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Foundations for Partner Development 
 

 
Fundraising Acceptance Barometer 

 
Resist |ß------------------|--------------------|-------------------|------------------à| Accept 

                               
 
 

 
 
Where are you? 
 
Why? 
 
 
 
 
 
Fears about support raising 
 
What are your greatest fears? (use solarium cards) 
 
1. 

 

2. 

 

3. 

 
 

How do our fears relate to our view of God and self? 
 
 
 
 

 
 
 
 
 
 

Try to get 
out of it 

Resignation 
Sense of 

duty 

Embrace it 
reluctantly 

Embrace it 
joyfully 
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Identify Your Emotions and Beliefs 
 
Beliefs about money and possessions: 

  
• Inaccurate belief: I am asking people to give me some of their 
money. 
 
• Biblical view: I’m inviting people to give back to God some of His 
resources for His work (I Chronicles 29:14-16). 

 
 

Beliefs about personal worth: 
  

• Inaccurate beliefs: My value is based on people’s willingness to partner 
with me.  A “no” directly reflects on my worth. 
 

• Biblical view: Our value comes from God and His love for us.  We are 
friends, children, and heirs of the King (Romans 8:14-17). 

 
Beliefs about giving: 
 

• Inaccurate beliefs: Giving is a nice thing to do but can 
only be done after people have met their own needs 
and/or giving is for some kind of economic benefit like 
a tax deduction. 

 
• Biblical view: Our giving is to God to acknowledge His 

ownership of everything: it is to be done out of the first-
fruits not the leftovers (Proverbs 3:9). 

 
Beliefs about how ministry should be supported: 
 

• Inaccurate beliefs: Paul made tents for a living so people in full-time 
ministry should find ways to support themselves and/or fundraising is a 
secular invention, something Christian ministries should not engage in.   

 
• Biblical view: Jesus’ ministry was supported by donors (Luke 8:1-3).  Paul 

himself was supported by partners (Phi 4:14-16) and engaged in 
fundraising effort for the church in Jerusalem (2 Cor 8-9). 

 
 
 
 
 



	 3	

Biblical Preparation for Partner Development 
 
 
What does the Bible say? 
 
Please read the following passages and write out how they relate to raising 
support (there are many more passages, but these will get you started). 

 
• Num 18:24 
 
 
• Deut 12:19 
 
 
• Neh 13:10-12 
 
 
• Matt 10:10 
 
 
• Luke 8:3 
 
 
• Acts 20:33-35 
 
 
• Rom 15:24 
 
 
• Rom 16:1-2 
 
 
• 1 Cor 9:3-15 
 
 
• 2 Cor 11:8-9 
 
 
• 1 Tim 5:18 
 
 
• 3 John 5-8 
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Funding Your Ministry 
 
 

Read Chapters 1-4 
 
Chapter 1 
Do any of the myths that Morton talks about resonate with you?  
Who one do you wish was true? 
 
 
 
 
 

 
 
Chapter 2 
What are your two biggest obstacles?  How do you think you can overcome 
them? 
 
 
 
 
 
 
 
Chapter 3 
Reflect on the 9 attitudes that Morton talks about.  Which ones do you think 
you’ll struggle with the most? 
 
 
 
 
 
 
 
Chapter 4 
Which scripture passage/example is the most helpful for you? 
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The Spirituality of Fundraising 
 
 

Read the entire booklet! 
 
After reading and reflecting, answer these questions: 
 
1. Is support raising a ministry?  Why or why not? 
 
 
 
 
 

2. How does support raising relate to the Kingdom of God? 
 
 
 
 
 
3. In what ways does support raising help those who give? 
 
 
 
 
 
4. How will support raising help you? 
 
 
 
 
 
5. Is support raising something that should be looked down upon? 

 
 
 
 

Learning from the past 
 
Read Num 13 – How big is your God? 
 
 

 
Thanks for spending time to prepare! 
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The One-on-One Presentation 
 
The goal of the presentation is to share yourself, the need, your vision, and to 
clearly ask another to take a clear step to partner with you and SEND in 
reaching your field for Christ. 
 
One-on-one = A face-to-face meeting in a home, office, or coffee shop where 
you will share your vision and ask for partnership.  For potential partners living 
further than 1 hour away, Skype, Facetime, etc. can also be a good way to be  
“face-to-face.”  You may choose to go in-person to potential partners that are 
over an hour away if you have 2 or more contacts in a particular area.   
 
Preparation 
 
- Be spiritually prepared 

o Pray and commit things to God 
o Remind yourself of truth 

- Be administratively prepared 
o Have the right materials 
o Know your schedule and theirs 

- Make a good first impression 
o Home appt = on time 
o Office appt = 5-10 minutes early 
o Always call (perhaps text/email) if late 
o Dress sharply. Appropriate for setting or 1 step above 
o Honor the time-frame agreed upon 

- Meals.  Typically eat something before you go 
- Ideally meet with a married couple together 
- Speak in a normal, conversational manner.  Smile. 
- Make it interactive.  Find good opportunities to ask a 

specific question or even, “What do you think?” 
 
The One-on-One PD Appointment Flow:  
 
1. About them 
2. About you 
3. About your field 
4. The Need 
5. The Gospel 
6. About SEND 
7. Your Role 
8. Reemphasize Your Vision 
9. Partnership 
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Creating Your One-on-One Presentation 
 
Opening Instructions 
• Prepare your presentation to be no longer than 30 minutes.  Expect an 

appointment to be about an hour including their questions. 
• We encourage you to use the format below, that also corresponds with 

W5HY, but there is flexibility in how you may do that.  
• Because you will be speaking throughout the presentation, have few words 

and mostly pictures in your presentation.  Plan on an average of only 1 or 2 
photos per page. 

• Prepare a word-by-word script before doing your first presentation.  If you 
do not prepare a script, it is likely your presentation will be a bit disoriented 
and possibly either too long or too short. 

 
Before your Presentation (≈5-10 minutes) 
Upon arriving at an appointment, you can create a warm atmosphere that 
allows the appointment to feel more like a dialogue than a presentation by 
getting to know or catching up with the person you’re meeting with. 
• Ask about them (e.g. their church and the roles they serve in, their family, 

their interests). 
• If they ask about you and the ministry you’re doing, share a little bit about 

yourself personally but focus mostly on learning about them. 
• Transition to your presentation by saying, “To share with you about the 

ministry I will be doing in Alaska, I brought a book/slideshow that we can 
look through together.”  

 
 
1. WHO: Your Testimony (≈3-5 minutes, Slide 2) 
• Share either how you became a Christian or why you feel called to 

Macedonia, or intermingle the two.  
• Photo: You or your family.  It can be effective to use an old photo to 

represent where God has brought you from (for example, a college photo, a 
photo of your wedding, etc.). 

