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1. EXECUTIVE SUMMARY 


The United Church of Canada faces several challenges in local and national ministry, and is 
addressing them in a variety of ways. Each discussion inevitably touches on funding. In 2006, 
the United Church Permanent Committee on Finance began considering initiating a fundraising 
campaign with a proposed goal of $100 million to $200 million in gifts and multi-year pledges.    

Initial discussions between KMA Consultants Inc. and the church produced a discussion paper 
“Setting the Context & Sharpening the Questions.” (April 16, 2007 – See Appendix G of this 
document). That paper included discussion of three key questions about a possible capital 
campaign:  

•	 Should we take such an initiative (and therefore raise the funds)? 
•	 Can we raise the funds? 
•	 How would we raise the funds? 

The discussion then moved to two contextual topics, with commentary arising from KMA’s 
experience, prior to engagement in the study process.  

•	 Philanthropy in a denominational setting     
•	 United Church distinctives affecting campaigning. 

Subsequently, the United Church issued a Request for Proposal to selected consultants, for 
services preparing for and possibly leading to a capital campaign. The church selected KMA to 
provide these services. 

Goals of the Study 
The planning and implementation study as proposed by KMA attempts to answer the question of 
how much money can be raised, and sets out a procedural plan to accomplish the goal. Five 
elements of successful campaigning are explored: the availability of strong volunteer leadership; 
the strength of the case for support; the financial potential for support (including availability of 
leading gifts); the internal readiness to campaign; and campaign planning itself.    

Activities of the Study 
Beginning in July 2007, a steering committee was formed and the following activities were 
undertaken in consultation with KMA: 

•	 Several meetings of the steering committee;  
•	 A description of the proposed use of funds to be raised was drafted, based on the thinking 

that had occurred to that point; 
•	 Letters were drafted and mailed asking people to be involved with the study either in 

personal confidential interviews, or in groups. 
•	 54 interviews were completed with representative stakeholders across Canada (See 

Appendix A) 
•	 Seven discussion groups were conducted (See Appendix A) 
•	 A mail survey was drafted and sent to all 4349 ministry personnel, with 1330 responses 

or 31%. (The survey form is Appendix F). 
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Major Conclusion 
The most important finding is that the church is not positioned to mount a significant financial 
campaign, nor are congregations ready to participate. This is despite broad affirmation of the 
future of the church, a clear love for the church, and a palpable yearning for vibrant ministry at 
every level. People consulted generally believe the constituency has the financial capacity to 
support a large campaign, but will not be moved to give to what has been proposed to date. 

Several factors contribute to this conclusion, but there are four primary issues:  
1.	 a lack of specificity about how proposed funds would be spent (leading many to 

conclude that in fact nothing new was being proposed);  
2.	 doubt that spending funds in the manner proposed would have a beneficial impact; 
3.	 a sense of disconnection between congregations and General Council Office; and; 
4.	 skepticism about the capacity of the church’s structures at every level to generate a 

clear, compelling, and unifying vision for the future.  (This was frequently described 
in terms of a lack of leadership throughout the church.)        

This does not mean there are no opportunities for securing significant supplemental funding in 
the near term. In the Section 5 (Recommendations) several options are noted including a major 
campaign to capitalize the United Church Foundation more fully, and/or a major gifts campaign 
for M&S.  

Further, with or without a campaign, as the Moderator and General Council precipitate further 
discussion about the future of the church, they will find an audience ready to engage and to 
pursue a vision for future ministry, if the vision is clear and compelling.  

KMA Consultants considers it a privilege to have been involved in this process. It was a pleasure 
to meet many excellent people that are part of The United Church of Canada, and its 
administration, and to hear from them their strong sense of mission and service and the desire for 
significance and meaning in every aspect of ministry. For these reasons, we thank the church for 
this opportunity, and would welcome any future engagement with the church.  

Members of the Study Steering Committee 
Don Hunter, Chair, Permanent Committee on Finance 
Ian Fraser, General Council Minister, Resources for Mission & Ministry 
Rev. Bill Steadman, Executive Minister, Financial Stewardship 
Ron Olsen, Executive Minister, Financial Services 

Also consulting to the Ministry Personnel Survey 
Janet McDonald, General Council Minister, Planning Processes 
Dan Benson, Executive Minister, Resource Production & Distribution 
Rev. Joe Ramsay, Manager, Ministry Personnel Policies and Programs 

With special thanks to Robin Chen, for her diligent and energetic effort to arrange interviews and 
group discussion. 
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2. MAJOR FINDINGS FROM GROUPS AND INTERVIEWS 


A. About The Church 

1.	 There is a strong love for and passion about The United Church of Canada among those 
consulted. 

2.	 People know and value the story of the church and its contribution since 1925. 

3.	 People place a high value on: 
•	 the ability of the church to welcome a wide spectrum of theological thought; 
•	 the inclusive character of the church; 
•	 the spiritual nurture they have experienced through the church; 
•	 the role of the church at local and national levels to actively make this world a 

better place to live locally, nationally and globally; 
•	 the voice of the church in social justice; 
•	 the international scope of United Church activity and commitments. 

4.	 Most people believe the church has tremendous potential for future ministry, “if we can 
find our way.” A related factor is that The United Church can differentiate itself from 
other Christian churches but has also demonstrated willingness and ability to work with 
other churches and partner organizations. 

5.	 People feel the reputation of the church remains strong. 
•	 “The church is healthier now both in public eye and the constituency;” 
•	 “The UCC is seen as brave, as taking steps in the right direction and can be 

‘church of choice’ today for those searching;” 
•	 “Those who decided they do not like what the United Church of Canada stands 

for have left.” 
•	 “The UCC has a positive image as illustrated by the number of people who claim 

membership and give money, although they do not attend.” 
•	 Only a very few mentioned residential schools, and then only to say it no longer is 

a debilitating or demotivating issue for most people.   
•	 Same-sex marriage is seen by most people interviewed largely as a non issue, 

although some report local congregations splitting over the church’s policy.   

6.	 People interviewed generally believe the church is well-run administratively, although 
some observed that most people and churches don’t know that. 

7.	 There is a strong yearning for a future church that is vital, driven by vision and a sense of 
mission, and has an impact on people and communities. 
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Yet 

8.	 People have some serious concerns about the life and ministry of the church. Some 
consider the church to be in a serious crisis. Lay people especially communicated that 
sense during interviews and groups; clergy are less quick to label the current situation a 
crisis. (See # 9 and #10.) 

9.	 Contributing to the sense of crisis are issues and phenomena keenly felt by many people 
interviewed and raised repeatedly, such as: 

•	 diminishing membership; 
•	 reduced sense of mission and vision at local level; 
•	 challenge of balancing local church budgets; 
•	 diminishing commitment to social justice and social service; 
•	 denominational staff “stretched too thin” 
•	 members attending out of habit and for social connections; 
•	 confusion over issues around leadership: 

•	 roles and expectations of clergy; 
•	 definition of “ministry” and “ministry personnel;” 
•	 lack of clarity around new forms of ministry; 
•	 perception that the church is training/recruiting/deploying “facilitators” or 

“chaplains” rather than leaders; 
•	 perception of diminished resources for valued functions (cutting people who do 

programming, and produce new useful materials and other supports, which leads 
to a sense of lost vitality, momentum and capacity); 

•	 Individuals and congregations have become more intensely local than ever before 
(not seen as a problem but rather as a challenge to national church to serve those 
congregations). 

10. Exacerbating the feeling of risk are the over-arching challenges that were repeatedly 
identified such as:  

•	 determining how to maintain what we believe are core convictions (“the what-
we-stand-for-today”) of the church in the face of declining membership; 

•	 discovering how to be a vibrant church in times of exile in a post-modern 
world, i.e. how to be a people of faith and also relevant in today’s society; 

•	 establishing “a sound theological base” (some use the term “biblical”) for 
decision making in the church; 

•	 determining “the place of The United Church today” in the landscape of 
religion/ faith/ society; 

•	 finding identity, meaning, purpose, and hope through church life and mission; 
•	 showing people how to live lives that matter at home and work, and the 

churches seen as caring and safe places to be; 
•	 provide spiritual grounding for the work of congregations in their 

communities along with the physical resources to be effective and sustaining. 
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11. Questions about the continued relevance and/or effectiveness of the General Council 
office: 

•	 a sense of “disconnect” between General Council/ General Council offices and 
the congregation, and sometimes between all courts of the church; 

•	 lack of confidence in ability of national structures to make decisions about 
priorities; 

•	 perception that only programs get cut; “bureaucracy” then prevails; 
•	 sense of immobility preventing positive change; 
•	 national office sometimes seen as thwarting mission impulses (such as for a direct 

connection to an international project); 
•	 perception that the national office has a “revolving door” and that personnel 

changes reduce effectiveness and impact; 
•	 morale in UC offices is low and known to be so; 
•	 the work of the General Council office is not understood; “results” are not 

reported; “impact” of national church not promoted; therefore, many people, if 
they think of General Council and its offices at all, conclude it makes little or no 
contribution to congregational life and ministry;  

•	 leaders at national level (Moderator and General Council office) do not have a 
large enough profile or presence in the constituency. 

