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BIBLICAL SUPPORT RAISING
1.

What is the Biblical basis for being a non-self-supporting Christian worker?
Luke 8:1-3
Luke 10:1-8
1 Timothy 5:17-18

2.

Is there a Biblical precedent for making needs known?
Romans 15:24
Nehemiah 2:1-8

3.

What should someone’s attitude be before seeking support?
Philippians 4:10-13,19

4.
What should someone’s life be characterized by to be a true steward of another’s
support?
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Acts 20:33-35
2 Thessalonians 3:7-9
5.

Why should someone give support?
2 Corinthians 9:7-12
3 John 5-8

6.

What does Paul say about support?
Philippians 4:14-18
2 Corinthians 8:7-8

7.

What is the response to receiving support?
2 Corinthians 9:12-15

Other Support Related Passages:
Deuteronomy 8:1.2
Nehemiah 13:10-14
Mark 12:4-44
Luke 22:35,39
2 Corinthians 12:13
Matthew 10:5-15
Luke 9:1-6

Conducting a Support Raising Appointment
1. Prepare thoroughly by practicing your presentation until it is fixed in your mind.
2. Allow 30 minutes for your appointment as follows:
a. 5-10 min. of getting personal “breaking the ice”
b. 10 min. of your presentation
c. 5 min. to close

3. Arrive on time. Estimate the necessary travel time and don’t arrive too early and never arrive
late! Respect people’s time.
4. Dress appropriately.
5. Be warm and friendly but not too professional or phony. As you greet the person, “break the ice”
and be sure to show interest in the other person. Be genuine though. Don’t pretend to show
interest and come across phony.
6. Begin with a few moments of testimony of what the Lord is doing in your life. Perhaps, tell a
“gripping story” of a recent ministry experience.
7. Share about your ministry opportunity and why you believe God is leading you to be a part of it.
8. Ask the person if he would be willing to be a part of your financial team.
a. Once you ask, make sure you let them respond, even if it is an awkward silence.
b. If the person gives you a decision then, endorse it enthusiastically.
c. If you get no clear commitment, be sure to set a specific time within a week to call back after they
have prayed about being part of your support team.
d. Be sure to send a note immediately to thank them for their time and acknowledge their gift if they
have committed money.

9. If the person supports you, ask for references of others who might be interested also.

Mistakes to Avoid in a Support Appointment
1. Using cliché or typical church lingo if you aren’t naturally that person. In fact, terminology can
create a positive or negative impact on the listener. Use terms the person can understand and
offer explanations when needed. Relate to people in a real way.
2. Failure to capture a person’s imagination. Don’t be too low-key. Few acts of significance are
made without passion. Be passionate about your calling.
3. Beating around the bush. Rambling, over-talking or avoiding the issue of money communicates
your reluctance to ask the person to invest in a worthwhile endeavor. If they get the sense that you
are not confident or that you do not feel it’s worthwhile by the way you communicate, why should
they give to you?
4. Failure to be specific. People often give in amounts or ranges that you request. Ask for an
amount within the range that you think the person may be able to give, but also within a target
range that you have prayed about previously.
5. Not being prepared for various responses including:
a. “We give to our church or denomination alone.”
b. “How much will you need?”
c. “I’ll think about it and I will get back with you.”

support raising strategy
I. Invest time in prayer
II. Recruit a prayer team to pray for you throughout the duration of your ministry opportunity.
III. Commit to ask individuals for support face to face
a. Asking is the key
b. Appealing to individuals is better than groups
i. Large group
9%
ii. Letter only
14%
iii. Letter and call 27%
iv. Face-to-face 46%
IV. Name storm (See Name Storm Sheet)
a. No bad names
b. Segment list
i. High (those who you are pretty sure will give)
1. People who care about you personally
2. Those who care about your cause
3. Those who care about your organization
ii. Medium (those who hopefully will give)
iii. Low (those who seem less likely to give)
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V. Craft a clear plan
a. Create a Top 10 List (comfortable and confident)…get off to a great start!
b. Create a database for all your contacts
c. Map out plan on a 2-3 month calendar since this is a short-term opportunity.
VI. Compose your support letter
a.
Two Kinds of letters
i. To someone who lives so far away you are not going to be able to meet with face-toface
ii. To someone whom you want to get an appointment with
b.
Make the letter personal
i. Greeting
ii. Personalized introduction and closing lines
iii. Give a hand-written "p.s." and signature
iv. Handwritten address
c.
Make the letter readable --- Researcher Siegfried Vogle of the Institute of Direct
Marketing reports that a reader usually:
i. Sees the mailing address, then looks quickly at return address
ii. Spends an average of 11 seconds reviewing the contents of the letter deciding whether
to read more or discard it. His eyes fix on pictures and headlines, not the body.

iii. Reads “p.s.” next (make it hand written)
iv. Next he will read the emphasized points (bullet points, boxes, color, etc.)
d.
The letter should have 4 main paragraphs
i. What I have been doing and will doing
ii. Describe why and how God has led me to this ministry opportunity
iii. Paint a picture of what you (your team) will be seeking to accomplish
iv. Tell them you will call them in the next week to set up an appointment
e.
Send out letters in waves
VII. The Phone Call
a. Get your mind and heart prepared
i. Heart – pray for the person and for courage before you call.
ii. Mind – review outline
iii. Get in the zone! (Time and place matters)
b. Pick up the phone and dial!
i. Conduct the conversation
ii. The Goal:
1. To get an appointment!
iii. Other Tips:
1. Roughly half of the people you send the letter to will not read it or remember it.
2. Suggest two possible times to meet, but communicate flexibility also.
3. Don’t ask ‘if’…. ask ‘when’ or ‘which’ day would work.
4. Expect to get the appointment. Be enthusiastic!
5. Don’t let them make a giving decision (one way or the other) on the phone.
VIII. The Appointment (See conducting a support raising appointment sheet)
a. If you get confused always remember these three basics:
Tell them:
I. Who you are (testimony/calling)
II. What you are doing (vision)
III. What you want (the ask!)
IX. The Follow Up (to someone who needs more time)
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developing a vision
X. The Right Attitude (See developing a vision
Raising support is not about raising money; it’s about sharing a vision. It’s about sharing the
excitement of God’s call and the opportunity He has set before you; and it’s about giving others a
chance to participate in God’s plan to reach the nations.
The basic principal you need to understand is that people are giving to the Lord (His work) and not
to you personally. You need to have a sense of purpose when you ask, and there is no greater
purpose than God’s will or His work.
• Do you have a vision or idea of how the Lord may use you?
• Focus on becoming partners as you share a vision for the ministry
• Clearly communicate what you’ll be doing, your intentions, and your
motivations. Help people understand your vision!

How can the Lord use you this summer? List ideas that you may want to share with your supporters.

How can the Lord use the training you will receive this summer in the future? List ideas that you
may want to share with your supporters.

List verses that you might want to mention to share your vision.