 
2. WHO: Your Experience or Background (Optional, ≈2 minutes, Slide 3) 
• Share any work, ministry, or life experiences you’ve had and how they have 

prepared you for going to your mission field. 
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• Photo: You doing your job or serving in a ministry role (e.g. a photo of you 
doing youth ministry at your home church) 

 
3. A Question (≈1 minutes, Slide 4) 
• Ask the potential partner a question that they are likely to be able to answer 

related to your field.  For example, “What images come to mind when you 
think about Japan?”  Or, “What types of challenges do you imagine 
believers in Russia face when they live in a country that is less than 2% 
Christian?” 

• Asking a question here at the beginning allows them to know that your 
presentation is a two-way dialogue.   

• Photo: A picture of your field country, perhaps a photo that relates to your 
question (e.g. a photo of sushi and anime for Japan). 

 
4. WHERE: About Your Country (≈2 minutes, Slide 5) 
• Share facts about your field that will help people get a picture of what it’s 

like.  You can share information about geography, population, culture, etc.   
• Remember to speak respectfully about the people and culture.   
 
5. WHY: The Need for the Gospel (≈2 minutes, Slide 6) 
• Share the spiritual needs of your field.  For example, how many churches are 

there per person?  What percentage of the people are Christian?  What are 
the local beliefs or social patterns that show the need people have for 
Christ?  If there is a Catholic heritage, why is missions still necessary there? 

• As you share the needs of your field, have a hopeful rather than gloomy 
tone. 

• Photo: A picture that expresses the spiritual need 
 
6. WHY: Hope of the Gospel (≈1 minutes, Slide 7) 
• After sharing about the challenges, difficulties, or opportunities on your field, 

share your confidence that God is always at work to bring people to Himself. 
• Share how you believe the Gospel speaks to the needs on your field. 
• Share your goal to proclaim the Gospel of Christ. 
• Share a verse that motivates you to share Christ with people on your field. 
• Photo:  A hopeful photo of you with local believers or a meaningful stock 

photo 
 
7. A Story from Your Field (≈2 minutes, Slide 8) 
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• Share a story of life change from your field.   For example, tell a vivid story of 
someone who accepted Christ or who attended a bible study or outreach. 
event.  This story could be of someone you met while on a short-term or vision 
trip, or it can be a story that you receive from a fellow SEND missionary. 

• Consider choosing a story that illustrates what motivates you to go. 
• Photo: A photo of the person whose story you’re telling.   
 
8. SEND International (≈2 minutes, Slide 9) 
• Share SEND’s mission statement. 
• Share that SEND is serving among the unreached and what that means 

(countries or people groups that are less than 2% Christian). 
• Consider explaining a bit of the history of SEND International on your field or 

why you chose SEND. 
• Photo: SEND Logo, SEND stock photo, or your COP class photo. 
• Before turning the page, ask, “Do you have any questions about SEND?” 

 
9. HOW: My Role (≈5 minutes, Slide 10, additional slide can be added) 
• Explain anything you know about how you will be serving in Poland.  If you 

don’t know what your role will be, share what SEND Teams are doing in 
Poland and of your hope to join them. 

• Share about any specific passions you have that you hope to serve in (e.g. 
children’s ministry, college students, church planting). 

• Photo: You with local believers or a stock photo from your field.  
 
10.  YOU: I Cant Do This Alone (≈2 minute, Slide 11) 
• Transition: “In order to serve as a missionary in Spain, I need others to team 

with me.” 
• Share a Scripture that restates your vision or explains the need for a team. 
• Reference “Making the Financial Ask” in your COP binder for more details on 

how to present ways people can partner with you. 
• Words on Page: “I Cant Do This Alone,” “Giving, Prayer, Others Who Care.” 
• Photo: Something related to your field that suggests teamwork or the spiritual 

need (nothing distracting). 
• Transition: “May I share with you different ways you can get involved through 

giving?” 
 
11.  YOU: Ways to Partner Through Giving (≈3 minutes, Slide 12) 
• Say, “Let’s read this together.”  
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• Include the paragraph and amounts below nearly verbatim. 

• After reading, “… by making monthly investments to SEND,” say, “Actually 
people give anywhere from $10/month to $500/month.”  Then finish your ask 
by looking up at them and then reading the final phrase, “Would you 
consider becoming a partner with us at one of these amounts?”   

• Reference “Making the Financial Ask” in your COP binder for more details on 
how to present your financial ask. 

 
12.  YOU: Ways to partner through Prayer (≈1 minute, Slide 13) 
• Explain the ways in which you share prayer requests and updates, for 

example, through Facebook and newsletters.  Ask them if they would like to 
sign-up for your newsletter, even if they are unable to give. 

 
13.   YOU: Others Who Care ((≈5+ minutes, Slide 14) 
• Words on Page: “Others Who Care” 
• “I mentioned that another way people can partner with us is through letting 

us know of others who have a heart for the Gospel.  We will need to talk to 
hundreds of people in order to build the partnership team necessary for us to 
leave for Bulgaria.  We know a lot of people but not enough to build this 
team on our own.  Would there be 3 to 5 people you know who have a heart 
for the Gospel and might be interested in hearing about the ministry we’ll be 
doing in Bulgaria?”   

Building a Team

We are excited about reaching and discipling ____________ for Christ.  
SEND relies primarily upon the generous gifts of others to financially 
support its ministries.  You can become an important partner with us 
in bringing the Gospel to ____________ by making monthly 
investments to SEND.  Would you consider becoming a partner with 
us at one of these amounts? 

☐ $250        ☐ $100        ☐ $35            ☐ $_______ 

☐ Monthly     ☐ Quarterly       ☐ Annually         ☐  Special 
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• Reference “Others Who Care” in your COP binder for how to most effectively 
receive referrals. 

• Photo: Something that suggests the need to connect with a lot of people, or 
a photo of a church congregation from your field. 

 
14.  Thank You (<1 min, Slide 15) 
• Thank them for giving you time to present the needs in China. 
• For those who become partners, thank them for being willing to partner 

through prayer, giving, or through names of others who you can contact. 
 
 
Note: The format of this presentation can be used for Skype or phone 
appointments.   After creating the slideshow, save it as a pdf and attach it in an 
email to a prospective partner at least 24 hours prior to presenting to them.  
They can flip through the slides as you cue them.  It is also highly recommended 
that you convert your one-on-one presentation into a book.   
 
Suggested sites for making a Presentation Book (typical cost is $25-$50, 
reimbursable): 
- Blurb.com 
- Snapfish.com 
- In iPhoto under the Projects’ tab 
- Flickr.com 
- Shutterfly.com 
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Name Storming by Location 
 

1. Sort your name storm list by location. 
2. Using a pen, draw a circle around the area with the largest number of 

connections. 
3. Use two different colored pens to circle the 2nd and 3rd largest group of 

connections.  
4. Also mark where you will be living during PD. 
5. If you are not living near your main areas of connection, you will need to 

come up with a distance strategy and a plan to visit if possible. 
 

