues to be vetted.  Lack of 84

buy-in has led to areas not being fully informed on the track record of PDD coaching, 

and limited funding has restricted the ability to scale the program.  

RCE - The Gift 

 Relationship-Centered Engagement is a tremendous opportunity for Young Life to 

have their own branded philosophy and methodology that could continue to build on 

current momentum from PDD. This work coincides with the “once in an organization's 

lifetime” opportunity to match up RCE with TDS, and the YL Connect tool.  The Field 85

Development Department is “excited for this chance to anchor our fundraising deeper 

into the Scriptures and align more closely with our world class work with kids.”  86

 Chad Watson, phone call with the author on 1.24.18.84

 Chad Watson, Re: Anchor or Align?, email attachment of RCE files to the author on 10.9.18. 85

 Ibid.86
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 Though the alignment philosophy of kid and adult work was a value in TDS, staff 

members are still having a difficult time putting this concept to work. Training and 

conversation around kid work still trumps training around adult work in Young Life. 

Relationship-Centered Engagement will have to keep working on this alignment by 

producing good materials, training, and tools to keep the mission moving forward in this 

arena. Like many people have said before him, Crenshaw noted, “We need to understand 

that we are doing Young Life with our donors, just like kids. We need to teach the staff to 

do this better.”  87

 The fundraising language shift that is taking place with RCE is a great move 

forward for the organization. There is noticeably less talk of solicitation and commerce in 

the program.. Replacing the commodification language with invitation language is a 

better approach to fundraising. RCE has the potential to build on the history of Young 

Life in a significant way: 

Before TDS    TDS    RCE 
Activity-Driven  Strategically-Driven  Spiritually-Driven 

Do, do, do, do, do  Think, then Do  Theology informs Practice 

Fundraising   Taking Donors Seriously Relationship -entered   
                   Engagement 

Money-Driven   Mission-Driven  Biblically-Driven and   
        Practiced 

Mass Marketing  Efficient and effective  Personal Invitation 

Do More   Do Less   Do in Community   

 Newt Crenshaw, personal interview with the author in Colorado Springs, CO on 2.13.18.87
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Before TDS    TDS    RCE 
Work Harder   Work Smarter   Work Together 

Raise money as  Raise money before  Raise Support and Steward 
we spend it   we spend it   Advocates 

September 30   October 1   Donor Engagement Cycle 

All committee members All committee members Expand the Impact of   
solicit donors   find their niche  Advocates 
    

RCE - The Shortcomings  

 Though philosophy and practice in RCE is still being formed, it is important to 

note that in the initial RCE document, there were zero bullet points under the “anchor 

fundraising in the biblical stewardship, generosity and community” heading, and one 

bullet point under the “align our adult engagement work more closely to the incarnational 

work with kids” heading. The rest of the document had fifty bullet points around strategy, 

implementation, technology, and follow-up in terms of the program’s strategy. Though 

Young Life is hoping to think theologically in Relationship-Centered Engagement, it is 

clear that the organization knows more about how to be strategic than how to be spiritual 

when it comes to fundraising. Crenshaw begged the question: “Can we begin to exhibit 

not just the practical skills of fundraising, but also spiritual skills with supporters?”  The 88

organization’s urgent need to “fill the gap causes us to press, trust the Lord less, and rely 

only on strategy.”  Chapter four of this project will give Young Life an opportunity to 89

remedy this shortcoming.  

 Ibid.88

 Ibid.89
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 RCE lacks the spiritual motivation that staff members need to view fundraising as 

a ministry, as the distancing from theology in the second era still rings true in some 

circles of Young Life today. Though there is more talk of referencing the Scriptures in 

RCE than there ever was in TDS, there is still work to be done here. There are already 

echoes of “hurry up with the theology so that we can get business practices and 

fundraising activity” as RCE is currently being written. The good work of Taking Donors 

Seriously and Personal Donor Development needs to be further fleshed out in 

Relationship-Centered Engagement. If pragmatism instead of spiritual motivation is the 

primary value of the organization, Young Life may as well upgrade to Layland’s latest 

version of TDS philosophy and tools, implement it well mission-wide, and put the RCE 

project on the shelf. RCE is currently being written, so the outcomes of this theme remain 

undetermined.  

Shift - Young Staff Fundraise More 

 In the second and third eras, older staff members, committees, and TDS teams 

figured out how to raise money, and younger staff people were rarely asked to 

fundraise.  Munroe was never asked to raise money when he came on staff in the 1980s, 90

and was not asked to fundraise until he was in his twelfth year on staff.  When RTD was 91

introduced, staff designated as “RTD Staff” had to raise a portion of their salary. We start 

to see the trend toward individual people raising increasing amounts of support. Young 

 Young staff were asked to help facilitate logistics of banquets, and to invite people to attend.90

 Jeff Munroe, note to the author on 3.22.19.  91
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Life staff now need to be able to raise at least $15,000 during PDD coaching to be 

successful and work for Young Life. 

Conclusion  

 Gretchen Schoon Tanis notes that Young Life tends toward “resisting the 

intellectual component of theology.”  The resistance to intellectualize Christianity tells 92

us that Young Life “is more comfortable with the practice of ministry that has already 

been established and that it is the praxis of ministry that sways their work.”  Schoon 93

Tanis challenges Young Life not to simply insert biblical truths into their praxis, but to 

establish a foundation of theological understanding that would guide the mission in the 

future.  Young Life has a tremendous opportunity to train new staff members before they 94

engage in the fundraising experience in Relationship-Centered Engagement.  

 Can spiritually motivated and practical fundraising co-exist in the organization? I 

think so. Theologically inquisitive and maturing staff members became adept fundraisers 

with regularity in the mission, and their spiritual knowledge and motivation should be 

handed down to new staff members in the field to avoid trickle-down problems that have 

plagued the mission. The organization should place a high value on the experience of 

these staff in the future to become a vibrant faith community of fundraising practitioners. 

Training young staff to have this type of maturity empowers, gives confidence and hope 

in the fundraising preparation phase, and, coupled with great strategies and tools, allows 

 Gretchen Schoon Tanis, Making Jesus Attractive, The Ministry and Message of Young Life (Eugene, OR: 92

Pickwick Publications, 2016), 52. 

 Ibid., 69.93

 Ibid., 58.94

�97



them to see fundraising as a spiritual endeavor. It is evident that a practical spirituality of 

fundraising should be written, practiced, and administered in training Young Life staff 

members. 

A Need for a More Robust Spirituality of Fundraising  

 If Young Life is going to be focused on the spiritual development of staff as well 

as robust relational and support development, there is plenty of work to do in advancing a 

practical spirituality of fundraising. If this is representative of the heart of the 

organization, Young Life can learn how to better articulate what they understand about 

God.  There is a great need for deep spiritual foundations to guide the next chapter of 95

fundraising in the organization. If the mission does not have a biblical basis for a 

practical spirituality of fundraising, staff are salespeople only, not ministers of the gospel.  

 Young Life has an historically established praxis in Taking Donors Seriously and 

Personal Donor Development in regard to fundraising, and there is an opportunity to 

establish theological foundations primarily in Relationship-Centered Engagement in 

philosophy and practice before they learn to better engage adults in their communities. 

For the first time in the history of Young Life, the organization could have a spiritually 

motivated practice of fundraising as practices begin to take new forms. 

 As I reflect on the rich history of Young Life, I am thankful for the pioneers of the 

faith that have brought Young Life to this point. One of the admirable trends in Young 

Life is that staff members have moxie. They keep going and let little hinder their mission 

to reach kids. Staff members scavenged for food, moved across the country at a moment’s 

 Gretchen Schoon Tanis, Making Jesus Attractive, The Ministry and Message of Young Life (Eugene, OR: 95

Pickwick Publications, 2016), 70.
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notice, had little spiritual motivation for fundraising, and took multiple jobs to continue 

reaching kids. Though there have been shortcomings in fundraising theology and training 

in Young Life, the dedication of Young Life staff members is remarkable and inspiring. 

 There is a new frontier for the organization to explore, new thoughts to forge, new 

hearts and lives for the Lord to shape. In the words of Rayburn, “The best Young Life 

work is yet to be done.”  My hope is that Young Life will continue to learn to shift their 96

thinking and models as they move effectively toward the new future of a practical 

spirituality of fundraising in Young Life. 

 Gretchen Schoon Tanis, Making Jesus Attractive, The Ministry and Message of Young Life (Eugene, OR: 96

Pickwick Publications, 2016), 33.
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Chapter Four 

Extending a Practical Spirituality of Christian Fundraising  

Spiritual Motivation Enables Calling 

 When staff report the hardest part of their job, they often describe two things: 

committee and fundraising. Staff rarely say that the most difficult aspect of their work has 

anything to do with teenagers. Despite the challenges, staff continually choose to work 

long hours with weird schedules, to spend a week at camp away from their families each 

summer, or to coach the freshman softball team. Staff are internally driven to practice an 

external calling to work with teenagers. 

 Why do Young Life people stick it out? When they feel spiritually motivated by 

the love and life of Jesus. Staff will put up with anything to reach kids for Christ. This 

type of spiritual motivation is needed in the mission as staff learn to work with supporters 

in a similar manner. Staff do not engage in Young Life activities if they are not spiritually 

motivated. Implications will be found in future staff engagement with YL Connect, RCE, 

and in fundraising if the organization cannot address the lack of spiritual motivation in 

new staff who raise support. 

 What will help field staff stick it out as fundraisers? When they feel spiritually 

motivated by the love and life of Jesus to be fundraisers. 

 Young Life has momentum from PDD that can become more fully formed in RCE 

through a practical spirituality of fundraising. In this chapter, I will extend this practical 

spirituality of fundraising in hopes that Young Life staff will be more fully motivated by 
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the love and life of Jesus as fundraisers. As I begin to extend a more robust practical 

spirituality of fundraising, Nouwen’s ideas pertaining to the confidence of the fundraiser, 

as well as the vision that they hold for the future of the mission, is of vital importance. 

The Need for Spiritual Confidence 

 Nouwen notes that a lack of confidence is one of the biggest internal issues that 

fundraisers face.  Oftentimes, worry and fear prohibit us from seeing fundraising as a 1

ministry. We are afraid to talk about money and feel like beggars as we ask people to 

give. We have misconceptions about our value and identities when we meet with donors. 

We worry about asking for specific amounts as to not offend the donor. We worry that we 

will not make our budget for the year. 

 Viewing fundraising as an aspect of our calling has the potential to change all of 

this for the missionary fundraiser. Our fear and worry can turn toward confidence and 

hope through consistent prayer and gratitude. As we approach fundraising with the call to 

conversion in mind as Nouwen teaches us, we can be confident that the process of 

fundraising will change us and will change our donors as well.  

So if we ask for money from people who have money, we have to love them 
deeply. We do not need to worry about the money. Rather, we need to worry about 
whether, through the invitation we offer them and the relationship we develop 
with them, they will come closer to God.  2

 As a result of the Nouwen work, I started to think about how asking, giving, and 

receiving can each have a multi-directional benefit for the kingdom of God. The asker, 

 Henri Nouwen, The Spirituality of Fundraising (Nashville, TN: Upper Room Ministries, 2004),  21.1

 Ibid. 2
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the giver, the church, and God all have the potential to benefit from the ministry of 

fundraising. We, the asker, become more connected to God as we pray. We have a sense 

of deep gratitude as we invite people into the story of Jesus through our organization. 

Givers learn to hold on more loosely to their monetary resources as they learn to trust the 

Lord and see him at work in the shared mission of the organization. Givers have the 

potential to see God work and be spiritually transformed through the act of generosity. 

The church benefits as the work of God’s mission in the world makes forward motion. 

Lastly, thanksgiving goes to God, as the fundraiser watches him provide for them and the 

mission of the organization and they learn to have confidence in his love for them and the 

world. 

The Need for Spiritual Vision  

 Vision “brings together needs and resources to meet those needs” (see Acts 

9:1-19) and also shows us new opportunities for our mission (Acts 16:9-10).  Vision 3

brings great freedom to the conscience of the fundraiser. We do not fundraise out of a 

motivation to “get all we can” from our relationships. Our hope is that as we invite 

people into great vision in our mission, needs in our community are met by the supporter 

and their lives will be changed by the Holy Spirit. 

 As a result,“fundraising is proclaiming what we believe in such a way that we 

offer other people an opportunity to participate with us in our vision and mission. Fund-

raising is precisely the opposite of begging.”  This should be our aim in fundraising: To 4

 Ibid., 3.3

 Ibid.4
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create a community of mutual support and love as we build the kingdom of God 

alongside God and others. 

 There are people all around us who are in need of a new vision and direction for 

their lives. Fundraising, done incarnationally, gives us an opportunity to invite people 

into the life-changing story of Jesus and give them an invigorating vision for their lives. 

Humans long for their lives to be more prayerful and thankful, to have a mission, for a 

new vision of God’s work, and to experience Jesus in a new and engaging manner. 

The Need for Connection in a Spiritual Community  

 Fundraising ought to be rooted in the hope of a new fellowship. As missionaries 

that fundraise, we keep in mind that we offer a “new fellowship, a new brotherhood, a 

new sisterhood, a new way of belonging.”  We believe that we have something to offer in 5

“friendship, prayer, peace, love, fidelity, affection, ministry with those in need, and these 

things are so valuable that people are willing to make their resources available to 

sustain.”  6

 When the money conversation comes up with supporters, I articulate this 

motivation: to continue to build friendships that are centered on connecting people to 

meaningful things in the world. We talk about how to live generously, how to ask for the 

support of others, and how to receive as we learn to live in a way that God has designed 

communities to function. It is clear that my motivation is not the amount of money that 

resides in their checking account. 

 Ibid., 28.5

 Ibid.6
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 Articulating this motivation to my friends, believing it from the bottom of my 

being, and inviting them into this type of meaningful work is a gift to me and the 

supporter. It bolsters me to move forward in confidence and hope, knowing that I can 

offer people a meaningful experience with Jesus in the context of their community by 

asking them to be involved financially with our mission to reach teenagers. 

The Need for a Spiritual Mind-set 

 Our mind-set and starting point can be centered around a less utilitarian and a 

more spiritual ideology as we think about fundraising. Our motivation as missionaries 

who fundraise cannot not be centered on getting money from people. 

 Due to the theological ambivalence that we tend to have in regard to a spirituality 

of fundraising, we feel the cognitive dissonance that Robinson notes in Imagining 

Abundance. Most of the cognitive dissonance we feel revolves around spiritual fear. She 

asserts that "fear is the antithesis of faith” and that fear is useless in fundraising.  We can 7

learn to trust God more than our fears about fundraising, to trust his call in our lives more 

than we trust the lies in our heads, and trust that he is working in others and in our 

mission. We ought to dive deep into prayer and Scriptures to have an orderly inner life as 

we learn to raise funds. 

 If we choose to neglect our spiritual lives, it becomes difficult to value 

relationships with supporters, to love them without expectations, let alone pick up the ten 

thousand-pound phone to call a friend and ask them to invest financially and spiritually in 

 Kerry Alys Robinson, Imagining Abundance (Collegeville, MN: Liturgical Press, 2014), 20.7
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our mission.  We must learn to trust God more than our fears about fundraising, to trust 8

his call in our lives more than we trust the lies in our heads, and trust that he is working 

in others and in our mission. We must continually dive deep into prayer, Scriptures, and 

theology in order to have an orderly inner life as we learn to raise funds. 

The Need for Analogical Imagination 

 The analogical imagination bridges the “moral reflections of Christians and the 

words and deeds of Jesus.”  Analogical reflection “plunges into the concrete details of the 9

life of Jesus” in order creatively extend the images and stories of Scripture to “envision 

possibilities in our own context.”   10

 As Mark Twain said, history doesn’t repeat itself, but it does rhyme. The work of  
 analogical imagination is to catch that rhyme. Christian moral reflection tries to  
 imagine actions that will be appropriate to the problem at hand and faithful to the  
 story of Jesus. The new actions will be analogical because they will be partly the  
 same, partly different, but basically similar to the relevant portion of the story of  
 Jesus.   11

This type of imagination must be employed as we produce a practical spirituality of 

fundraising so that we can discover and embody the way of Jesus in our lives and 

communities as fundraisers.   12

 A gentleman I coached though Personal Donor Development noted that he felt good about the spirituality 8

of fundraising until he needed to pick up the “ten thousand-pound phone.” He recalled that the physical act 
of picking up the phone to call a potential supporter was the most difficult part of fundraising for him. 
Picking up the phone went from a physical act for him to a spiritual act as he learned to trust God more 
than trust the fear that was holding him back from fundraising. 

 William C. Spohn, Go and Do Likewise: Jesus and Ethics (New York, NY : Continuum, 2007), 50.9

 Ibid.10

 Ibid., 54.11

 Ibid., 50.12
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Further Questions and Scriptures 

 Further questions begin to emerge. Does our fundraising connect to mission? How 

does it invite connection in community? How can fundraising be a spiritual ministry of 

love? Can askers, givers, and receivers be spiritually formed in fundraising? 

 In response to these questions, I will investigate portions of Luke 8, Luke 10, 1 

Corinthians 9, 2 Corinthians 8 and 9, as well as Philippians 4 in this section.  13

 We notice that some themes are emerging when we look at the New Testament 

and how mission work is supported both in the life of Jesus, Paul, and the churches that 

are starting to spring up. If we look at the whole of God’s character, coupled with the 

insights from these stories, there are many things that are pertinent to the life of the 

fundraiser.  As we explore theologies of asking, giving, and receiving in this section, we 

see that a practical spirituality of fundraising ought to be anchored in four ideas and 

practices: mission, community, love, and spiritual formation.  The following section of 14

this chapter will be printed as a booklet for Young Life staff members to use in 

conjunction with the proper implementation of Taking Donors Seriously, Personal Donor 

Development coaching, and as Relationship-Centered Engagement values and curriculum 

are being formed.  

 I will be using the NIV throughout this section.13

 Young Life is in the beginning stages of creating new materials for fundraising, entitled Relationship-14

Centered Engagement. In the rough outline of future training materials, they have asked me to help them 
anchor future fundraising training in the Scriptures. Thus the language of anchor points.
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A Practical Spirituality of Fundraising, Anchored in Mission  

 Throughout the New Testament, when money is mentioned, it is often in direct 

correlation to God’s mission to reach the world. As a result, we see a connection between 

mission and fundraising throughout the ministries of Jesus and Paul that demonstrate how 

generosity is tied to God’s mission. We will be spending most of our time in 1 

Corinthians 16,  2 Corinthians 8 and 9, as well as in Luke 8 and 10, noticing that 

fundraising should be anchored in mission. 

The Connection Between Mission and Fundraising 

The Relief Work - 2 Corinthians 8:4 

 With regard to the “sharing in this service to the Lord’s people,” Victor Paul 

Furnish translates it to be the “relief work of the saints” or the “ministry for supplying the 

needs of the poor.”  One could say that the work of Young Life does not fit in this realm 15

and that fundraising is not illustrated in this passage. I would disagree wholeheartedly, 

noting that “being poor” takes on different forms in the world. In Young Life, we work 

together in partnerships with supporters to bring the relieving work of Jesus to teenagers 

who are most surely spiritually poor. We share in this relief work with others by asking 

them to participate through generous giving. Furnish also notes the connection between 

the collection and the apostle’s theology when Paul anticipates that Israel will be saved 

only after “the full number of Gentiles come in.”  Paul is setting the stage for how 16

missions work and are funded throughout the future of humanity. 

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 15

1984), 401.

 Ibid., 412.16
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Participation in Mission as a Mark of Discipleship - 2 Corinthians 8:5  

 Financial participation in mission work is a mark of Christian devotion.   This 17

participation starts with a devotion and heart for Jesus, and then asks the Christ-follower 

to emulate Christ’s example of self-sacrifice by participating in the mission of the 

church.  Paul does not suggest that the Macedonians only gave money to the mission, 18

but that they also gave themselves primarily to the Lord as he encourages the Corinthians 

to do the same.   Paul notes that the Macedonians did end up contributing very 19

generously to the missional cause, “even beyond what seems right and reasonable, 

considering their means,” and now holds the Macedonian church as an example to the 

church in Corinth to follow through on their commitment to financial support.  The 20

Macedonian example of giving themselves to the Lord and also to Paul to serve the 

kingdom is an important mark of Christian faith.  21

 Giving results in the “benefit of participation” as people are begging to be a part 

of the mission of the local church.  Allowing people to engage in the mission is a favor 22

to them and gives the supporter a sense of pleasure.  Oftentimes, this is not our posture 23

as fundraisers. We have a tendency to feel like we are burdening our supporters by asking 

them to participate in the mission. We come to realize that we are offering people a 

 Ibid., 413.17

 Ibid.18

 Ibid., 414.19

 Ibid.20

 R.V.G Tasker, The Second Epistle of Paul to the Corinthians (Leicester, England: Inter-Varsity Press, 21

1983), 112.

 Joel B. Green, The Gospel of Luke (Grand Rapids, MI: Eerdmans Publishing CO, 1997), 401.22

 Ibid.23
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spiritual benefit and an important role in our community when we engage them as 

supporters and partners in ministry. Fundraisers should take this very seriously. May the 

importance of invitation into the community of support inform how we practice 

fundraising. 

 First, we point the giver toward knowing Jesus more and helping them care 

deeply about God’s mission to the world. As this conversation grows, the supporter will 

start to glimpse the vital role that their participation could play in reaching more people 

with the love of Christ. The lordship of Christ is the foundation for a “robust, joy-infused 

and sacrificial” type of giving.  If the act of giving is not going to be spiritually 24

significant for the supporter, or they do not understand this crucial connection, we pause 

and reconsider the motivation of our appeal. 

Instructions for the Mission Work 

Out of Their Own Means - Luke 8:3b 

 We also see that the supporters of Jesus’ ministry in Luke 8 are “supporting Jesus 

and the disciples out of their own means.” The “means” of the women is used to “refer to 

possessions, property, money goods.”  The women are making personal sacrifices for the 25

sake of the shared mission that they have with Jesus. They are offering what they have 

and are the source of support that God chooses to utilize to show that he is trustworthy. 

