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THE STEWARDSHIP JOURNAL
"What if every church member were to leave 10 percent of their NDAs, or non-disposable assets, to the
church?" That is a question Dr. Neil Franks, President of the Missouri Baptist Foundation, asks in the lead post
of today's Stewardship Journal. Neil's post is entitled, How an Acronym Can Assure the Future of Church
Stability. This is a timely post as we are in the midst of the greatest transfers of wealth in the history of the
world. Will your church benefit? Dr. Franks show you how.
Here is a preview of what you can expect in the pages that follow:
Mark Brooks, The Stewardship Coach, begins a series on raising capital dollars. The series is entitled, Raising
Capital in a COVID World. I love how Mark states that capital campaigns are not dead, but they are different.
He helps you understand those differences and how they impact your church and the future plans you have.
Do you ever have problems getting your plans out of committee? Before we blame committees, we might
want to check the process we use in working with committees. In this week's Bonus Section, there is practical
advice on how to help committees determine God's best path for their church.
Olympic Moments is the Missions and Ministry offering talk for Sunday, August 8. The TV ratings might be
down, but Americans love sports, and this talk is a great way to use a current event, tying it back to missions
and ministry. Did you know Southern Baptists have missionaries at the Olympics? Check out this article from
Baptist Press and see if you can incorporate that story into your Olympic Moment talk:
https://www.baptistpress.com/resource-library/news/game-on-for-imb-olympics-ministry-team/.
Thanks for reading this edition of The Stewardship Journal. As always, let us know your feedback and input.
Our goal is to use this tool to help your church be fully funded.
Remember, if you know of someone that would like to receive the Journal, please send them this link for easy
signup: https://mobaptist.org/stewardship/stewardship-journal/.
Advancing the Gospel!

Dr. John Yeats
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How an Acronym Can Assure the Future of Church Stability
Dr. Neil Franks, President/Treasurer, Missouri Baptist Foundation

Americans love acronyms. From the military to even the SBC and the MBC, we love to shorten phrases,
concepts, company names, and almost everything to a series of letters. Every industry has its own lingo and
acronyms. The financial world is notorious for them, such as IRA, CGA, ETF, FDIC, CD, APR, ARM, and NAV, just
to name a few. But allow me to add another one: NDA. Not the Non-Disclosure Agreement, which prevents
parties from disclosing information as outlined by the contract, but another NDA – the Non-Disposable Asset.
Everything that we own or share ownership with via a lender (such as an asset with a mortgage or payment)
can be classified into categories, either disposable or non-disposable. In the first category, a disposable asset is
anything we can sell, trade, or otherwise liquidate, which turns the "thing" into cash or its digital equivalent.
When we need the cash more than we need the "thing," we convert it.
For example, consider that your church needs to raise money to build a new children's building. The church
wants to have 50 percent of the funds in hand before breaking ground, so you launch a campaign for every
member to make a sacrifice and sell something. This kind of "needs" based project highlights a particular onetime "project" or "need." People evaluate how they can support it by giving above and beyond their "normal"
means. It does not affect their regular giving and tithing as it comes from other limited, untapped sources, yet
propels the church's mission forward. You take the lead by selling your bass boat. You do not use it much
anyway, and it takes up space in the garage. This would be an example of contributing a disposable asset. You
have it; you like it, but you could live without it. The cash it creates is more valuable than the boat just sitting
around.
Many Americans, though, store their greatest wealth in a second category called non-disposable assets. These
assets are similar but relate to items people believe they need and would never consider liquidating, such as
houses, cars, property, or savings accounts. The way we "think" about the asset is that we would never
consider converting it into cash. If we sell our home, we have to find another alternative like an apartment,
tent, or another house. Many of us need our cars as a way to get around in the United States.
But once we are promoted to heaven, these "non-disposable assets," or NDAs, are not needed by us anymore!
Once we start walking the streets of gold, we will not need a vehicle anymore! Nor a house because we will
reside in mansions in heaven! They do not take the US dollar in heaven, so we will have no need of cash or
currency or even bitcoin. I am not suggesting that every Christian leave all of their non-disposable assets to
the church or Kingdom causes (I hope for a small inheritance from my parents one day, too ). But maybe we
all could leave something?
Recently, a modest church in a small Missouri town invited me to share about investing. I was told they
received a significant gift from a church member who was recently promoted to heaven. Driving over, I had
low expectations; maybe the gift was $25,000, which in my world is significant, but maybe they were given
$50,000 or $100,000 to invest. Instead, I was surprised when the pastor told me the gift was 2.5 million
dollars! What a blessing!
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This person probably never gave $100,000 in any one year, or even over 10 years. Still, by leaving the church
her NDAs, or non-disposable assets, she will make an everlasting impact on the community and the world for
ministry. I realize not everyone has such a large amount or may have heirs they wish to bless, but consider
what could happen over time.
What if every church member were to leave 10 percent of their NDAs, or non-disposable assets, to the
church? Or, what if every member added another "child" to their estate plan? (So, instead of splitting their
estate 50/50 between the two kids, everything was divided 33/33/33, with a third going to their church). Or
what if a few church members decided that after their passing, they would have their estate distributed out
over 10 years to their heirs instead of immediately, allowing a third party to invest the monies and double the
estate's value? Money tends to grow faster when it is not spent. Monies that are properly invested can quickly
produce an additional $100,000 annually for ministry while maintaining its spending power in perpetuity!
If every family began to leave a little in their estate plan to add to that fund, imagine the additional ministry
that could happen?
So how can you start? The first step could be creating a legacy fund in your church and asking people to give to
it. Often, these funds go to support missions, maintenance, or ministries of the church. You could share this
story with your leadership team. You could even add your church or your favorite ministry to your estate plan.
The most important step will be your first one. So, stop procrastinating today and start TCB (Taking Care of
Business) by helping fund the church's future ministry by promoting the NDA giving!
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Current Events and Relevant Thoughts From:

The Stewardship Coach
Mark Brooks

Raising Capital in a COVID World
It is not a great time to be a capital campaign consultant. The pandemic showed us that
ministry can happen without a building. Thus, the industry that helped raise countless
billions of dollars to pay for those buildings was, for all practical purposes, wiped out in
March of 2020. The glory days of capital campaigns are over, and the stewardship industry is
scrambling to survive. They were dying before COVID, they just didn’t realize it.
Honestly, my industry never fully recovered from The Great Recession. When the pandemic hit, it put all but a few on
the streets looking for any work and hoping next year will be better. So far, that next year hope thing isn’t working so
well. It is past time we realize that capital campaigns as we once knew them are gone, never to return. Yet here is the
thing. Churches will always need to raise money over and above their yearly operating expenses.
I’m starting a new series with this edition of the Coach entitled, Raising Capital in a COVID World. In this edition, I’ll
share some of the basics of raising capital in a COVID world.
Are capital campaigns dead? No. What we raise money for might have changed but churches still need capital dollars.
In Issue 14 this year, I shared the following types of over and above dollars being raised:
Renovation – Every leader reading this has a building denoted as the “new” this or that. That “new” building
is probably over 20 years old. We have a massive renovation issue facing us.
Repurposing – COVID has forced us to re-think facilities. I believe you will see massive redesigning of space to
accommodate Americans’ lingering fears, but also their desire for quality digital engagement. All of this
requires money. More than you think.
Adoption/New Campuses – One church with multiple locations, including online, will be the norm not simply
for mega-churches but medium-sized churches as well.
Debt Reduction – It’s time to get lean and mean as the old saying goes. Let me replace the mean word with
flexible or free. My advice is, build what you need for the next 20 years and then pay off the note as fast as
possible.
I ended that section in Issue 14 with this, “It is not a question of if you will need to raise capital but when? Can I add
one more concern? How?” Everything has changed, including how to raise capital.
Principles vs. Process – In 2007 I met with an owner of another stewardship firm about potentially purchasing his
company and merging it with mine. What kept us from agreeing on a deal was the process of what a capital campaign
should look like. It isn’t that the process isn’t important. It’s simply that a principle-driven strategy is always more
effective than a process-driven strategy. I help you with the principles of successfully raising capital dollars. The
process for you depends upon your culture and context.
With that in mind, let me share with you some basic principles that drive a successful capital campaign. These will
apply to any size church’s budget or project amount. It’s what I call ...
The Formula for a Successful Capital Campaign – All of what follows needs to be started well before you begin your
special giving initiative or campaign. In my over-20 years of helping churches hold capital campaigns, I have found
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that the majority of mistakes made happen before the campaign even starts. One of my goals is to help you avoid these
mistakes by showing you what you need to know and do before your next campaign.
So, let’s get started by understanding …
The winning formula for a successful campaign is Information + Inspiration + Time = Success. If you want to raise
maximum dollars you need to adhere to this formula. Let me break this down.
“People are down on what they are not up on.” A consultant I worked with in the beginning days of the stewardship
ministry used to say that to clients. It is true particularly when it comes to people making gifts larger than they are used
to.
So, if you want to achieve maximum dollars you need to over-communicate. Inform, inform, and then inform!
Whatever you are asking your donors to support must make sense to them. Do you have a plan to carry to completion
what you are asking them to give to? To gain the dollars you need, you must fully inform your donors of the what,
when, why, and where of your campaign.
Touch the heart to reach the pockets of your donors. Donors need to be inspired to give. Your vision must be clear,
concise, but most of all compelling.
Here is a truth you MUST embrace! The more compelling the vision is, the more significant the gift will be. To inspire
your donors, you must communicate the vision of the “ask” in such a way that their hearts are moved.
Spiritually driven campaigns inspire donors more than anything. You are not raising funds as much as you are raising
faith. What separates a non-profit campaign from a church campaign? It should be our spiritual focus. You are asking
people to get in on what God is doing. Bathe your campaign in prayer and your donors will more likely be inspired to
give to support that campaign with faith-driven commitments. A spiritual journey helps you connect dollars to a vision
of changed lives. That motivates giving.
Finally, give donors the time to take the journey. You cannot rush the process and still see success. One of the most
frustrating things for pastors and staff is how long it sometimes takes our members to get on board with what we are
proposing. Yet, if you hurry the process you risk the results. The bigger the “ask” the more time your donors will need to
get their arms around what it is you are asking them to do. So, the more time you give to your campaign, the more likely
it is you will raise what you want and need.
If you want to raise dollars remember the formula, Information + Inspiration + Time = Success.
One final thought. Capital campaigns are not dead, they are just different. So, why would you use a process devised in
the last century? Principles endure but process must continually adapt. That is what you pay me the big bucks for!
https://acts17generosity.com/memberships/digital-capital-campaign/

