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THE STEWARDSHIP JOURNAL
“Our new space has taken the lid off our space barrier, and we are beginning to see some pre-Covid numbers.”
That is a quote from Pastor Matt Culbertson of Faith Baptist in Festus just south of Saint Louis. Matt shares his
experiences of managing a project as well as holding a capital campaign in our lead post entitled A Capital
Campaign Success Story. I believe you learn some valuable lessons from Faith’s journey as well as being
inspired. Thanks Matt, for this practical and helpful interview with the Journal team.
Here is a preview of what you can expect in the pages that follow:
Mark Brooks, The Stewardship Coach, continues his series on raising capital dollars. The series is entitled,
Raising Capital in a COVID World and in this issue he writes on, “How Your Start Determines Where You Will
End.” Take a look at his top ten starting block mistakes to see if you have or are making similar errors.
How Long Does It Take to Hold a Capital Campaign is this week's Bonus Section. You will find answers to
some of the key questions your leadership needs when it comes to the right timing of any potential campaign
you might be considering.
Who’s number one? As we gear up for another football season, there will be lots of debate around that
question. In this week’s Missions and Ministry "offering talk” entitled First Things First, we address this
question while linking it back to giving.
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/.
If you have a story like Matt’s, please let us know. Contact Rob Phillips at rphillips@mobaptist.org. We would
love to hear from you.
Advancing the Gospel!

Dr. John Yeats
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A Capital Campaign Success Story
Matt Culbertson, Faith Baptist, Festus
One of our goals with The Stewardship Journal is to give pastors a forum to write about their stewardship
practices and experiences. The past few editions of the Journal have been on the topic of capital campaigns.
We wanted to hear from a pastor who had a positive experience to see what advice we could glean from it.
The Stewardship Journal team caught up with Matt Culbertson of Faith Baptist in Festus for this interview.
Matt has been the senior pastor at Faith since 2008. Festus sits strategically on I-55, less than an hour's drive
from downtown Saint Louis. We think his story will not only inspire you but also inform you of key steps in a
building process.
The Stewardship Journal: Matt, recently you led Faith Festus in a complete renovation process. Can you
explain what drove your thinking around the design Faith ultimately embraced?
Matt: We had gone through a Master Planning process in 2012 but determined at that time that the priority
was to pay off existing debt and to maximize our existing space to its fullest capacity. We accomplished both
of those things, paid off debt in 2014, and used our space to the max (three Sunday morning Bible study
hours, etc.). We were out of space, and adding new worship and group options would not work in our culture.
We relaunched our team in 2016 and began the process. We knew that we had gymnasium space that was not
being used to its fullest capacity.
We went into the project with the openness to convert that space to worship space if it would work. The
conversion of the gym into worship space almost doubled our capacity for worship. The old worship space
became a great multi-use large group space. We were able to add an elevator and new entryways and
reconfigure our education space to meet the demands of our growing children's ministry needs. We did all this
by adding only 1,800 square feet of new space, which helped keep the cost manageable.
Concerning Covid-19, our facility project was completed in the fall of 2019, 6 months before Covid. The
additional space allowed us to open back up with safe distancing. Our upgraded AV allowed us to be able to
record and broadcast without additional expense or headache. We had another church that used our facilities
to record their service. God’s timing was perfect for us.
The Stewardship Journal: How long of a process was that? Was that the right amount of time, or do you wish
you had started sooner?
Matt: The project always seems long to those in the middle of it. But the pace was good for our church. 2012
identified need, possibilities, and cost. 2016-2017 allowed us to determine what could be done and to pray
about timing. Fall of 2017, we launched our capital campaign, which allowed us the time to finish design
details. Fall of 2018, we began to build, in three phases, that allowed us to continue ministry, and we
completed the project in late fall 2019. You always wish you could start and finish before the need is there,
but people must see the need before fully buying in.
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The Stewardship Journal: What was the price for all of this, and how did Faith raise the needed funds?
Matt: Our total project was $2.7million. We had some money saved as people had continued to give after the
previous debt was paid off. This allowed us to have money to hire a capital stewardship consultant and enter
into a contract with architects. We began a capital campaign in which the church pledged over $500,000 over
three years (our church actually gave nearly $800,000 in three years, which is our pattern; low pledge, higher
giving), and we entered the project approved to borrow approximately $2.5 million, based on what we could
afford. Let me say we did a lot of pre-work on what we could borrow and how much it would cost, and if we
could accomplish what we wanted for the money. There were very few surprises along the way, which helps
build trust in the congregation.
The Stewardship Journal: Did Faith use outside help, and what drove your decision to use an outside firm?
Matt: Our church struggled with the decision to hire a consultant, which cost money, to raise money. As a
pastor of a medium-size church with limited staff, the ultimate deciding factor for me was that we needed
someone to work with us to guide us through the process and allow our staff to do the ministry they were
called and hired to do. We knew that we needed someone who understood what we could afford and a
consultant who would work and advise but would let the project be church- and pastor-led. Unless a
church/pastor has someone in their congregation that can lead a campaign with expertise and experience, I
believe that a capital consultant is a great investment.
The Stewardship Journal: Did you consider your capital campaign successful, and if so, why?
Matt: Yes. As stated above, the consultant did all the leg work and the "dirty" work, which helped our staff
not get sucked in. Our consultant was behind the scenes for the most part, which gave credibility and trust to
me as pastor and our team. Capital stewardship has changed a lot over the years. I don't know what we would
have raised without a consultant, but the money is what it is. The real "currency" of any campaign is credibility
and vision. Whether people are willing to pledge a certain amount is not really the issue. The real question is,
do they buy in enough to give? Over our three years, we received over 1x our annual budget. That is a success
to me!
The Stewardship Journal: What advice would you have for other pastors approaching a project?
Matt: Gather your key permission givers and influences and sell the need. Put together those who have
expertise and credibility related to finance, design, and building to lead the project. Take your time! We
actually had two different teams; the first was the Idea/design team that worked with the architect and led us
to the point of proposing the project. Then a new building team, that led the project from design, value
engineering, contractor selection, and building. This takes a little more time but also allows more people to
buy in. Let me also say, the architect will make or break your project. We were blessed to work with a local
architect; the same architect did our Master Plan in 2012 and led the project in 2017. You must trust them and
let them lead the project. They can be your best friend!
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The Stewardship Journal: What advice would you have for other pastors about raising funds for the project?
Every church with a vision for growth will need new or updated space in the future. They need to be
continually raising funds for capital improvement. There are many ways to do this, but the cost of building or
major renovation will outpace most congregations' ability to raise money or finance. A quality Master Plan will
also help to see possibilities and vision.
The Stewardship Journal: What have been the results for Faith overall?
Matt: We are extremely pleased. God’s timing was incredible. God brought incredible people to our project.
Our capital consultant, lead architect, contractor, and project manager, are all individuals that I call friends
and could call anytime for advice. This is among the greatest blessings. Our new space has taken the lid off our
space barrier, and we are beginning to see some pre-Covid numbers (this last Sunday, my children's director
said she was out of room and that it was time to build again! I laughed).
The Stewardship Journal: Thanks for sharing, Matt. We look forward to hearing more great things from Faith
Baptist Festus!
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Current Events and Relevant Thoughts From:

The Stewardship Coach
Mark Brooks

How Your Start Determines Where You Will End
“You never have to recover from a good start.” My mentor, Dave Sutherland,
used to say that. In capital campaigns, how you start determines where you
will end up. If the foundation you lay at the start is wrong, the results at the
end could be disastrous. Many a race is won or lost by how a runner gets out
of the blocks to start the race. The same is true for churches thinking about a
capital campaign.
Last week I started a new series entitled Raising Capital in a COVID World. I
am continuing that with this edition, entitled How Your Start Determines
Where You Will End.

Most campaigns fail not because the vision wasn’t worth supporting. They fail because we make mistakes at the start
that cause the church to lose time, momentum, and money. Let’s reverse that by looking at…
The Coach’s Top Ten Starting Block Mistakes Churches Make - Here are some of the most common mistakes.
1. Not starting soon enough. This is mistake number one. The fans in the stands only see seconds of racing. They
don’t see the weeks of training. Churches don’t realize how long it takes to do a great capital stewardship
campaign. When you start later in the game, you are more prone to hurry the process and thus make mistakes.
2. Premature launch. This might seem a contradiction from my first point but what I mean here is the public phase of
the campaign. Too often in our excitement, we share things about the project or campaign that are not yet fully
developed. Most mistakes in a campaign are made months before the campaign begins. Why does this occur?
3. The Lone Ranger mentality. Another way of stating this is Do It Yourself. Churches that go it alone make more
mistakes than churches that have some type of help. It is much harder than you realize. Most churches do their
own campaign to save money. My advice is to avoid going cheap when it comes to raising money. A good partner
is worth the price. Which leads to the next mistake.
4. Thinking it will be easier than it is. Let me be frank, a lot of the campaign process is easy. As I always say, “How
hard is it to put together a prayer team?” A campaign, however, rests upon a solid foundation and laying that
foundation correctly is often complex and difficult.
5. Not giving enough time to the process. The more complex the project, the more time will be needed. For more,
see the Bonus Section, entitled How Long Does It Take to Hold a Capital Campaign?
6. Having unrealistic expectations of how much they can raise. They overestimate what their giving potential is. This
often leads them to plan for a larger project than they can afford, which exacerbates their problems, thus creating
more potential for failure. I call this mistake Funding Fantasies. One to two times your annual budget is what
most churches will raise. Anyone who tells you different is not being honest with you.
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7. Believing lenders will loan more than they will. As a rule of thumb, most banks will lend two to three times a
church’s annual operating budget. If your project is bigger than you can find financing for, you run the risk of
imploding your campaign and your project before you get started.
8. Assuming everyone is on board. You need to know beforehand what objections your people might have with
regards to your project. Knowing potential land mines helps you craft a message to meet their questions. Again,
my mentor Dave Sutherland used to say, “A question anticipated is an opportunity.”
9. A design that does not fit. Make sure what you are building not only fits who you are but fits what you need.
Living in a pandemic world makes this even more important. A good builder will begin not by asking what you
want but what you want to do with what you want. There is a huge difference. Buildings are simply boxes in which
ministry takes place in. Make sure your design fits your ministry focus.
10. A vision that does not inspire. Good vision trumps everything, even a bad economy! People do not give to brick
and mortar; they give to vision. Make sure that your vision for the project inspires your donors to want to sacrifice
to see it happen. If your vision doesn’t inspire they will simply spend that money eating out at McDonald's, buying
another iPhone upgrade, or simply hiding it under their mattress. It’s a vision thing!
There you have it. Ten of the most common mistakes that churches make. Make sure you don’t make these mistakes.
Making these mistakes will not mean the project won’t happen. However, if you make these mistakes it might delay the
process or cause you to raise significantly less than what you could have.
Are you set for a good start? It is never too early to begin the planning process for your next campaign. I can help you
now, getting you out of the blocks towards the finish line. It is always harder to catch up than to stay ahead.
Remember, capital campaigns are not dead, they are just different. I have coaching plans for capital campaigns that start
as low as $99 a month! https://acts17generosity.com/memberships/digital-capital-campaign/