Love for Jesus and the mission motivates them in a sacrificial and life-giving manner. Per 

 George H. Guthrie, 2 Corinthians, (Grand Rapids, MI: Baker Academic,  2015), 400.24

 David E. Garland, Exegetical Commentary on the New Testament - Luke (Grand Rapids, MI: Zondervan, 25

2011), 341.
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Jesus’ example, we have the opportunity to choose interdependence over independence as 

we invite people to support our mission. 

 With Luke’s use of the verb diakonein in Luke 8, the phrase “who provided for 

them” (referring to the support that was provided by the women) was not limited to table 

service.  Luke is suggesting that the women are serving in a present, active, and caring 26

way with their finances. Jesus’ acceptance of their service is countercultural to the 

inferior place that was usually assigned to women.  He is giving them a role in 27

community and ministry that is more than providing food, table service, and hospitality. 

As we engage a diverse group of supporters and ask them to be present and active in the 

mission, we ask them to be involved in more intimate ways than setting tables at our 

fundraising banquets or providing food for our ministry events. 

Start with Prayer and End with Purpose - Luke 10:2b - 10 

 Jesus’ first instruction to the seventy-two missionaries in Luke 10 is to pray. He 

reminds them that it is God’s field and not their own that they are entering as 

missionaries. Jesus encourages them to pray that the Lord of the Harvest would send 

additional missionaries into the plentiful harvest field that is at hand. Prayer is a duty 

resting on those who labor for God.  The fundraiser is prayerful first as we notice that 28

fundraising is anchored in mission. 

 Joseph A Fitzmeyer, The Gospel According to Luke I-IX (Garden City, NY: Doubleday & Company Inc., 26

1981), 698.

 Leon Morris, The Gospel According to St. Luke (Grand Rapids, MI: Eerdmans, 1982), 149. 27

 Ibid., 181. 28
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 After the prayer instruction, Jesus exhorts the seventy-two missionaries to “go.” 

and work with purpose in his mission field. There are times when the missionary spends 

too much time in front of a computer screen responding to emails or strategizing through 

CRM-type fundraising workflows instead of “going” out where people live. We ought to 

have a sense of urgency as we invite people into the story of our mission through the act 

of fundraising.  

 Further, we can engage with people in a personal manner, not just send letters or 

emails as we raise funds. Oftentimes, our engagement of supporters is through the 

sharing of information instead of inviting them to experience the journey of our mission. 

We ought to move toward personally inviting people to experience the story of Jesus and 

his mission work in the world, not merely hear about it through a newsletter or through 

conversation over a cup of coffee. Inviting them to be adult guests to see summer camp in 

action, having them meet a Young Life kid, hosting a weekly Club meeting in their home, 

or becoming a supporter allows supporters to experience the mission and Jesus in new 

ways.  

Lambs and Wolves - Luke 10:3 

 Jesus warns the seventy-two missionaries that the road ahead of them will not be 

easy. Missionary work is risky business at times and “lambs among wolves” is “no 

enviable situation” that points to both helplessness and danger.  29

 Though not attractive, I am thankful for the lamb imagery that Jesus uses here. 

Lambs depend on someone other than themselves for protection and provision. This is 

 Ibid., 181.29
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exactly what the Lord asks of missionaries who live on support. We learn to rely on God 

for protection and provision as we face trouble along the road of mission work that is 

supported by the generosity of others. 

 As missionaries in the U.S., we most likely will not face physical persecution.  30

As a result, fundraisers ask themselves these questions: What are the wolves in our heads 

around the practice of fundraising? Is it doubt that God will protect us or provide for the 

needs of our mission or for our families? Fears about how others will think of us as we 

fundraise? The wolves in our heads can rip at our souls as we face the fundraising process 

and the work to connect fundraising to the meaningfulness of the mission. The fundraiser 

should be committed to relying on God and the slaying of wolves. 

Do Not Take Anything - Luke 10:4a 

 Jesus asks the seventy-two missionaries to put an incredible amount of trust in 

him as they hit the road as ministry pioneers. He instructs them to travel light, bringing 

only necessities for the journey, trusting that God will provide whatever they need - 

whether it be food, shelter, new sandals, or money. As missionaries, we have many things 

that we rely on for provision and protection that can keep us from relying on God. Our 

experiences, connections, theological training, or work ethic can become an unhealthy 

balance that keeps us from trusting God fully as missionaries.  

 Though persecution is not a common reality for missionaries in the U.S., we recognize that it is very real 30

for our Christian brothers and sisters, and Young Life staff and kids around the globe. In 2019, 245 million 
Christians (1 in 9) will face “high levels” of persecution around the globe. Each month, 345 Christians are 
killed for faith-related reasons, 105 churches and Christian buildings are burned or attacked, and 219 
Christians are detained, arrested, sentenced without trial, and imprisoned. https://www.opendoorsusa.org/
christian-persecution/ accessed on 4.14.19.
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 The self-aware fundraiser asks: “What do I rely on too much that keeps me from 

needing the Lord in this process of mission work?” Personally, I have gone through 

seasons of acting and thinking the following: “I’m smart enough, know some wealthy 

people, work hard enough, and can convince people to play a role in this mission. I’ve 

got this Lord.” We cannot carry on in the mission work on our own strength, convictions, 

or abilities. Jesus is telling us to be prayerful about trusting him more than we trust 

ourselves in the journey of mission and living on support. 

The Impact of Voluntary Generosity - 2 Corinthians 8 

 Paul is strengthening and extending his appeal to the Corinthians by “emphasizing 

the importance of generous giving.”  Paul also wants their giving to be voluntary.  Titus 31 32

and two accompanying brothers are coming to Corinth to make sure that the 

“congregation’s good intentions are followed by action.”  Paul is anxious to firm up this 33

commitment to get on to Rome and launch a mission to Spain (see Romans 15:24) and is 

hopeful that he will not have to be the one to receive the collection.  We see the 34

importance of a communal approach to mission in this appeal. The Corinthian 

participation in the collection project is a “concrete manifestation” of faith and of the 

progress of Paul’s gospel mission among the Gentiles.  Engaging the church and her 35

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 31

1984), 446.

 N.T Wright, Paul for Everyone (Louisville, KY: WJK Press, 2003), 98.32

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 33

1984), 438.

 Ibid., 439.34

 Ibid., 450.35
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members on a financial level is an important topic and ought to always be connected to 

God’s mission in the world. 

 If the Corinthians are ready with their contribution by the time Paul arrives, the 

Macedonians will see the Corinthian gift, like their own, as a gift of love.”  If Paul 36

arrives in Corinth and has to “beg for the money to be given, it might appear to be an 

extortion.”  This also helps the fundraiser avoid any type of situation where coercion, 37

guilt trips, or strong-arm tactics might be a temptation to secure a financial gift to aid in 

the mission. 

A Practical Spirituality of Fundraising, Anchored in Community  

 Throughout the New Testament, we see how asking, giving, and receiving have 

important implications in the building of a spiritual community that is connected to God’s 

mission in the world. In this installment, we will build upon the previous section of 

“Anchored in Mission” and revisit many of the same Scriptures that were discussed. 

  Looking at these ideas through the lens of the fundraiser, we will examine and 

explore invitation into the community of support, characteristics of a community of 

support, and outcomes of a community of support. Each of these biblical themes help us 

anchor our practical spirituality of fundraising within the context of community. The 

result is that we begin to understand that fundraising and living on support is a communal 

action. 

 Ibid., 439.36

 Ibid..37
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Invitation into the Community of Support 

 Early in his ministry, we see Jesus setting up the model for mission work in Luke 

8. He establishes the type of people the missionary takes on the journey, gives insight on 

how to fund it, and how to interact with people who respond to the invitation. 

Come With Me - Luke 8 

 Jesus employed the ongoing presence of “traveling companions” early in his 

ministry, as well as how “with-ness” is an important part of Jesus’ public ministry.  Jesus 38

is not merely inviting them on a road-trip; he invites them into a new community that is 

being formed.  We have this same opportunity as fundraisers and have the great honor 39

and privilege of inviting supporters into a new community to see him at work. 

 Jesus does not fundraise in one city and then head to another city to “do ministry.” 

He does not hold a banquet and say, “My friends, thanks for the dough. When I run out of 

money, I will be sure to come back and ask for more.” Rather, Jesus says to them “Come 

with me. See me in action and your life will never be the same.” 

 The once-a-year banquet model in Young Life can give this message: “Come to 

our banquet, give us some money, thanks, and see you next year.” We can treat supporters 

as ATM machines, only interacting with them when we need to make a withdrawal. 

When fundraising is anchored in community, we learn to make relational and spiritual 

deposits in the lives of our supporters all year long. Giving supporters a vision for long-

 Joel B. Green, The Gospel of Luke (Grand Rapids, MI: Eerdmans Publishing CO, 1997), 317.38

 Ibid., 318.39
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term involvement with Jesus and our mission is a great way to make deposits in their 

lives as they experience deeper involvement with him.  

Appointed and Not Alone - Luke 10:1 

 Jesus sends the seventy-two missionaries out in groups of two, knowing that 

going at it alone in the mission field is not a wise endeavor. It is important for 

missionaries who live on the generous support of others to avoid isolating themselves.  

Jesus also delegates the work to trusted friends as he sends them out to prepare for the 

mission.  As fundraisers, asking trusted friends to fundraise with us for the mission is 

crucial. We cannot attempt the missionary journey alone, especially in the ministry of 

fundraising. May we have the courage to invite others into the ministry of fundraising 

that is anchored in community. 

Characteristics of a Community of Support 

 As the women in Luke 8 are invited into the new community that Jesus is 

forming, they begin to mirror the character of Jesus. The women demonstrate the 

“graciousness of Jesus’ own benefaction, they serve others, and are examples of Jesus’ 

message on faith and wealth” and also live lives that “anticipate Luke’s portrait of the 

early Christian community.”  This community was a sharing community in which all of 40

the resources were pooled together to support the work of the kingdom. As fundraisers, 

our hope is that our supporters become increasingly like Jesus, recognizing and practicing 

stewardship of God’s generosity to them through the act of supporting the missionary 

work.  

 Ibid., 320.40
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Diversity in The Community of Supporters - Luke 8 

 The group of women listed as supporters in Luke 8 are a noticeably diverse group 

of supporters. There are possible mental health issues (Mary Magdalene), spiritual issues 

(Mary Magdalene), people who are affiliated with the Roman enemy and influential 

(Joanna), a person we know little about (Susanna), and anonymous donors. We notice 

that many of the women are named, indicating that Jesus had a relationship with each of 

them to a level that Luke writes their names. We see that Jesus is in the business of 

esteeming people who are not normally noticed as playing important roles in the 

formation and support of a community. He gives each of these women a present and 

important role in supporting his work. A portion of Jesus’ group of supporters do not fit 

what we would think as the norm. 

 As fundraisers, we think first of the rich, white, male business owner when 

pondering who to approach. Jesus chose all types of people to support his work; not only 

church people, rich people, or connected people. As fundraisers, we ought to think about 

people who do not fit the traditional mold of supporters as we consider a diverse group of 

supporters. Donors do not need to be wealthy, drive a Jaguar, or own a vacation home on 

a lake to be supporters of our mission. Jesus makes it clear that supporters can possess a 

wide range of abilities.  

 On the other hand, Joanna’s husband (Chuza) may have been a person of great 

influence and possibly the officer in John 4:46ff whose son Jesus heals.  Joanna also 41

 Leon Morris, The Gospel According to St. Luke (Grand Rapids, MI: Eerdmans, 1982), 150. 41
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potentially holds “high social status and denotes the gospel’s reach into high places.”  In 42

addition to the Mary Magdalenes of the world, it is important to invite people (and their 

spouses) of influence into our fundraising endeavors. There is a place in community for 

everyone when it comes to supporting the mission. 

New Experiences with Jesus - Luke 8:2-3 

 Each of these early supporters in Luke 8 possesses a common denominator: they 

all had a life-changing interaction with Jesus. They had either been served by Jesus or 

cured by him. As fundraisers, we have the unique platform by which people can glimpse 

Jesus, in the context of community in a manner that is refreshing and potentially life-

giving. As we invite people into the story of Jesus and our mission, lives can dramatically 

change direction as people see him at work. One of the outcomes of these types of 

interactions with Jesus is generosity. 

Participation in the Greater Community - 2 Corinthians 8:4 

 Fundraisers often tend to feel isolated, failing to recognize the importance of 

unifying partnerships with other organizations and people. Paul has promoted this 

collection among a largely Gentile congregation as a tangible “expression of the unity of 

Jew and Gentile in the gospel.”  Fundraising can promote unity and cross-cultural 43

togetherness as a deep-seeded value as we partner with others. Participation in the greater 

community is life-giving for the fundraiser and supporter alike. 

 David E. Garland, Exegetical Commentary on the New Testament - Luke (Grand Rapids, MI: Zondervan, 42

2011), 342.

 Joel B. Green, The Gospel of Luke (Grand Rapids, MI: Eerdmans Publishing CO, 1997), 411.43
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The Shared Responsibility of Ministry Support - 1 Corinthians 9:7 

 As Paul continues his effort to collect the gifts for the church in 1 Corinthians 9, 

he provides an example of the soldier as the shared financial responsibility of a 

community. We notice that there are many things that communities support that are vital 

to a community’s well-being: soldiers, schools, roads, bridges, government officials, 

etc.  Paul reminds the reader that people are willing to pay for valuable services, adding 44

the missionary to this list, knowing that missionary work is vital to the well-being of a 

community. As fundraisers, we help supporters see the value that our mission brings to 

the community and give them an opportunity to share in the responsibility of funding it.  

Building God’s Community - 1 Corinthians 9:7 

 Sarah and I have good friends who were winemakers and vineyard managers in 

Napa Valley. They recently moved to Michigan - much to our delight. As small business 

owners, Dave and Jackie Bos utilize the expertise and work of many different hands 

throughout the grape-growing and wine-making process.  Dave and Jackie choose to 45

point to the numerous men and women who prune and harvest the grapes, as well as the 

winemaker and the people who bottle the wine. There is a community of people that 

enable the process so that the wine can be enjoyed by all. 

 Paul writes that the grape grower enjoys the fruit of their labor, and implies that 

they do so with the help of a community of workers in many cases. Something similar 

 A distinction between government funding and missional funding should be made here. The government 44

only pays for certain things (through taxes) in society as a result of the separation of church and state. 
Therefore, Christ’s body should pay for the work of Christ, such as missions, food pantries, church 
facilities, etc. 

 The product (boswine.com) is incredible.45
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exists with regard to missionary work: it takes expertise, finances, skills, and a 

willingness to be part of a community of people who are working together in the mission. 

Fundraisers have an opportunity to build a community of workers who share their 

wisdom, talent, finances and relationships with the mission. 

Outcomes of the Community of Support 

 Paul commends the Corinthians, encouraging the demonstration of their 

enthusiasm to give to the church in Jerusalem in 2 Corinthians 9. He notes that their 

enthusiasm is stirring up a contagious stream of generosity and action in Macedonia. 

Communities that Share the Trouble - Philippians 4:15  

 Paul writes that the Philippians were the only church that shared with him in the 

“matter of giving and receiving” in the early days of his missionary work. Sharing in the 

trouble and diving into the action of giving and receiving solidified Paul’s relationship 

with the church in Philippi. We see that there is an “inseparable relationship between 

financial support and gospel partnership.”  This sharing of the trouble through their 46

financial gifts demonstrates the partnership that the apostle has with the church.  The 47

giver and the receiver were woven together in joy, trouble, and finances, that the gospel 

might move forward. Paul does not view the Philippians as customers, he views them as 

co-laborers.  48

 Tony Merida and Francis Chan, Christ-Centered Exposition. Exalting Jesus in Philippians. (Nashville, 46

TN: B&H Publishing Group, 2016), 193.

 R.P. Martin, The Epistle of Paul to the Philippians, (Grand Rapids, MI: Eerdmans 1981), 179.   47

 Tony Merida and Francis Chan, Christ-Centered Exposition. Exalting Jesus in Philippians. (Nashville, 48

TN: B&H Publishing Group, 2016), 193.
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 Learning how to talk about the troubles we face in our ministries is a crucial skill 

for fundraisers as we receive from our co-laborers. We have a tendency to paint a rosy 

picture of ministry and fail to share the troubles we have to maintain face. Usually this is 

a result of the fear of losing support if we report to our supporters that the mission is not 

going well. Painting a realistic picture of the joys and sorrows that we experience as 

missionaries is important. Talking about our troubles and inviting supporters into the 

story to be concerned and take action is how deep community is formed around a 

mission. Sharing within the mission can be a value as well. Going at it alone can never be 

an option in Christian fundraising. It is too burdensome to do so.  

A Community that Shares Surplus - 2 Corinthians 8:13-14  

 Paul also writes that the needs of the poor are to be met by those in the 

community with surplus, not that “they should become needy but that all might share 

equally in what is available.”  A sharing of what God has provided enables the 49

Corinthians to provide materially for the church in Jerusalem, and those in Jerusalem 

provide spiritual blessings in return.  Fundraisers connect supporters to the needs of 50

spiritually poor teenagers and give them an opportunity to share their finances with their 

community. What an incredible honor. Fundraisers can be connectors, not beggars. 

 Joel B. Green, The Gospel of Luke (Grand Rapids, MI: Eerdmans Publishing CO, 1997), 419.49

 Ibid., 420.50
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Sharing Affirms Community - 2 Corinthians 9:7-8 

 Paul assures his readers that God will provide everything they need.  Paul does 51

not mean “having enough resources to be independent of other people.”  Rather, he 52

means having enough resources to be able to help other people and to be able to “affirm 

one’s community with others by contributing to those in need.”  The value of a 53

community that shares is important for the fundraiser, as the giver and receiver learn to 

depend on God and on each other to meet the needs of the community. This type of 

generosity, as people support the work of God through generous giving, is “part of the 

larger righteousness of God by which they themselves live and in which they shall remain 

forever.”  The practice of asking, giving, and receiving is one of the ways that 54

communities are solidified together as God makes us all more like him and less like 

ourselves through the spiritual formation process. May we deeply anchor our fundraising 

in community, sharing well with those in need. 

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 51

1984), 447.

 Ibid.52

 Ibid.53

 Ibid., 449.54
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A Practical Spirituality of Fundraising, Anchored in Love   

 In this installment, we will revisit many of the Scriptures that were previously 

discussed and anchor our practical spirituality of fundraising in love.  55

Proving Our Love 

 Fundraising is an opportunity to show the proof of our love to our supporters. 

Showing the proof of our love may look like this: not showing up only when we need 

something, not only talking money when we are together, and building authentic 

relationships to prove that we are not only investing in friendship for our own gain. We 

also prove our love when they say “no” to our fundraising appeal by vowing to keep 

showing up in an incarnational sense and valuing our friendships more than anything they 

can give to our ministry.  56

Spending Time Together - 1 Corinthians 16:6-8 

 Paul writes that he hopes to stay with the Corinthians for a lengthy time, not only 

sharing a quick, passing visit. He understands that sharing place, space, meals, and 

conversation with the Corinthians is a vital part of his leadership. In Young Life, we call 

this “earning the right to be heard.” We do this very well with students as we learn to love 

 I will be using Merriam-Webster’s definition of love: “as a strong affection for another arising our of 55

kinship or personal ties; affections based on admiration, benevolence or common interests.” Appropriate 
synonyms for love include: appreciate, cherish, prize, treasure, and value. When we are talking about love 
in this section, each of the aforementioned words works nicely. Merriam-Webster Dictionary, accessed 
11.13.18, https://www.merriam-webster.com/dictionary/love#synonyms. 

 I have had numerous fundraisers ask me if they should write a thank you note to a donor who said “no” 56

to their request for support. I ask them “Do you love them or only love what they might give you?” If we 
truly love and appreciate people who say “no” to us, we write a thoughtful thank you note and work to 
continue relationship with them. If we do not truly love them, we start to question our motives for 
relationship with them.
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them without strings attached. We have an opportunity to increasingly learn to practice 

this type of love with supporters.   

 Not only do we invite others into the story of Jesus, we invite ourselves into the 

lives and homes of people who support our mission. We start to learn that our presence is 

not a burden to our partners in ministry as long as we are anchored in genuine love. In a 

culture that fears “over-staying our welcome,” we work to lovingly dive into the lives of 

our supporters. We do this by showing up intentionally in their lives, with no real purpose 

in mind other than loving that person; taking initiative on the phone, text messaging, 

bringing a meal, bringing our kids along to play with their kids, or helping with yard 

work at their house. I have recently enjoyed these experiences alongside supporter friends 

and I am confident that these interactions were anchored in genuine love. 

 If we anchor our friendships with supporters in love, these relationships deepen, 

trust is built, vulnerability becomes the norm, we know each other’s passions and needs, 

and can care about each other and God’s mission in a new way. Our friends can give us 

this type of love and friendship as well as fundraisers, as loving richness abounds in 

multiple directions. 

Kindling Love - 2 Corinthians 8:7 

 Paul inserts an interesting idea in this verse that would be easy to breeze by: that 

the Corinthians have excelled in many things, including “the love we have kindled in 

you.”  He goes on to encourage them to also excel in the grace of giving. We see that 

Paul’s kindling of love in the Corinthians preceded and informed the potential for them to 
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become gracious givers. One of our greatest honors and responsibilities as missionaries is 

to kindle love in people that support us. 

 What does it look like to kindle love in the lives of our supporters as we 

encourage them toward gracious giving? It starts with praying for them from an authentic 

place and not only for our agendas for their lives. It means that we are genuine in all 

ways as we learn to lovingly listen and get to know them in a manner that is honestly 

loving. It also encourages us to have conversations with supporters about their passion 

and dreams as we invest in their spiritual well-being. We have the great honor and 

privilege to stoke the flames of their souls as we love before we ask for money, love as 

we ask for money, and love after they choose to either support or not support our mission. 

