


The national decline in church membership and participation points 

to an inevitable shrinking of financial resources. Churches have to 

re-evaluate how they’re inspiring donors and how they’re treating 

them year-round. While support of the church is a Biblical calling and 

obligation for most, many of today’s donors also have a sophisticated 

expectation shaped by their experience giving to other organizations.

Whether you are a
‘one-person show’
in a small congregation
or part of a large team
in a multi-campus church,
these Four Philanthropy Essentials
for the Church are essentials that can
be scaled and adjusted to your setting.

1



We hear this from church members across the country too often. The reality is that 
today’s donors and tithers to our churches are most often donors to other causes 
and ministries. The harsh reality is that they’re often making their best and most 
sacrificial stretch gifts to those causes. 

CONSISTENT
If you don’t already use a communications calendar, build a simple one that includes 
everything the church is sending to its various audiences via platform or vehicle. 
Look carefully at how often your donors are hearing from you and the kind of infor-
mation you’re communicating.  

Your church-wide communications calendar should also include the components 
that are stewardship specific.  Plan that content and timing strategically alongside 
the other communications your donors are receiving.  For example, year-end giving 
receipts are often a lost opportunity. Begin planning early.  Use that mailing to 
showcase the impact of donor giving and collect some statistics, quotes or other 
outcomes to remind your givers of what they helped the church achieve this past 
year. Or plan to include handwritten thank you notes to a set of givers with the 
receipts. Either will give your mailing more impact and inspire donors.

A church’s communications plan should include regular thank yous as well as a plan 
for thanking recurring and first-time donors.
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Communication that is consistent, coherent and specific.

“There are two times I hear from
the church about my giving :
asking for my stewardship pledge and 
letting me know if I got behind on it!”
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COHERENT
While donors crave knowing the impact of their giving, they quickly tune out if 
they’re hearing from you too often with messages that are irrelevant to them or 
are poorly constructed. If every ministry in your church is sending a enewsletter 
to every member, it’s time to take a donor-centered communications approach to 
streamline and segment your audiences. 

Pay close attention to your open rates and analytics, which indicate if your messag-
es are being well received. You might discover that of the members getting your 
children’s ministry e-news, 30 percent were going unopened by people whose kids 
aged out several years ago. Enable your donors to opt in or out of messaging most 
relevant to them. Finally, consider an occasional feedback survey for your commu-
nications to help shape them moving forward. Just the act of asking for input and 
what is meaningful to members is an act of stewardship! 

SPECIFIC
Donors want to know what impact they’re making. Be purposeful about letting 
them know how they’re investments were spent. People who give to the youth mis-
sion trip should get a special communication (with photos and stories!) letting them 
know what difference their specific support made. Share the stories of  ministry 
and mission-related impact - if at all possible, with the quotes and photos of people 
involved. Your members will share it, tell their friends about what the church is 
doing and inspire others to get involved.  

It might feel more challenging to showcase the impact of funding church operations 
and facilities. But that is where and how ministry happens, so name it and acknowl-
edge it! Look carefully at your budget and what members made possible with their 
faithful support. If your givers helped replace windows or paid for critical HVAC 
repairs, name it, photograph it, and be specific about the difference it made for the 
health of your facility. If your members funded an educational sabbatical for clergy, 
share that and its impact on your church’s mission. Even an investment in your IT or 
website are donor funds well spent in expanding the reach of the Kingdom.

Finally, don’t feel overwhelmed. Whether you are in a small office or part of a large 
congregation, strategize how to best allocate your time and resources. If you have 
none of the above essentials in place, just choose one or two goals and commit to 
making progress on those. Choose some volunteers to help you think through your 
communications strategies or get their input on a mailing piece or survey. Some-
times people who aren’t called to volunteer for VBS or greeting would be passion-
ate about helping the church’s development and communications efforts.
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With a few simple habits, you can begin harnessing the information you have
to better acknowledge, communicate to and steward your donors.

#1. Take the time to study your church’s giving data and patterns.
Run reports from your database that can help you identify your recurring donors 
and how they are giving. What percentage of your members are giving online ver-
sus paper check? How many have set up a recurring credit card or ACH (automatic 
bank draft) gift? If you don’t already have it in place, find a way to flag new, first-
time donors.

I’ll stop here and assure you that your database doesn’t need to be sophisticated 
to give you this information. Even if you’re a small office using a basic excel spread-
sheet to track your giving, spend some time sorting and diving into the information. 
Plan the time to do a deep dive on a regular (at least quarterly) basis.

#2: Study those reports. 
Put in flags to alert you to an  increase in a donor’s giving amount as well as to those 
who make gifts to a particular campaign or gifts at a certain level. Don’t discount 
your communication analytics: open rates and how donors interact with your social 
posts, emails or newsletters can help you further assess your giving trends.