 

	
	
	
	
	
Location                                                       Potential Number of Partners 
e.g. Chicago, IL 
1. 
2. 
3. 
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Name Storming by Social Connection 
 

 
 
 
 
Use TNTConnect to create groups and organize them into the following 
categories: 
 

• High Priority Prospects (including Anchor Donors) 

• Medium Priority Prospects 

• Low Priority Prospects 
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Making Initial Contact 
 
Methods of contact:  Phone Call, in-person (e.g. At church), e-mail, texting, 
Facebook – use them all and mix them up, but prioritize calling. 
 
“I hate calling people.  Who does that anymore?” 
 
What God has called you to is too important for you to avoid phone calls 
because of what others might think of you. 
 
Tips: 
 
• Set clear goals  

o Establish a weekly plan:  Prayer & Planning time 
Þ Specific, measurable, attainable, relevant, timely 

o Start with a call.  If you have a phone number, start by calling rather 
than e-mailing. 

Þ Call #1 - no message.   
Þ Call #2 -  leave a message 
Þ If after 2-3 calls you don't hear from them after about 1 week, 

send an email or text to initiate contact 
o Golden Hours: Mon-Thurs, 6-9pm, Sat morn and late afternoon 

(depending on children’s sports), and Sun afternoon or eve 
o Make sure you have a spreadsheet or TNT to track your activities 

• Have your script 
• Gather names: Before your first coaching call, compile all of the names you 

can possibly think of (100-200+) in an excel spreadsheet or TNT.  Do lots of 
research to get as much contact info as possible 

• Pray before contacting 
• Reward yourself 
 
One Ask on the Table at a Time: 
 
• It’s beneficial to think in terms of only asking a potential partner to consider 

one need at a time. 
• Example #1:  If you need someone’s contact info, ask via Facebook for their 

phone number without referencing an appointment. 
• Example #2: When asking for an appointment, do not also ask them for 

financial support.  Mention partnership when you call, but the hope is that 
they can hear about your ministry before feeling like they need to decide 
whether they will partner. 
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• This is not a hard and fast rule, but a general principle to keep in mind.  Note 
that you will have two asks on the table when you ask during your 
appointment for financial support and referrals.   

 
The Phone Call or E-mail Ask: 
 

1. Greeting/Identify yourself 
2. Engage briefly in general conversation (if a friend) 
3. State the reason for your call 
4. Ask for an appointment 
5. Address any questions or objections 
6. Ask for an appointment again 
7. Finalize the details 
8. Ask to provide a reminder 
9. Wrap up  

 
Coaches’ Example – Sample Phone Call for Appointment, page____. 
For your use: Phone Call for Appointment – Quick-Reference Script on page____. 
Also see: Sample E-mails to Make Appointments 
 
Practice Phone Call in pairs 
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Making the Financial Ask 
 
“When you don’t ask for help when you need it, you assume all of a burden that 
might easily (and gladly) be shared. But you also deprive those who’d love to 
assist you of the opportunity to do so.” 
 
Misconceptions 
 
1. It will happen “naturally”  
2. If I just make the need known, people will ask to support me 
3. Churches will be the majority of my support 
4. I don't need to be specific when I ask, people will know how to help 
5. Sending support letters will be sufficient for raising my needed support 
6. If someone decides not to give, I did something wrong or God is not working 
 
Healthy Perspectives 
 
1. PD is a lot of work.  It requires a lot of planning and courage.  
2. The #1 reason people give is because they were asked. 
3. For most missionaries, majority of their support will come from individuals and 

families, with 3 to 10 churches giving varying amounts.  Most of us will do at 
least 200 one-on-one presentations! 

4. People respond best to clear requests & appreciate knowing how people 
typically give. 

5. Support letters are a good strategy for short-term mission trips but raising 
support for a ministry career requires a more personal approach. 

6. God will help build your team.  People may not give because of their own 
stewardship decisions, but that is not a rejection of you. 

 
Objectives 
 
• Learn a method for a clear financial ask when meeting one-on-one (not for 

group or church presentations) 
• Ask for financial partnership clearly 
• Communicate specific giving amounts 
• Respond effectively to Yes, No and Maybe answers 
• Be professional and faithful to your part in Partner Development 
 
Learn Your Audience 
 
• Age 
• City vs. rural 
• Ethnicity (direct vs. indirect) 

• Types of occupations 
• Church culture (ask if you don't 

know) 
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Ways You Can Help 
 
• An overview of how people can partner: Giving, Prayer, Others Who Care. 
• It is okay to change the order of these items or add an item.  Use just one or 

two sentences to overview each.  You’ll be more specific later. 
• Highlight a verse about sending, partnership, or that restates your vision. 

 

 
Suggested script: “There are 3 ways you can partner with our work in Spain.  The 
first is through GIVING.  Local churches barely have the ability to support one 
pastor, so the provision of supported missionaries to assist the church and church 
plants is a great encouragement to local believers.  The second need is for 
PRAYER.  We have already started sending monthly newsletters with prayer 
requests.  We want to be covered in prayer as we serve.  Lastly, letting us know 
of OTHERS who have a heart for missions is a huge help.  We will need to talk to 
hundreds of people in order to make it to Spain.” 
 
• Start with financial partnership. 
• Transition to next page/slide: “Do you mind if I share different ways people 

get involved through giving?”  Acknowledge if they said they can’t give. 
 
Reading a Written Ask 
 
• Welcomed accountability for a clear ask	 

Partnership

•Giving 
•Prayer 
•Others Who Care

“And	how	can	they	
hear	about	him	unless	
someone	tells	them?			
And	how	will	anyone	
go	and	tell	them	

without	being	sent?			
-Romans	10:14
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• It’s soft 
• It’s specific in ways that might feel awkward verbally 

 
• This page is carefully worded and it is ideal to follow it nearly exactly – read 

word-for-word – toward the end of your presentation.  If you prepare and 
practice adequately, you will be able to present the financial need in a 
natural and conversational manner even though you are reading it.   

• You’ll read it upside down. 
• Remember to look up before asking the final question so it’s clear you’re 

asking them, not just reading hypothetical text. 
 
Set Amounts & A Range Ask 
 
• We speak about specific dollar amounts or ranges in order to: 

o Share our need as concretely as possible 
o Help the potential partner see what is “normal” 
o $250, $100, $50 - These amounts allow the potential partner to 

understand there is a range of possible partnership and gives three 
suggestions. 