Young Life veteran Mike Bredeweg notes that “kindling is better than swindling” in 

terms of the relationship with supporters.  57

Loving Follow-up - 2 Corinthians 8 and 9 

 Paul demonstrates the execution of strategic follow-up as he is “sending the 

brothers to finish the arrangements for the generous gift you have promised.” As 

fundraisers, we ought to implement a thoughtful follow-up strategy with those who have 

committed to give. Follow-up is not only a sales strategy, it is a biblical strategy. Paul’s 

follow-up indicates to the Corinthians that their gift is important, and if we do not follow 

up well, we show the supporter that their support of our mission is not as important as we 

 Mike Bredeweg, phone interview with the author on 5.9.16.57
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initially told them. He is saying “Don’t leave the job half done. Complete what you have 

started.”  58

 The art of following up without pestering people is tricky. When we badger 

people with nonstop follow-up messages, we can easily make them feel like the only 

thing we are concerned about is soliciting funds from them. We learn to be thoughtful 

about when to call people at a time that might work best for their schedule, we articulate 

this in follow-up messages, and we tell them that we will call back “in a week or so” if 

we do not hear back from them. Timely follow-up with supporters is a great way to love 

them and to show them that they are valuable to the mission. Setting clear expectations 

and a timeline while following-up is a good way to love people. Being lovingly persistent 

and authentic in our follow-up as we help supporters remain true to their financial 

commitments to our organization is a crucial skill for the fundraiser. 

Loving Recognition - 1 Corinthians 16:17 

 Paul writes that Stephanas, Fortunatus, and Achiacus deserve recognition for 

being generous suppliers for the needs of the church in Corinth. He seeks recognition for 

people “on the grounds of their humble and generous service” to the Lord and the 

church.  Paul does not specify what this recognition looks like, but its inclusion in this 59

passage is important.  

     Recognition, anchored in love, of the generosity of our supporters can be tricky at 

times. We do not build many buildings or facilities in Young Life (besides our camps), so 

 N.T Wright, Paul for Everyone (Louisville, KY: WJK Press, 2003), 89.58

 Paul Gardner, Exegetical Commentary on the New Testament, 1 Corinthians. (Grand Rapids, MI: 59

Zondervan, 2018), 749.  
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there are not many opportunities for naming rights, which is one of the ways that donors 

are recognized in our culture.  Further, many Young Life supporters do not wish to be 

recognized publicly. 

     In light of this, figuring out how to honor and recognize those who support us is 

crucial. We can do this in many ways, as recognition seems to be tightly connected 

to thankfulness: a sincerely loving note, a grateful look in our eyes as we thank them in 

person, verbalizing how important they are not only to our work, but to our lives as 

brothers and sisters in Christ. We might even try telling our friends that we love them. 

Heartfelt recognition is not only deserved, it often gives the supporter a glimpse of 

the importance of their role in our mission and propels them to further 

action and involvement. As our friends understand our love for them more deeply, from 

our thankfulness and recognition, they increasingly understand that their involvement in 

the mission is vital.  

 One of the most important truths in Christianity is that “love must express itself in 

generous action.”  In 1 Corinthians 16:13-14, Paul encourages the church to stand firm 60

in the faith, to be strong and courageous, and to do everything in love. May we take this 

to heart as fundraisers. 

 R.V.G Tasker, The Second Epistle of Paul to the Corinthians (Leicester, England: Inter-Varsity Press, 60

1983), 115.
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A Practical Spirituality of Fundraising, Anchored in the Hope of Spiritual 

Formation   

Multidirectional Benefits of Asking, Giving, and Receiving 

 Throughout 2 Corinthians 9, we are hearing what I will call “The Story of the 

Community of Askers, Givers, and Receivers,” noticing the multi-directional benefits of 

asking, giving, and receiving. We witness that the giver benefits by becoming more godly 

and is spiritually shaped by the giving process. We also see that the receiver benefits from 

the asking process as they learn to rely on the sufficiency of God and the generosity of 

others as they learn to receive. Further, God is benefited by this process as all the thanks 

goes to him. The church benefits as well as the mission of God’s work in the world 

progresses. When we think through and navigate our fears around fundraising, we 

remember that it is spiritually formational to all those involved. 

God’s Grace Leads to Joy and Generosity - 2 Corinthians 8:2-3 

 Paul begins by telling the story of the grace that God has given the Macedonian 

church, the trial that they have been enduring. He writes of the extreme poverty they are 

enduring and how their overflowing joy has welled up in rich generosity. Paul also tells 

the church in Corinth that the Macedonians gave to the work of God beyond their ability 

to do so. They were able to experience overflowing joy and gracious giving as God’s 

grace spiritually formed them to be generous.  

 Paul uses “grace” in this passage to “refer to what God want to “do not just in and 

for Christians but through them.  It is apparent that contributing financially to the work 61

 N.T Wright, Paul for Everyone (Louisville, KY: WJK Press, 2003), 86.61
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of God is an important mark of discipleship, exhibited through God’s grace through his 

people. As God’s grace leads to generosity and joy, the hope of spiritual formation 

becomes a reality. 

Generosity as a Mark of Spiritual Formation - Luke 8 

 Luke probably mentioned these women to show that “financial liberality is a mark 

of discipleship and is essential for the continuation of the ministry.”  As people interact 62

with Jesus and follow him, we give them opportunities to demonstrate generosity as a 

mark of spiritual formation. We have the opportunity to help people relate to their 

finances in a way that honors God as we practice a spirituality of fundraising. This is 

spiritually formational as people learn to give, trust God with their future finances, and 

teach future generations of givers to do the same. 

 Supporters who see Jesus in action in our mission engage more regularly as they 

are asked to support the ministry financially. This cannot only be through a mass mailing, 

a fundraising letter, or a social media campaign. Donors who know a couple of Young 

Life kids will know and see Jesus in a new and significant way. This is how fundraising 

becomes ministry, as the lives of kids, supporters, staff members, and committee 

members are spiritually changed for the better.   

Asking as Formational 

 How does asking for financial support spiritually form the fundraiser? In the 

following section, we look at passages that show how asking is spiritually formational for 

the fundraiser. 

 Craig A. Evans, Luke (Grand Rapids, MI: Baker Books, 1990), 123.62
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Asking Leads to Stewardship - 2 Corinthians 8:20-21  

 Paul writes of the importance of stewarding the gift that Titus will be collecting, 

writing that they are taking “pains to do what is right” with the gift in the eyes of the 

Lord and of man. He also wants to the Corinthians to know that his “behavior and 

sincerity must be exemplary to both believers and unbelievers.”  Through sincere asking, 63

fundraisers have the opportunity to demonstrate this behavior by stewarding the gifts of 

God through his people in a manner that is honest, transparent, and honors not only God, 

but the giver. The great responsibility of learning and teaching stewardship is a crucial 

skill for the missionary that raises support and has the potential to be spiritually 

formational for them.  

Asking Leads to Freedom 

 If our security is in God, we are free to ask for money and to invest what they 

have in the work of God.  This forms us as our confidence moves away from only 64

business strategy toward the freedom that confidence in God brings. We are free to 

receive the “yes” and free to graciously respond to the “no” from a donor friend, and free 

to trust God as he guides us. Once we are only concerned about the kingdom and know 

that we have something valuable to offer the donor relationship, we have no problem 

asking for money.  Missionaries who ask for financial support become more brave, more 65

articulate about their mission, and willing to build a community of supporters. Asking for 

 David E. Garland, The New American Commentary, 2 Corinthians (Vol. 29) (Nashville, TN: B&H 63

Publishing Group, 1999), 394.

 Henri Nouwen, The Spirituality of Fundraising (Nashville, TN: Upper Room Ministries, 2004), 23.64

 Ibid., 24.65
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support allows us to live in Jesus’ model of dependence on God’s generosity through 

others and forms the fundraiser in significant ways. 

Giving as Formational  

 How does giving financial support to an organization spiritually form the 

supporter? How does giving enrich them as they give toward the mission work? In the 

following section, we look at passages that demonstrate how giving financial support is 

spiritually formational for the giver. 

Not Only Giving Money  - 2 Corinthians 8:3-4 

 Paul tells how the Macedonians were urgently pleading with him for the privilege 

of sharing in the service of generosity to the Lord’s people. We see that their spiritual 

formation through the act of generosity overshadowed the extreme trial that they were 

facing. They gave more than he expected because they gave of themselves.  Supporters 66

who give of themselves and not only their money are formed in the process. 

 The Macedonians’ heart to give, even in the middle of their poverty, gave them a 

front row seat to witness God’s goodness in an incredible way. Their spiritual well-being 

grew as a result. If we can help our supporters become aware of the innate desire to be 

deeply connected to meaningful work in the world, they would plead to have the 

opportunity to give and be connected to our mission.  

 Young Life would never count out a kid if they were an outcast, were financially 

or emotionally poor, or exhibited extreme trials of any kind. Why would Young Life 

count out a donor for any of those reasons? Noticing this forms the fundraiser in a special 

 David E. Garland, The New American Commentary, 2 Corinthians (Vol. 29) (Nashville, TN: B&H 66

Publishing Group, 1999), 368.
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way, encouraging them to not only invite people who have financial resources, but rather 

to giving all people the opportunity to give with their spiritually formation in mind. 

 Many times, we feel like we are being annoying or asking too much of people 

when we ask them to give. We ought to remember that our friends and family often need 

to experience Jesus in a new way and that giving can be the formational avenue by which 

this takes place. As fundraisers, we allow room to create a front row seat for supporters to 

experience God at work through their giving. What a potential for spiritual formation. 

Giving Leads from Poverty to Spiritual Wealth - 2 Corinthians 8:2 

 An interesting oxymoron of how poverty turns into wealth is demonstrated in this 

passage.  This is something to consider more as we fundraise and live on support as 67

missionaries. What type of poverty do the people around us possess? Is it material? 

Spiritual? Emotional? Relational? What if we could invite people into a new type of 

“wealth” in these categories by asking them to give? Only in the economy of God can a 

person become more rich (spiritually, emotionally, relationally) by giving. Poverty that 

overflows into wealth fits the “crazy-quilt logic of the gospel: joy + severe affliction + 

poverty = wealth.”  68

 If we focus our fundraising efforts with the hearts of our friends in mind, they 

may be spiritually motivated to give on “their own accord” as the Macedonians did. We 

start to care more deeply about the spiritual development of our supporters than what they 

can give to our mission. We have so much to offer them it is astounding. What if we 

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 67

1984), 400.

 David E. Garland, The New American Commentary, 2 Corinthians (Vol. 29) (Nashville, TN: B&H 68

Publishing Group, 1999), 367.
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could care more about the spiritual well-being of our supporters as much as we care about 

raising our budgets? This revelation has long-lasting effects on how we are spiritually 

formed and how we fundraise. 

 This shift in mind-set helps us to start thinking in a new way: We are doing people 

a favor by inviting them into the service of the saints through the giving of financial gifts. 

If we do not ask people to give, we may be taking away the possibility that the Lord will 

reach them in a life-giving way. As we invite all sorts of people into the story of Jesus 

through our mission, I am convinced that the generosity of God and his saints will exceed 

our expectations as spiritual formation takes place in every direction. 

Grace of Giving - 2 Corinthians 8:7 

 Paul reminds the Corinthians that they are excelling in faith, speech, knowledge, 

and love. Then he encourages them not to leave out giving. He uses the phrase “the grace 

of giving” as he encourages the people to remember this virtue and to complete their “set 

of spiritual accomplishments.”  69

 Giving is a gracious act, and often a forgotten virtue in Christian culture as people 

tend to only give if they can afford to. Paul values the virtue of giving as highly as faith, 

speech, knowledge and love. If we have extra money, we have a tendency to store it up in 

the barns of our bank accounts, saving money for ourselves and our children's future. We 

learn and teach others, through God’s grace, to hold loosely and give. Martin Luther said: 

 N.T Wright, Paul for Everyone (Louisville, KY: WJK Press, 2003), 87.69
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“I have had many things in my hands that I lost; the things that I placed in the hands of 

God I still possess.  70

 For those who have the “God-given task of raising funds for the work of the 

gospel,” what counts is a “work of grace in the hearts and lives of ordinary people.”  As 71

the supporter and fundraiser move from a transactional relationship to a transformational 

relationship through practicing concepts of asking, giving, and receiving, each of the 

parties are spiritually formed by the Lord through grace. 

Cheerful Giving from the Heart, Enabled by God - 2 Corinthians 9:7-8 

 Paul is calling to mind much of Proverbs 22 in this passage.  He writes that 72

giving from the heart, with cheer and as each has decided, is a sign of the spiritually 

formed giver. He gives the Corinthians an opportunity to give, not “sorrowfully,” and 

encourages them to give the gift “with gladness.”  73

 As fundraisers, we tend to have an idea of what amount we think a person should 

be able to give. We have “target highs and lows” that are hopefully considered with 

prayer as we think though our missions budgets. May we never allow these numbers, 

calculations, or charts to overcome the desire for the supporter to be formed by God in a 

way that is primarily good for their spiritual lives. We can learn to allow space for God to 

 David E. Garland, The New American Commentary, 2 Corinthians (Vol. 29) (Nashville, TN: B&H 70

Publishing Group, 1999), 412.

 N.T Wright, Paul for Everyone (Louisville, KY: WJK Press, 2003), 87.71

 Ibid., 102.72

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 73

1984), 441.

�134



work in the heart of the supporter and find contentment in our own hearts, no matter how 

much they give. Giving ought to be “free and deliberate, not compulsory or casual.”  74

Giving Enriches Lives - 2 Corinthians 9:11-12 

 Paul writes that giving enriches the very lives of people. How does this happen? 

We know that soil enriched with nutrients, like great organic compost, results in healthier 

soil and better-tasting vegetables. Our lives are seemingly fine without generosity, but as 

we enrich people’s lives and nurture the soil of their souls to value generosity, they 

become much more spiritually formed and mature members of our community. Giving is 

good for the soil of our souls. The hope, as we invite people into the story of Jesus 

through the act of generosity, is that their lives will never be the same as a result of our 

giving. An ungenerous Christian is “far from being a complete Christian.”  That we 75

would all become more Christ-like and generous is the intent of fundraising. 

God’s Abundant Ability to Provide Sufficiently - 2 Corinthians 9:8-9 

 The outcomes of moving away from a scarcity mentality and toward spiritual 

contentment lead to a new mentality: God’s abundant ability to provide sufficiently. Some 

people “become miserly in their giving because they worry that they will not have 

enough for themselves.”  Paul reminds the people in Corinth that God, as abundant 76

provider, supplies sufficiently for them and the mission. “God is able to bless you 

abundantly, so that in all things at all times, having all that you need, you will abound in 

 R.V.G Tasker, The Second Epistle of Paul to the Corinthians (Leicester, England: Inter-Varsity Press, 74

1983), 126.

 R.V.G Tasker, The Second Epistle of Paul to the Corinthians (Leicester, England: Inter-Varsity Press, 75

1983), 114.

 David E. Garland, The New American Commentary, 2 Corinthians (Vol. 29) (Nashville, TN: B&H 76

Publishing Group, 1999), 407.
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every good work.” God’s abundant ability does not always translate to abundance, as 

most missionaries experience. In my experience, his abundant ability often translates to 

one thing: enough. 

 Fundraisers remember that God is the supplier of the needs of the mission and is 

more than able to take care of us: emotionally, financially, materially, and spiritually. We 

often have a scarcity mentality instead of one of sufficiency when we think about 

fundraising. Paul uses strong language in this passage: God will take care of you. All that 

you need. Sufficiently. AT ALL TIMES. We will have what we need - and plenty to share 

with others too. When we lean into these truths, God forms us in amazing ways as we 

become content living on the support of others. 

 The outcome of God’s sufficiency helps the supporter build a legacy of 

righteousness and generosity for generations into the future. I love considering this 

process in a conversation with a potential supporter: how the experience of giving could 

shape the value system of their family, thinking with them about how a conversation on 

giving could look with their spouse and teaching their children the value of generosity. It 

is fun to think about the generational impact of these types of conversations. We see this 

happening with the ultra-wealthy as they teach their children about generosity by opening 

non-profits in their names, limiting the amount of money that their children inherit. What 

if we could talk about this with middle-class and lower socioeconomic people as well? 

Fundraisers have the opportunity to form the giving mentalities for generations to come. 
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Generosity Evokes Responses to God  - 2 Corinthians 9:11-15 

 God is generous in giving people wealth so that they can give to others.  These 77

verses “effectively summarize the main point in the preceding five verses: the 

Corinthians can…be generous contributors to the fund for Jerusalem because God 

provides the means for them to be.”  Though the Corinthians have yet to follow through 78

on their commitment to give, Paul’s confidence in God’s power to supply the need is “so 

strong that he can write as if this is already being accomplished.”  His confidence in 79

both God and God’s people is a notion that fundraisers should be aware of and employ in 

fundraising efforts as we keep the hope of spiritual formation in mind. 

 Paul introduces the theme of thanksgiving in this portion as well “and with it the 

second major point in the present passage.”  Noting that God is the one that makes 80

generosity possible, Paul talks about the graceful act of giving and how those who 

receive the benefit direct their thanks to God, the real source of the benefit.  God’s grace 81

is poured out on his people and “comes back to him in the form of thanks from his 

people.”  Fundraisers provide supporters the opportunity to have increasingly thankful 82

lives as they give to the mission. What a gift of grace. 

 David E. Garland, The New American Commentary, 2 Corinthians (Vol. 29) (Nashville, TN: B&H 77

Publishing Group, 1999), 412.

 Victor Paul Furnish, II Corinthians, The Anchor Bible (Garden City, NY: Doubleday & Company Inc., 78

1984), 450.

 Ibid.79

 Ibid.80

 Ibid.81

 George H. Guthrie, 2 Corinthians, (Grand Rapids, MI: Baker Academic,  2015), 460.82
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Receiving as Formational  

 How does receiving financial support from a friend spiritually form the 

fundraiser? How do we  participate in God’s mission in the world when we give a 

supporter the gift of receiving their gift with joy and a thankful heart? 

Thankful Receiving - Philippians 4:10 

 The Philippians are deeply embedded in Paul’s missionary story and are 

concerned for him as he pens this prison epistle to them. “The bond of Christian affection 

between them showed itself in the practical expression of their gifts.”  This passage 83

demonstrates the deep connection they have with each other; a bond that is relational, 

spiritual, and missional. Paul seeps with joyful thanksgiving for the church in Philippi 

and their partnership in the gospel. He notices the renewed concern that the church has 

for him and writes that their support brings him great joy in the Lord.  

 Our thankfulness ought never be manipulated as clever way for asking for more, 

or interrupted as a request for more money.  Paul also avoids flattery and silence in this 84

passage.  He does not “go over the top” or have a fear that if he shows gratitude, the 85

supports supporters will “become puffed up.”  As receivers of support, we let our 86

“thanks” be “thanks.” That’s it. 

 Learning to thankfully receive partnership and financial gifts from friends can be 

a spiritually formational gift for the missionary. We see the face of God in a new way 

 R.P. Martin, The Epistle of Paul to the Philippians, (Grand Rapids, MI: Eerdmans 1981), 179.   83

 Tony Merida and Francis Chan, Christ-Centered Exposition. Exalting Jesus in Philippians. (Nashville, 84

TN: B&H Publishing Group, 2016), 186.

 Ibid., 187.85

 Ibid.86
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when we receive from others, our faith in God and humanity deepens, and we are 

propelled forward spiritually as we stick with the mission God has given us. Deep 

thankfulness can be a result of receiving in fundraising. When I think of the people who 

have supported us over the years, tears of thankfulness well up in my eyes. 

Jesus Chooses to Receive Support - Luke 8 

 Jesus chooses to live on financial support, receiving the generosity of others as he 

proclaims the Good News from town to town. This is significant as one “of the few 

glimpses we have of the way Jesus’ needs during His ministry were met.”  He could 87

have chosen to work hard, save money, and then go on a three-year mission trip toward 

the cross. He could have written a letter to his aunts and uncles and friends from the 

synagogue and waited in fear and anticipation by the mailbox for weeks. Jesus might 

have even chosen to make financial support rain down from heaven like manna. For some 

reason, he did not go this route as he worked on his kingdom-building endeavor.  

 Rather, Jesus chooses to receive the support of others for his ministry and invites 

these supporters on a journey toward a new way of living. There is an active, caring, and 

practical aspect to this type of support Jesus receives, and it is the model that Jesus gives 

the missionary. He knows that as people see him at work, their lives will become more 

alive as he disciples them through the process of asking, giving, and receiving. Spiritual 

formation has a direct correlation to choosing to live on financial support as we learn to 

trust God and receive his generosity through our friends and family. 

 Leon Morris, The Gospel According to St. Luke (Grand Rapids, MI: Eerdmans, 1982), 150.87
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 Oftentimes, as fundraisers, we feel like we are the first and only people that God 

has asked to live on support. This is simply untrue. Living off of support and engaging 

the people that God has put in our lives is Jesus’ model of our mission to proclaim the 

Good News. As we learn to receive without guilt, this realization helps us feel less alone 

in the journey of fundraising and forms us incredibly.  

Fundraising is the Sharing of the Spiritual Harvest - 1 Corinthians 9:10 

 Throughout the year, our winemaker friends throw big parties to celebrate the 

numerous phases of the process of grape growing and wine making. They invite all sorts 

of people who have had a hand in the process to celebrate with them. Each of the workers 

play a vital role in the story of their business and passion. Raising a glass and sharing the 

harvest of their end product (vino!) with everyone involved is one of the things about 

winemaking that gives Dave and Jackie incredible joy. 

 Paul notes something similar in this passage as the farmer farms in the hope of 

sharing in the harvest. As the sower of spiritual seeds, Paul implores the church in 

Corinth to be generous with their finances and to share their material harvest with the 

apostles. Those who labor in the gospel should be rewarded materially.  The church 88

shares their material harvest with the mission and the minister.   

 As fundraisers, we recognize that we have a harvest to share was well. As Young 

Life staff, we invite people to come and see Jesus at work, firsthand, in the lives of kids 

and leaders. We tell stories of the spiritual harvest and give supporters a front row seat to 

the transformations that are happening with regularity in the lives of teens. We start to 

 Thomas R. Schreiner, Tyndall New Testament Commentaries1 Corinthians (IVP Academic: Downers 88

Grove, IL, 2018.), 186.
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share in a spiritual harvest as asking, giving, and receiving are practiced in relationships 

with supporters. The hope of spiritual formation in all directions abounds. 