Mark Brooks – The Stewardship Coach
mark@acts17generosity.com
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Bonus Material
How to Successfully Work with Building Committees
Before you Can Start, you Have to Get it Out of Committee! I cannot tell you the number of times I have talked
to a pastor with a dream of expanding his ministry only to have it die in committee. Early in my ministry I would
heap all the blame on committees. I now realize that we pastors are often the reason our visions don’t get out of
committee. If you can’t sell your vision to a committee, how will you sell it to your congregation?
How to Successfully Work With Building Committees – Here are my suggestions:


Start sooner! You must accept that it will take your committee longer to get up to speed on what you are
proposing. Committees need time to process things, so give them the time they need.



Meet ahead of time with the key players. Whether it is the chairperson or another key player, meeting
ahead of time with them will help get them in your corner. The success of any meeting is the meeting
before the meeting!



Give them all the information needed. Prayerfully, your committee is made up of mature Christians who
can handle all the various aspects of your project. Don’t sugarcoat the plans or hold any information back.
This means you need to be prepared to answer questions that are asked.



Listen to what they have to say. The first step to gaining their support is hearing them out.



Give them the time they need. While it might be frustrating, you simply have to accept that it will take
them time to process the information.



Call them to prayer. The church is a spiritual institution, and our process should be spiritual as well. Make
sure your committee not only looks at the facts but also sees the project with the eyes of faith. That can
only happen through prayer.



Set a deadline for a decision. Church committees are like a cow chewing her cud. If you let them, they will
talk and talk and talk. Talking is not deciding. Lead them to a point of decision by putting a timeline upon
the decision-making process.

Committees can be frustrating, but they can also be a great aid to us in our ministries. Properly used committees
can also help move the rest of the congregation to accept whatever proposal is being presented. And, they will
turn into some of the best donors supporting that proposal.
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Missions and Ministry Moment: Setting Up Your Offering
Every week we provide what are called offering talks. We have found that the easiest way to see an increase in
giving is to improve how you approach the offering time. Instead of telling people they don’t have to give, we like
to show them what giving to a church accomplishes. By showing people your mission and ministry focus, you
create a desire in your attendees to want to give to support that life change. That’s why we call them Missions and
Ministry Moments.
You can read them exactly how we write them or use them as idea starters for how the message would fit your
culture and context. Our goal is to develop lifetime stewards, but we must get the first gift to begin them on the
journey. Here is this week’s offering talk.

The following Missions and Ministry Moment is the 11th of the 15 offerings of the 2021 Summer.

Olympic Moments
Do you have a favorite Olympic moment from these Olympics? Every Olympic Game has some memorable
moment for us that sticks in our mind. Forever, when anyone mentions this Olympics, you will think of that
moment. It's been fun watching the Olympians from around the globe compete this week, each adding to the
Olympic moments we all have enjoyed.
YOUR CHURCH NAME has had some amazing, eternally Olympic moments this summer! We don't go around
bragging about our medal count but let's rejoice over this:

 LIST SEVERAL "VICTORIES" THIS SUMMER
Do you know how we have been able to accomplish this? We have some Olympians in our church! You! You
are our Olympian when you give so generously. We set a giving goal this summer to STATE GOAL OR SAY, never
fall behind in giving. With your help, we are successfully accomplishing that goal! Thank you for your
generosity!
Remember, we have multiple ways by which you can give here. Find the way that works best for you.