12. People are eager for transformation but don’t know from where the leadership for 
transformation will come. They do not feel they are seeing it from General Council or 
General Council offices, and are not optimistic it will be forthcoming. 

13. Many people make a distinction between effective leaders and the output from the roles, 
governance mechanisms, courts and official responsibilities officially identified as 
leadership in the church. People recognize the leadership functions assigned to various 
authorities (such as clergy, General Council, senior General Council staff, Conference 
and Presbytery structures) and the responsibilities of various courts. But many ultimately 
do not experience the result of those offices and activities as providing what they see as 
“leaders,” i.e. those who can present a vision around which people can rally, and who 
propose practical effective ways to move concretely towards the vision. The comments 
were not aimed at individuals, but rather at how the Church envisions leadership. 

14.  Still, some believe a national campaign that met certain criteria (described in Section 4) 
could provide what they would apparently welcome as a “shake up” of the status quo and 
the beginning of a new era. 

B. 	 Commentary on certain topics raised by interview and group participants 
(This material is presented here as a means to conserve potentially useful information 
arising from interviews and groups, but has not been directly related to the commentary 
or recommendations on a possible campaign.) 

1.	 EMERGING SPIRIT: A few people said Emerging Spirit is frequently misunderstood, 
both in its funding, its purpose and its target audience; some report dissatisfaction at a 
seeming inability to identify tangible results. 

                    KMA Report to UCC re: Proposed Capital Campaign Feb. 21, 2008      5



 

 
 

 

 

 

 
 

 

 
 

 

2.	 CHURCH CLOSURES: Church closures were mentioned numerous times; there appears 
to be a great deal of angst, as well as divided opinions about either the imperative need to 
close some congregations, contrasted with strong resistance to most or even all closures. 

There has been some negative reaction to an article in the National Post that quoted the 
Moderator’s pastoral letter issued in fall 2007; the article focused almost entirely on only 
that section of the letter dealing with church closures. Some found the article 
discouraging and disconcerting. The selectivity of the National Post article with its 
emphasis on church closures seems to have short-circuited discussion of the range of 
points the Moderator was making on the future of ministry.  

Some reported clergy preaching on the Sunday after publication of the article, to try to 
“better explain” what was meant, in effect responding to the selectivity of the National 
Post and not to the Moderator’s letter or subsequent reflection.   

People seem to be looking for a sense of direction in that debate, such as the 
establishment of a process for a church to determine its future and criteria for remaining 
open or considering closures and mergers. 

3.	 M&S FUND: The Mission and Service Fund clearly has tremendous resonance in the 
church, both for its reach and impact and as a visible symbol of the ethos and unity of the 
church. Many people are wary about anything that might undermine or compete with 
M&S, including specialized appeals. 

Some said the M&S Fund is increasingly hard to sell to newcomers, and that in general it 
is becoming more challenging to raise funds for M&S because people do not see a direct 
connection between their contribution, and any resulting specific actions or observable 
results. 

4.	 THE UNITED CHURCH FOUNDATION: The Foundation is not well known and many 
people consulted are unclear about its aims and operations; a few saw it as duplicating 
capacity that already exists in the church structures. However, those interviewed who 
have used the Foundation have been very satisfied with the interaction, and see it as 
adding value to individuals and congregations. 

Apparently the volunteer and staff leadership of the Foundation have not always felt 
adequately supported or empowered by existing United Church structures, and 
encountered what they saw as some systemic obstacles to doing the work of the 
Foundation. Recently, however, they report growing opportunities for the Foundation to 
collaborate with others charged with fundraising responsibilities; all those with 
fundraising responsibilities look to the Permanent Committee on Finance for further 
leadership in coordinating and harmonizing all fundraising units and programs.    
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C. General advice from interviews and groups on promoting a campaign 

1.	 In the opinion of those consulted, a campaign should promote these ideas: 
•	 A national campaign would free up clergy and elders from fund raising, and 

congregations from focusing so much on balancing budgets. 
•	 Funds from a campaign would allow congregations to focus on the mission – faith, 

worship, community outreach, supporting, enjoying and celebrating each other as 
members/community. 

•	 Nationally- sponsored programs have very low overhead with much of what is 
donated going to the “cause” that is promoted. 

•	 Youth programs need to be assured of long term funding. 
•	 Capitalize on the historic loyalty to the UCC as a motivator to give. 
•	 New tax laws allow donations of common stocks and insurance policies and avoid 

capital gains. 
•	 Cuts in M&S funding leaving needs unaddressed in the third world, inner-cities, and 

troubled communities where there is no UCC presence. 
•	 Promote leaving a legacy. 
•	 Promote the unique qualities of the UCC and the loss to the world if it did not exist. 
•	 Tell the story of the UCC’s historic contribution to Canada and the world, and 

highlight the UCC people who have been community and national leaders. 

2. 	 People suggested any campaign should observe these principles: 
•	 Be cautious about expecting or requiring too much local involvement in the 

campaign.  Many at the local level are already tired from local campaigns 
•	 Keep a campaign separate from local campaigns – if combined, will look and feel 

entangled. (Some few people feel there could be an integrated local/national 
campaign but most with an opinion advise separation.)  

•	 The drive and energy for a campaign must come from outside with local leadership 
supporting the effort. (Some suggested a committee in every pastoral charge, but not 
requiring clergy to drive or even necessarily participate). 

•	 The focus should be on one-on-one visits to wealthy individuals, not congregational 
budgets or appeals. 

•	 Individuals must be able to make choices from options for how his or her donation 
will be used. 

•	 M&S partners should be consulted over how funds should be spent and therefore 
what a church-wide campaign offers as donation options.  

•	 Corporations are a potential source but the pitch must be good, and to the governing 
Boards (pointing to the example of World Vision, which has made the transition to 
appealing to the private sector.) 

•	 Any campaign should focus on youth, and on increasing the number of  ministers 
with leadership, outreach,  preaching, facilitation, recruitment and retention, and 
mediation capabilities. 
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3. MAJOR FINDINGS FROM SURVEY 


A more detailed report of survey findings is found in Appendix B. 

The survey was added to the process to ensure that ministry personnel had an opportunity to 
speak directly into the discussion about a possible campaign. Surveys were mailed to a total of 
4,349 ministry personnel;1,330 responses were received, for a rate of response of 31 percent, 
sufficient to provide reliable data, and relatively strong by industry standards. 

Further, the demographic profile of those who responded was compared to what is known about 
United Church Ministry personnel (using factors such as age, gender, size of community, 
designation, conference, and position); there is a strong congruence between respondents and 
ministry personnel in general.   

Six findings are particularly relevant to the question of conducting a nation-wide financial 
campaign: 

a) There is a general affirmation of the ideas put forward for funding, but that affirmation is 
weak at best. (On a seven-point scale, a rating of 4 is technically neutral, and between 4 
and 5 should be read as only a slight positive response. No ideas proposed rated more 
than 5.5.) 

b) For each proposed initiative the question was asked: Who should provide the primary 
initiative? In no case do even a simple majority of respondents identify General Council 
as being primarily responsible for taking initiative. In general more is expected of 
Presbytery and Conference. This reinforces the finding from groups and interviews that 
not only must the use of funds be concrete and explicit, so too roles, responsibilities and 
the mechanics of distribution must be plotted in advance.  

Ideas proposed for possible funding through a 
United Church of Canada campaign  
(The numbers on the left are the order they appeared in the survey 
form. In this table they are presented by score in descending 
order.) 

% who rated 
General Council as 
“who should provide 
primary initiative.” 

