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WELCOME



• Non-profit fundraising professional

o 14 years, PBS; 26 years in national museums –

22 at the Smithsonian

• Life-long Christian, ecumenical background; 

o Classically trained singer and church choral 

musician

o 30-year Presbyterian

o Ordained elder and Session member – New 

York Avenue Presbyterian Church 

▪ Stewardship Committee 2018, Co-Chair 

2019 to present

Laura Brouse-Long
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The best assurance of any success in philanthropy

is that you have

Asked

the member to give.



• Americans gave $484.85 Billion to charities in 2021 – up by 4%

• Giving by individuals was 67% or $326.87 Billion – up 4.9%

• Giving to Religion (not including colleges) was 27% of this, or 

$135.78 Billion – up by 5.4%

o By far the largest percentage of donations

• If a donor is philanthropic, Blackbaud/Target Analytics says on 

average they are giving to 12 organizations.

Statistics on Giving to Religion – from Giving USA 2021 Report



Online giving for churches 

is on average just 16.8% of the total 

up 0.4% last year.

Statistics on Giving to Religion – from Giving USA 2021 Report



An expected, annually focused and cohesive 

effort that articulates the mission of the church 

and seeks buy in by entire congregation to 

financially support the work

Primary Elements for Success in Generating Gifts 



• Knowledge of your church’s giving history, congregational size, and 

number of families pledging – last five years

• A financial goal that supports the day to day activities of the church

o A budget for Stewardship that underpins the necessary 

investment

• A clear perspective of why the Campaign is happening: what do 

members’ gifts support?

o Articulate mission and impact everywhere

Primary Elements for Success in Generating Gifts 



• An understanding of fundamental processes for outreach - to 

inspire gifts

• A schedule of tasks that conform to the end of year goal

• Committed partners to implement the work

Primary Elements for Success in Generating Gifts 



• Number of members

• Number of households pledging in each of the last 2 to 5 years; 

• Average annual total dollars pledged

o Has the giving met the church’s needs?

o In concert with church Finance office, church treasurer and 

Session - set goal for 2023 based on this figure

Calculate



o Metrics – to meet the goal

▪ Will you work to increase higher dollar gifts?

▪ Will you work to increase number of participants?

▪ Will you work to increase the amount given by each family by xx%

Calculate

Congregation size:  446

Average attendance:  188 ( 1/3 is online )

Number of households pledging:  153

Number of people giving additional gifts:  271 in 2021

New York Avenue Presbyterian Church, Washington DC



• Recruit Stewardship Committee

o Overarching purpose:

▪ Marketing the 2023 Stewardship Campaign and its 

important place in the church's mission and budget

▪ Soliciting members by articulating the church's mission

▪ Recognizing and thanking members for their gifts

▪ Tracking giving and progress to our goals

▪ Reporting to Finance, Session and the Trustees

Fundamental Processes for Outreach



• Set Spiritual Theme – NYAPC – Forward in Faith, Together in Mission

o Other examples:

▪ Giving Of Our Time in Prayer to Deepen Our Relationship with 

Christ

▪ Growing Our Faith through Generosity

• Set primary launch and end dates for Stewardship Campaign Launch 

and Commitment Sunday

• Announce the Campaign 

• Simultaneously, secure participation from entire Session and Trustees

Fundamental Processes for Outreach



• Assign Committee tasks: -- Multi-Channel Outreach is Crucial

o Mailing

o Emails

o Minutes for Mission

o Website 

o Ministry Fair 

o Thank You 

o Financials

Fundamental Processes for Outreach







• Set date for mailing

o Design logo in house or outsource

o Recruit letter writer – at least two entire pages

▪ Mission, programs, theme, goal, impact, thank you, multiple 

asks

▪ Signed by Senior Pastor, and Stewardship Committee Chair(s)

o Determine in house or outsourced printing and mailing

Fundamental Processes for Outreach



o Mailing package elements:

▪ Letter

▪ Reply device 

• Member’s name and all contact info

• Amount pledged and timing (one time, monthly)

• URL for online giving

• Commitment for planned gift

• Gift type (cash, credit, check, IRA, DAF, stocks)

▪ Outer envelope

▪ Stamped return envelope

o Thank you notes for committee

Fundamental Processes for Outreach





Simultaneous 

(and repetitive) 

communications 

throughout the Campaign Reinforce your Message, 

Solicitations, Reminders to Give, Acknowledgement of 

Comprehensive Congregational Participation (confirms 

group goal and active momentum) and Impact

Practical Counsel



Stewardship Committee Implements all:

▪ Website pages – with direct link to giving that is monitored 

daily and deposited at least weekly by the finance office

▪ Bulletin announcements; consistent placement each week

▪ Launch Sunday – Announcement from Pastor and 

Stewardship Committee Chair

▪ Minutes for Mission – testimonials by members who pledge

Practical Counsel



(cont’d) Stewardship Committee Implements all:

▪ Reinforcement in weekly newsletters – requests to give and updates on 

progress

▪ Emails weekly by members who give – on Sunday immediately after 

service or Monday mornings – occasionally with videos (recorded 

messages by members)

▪ Annual Ministry Fair

▪ Campaign reply devices in the narthex at every service

▪ Commitment (or Dedication) Sunday 

o Congregation goes forward in symbolic promise to give in the next 

year; pledges in offering plates

Practical Counsel



▪ Elicit buy-in from Committee for long term commitment of 

acknowledgements

▪ Assign a member to assign names

o Confirm complete confidentiality

▪ Gifts of $10,000 and above go to Pastor for thanks

▪ Thanks within two weeks of gifts; handwritten notes

▪ Then ongoing thanks all year to members who give outside 

of pledges

Thanking Members





▪ Our Lord and Savior

▪ Pastors

▪ Session and Trustees

▪ Long term donors

▪ Stewardship Committee

▪ Finance office and Church Treasurer

Key Partners



• Review who is not up to date with their giving –

o Review all data, including non-pledged gifts

• Continue to cultivate member relationships; consider what 

major donor members you might ask again

• Make Thank You calls for gifts received

What to Do Now – Best Practices



• Send general thank you’s in e-communications – including a Donate 

Now button

o Stress the spiritual dimension of stewardship

o Make sure your website is ready – donation button and physical 

address

• Develop an email strategy for the last week of December

o Stress all ways to give

What to Do Now – Best Practices



THANK YOU

Laura Brouse-Long 

lauracelestebl@yahoo.com

Karl Mattison
karlmattison@hotmail.com