• A broader range also helps people see the breadth of options for giving. 
o “… by making monthly investments to SEND. --- People actually give 

anywhere from $10/month to $500/month or more, depending on 
where they are able --- Jill, would you become a partner with SEND at 
one of these amounts?” 

 

Building a Team

We are excited about reaching and discipling Ukrainians for Christ.  
SEND relies primarily upon the generous gifts of others to financially 
support its ministries.  You can become an important partner with us 
in bringing the Gospel to Ukrainians by making monthly investments 
to SEND.  Would you consider becoming a partner with us at one of 
these amounts? 

☐ $250        ☐ $100        ☐ $35            ☐ $_______ 

☐ Monthly     ☐ Quarterly       ☐ Annually         ☐  Special 
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The Pause 
 
After you have asked the potential ministry partner for his/her decision, maintain 
eye contact and, in a gracious and relaxed manner, do not say anything until 
the potential partner responds first.  This wait may seem like a long time.  In 
reality, though, it is only 2-5 seconds on average.  You may feel uncomfortable, 
but refuse the temptation to talk until your question is answered. 
 
“Yes, $_____ per _______!”  
 
Clarifying the Details 
 
• How much?  “Did you have a particular amount in mind?” 
• How often?  “Are you thinking monthly or a different frequency?” 
• Method?  “There are several ways to give.  The most common method is to 

sign-up online for automatic giving, but you can also give via check or by 
setting up automatic giving using a form I have with me.  What method 
would you like to use to give?” 

• Start date?  “Would you like to sign-up online right now while I’m here to walk 
you through it, or do you prefer to sign up on your own later this week?  Or, if 
you prefer, you can begin giving at a future date that is convenient for you.  
OR, “Would you like to give your first gift today (if paper check) or do you 
prefer to start at a later time?”  

• Confirmation Email. “I will send you an email that includes a link and all the 
info you’ll need to get signed up online?” 

• Personal Ministry Brochure or Faith Promise form (if needed) 
• Confirm contact info.  Make sure you have their: 

o Home address (for Thank You) 
o Cell phone (for Call Back for Decision) 
o E-mail (confirm 2x) 
o Is texting okay? 
o What’s the best way to reach you? 

 
“Yes, but…” & “Maybe”  
 
Call Back for Decision 
 
• If they said “Yes” but have not decided the amount, or “Maybe,” then set a 

time to call back to see what they’ve decided.   
• Set a day & time, ideally one week from now: 

o “Would you mind if I give you a call next week to see what you have 
decided?  Would next Wed evening around 8pm work for you, or is 
there a better time to reach you?” 

• Confirm you’ll follow-up by e-mail if you have trouble catching one another. 
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Invite: Prayer & Updates 
 
Ask: Others Who Care (reference “Others Who Care” in COP binder) 
 
Pray for one another (ask about their needs) 
 
Celebrate 
 
Take Notes 

 
Thank you  
 
• Send everyone a thank you by snail mail!  Within 24 hours! 
• For those who haven’t fully decided whether or how they’ll give, include a 

reminder in the thank you note of your intention to call and see “what they 
have decided.”  

• Sample Thank You:  Bob & Jill, I appreciate you taking the time to hear about 
the ministry my wife and I will have in Spain.  Your heart for the Gospel is 
inspiring!  Thank you for considering how God might be leading you to 
partner with us.  I’ll give you a call next Wednesday evening around 8pm to 
see what you have decided.  Again, thank you for caring about God’s work 
in Spain.  Sincerely, Sam 
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Financial Ask 
(Read “Building a Team”) 

Pause 

No Yes Maybe 

Ask for Outgoing Thank You Thank You 
for considering 

Thank You 
for your time 

Clarify: 
Amount 

Frequency 
Start Date 
Method 

How it Works 
Send.org/last 
Recurring Gift 

bubble 
Other methods 

Ask: Others 
Who Care 

Ask: Others 
Who Care 

Invite: 
Newsletter List 

Facebook 
Group 

Prayer Partner 

Pray 

Goodbye 

Pray 

Goodbye 

How it Works 
Send.org/last 
Recurring Gift 

bubble 
Other methods 

Schedule 
Call Back for 

Decision 

Ask: Others 
Who Care 

Pray 

Goodbye 

Thank Yous! 
- Snail Mail (1 day) 

� For all 
� Reminder if calling back for 
decision 
- E-mail (just after CBfD) 
� For Yes and Maybes 
� Link to send.org/last 
� Screenshot of “Recurring 
Gift” bubble 

Yes Maybe 

Invite: 
Newsletter List 

Facebook 
Group 

Prayer Partner 

Invite: 
Newsletter List 

Facebook 
Group 

Prayer Partner 
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5 Steps for Responding to Questions & Concerns 
 
Often potential partners will have questions or concerns that you are unsure of 
how to answer.  These may involve specific topics like a theological concern, or 
more general questions related to their giving toward your ministry.     
 
1.  Positively acknowledge their question 
 
When a question or concern does arise, start by responding positively, 
acknowledging their question or concern. 
 
“That’s a great question.  Thank you for bringing that up.”  
“I understand that you might be concerned about that.” 
 
2.  Listen before speaking 
 
“Can you tell me more about that concern?” 
“That’s a great question.  What are your thoughts on that?” 
 
3. Ask a clarifying question 
 
Answer the right question.  We can easily jump to conclusions and answer a 
question that was not being asked.  Clarify if necessary by repeating the 
question to them before answering. 
 
“It sounds like you are concerned that your giving will not meet my personal 
financial needs, is that right?” 
“For your theological question, are you asking what SEND believes or how I 
would handle that topic on the field?” 
 
4. Respond as best you can 
 
Be prepared to honestly and accurately handle each objection.  Use soft and 
thoughtful language.  Don't be afraid to say honestly… 
 
“I don't know the answer to that question, but I’ll find out for you.” 
 
5. Bring things back 
 
“In addition to that, are there any other questions or concerns that you have?” 
“If we have adequately answered your question/s, would you mind if we invite 
you again to consider partnering with us financially?” 
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Responding to Common Questions & Concerns 
 
1. Where does my money go?  
 
Be sure to clarify what is being asked.  Are they asking for a physical address, whether 
they write gifts to you or SEND, or something else? 

 
2.  How much of my giving goes toward administrative costs? 

 
3. Does all of my money go to you? 
 

 
4. What if you get more than you need in a month? Do you get the extra? 
 

 
 
 
 
 
 
 

 
5. How much do you need to raise?  How much do you have left to raise? 
 

SEND’s office is located near Detroit.  All gifts can be made out to SEND.  You can give 
via mail or electronically.  For convenience, many people decide to sign up online 
and choose to have their gifts automatically debited from their bank or credit card. 
	