9. Other (please specify) (Total responses being compiled) 6.41 17 % 
2. Fund local outreach based in our congregations 5.47 7 % 
4. Fund continuing education for ministry personnel 5.39 42 % 
6. Provide pastoral and professional support to ministry personnel, 
through staff deployed from Conference/presbytery level 

5.38 20 % 

1. Provide 1,000 new trained clergy in next 20 years 5.29 36 % 
7. Fund some staffing to manage more presbytery/ Conference 
workload (take some of the load off ministry personnel “volunteers”) 

4.82 37 % 

5. Fund peer learning communities and collegial networks for 
ministry personnel 

4.75 16 % 

3. Fund our ability to participate in local interdenominational or 
independent outreach ministries 

4.61 13 % 

8. Support acquisition/upgrading of computer equipment and 
software, and better access to Internet 

4.43 22 % 
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c) When asked to rate agreement with a series of propositions about the proposed campaign, 
again, there was some affirmation, but it is very weak. 

d) The sole question for which response was somewhat negative asked respondents to 
project how informed or active lay people would see the campaign as proposed and 
described. 

Propositions about the proposed Campaign 

All respondents compared with “active ministry” only 

Agreement rating 
out of possible 7 
highest 

1. The proposed campaign (and the proposed use of funds) shows a clear 
focus on the ministry needs of the church for the 21st century. 

4.62 

2. A successful campaign would address many of the ministry needs/issues 
identified. 

4.70 

3. A successful campaign would result in more assistance in my own 
ministry. 

4.19 

4. The proposed campaign and the proposed funding allocations and 
priorities are clearly linked to our United Church understanding of our faith 
and our calling. 

4.64 

5. The proposed campaign and the proposed funding priorities could be a 
means of engaging people on a spiritual level. 

4.36 

6. I see a clear need for a major denominational financial campaign (such 
as is described in this project) in the United Church in the very near future. 

4.37 

7. Most informed or active lay people would see the need for such a 
campaign. 

3.88 

8. This is as good a time for such a campaign as we are likely to have in the 
foreseeable future. 

4.50 
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e) Many congregations are involved in funding campaigns at the local level. At least one-
third either are in a campaign now, or plan one within the next two years. Further, 
another 13 per cent have had one in the past two years; if they used multi-year pledging, 
their members would still be completing personal pledges.  

(The number of “no answer” rose strongly for this question; though difficult to interpret, 
it cannot be seen as a positive engagement with the question.) 

D1. Our congregation has had, or is having a major 
capital campaign:  

% 

Within the next 2 years 16 % 
We are in a campaign now 17 % 

Within the last 2 years 13 % 
Within the last 3 to 5 years 16 % 

No answer 41 % 

f)	 Most important, respondents do not predict a positive engagement in the campaign as 
proposed and described in the study documents. Among all “ratings” questions, these are 
the only answers that fall blow the neutral “4” rating. 

Propositions about the proposed Campaign Agreement rating 
out of possible 7 
highest 

1. My congregation would likely get involved in this campaign at 
some level. 

3.69 

3. I know people who would have interest in and enthusiasm for this 
project. 

3.03 

4. I would be willing to support this project.  3.99 
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4. KEY DYNAMICS FOR A CAMPAIGN 


A. People believe the wealth exists in the constituency to support a campaign for $100-$200 
million. 

B. Most people interviewed would make at least a token gift if there is a national fundraising 
campaign. Several said they would if criteria described in section 5 are met. A minority 
said they would not at all. 

C. Consultants were told that some people interviewed have significant capacity. However, 
critique of the current case as weak, vague and not compelling made meaningful 
discussion of the possibility of million-dollar or multi-million-dollar gifts impossible. 

D. Almost no one consulted know of instances where a United Church congregation or 
agency has received such gifts. Some interviewees noted that UCC members with wealth 
do make large gifts to other causes (universities, hospitals). 

E. People are hungry for what they perceive as vision and leadership from the Moderator 
and General Council Office, yet their priorities are strongly local and international.  

F.	 For people to give in an unusual way (necessary to aspire to raising $100-$200 million) , 
the campaign must support initiatives that:  
•	 seem to arise from a new vision for leadership and ministry; 
•	 are highly specific, precisely described, and arise from a clear strategy for the future; 
•	 are heavily weighted towards local ministry, local vision and local expenditures; 
•	 are different and seem different from what is already funded (although there is a view 

that an appeal that is totally focused on funding those items included in M&S would 
be successful); 

•	 are described and promoted in fresh new language (not in language used in the study 
documents or typically used by the church); 

•	 communicate a new long-term vision of what the United Church is and will do. 

G. To generate high enthusiasm, and significant buy-in for the campaign the church must 
also: 
•	 Propose very specific expenditures that arise from the specific initiatives;  
•	 Clearly define the parameters for local expenditure; 
•	 Define the mechanics of any distribution to regional/local levels (avoiding approaches 

that present the national office as a “bank” to which others must appeal “cap-in-
hand”); 

•	 Clearly define and communicate how the funding relates to all other funds and 

appeals;
 

•	 Rationalize the place of the United Church Foundation as an integrated part of a 
major appeal. 
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H. Most ministry personnel interviewed would give it at least minimal promotion, out of 
loyalty and to satisfy those members who insist the congregation support United Church 
ventures. (It is less clear that survey respondents would uniformly do the same).  

I.	 In the meantime, the challenge for the church is to: 
•	 Envision initiatives that meet the criteria described above; 
•	 Define how local congregations would access the money and under what parameters; 
•	 Work on continually articulating and communicating: 

•	 what the church does nation-wide and internationally, and the difference it makes; 
•	 the vision for the future of ministry, the church and its agencies;  
•	 the vision of the Moderator and the General Secretary in a way that promotes buy-

in. 

                    KMA Report to UCC re: Proposed Capital Campaign Feb. 21, 2008      12



 

 
 

 

 
 

 
 

 
 

 
 

 
 

 
  

 

 

 

 

 

 

 

 

5. RECOMMENDATIONS
 

We have already said that there is significant goodwill towards General Council and the General 
Council offices, as well as a desire for healthy congregations and vibrant ministry, and a high 
degree of attachment to many of the programs of the church. However, given these other 
dynamics: 

•	 During the study people did not find the articulation of the proposed use of funds 
either clear, compelling or credible; 

•	 It is not possible based on the research to project a financial goal at this time; 

•	 Many people openly question the relevance of General Council and the General 
Council office to the day-to-day life of their congregation; 

•	 There is a significant disquiet about both the future shape of ministry, and even the 
viability of a “national church” going forward; 

•	 The biggest felt need is for a compelling, attainable shared vision of future ministry at 
every level, and a focused leadership to see the vision come to fruition (i.e. a new 
definition of “success” as a church and the means to attain it); 

•	 Views about the desired or necessary shape of ministry in the future are very diverse 
and may be irreconcilable; forging a concensus will be hard work. 

•	 What people most likely can agree on is that the future will not be driven by 
measuring the number of members, nor by the simple availability of funds  (since 
most people do not think money will answer the largest questions facing the Church).   

KMA Consultants makes the following recommendations:    

About a campaign 

A) 	 That the church not proceed to a capital campaign for the proposed expenditures in the 
immediate future. 

B) 	 That the church not move into such a campaign unless it satisfies itself it has generally 
met or will be able to meet the conditions described in Section 4 (f) and (g) of this report.  

C) 	 That if in the judgment of church leaders such conditions cannot be met within a 
reasonable time period, the church consider alternatives to a campaign for new initiatives, 
which might include one or more of these approaches: 
•	 mandate and support a major thrust by the Foundation to secure bequests, possibly on 

a campaign footing;  
•	 conduct a major gift campaign strictly for M&S;  
•	 conduct sustained, intensive promotion of M&S, with strong documentation and 

story-telling of M&S impact, and a fresh articulation of the need for M&S growth; 
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•	 produce resources aimed at assisting congregations in meeting their own fundraising 
needs, possibly including resources for operating their own capital campaigns. 

D) 	 That any unusual or new campaign be preceded by significant cultivation of 
congregations and ministry personnel. 

E) 	 That in the event there is a campaign, the church vest authority over disbursement of 
funds earmarked for local ministry and outreach as close to the local level as possible. 

F) 	 That for any major new thrust the church craft ways to incorporate items of direct benefit 
to a congregation (for example, when promoting bequests, fully incorporate an appeal for 
bequests at local, Presbytery and Conference level (where appropriate). 

About items affecting financial support in general: 

G) 	 That regardless of any campaign or option considered (and even if no specific thrust is 
undertaken), that General Council do all it can to build and communicate a more 
inspiring and convincing case for: 

•	 the value of the work of the General Council and General Council office in 
addressing needs that cannot be handled locally or regionally;   

•	 the contribution the General Council office makes to the health, welfare and 
impact of ministry personnel; 

•	 the capacity of the Moderator (the role, not any one person) and General Council 
to forge a concensus on ministry, congregational needs, national purpose and 
vision, and to propose specific directions. 