 As we invite people to join us as financial partners, we all become more 

spiritually rich because of the sharing of materially and spiritual harvests. I imagine a 

group of supporters visiting a Young Life camp toward the end of the week, feasting their 

souls in the Savior who has been changing the lives of kids in their community. As God 

gives them new and invigorating glimpses of himself, we become co-laborers in the 

kingdom work and we celebrate the goodness of our God as we share in the harvest. 

What a gift for the fundraising missionary. 

Jesus’ Thankfulness and No-Complaining Policy - Luke 10:7 

 Jesus enlists a thankfulness and no-complaining policy as the seventy-two enter 

the homes of supporters to receive support from them. He tells them: “Be thankful no 

matter what. Eat what they give you with a glad heart, and have a posture that does not 

include complaining about what they do or do not give to you.” Disappointment can run 

rampant in the souls of fundraisers as people do not give what we had hoped for, and we 

find ourselves in a place where we become bitter. Jesus warns of this and tell us: “Be 

thankful for whatever I give you through them.” Thankful receiving is something 

fundraisers learn to remain committed to each day and is key for the spiritual formation 

of the fundraiser as contentment deepens. 

 We should be aware that willingly receiving the generosity of others is a mark of 

spiritual growth of the missionary. To receive from others, we need to be present, share 
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space, and present the needs of the ministry so that they have an opportunity to give. 

There is no receiving without giving, and less giving without asking. 

 As a result, receiving is an important piece of communal gospel living as 

missionaries, and we honor the giver when we receive from them with a thankful heart. 

Receiving from others takes humility as we learn to accept the hospitality and generosity 

of others. This type of humble receiving is God’s sign of generosity in our lives and 

mission, and we show the love of God through our thankfulness to supporters. 

Conclusion  

 When we learn how to ask, give, and receive as fundraisers, spiritual formation in 

all directions is an undeniable outcome. When fundraising is anchored in mission, 

community, love, and the hope of spiritual formation, we learn to trust God more, trust 

our supporters more, and are increasingly trusted by our supporters. Relationships forged 

in the fire of asking, giving, and receiving are honest relationships where “give and take” 

feel full of life instead of emotionally draining and scary. People are formed in new ways, 

communities are formed in new ways, and mission is formed in new ways. As God forms 

us and our relationships, we look forward to fundraising and the relational outcomes that 

bear fruit in our mission. 

 I have had Young Life staff ask me all sorts of questions about how to interact 

with supporters. I often respond, “If that was a Young Life kid, what would you do?” 

Nine times out of ten, the staff person has a thoughtful, spiritual, and emotionally aware 

answer. I tell them to go do whatever they told me with their supporter. Incongruences in 
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our organization will start to fade when when our work with adults and kids starts to align 

and fundraising is viewed as a spiritual act. 

            If things do not change, Young Life will continue to lose field staff who do not 

know how to integrate the practice of fundraising with a practical spirituality of 

fundraising. Therein lies the moral problem: an inability to think of supporters as human 

beings who long to be connected to mission, long for more connection to community, 

long to be loved, and long to be spiritually formed, rather than as inhuman ATM 

machines where we go to make one-way transactional withdrawals for the funding of our 

mission. If our organization cannot figure out how to train and internalize these types of 

spiritual anchor points in our staff, we will continue to employ strategies that are simply a 

commodifying means to an end: raising the budget. 

�143



Chapter Five 

Problems and Adaptations  

 There are necessary shifts that must take place in Young Life to address problems 

that stem from a lack of theological and practical imagination. Many current field staff 

wonder if there is a future for them in Young Life leadership if they have trouble raising 

support. Though things are shifting positively toward theological thinking and creative 

practice, questions about who raises the money, and training shortcomings in the 

fundraising arena should be asked.  

 Young Life mostly hires and promotes successful fundraisers, neglecting to train 

most new staff to become great missionaries that fundraise for the long haul. Young Life 

does not retain or promote people who cannot raise money. As fundraising becomes 

increasingly hinged upon a person’s personal connection to wealth, Young Life will 

struggle to become more diverse and hire/retain/promote staff of color and staff in rural 

areas. 

YL Is Rich 

 A monumental shift occurred in the Rydberg presidency: Young Life became rich. 

By the time Crenshaw became president, YL had a $60 million surplus in 2017 and less 

than 5 percent of areas in fiscal deficit.  Young Life has gone from a mission that could 1

barely pay its bills in the 1980s to one that is affluent: the organization received 

$349,019,455 in total revenue from supporters in 2017, and U.S. camp assets approached 

 Jamie Hanson, Re: Emailing: Deficit Graph FY03-FY07, email message to the author on 6.14.18.1
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$660,000,000 in 2019.  Is Young Life being a good steward of their wealth? Is the 2

organization sharing appropriately to fund new areas in rural and city-centers that are 

designated “Hard to Fund” and promoting skilled staff who are not connected to wealth? 

Hard to Fund Areas  

 There are exciting initiatives underway to help fund existing “Hard to 

Fund” (HTF) areas to the tune of $53M over the next ten years: to hire, support and retain 

staff.  Areas that struggle to raise support and retain staff of diverse backgrounds will be 3

more supported through these programs. Though supporting existing HTF mission units 

is of vital importance, there is still a lack of resources being allocated to start up HTF 

mission units and promote staff who struggle to fundraise due to the socioeconomic status 

of the communities they come from and in which they serve. Young Life, while 

addressing funding issues in existing areas, ought to ask further questions: How will the 

organization allocate funds to start new ministries in HFT areas? How will they promote 

staff with less connection to wealth into increasing roles of influence and leadership? 

Silos or Sharing? 

 Movement from a national budget to regional budgets, and from area budgets to 

almost “personal budgets” has individualized fundraising oftentimes in the mission. The 

individualization of fundraising responsibility has hurt the mission, as staff increasingly 

shoulder the fundraising burden for the viability of their staff position. This is naturally 

common the longer a person has been on staff and has the experience and relationships to 

 Charity Navigator, accessed on 4.4.19. https://www.charitynavigator.org/index.cfm?2

bay=search.summary&orgid=4791, and Mike Miller, email to the author on 3.28.19.

 Pat Rhoades, email to the author on 4.9.19.3
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navigate raising more support. For staff who have worked for Young Life for less than ten 

years, this is a new reality. 

 In regions that do not have a shared budget for all staff members, one person may 

spend the majority of their time fundraising, barely making it or on “reduced salary” for 

months, while other staff in the region are financially fine. Though there are incredible 

instances of sharing in regions, the current system is not set up to share well. This needs 

to change. 

 The result is that mission units operate in financial silos and staff are rarely “in it 

together” in a financial sense. There are plenty of prayers, but little action. One mission 

unit stores up surplus in their silo while the mission unit adjacent to them suffers as their 

silo runs empty.  Called and spiritually motivated staff agree to months of reduced salary 4

in instances like this quite frequently. There are regional meetings where an area director 

who hasn't had a full paycheck in three years sits next to a colleague whose area has a 

$100,000 surplus.  This is sad and wrong. Financial silos have taken away the 5

opportunity for staff to enter into suffering with their colleagues to preserve their own 

budgets and livelihoods. The self-preservation through siloing has made the organization 

stingy. 

 Though Personal Donor Development has a place in the mission, the pendulum 

should swing back toward shared ownership of finances in the mission. Most mission 

units do not have TDS teams or share the responsibility of funding new positions and 

 Young Life designates areas, regions, “AG” accounts, and divisions into “Mission Units.” Each mission 4

unit has its own budget and is individually responsible for raising the support for ministry. Mission units 
have zero financial overlap. 

 John Balmat, personal interview with the author on 4.17.195
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areas. How can this change? Will we take seriously Paul’s example of imploring the 

Corinthians to share with the church in Jerusalem? Will we have an avenue where “rich” 

mission units share with those in need? 

Current Hiring Practices 

 Hiring a “good kid person” and figuring out the fundraising afterward does not 

work as indicated through the first forty years of the organization’s history. On the other 

hand, hiring someone who is connected to wealth only is not a whole picture of that 

person’s potential. In hiring, the primary question should not be about how much money 

a person could raise.   Young Life excludes socioeconomically marginalized people 6

through fundraising practice and theory. 

The Question 

 The question that Young Life should ask after they determine that a hire is a good 

fit for the mission: Whose job is it to raise the money? Though this cannot be the primary 

question, it does set the stage for healthy expectations of the staff member and the 

supervisor as a hire is made. 

Whose Job is it to Raise the Money? 

 “Who” raises the money has shifted dramatically over the course of Young Life’s 

history, and again more recently. Besides staff associates and regional directors, 

increasingly the trend is “whoever is taking the job” raises most of the money, especially 

 Young Life ought to hire people who demonstrate a propensity to build and lead teams toward Jesus, kids 6

and supporters primarily. Is the potential hire growing spiritually? Can they lead spiritually? Are they called 
and spiritually motivated to do all aspects of the job? Are they spiritually motivated towards reaching kids 
and engaging adults to support the mission? Are they willing to be trained?
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in levels of leadership above the local area.  Mid-level leadership of Young Life is being 7

financed on the back of field staff that receive little financial support from regions or 

divisions.  There has been an increase in jobs where a staff person is fully responsible for 8

raising close to the entire budget with personal support. There are numerous examples of 

this in regions across the country and internationally.  Staff are spending close to 50 9

percent of their time raising support in these roles, and a shift towards less than 20 

percent should be a benchmark that the mission aims for in the near future. 

 It is time for new adaptations to take shape in Young Life in regards to fundraising 

practice in its hiring and promoting processes. The following section includes four 

problems that are holding back the organization, possible adaptions that could take place, 

and likely outcomes. 

Problem #1 - Young Life Mostly Hires and Retains Successful Fundraisers  

 Young Life hires people who fundraise successfully. A staff person might not 

demonstrate the best leadership, pastoral, or strategic skills, but if “they can raise the 

money,” they are worth the risk on hiring, and often are retained by Young Life even if 

their performance is subpar. There are numerous staff who are retained mostly because 

 Staff Associates, on average raise 20% personal support. Regional budgets are funded by a 6% service 7

charge levied on any donation that comes into all area accounts in the region for regional director 
supervision etc. It is not uncommon for a regional director’s budget to be 40%-80% funded by local areas.

 By “mid-level” I mean ARDs, Regional Initiatives Coordinators, Regional Capernaum Coordinators, and 8

Regional YoungLives Coordinators.

 In our region, ARDs raise between 80%-95% in personal support, while the regional coordinators raise 9

100% personal support. This is also apparent in international roles where staff live state-side. A recent job 
posting for the Communications Director for the Africa/Middle East Division (a huge job with large 
amounts of travel and necessary experience) will be 100% personally funded. 
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they are connected to wealth. As long as a person “raises their money” there is a long 

leash for them in the mission.  

 Young Life will always remain a suburban ministry until the sharing of resources 

between mission units becomes more widely practiced. This is where the organization 

can be more theologically and practically imaginative as they take Paul’s charge to the 

Corinthians more seriously by sharing the fundraising burden that HTF mission units. 

Further, when the organization hires people, they do not train them well in fundraising for 

the long hall. “I just figured it out” is the mantra of field staff that made it past the two-

year mark in their YL careers. This cannot be the future of Young Life. 

Adaptation # 1 - Sharing by Reallocation  

 As of March 2019, there were 2,120 mission units in surplus to a tune of just over 

$59 million and there were 171 mission units with deficits that total just over $1 

million.  Asking mission units to consider reallocating funds each year to areas in deficit 10

would eliminate this problem and help areas that struggle financially to know they have 

financial advocates in the mission. This happens in some regions, but if the mission is 

serious about hiring people who represent the communities in which they serve, the 

organization ought to learn to share between mission units. 

 Divisions, regions and areas should also “chip in” to cover start up costs for new 

areas. The Western Great Lakes region has a great example of this type of regional 

financial buy-in in Benton Harbor, MI.  Twelve mission units gave $36,000 over three 11

 Pat Rhoades, email to the author on 4.8.19.10

 For an inspirational video, visit https://vimeo.com/33094938611
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years to hire Ron King and launch ministry in a HTF area.  What a great example of 12

sharing by reallocation. I am also aware that there were two mission units who “could not 

afford” to give and still decided to contribute.  

 If regions and divisions cannot help with start-up costs for a new area, or hiring a 

person whose background is similar to the community they are serving in, they should 

find an alternative way to raise the money to support their hiring or decide against hiring 

them. The staff member will not make it for the long-haul if these options are not taken 

into consideration. If alternative ways to allocate funds are not found, retention rates of 

staff serving in rural communities and people of color will continue to suffer.  13

Outcomes: 

1.) All mission units share the surplus that God has given them. 

2.) All mission units in the division have skin in the game, not only the person taking the 

job in the new area or role. 

3.) New HTF mission units have launch money to get off the ground. 

4.) The potential to hire and retain staff of color and staff in rural areas multiplies. 

Problem #2 - Young Life Mostly Promotes Successful Fundraisers  

 Staff can be promoted into positions of leadership that are above their skill grade 

if they are connected to wealth. There have been staff in the mission who have been 

promoted while not treating people well, harassing women, and not possessing the skills 

 Paul Knapp, email to the author on 4.18.19.12

 Pat Rhoades, email to the author on 4.9.19. There are 42 Hard To Fund areas in deficit at this time. In 13

multi-ethnic areas, just over half of the staff people are white, non-minorities, and the turnover rate for staff 
of color is 25%. Staff of color comprise about 17% of total staff, up from 13% just three years ago, but well 
below the minority population in the US which approaches 30%.
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to lead well.  In some instances, a blind eye has been turned, as some of these staff were 14

great fundraisers.  

 On the other hand, if a person is called to an increasing role through promotion in 

Young Life, they need to be able to raise the majority of the money. This becomes a 

problem for some staff as they are promoted in the organization and not connected to 

wealth. As the need for personal fundraising increases, the individual is increasingly 

responsible to raise the money in order to be promoted in the organization. Though some 

regions and divisions give financial support to promoting people, most do not. This limits 

the type of people who can be promoted to mostly middle-aged, white men who are 

connected to wealth. Though this is not always the case, the vast majority of ARDs in the 

mission fit this description.  ARDs are raising the most personal support of any staff 15

person in the mission in most instances. Nobody in a region should be raising or 

distributing more money than regional directors or Field VPs.  

 Yes - the organization needs successful fundraisers in the mission, but they ought 

to keep in mind that staff learn to be successful if they are trained. Even if people are 

trained and do not do well (because they are not connected to resources), but exhibit other 

qualities that help them stand out as mission leaders, is there a place for them to be 

promoted? Where does the money come from for this? 

 There is plenty of anecdotal evidence from current and former staff to support this claim. People who 14

have made these claims wish to remain anonymous.

 John Evans, email to the author on 4.22.19. There are 35 male and 13 female ARDs in the mission. (73% 15

of ARDs are male.) Of these 48 people, 4 are people of color.
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Current Mission Unit Funding Model 
Staff Associates raise 20-30 percent personal support. ADs and committees raises 
remainder. 
Area Directors raise 20-30 percent personal support. ADs lead committees in raising the 
remainder. 
Associate Regional Directors raise 30-100 percent personal support. The remaining 
funding may come from services charges from areas they supervise or from the regional 
director. Models vary greatly in the mission. 
Regional Directors raise 30-60 percent personal support. The remainder of their budget 
is funded by local areas through the service charge. 

Adaptation #1 - Scale Personal Support Each Year 

 Young Life has standardized ranges for salaries in each role. In light of this, they 

should employ a “Standardized Range Funding Model” and adapt a scaling of personal 

support for how each role is funded. When an area hires a staff associate the area raises 

between 80-90 percent of the funds. Regions rarely operate this way. Rather, as they hire 

regional staff, they expect the staff member to increase their personal support from 30-75 

percent in one year as they are promoted from AD to ARD.  This model is not possible 16

for many staff who are not connected to wealth and demonstrate skill to be promoted, or 

sustainable for many regional staff who are connected to wealth. 

Sample - “Standardized Range Funding Model” 
 Staff Associates raise 10-20 percent personal support 
 Area Directors raise 20-30 percent personal support 
 Associate Regional Directors raise 30-40 percent personal support 
 Regional Directors raise 50-70 percent personal support 

 If the area committee cannot fund the remainder of a SA’s budget, they do not hire 

that person. If regions and divisions cannot fund the remainder of a regional staff 

 John Evans, email to the author on 4.19.19. A “significant” amount of ARDs receive $20k-$40k of their 16

budgets from the regional director. With an average ARD budget of $120k, this still results in 67%-86% of 
the budget coming from personal fundraising with friends and family. Thus the 75% noted above.
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member’s budget, they should not hire the person. Oftentimes they still do, and the staff 

person spends the majority of their time raising funds instead of doing the important job 

of starting new areas and supervising staff. Even for staff in HTF mission units, most who 

have shown leadership skills can raise 30 percent in personal support for a promotion that 

they are qualified for. There is evidence of staff who have the skills to become an ARD 

who are not promoted because the region or division does not help enough to fund the 

position. This is a significant miss for the organization.  

Outcomes 

1.) Fair fundraising expectations as staff are being promoted 

2.) Regions and divisions hire and financially support ARDs to sustain the important role 

in the mission 

2.) Better equalization in the field to hire more diverse staff 

Problem #3 - Regions Rely Too Heavily on the Regional Service Charge to Raise 

their Budgets. 

 Between 40-60 percent of a region’s budget is revenue from service charged 

areas.  This is a systematic issue in the field: once a person is promoted to RD and 17

beyond, they usually have to raise less support than regional staff do. ADs raise money to 

hire more staff in their areas to grow (SAs, mission staff, administrative support etc.). 

RDs do not have this financial buy-in in most cases. As a result of the service charge, 

there is little reason for regions to employ TDS teams or ask regional committee members 

to raise more money to hire regional staff and supervise growth. 

 A report from a recent regional cash flow had nearly 50% of the budget come from money from areas in 17

the region. 
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Adaptation #1 - Change Regional Service Charge Distribution  

 Most regions do not share the regional service charge amongst regional staff, 

resulting in regional staff supervising areas where they do not receive the service charge 

for these areas. Regional directors receive the majority of this revenue stream. 

 Regions ought to have one budget for all regional staff and share the income from 

the service charge in the region and the fundraising burden for all regional staff members. 

Areas share the fundraising responsibility for all staff in the area, so this adaptation 

should be simple. When one staff person in an area struggles to raise support, the area 

rallies to help keep that person on staff. If the area goes into deficit, each staff person 

goes on reduced salary, not only the staff who is struggling to raise money. Most regions 

do not operate this way due to a lack of a standardized system. Areas are “in it” together 

in a way that regions are not. If the service charge is shared and the region wants to hire 

more regional staff, everyone in the region will have skin in the game to raise more 

money, the new regional staff will not have to raise the majority of it, and the regional 

director and current regional staff share responsibility to help the promoted staff person 

become successful. The system in most regions is far too individualized and hurts 

regional staff in many instances.  

Adaptation #2 - Regions and Divisions Employ Engagement Teams that Raise 

Money  

 Regions and divisions should be required to have Engagement Teams in RCE and 

as the regional Forward campaign is initiated in the next year. Currently, many regions 

are asking regional staff and ADs to fundraise in this campaign, while they are in the 
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middle of trying to raise their own budgets. By the time a person is promoted to regional 

director, they should have the relationships and leadership capacity to form and sustain 

this type of team. 

Outcomes: 

1.) Staff who have leaderships skills but are not connected to wealth get promoted  

2.) All regional staff are responsible for the success of those who are promoted 

3.) Regional staff are more supported and less isolated in fundraising  

4.) RDs raise as much money as regional staff do 

Problem #4 Understaffed Field Development Department Leads to Training Trickle-

down Issues  

 The problem of trickle-down from executives to the field remains currently 

apparent. If Young Life can scale the hearts and practice of fundraisers at the top of the 

mission to the field, change will happen. 

 The Development Department transitioned from being centered on fundraising for 

camps to becoming more field centered since 2010. This is true in some senses as 

Rhoades and Lehman each continue to play a significant role in serving areas that are in 

deficit, and as the Foundation and Grants Department serves the field. However, the 

majority of the money raised in the Development Department is for camps and other 

important initiatives.  

 Field Development is a domestic division of the Development Department and is 

severely understaffed and under resourced. The scope of the work is large for Rhoades 

and Lehman as they serve almost 2300 mission units domestically. Field Development 
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has little room to develop the field, spending the majority of their time working hard to 

help areas get out of deficit. Though this is vital (and the department could use five more 

staff to help), there is not enough room for the department to train the other 2100 mission 

units to have a practical spirituality of fundraising that is sustainable. There is a 

substantial need for more people and resources in the department to train and develop 

mission units in philosophy and practice through RCE training and coaching. 

 The Development Department does an incredible job raising money for camps 

and vital initiatives in the mission. Most of the resources (thought/money/time) in the 

department do not address issues of developing people in the field. This is a gigantic shift 

in the organization: Rayburn was the “development department” and raised money for 

camps and for the field. 

 The field wants a practical spirituality of fundraising and more coaching from 

Field Development, not another manual. RDs and divisional VPs are not fully trained or 

held accountable to raise more money to start new ministries and promote people with the 

skills to lead. RCE has the potential to require Engagement Teams to operate in regions 

and divisions, and this will help them raise money to start new ministries, and maintain 

current hard to fund areas and to hire people who are not connected to wealth. 

 Young Life has produced good fundraising training materials over the years 

through handbooks, manuals, videos, and documents. Partially due to the shortage of staff 

in the Field Development Department who do not have the time to train staff, these 

materials have mostly failed to take hold mission-wide. As Young Life takes a practical 

spirituality of fundraising seriously through the implementation of RCE, one question 
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remains: Who will train RCE moving forward? If this question is not answered with 

people and financial resources,  RCE will fall flat, like TDS did, unfortunately. RCE will 

fail to trickle-down and be taught well unless there are more people who are hired to train 

and coach staff. What if Field Development could help healthy areas develop through 

RCE training and coaching in addition to helping get areas out of deficit? 

 Knowing that the Development Department raises substantial support for camps, 

and that these camps are vital to the ministry year, areas spend an average of 3.3 weeks at 

a Young Life camp each year.  This roughly equals 6.3 percent of the ministry year. How 18

could the Development Department support the development of staff in the field the other 

93.7 percent of the year? 