Mark Brooks – The Stewardship Coach
mark@acts17generosity.com

Don’t forget to download your copy of Recovering the Lost Offering(s) of COVID19 to help close out your summer
strong. Go to, https://acts17generosity.com/shop/recovering-the-lost-offering-of-covid-19/

THE STEWARDSHIP JOURNAL
Bonus Material
How Long Does It Take to Hold a Capital Campaign?
The answer to how long it takes is, always, it depends; but for most campaigns, the minimum time is at least six months
from initial planning to completion. In some situations, like debt retirement, it can and must be done sooner but they
are the exception rather than the rule. Those campaigns typically never raise the same levels of money as those that
give more time to the process. Remember, the more complex the project, the more time will be needed. Before we talk
specifics about time, let me share one of my driving mantras I preach to my clients…
It’s more important to get the campaign done right than it is to get it done on some arbitrary timeline. The question is
one of timing, not time.
The Six-Month Rule of Thumb is what I like and advise for my clients. Give yourself at least six months. However, at
times, because the timing is not right, it takes more time. Here is a broad breakdown of the three major segments
leading up to the commitment weekend:
1. Preparation Phase – Depending upon the type of project, this phase could be two to three months.
2. Private Phase – Typically, this process takes two to three months.
3. Public Phase – From launch to commitment Sunday, think broadly six to eight weeks.
To help you get a sense of the typical times campaigns are held, here is an overall timeline of the typical dates for you to
consider.
Spring or fall? Campaign timelines fall broadly into spring and fall time frames. Is one better than the other? In my
experience, they typically are not. Again, success is dependent upon timing, not time. What drives the timeline also is
your church's timeline. To determine when the best time is for your next campaign, take a look at your calendar. Capital
campaigns don’t totally stop all church activities. Yet, pastoral absence, pre-set events, various holidays, etc. all weigh
into your calendar planning.
Basically, in the springtime, there are two windows of opportunity…
Pre-Easter Campaign – With this timeline, you would want your commitment weekend to be ideally two weeks before
Easter. So, pick out that weekend and back up six months.
Memorial Day or before school dismisses – Here you want commitment weekend to be about two weeks before school
gets out. Find that date and back up six months.
Fall campaigns – There is really only one timeline for fall. You must have your commitment weekend no later than the
weekend before Thanksgiving. Once again, find that date and back up six months from there.
In each of the above timelines, there is leeway. Yet for our purposes, this broad overview will help you in your planning
AND give you the needed time to get your next campaign done right!
Remember, one of the biggest mistakes churches make is not giving themselves enough time to adequately plan,
thus potentially endangering their chances for success.
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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 12th of the 15 offerings of the 2021 Summer.

First Things First
We just finished the Olympics, and now it is time to debate who is number one in football!
Who doesn't like to be first? Think about it, from winning a race, match, or game to standing in line; we
always want to be first. First place is the place everyone wants to be in. Yet sometimes, we willingly forego
being first.
We do this because first place is not just the place for winners, but it is the place of honor. When you have
company at your house, don't you offer them the first of everything? When it comes to getting in the food
line, who doesn't want to be first? Yet we offer our guests the first serving. We even open doors for people so
they can go in first. First is a place not just for winning, but it's a place of prominence and honor. Putting
someone or something first in your life shows what you value.
Proverbs 3:9,10 says, "Honor the Lord with your wealth, with the firstfruits of all your crops; then your barns
will be filled to overflowing, and your vats will brim over with new wine."
It is not as if God needs our money. After all, the Scriptures say he owns the cattle on a thousand hills. God
wants what our money represents, our heart. Giving to God of the first of all we have shows our love for Him.
When you give, you show God has first place in your heart.
So, today as we focus on the offering, let's show that God is first in our lives by giving an offering that obeys
and honors Him! Find the easiest way to express your love to God by giving of your first fruits!