H) 	 That from time to time the church presents an overview of all funding requests and how 
they relate, and tell the story of impact such funds have; 

I) 	 That the role of the Foundation be affirmed and a climate created that facilitates the full 
implementation of the vision for the Foundation; 

J) 	 That with or without a campaign, the church seek a high degree of integration of all 
approaches to individuals for funds, whether by stewardship programs or the Foundation. 
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Further: 

K) 	 (Although it seems presumptuous to us to be prescriptive to the Church on how it further 
engages discussion on leadership, KMA was asked to formulate a specific 
recommendation on how the issue might be pursued, which follows): 

That the General Council take steps to address four needs particularly identified with the 
desire for leadership (as described in Section 2: B, 12 & 13); with only as much 
constituency consultation as will be highly productive, and with as much prescriptive 
vision as General Council can legitimately articulate:  

1.	 Describe the many impulses about future ministry, and produce a multi-faceted 
portrait of “healthy” or “valid” ministry to which all can aspire;  

2.	 Articulate a vision for the total church in the future and describe the “leadership” 
required for ministry in the church of the today and the future; 

3.	 Develop a plan that affirms and supports current leaders during a time of 
transition and recruits, trains and deploys the new leaders required; 

4.	 Develop a plan to metabolize the issue of “closing congregations,” to reduce the 
degree to which the topic sidelines discussions about funding and the future. 
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APPENDIX A – NAMES OF PEOPLE INTERVIEWED 
The original version of this appendix is retained in the General Council Office. In order to honour 
the privacy of the individuals named in the appendix, the following is a summary of it: 

BRITISH COLUMBIA ONTARIO 
5 interviews, 33 interviews, 

including 2 ordered and 3 lay persons including 4 ordered and 29 lay persons 


ALBERTA MARITIMES 
12 interviews, 4 interviews, 

including 5 ordered and 7 lay persons including 3 ordered and 1 lay person 


MANITOBA NEWFOUNDLAND 
2 interviews, 2 interviews, 

including 1 ordered and 1 lay person including 2 ordered and 0 lay persons 


Cities Where Constituency Group Discussions Were Held 
Truro, Nova Scotia 
London, Ontario 
Winnipeg, Manitoba 
Edmonton, Alberta 
Vancouver, BC 

Other groups (held at the United Church Offices, Toronto) 
Subset of the Executive of General Council 
Subset of Staff of the General Council Office 
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APPENDIX B SUMMARY MAIL SURVEY RESULTS 

MINISTRY PERSONNEL FINANCIAL CAMPAIGN SURVEY 
November –December 2007 

• Number mailed: 4,349 
• Number of responses: 1,340 
• Response rate: 31% 

A. PLEASE TELL US ABOUT YOUR COMMUNITY AND CHURCH 

1. COMMUNITY SIZE % 
A rural area or location (less than 1000 people) 21 

A small town (1000-9999 people) 22 
A mid-sized urban centre (10,000-99,999 people) 21 

A large urban centre (1000000 or more people) 34 
No answer 2 

2. WORSHIP ATTENDANCE (by charge, all points) % 
Fewer than 50 people 15 

50–99 31 
100–149 22 
150–199 14 

200 or more 15 
No answer 4 

3. ENGLISH AS LANGUAGE OF WORSHIP % 
Yes  96 

No 1 
No answer 3 

If not, in what language does your church worship? 
(Answers included Korean, Chinese, French, Misc. 
European, Misc. Native, Not specified) 
 4. CONFERENCE % 
Newfoundland and Labrador 3 
Maritime 11 
Montreal and Ottawa 6 
Bay of Quinte 10 
Toronto 12 
Hamilton 11 
London 10 
Manitoba and Northwestern Ontario 7 
Saskatchewan 7 
Alberta and Northwest 9 
British Columbia 9 
Manitou 2 
All Native Circle (*3 participants, less than 1 %) * 
No answer 2 

Note: Throughout the survey, 
there is strong “clustering” of 
scores among respondents. 
For example, in the tables on 
the following two pages, total 
responses were compared with 
responses from retired clergy 
only, with scores reported as in 
this example:  5.29/5.20 (score 
for total/score for retired 
ministry personnel.) Generally 
there is insufficient difference 
in opinions to support any 
specific actions based on 
distinctions between different 
groups of respondents. 
Consequently, the body of the 
study report and most of this 
document uses only total 
values. 
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Appendix B – Summary of Results – Ministry Personnel Survey  Page 2 of 6 

B. MINISTRY PRIORITIES THAT YOU WOULD FUND 

Ministry Need Importance 
(out of 7) 

Who should be provide the primary 
initiative? (Check one only) 

% 
checked 

1. Provide 1,000 new trained clergy 
in next 20 years 

5.29/ 5.20 Mostly General Council responsibility 36 / 38 
Mostly Conference and/or presbytery 40 / 42 
Local pastoral charge 17 / 14 
Don’t know/ no opinion 3 / 4 
No answer 4 / 3 

2. Fund local outreach based in our 
congregations 

5.47/5.53 Mostly General Council responsibility 7 / 7 
Mostly Conference and/or presbytery 19 / 19 
Local pastoral charge 69 / 70 
Don’t know/ no opinion 2 / 2 
No answer 3 / 2 

3. Fund our ability to participate in 
local interdenominational or 
independent outreach ministries 

4.61/4.59 Mostly General Council responsibility 13 / 13 
Mostly Conference and/or presbytery 34 / 34 
Local pastoral charge 45 / 46 
Don’t know/ no opinion 4 / 4 
No answer 4 / 3 

4. Fund continuing education for 
ministry personnel 

5.39/5.45 Mostly General Council responsibility 42 / 39 
Mostly Conference and/or presbytery 34 / 34 
Local pastoral charge 19 / 23 
Don’t know/ no opinion 2 / 2 
No answer 4 / 3 

5. Fund peer learning communities 
and collegial networks for ministry 
personnel 

4.75/4.77 Mostly General Council responsibility 16 / 16 
Mostly Conference and/or presbytery 66 / 69 
Local pastoral charge 6 / 5 
Don’t know/ no opinion 7 / 7 
No answer 4 / 3 

6. Provide pastoral and professional 
support to ministry personnel, 
through staff deployed from 
Conference/presbytery level 

5.38/5.45 Mostly General Council responsibility 20 / 24 
Mostly Conference and/or presbytery 74 / 72 
Local pastoral charge 1 / 1 
Don’t know/ no opinion 1 / 2 
No answer 3/ 2 

7. Fund some staffing to manage 
more presbytery/ Conference 
workload (take some of the load off 
ministry personnel “volunteers”) 

4.82/4.89 Mostly General Council responsibility 37 / 40 
Mostly Conference and/or presbytery 51 / 51 
Local pastoral charge 2 / 2 
Don’t know/ no opinion 4 / 4 
No answer 5 / 3 

8. Support acquisition/upgrading of 
computer equipment and software, 
and better access to Internet 

4.43/4.44 Mostly General Council responsibility 22 / 23 
Mostly Conference and/or presbytery 20 / 19 
Local pastoral charge 47 / 48 
Don’t know/ no opinion 7 / 7 
No answer 4 / 3 

9. Other (please specify) 6.41/6.44 Mostly General Council responsibility 17 / 18 
Mostly Conference and/or presbytery 7/ 7 
Local pastoral charge 3/ 2 
Don’t know/ no opinion 1/ 1 
No answer 72 / 72 
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Appendix B – Summary of Results – Ministry Personnel Survey  Page 3 of 6 

C. THE PROPOSED PROJECT 

If the campaign went forward and reached the highest projected goal, it would raise $200 million. 
The proposed allocations look like this: 
• $90 million—to be spent over 5 to 10 years for local and regional ministry initiatives 
• $80 million—an endowment to supplement annual Mission and Service Fund initiatives 
• $30 million—an endowment to accelerate the United Church Foundation’s ability to offer critical 
support to a range of local ministry initiatives 

Rate agreement: 1-7 
Strongly disagree Somewhat Agree 
Disagree Agree 
Somewhat disagree Strongly Agree 
Neither agree nor disagree 

1-8. Propositions 

/ = All respondents compared with “active ministry” only 

Agreement rating 
out of possible 7 
highest 

1. The proposed campaign (and the proposed use of funds) shows a clear 
focus on the ministry needs of the church for the 21st century. 