Adaptation #1 - Scale Field Development Services to the Field 

 Young Life should allocate $3 million/year to Field Development to hire ten 

people who think theologically and practically to guide RCE training and coaching. This 

utilizes the hearts and minds of veteran staff who have succeeded in these arenas and 

gives them a place to utilize their expertise in helping Field Development increasingly 

serve the field. This also keeps history from repeating itself when only Hautt and Hanson 

were teaching TDS in the early 2000s. 

 Hiring two people per division to support the development of people and 

resources through RCE training and coaching would be a wise investment for the 

 For example: 2 weeks of summer camp, 2 weekend camps, 1 leader weekend18
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mission.  This will help RDs and field VPs to have a plan to recruit Engagement Teams 19

to raise support for new area start-ups, promote people who are not connected to wealth 

to regional staff positions, and sustain HTF mission units. 

Adaption #2 - Service Charge Money Raised by the Development Department  

 More money needs to be allocated to hiring and promoting staff who are not 

connected to wealth. Where will this funding come from? The Development Department 

can lead its own initiative to better grow its own department and to better serve the field 

by service-charging money raised by the department. 

 The department raises millions each year for wonderful initiates that help the 

field. A 4 percent service charge of $70 million, results in $2.8 million that the 

department could funnel back in service to the field through hiring necessary staff.  20

Areas explain the 17 percent service charge to supporters and committee members 

multiple times throughout each year, and the Development Department could easily do 

the same with supporters who give to camps. Connecting the need for good follow-up in 

areas after camp would be a great way to connect donors and the Development 

Department evermore closely with the needs of the field for the majority of the ministry 

year. 

 Development Directors are supposed to help with Forward plans, though they spend most of their time 19

raising money for camps. Each division needs a Field Development Director and an Associate Field 
Development Director that will be entirely field facing and works with regional directors to develop people 
and funds in the field.

 $70M is a conservative estimate of what Field Development raised in 2018. An additional $43M in 20

legacy or planned/end of life gifts is not included in the $70M figure. Jamie Hanson, test message to the 
author on 4.26.19.
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Outcomes: 

1.) RCE gets implemented and scaled mission-wide in a fashion that TDS never was  

2.) Regions and divisions have Engagement Teams and Engagement Plans 

3.) Young Life becomes more diverse, staff stay longer and feel spiritually motivated, 

trained, and supported to fundraise for the long-haul 

4.) The field would be developed in a way that it has never been developed before 

Conclusion  

 If Young Life is willing to adapt, the organization could have strong and 

innovative practices that give them the capacity to view, train and practice fundraising 

with strong spiritual underpinnings.  

 As I have listened to countless people in the field, I am reminded that the story of 

how Hautt got involved with Young Life is quintessential. People and concepts bubbled 

up through the field through the history of the organization in monumental places. 

Committees and TDS came from felt needs in the field. The failed fundraising 

consultation from Perkins and Roost was an example of how “top down” does not work 

in the organization. Training, implementation, and ideas must trickle up in Young Life. I 

am hopeful that Young Life leadership will take these problems and adaptations to heart 

for the sake of the future of the organization. 
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Chapter Six  

Moving Forward  

 Paul writes in 2 Corinthians 9:10-11 that righteousness is the fruit of God’s 

sufficiency and generosity. Righteousness? Not fully funded missions? This is a very 

interesting outcome. 

 Now he who supplies seed to the sower and bread for food will also supply and  
 increase your store of seed and will enlarge the harvest of your righteousness. You 
 will be enriched in every way so that you can be generous on every occasion, and  
 through us your generosity will result in thanksgiving to God. 

 As we ask, as people give, as the mission receives, as God is thanked, 

righteousness is the fruit. This is a ground-breaking insight for me. God has high hopes 

for the fundraiser, the supporter, and the mission in the process of fundraising as he 

shapes us spiritually to learn how to trust him more and become increasingly generous. 

The outcome is that we become more and more “right” in this process.  

 Giving people the opportunity to give demonstrates the character of God in them, 

and asking them to support the mission of God makes us more godly as well. Jesus asked 

people to do courageous things all of the time. Why wouldn't we be courageous as 

fundraisers? Our spiritual lives become more fully formed once we start giving and once 

we learn to ask and receive. God changes our hearts as we become more like him. We 

become more gracious, learn to hold on more loosely to our material possessions, and 

become more merciful as we become more and more right. The potential for this growth 

is possible for our supporters as well as we build a Christ-centered community based on 
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teamwork and togetherness. This is a very exciting outcome for the fundraiser and for our 

friends. 

 Whether within the diverse group of supporters of Jesus’ ministry in Luke 8, the 

sending of the seventy-two missionaries in Luke 10, or Paul’s instruction around the 

“collecting of the collection” in 1 Corinthians 8 and 9, we see that fundraising is 

anchored in mission.  This theme in the New Testament is a motif that fundraisers ought 

to pay close attention to as we invite people into the story of God’s redemptive work in 

the world through the supporting of ministry. 

 How is our ask for financial support anchored in mission? Will our interactions 

with supporters remind them of God’s generosity in their own lives? Will “the ask” help 

propel the mission forward? How so? We ought to be ready to answer these questions in 

our ministry, be willing to use these Scriptures as fuel for right practice and as a source of 

confidence and hope.  

 As fundraisers, the conversations that we have around giving should lead toward 

the mission of reaching the world for Christ. The missional connections to fundraising 

begin as we increasingly realize how generous God has been to us. His generosity propels 

us to be good stewards of that generosity and relay it to the rest of humanity to support 

the mission. As fundraisers, we have the great honor and responsibility to invite others to 

steward what God has given them to help sustain God’s work in the world. We see that a 

practical spirituality of fundraising should be anchored in mission. 

 Ideas of asking, giving, and receiving have important outcomes in the building of 

a spiritual community that celebrates stewardship and generosity, remembering how vital 
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invitation into the community of support is for our friends as we march toward mission. 

As a result, an outcome of fundraising ought to be the building of community between 

the giver, the asker, and the receiver. We also notice the characteristics of a community of 

support, as well as the numerous spiritual and relational outcomes of this community of 

support. These biblical notions helps us anchor our practical spirituality of fundraising 

within the context of community. We begin to understand that fundraising is not only a 

missional action but also a communal action. 

 We need the community of believers to come together to support our mission to 

reach more and more teenagers. As we move forward, we remember that we cannot 

fundraise alone. Asking, giving, and receiving each play a vital role in the building of 

community and keeps the motion of kingdom building moving forward. We also learn to 

choose interdependence over independence as God’s model for ministry health and 

growth. 

     As we invite people into the story of Jesus through the Young Life mission, we 

have an opportunity to introduce them to the greater story of God, one of the great honors 

in fundraising. Due to the relational nature of fundraising, we meet incredible people 

and also have the opportunity to connect people to others with similar mind-sets and 

passions. One of the best parts of the Young Life job is connecting others to the mission 

and to each other and watching the multi-directional spiritual and relational benefits 

increase over time. As fundraisers, may we never feel like couriers of money. Rather, may 

we know deep down in ourselves that we are connection mavens between God’s people 

and his work in our communities. 
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 Throughout the Scriptures, we notice a cycle of generosity and stewardship that 

is anchored in love: God creates and gracefully gives, people receive these gifts and learn 

to steward them lovingly, communities and people are transformed, and then love and 

thanksgiving goes to God. This cycle leads to multi-directional benefits as we perceive a 

practical spirituality of fundraising that is anchored in love. The receiver of the support 

benefits greatly by continuing to have a funded mission. The receiver also benefits from 

receiving God’s loving generosity through the gracious giving of the supporting friend. If 

our invitation for the giver is anchored in love, the receiver feels freedom to accept 

whatever they decide to give as well.  

 The giver also benefits from fundraising anchored in love by having a 

confidence that the asker is not asking only for themselves, but for the spiritual good of 

the giver and the good of the mission. The giver is able to disperse whatever God has 

given them and experiences a type of love that is a key foundation of relationships 

that revolve around honest asking, giving, and receiving. 

 When fundraising is anchored in love, all sides of the fundraising process notice 

an increase in love for God, love for mission, love for others, and even a healthy love for 

ourselves and the role as missionaries that fundraise. We can allow ourselves to receive 

from God through the generosity of others and not put limits on what others are willing to 

give. We see that support is mutual and communal, as the fundraiser and the supporter 

build deep and long-lasting friendships anchored in love. 

 In Luke 10:7, we notice that Jesus’ final instructions to the seventy-two is to 

“stay.” He implores them not to move around “from house to house” in search of 
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different food, drink, and shelter. This is significant for the missionary fundraiser who is 

learning to live on support. Jesus calls the missionary to inhabit the very lives of our 

supporters and their families and to be thankful for whatever he provides through them. 

Jesus sends us out to the mission field and then calls us back to the home of the supporter, 

to sit at the dinner table with them and share stories of what he has been up to in the lives 

of people we have ministered to. We have the honor to pray with each other and share 

time and space with those who support the work as God forms us all in every direction. 

 As Jesus implores the missionary to stay in one place, never knocking on every 

door for support, he reminds us that he has prepared people in advance of our arrival to 

support the work of God. As we anchor fundraising in love, we remember that our role is 

to affectionately engage supporters in the story of God and how their finances relate to 

the mission. We begin to realize that raising support is not only about funding our budget 

each year and that we are not door-to-door salespeople simply blowing through town 

trying to convince people to empty their bank accounts. Getting “all we can” from 

friends, family, and rich people is a type of strategy that is not rooted in love. Jesus 

models how we are to be lovingly incarnational with the people who support us. This 

includes living life with them, spending quality time getting to know each other, knowing 

the names of their kids and spouse, praying for them in an earnest way, and loving them 

deeply. This type of love is unconditional, with no strings attached, and should be an 

anchor point in our practical spirituality of fundraising. 

 Whatever we do as missionaries and fundraisers, we remember that all of our 

endeavors can be anchored in love and also in the hope of spiritual formation. This 
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should not be a surprising idea, but fundraising training that hopes for spiritual formation 

is rare. We talk much more about strategy, who to build relationships with, how to best 

approach them, and other aspects of the commerce and commodification side of 

fundraising. Not that strategy is evil, but these practices tend to be short-sighted and do 

not form a whole picture of what it means to be a spiritually motivated fundraiser. Only 

talking about the business side of fundraising feels contrived, made up from business 

principles instead of biblical principles, and is not anchored in love or in the hope of 

spiritual formation. We can learn to better couple the business practice of fundraising 

with the spiritual mind-set of fundraising that is anchored in loving, loyal, and long-term 

friendships with supporters of varied financial abilities, experiential backgrounds, and 

beliefs. 

 In light of this important concept, fundraisers come to grips with the fact that the 

use of strategy is not only permissible, but highly recommended if it is anchored in 

mission, community, love, and in the hope of spiritual formation. Paul gives the church in 

Corinth a plan to save and a plan to give to the greater work of the church, and instances 

of biblical strategy abound. Oftentimes, planning and strategy in fundraising tends to be a 

golf tournament, a fundraising banquet, and a year-end letter asking for funds. These 

practices are difficult to anchor to mission, community, or love, and are not usually 

spiritually formational. Paul cared deeply about each stage of “planning and thought hard 

about how all the people involved and how they would be affected.”  We can learn to be 1

more creative as we build authentic relationships with people in our communities and 

 N.T Wright, Paul for Everyone (Louisville, KY: WJK Press, 2003), 97.1
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think about the outcomes of their involvement. We can do this by anchoring all of our 

plans in the hope of their spiritual formation.  

Conclusion 

 My favorite outcome of missionaries in Luke 10:17 is this: “The seventy-

two returned with joy and said, ‘Lord, even the demons submit to us in your name.’” 

 Three impressions stand out in this passage. The first is that all seventy-two of the 

missionaries made it back to Jesus to give a report. They all lived to tell the tale of their 

missionary journey that was anchored in mission, community, love, and the hope of 

spiritual formation. Fundraising and living on support as missionaries does not kill 

people. 

 The second fact is that the seventy-two missionaries returned with joy. What? 

Joy? Fundraising can be joyful? Living on support where mutual and long-standing love 

and support exists can be joyful for the fundraiser. I am convinced that if fundraisers 

focus on the inner life that informs our mind-set of how love works in the context of 

mission, community, and the hope of spiritual formation, it is possible for fundraising to 

be joy-filled. 

 The third perception is that the seventy-two missionaries witnessed amazing 

things. I am convinced that if the missionary fundraiser dives deep into the spirituality of 

fundraising, we will witness amazing things as God lovingly increases our faith and the 

faith of supporters. We know him more and see him at work in new ways if we believe 

and practice fundraising as a spiritual endeavor and a form of ministry.  
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 It is amazing how in the multi-directional practice of asking, giving, and 

receiving, even God benefits. The thanksgiving goes directly to him. In 2 Corinthians 

9:15, as Paul wraps up his appeal to the church in Corinth, he pours out an exclamation of 

praise: “Thanks be to God for his indescribable gift.” May our last line as fundraisers 

always be an expression of thanksgiving to God for his generosity and for his generous 

people. 

 John Vicary, Executive Vice President of U.S. Ministries, wrote an article about 

contact work in a mission-wide email to staff on April 8, 2019.  He wrote: “The more 2

we’ve talked about this, the more we’re convinced it (contact work) begins with a work 

far beyond human effort. This is more than a tactic or technique. It’s a calling and 

compulsion that happens in a heart stirred by the love of Jesus.”  3

 This type of calling and motivation can be a new reality as staff fundraise if a 

practical spirituality of fundraising is taken seriously in the future. If this happens, the 

spiritual calling and motivation in a heart stirred by the love of Jesus that fuels Young 

Life’s work with kids will be squarely connected to our practice with supporters. The best 

Young Life is yet to be done. 

 John Vicary, mission-wide email, accessed on 4.8.19. https://t.e2ma.net/message/7ozbdb/nx0m632

 Ibid.3
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Appendix A 

Research Design Outline 

2 Corinthians 8:13, 14 - “Our desire is not that others might be relieved while you are 

hard pressed, but that there might be equality. At the present time your plenty will supply 

what they need, so that in turn their plenty will supply what you need. The goal is 

equality.” 

1 Thessalonians 2:8 - “We loved you so much that we shared with you not only God’s 

Good News but our own lives, too.” 

John 1:14 - “The Word became flesh and made his dwelling among us. We have seen his 

glory, the glory of the one and only Son, who came from the Father, full of grace and 

truth.” 

Subject: Asking, Giving, and Receiving; A Practical Spirituality 

of Christian Fundraising  

Audience: The Young Life Fundraiser 

Ministry: Spiritual Formation 

Research Method: Narrative Research 

Engagements: Young Life archives, current literature, Scripture, interviews, and surveys 

Data Collection and Analysis: Survey Monkey and Qualitative Analysis 

Literature Review Categories: Generosity, Stewardship, Christian Fundraising 
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Appendix B 
Interview Guide & Sample Questions 

Initial Call or Email to Set Up Interview  
• Include: 

• Introduce myself  
• Where I work and what my role is in Young Life 
• What the project entails 

• Do not poise research problem directly to interviewee 
• Help them understand their role in the project as meaningful 
• Phrases to Include: 

• “You have been a key player in developing…..” 
• “You have had a distinct point of view” 
• “I want to talk to you about…..” 
• “In hopes that we can….” 

• Ask for a 30-minute conversation  
• Ask for email address to send them the pre-interview survey as well as the 4-5 main 
questions 

Structure of Interview  

Phase One - Riessman’s Abstract  4

Set Up and Warm Up 
• Thank them for taking the time to fill out the pre-interview survey and agreeing to the 
interview. 
• Ask permission to record and quote - to get the message and story accurately.  
• Talk about common friends, camp experiences, etc. 
Sample Questions: 
• What have you been up to lately? 
• What is going on in your world today? 
• I think we have some mutual friends... 

Phase Two - Riessman’s Orientation  5

Main Questions: 
• This is the scaffolding of the interview 

• Overall subject is covered 
• Gets conversation going 

• Encourage the interviewee to talk about the research problem that motivates the study 
• Create questions around the main problems 

 Catherine Kohler Riessman, Narrative Analysis (Newbury Park, CA: SAGE Publications Inc., 1993), 18.4

 Ibid. 5
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• Get to the experiences and understanding of the interviewee  
Sample Questions: 
• How did Young Life prepare you to raise funds when you first came on staff? Can you 
walk me through the process? 
• Were there formal trainings regarding fundraising? Informal? What happened during 
these trainings? 
• What has been your experience with fundraising? Is it fun? Miserable? Do you like 
fundraising? 
• Did you ever talk about the spirituality behind fundraising? 
• What did you see as significant turning points regarding preparing staff to fundraise 
well? 

Phase Three - Riessman’s Complicating Action  6

Probing Questions: 
• Used to keep the discussion going 

• To complete an idea, fill in a missing piece 
• Asking for more depth/detail 
• Asking them to continue along a line of thinking  

Sample Questions: 
• Can you bring me through that process step by step? 
• What made you think that? 
• What were your reactions to these realities? 
• Did this ever change? How? When?  
• What happened when a new system or supervisor was introduced? 
• Were there successful technological improvements that helped? Trainings? People who  
moved the organization forward? How did these help? 

Phase Four - Riessman’s Evaluation 
Follow-up Questions: 
• Encourage interviewee to expand ideas/thoughts 

• Ask questions specific to the comments the interviewee has made 
• Pursue concepts and themes 
• This is crucial for obtaining depth, detail, and nuance 

Sample Questions: 
• How would you have done it differently if you were in charge? 
• Do you have other topics close to this or themes we have missed? 
• Tell me a story of a donor’s life who was changed by being involved with Young Life 

Phase Five - Riessman’s Resolution  7

 Ibid.6

 Ibid.7
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Conclusion: 
• Allow the interviewee to feel good and provide assistance 
• Ask for documents they have, artifacts they may be aware of, and suggestions for 
others to talk to regarding the subject matter 
• Would you like to see my notes so you can see if I got this straight or if there is 
anything that you would like to add?  
• Thank them 

Phase Six - Riessman’s Coda  8

Post-Interview Self-Evaluation: 
• Use a critical eye 

• Where can I improve? 
• Are the questions too narrow or broad? 
• Is the information gleaned helpful for the project? 
• Do they agree with the problems that I see? 
• Did my questions lead to depth? 
• What themes are emerging?  

The interview worked if I feel absorbed and excited as I read the transcripts and find 
myself eager to share what I have learned with others. 

Keep This in Mind:  
• Most of these people are strangers. Work to establish a connection to allow for 
openness. 
• Start with easy questions, connecting mutual history and shared relationships as I build 
trust. 
• Move toward more difficult or sensitive topics. 
• Move back toward statements and questions that make them feel like a hero in a 
genuine way. 
• Listen for meaning. 

• Listen for adjectives and ask follow-up questions to gather depth. 
• This leads to nuance. 

• Be curious and ask follow-up questions for clarity and to gain precision. 
• Strive for vividness through narratives. 
• People may have bias based on gender, race, or experience. 
• Build self-disclosure into the interview, empathize, use reciprocity and self-revelation. 
• Return to less stressful questions - describe some victories. 
• End interview on a high note. 
• Allow the interviewee to show competence and triumph. 
• If interview is over the phone, work hard to verbalize things I would normally do non- 
verbally. 

 Ibid.8
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Interview Protocol Template - Share with interviewee via email before interview  
• What to expect 
• Written out main questions 
• Suggested time and date for interview 

Pre-Interview Survey: 
• When did you come on the Young Life staff? How many years did you serve? 
• What were your role(s) in Young Life? Include locations. 
• What was the catalyst for you coming on the Young Life staff? 
• How much money did you have to raise in your first year of Young Life staff? 
• How much were you raising each year when you left Young Life staff? 
• Why did you leave the Young Life staff? 
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Appendix C 
Sample Survey Questions  

• How long have you been on Young Life staff? 

• (Drop Down) What is your role in Young Life? (Mission Staff, SA, AD, ARD, RD, VP, 

Other) 

• On a scale of 1-10, does your knowledge of Scripture and Christian spirituality impact 

how you practice fundraising as a staff person? 

• On a scale of 1-10, how do you feel about the spiritual training your received around 

fundraising? 

• On a scale of 1-10, how do you feel about the practical training you received around 

fundraising? 

• (Drop Down) Where has fundraising training been given to you in the best form? New 

Staff Training, AD School, Leadership 1 or 2, PDD Coaching, from your regional 

director, from your vice president, from the Service Center manuals 

• Have you gone through PDD Coaching? 

• If so, on a scale of 1-10, rate your experience in PDD Coaching (if applicable). 

• Do you believe that fundraising is a spiritual endeavor? Why/Why not? (Short Answer) 

• If you could change fundraising training in Young Life, what would you do? (Short 

Answer) 
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Appendix D 

INFORMED CONSENT FORM 
Asking, Giving, and Receiving; A Practical Spirituality of Christian Fundraising  

You are invited to be in a research study that seeks to understand how fundraising can be 
a formative process and practice for the fundraiser. You were selected as a possible 
participant because you have had a front row seat to the fundraising history, training, and 
practice within the context of the Young Life mission or elsewhere in the Christian 
fundraising world. 

Background Information: 
This study is being conducted by me, Kevin Eastway, as part of my doctor of ministry 
(D.Min.) project at Western Theological Seminary.  My advisor is Dr. Benjamin Conner. 
The main questions that drive my research include: Can the practices of fundraising be 
re-conceived so as to be motivated and practiced from a theological foundation and as a 
spiritual practice? Is engaging a person in a support conversation actually something that 
can result in both the asker and the giver finding a new and deeper expression of joy and 
thanksgiving to God?  
 As a result of these primary questions, the two core research questions that I am 
addressing in this project are: In what ways does raising support for Christian 
organizations connect to the practice of the faith?  Could fundraising be re-conceived in 
terms of Christian spirituality? 

Procedures: 
If you agree to be in this study, I would ask you to do the following: speak with me for 
one hour to have a conversation about your fundraising experience in Young Life - either 
in person or via phone. I will ask you a set of questions and you are free to answer them 
as fully as you are able or not answer them, as you would prefer.  I will be taking notes 
and may, with your permission, be recording this interview.  

Risks and Benefits of Being in the Study: 
The study has several risks for Young Life staff: First, it may be difficult to talk honestly 
about your experience in fundraising training and practice in Young Life. Second, due to 
the nature of the historical surveying of Young Life through your story, your name will be 
included in the project. Similar notions of risk may be true for people outside of Young 
Life as well. 