Effective donor stewardship is both an art and a science. We often find that church-
es are comfortable with the art - the ministry of donor relations and stewardship. 
But many feel intimidated by the science.

It’s time to conquer the fear: Understanding your donor patterns and trends is a 
critical part of your stewardship ministry, and it’s absolutely essential to a healthy 
giving program in a church. 
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Harness Your Donor Data



#3: Pay attention to gifts you receive through donor-advised funds (DAFs).
Members who give through a DAF are often those who have passion and capacity, 
but are also intentional, sophisticated donors. You’ll want to look closely at a stew-
ardship plan that meets those donors’ needs. And while you won’t be receipting 
those gifts to the donor for tax purposes, you do need a plan in place to thank and 
acknowledge those important gifts.

#4: Take advantage of any reports you can run from your database
         or your giving platform.
These might be reports on “lapsed” donors, or donors who gave at one time but 
haven’t renewed or given again.  Scanning for any monthly givers who’ve fallen off 
(sometimes due to simple credit card expiration issues) can lead to retaining those 
donors. Even if you have to do this manually from a basic spreadsheet once a quar-
ter, it’s well worth your while.

Any of these steps can establish some benchmarks to assess the health - and future 
growth - of your stewardship program. These practices also provide a way to look 
at your church’s donors with a news lens: your database assessments can tell 
you who might be “raising their hand” to tell you they are your next major donor 
prospect or who has an interest in deepening their walk with your congregation’s 
mission and vision. 

Equally importantly, having a firm handle on your donor trends and patterns can 
help you plan your stewardship and communications. 

For example, if you discover members who give each month automatically via credit 
card or a bank draft are making higher and more consistent gifts than those who 
don’t always remember their checkbook on Sundays, you can focus on communicat-
ing the benefits of electronic/automatic giving options. 

Or, if a large chunk of first-time donors or new members rarely make a second gift 
within six months, you can strengthen your communication and acknowledgements 
to those groups (...which brings us back to art and ministry of stewardship!).
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Unfortunately, churches and ministries are notorious for paying poor attention
to their most loyal donors. We get so focused on the mission, the ministry and all 
it demands that we often take for granted those who faithfully and quietly make 
it all possible.

And I’m sure you’ve experienced it with other organizations or fundraisers. You 
excitedly help a great cause or immediate need and never receive a thank you or
a followup about what happened with the project. 

The statistics on donor behavior bear this out time and again: Thanked donors  - 
and especially speedily thanked donors - give more generously than unthanked 
donors or belatedly thanked donors. In most churches, the “thank you” that 
donors receive is a quarterly or year-end receipt with a detailed account of their 
giving. While necessary, that mailing shouldn’t be the sole acknowledgment your 
church’s donors receive: it’s rarely timely and lacks the impact of personal thanks 
from clergy or staff.

If you do only one thing to strengthen your church’s stewardship program this 
next year, make it about the art of the thank you. It’s an investment of time and 
resources that will produce both financial health and a culture of gratitude.
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Here are some of the best ideas and practices we’ve seen across the country - 
consider making one or all of these part of your stewardship plan this year: 

1. Just say thank you.
One ministry sent a staff member on a “tour” to thank every donor face-to-face 
over the course of one year. In your church context, that might look like a phone 
call thank-a-thon over the weeks leading up to a special event, Thanksgiving or 
Christmas. It could be a simple handwritten thank you to each donor who has a 
recurring gift in place. Or it might mean a special visit with each donor of a certain 
level or type from a pastor or staff member over the year. Imagine the ministry 
through those meetings, whose purpose is merely to say “thank you for what you 
do for this congregation.”

2. Obey the 48-hour rule.
Some organizations establish a practice that donors are thanked in VERY short 
order. It might be a personal email, a tailored letter or a handwritten note from 
staff or volunteers. While it might look different for one-time versus recurring 
or monthly givers, ensure you have a plan in place that doesn’t let anyone fall 
through the cracks.

3. Make it personal.
Donors enjoy - and many have come to expect - personalized acknowledgments. 
Take the time to set up a system that addresses your printer or computer-
generated thank you and receipt letters individually. Even better, make the time 
to write handwritten thanks on those printed pieces whenever you can. Finally, a 
personalized thank you letter mailed promptly with a receipt and response device 
generates another gift (and actually makes it convenient for the donor to give 
again). Some ministries have found that as much of 65 percent of their donation 
revenue can flow from that type of receipt package.

4. Carve out the time.
The handwritten thank you says “we don’t take you for granted.” You may only 
be able to set aside time to do five a week (one a day), but make an effort to write 
handwritten cards to your faithful givers. In today’s fast-paced and tech heavy 
culture, it’s a meaningful way to show how much you value their generosity.

A renewed commitment to thanking your donors more artfully and
intentionally will make a tremendous difference in the health of your
stewardship program year-round.
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Too many ministries and churches are missing out on significant contributions 
because asking for gifts outside of straightforward cash seems intimidating. 
But nearly all major donors hold less than 5 percent of their wealth in cash.