4.62 / 4.52 

2. A successful campaign would address many of the ministry 
needs/issues identified. 

4.70 / 4.61 

3. A successful campaign would result in more assistance in my own 
ministry. 

4.19 / 4.55 

4. The proposed campaign and the proposed funding allocations and 
priorities are clearly linked to our United Church understanding of our faith 
and our calling. 

4.64 / 4.20 

5. The proposed campaign and the proposed funding priorities could be a 
means of engaging people on a spiritual level. 

4.36 / 4.20 

6. I see a clear need for a major denominational financial campaign (such 
as is described in this project) in the United Church in the very near future. 

4.37 / 4.22 

7. Most informed or active lay people would see the need for such a 
campaign. 

3.88 / 3.70 

8. This is as good a time for such a campaign as we are likely to have in 
the foreseeable future. 

4.50 / 4.35 
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Appendix B – Summary of Results – Ministry Personnel Survey  Page 4 of 6 

D. THE PROPOSED CAMPAIGN IN YOUR CONTEXT 

1. Our congregation has had or is having 
a major capital campaign: 

% 

Within the next 2 years 16 % 
We are in a campaign now 17 % 

Within the last 2 years 13 % 
Within the last 3 to 5 years 16 % 

No answer 41 % 

2. Our financial goal for our own capital 
campaign was/is: 

% 

Under $100 K 16 
$100 K-$149 K 5 
$150 - $199 K 2 

$200-$249 K 2 
$250-$299 K 1 

$300K - $349 K 1 
$350K - $399K 1 
$400K- $449K 1 

$450-$499K * 
$500K - $999K 4 
$1mm or more 4 

No answer 63 

3. Our congregation has a stewardship 
campaign: 

% 

Every year 32 
Every other year 4 
1 in last three years  11 
1 in last 4–5 years  7 
Rarely 37 
No answer 10 

4-7. Local giving and attendance (in past 
3 years) 

Increased Stayed 
about the 
same 

Decreased No 
answer 

4. Our givings for local expenses have: 47% 30% 16% 7% 

5. Our givings for the Mission and Service 
Fund have: 

38% 42% 14% 7% 

6. Our givings for local mission projects 
have: 

41% 44% 7% 8% 

7. Our attendance for worship  has: 28% 37% 28% 7% 
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Appendix B – Summary of Results – Ministry Personnel Survey  Page 5 of 6 

E. THE PROPOSED CAMPAIGN & YOUR CONGREGATION 

Proposition Agreement rating 
out of possible 7 
highest 

1. My congregation would likely get involved in this campaign at some 
level. 

3.69 

2. My congregation likely would: 
Place literature in literature racks or on tables 73% 
At least once, distribute campaign literature and issue a broad 
invitation to give 

66% 

At least once a year for 2–3 years, try to bring a major focus to the 
campaign  

44% 

3–4 times a year for 2–3 years, conduct campaign promotions for 
giving 

9% 

For 1 year, place it in our budget as “new money” we need to raise 
and then raise it 

10% 

For 2–3 years, place it in our budget as “new money” and then 
raise it 

7% 

Recruit 3 key volunteers from our congregation to really push the 
project 

19% 

No answer 12% 

3. I know people who would have interest in and enthusiasm for this 
project. 

3.03 

4. I would be willing to support this project.  3.99 

5. My support would look like this: I would be willing to:  
(Please check all that apply)  
Distribute campaign information through appropriate church 
channels  

62% 

Generally endorse the campaign and encourage interested 
individuals to give 

61% 

Promote a significant engagement by our congregation in the 
campaign  

24% 

Identify some individuals who might be able to make unusually 
large gifts 

9% 

Help make a few strategic personal calls on individuals 8% 
Help identify and recruit volunteer leaders 16% 
Sit on an organizing committee in my area or Conference 7% 
Take on a public leadership role for the campaign 4% 
None of the above 12% 
No answer 13% 

6. What tools would you most likely use for this project in your 
context? 

Rating out of 7 – likely to 
use 

Special speakers   4.39 
Brochure 5.68 
Bulletin inserts   5.76 
Video resources   4.52 
Web-based resources   4.35 
Other (please specify) 3.90 
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Appendix B – Summary of Results – Ministry Personnel Survey  Page 6 of 6 

F. A FEW QUESTIONS ABOUT YOU 

1. Gender % 
Male 62 

Female 37 
No answer 1 

2. Age % 
Under 20 years -

20–29 years 1 
30–39 years 6 
40–49 years 14 
50–59 years 31 

60 years and over 47 
No answer 1 

3. How many years have you been in paid accountable ministry? % 
1-2 5 
3-4 5 
5-6 5 
7-9 7 

10-14 11 
15-19 11 
20-29 22 
30-39 19 

40 or more 12 
No answer 5 

4. Are you officially retired? % 
Yes  33 

No 64 
No answer 3 

5.(a) Which of the following best describes your designation? % 
Candidate 1 

Lay Pastoral Minister 4 
Lay Pastoral Minister in Training 1 

Ordained 81 
Diaconal Staff 5 

Associate 2 
Other (please specify) 5 

No answer 2 
5.(b) Which of the following best describes your position? % 

General Council of Conference  - Executive Staff 2 
Mission Unit/Outreach Ministry 1 

Pastoral Charge (Call) 52 
Pastoral Charge (Presbytery Appointment) 17 

Other 21 
No answer 7 

6. What is your employment status with The United Church of Canada? % 
Retired 31 

Full-time 51 
Three-quarter time 4 

Half-time 7 
Less than half time 1 

Other (please specify) 4 
No answer 7 
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APPENDIX C – REQUEST FOR INTERVIEW LETTER 


Dear 

We are writing to ask for your help at this very early stage of a project we believe is 
crucial to the future ministry of The United Church of Canada.   

You know very well that the church faces several challenges in both local and national 
ministry, and is addressing them in a variety of ways. Each discussion inevitably touches on 
funding – and the United Church Permanent Committee on Finance, is considering initiating a 
fundraising campaign with a proposed goal of $150 million to $200 million in gifts and multi-
year pledges. 

Funds are to be used to endow the work of the church. The expectation is that ultimately 
as much as 75 per cent of the funds will be expended at the local level to strengthen ministry 
needs in local congregations and community ministries. 

The campaign would be managed out of the national office, with a very strong and 
representative volunteer structure, as well as an integral role for the United Church Foundation.  

Before launching such a major project, and as a form of due diligence, we have engaged 
KMA Consultants to assist us in planning such a campaign. KMA has significant experience in 
assisting faith-based organizations, and is highly sensitized to the dynamics of fundraising within 
a faith network.  

One of the tools KMA will use are private, confidential interviews with key individuals 
in the church.  During the interviews, KMA will explore several issues and dynamics that might 
affect the proposed campaign. This process generates important insights for the campaign 
planning, and the ultimate decision about whether or not to proceed with a campaign.. 

We hope you will agree to participate when someone calls to arrange an interview.  The 
interview will last between 30 and 45 minutes. 

Please be assured that the interview is not a request for funds. The interviews are 
designed to help assess the understanding of the need being addressed and the support for our 
vision, and to identify the steps we must take to make any campaign a success. The interviews 
are confidential, and representatives of KMA will be sensitive to the importance of your time. 

As background for the interview I have enclosed a summary description of the project for 
your consideration. Someone will be calling in the next few weeks to schedule an appointment. 
If you can accommodate them we would be very grateful.   

Your cooperation in this effort would be greatly appreciated. Thanks for all your 
goodwill and support.  
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APPENDIX D - PROJECT DESCRIPTION 

DESCRIPTION OF PROPOSED CAPITAL PROJECT 
CONFIDENTIAL FOR DISCUSSION PURPOSES ONLY  September 2007 

RELEASING VISION & PASSION FOR THIRD GENERATION MINISTRY 

For two generations, Canada’s largest Protestant church has responded to the call of Jesus Christ 
in four key ways: nurturing a vibrant spiritual life at every level and especially in congregations; 
speaking with a strong voice for social and economic justice in this country; leading and 
supporting outreach, education and health ministries, and encouraging and supporting mission 
partners around the world, both by deploying personnel overseas and by providing funding.  

The first generation of our church (1925-65) embraced the challenge of birthing a new 
denomination, forming new congregations, reshaping existing charges, and giving voice to this 
new reality known as The United Church of Canada. 

The next generation (1965-2005) responded to dramatic population shifts in Canada, with 
significant implications for rural, urban and new suburban congregations alike. Authentic 
engagement with aboriginal communities emerged as an important and lasting priority, the 
church intentionally and successfully reached out to newcomers to Canada, and significant 
partnerships were established with other denominations throughout the world. 