There are no direct benefits of participation for interviewees. 

The indirect benefits include strengthening the training and practice of fundraising in 
Young Life and participating in an important conversation that impacts the Young Life 
mission. 
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Voluntary Nature of the Study: 
Your decision whether or not to participate will not affect your current or future relations 
with Western Theological Seminary and/or Young Life. If you decide to participate, you 
are free to withdraw at any time without affecting those relationships. You will be given a 
copy of this form to keep for your records.  

Contacts and Questions: 
If you have questions later, you may contact me: 
keastway@mac.com 
Phone: 616.970.7140    
Advisor: Dr. Benjamin Conner - benjamin@westernsem.edu 

Statement of Consent:  
I have read the above information or have had it read to me. I have received answers to 
questions asked. I consent to participate in the study. 

Signature           Date   

Signature of Researcher         Date    
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Appendix E 

Journal 

 The booklet on the spiritual anchor points of fundraising will come from chapter 

four of this project and will be accompanied by a fundraising journal that Young Life 

staff members will utilize in the PDD coaching program. 

Personal Donor Development Journal 
Week #1 

Read Luke 8:1-3 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates wth you? 
• Knowing that Jesus chooses to live on financial support, how can that help you as you 

anticipate being a fundraiser? 
• As you anticipate name storming this week, how are you feeling? Why are you feeling 

that way? 
• How will you make sure that your name storming list values diversity? 
• If you could change one thing about how you feel about name storming this week, 

what would it be? 
• Today I am thankful for: 
• Take it to the Lord in prayer. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week #2 

Read Luke 10:1-7 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates wth you? 
• What are the “wolves in your head” (v. 3) that may keep you from fundraising? 
• What does your family think about your need to fundraise? 
• How will you properly tell them about how you feel about fundraising? 
• What do you think of Jesus’ “do not greet” statement in verse 3? 
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• What do you think about “do not move around from house to house” statement? 
• How will you inhabit the lives of your supporters in the future? Be specific. 
• Read Luke 10:17  
• Where do you anticipate joy in the process of living on the support of others? 
• Take it to the Lord in prayer. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week #3 

Read 1 Corinthians 9:3-14 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates with you? 
• Re-read verse 10. How do relationships with our supporters enable us to “share in the 

harvest” as fundraisers? 
• Re-read verse 12. Why did Paul decide not to exercise his “right of support”? What are 

some instances where you will not exercise your own right of the support of others? 
• Re-read verses 7-10. What will you do to build a spiritual community of supporters as 

you anticipate fundraising?  
• How did you feel putting in Target High/Low, Priority and Strategy in your LIVE PDD 

Tool?  
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week #4 

Read 2 Corinthians 8 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates with you? 
• Re-read verses 2-5. How is storytelling an an important part of fundraising? 
• Re-read verse 7. What will you do to kindle love in potential supporters of the 

mission? 
• Re-read verse 14. What is the “plenty” that you have to offer the relationship with your 

supporters? 
• Re-read verse 24. How will you prove to people that you genuinely love them and are 

not pursuing a relationship for a donation only? 
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• How are the concepts of grace and giving connected in the context of this passage? 
Where have you experienced them simultaneously in your life? 

• What feelings or emotions came up when you did your practice phone call and practice 
face-to-face meeting? How will you navigate these emotions when you have face to 
face meetings with potential supporters in the coming week? 

• Write out a prayer that addresses all of these aspects of fundraising for the coming 
week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week #5 

Read 2 Corinthians 9 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates wth you? 
• Re-read verse 10. How does asking, giving, and receiving as fundraisers“enlarge the 

harvest of righteousness” as you build relationships with supporters? 
• As you read about a community of givers in this passage, how do you see the multi-

directional benefits of that community?  
• How is the community benefited?  
• How is God benefitted?  
• How are the asker and receiver benefitted? 
• Are your goals this week Specific, Measurable, Attainable, Realistic, and Time-

Sensitive (SMART)? 
• How do your SMART Goals feel for the upcoming week as you invite donors into the 

redemptive work of God in the world through the mission of Young Life? 
• Who is the person who will hold you accountable to these goals?  
• Call them and ask them to call you in five days to ask you how it went. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week # 6 

Read 1 Thessalonians 2: 2-8 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates with you? 
• Where do you need courage from God this week? 
• How will donor work be a spiritual practice for you this week? 
• How will you share your life with supporters this week? 
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• Where were you proud of yourself this week in fundraising? 
• Why did this make you proud? 
• How can you replicate this as you fundraise next week? 
• Put a phone call or an appointment on your calendar for next week that will give you 

an easy “win.” 
• Write 8 thank-you notes to current supporters this week. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week # 7 

Read Matthew 6:24-34 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates with you? 
• How will you make sure that you do not become a slave to the money side of 

fundraising this week? 
• How will you value people over your fundraising needs and process? 
• How has God proved to you that he cares about your material needs this week? Your 

spiritual needs? 
• What are you worried about with regard to fundraising this week? Take those worries 

to the Lord in prayer. Now. 
• What made you scared this week in fundraising? Why were you scared? Who can you 

talk to about this fear this week? 
• Make an appointment for next week to flesh out that fear with someone you trust. 
• Write 8 thank-you notes to current supporters this week. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week # 8  

Read 1 Corinthians 9:24-27 

• As you read this Scripture with a fundraising lens, what stands out to you the most in 
this passage? 

• What is something about this passage that surprises or resonates with you? 
• How are you training yourself spiritually this week to run the fundraising marathon? 
• How are you being relationally purposeful with potential supporters in your life? 
• Write down a quick story of an appointment or call that went well this week. Why did 

it go well? How did it bring you joy? 
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• How do you feel like fundraising is forming you spiritually? 
• Who are going to be the important people in your support community? Why are they 

important? 
• Write 8 thank-you notes to current supporters this week. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week # 9 

• What gave you joy in fundraising this week? 
• What was the most difficult part of fundraising this week? 
• How are you engaging your prayer strategy? Invite 4 new people in your community 

to engage your prayer strategy with you. 
• Is your LIVE PDD Tool up to date? If not, spend some time cleaning it up. The tool is 

only helpful if you keep it clean and up to date. 
• What are you looking forward to in fundraising this week? Why does that excite you? 
• Write 8 thank-you notes to current supporters this week. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week # 10 

Remember the biblical foundation for living on support: 
• Luke 8:1-3 
• How will you hope to receive spiritual life this week as you fundraise? 
• Luke 10:1-7  
• How will you remember that our mission is “God’s Field” this week? 
• How will you pray to the Lord of the Harvest this week? 
• Philippians 4:10-20  
• How will you have a spirit of contentment and thankfulness this week? 
• Are you still using SMART Goals each week? How are they going? Are they Specific, 

Measurable, Attainable, Realistic, and Time-Sensitive? 
• What gave you joy in fundraising this week? 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 
• Write 8 thank-you notes to current supporters this week. 
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Personal Donor Development Journal 
Week # 11 

Read Luke 8:38-40, Luke 5:14, and John 1:50-51 

• As you read these Scriptures with a fundraising lens, what stands out to you the most 
in these passages as you think about communicating with supporters? 

• How will you “tell” 5 new people about your mission this week? Who are these 
people? Call them and invite them to coffee. 

• How will you “show” 5 of your current supporters what God is up to in your mission? 
• How will you “invite” 5 of your current supporters on a deeper spiritual journey with 

God through your mission this week? 
• Write 8 thank-you notes to current supporters this week. 
• Write out a prayer that addresses all of these aspects of fundraising for the coming 

week of inviting supporters to be a part of the mission. 

Personal Donor Development Journal 
Week # 12 

• What has been the hardest thing about the PDD process for you in the last 3 months? 
• Explain. 

• What has been the easiest thing? 
• Explain. 

• What is the most important thing for you to remember as a fundraiser?  
• How have you been surprised by yourself in the process? 
• How have you been surprised by God in this process? 
• Which piece of working with supporters do you need to grow in the most in the 

coming weeks? 
• Write out a prayer for the coming weeks of fundraising work. 
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Appendix F 

Personal Donor Development Coaching Field Guide 

        This field guide is to help Young Life PDD coaches in their quest to coach staff in 
a practical spirituality of fundraising through the Personal Donor Development process. 
Below, you will find a week-by-week guide for each of the twelve calls that you will be 
having with the person you are coaching.  
        The field guide contains passages from the Scriptures, conversation starters, and 
theology around how asking, giving, and receiving impact the formation 
of spiritual communities as we fundraise. Also included are weekly discussions 
around assignments that Young Life staff must complete in order to be released to 
ask friends and family for financial support for the mission to reach teenagers in their 
community. 
        May your journey with the Lord and your friends and family be formational as you 
fundraise as a missionary who lives on the generous support of others. 

Kevin Eastway 

Note: Portions of this field guide originate from material in Young Life’s Personal Donor 
Development Manual. Used with permission from Patrick Rhoades, Young Life Director 
of Field Development. 

Week # 1 - Personal Donor Development Coaching  

OPEN WITH PRAYER 

GOAL OF THE PDD PROCESS: To help YL staff see fundraising as 
an effective means of ministry.  

• We want to help you see the fundraising process through the lens of discipleship. 
• You each have something significant to offer people - stories of Jesus changing lives of 

kids, leaders, and donors. 
• We never want to treat people like ATM machines - only making withdrawals when we 

need something from them. We must make deposits into their lives with regularity.  

THE PROCESS 
• The goal of this process is to help you put together a complete plan for raising your 

support, as well as cultivating a team of people to partner with you in ministry. It is 
designed to be used in conjunction with Young Life’s Taking Donors Seriously (TDS) 
manual, Nouwen’s The Spirituality of Fundraising, and Shadrach’s book Viewpoints. 
The blueprint of your support raising will be unique for you, but the framework will be 
built with tried and true principles. 
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• We will work hard to build the theological, philosophical, and practical foundations for 
 successful donor discipling and fundraising. We want to help you have these                  
 foundations: a healthy perspective, proper tools, and effective strategy with regard to  
 the fundraising process.  
• We want you to develop a healthy cadence of doing donor work as part of your YL job, 
 approximately 5 to 8 hours per week. 
• The most difficult part of the process is being committed to pray and putting in the time 

each week. 
• Your coaching experience will be 3-month process. There will be a good amount of 

group interaction in our cohort the first 5 weeks as we build a base for asking.  
• In week 5, you will be released to ask if you have a case statement in hand and all of 

your assignments completed. Please do not have any donor meetings in the meantime. 
• Do not get ahead of yourself. 

CORE BELIEFS IN PDD MANUAL 
• Review “Partnership with God” section. 
• Review “Commitments” section. 

BIBLICAL FOUNDATION  
• How does this passage relate to us and the PDD process? 
• What should we pay special attention to? 
• Are there things that surprise you in these verses? 
• What feelings come up and resonate with you? 

Luke 8  

Proclaiming Good News 
• Jesus is out and about, building relationships in the towns he is visiting. 
• He is not just in his office strategizing and waiting. 
• He went with a plan and purpose and a team. He is executing the plan to proclaim good 

news. 
• Jesus’ work is visible and the story was worth sharing. 

Rag-Tag and diverse bunch of supporters 
• We see potential mental health issues, spiritual issues, anonymous donors, questionable 
 people, and enemies. 
• Jesus is in the business of esteeming people and giving them a role in his work. 
• The women are named - there is a relationship here with some of them. 

• As fundraisers, we must remember that God chooses all sorts to help support his 
work, not just church people, not just rich people. 

• It is important to think about people who don’t fit the mold when we start name-
storming 
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 for fundraising. 
• Do not only include businessmen in your list of friends and family. 
• Donors do not need to be rich, drive a Jaguar, and own a house on the lake. They 

can have a wide range of financial, spiritual, emotional abilities 
• The women are potentially connected to others too (Mary from the town of Magdalene, 

and Joanna in the political arena). 

What is the common denominator with these women? 
• They had experienced JESUS. They have been served by Jesus and some had been 

cured. 
• We get to put people in places where they could have a life-changing experience with 

Jesus though the mission of Young Life. 
• The outcome is generosity -  people who had a life-changing experience with Jesus 

give of themselves because they become more like him. 
• We have a story to share as well. How is God working in my life?  

The women are participating in ministry with Jesus in the context of community 
• They are invited into new life and meaning with Jesus. 
• Jesus does not fundraise in one city and then head to another city to do ministry - he 

brings them along on the journey to see him at work. This is ministry. 
• They understand the significance of Jesus' mission because they see it in action - and 

want to be a part of it. 
• We get to do the same thing with supporters of Young Life. 
• They play a very important role of supporting the mission of Jesus and the disciples.  

“Out of their own means" 
• The women are offering what they have and are the source that God uses to propel his 

mission forward.  
• They each find their unique way of supporting the kingdom work of the mission in 

each of the towns. 
• As missionaries who live on support, we help adults to find their unique way of 

supporting the mission in our communities. 
• There is a place for everybody we know in this process. 

Even Jesus chooses to live on financial support  
• Jesus does not rain support for the mission down from the sky. He chooses to engage 

people and invite them on a journey towards NEW LIFE as they support him and his 
ministry.  

• The women are contributing their support to Jesus and the disciples in an active, caring, 
and practical way. A present way. 

• This is Jesus’ model of building ministry support for mission work and is a community- 
   building endeavor.  
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• Jesus always chooses interdependence over independence. So must we.  

We see that fundraising as ministry is anchored in: 
• Mission  
• Community 
• Love 
• Spiritual Formation  

TOOLS OVERVIEW 

TDS & PDD Manuals  
• Note especially the appendix in PDD manual. There are some helpful resources there. 

Prayer Strategy 
• Do some reflection on how you are feeling about the fundraising process. 
• Include Scripture, days of the week, and specific times in your strategy. 

LIVE PDD Tool 
• TDS Overview Tab 
• Coaching Covenant Tab 
• Action Items Tab 
• PPL Tab 

NAME-STORMING 

Name-storming is brainstorming for names. In this assignment, you will think through all 
aspects and seasons of your life to think of everyone you know. You will then record it in 
the PPL Tab in the Live PDD Tool. Include everyone. Your goal is to get to 200 names. 

Remember: 
• You most likely will not end up meeting face to face with 2/3 of the people on the 
    name-storming list. We will answer some questions about all the people later in the     
    PDD Process, and you will end up meeting first with the people who love you, have a 
    generous tendency, are familiar with YL, and love Jesus.   

• The people at the top of your list will be your biggest fans. 
• It is easy to make excuses for why people cannot give. “They are too old, too 
   poor, they are going through a divorce, or have cancer.” 

• Do not make excuses for them.  

Where do I start? 
• Start with your inner circle of closest people: 

• Friends, family, and community in the season you are in now. 
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• Current church small group, neighbors, friends at the gym, people you engage 
with regularly via face-to-face or via phone/txt/social media.  

• People who are “all in" with you. 
• Move outward from there in layers (think like the rings of a tree as you start from 

the center and move towards the outer edges of your life). 
• The last place(s) you lived 
• The last job(s) you had 
• The last church you engaged with 
• Friends from a YL summer assignment at a camp 
• Remember that time you did YL summer staff or work crew at a YL camp? 
• College friends 
• Friends of your parents 
• Old YL kids that have real jobs now 
• High school friends 

• When you run out of ideas: 
• Scroll through the contacts on your phone 
• Facebook friends that you forgot all about  
• Check out the great list on page 24 in PDD Manual 

PERSONAL CASE STATEMENT 

• The Case Statement is a fancy brochure that the Service Center will help you design 
and print. 

• It is a spring board for story-telling, not a booklet or an all-encompassing graphic. The 
goal is to paint a general picture of the YL mission in your community. 

• You will supplement with stories and explanations when you meet with people. 
• There is a sample case statement in your Google Drive folder. Take a look at it first as it 

may answer any questions you have. 

Pictures 
• Make sure that they are close ups of people's faces. We want the Case Statement to 

convey the smiles on faces and the look in people's eyes - something that the people 
reading the case statement can connect with when they are reading it.  

• Include a picture of your family, spouse, kids, doggies, friends etc. 

Giving Plan and Giving Plan Calculator 
• The calculator is in your Google Drive folder. 

• Use this to figure out how many partners you need, at which dollar levels, to reach 
your annual fundraising goal. 

• Shoot to have the number of total monthly partners be around 15-25 supporters. 
• It is important that various socioeconomic levels of people are invited to support your 
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   mission. 

Area Overview 
• This is a summary of what is currently happening in your area - three bullet points will 

suffice. Clubs, Camp #'s, Campaigners, etc.  

Vision for Area 
• Talk to your supervisor about the vision for the area. 

Budget 
• Talk to your supervisor about the budget of the YL area. 

• Show the whole area budget. 
• It shows the big picture of what is happening in the entire YL area. Be prepared to 

tell donors what the Program/Office section entails. 

Break the chart into three categories: 
• Staff Salary/Benefits 
• Training & Travel 
• Program & Office (Everything else - service charge, office, mileage, etc. can go in this 

portion of the budget chart). 
• Take the whole budget number, subtract the staff salary/benefits and training/travel. 

The number you get is Program/Office. 
• If you have a large camp scholarship need in your area, include that in a fourth piece in 

the budget. 

  !  

• Creating the case statement with the help of Creative Services at the Service Center is 
about a 2-week process. 

• Get the ball rolling NOW. 
• The Service Center will send you a series of proofs to edit and tweak. 

• You may want to print the case statement locally. It's usually cheaper this way. 
• Ask the SC to send you a high-quality PDF when they send you the final proof. 

• You will need 100 printed copies of the Case Statement. 
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Giving Link 
• Talk to the Help Desk at the Service Center about setting up a giving link on your area 

website for you. 

NEXT WEEK’S ACTION ITEMS 

!  

Questions? 
Please do not hesitate to reach out to me via txt, email, or phone at any time as the PDD 
Process unfolds.  

CLOSE IN PRAYER 

Week # 2 - Personal Donor Development Coaching  

OPEN WITH PRAYER 

BIBLICAL FOUNDATION  
• How does the passage below relate to us and the PDD process? 
• What should we pay special attention to? 
• Are there things that surprise you in these verses? 
• What feelings come up and resonate with you? 

Luke 10  

Always begin with prayer and end with work 
• Pray to the Lord, he is King of the harvest and wants to invite more missionaries into 

HIS field - leaders, donors, committee, etc. 
• Earnest prayer precedes STRATEGY. 
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• As missionaries who live on support, we are missionaries in God’s Kingdom. 

We are appointed and not alone (v. 1) 
• Jesus delegates leadership to trusted friends. We should follow this example. 
• There are not very many people doing this type of work (only 72). 
• You may feel alone - but you are not.  

• Jesus sends them out two by two. You have your Cohort, PDD 
Coach, Field Development, and your supervisor helping you do this. 

• Raising support and living off of support must be a communal action. Always fundraise 
in the context of community. 

Go with a purpose (v. 3) 
• Get out there in his field. Go for it. Don’t sit in your office and only strategize or only 

set up tent at the mission fair in churches - invite individuals to come work with you. 
• You can sense the urgency in Jesus’ instructions and vision.  

• You have an urgent and important vision in your YL area as well. 

This process may be difficult at times (lambs/wolves) (v. 3) 
• Living on support as missionaries can be risky business. 
• There will be people who question you, do not understand what your mission is or even 

oppose you. 
• I love that lambs need to depend on someone other than themselves for protection 

and provision. We are in a vulnerable place - we must learn to rely on God.  
• You will face trouble in this. God knows about this trouble though, so take heart. 
• What are the ‘wolves’ in your head? Doubt? Fear? 
• We must be prayerful and keep our guard up for those that Satan might use to trip us up 

in our mission. 

Do not take anything (v. 4) 
• Leave behind anything that keeps you too comfortable or may be a crutch in 

the fundraising process. 
• “I am smart enough, hardworking enough, know enough rich people…” 
• We have a tendency to rely on these type of things for provision and protection. 

God is our protector.  
• God will provide for us through the generosity of his people. 
• Do not carry your own strength with you. 
• Part of trusting God is receiving the generosity of others. 
• We need to ask ourselves “what do I rely on too much that might keep me from relying 

on the Lord in this process?"  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Do not greet  
• What do you think about "do not greet" statement? 
• Being focused on the right things can be difficult for YL staff.  

• There will be good distractions in the YL work along the way, but we cannot do it 
all.  

• Be intentional and not distracted relationally. 
• You cannot be ‘all things to all people'. 

• Focus on the goal of keeping our eyes on Jesus and arriving at the destination that 
he calls us to. 

• He is asking us to “Trust where I am sending you.” 

Go to them (v. 5) 
• Do not just send potential supporters an email or a letter in the mail. 
• Engage with them in person and on a personal level as much as possible. 
• Meeting with supporters face to face is key if they live nearby. 

Proclaimers of peace (v. 6) 
• Proclaim a posture of peace first when you are meeting with potential supporters of the 

mission. 
• How do we do this? 

• The look in our eyes 
• Our body language tells so much. 
• How we engage with them with the inflection and tone in our voice. 

• Pray for peace in the relationships, ask for peace to precede your phone calls, meetings, 
and all interactions.  

• God is preparing their hearts to hear more about his story. 
• Pray and then pay attention to your gut (follow the spirit.). 
• Proclaiming peace lessens anxiety around relationships and fundraising. 
• Stick it out with people relationally, even when they decide not to give. 
• Don’t give up on people. 

Jesus’ thankfulness and no-complaining policy (v. 7) 
• Receiving from God (through others as well) is an important part of gospel living 

as missionaries. 
• Honor the giver with your thankfulness. 
• It is good to be thankful to God and others, whatever they give us or don’t give us.  

• Never complain about how much a supporter decides to give. 
• There is a humility piece to receiving from others that is vital for the spiritual formation 

of the fundraiser.  
• Do not hesitate to accept hospitality and generosity of God through the gifts of his 

people. 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Missionaries deserves their wages 
• You are doing difficult work as a missionary 
• Anyone else with a job supports themselves with the wages. 

• You have that right as well.  
• There is a promise from God here: ”I am going to provide for you. Wages, food, drink, 

shelter.”  
• God cares deeply about the people who are doing his work, and promises that we are 

worth it. 
• There is no reason to feel guilty about receiving pay to do God’s work. 