I raise approximately 10-12% in additional support that goes toward administrative 
costs for SEND US and my field office.  These administrative costs maintain systems, 
cover the cost of receipting and postage, cover the lights and all the rest that goes 
into an office and that allows me to remain on overseas as missionary.  This 
percentage is common among most mission organizations. 
	

I am responsible for raising all of the financial costs necessary for me to be overseas.  
Before leaving, all funds go directly toward my outgoing expenses – this covers 
everything from airfare and shipping, to the training programs that are necessary, etc.  
Once I arrive on the field, all subsequent gifts will go towards my support and will get 
divided out into the various categories of funds that I will need.     
	

We currently have ____% of our total monthly goal and ___% of our one-time costs for 
getting to the field.  This leaves us with $________/month to go and $__________ to go 
for our one-time costs.  I’ve been excited to see how God has already been 
providing. 
	

No, I don’t. SEND understands that some months I will receive more and other months I 
will have less come in. For example, July is usually low and December is usually high. 
SEND works with a salary pool. I will get the same salary every month, with the idea 
that lows and highs will off-set themselves, and knowing that by the time I come home 
from overseas I will most likely be under supported but the pool can handle some of 
that shortage. 
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6. Do I have to start giving right away or can I wait until you leave?  
 

 
7. I don’t want to give monthly, but I’d like to give a large one-time gift. Can that be 

used as support? 
 

 
8. What’s the best way to give monthly? EFT? Credit Card? Bill-pay? Snail mail check? 

 
Consider inviting everyone to sign up for auto-debit giving through the SEND website. 
They can set up either recurring giving through their credit card or as an e-check 
through their bank. They can also do “bill pay” but they would do that on their own 
bank’s website, not through the SEND website.  If they are people who struggle with 
computerized giving but really want to set it up, they can send a faith promise form and 
a voided check to SEND and our Donor Relations Department will set it up for them.  
 

SEND determines my support goal.  It is $_________.  This number isn’t my monthly 
salary.  All missionaries have a base salary that is intended to provide a modest but 
adequate living.  The amount is adjusted to the field you are going to.  On top of 
salary, my total financial goal includes important things like insurance, a retirement 
fund, and ministry expenses.   
 
In addition to our monthly goal, which provides stable giving for our needs as career 
missionaries, we are also raising $__________ in one-time gifts.  These one-time gifts go 
toward costs we have now as we prepare for the field.  For example, we have costs 
associated with partner development and training conferences that SEND requires.  
These one-time gifts also cover costs we will have once we arrive on the field, for 
example, language school and start-up costs for establishing a home. 
	

If you are able, it is very beneficial to me  if you can start giving right away.  Your 
monthly Faith Promise not only gets me closer to the 100% in monthly support I need, it 
also builds toward my out-going costs that I need before I can leave for the field.  For 
example, if you give $50 for 12 months, you’ve helped with $600 toward the out-going 
(one-time) funds I need to raise. 
	

If you are able, would you consider making your gift an annual gift?  If your gift is 
annual, it is divided by 12, and that amount is calculated toward my monthly goal.   
	
If this is not an option, large one-time gifts are very helpful toward my outgoing costs.  
Outgoing costs include, among other things, training prior to leaving, and language 
school and set-up costs upon arrival. When I am nearing 100%, if I have much more 
than I need for outgoing costs, SEND discusses whether I can use some of those funds 
toward my monthly goal.  Your gift will be such a huge help toward my outgoing 
needs and potentially even my monthly goal.      
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Online giving has a slight disadvantage due to fees that are charged to your account 
at the end of each month. There is a question on the website of whether they would like 
to cover those fees.  They can also still send a check in monthly. They will receive a 
receipt with a tear-off coupon and envelope to send the next check in with. 

 
8. When are you leaving? 

 
Avoid telling potential partners that you will leave in two years, or some other date that 
is far off, unless there are reasons other than PD for that delay. Partners need to feel 
urgency.   

 
9. What does that statement on the bottom of your newsletter mean? I thought the 

money was going to you? 
 
 
 
 
 
 
 
 
 
 

 
 

Practice Makes Confidence! 
 
With a partner, use the two slides on the following page to explain (as coached) 
different ways people can partner.  Also do your financial ask (as coached) by 
reading the provided text in a casual and personal way.  The person listening 
can respond in a clear or unclear way regarding whether they can partner 
financially.  Choose one question or concern for the person asking for 
partnership to respond to.  After completing, switch roles.   
 
Remember: 

- Don't forget to include a range ask mid-way through the text.   
- Practice silence after asking for financial partnership.   
- Respond to questions and concerns 
- Clarify their intent (amount, frequency, when they want to start) 
- Set a specific date & time to follow-up  
- Explain how to begin giving! 

We are hoping to raise $500 in additional monthly support by June so that we can 
attend SEND’s Member Orientation Program.  After that, we hope to raise our 
remaining 40% so that we can get to the field within 6 months.   

The IRS requires us to put that statement on to let you know that we cannot just 
spend the funds that you and other donors give in any manner that we like. SEND 
has to approve our expenditures. So, they can be spent on training, or visiting 
donors, etc., but I cannot use the funds to buy gifts for my pet. All funds received 
for me are accounted to me and I can see exactly what has been received, but 
they need to be spent for what they are meant for and not anything that is not 
ministry related.  
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Building a Team

We are excited about reaching and discipling ____________ for Christ.  
SEND relies primarily upon the generous gifts of others to financially 
support its ministries.  You can become an important partner with us 
in bringing the Gospel to ____________ by making monthly 
investments to SEND.  Would you consider becoming a partner with 
us at one of these amounts? 

☐ $250        ☐ $100        ☐ $35            ☐ $_______ 

☐ Monthly     ☐ Quarterly       ☐ Annually         ☐  Special 

Partnership

•Giving 
•Prayer 
•Others Who Care

“And	how	can	they	
hear	about	him	unless	
someone	tells	them?			
And	how	will	anyone	
go	and	tell	them	

without	being	sent?			
-Romans	10:14



	 27	

Follow-up Principles 
 
Call Back for Decision 
 
“Hello, is Jill available?  Hi Jill, I really enjoyed meeting with you and your 
husband last week.  Thank you so much for allowing me to share the ministry I will 
have in Taiwan.  I’m calling to follow-up after our meeting.  I’m wondering if you 
and your husband have reached a decision about partnering financially?  
 
Coach demo 
 
Follow-up of “Yes, but… & Maybe” 
 
- After people have said “yes,” whether at the appointment or during a call 

back for decision, send them an email within 24 hours to say “Thank you.”  
This is in addition to the snail mail thank you. 

- In the email, have a link to your send.org page.  Also include a screenshot of 
the “Recurring Gift” bubble. 