Today’s church exists in a very different society. Most Canadians do not attend weekly worship. 
Many younger people have no experience of a faith community.  Many Canadians practise faiths 
other than Christianity. Canadians are globally aware and engaged, and yet unprecedented 
affluence co-exists with long-term poverty and personal isolation.     

What remains unchanged for this “third generation” of The United Church is the passion to make 
a vital contribution to the ministry of Jesus Christ in Canada and around the world. The passion 
materializes as dreams for ministry rising up in our congregations and outreach ministries. Local 
vision is the engine of a new movement that answers today’s calling with ministry that will look 
something like this: 
•	 Churches excitedly reaching out to new neighbors from around the world.   
•	 Missions creating links with congregations and in true mutual partnership, serving those 

most in need. 
•	 Global partners maximizing the impact of new resources to respond to the physical needs 

of their neighbors and the spiritual needs of newcomers streaming into their churches.   
•	 Rural congregations leading in care for creation, such as through promotion of 

            environmentally friendly farming practices, or linking urban folks to locally grown food.   
•	 Inner city churches better serving their communities with transformed building spaces. 
•	 Outreach committees leading in innovations in service – such as providing dignified 

extended care for those who cannot afford such services at the end of life. 
•	 Youth and young adults crafting worship that touches their lives, and founding spiritual 

communities where they and others live their faith every day together.  
•	 Young people and many others across Canada committing themselves as volunteers for a 

“year of service” for outreach and spiritual formation.   
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Appendix D- Project Description 	 Page 2 of 3 

A GENEROUS PEOPLE 
For nearly 85 years, we have lived our faith through public witness for justice, advocacy for 
others, personal support and spiritual nurture. An essential and dynamic element in what has 
been accomplished is the generosity of United Church people.  

Consistently they support United Church ministry and vision through a number of channels: 
congregations, the Mission and Service Fund, the United Church Foundation, and in a variety of 
ways: regular offering, major gifts, bequests, matured annuities, and other planned gifts, as well 
as special appeals – such as the recently completed Beads of Hope, the soon-to-be-launched 
United for Peace Fund, and the Healing Fund. All of these enable valuable parts of our Church’s 
life. (See Appendix) 

A NATIONAL CAMPAIGN  TO FUND THIRD-GENERATON MINISTRY 
As a national church, we are called to help every congregation develop and sustain the life-
giving ministry of Christ in the world. We often our shared work in three broad categories  
•	 Healthy congregations (Encouraging and support the initiatives of congregations and 

other ministries, and provide appropriate resources and services.) 
•	 Effective ministry leadership (Recruiting, training and supporting leadership: the church 

must have 1,000 new ministers in the next 20 years, trained for contemporary challenges: 
only a coordinated and committed effort can address such wide-ranging needs.)  

•	 Stronger public witness and global outreach (Enhancing the church’s voice and action)   

Yet every discussion of challenges and opportunities eventually collides with the reality of 
meeting budgets and supporting existing programs at every level of church life. Consequently, 
the Permanent Committee on Finance is considering a major, national financial campaign for the 
church that would seek to raise $150 - $200 million dollars over the next five years.   

The campaign would be anchored by a strong, representative volunteer structure. The campaign 
would invite the broad church community to support this vision, and be very intentional in 
approaching individuals with means to make leading gifts. One- time gifts, gifts pledged over a 
3-5 year period, gifts of securities and other assets, and bequests will all be welcomed.   

Proposed Allocations of $200 million 
•	 $ 90 million – to be spent over 5-10 years for regional and local ministry initiatives   
•	 $ 80 million – an endowment to supplement annual Mission and Service Fund initiatives 
•	 $ 30 million – an endowment to accelerate the United Church Foundation’s ability to 

offer critical support to a range of local ministry initiatives  

NEXT STEPS 
Two important steps are being taken to prepare for such a campaign.  

1.	 Define how the funds would be administered, distributed and monitored: A task group 
has been asked to craft a process that is very transparent, truly responsive to local and 
regional needs, and highly accountable. 

2.	 Consult constituents for insight into how such a campaign should unfold and what factors 
would most likely affect the outcome of the campaign:  As part of its due diligence, The 
United Church has commissioned KMA Consultants to explore the feasibility of the 
proposed fund raising campaign and prepare a plan for implementing such a campaign.  
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Appendix D- Project Description Page 3 of 3 

HOW CURRENT FUNDING PATTERNS POINT US TOWARDS A CAMPAIGN 

Church Offerings 
Many people will be surprised to learn that in total, donations by individuals and families to 
congregations for all causes have increased by about 2% per year in each of the last five years. 
No one, however, will be surprised with the contrasting experience of hundreds of specific 
congregations struggling with major demographic changes, declining attendance, and falling 
revenue. At the same time, local churches face major costs related to growing ministry needs, 
redevelopment of aging property, and challenges to reach out and engage new members.  We 
must place as many congregations as possible on a sure financial footing for the immediate 
future. 

The Mission & Service Fund 
The Mission and Service Fund, the main source for our denominational ministries within Canada 
and globally, and the fund that allows us to function as a denomination, raised in excess of 
$30,000,000 in each of the past two years. It has been at or near that figure for the last 20 years.   

Unfortunately, the fund is not able to maintain the work we do: inflation has significantly eroded 
the buying power of the dollar over that same period.  We need to find a way to expand that fund 
in the immediate future as we seek to support local congregations, outreach ministries, 
theological education, global partners, and develop new leadership for the 21st century. 

The United Church Foundation 
The United Church Foundation was established in 2003 to provide a long term base for financial 
well being for the mission of the United Church.  The Foundation has been effective in 
connecting with congregations, helping them with their investment portfolios and providing a 
ready vehicle for donors who wish to give publicly traded securities to their local congregation.   

A number of personal endowment funds also have been established, but the overall portfolio of 
the Foundation is unable at this point to offer significant support to ministry.  We plan to offer 
long term financial strength to the church through The United Church Foundation.  

Gift Planning 
An audit of the Gift Planning work of the church by an outside consultant was completed in 
January, 2007. That audit suggested that this is an ideal time for the church to put a major focus 
on a bequest campaign as part of its overall financial strategy for the future, as an unprecedented 
transfer of wealth will happen in this country over the next 10 years. Yet bequests cannot be our 
only focus if we are to act on today’s opportunities, and equip the church for tomorrow’s. 

Special Appeals 
Repeatedly, people of The United Church have responded to specific, urgent appeals, such as the 
Beads of Hope, or Tsunami Relief, or the Healing Fund. They have frequently demonstrated 
their willingness to give sacrificially when the need is urgent and they can envision the impact of 
their gifts – a sign of great capacity for compassion and stewardship.   
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APPENDIX E 

UCC CONFIDENTIAL INTERVIEW QUESTIONNAIRE 
Planning & Implementation Study, Fall 2007 

Name___________________________________ Date________________ 

A. TYPE OF INTERVIEW (role/connection) of person 

B. CONNECTIONS & VALUES 
1.	 What is your history with the United Church of Canada? 
2.	 What congregation are you connected to? 
3.	 Have you held volunteer roles at Presbytery? Conference? National level? 
4.	 What makes the United Church of Canada unique or distinct in Canada? 
5.	 To you, what is most valuable about the United Church of Canada? 

C. NEEDS 
1.	 What are the biggest challenges facing the United Church as a denomination? 
2.	 What are the biggest challenges for congregations? 
3.	 What most pressing needs for ministry of the United Church? 
4.	 Would an infusion of funds help meet the needs/challenges? (Which of the pressing 

needs you can identify would respond to having more money?) 

D. PROPOSAL & CASE 
1.	 Is it clear to you what is being proposed? 
2.	 Will United Church people (clergy, lay leaders, faithful members) see this project as 

meeting ministry needs at the local and regional level? (Explore – what must happen, or 
what must be done, or included, or explained . . .)  

3.	 What should the funds be used for? (What are the pressing needs that can be helped by $) 
4.	 What are the strengths and weaknesses of the project? 

(For questions 5-7) 
•	 $ 90 million – to be spent over 5-10 years for regional and local ministry 

initiatives 
•	 $ 80 million – an endowment to supplement annual Mission and Service Fund 

initiatives 
•	 $ 30 million – an endowment to accelerate the United Church Foundation’s ability 

to offer critical support to a range of local ministry initiatives  

5.	 How important are each of these three categories of funding in the proposed project ? 
6.	 Which elements are most likely to attract support? 
7.	 Which elements appeal most to you personally  
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Appendix E - The UCC  Campaign Planning Study  Interview Guide  Page 2 of 2    Oct 5, 2007 ©KMA 

E. SUPPORT 
1.	 Do you and/or your family or business actively support a local congregation? 
2.	 Have you ever sent a gift directly to the Church offices in Toronto?  What prompted it? 
3.	 How satisfied have you been with the results of that gift? How well did the Church relate 

to you? (Thanked? Communication?)  