What do you think about "House to House" statement? (v. 7) 
• Jesus values stable relationships and community.  
• Imagine the stories around the dinner table each evening after the disciples returned 

from the day of preaching and healing. Amazing I am sure. 
• Jesus calls us to inhabit the very lives of our supporters and their families. 

• To pray for them, eat meals with them, share time and space with them. 
• Donor relationships must be long term, loyal & consistent relationships. 
• We do this well with kids in YL. It translates easily with donors if we choose. 
• We must note that there is a greater possibility for conflict, deeper connections, as 

well as grace in the relationship between the supporter and the missionary. 
• Do not bail when things get hard with people. Stick it out with them. 

This process is not only about raising your budget  
• You are not a door-to-door salesperson blowing through town trying to get all you 

can from the wallets of your family and friends. 
• We are here to be incarnational with the people who support us. 
• To live life with them in close proximity; spiritually, emotionally, and missionally. 
• Spend time with them.  
• Get to know them on a personal level as you ask about there lives, as you get to 

know the names of their kids, spouse etc. 
• Care for them DEEPLY. 
• Pray for them often. 
• Allow yourself to receive from them with regularity. 
• Do not put limits on what others are willing to give. 

• Our own nervousness with receiving may put limits on the relationship. 
• We must be increasingly self-aware as fundraisers.  

• Do not go all over the place knocking on every door for donations. 
• God has prepared people ahead of you to support you as you support them. 
• Support is mutual and communal. 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We see again that fundraising as ministry is anchored in: 
• Mission  
• Community 
• Love 
• The Hope of Spiritual Formation  

Remember as we go through all the nuts and bolts and get further into the PDD process, 
that there is a great biblical foundation for missionaries (like us) who living on 
support. Go back to  these Scriptures when you feel like you've hit some bumps or feel 
discouraged. 

We are not the first people that Jesus has sent out to live on support as missionaries. Lean 
into these scriptures. 

LAST WEEK'S ACTION ITEM REVIEW 
     
Prayer Strategy  
• Share the prayer strategy with your family, AD, RD, and committee so they can partner 

with you in prayer. This is a great way to engage people on a spiritual formation level. 
• “We are in a Spiritual WAR here and war requires strategy, not just whilly nilly 

freelance prayer” - Daniel Bacquet YL AD, Santa Maria, CA 
• It is nice to have a bit of structure around praying to remind us that God is in control. 
     
Case Statement  
• If you have not received a proof from the SC, call them today and ask to have it. 
• Email current proof to your coach. 
• Have other people proofread your Case Statement. 
• I will look for flow, content etc. Have someone else look at commas, semi-colons, and 

spacing etc. 
  
Name-Storming 
• How did it feel? Any fear creep in?  
• See Connecting with Long Lost Friends (PDD manual) as well as chapters 18 and 52 in 

Viewpoints for name-storming encouragement.  
• Include everyone you know to get to 200 names. 
• Don’t make excuses in your brain for people. Simply put them on the list. 

�192



NEXT WEEK'S ACTION ITEMS 

�

Transactional Giving & Transformational Giving 
• What goes through your brain when I say those two types of giving? 

Money Exchanged or Lives Changed? 

Transactional Giving  
• A transaction takes place between a person and an organization. 

• People give because they get something in return. Like a tax write-off, or winning 
something at an auction, etc.  

• Some people feel obligated because of goods and services they have received from the 
organization. 

• “My kid really likes YL. I should probably give them some money.” 
• There is nothing wrong with this type of giving. A transactional gift is often an entry 

point to giving for many people. 
• As people get to know Jesus better through the act of giving, we want to move people 

away from Transactional Giving to Transformational Giving. 

Transformational Giving 
• Transformational giving is a much more personal form of giving. 
• People give because they are being transformed, through the Spirit, by the act of 

generosity. 
• Their lives are being changed as they are invited into the story of Jesus and kids 

through YL in our communities. 
• People also give because, in addition to their lives being changed, the lives of kids/

leaders in their community are being transformed. 

Closing Thought 
Luke 10:17 "The seventy-two returned with joy and said, ‘Lord, even the demons submit 
to us in your name.’ ” 
• All 72 of the missionaries made it back to Jesus - they all lived to tell the tale - and you 

will too. 
• I’m convinced that if you dive deep in the PDD process that your outcome will be joy. 
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• Fundraising and living on support will be hard, but you will witness amazing things, 
and God will use you in incredible ways. 

Questions? 
EXTRA FUN READING 

• Here is a great article from Entrepreneur regarding a few habits that will help you be 
more productive.  

CLOSE IN PRAYER 

Week # 3 - Personal Donor Development Coaching  

OPEN IN PRAYER 

BIBLICAL FOUNDATION  

Think about this passage from the PDD perspective. 
• How does the passage below relate to us and this process? 
• What should we pay special attention to? 
• Are there things that surprise you in these verses? 
• What feelings come up and resonate with you? 

1 Corinthians 9:3-14 - The Missionary’s Bill of Rights 

Judgement of others (vv. 3 ff) 
• Paul is being judged - people were making him feel guilty about the funding 

of ministry.  
• We can sense his frustration with people who do not understand his mission. 

• Some people might not be on board with what you are doing with our mission in 
YL or the fact that we fundraise. 

• We must learn to tell people how YL is set up, the value it gives to a 
community, and that it is a worthy investment. 

• Because we are called to this mission, we should earn our living from this work. 
• We shouldn’t feel bad. Our hope is that people are excited to invest in this type of 

partnership and kingdom-building endeavor. 
• Do not get defensive.  

• Be gentle (like Paul is later in the chapter). Explain the ministry well, 
help supporters think about YL and donor work from a biblical perspective.  

• Learn to speak the language of the donor. 

Community-backed and shared responsibility (v. 7) 
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• There are some things that communities back and pay for that are vital to a 
community’s well-being: soldiers, roads, bridges, schools, government officials, etc. 
AND the YL staff person.  

• People pay willingly for other services: cable put in, electrician to do work, etc. 
• How can we help people give willingly to the Lord’s service?  

• We must help supporters see how vital their role is in our mission. 
• They are holding one of the four corners of the mat of the paralytic. 

• Leaders, staff, committee, and supporters all work together to bring kids to the 
feet of Jesus. 

• We also receive FROM the community in which we serve. This is a big piece of gospel 
living. 

God's concern for the missionary (v. 9) 
• Yet again, we are reminded that God is concerned about our well-being as missionaries. 

• We are yoked to God and to others in the mission. We have an opportunity to share 
the harvest with others. 

• Take good care of yourself and let others care for you as well. 
• The outcome of God’s concern for us leads to HOPE for the fundraiser. 
• We have the honor of inviting others into this concern that God has for people. 
• His concern starts to transition into a community-building endeavor as the missionary 

lives on support.  

Building God's community (vv. 7-11) 
• The YL staff person is the builder of a spiritual community of leaders, supporters, 

committee, kids. 
• People have different roles in the kingdom and supporters play a big role in this. 
• We must learn to engage in the great honor of deep relational work with supporters. 

Donor work is sharing in the harvest 
• Fundraising is an invitation for inviting people to share in harvest with us in YL. 

• In the end, we all participate and enjoy the blessings in the harvest together.  
• Donors get to relate to their resources more rightly as they share the harvest that 

God has given them as well. 
• We all become more spiritually rich because of the sharing of resources, life, 

and stories of Jesus. 
• Are we being generous with our finances as well? 
• How well are we sharing our lives and our money?  

The curveball (also known as) “The Right”  (vv. 11-12) 
• Paul mentions that he does not use the right to ask for material support in this 

certain situation. 
• What does this say to us? 

�195



• We don’t use “The Right" to ask for support from someone if it is going to hurt 
God’s cause to reach them. 

• We don’t want our rights as missionaries to move toward a sense of entitlement.  
• We must be ready to give a humble defense and also be ready to walk away from a 

financial ask to keep relationship intact and the Gospel Person (Jesus) 
moving forward in the life of a supporter. 

• Paul is not forcing the Corinthian’s discipleship in this area of giving, but rather is 
encouraging them to think about it from a different perspective . 

• Be OK when people do not give. Do not force anything on anyone. 
• Bill Hautt: “I am  never concerned with leaving money on the table because I’m never 

leaving the table.” 
• We must keep trusting God as fundraisers and not lose heart when we prayerfully 

decide to not use “The Right” with a potential supporter.  

Receiving our living from the Gospel  (v. 14) 
• We sometimes feel guilty that we receive our living from YL work. 

• This is a lie from the Devil. 
• As missionaries, we are a part of a good thing and we are worth it. 

• We must remember the Gospel is a PERSON (not only a story). Jesus gives new types 
of spiritual life to all involved in his work. 

• Our work as missionaries and fundraisers can be LIFE GIVING.  
• When we are involved with presenting Jesus, we receive more of his type of life. 

• In a physical & spiritual sense.  
• He promises that the meeting of our and our donors’ spiritual needs is an aspect 

of the missionary journey. 
• We must remember that this is a command from God. May this be empowering for us 

as missionary fundraisers who live on support. 
• We give away much of ourselves in this job. BUT God is giving to us in a major way as 

well. 
• We see that asking, giving, and receiving are important parts of gospel living in the 

New Testament. 
• We need others (supporters/leaders/committee) to help us reach kids. 
• Our culture is to do it on your own. God's model is ministry in community. 

• Once again, we notice Jesus’ model of choosing interdependence 
over independence. 

• Others (supporters/leaders/committee) also need us. 
• They may not realize it, but we all long to see and experience Jesus in a new way. 

• Being involved with the mission of YL gives invigorating and new glimpses to see 
the Savior at work in incredible ways. 

We see again that fundraising as ministry is anchored in: 
• Mission 
• Community 
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• Love 
• Spiritual Formation 

LAST WEEK'S ACTION ITEMS REVIEW 

Prayer Strategy  
• How’s it going? Share a story of answered prayer with the group. 
• Create space and change your pace to slow down and plan to pray. Make prayer a habit. 
• Remember to invite others into this prayer strategy. This is a wonderful way to sow 

spiritual seeds in the lives of people in your community. 

Are you putting in the 5 to 8 hours per week? 

Case Statement  
• Did you get the Case Statement proof back from the SC? How does it look? Too many 

words? 
• Are the giving plans added into your case? Make sure your area number and giving link 

is correct on your local area YL website. 
• If you feel like Creative Services is being slow, call them. 

PPL Review 
• How did the attributes go? Do you feel like you have a good grasp of the people on 

your list? 
• Remember, this is a type of a spiritual and relational gauge that helps us think about 

“How do we get them closer to Jesus and YL?” How do the 3’s become 4’s as they 
think about stewardship and generosity?  

• The attributes column implores us to slow down and properly think about people; how 
to approach them, honor them, and pray for them.  

Addresses  
• Add in what you have and do not ask for contact information from people quite yet. 
• You can ask your parents for contact information of other people, etc. 
• We will be sorting the list soon and if you do not have the contact info of people toward 

the top of your PPL list.  
• Use the Phone/Appointment Scripts in Google Drive folder to ask people appropriately 

for contact information. 

AD/RD Appointment 
• How did the appointment with your AD/RD go? 
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• This will be something that will not be a weekly assignment. As your coach, I want you 
to update your supervisor regularly. They are a great resource for you. 

Nouwen Article  
• What did you learn from Nouwen in the last few weeks? 
• Example: 

• Student A - “I ask for Money Standing Up.” The importance of being confident in 
what we are doing. Staying confident if someone is supporting us or not. We are not 
beggars.  

• Student B - I struggle with my pride when I think about fundraising. Family has 
been there so much for me.  Now, here I am, going to come and ask again for 
another type of support. I have to wrap my heart around fundraising as a ministry.  

• Student C - Realizing that I have resources to share as well is a big deal. 
• Student D - Money is Taboo. I don’t like to ask for help.  
• Student E - Bringing the spirit of gratitude to our relationship with others allows us 

to enjoy the freedom of loving people. Our identity is in Christ, and that is enough. 
• Student F - My family’s relationship with money makes the thought of asking 

frustrating. I must remember that people want to do it out of the goodness of their 
hearts.  

NEXT WEEK'S ACTION ITEMS 

�

NOTE: 
Target high/low in the PPL 
• Think in terms of monthly donations, making sure that Target High matches what is in 

your giving plan on the case statement. 
• Take your Target Low and multiply it by 3 or 4. This is your Target High. 
• Add Priority & Sort the List (instructions in Strategy Cell in LIVE PDD Tool)  
• Add Strategy 
• Remember, we do not set strategy based on our feelings. We sort the list by Target High, 

Attribute, Priority, and then set Strategy. 

Cover Letter 
• These will be used later on in the asking process. 
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• There is a great example of a cover letter in your Google Drive folder. 
• It must include a short story of you and a YL kid, and a sentence that you will be 

following up with a phone call in a few weeks. 
• No longer than one page. 

EXTRA FUN READING 
• Summary of Nouwen Article  
• Compliment the Donor - Not your Organization - New York Times 
• Getting Over Phone Anxiety - Part 1: Why It’s Time to Stop Being an Email Person and 

Start Being a Phone Person 

Two weeks from today you will be released to ask if you have printed case statement 
in hand and ALL of your action items completed. 

An unfinished case statement is the most common thing that keeps people from 
being released to ask. 

Questions? 

CLOSE IN PRAYER 

Week # 4 - Personal Donor Development Coaching  

OPEN IN PRAYER 

BIBLICAL FOUNDATION  

2 Corinthians 8  

Story telling (vv. 2-5) 
• Paul is writing a ministry update (newsletter) to the church in Corinth as he 

is attempting to collect the collection from the Corinthians for the church in Jerusalem.  
• We must learn to tell the story and then invite others into the story of our mission as 

we fundraise. 

Extreme poverty still results in generosity 
• In the midst of a trial (extreme poverty), the Macedonians have demonstrated rich 

generosity in their support for God’s work in the world through the local church. 
• We must invite friends who are going through trials to financially support our 

mission. It might end up being the place where they see Jesus working the most 
in their lives in comparison to the trials that they are facing. 
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• Even in hard times we must also give to God. 
• Joy is the outcome. 

• We cannot count people out who we think are spiritually, emotionally, or financially 
“poor.” 

• We can never make the decision on our own if they are able to give. Let the 
supporter make that decision on their own accord.  

• We MUST ask them to give to God’s mission to make all things right. 
• Sharing in this mission is a privilege to those we invite in the story of Jesus.  

What a gift it is to invite others into the service of the saints 
• We must invite others to serve us, our mission, and the ministry of the Lord. 
• The supporter is begging for a chance to be involved with people like each of you and 

the mission of YL. 

"They gave themselves to the Lord and also to us” 
• Wow. We must encourage donors to give themselves to the Lord foremost as we pray 

for donors to see God is new ways through the act of generosity. 
• The spiritually rich are able to give in a totally new and generous way as we learn to 

create a sharing culture in YL between kids/leaders/donors/staff. 
• Giving is a privilege - people, like the Macedonians, are begging to give and to play a 

role in something that is bigger than themselves. 

Grace of giving (v. 7) 
• What does Paul mean by the “ grace of giving"?  
• How are the concepts of grace and giving connected in this context? 
• Giving is almost a forgotten virtue in our Christian culture. 
• We must remember that giving is right up there with the biggest virtues of faith that are 

mentioned earlier in this passage. 

Gracious act of giving  
• This is the type of giving when nothing has been earned, like Christ did for us by going 

to the cross and coming back again to live with us. 
• We must learn to graciously give of ourselves to others as fundraisers. 
• Giving is a gift - just like grace. 

• This motivates us to ask. Giving will be a gift to people’s lives. 
• People tend to give out of guilt and obligation at times to give instead of the grace and 

opportunity to give. 
• Encourage people from "Ought to Give” mentality to "Live to Give” mind-set  

• Giving makes humans more alive. 
• Hopefully this notion compels us to ask people to give. 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Kindling love (v. 7) 
• Part of our responsibility is to kindle love in people who play a role in our mission. 
• What does this look like as you get ready to approach people to be part of your 

financial support team? 
• Pray for them from an authentic place - not for my agenda in their lives. 
• Be genuine. 
• Listen well. 
• Care well. 
• Thank well. 
• Invest in their lives and the lives of their families, caring about their kids, showing 

up in their lives. 
• We must learn to direct conversation towards “heart-type” things with our supporters 

and care more about their lives than our fundraising agendas. 
• This is a long-standing type of love.  
• We must learn to love before we ask for money, as we ask and after we ask for money. 
• How am I fueling my and the supporters’ love for the Lord? 
• We must count it a great privilege to have the role of stoking the flames of their souls to 

love Jesus more. 
• Remember to be incarnational with supporters just like you are incarnational with YL 

kids.  

Ongoing relationship, follow-up, no gift is too small (vv. 10-11) 
• This passage demonstrates the importance of long-term relationships. “ Last year…now 

and in the future.”  
• Paul is reminding the Corinthians of their earlier commitment, and he has earned 

the “right to be heard” with them because of this lengthy relationship. 

Follow-up is scriptural. 
• As we help people make their giving commitments a reality, we help them be people of 

their word.  
• “Now finish the work.”  
• He is telling them, “Now that the initial excitement has worn off… click on the giving 

link and make good on your commitment to give.” 
• It is important to remember that no gift is too small for God to use for his glory. 

What is your plenty?  (v. 14) 
• Fundraising and living on support is not a one-sided process. This is a two-way 

relationship between you and the donor. 
• You are on equal footing with the supporters of the mission. The goal is that you are 

teammates in this mission. 
• "I only need what they have" is a lie.  You have much to offer to the donor relationship 

too. 
• We must ask ourselves: “What is their need?” 

�201



• What is your plenty that will supply their need? 
• We offer people friendship, a listening ear, being present, community, and 

experiences with Jesus. This is life-changing stuff. 
• Their plenty most likely will be more than financial. 
• This is empowering. Go forth in confidence that God has given you things to share as 

well. 
• 2 Thessalonians 2:8  “We share our lives with people.” 

Enthusiasm, initiative, confidence, and stewardship (vv. 17-21) 
• Enthusiasm and initiative are important in fundraising. 
• No one is making sure you are at the office in the morning, no one looking over your 

shoulder etc. 
• We strive to do what is right in the eyes of the Lord and in humanity when we 

fundraise. 
• Fundraise with high integrity. 
• We must be committed to being good stewards of the gifts people give our mission 

in the context of community. 

Proof of our love (v. 24) 
• How do we show the proof of our love? 

• Not showing up only when we need something. 
• Not talking about only money when we are together with supporters. 
• We must build lasting relationship with supporters, as we are prove that we are not 

in relationship with them for their money.  
• Come and see. Invite supporters to get involved in other ways and see what God is up 

to in our mission. 
• Remember the supporters who have been part of your team for a long time, praying for 

them, thanking them, calling them, asking them about their lives. 
• Continuing relationships with people who say ‘no’ to our ask for financial support 

is a key point to proving our love. 
• We must ask ourselves - Will they get earnest care from God through me? 
• Check back with them often and thank them for meeting with you and being a 

friend. 
• Write them a thank-you note. 

LAST WEEK’S ACTION ITEM REVIEW  

• Prayer Strategy Update 
• Case Statement Update 
• Cover Letter Update 
• PPL - how did high/lows, priority/strategy go? Any questions? 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Viewpoints Discussion  

The Asking Process  
• Always tell people that you are going to ask them about giving financially. 
• Ask for specific days and times to meet with them.  

• People think they are busier than they are. 
• When we ask for specific times, it makes them look at their calendar.  

• Appointment scripts are in the Google Drive folder.  
• The phone call to ask for a face-to-face appointment. 
• Be ready for curveballs that people are going to throw your way. See page 41-42 

TDS manual. 
• The face-to-face appointment. 

NEXT WEEK'S ACTION ITEMS 

�

Questions? 

EXTRA FUN READING 

• Great Article from Harvard Business Review RE Activating Purpose Through 
Storytelling 

• Pay attention to this article as you think about sharing the YL story with donors and 
inviting them into the story of Jesus. 

• Follow things like Harvard Business Review, EntreLeadership, Entrepreneur Magazine, 
Seth Godin, & Inc. Magazine on social media. These are great resources for leaders 
and fundraisers alike. 

• Getting Over Phone Anxiety Part 2: Introversion is No Excuse for Awkward Phone 
Calls 

CLOSE IN PRAYER 
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Week # 5 - Personal Donor Development Coaching  

Historically, this is the week that all assignments are finished and you will be released to 
ask. 

OPEN IN PRAYER 

BIBLICAL FOUNDATION  

2 Corinthians  9  

The Corinthians Already Know the Story 
• Verse 1. There is no need to tell the whole story of the mission. The Corinthians already 

know the need to serve the Lord’s people. 
• Our supporters should know some of these stories before they come in your print 

newsletter. 
• We need to make sure that they are so entrenched in our community and in our mission 

that they already know what is happening. 
• This is how we invite people on the missionary journey alongside of us. 
• They have met some YL kids. 
• They have experienced a YL camp. 
• They have hosted a YL club in their home. 

• We must remember that relationships always come before gifts are given (vv. 1-5). 
• We see how enthusiasm is stirring up a contagious generosity and action in the 

community (v. 2). 
• We must continue to learn how to tell great stories of volunteer leaders and their 

relationship with teenagers. 
• We need to be in touch with what inspires them and be willing to invite them to 

share in that story. 

Boasting (v. 2) 
• Paul is showing how thankful he is for the Corinthians and their desire to give to 

the church in Jerusalem.  
• It is important for us to remember that we can never thank our supporters enough. 
• We need to learn how to boast about them in a thankful and uplifting manner. 
• As we invite people into our mission through the giving of finances, we have the 

pleasure of enjoying the mission in community with them. 
• A powerful notion is that the enthusiasm of the donors can be contagious to their 

friends and family.  

Preparation and vision are biblical (vv. 2, 4) 
• Verse 4. We must be prepared for meetings with donors. 
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• We need to have margins in our schedule as missionaries for preparation. 
• We tend to buzz from one thing to another in YL.  This can be dangerous. 

• We have the great opportunity to help bring the spiritual zeal of our supporters to 
fruition in our mission through cheerfulness and vision. 