- Ask them to send you an email when they’ve gotten signed up.  If you don't 
hear from them in about a week or two, send a follow-up email: “Hi Bob, how 
did it go signing up to give online?  Did you run into any questions?”   

- Sometimes it’s good to express urgency: “If you’re able, getting signed up 
this week is a great help to us.”  Perhaps explain an upcoming goal. 

 
Persistence 
 
- If we don't follow-up: 

o We have appointments and responsiveness but with no real progress 
o Donors might lose vision the further they are from hearing the need 
o We lose clarity of who we asked and what they said 
o It feels awkward after a certain amount of time to follow-up 

- Expect at least 3-5 follow-up attempts to be necessary. 
- It will feel scary and pushy, but most of us will not be anywhere near pushy. 
- Potential donors are just busy, and we’re not the first thing on their minds.  So, 

we help keep it on their radar by following-up. 
- Remember that they said they want to help, and that you asked permission 

to follow-up. 
- Making Initial or Follow-up Contact: 

ò Call w/ no message 
ò Call w/ message 
ò Call w/ message 
Þ Email or Facebook 
Þ Text 
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Keep the ball in your court! 
 
- Always have the next step be yours.  PD is not the thing at the top of their to-

do list, but it is for you.    
- If they offer to get back to you, say thank you but, “Sometimes it’s hard to 

catch me because of balancing work and sharing with people about the 
ministry I’ll be doing, do you mind if I get back to you next week?  What 
method is the best way to reach you?” 

- They tell you they’ll put the forms in the mail to start giving.  “Thank you so 
much!  Do you mind if I check back in a week and make sure you didn't 
have any questions?” 

- 99.99% of the time, they’ll be impressed by your initiative and persistence. 
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“Others Who Care” 
 

Nehemiah 2:7-9 
 
What Motivates Us 
 
• You will need to talk to about 2x the number of contacts you have. 
• Many missionaries get stuck at around 50% in partner development. 
• The names you receive through referrals are likely great quality! 
• Ask for referrals in every presentation assures a steady flow of contacts.  
 
Using Group Presentations for Expanding Your Network 
 
• It is often most profitable to receive referrals from partners and then 

pursue those referrals for one-on-one appointments rather than through a 
group presentation arranged by a partner.   

• If you do group presentations, consider keeping an ask for partnership 
general rather than requesting financial commitments.  Provide a contact 
form (see sample on final page) you can use to follow-up with those who 
marked interest in partnership. Make sure to collect those cards before 
ending, and follow-up within 1 week!  

 
Explaining the Need for Referrals to Potential Partners 
 
• Generally, it is best to show your presentation to someone prior to asking 

for referrals.   
• Most partners will not naturally understand your need for referrals: 

 
Helping them Brainstorm Others Who Care 
 
• The person offering referrals may try to determine whether a potential 

referral can give.  Try to dissuade this line of thinking in a soft way: 

 
• It might help someone come up with potential contacts if you make a few 

suggestions about where they might draw from.   

“Bob & Mary, one of the key needs I have in getting to Macedonia is learning of 
others who care about missions or simply have a heart for seeing the Gospel spread.  I 
know a lot of people, but I will have to talk to hundreds of people to raise the prayer 
and financial support necessary to get to Macedonia.  I am wondering if there would 
be 3 to 10 people you might suggest I share with.  If you are open to recommending 
others we could share with, would you mind if we brainstormed some people now? 
 

“The people you suggest do not necessarily need to be people who can give.  There 
are various ways people can help, and even if they are unable to help, I love sharing 
with anyone about the needs in Poland.”   
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• In some cases, you might need to be sensitive about pursuing too many 

people within one church.  Explain to partners in your home church that 
you would love introductions to Others Who Care from outside the church. 

 
Gathering Follow-up Information for Referrals Received 
 
• It is often helpful to have a piece of paper out on the table before you 

begin an ask for Others Who Care.  This communicates urgency.   
• If you sense they are quite uncomfortable with referring friends, it’s 

important to heed these verbal or nonverbal cues. 
• Gather as much info as possible about the referrals (mailing address, e-

mail, phone #, church they attend). 
• It is important to ask the question: 

 
• Even if a partner wants to contact referrals prior to you, make sure you still 

brainstorm and write down full names with them present.   
• Follow-up of partners who have offered to brainstorm referrals:  

ò Phone Call – no message 
ò Phone Call #2 – leave message 
ò Phone Call #3 – leave message 
Þ E-mail 
Þ Text 

• You will need to coach the person who is providing referrals in what to say 
to their friends: 

 

 
Making the Call to Set Up Appointments with Referrals 
 
• Let’s be honest, calling someone who has been referred to you is not for 

the faint of heart, but it’s important to remember what’s at stake.  It will be 
very hard to get to the mission field without making use of referrals.   

• Take time to pray before every call.  

“Others who care may include family, church members, co-workers, schoolmates…” 

Do you mind if I go ahead and contact the people you've mentioned, or do you 
prefer to contact them first? 

Bob, thank you so much for the people you’ve recommended I talk with.  It will be 
such an encouragement to share with them about our ministry in Russia.  When you 
ask permission for me to contact them, there’s no need to ask them if they want to 
partner with me.  You can just tell them, ‘I recently met with a guy named Kevin 
from my church.  He is preparing to go as a missionary to Russia.  Would you mind if 
he gave you a call to share what he will be doing and ways people can get 
involved?”   
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• Start the call with a very short introduction.  Get quickly to the name of the 
person who referred you so they don't think you’re a telemarketer: 

 
Asking Your Pastor for Referrals 
 
• Most pastors understandably are hesitant to give referrals of individuals. 

They may, however, be very helpful in referring you to other pastors.   
• Think of pastors to ask for referrals who are already behind you.  
• Ask them if they would contact a few pastors on your behalf.  The goal is to 

get a one-on-one with the pastor or another decision maker in the church 
to share your story. 

 

 
 
 
 
 
 
 
 
 
 
 
 

Thank your for allowing me to share the spiritual need in Slovenia! 
 
�� I am interested in knowing more about how I can partner with you in reaching Slavic 
people for Christ (Please contact me). 
�    Please add me to your newsletter list so I can get updates and prayer requests about 
your ministry. 
�    I can’t partner with your ministry right now but I’ll let you know if that changes. 
 
Name:  _______________________________ Phone: ______________________ 

Address: ____________________________________________________________ 

Email:  _______________________________ 

The best way to reach me is (circle one):      

call me text me email me other: _____________ 

The best day/time to reach me is ______________________________ 

Hello, is Ming or Sarah in?...  Hi Ming, my name is Steve Johnson.  Bob & Mary 
Smith suggested I give you a call.  I am preparing to go to China as a missionary 
with SEND International and Bob & Mary suggested you and your wife are a 
couple that have a great heart for the Gospel.  I am wondering whether you 
would have time to meet this week or next so I can share with you about the 
ministry I will be doing in China. 
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Embracing Your New Call 
 
 
Big Rocks, Little Rocks 
 
 
 
 
 
 
 
 
 
 
Do You Feel It? 
 