4.	 In the coming year, would you personally pledge financial support to a campaign like the 
one proposed? (Not a pledge now) Why or why not? 

5.	 Under what conditions would you consider making a pledge or gift? 
6.	 In what range might your gift be?  (Note: this is not a commitment or pledge). 

(Here we’ll ask about gifts ranging from $50,000 to $15 million – depending on what 
we know or suspect, if anything, about the capacity of interviewees. We’ll explain the 
need for a few very large gifts, and ask people where those gifts might come from.) 

7.	 What important factors would aid the campaign for the UCC? 
8.	 What important factors would hinder a campaign? 
9.	 Do you believe the UCC is well run (administration and finance)? (Explore any “no” or 

ambivalent question. 
10. Are there any issues in the UCC reputation that will work against this project ?  
11. Would The United Church track record in special fundraising appeals affect this 


campaign?
 

12. What conditions would have to be met for there to be enthusiasm and buy-in among 
individuals and congregations? 

13. Do you believe a goal of $150 million or more is attainable in a fundraising campaign to 
be pledged over a three-year period? (In addition to what people contribute every year.) 

F. LEADERSHIP 
1.	 Do you have any contacts with individuals, congregations, agencies, foundations, firms 

or corporations that you feel might be helpful to the UCC in its campaign? 
2.	 Would you be willing to take an active part in this campaign?  � Yes � No 

a. Leadership Position	     � Yes  � No 
b. Volunteer solicitor	 � Yes � No 
c. Organizing volunteer at local/regional level  � Yes � No 
d. Organizing volunteer at national level 	  � Yes  � No 

3.	 Can you think of others who should be interviewed  regarding the proposed campaign? 

4.	 Can you suggest a person or persons you feel would be most effective as Chair in the 
campaign? This individual would need to be capable of making a leading gift. 

5.	 Can you suggest others who you feel would be effective as volunteer leaders in this 
campaign? 

6.	 What other comments would you like to make not covered by the previous questions? 

7.	 What advice would you have for the Permanent Committee on Finance as it considers the 
campaign? 
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 Ministry Personnel 

Financial Campaign Survey
 

Please fill out and return as soon as possible in the enclosed envelope.

 Many thanks for your help.
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Ministry Personnel Financial Campaign Survey 

To help the Finance Committee frame a recommendation to the Executive of the General 
Council about a possible national fundraising campaign, it’s important that we receive 
input from all of our ministry personnel. So we are asking you to read the enclosed project 
description, and fill out and return the enclosed survey as soon as possible—ideally before 
Advent. A postage-paid envelope for your reply is enclosed. 

Many thanks for your help. 

A. PLEASE TELL US ABOUT YOUR COMMUNITY AND CHURCH 

1.	 Your community is: 
o	A rural area or location (less than 1,000 people) 
o	A small town (1,000 to 9,999 people) 
o	A mid-sized urban centre (10,000 to 99,999 people) 
o	A large urban centre (100,0000 or more people) 

�. 	 In your estimation, what is the average attendance at Sunday worship in your pastoral 
charge (total all points)? 
o	Fewer than 50 people 
o	50–99 
o	100–149 
o	150–199 
o	�00 or more 

3. 	 Is English the primary language used in your worship? Yes o		No o
If not, in what language does your church worship? 

4. 	 What is your Conference? 
o	Newfoundland and Labrador 
o	Maritime 
o	Montreal and Ottawa 
o	Bay of Quinte 
o	Toronto 
o	Hamilton 
o	London 
o	Manitoba and Northwestern Ontario 
o	Saskatchewan 
o	Alberta and Northwest 
o	British Columbia 
o	Manitou 
o	All Native Circle 
o	Other (please specify) 
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B. MINISTRY PRIORITIES THAT YOU WOULD FUND 

From a variety of sources, the following have been identified as the kinds of ministry 
priorities for The United Church of Canada that a successful campaign would help to fund. 

What is your opinion of these priorities? To comment, please, for each priority 
• indicate which sector of church life should provide the primary initiative
 
• rate its importance
 
Please add any significant priorities not already listed here.
 

Please consider each statement only as it applies to the United Church from your 
perspective as a minister. If you are officially retired, please answer based on your insights 
about the congregation in which you currently are most active. 

Ministry Need Who should be provide the 
primary initiative? 
(Check one only) 

Rate its importance, on a 
scale of 1–7, with 1 being 
“very low importance” 
and 7 being “very high 
importance.” 
(Please circle a number) 

1. Provide 1,000 new trained o Mostly General Council 1 � 3 4 5 6 7 
clergy in next �0 years responsibility 

o Mostly Conference and/or 
presbytery 

o Local pastoral charge 

o Don’t know/ no opinion 

�.  Fund local outreach based in o Mostly General Council 1 � 3 4 5 6 7 
our congregations responsibility 

o Mostly Conference and/or 
presbytery 

o Local pastoral charge 

o Don’t know/ no opinion 

3. Fund our ability to o Mostly General Council 1 � 3 4 5 6 7 
participate in local responsibility 
interdenominational or o Mostly Conference and/or
independent outreach presbytery
ministries 

o Local pastoral charge 

o Don’t know/ no opinion 
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4. Fund continuing education o Mostly General Council 1 � 3 4 5 6 7 
for ministry personnel responsibility 

o Mostly Conference and/or 
presbytery 

o Local pastoral charge 

o Don’t know/ no opinion 

5. Fund peer learning o Mostly General Council 1 � 3 4 5 6 7 
communities and collegial responsibility 
networks for ministry o Mostly Conference and/or
personnel presbytery 

o Local pastoral charge 

o Don’t know/ no opinion 

6. Provide pastoral and o Mostly General Council 1 � 3 4 5 6 7 
professional support to responsibility 
ministry personnel, through o Mostly Conference and/or
staff deployed from presbytery
Conference/presbytery level 

o Local pastoral charge 

o Don’t know/ no opinion 

7. Fund some staffing to o Mostly General Council 1 � 3 4 5 6 7 
manage more presbytery/ responsibility 
Conference workload (and o Mostly Conference and/or
take some of the load presbytery
off ministry personnel 
“volunteers”) o Local pastoral charge 

o Don’t know/ no opinion 

8. Support acquisition/ o Mostly General Council 1 � 3 4 5 6 7 
upgrading of computer responsibility 
equipment and software, o Mostly Conference and/or
and better access to Internet presbytery 

o Local pastoral charge 

o Don’t know/ no opinion 

9. Other (please specify) o Mostly General Council 
responsibility 

o Mostly Conference and/or 
presbytery 

o Local pastoral charge 

o Don’t know/ no opinion 

1 � 3 4 5 6 7 
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C.	 THE PROPOSED PROJECT 

Here we want your feedback on the proposed use of funds if a major financial campaign is 
undertaken. 

If the campaign went forward and reached the highest projected goal, it would raise 
$�00 million. The proposed allocations totalling $�00 million look like this: 

•	 $90 million—to be spent over 5 to 10 years for local and regional ministry initiatives 
•	 $80 million—an endowment to supplement annual Mission and Service Fund initiatives 
•	 $30 million—an endowment to accelerate the United Church Foundation’s ability to 

offer critical support to a range of local ministry initiatives 
With that in mind, indicate your level of agreement with each of the following statements 
on a scale from 1 (“strongly disagree”) to 7 (“strongly agree”). Please consider each 
statement only as it applies to the United Church from your perspective as a minister or 
ministry leader. 

1 � 3 4 5 6 7 

Strongly Disagree Somewhat Neither Agree Somewhat Agree Strongly 
Disagree Disagree nor Disagree Agree Agree 

1.	 The proposed campaign (and the proposed use of funds) shows a clear focus on the 
ministry needs of the church for the �1st century. 
1 � 3 4 5 6 7 

�.	 A successful campaign would address many of the ministry needs/issues identified. 
1 � 3 4 5 6 7 

3.	 A successful campaign would result in more assistance in my own ministry. 
1 � 3 4 5 6 7 

4.	 The proposed campaign and the proposed funding allocations and priorities are clearly 
linked to our United Church understanding of our faith and our calling. 
1 � 3 4 5 6 7 

5.	 The proposed campaign and the proposed funding priorities could be a means of 
engaging people on a spiritual level. 
1 � 3 4 5 6 7 

6.	 I see a clear need for a major denominational financial campaign (such as is described 
in this project) in the United Church in the very near future. 
1 � 3 4 5 6 7 

7.	 Most informed or active lay people would see the need for such a campaign. 
1 � 3 4 5 6 7 

8.	 This is as good a time for such a campaign as we are likely to have in the foreseeable 
future. 
1 � 3 4 5 6 7 
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D. THE PROPOSED CAMPAIGN IN YOUR CONTEXT 

Here we want a sense of your context and activity. 