Follow-up (v. 5) 
• Good follow-up with donors is a biblical notion that should give us courage with our 

supporters. 

Be generous in all areas of ministry  (vv. 6) 
• We must show generosity in the lives of others. 
• Invite LOTS of people into this with you as you sow LOTS of seeds of invitation. 
• We offer ourselves and we help others offer themselves to God as missionaries. 

• The result is some sort of bizarre /unexplained sufficiency (material, spiritual, 
relational) for us and our supporters. 

• When we give, we end up with more (not less). More Jesus = more of his type of life. 
• This is not prosperity gospel. 

Giving from the heart (v. 7 ff.) 
• How do we help people give from the heart? 
• How do we give ourselves to the Lord and help people give themselves to God? 
• As we bring donors into the story of what God is up to in YL, their hearts will open 

more to him and to YL. 
• And God gets to LOVE supporters  in a new way as they relate rightly to their finances 

and to the mission. 
• We also have an opportunity to invite our supporters into your personal story as we 

help them navigate how God is calling them to participate in our mission. 
• Pray for them. 

• We must allow time in the conversation to go toward “ heart-type things.”  
• We must know donors well enough to ask how they are really doing, what’s on their 

hearts, what they care about, and details of their lives. 
• There is a relational intimacy here that is key to knowing people's hearts and helping 

them give from the heart and not out of compulsion or guilt. 
• As we share our hearts with our supporters, their hearts open up as God changes them. 
• We never want to pressure people to give. 
• We must never manipulate people. 
• As we get to know their hearts, it is possible that we help the supporter connect to 

another organization and mission that is not our own. This is OK. 

God is able (vv. 8-9) 
• God is the supplier of all things and is more than able to take care of us. 
• There is lots of strong language in this passage: Sufficiency. AT ALL TIMES. 
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• As a missionary, you will have what you need and plenty to share with others too. 
• We have the unique opportunity to help people have a legacy of righteousness and 

generosity for generations to come. 

Enlarging the harvest of righteousness (v. 10) 
• It is amazing that righteousness is the fruit of generosity. 
• As material needs of the mission are met, we see a spiritual outcome. WOW. 
• Asking, giving, and receiving are part of the process of becoming righteous. 
• It seems that God has a really big hope for us and for our donors as he is 

SPIRITUALLY SHAPING US in the process of fundraising. 
• As we trust God and become more generous, people (and we) become more and 

more “Right.” 
• “Righteousness" in The Message = "Full Formed Lives." 

• Once people start giving, once we start asking, God changes our hearts and we 
become more like him. We become more gracious, generous, merciful, etc.  

• We become more and more right - and so do the supporters of our mission as 
we build a Christ-centered community based on teamwork and togetherness.  

• There are outcomes to righteousness: changed lives and thanksgiving to God. 
• Another result is a legacy of generosity and righteousness that lasts forever in our 

families and communities. (v. 9). 
• Becoming fundraisers who humbly ask, give, and receive are all part of 

the sanctification process of our spiritual journey.  

Giving is enriching (vv. 11-12) 
• How does generosity enrich people? 

• Soil that is enriched with nutrients from compost is much healthier and results in a 
much tastier vegetable garden. 

• Our lives are OK without generosity. But as the Lord enriches people’s lives 
through the opportunity to give, our supporters become healthier and hold on more 
loosely to their “things.” 

• It is safe to say that giving is good for the soil of our souls. 
• For those of us who have been on the YL staff for a while, we all have friends and 

family that are giving and praying for us and walking into the story of Jesus through 
YL. It is evident in so many ways that their lives are changing. 

• Generosity is an expression of thanksgiving to God, as the needs of the people are met 
(v. 12). 

• If we want those around us to be spiritually formed, we have to ask them to give. 

The result of generosity (v. 15) 
• We have the great honor to help unleash the innate generosity  of our supporters. This 

results in thanksgiving to God. 
• The gift God gives us is his grace through the generosity of others. 
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• Helping people be generous is a gift to their lives as it makes them more and more like 
him. 

Once again, we hear the story of a community of givers and notice the multi-
directional benefits of asking, giving, and receiving  
• The receiver benefits. 
• The giver benefits. 
• God is benefited as the thanksgiving goes to him. 
• God’s mission in the world though the church benefits. 

Keeping Track in the LIVE PDD Tool (Columns F - T) 
• Be meticulous here.  
• Thank-you notes - value people and make this a very high priority. 
• Ask later - We are invested relationally - not only if people give us money. Remember 

to make deposits in the lives of people - even after they say ‘no.' 

SMART Goals - in Weekly Activity Log Tab 
• Specific, Measurable, Attainable, Realistic, and Time Sensitive (follow-up and thank 

soon) 
• EXAMPLE - 20 phone calls, 5 face-to-face appointments, and 5 phone appointments 

before next coaching call. 

FROM THIS POINT FORWARD 

Each week we will: 
• Check in for accountability, encouragement, troubleshooting appointments, and 

celebrations. 
• Reviewing last week's and setting new weekly SMART Goals - are they attainable? 

Realistic? 

I'll be sending an update to your supervisor this week via email RE your PDD progress 

Questions? 

EXTRA FUN READING 

• Getting Over Phone Anxiety, Part 3: The Millennial’s Guide to Talking on the Phone – 
The 10 Essentials 

• Vulnerability is an Underrated Leadership Skill. - Article from Inc. RE the new UBER 
CEO 

Summary of the last 5 weeks: 
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• Jesus is always the focus of fundraising - talk about him lots. 
• Our work with donors is as spiritual of an endeavor as our work with kids. 
• You have plenty (that God has given you) to offer donors. 

CLOSE IN PRAYER 

Week # 6 - Personal Donor Development Coaching  

OPEN IN PRAYER 

Call/Appointment Updates 
• How did the calls go?  

• Any that were tough?  
• Tell me about a good one. 

• Troubleshooting appointments 
• How is follow-up going? 
• Are you writing thank-you notes? 
• Any questions? 

SMART GOALS 
• Reviewing last week's SMART Goals 
• Set new weekly SMART Goals  
• Do they feel attainable and realistic based on last week's performance? 

BIBLICAL FOUNDATION  

Messengers of God who Share Life Well 
1 Thessalonians 2: 2-8 (NLT) 
• May God give you courage this week as his fundraising missionary messenger. (v. 2) 
• Fill us with your TRUTH, Lord. (v. 3) 
• May we never be deceptive or use trickery when we are asking friends and family to 

join us as supporters of the mission. 
• May we speak as an entrusted messenger as we invite people into the story of Jesus this 

week. (v. 4) 
• Remember that fundraising has the potential to be a spiritual practice and is pleasing to 

God as you declare the Good News of Jesus. (v. 4) 
• Do not pretend to be friends with someone just to get their money. Be genuine in 

all things and to all people. (v. 5) 
• Be authentic as you live on the support of others as a missionary.  Learn to and practice 

how to nurture people and love well. (v. 7) 
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• Where can you share your life and love well this week? This is gospel living. (v. 8) 

CLOSE IN PRAYER 

Week # 7 - Personal Donor Development Coaching  

OPEN IN PRAYER  
BIBLICAL FOUNDATION  

God Will Provide 
Matthew 6:24-34 (NLT) 
• Do not be a slave to the money aspect of fundraising  Be a servant of God foremost as 

a fundraiser as you invite people into the story of Jesus. 
• God really does care about your material needs and the needs of your mission. 
• God knows the needs of the mission in an intimate way. 
• Pray against worry this week. 
• Seek God TODAY. 

Call/Appointment Updates 
• How did the calls go?  

• Any that were tough?  
• Tell me about a good one. 

• Troubleshooting appointments 
• How is follow-up going? 
• Are you writing thank-you notes? 
• Anyone you skipped? Why? 

• Should we look at attributes or is there something you want to do beforehand to 
establish connection again? 

• Any questions? 

SMART GOALS 
• Reviewing last week's SMART Goals 
• Set new weekly SMART Goals  
• Do they feel attainable and realistic based on last week's performance? 

DO NOT JUMP AROUND IN PPL 
• Most people have a tendency to jump around a bit on the PPL when deciding who to 

call first. This is only OK if that person has the same Attributes, Priority, and Strategy. 
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• If there are people in a similar grouping, (Example: 5/1/1),  it is OK to jump around 
within the group a bit if you feel more comfortable with one person over the other. But 
do not go to the next grouping until you have finished calling the previous group. 

• Remember that these people are at the top of your list for a reason. They love you, 
Jesus, YL, teenagers and demonstrate a generous spirit. 

• If for some reason, you think that a person is 'too high’ in your PPL, take another look 
at their attributes and give them a different ranking, and then re-sort accordingly to find 
the appropriate strategy. 

• (Not that there isn’t any wiggle room at all in this process. There are case-by-case 
examples every now and then where it is permissible to skip someone for the time 
being.)  

• (Like waiting to call someone because their spouse died, they are out of town and 
you are planning a fundraising trip to that city, kid is getting married this weekend 
etc).  

• Always value people more than your YL hopes and dreams. 

EXTRA FUN READING 

• Does Jesus Contradict Himself on Fundraising? 

CLOSE IN PRAYER  

Week # 8 - Personal Donor Development Coaching  

OPEN IN PRAYER  

BIBLICAL FOUNDATION  

Run the Race with Discipline  
1 Corinthians  9:24-27 (NLT) 
• Be sure to train yourself spiritually this week as you think about fundraising. 
• Be intentional and relationally purposeful as you think about fundraising.  
• What is the prize that Paul is talking about? 

• It may mean deeper relationships with Christ and others. 
• Follow-up takes practice. Train yourself to be committed to it. 

• Be sure to work with diligence and discipline yourself to follow-up and honor 
people well this week. 

Call/Appointment Updates 
• How did the calls go?  

• Any that were tough?  
• Tell me about a good one. 
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• Troubleshooting appointments 
• How is follow-up going? 
• Are you writing thank-you notes? 
• Anyone you skipped? Why? 

• Should we look at attributes or is there something you want to do beforehand to 
establish connection again? 

• Any questions? 

SMART GOALS 
• Reviewing last week's SMART Goals 
• Set new weekly SMART Goals  
• Do they feel attainable and realistic based on last week's performance? 

THE 3 COMMITMENTS TO YOURSELF 
1. “I will be a person who follows through with what I say I will do.”  

• Do this as a matter of faithfulness, stewardship, and discipline. Essentially, you are 
committing to be a person of integrity and a person whose “yes” means “yes.” 

2. “I will follow-up with each person who needs to be followed up with.” 
• Do this as a matter of serving others through clear, humble, and candid 

communication. 
3. “I will finish strong with everyone I start with.”  

• Do this as a matter of perseverance, patience, and passion. 

Practically speaking, this is how these commitments flesh themselves out in PDD 
productivity:  
• Every time you communicate with someone, you let him or her know when you will 

back in touch if you don’t connect for some reason. 
• This gives you a clear understanding of how to follow up with people. 
• This also gives you a reason to call back if the person isn’t able to give you a call 

back. 
• This gives you the motivation to follow up with people because you said that you 

would. 
• This also shows these people your passion for the ministry and excitement for people to 

be an advocate for Christ and kids through giving. 
• Remember that following up is a Biblical practice. 

If you are leaving lots of voicemails 
Think through the best time of day for that person to talk to you and verbalize that in a 
voicemail. ”Hey. Trying to maybe catch you on your lunch break.” Other possibilities 
include: 

• Commute 
• After kids go to bed 
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• Weekends 
• After you have left 2-3 voicemails over a month-long period: 

• Try another phone number. 
• Google them with full name, job, location, and call them at work. 

• Not all people are glued to their cell phones. 
• Try a different mode of communication. 
• Email 
• Facebook message 
• Ask someone who knows them for contact info or the best way to communicate 

with them. 
• Lastly, move them to top of Strategy 2 list in order to send cover letter and Case 

Statement in the mail 

EXTRA FUN READING  
• Great Article on Follow Up from Inc. 

CLOSE IN PRAYER  

Week # 9 - Personal Donor Development Coaching  

OPEN IN PRAYER  

Call/Appointment Updates 
• How did the calls go?  

• Any that were tough?  
• Tell me about a good one. 

• Troubleshooting appointments 
• How is follow-up going? 
• Are you writing thank-you notes? 
• Anyone you skipped? Why? 

• Should we look at attributes or is there something you want to do beforehand to 
establish connection again? 

• Any questions? 

SMART GOALS 
• Reviewing last week's SMART Goals 
• Set new weekly SMART Goals  
• Do they feel attainable and realistic based on last week's performance? 
  
If the Live PDD Tool becomes outdated, it soon becomes more of a hindrance than a 
help. The key to keeping the system up to speed is The Live PDD Tool Review. 
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The Live PDD TOOL Review: 
• On a weekly basis, block out 30 minutes to review all of the PDD work that you have 

done in that past week. For example, who did you contact? Who called you back? Who 
do you need to follow up with this week? 

• Decide which days and times you will be contacting people based upon their potential 
availability. 

• Think through days and times during the week when you feel the most energized. Make 
follow-up calls then. 

• Now that you have been released to ask for a while, it is easy to lose momentum at this 
point in the PDD process. 

• The commitments from last week’s call and the Live PDD Tool are only good as long 
as they are current.  

The Action: 
• Turn off any and all technology that will be a distraction. Work in an environment that 

is conducive to being productive. 
• Time block and try to get into a rhythm. 

• For example, every Monday call new people to set appointments. 
• Every Tuesday follow up with people whom you have initiated with but have yet to 

set an appointment. 
• Follow up with people whom you’ve already met with on Fridays. 
• Don’t leave the “hard” parts of your work for last. 

• For example, if you have a difficult or uncomfortable phone call to make, try to 
make it early in the day.  

• Have your calendar ready to set up appointments with potential supporters. 

Set an appointment with your AD to update them on your PDD Progress. 

CLOSE IN PRAYER  

Week # 10 - Personal Donor Development Coaching  

OPEN IN PRAYER  

Call/Appointment Updates 
• How did the calls go?  

• Any that were tough?  
• Tell me about a good one. 

• Troubleshooting appointments 
• How is follow-up going? 
• Are you writing thank-you notes? 
• Anyone you skipped? Why? 
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• Should we look at attributes or is there something you want to do beforehand to 
establish connection again? 

• Any questions? 

SMART GOALS 
• Reviewing last week's SMART Goals 
• Set new weekly SMART Goals  
• Do they feel attainable and realistic based on last week's performance? 

REMEMBER THE BIBLICAL FOUNDATION  

• Generosity, asking, giving, receiving, and living on support are all part of the way God 
has chosen to build his kingdom on earth.  

• We see throughout the Bible, in Old and New Testaments, examples, teachings, and 
commandments that encourage God’s people to steward the resources he has given 
them toward the ministry of blessing the entire world. 

Here are some of the passages used to illustrate the biblical teachings on money, 
ministry, and support: 
• Luke 8:1-3 

• Jesus lives on support. Remember that you are proclaiming the good news of God. 
Get out there.  

• Luke 10:1-7 
• Jesus sends out his disciples to live on support as they pray to the Lord of the 

Harvest. 
• Pray. Pray. Pray. Trust God. Remember that the missionary field belongs to God. 

• Phil. 4:10-20 
• Paul thanks the Philippians for their support. 

• We must do this well with our supporters. 
• Thank people for their help. 
• Have a spirit of contentment and thankfulness no matter how fundraising is 

going.  

Questions? 

CLOSE IN PRAYER  
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Week # 11 - Personal Donor Development Coaching  

OPEN IN PRAYER  

 Call/Appointment Updates 
• How did the calls go?  

• Any that were tough?  
• Tell me about a good one. 

• Troubleshooting appointments 
• How is follow-up going? 
• Are you writing thank-you notes? 
• Anyone you skipped? Why? 

• Should we look at attributes or is there something you want to do beforehand to 
establish connection again? 

• Any questions? 

SMART GOALS 
• Reviewing last week's SMART Goals 
• Set new weekly SMART Goals  
• Do they feel attainable and realistic based on last week's performance? 

COMMUNICATION THROUGH THE LENS OF DISCIPLESHIP 

Communication Strategy Guide for Donors 
• Jesus had relationships with all types of people - and communicated with them 

differently. 
• Aware 

• The Crowds - Mass Communication 
• Interested or Involved 

• The 72 (Luke 10) - A Bit More Frequent Communication  
• Invested 

• The 12 Disciples - Spent Personal Time Together 
• Advocate  

• Peter, James, and John - Shared Life Intimately  
• Communicating through the lens of discipleship moves people closer to Jesus. 

• Do we communicate with people because we want something from them or because 
we have something to offer? 

• We have stories people have never heard. We communicate with people so that they 
can learn to love God more - and see his glory in a manner that is new, life giving 
and encouraging. 

SAMPLE YEARLY “TELLING” CALENDAR 
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Tell the news of the YL mission through voice, print, email, website, and video. 
• Luke 8:38-40: The man from whom the demons had gone out begged to go with him, 

but Jesus sent him away, saying, “Return home and tell how much God has done for 
you.” So the man went away and told all over town how much Jesus had done for him. 

• Using AW (Aware), II (Interested or Involved), IN (Invested), ADV. (Advocate) as 
abbreviations below. 

• May - Emma Leader Spotlight Email/Video - AW/II/IN/ADV     
• June - Prayergram Emma Email - AW/II/IN/ADV  RE the upcoming camp trip 
• July - Emma Camp Video - Wyldlife Kids - AW/II/IN/ADV 
• August  Ink Postcards to IN/ADV  
• September - Print Newsletter - AW/II/IN/ADV 
• October - Emma - Donor Spotlight - Why We Give - AW/II/IN/ADV 
• November - Thank You Gift - deliver (first Wk of Nov) - IN/ADV, Year End Christmas 

Letter (print/mail PP/P/E/O (hits mailboxes the Monday before Thanksgiving) 
• December - Emma Email Video -AW/II/IN/ADV 
• January - Emma Email - Kid Spotlight Video -AW/II/IN/ADV , Year End Givers Get 

Written Thank-you notes 
• February - Ink Postcards to IN/ADV  
• March - Prayergram Emma Email - AW/II/IN/ADV 
• April -  Print Newsletter - AW/II/IN/ADV  

     SAMPLE YEARLY "SHOWING" CALENDAR 

SHOW People how God is working in YL 
• Luke 5:14 "Then Jesus ordered him, ‘Don’t tell anyone, but go, show yourself to the 

priest and offer the sacrifices that Moses commanded for your cleansing, as a testimony 
to them.’” 

• May - Invite AW/II to club 
• June - Invite II/IN/ADV to pray for an individual kid while they are at camp 
• July  - Invite II/IN/ADV to a welcome home BBQ or pool party after camp - ask them 

to help 
• August  - Invite II/IN/ADV to be adult guests at camp 
• September - Invite engaged & owners to come to a high school football game with you 
• October - Invite II/IN/ADV to club 
• November - Invite AW/II/IN to an “Inside Scoop” Meeting to learn more about YL 

(have an Owner host it) 
• December  - Invite II/IN/ADV to your area Christmas party 
• January - Invite AW/II/IN/ADV to do a prayer walk at a school 
• February - Have another "Inside Scoop" Meeting 
• March - You decide.  
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• April - You decide. 

     As people see YL in action, they see Jesus in action and they can't help but want to be 
involved. As their heart changes, their involvement likely will increase. 
     

INVITE SUPPORTERS INTO A JOURNEY 

• John 1:50-51 Jesus said, “You believe because I told you I saw you under the fig tree. 
You will see greater things than that.” He then added, “Very truly I tell you, you will 
see ‘heaven open, and the angels of God ascending and descending on the Son of 
Man.” 

• Help the supporter advocate for the mission in their circle of influence  
• Adult Guest Program 
• Host a table at the banquet 
• Mentor a leader 

An Action Item List 
• Categorize adults that are involved in YL into the AW/II/IN/ADV categories. 

• Donors, leaders, committee, and all potential people that have shown interest in 
YL). 

• Ask yourself: "How can we increase these people's involvement with Jesus, YL, 
and disciple them?" 

• Use above ideas to make your own Adult Communication and Engagement Calendar. 
• Stick to it. 

CLOSE IN PRAYER 

Week # 12 - Personal Donor Development Coaching  

OPEN IN PRAYER  
 Call/Appointment Updates 
• How did the calls go?  

• Any that were tough?  
• Tell me about a good one. 

• Troubleshooting appointments 
• How is follow-up going? 
• Are you writing thank-you notes? 
• Anyone you skipped? Why? 
• Any questions? 

SMART GOALS 
• Reviewing last week's SMART Goals 
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• Set new weekly SMART Goals  
• Do they feel attainable and realistic based on last week's performance? 

WHAT’S NEXT? 

Strategy 1's 
• Follow up with people you missed or have been playing phone tag with. 
• If people have not called you back, this is a form of communication. 
• Pay attention to their lack of correspondence and consider moving  them to the top of 

the Strategy 2 list. 

Strategy 2's  
• Print/Stuff/Stamp/Address label all of them and stack them on your desk in order based 

on your PPL. 
• Send Case Statement and Cover Letter in waves of 10 each week. 
• Follow up via phone the following week. 

Strategy 3's 
• Have Strategy 1’s host a dessert at their home and invite 30 Strategy 3’s at a time to 

join you. 
• In hopes that 10-15 people come. 

• Think about breaking Strategy 3’s in different segments. 
• One for people from your church, one for people in your hometown, one for people 

from college, etc. 

Non-Local Strategy 3’s 
• Reach out to them to reconnect and schedule a couple of touch points  
• Revisit "Connecting with Long Lost Friends" in PDD Manual Appendix 

Put two dates in your calendar 
• One in 6 weeks and one in 12 weeks to get in touch with me to chat about 

how fundraising is going. 
• This is helpful to reenergize, troubleshoot, and help you keep momentum in 

fundraising. 

One Great Question - What do I do when I reach my fundraising goal? 
• Revisit Strategy 1's who were one-time donors and meet them for a non-ask meeting 
• Meet with them again in 6 weeks or so - and ask them to be monthly donors. 
• Never stop inviting people into the mission through the art of fundraising.  
• You most likely will have increased fundraising responsibility and opportunity the 

longer you are on the YL staff. 
• Love and nurture your supporters. 
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