You are beginning a new chapter in your life, right 
here and right now!  Can you feel it?  This exciting 
beginning has blessings and challenges.  It brings 
a lot of new responsibilities, and consequently, 
challenging changes in our commitments and 
relationships.   
 
Making the Transition: 
 
• Help others.  You’ll need to help people understand why your transition 

brings change even prior to leaving for the field.  We are loved leaders 
who care for people around us, but we are beginning a new journey that 
will require change. 

 
• Prioritize PD.  Aim for 10-15 hours (or more) of PD each week to maintain a 

steady pace.  
 
• Transition out.  In order to make room for PD and other pre-field 

requirements, you will need to responsibly transition out of many roles and 
responsibilities.   

o Sending church service - consider holding just one service role at 
your church that causes limited interference with PD.   

o Work – consider working only the number of hours necessary to 
meet daily needs (and a debt reduction plan). 

o On-going ministry or service – While doing PD, you’ll speak or serve 
in various organizations and churches.  However, outside of your 
sending church, consider avoiding any on-going roles.   

o Remember: it is good to create a healthy leadership vacuum for 
others to step into. You are loved but not irreplaceable. 
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• Establish boundaries.  When at all possible, make sure to set boundaries 
with your employer regarding how much time you can work.  Let them 
know ahead of time what you can do and why you can’t do more. 

 
Exercise: 
What are your big rocks and little rocks? 
What do you need to responsibly transitioning out of? 
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Battling Discouragement 
 
Everyone gets discouraged sometimes. Even when we are a part of God’s plan, we 
encounter trials and adversity. 
 
James 1:2-4 (NASB) 
2 Consider it all joy, my brethren, when you encounter various trials, 3 knowing 
that the testing of your faith produces endurance. 4 And let endurance have its 
perfect result, so that you may be perfect and complete, lacking in nothing. 

 
1 Peter 5:8 (NASB) 
Be of sober spirit, be on the alert. Your adversary, the devil, prowls around like a 
roaring lion, seeking someone to devour. 
 
 
Discouragement + Turning to God in Trust = Growth 
 
 
What have you done in the past to fight discouragement? Make a game plan! 
 
1. 
 
2. 
 
3. 
 
4. 
 
5. 
 
6. 
 
 
 
Coin Drill – Replace Lies with the Truth 
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Tips for Warding Off Discouragement 
 

1. Celebrate the victories. Even the small ones! 
2. Avoid ruminating over past negative events and focus on how you can be 

proactive today. 
3. Find an encouraging person and ask them to regularly encourage you (or 

hang out with them). Make your need known! 
4. Abide in the Lord.  
5. Others? 
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“Others Who Care” Quick-Reference Scripts 
 
 
Explaining how potential partners can help through giving referrals: 

 

 
Guiding potential partners through brainstorming names and introducing you 
to friends: 

 
Clarifying the method of contacting referrals: 

 
Calling a referral for the first time: 

 
 

“______________, one of the key needs I have in getting to ___________ is learning of 
others who care about missions or have a heart for seeing the Gospel spread.  I 
know a lot of people, but I will have to talk to hundreds of people to raise the 
prayer and financial support necessary to get to ___________.  I am wondering if 
there would be 3 to 10 people you might suggest I share with.  If this is something 
you are open to, would you mind if we brainstormed some people right now?” 
 

“The people you suggest do not necessarily need to be people who can give.  
There are various ways people can help, and even if they are unable to help, I 
love sharing with anyone about the needs in ___________.”   
 
“Others who care may include family, church members, co-workers, fellow 
parents at school…” 

“Do you mind if I go ahead and contact the people you've mentioned, or do you 
prefer to contact them first?” 

“_______________, thank you so much for the people you’ve recommended I talk 
with.  It will be such an encouragement to share with them about our ministry in 
___________.  When you ask permission for me to contact them, there’s no need to 
ask them if they want to partner with me.  You can just tell them, ‘I recently met 
with a guy named ___________________ from my church.  He is preparing to go as a 
missionary to ____________.  Would you mind if he gave you a call to share with 
you what he will be doing and ways people can get involved?”   

“Hello, is _______________ in?...  Hi _____________, my name is _______________.  
__________________ suggested I give you a call.  I am preparing to go to 
_____________ as a missionary with SEND International and _________________ 
suggested you and your wife are a couple that have a great heart for the Gospel.  
I am wondering whether you would have time to meet this week or next with me 
so I can share with you about the ministry I will be doing in ___________.” 



	

Sample Phone Call for Appointment 
 

This example gives a variety of common objections.  Note how the caller is patient, 
polite, and yet persistent.  He returns to asking about a specific day. 
 
1. Greeting/ 

Identify 
yourself 

 

2. Engage 
briefly 
(optional) 
 

3. State the 
reason for 
your call 

	
4. Ask for an 

appt 

 

 

 

 

 

 

 

 

 

5. Address 
Qs or 
Concerns 

6. Ask for an 
appoint-
ment 
again 

 

 

 

 

 

 

Hello. 

Is Jill available?   

Yes, this is Jill. 

Hi Jill, this is Stacey Lovett.  Did I catch you at a good time? 

Yes, this is fine. 

Jill, I wanted share with you about a big change that is happening in 
my life.  I was recently accepted as a missionary with SEND 
International. I hope to plant reproducing churches in Macedonia. 

I would love to get together with you and your husband and share 
about the spiritual needs in Macedonia and what my ministry will look 
like. Is there a time this week or next when we could get together? 

OR (a slightly more direct ask mentioning partnership) 

I would love to get together with you and your husband to share more 
about the spiritual needs in Macedonia and different ways people can 
partner with us?  Is there a time this week or next when we could meet 
together?  

OR (a more direct ask mentioning giving) 

My goal at this stage in getting to Macedonia is to share my ministry 
vision with people who might partner through financial or prayer 
support.  I would love to share with you about the spiritual needs in 
Macedonia and the ministry I believe God is calling me to?  Would you 
have time this week or next for us to meet together over coffee? 

We heard your presentation at church, so I don't think there’s any need 
to meet. 

I’m so glad you were able to hear an overview of my ministry.  If you 
don't mind, I’d still love to meet with you in person.  It is a good chance 
for me to share more details about what I’ll be doing, and I’d love to 
get to know you better as well.   

Would it work to meet over coffee this week or next? 

Uh, is this about money? 

That is definitely a part of it, though regardless of whether someone can 
give, I love sharing with as many people as possible about the spiritual 
needs in Macedonia and how I hope to be a part of God’s work in 
meeting that need. There are also several other ways to help that don't 
involve giving. 