A healthy and growing stewardship program encourages generosity through a 
variety of vehicles.  Accepting gifts of assets (like stock or property) empowers 
donors to make a large and lasting impact on the church, its endowment and its long-
term financial health. 

Let’s start with the basics. What do we mean by non-cash or asset gifts? For churches, 
this will most often look like gifts of stock, property, a vehicle or even life insurance. 

Please note that you do not have to be an expert to accept these gifts. Your 
financial institution likely has someone on staff who can assist you, or you can 
find help through faith-based or community foundations, all of whom have staff 
trained to help handle gifts of assets. 

In recent weeks, we’ve also seen increased interest among major donors wishing to 
make gifts with digital currency (such as Bitcoin), sometimes called Cryptocurrency. 
For congregations with sophisticated donors, it may become important to offer this 
option in the coming months. Digital assets are similar to gifts of stock, which can be 
sold or retained. Again, your financial institution can assist you in navigating accepting 
digital currency donations. There are also credible companies who serve as a 
donation interface for organizations wishing to accept digital currency. They typically 
charge a small, flat rate for the service to convert digital currency gifts to U.S. dollars.
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Here are six easy ways to open the door for
your members to consider a gift of assets:

1. Include asset giving as an option on your annual pledge forms. Again, that can be 
as simple as a line to let the donor know how to contact you about a non-cash gift, 
such as a vehicle.

2. Create a printed “buck slip” (a small insert into your mailed giving statements to 
your donors) that highlights a few key ways to support the church outside of cash.

3. Create a legacy giving section on your website where your congregation 
can receive and request more information on creative and non-cash giving 
opportunities. This section can also highlight those stories of donors who’ve made 
such gifts: how the Anderson family’s donation of their used car helped fund 
specific needs of the church’s early childhood ministry.

4. Ask one of your members who has made such a gift to help you educate other 
members or be the signator on an appeal telling their story. There’s nothing more 
motivating than hearing what inspired a fellow member to make a special gift. 

5. From time to time, create space in your worship services for people to share their 
story of creative stewardship as a form of worship and how God is working in their 
lives. It’s important to do this throughout the year and not just on Stewardship 
Sunday or when launching a giving campaign.

6. Include language in your stewardship appeals and on your website that lets 
your members know they can consider giving a gift of assets. It can be as simple 
as a line saying, “There are many other ways to support the church. If you’d like 
to discuss a gift of stock, property or naming the church as a beneficiary of a life 
insurance policy, please contact us...” Consider adding specific bullets or FAQs on 
your website that can include and name these types of gifts. If you plan to take gifts 
of digital currency, philanthropy expert Dale Berkey at BBS & Associates advises 
using the terms “digital wallet” or “digital currency” rather than “Cryptocurrency” 
when communicating to donors. 

To build financial resources for the long-term, churches will need to
provide pathways for members to give from where they have wealth.
Donations of stock or property can have tax advantages for the donor
but also mean a significant gift for the ministry of the church.  
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Choosing the Right Ministry Partner
The know-how you need from experts you trust.
ACS Technologies is the original pioneer of Church Management Software (ChMS). We are 

firmly dedicated to serving local churches all over North America by providing the best-in-class 

ministry software and service solutions that help you fulfill Christ’s mission for your Church. 

Tools and support to strengthen churches.
We build great software, but we don’t stop there. We have a “service-first” approach that truly 

sets us apart. With hundreds of dedicated support and consulting personnel, your staff can reach 

our team 24/7. We’re in your corner to help you with the ministry challenges you face every day.

Ideas and solutions powered by integrity.
Integrity is real for us, and it means consistently being faithful stewards by doing the right 

thing for church success. We have earned the trust of pastors, church staff, congregants, our 

employees, and colleagues for over 40 years. 

A plan to meet your needs and move your ministry.
We’re not just interested in satisfied customers. We see ourselves as your real ministry partner 

and will work with you to make disciples that will last for an eternity. We’re excited to talk about 

your goals, create a plan together, and set you up with the software, service, and resources you 

need.

We believe in YOU!
ACS Technologies believes in the local church. Over 75% of our team has experience serving in 

their local churches. We know firsthand that serving the Church means serving people, and we 

take seriously our commitment to helping ministries like yours achieve their God-given  

mandate - to make disciples in their communities, states, and across the world. 

Let’s Talk 
We know the challenges of switching or implementing new technology and how that can be 

intimidating.  But we also know the unbelievable changes that have happened within churches 

that have partnered with us for their ministry needs.  Let’s connect and see how we can assist 

you in the greatest thing you do - grow God’s Kingdom.

       1-844-467-3256

       solutions@acst.com

       180 Dunbarton Dr, Florence, SC 29501 0721 Copyright © ACS Technologies Group, Inc.

https://www.acstechnologies.com/