Is there a time we could get together this week or next? 
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7. Finalize 
the 
details 

 

 

 

 

 

8. Ask to 
provide 
reminder 

 

9. Wrap up 

 

 

 

 

 

 

 

 

Umm, but we really aren't in a position to give right now, though we 
might be at a later time.  We’re trying to cut back on some of our 
expenses. I just don’t want to waste your time. 

It’s certainly not a waste of our time. What I’ve found is that regardless 
of people’s ability to give, they love to hear what God is doing in 
Macedonia.   

How does that sound?  Is there a time we could get together this week 
or next? 

We just aren't in a position to give right now.   

It sounds like you are already generously giving in a lot of places.  
Thank you for letting me know that.  Let me briefly describe the three 
ways that people can get involved so you have a fuller picture. I need 
true intercessors who will commit regularly to praying for my ministry.  I 
also need people who partner financially.  Lastly, there may be others 
you know who would love to hear about what I’ll be doing in 
Macedonia.  The reason I’d love to get together with you is for you to 
have a chance to hear more about my ministry before you decide 
whether God is leading you to partner in some way. 

Would it make sense to try to get together? 

Yes, okay, I think we can do that.  How long will this take? 

Most of the time I spend about an hour with people, but we can meet 
for a half an hour or less if need be. 

How does next Wednesday afternoon sound? Say around two? 

That would work well. Where would we meet? 

Do you know the Starbucks on Higgins Road? 

Yes, I do.  That will be fine. 

Great!  I’m writing Wednesday the 5th at 2pm in my calendar. Let me 
give you my number in case something comes up and you would need 
to reschedule our time. It’s 123-222–2222. Also, would it be helpful if I 
give you a quick call or text on Tuesday to confirm our time together? 

A text would probably be good. 

Great. I’m really looking forward to getting with you, Jill. Thank you 
again for your time. 

Likewise.  Thank you. 
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Phone Call for Appointment – Quick-Reference Script 
 

This example gives a variety of common objections.  Note how the caller is patient, 
polite, and yet persistent.  He returns to asking about a specific day. 
 
1. Greeting/ 

Identify 
yourself 

 

2. Engage 
briefly 
(optional) 
 

3. State the 
reason for 
your call 

	
4. Ask for an 

appt 

 

 

 

 

 

 

 

 

 

5. Address 
Qs or Os 

6. Ask for an 
appoint-
ment 
again 

7. Finalize 
the 
details 

 

 

 

 

Hello. 

Is _________ available?   

Yes, this is ___________. 

Hi ____________, this is ___________ ____________.  Did I catch you at a 
good time? 

Yes, this is fine. 

___________, I wanted share with you about a big change that is 
happening in my life.  ________________________________ have been 
accepted as missionaries with SEND International. We hope to 
___________________________________________________________________. 

We would love to get together with _________________________________ 
and share more about the spiritual needs in _________________ and 
what our ministry will look like. Would there be a time this week or next 
when we could get together? 

OR (a slightly more direct ask mentioning partnership) 

We would love to get together with you and share more about the 
spiritual needs in _________________ and different ways people can 
partner with us?  Is there a time in the next week or two when we could 
meet together?  

OR (a more direct ask mentioning giving) 

Our goal at this stage in getting to _________________ is to share our 
ministry vision with people who might partner with us through financial 
or prayer support.  We would love to share with you about the spiritual 
needs in _________________ and the ministry we believe God is calling us 
to?  Would you have time this week or next for us to meet together? 

Yes, I think we can do that.   

Great, thank you.  What days or times work best for you? 

This day and this time. 

How about _______________ at _______________am/pm? 

That would work well. Where would we meet? 

Do you know the _________________ on _________________? 

Yes, I do.  That will be fine. 
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8. Ask to 
provide a 
reminder 

 

 

 

9. Wrap up 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Great!  I’m writing ______day, the _____  at _____ am/pm in my 
calendar. Let me give you my number in case something comes up 
and you would need to reschedule our time. It’s ____-_____-______. Also, 
would it be helpful if I give you a quick call or text on Tuesday to 
confirm our time together? 

That would probably be good. 

Great. I’m really looking forward to _____________________________, 
_______. Thank you again for your time. 

Likewise.  Thank you. 
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Sample E-mails to Make Appointments & Receive Referrals 
 
Email for Family Member or Close Friend 

 
Email for an Acquaintance 

Subj: Getting Together 
 
Scott, 
 
Hey man! I’m writing to see if you would want to get together for coffee sometime. I recently 
returned from my training with SEND International, and now am preparing to head to Russia! I’ve 
started meeting with people to share with them about the spiritual needs in Russia and what my 
ministry will look like.  You were on the top of my list of people to share with. 
 
Do you have time this week? 
 
In Christ, 
Joe 
PS – I’ll just give you a call if I don’t hear from you 
 
Email: joe@missionary.net 
Cell: 555.555.5555 
www.joe-missionary.net 
www.send.org/joe 
 

Subj: Getting Together 
 
Dear Scott, 
 
How are you? We haven’t been able to chat much recently, but I wanted to drop you a note 
about a big change that is happening in my life. 
 
My wife and have decided to be missionaries with SEND International. We hope to reach young 
people for Christ through camp ministry in Japan. 
 
In the transition, we’re meeting with people to tell them more about the needs in Japan and the 
ministry we hope to have in reaching Japanese people for Christ. 
 
We thought of you, especially since we’ve chatted in the past about your heart for outreach. 
 
Would you have a time this week or next to grab coffee. 
 
In Christ, 
Joe 
PS: If we don’t connect here, I’m happy to try giving you a call. 
 
Email: joe@missionary.net 
Cell: 555.555.5555 
www.joe-missionary.net 
www.send.org/joe 
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Subj: Friend of Jason Bourne 
 
Dear Scott, 
 
I don’t believe we’ve met before.  I’m dropping you a note at the recommendation of Jason 
Bourne. He mentioned that you two were in a men’s group together. 
 
My wife and have recently been accepted as missionaries with SEND International. We hope to 
reach young people for Christ in Japan. 
 
In the transition, we’re meeting with people to tell them more about the ministry we will have in 
Japan. Many of the people we’ve been meeting with have found it encouraging to hear how 
God is working around the world, and ways they might get involved. 
 
If you had a few minutes this week or next, we’d love to meet you and tell you a little more about 
the needs in Japan and the ministry we believe God is calling us to. We can easily drop by your 
home, office, or even grab coffee. 
 
In Christ, 
Joe Missionary 
PS – If we don’t connect here, I’m happy to try giving you a call. 
 
Email: joe@missionary.net 
Cell: 555.555.5555 
www.joe-missionary.net 
www.send.org/joe 
 