1.	 Our congregation has had or is having a major capital campaign: 
o	Within the next � years 
o	We are in a campaign now 
o	Within the last � years 
o	Within the last 3 to 5 years 

�.	 Our financial goal for our own capital campaign was/is: $ 

3.	 Our congregation has a stewardship campaign: 
o	Every year 
o	Every other year 
o	1 in last three years 
o	1 in last 4–5 years 
o	Rarely 

4.	 Our givings for local expenses in the last 3 years have: 
o	Increased 
o	Decreased 
o	Remained about the same 

5.	 Our givings for the Mission and Service Fund in the last 3 years have: 
o	Increased 
o	Decreased 
o	Remained about the same 

6.	 Our givings for local mission projects in the last 3 years have: 
o	Increased 
o	Decreased 
o	Remained about the same 

7.	 Our attendance for worship in the last 3 years has: 
o	Increased 
o	Decreased 
o	Remained about the same 
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E. THE PROPOSED CAMPAIGN & YOUR CONGREGATION 

Here we are asking your advice or predictions about how any proposed campaign would 
be activated locally. Please consider each statement only from your perspective as a 
minister or ministry leader. 

1. My congregation would likely get involved in this campaign at some level. 
Please indicate your level of agreement on a scale from 1 (“strongly disagree”) to 7 (“strongly agree”). 

1 � 3 4 5 6 7 

�. Whatever your answer above, please comment on the type of involvement that might 
fit your church: 
Please check all that apply: My congregation likely would… 
o	Place literature in literature racks or on tables 
o	At least once, distribute campaign literature and issue a broad invitation to give 
o	At least once a year for �–3 years, try to bring a major focus to the campaign 
o	3–4 times a year for 2–3 years, conduct campaign promotions for giving 
o	For 1 year, place it in our budget as “new money” we need to raise and then raise it 
o	For 2–3 years, place it in our budget as “new money” and then raise it 
o	Recruit �–3 key volunteers from our congregation to really push the project 

3. I know people who would have interest in and enthusiasm for this project. 
Please indicate your level of agreement on a scale from 1 (“strongly disagree”) to 7 (“strongly agree”). 

1 � 3 4 5 6 7 

4. I would be willing to support this project. 
Please indicate your level of agreement on a scale from 1 (“strongly disagree”) to 7 (“strongly agree”). 

1 � 3 4 5 6 7 

5. My support would look like this: 
Please check all that apply: I would be willing to… 
o	Distribute campaign information through appropriate church channels 
o	Generally endorse the campaign and encourage interested individuals to give 
o	Promote a significant engagement by our congregation in the campaign 
o	Identify some individuals who might be able to make unusually large gifts 
o	Help make a few strategic personal calls on individuals 
o	Help identify and recruit volunteer leaders 
o	Sit on an organizing committee in my area or Conference 
o	Take on a public leadership role for the campaign 
o	None of the above 

6. What tools would you most likely use for this project in your context? 
Please rate each tool on a scale from 1 (“very unlikely to use it”) to 7 (“very likely to use it”). 

Special speakers 1 � 3 4 5 6 7 
Brochure 1 � 3 4 5 6 7 
Bulletin inserts 1 � 3 4 5 6 7 
Video resources 1 � 3 4 5 6 7 
Web-based resources 1 � 3 4 5 6 7 
Other (please specify) 1 � 3 4 5 6 7 
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F.	 A FEW QUESTIONS ABOUT YOU 

1.	 What is your gender? 
o	Male 
o	Female 

�.	 What is your age? 
o	Under �0 years 
o	�0–�9 years 
o	30–39 years 
o	40–49 years 
o	50–59 years 
o	60 years and over 

3.	 How many years have you been in paid accountable ministry? 

4.	 Are you officially retired? Yes o	 No o

5.	 Which of the following best describes your designation? 
o	Candidate 
o	Lay Pastoral Minister 
o	Lay Pastoral Minister in Training 
o	Ordained 
o	Diaconal 
o	Staff Associate 
o	Other (please specify) 

Which of the following best describes your position?
 
o	General Council or Conference Office—Executive Staff
 
o	Mission Unit/Outreach Ministry
 
o	Pastoral Charge (Call)
 
o	Pastoral Charge (Presbytery Appointment)
 
o	Other (please specify)
 

6.	 What is your employment status with The United Church of Canada? 
o	Retired 
o	Full-time 
o	Three-quarter time 
o	Half-time 
o	Less than half time 
o	Other (please specify) 

Thank you again for your time. 
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APPENDIX G – SHARPENING THE QUESTIONS DISCUSSION PAPER 

UNITED CHURCH OF CANADA CAPITAL CAMPAIGN 

SETTING THE CONTEXT & 
SHARPENING THE QUESTIONS 
April 16, 2007 

This document is considered confidential and the intellectual property of KMA Consultants Inc., 
and is not to be divulged at any time with any potentially competing company, organization or 
service. It is meant assist the United Church of Canada in assessing its way forward and is not 
be to be used or disseminated for other purposes without the express permission of KMA 
Consultants. © KMA 2007 

                    KMA Report to UCC re: Proposed Capital Campaign Feb. 21, 2008      37



 
 

 

 

 

 

 

 

 

  
 
   

 

 

 

Appendix G - CONFIDENTIAL Discussion Paper  April 16, 2007  © KMA 2007 Page 2 of 10 

SETTING THE CONTEXT & SHARPENING THE QUESTIONS 

BACKGROUND 

The United Church of Canada is considering a campaign within the next 3-5 years to raise as 
much as $200 million to endow the work of the Church. On March 27,  Ron McClory of KMA 
Consultants Inc. and Ron Butcher of the Kennisis Group Inc. met with Ian Fraser, General 
Council Minister, Resources for Mission and Ministry to discuss the concept and consider 
possible next steps. 

From that meeting KMA Consultants was asked to prepare a discussion document that would:  
a) sharpen the questions to be addressed in considering such a campaign;  
b) comment on the dynamics of fundraising among faith-based constituencies; and  
c) note the distinctives of the United Church of Canada within Canadian faith 
communities. 

KMA accepted the assignment,  and agreed to bring this document forward by April 16.  

The decision-making framework that KMA Consultants believes governs this project (and which 
therefore governs this document) is that in May the Finance Committee will consider 
commissioning a planning process that would, in November, bring to the Executive of Council: 

a) a recommendation on whether or not to proceed, and, if a campaign is recommended,  
b) a comprehensive plan on how such a campaign would be conducted. 

SHARPENING THE QUESTIONS 

To date, three general questions have emerged from the discussion about conducting a large 
capital campaign. They are: 

1. Should we take such an initiative (and therefore raise the funds)? 
2. Can we raise the funds? 
3. How would we raise the funds? 

“Should we?” –  clearly is the first question. If the answer is “No” then the rest of the questions 
are moot. Further, the definitive answer to “should we” requires some assurance that we can be 
successful. When considering the questions of “Can we?” and “How?, the lines of inquiry are 
highly entwined and should be tackled as once exercise.  

Questions about potential are paramount. The Church requires some reasonable sense of the 
likelihood of success prior to launching a campaign, in order to avoid damaging outcomes 
ranging from embarrassment and inconvenience to failed projects and financial crises. However 
the question of “can we” ultimately demands a detailed exploration of “how” – so that the 
assessment of potential does not stand alone but is presented in the context of a customized 
campaign plan.  

In the following three pages KMA has used its experience to unpack those general questions to 
two additional levels, each presented as a table.   
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SHOULD WE TAKE 
SUCH AN 
INITIATIVE? 

Need 
What need are we trying to 
meet? 

How was the need identified? 

Has it been verified? 
Program How much money is enough to have the 
What actions/activities would needed impact? 
address the need? 

How would funds be used? (Goals, actions, 
roles, responsibilities, costs) 

How would the funds and program be 
administered? 

What have we done to verify that our program 
plan is the right one? 

Vision What good things will happen? What bad things 
What beneficial impact will will be prevented? 
the activities/programs to be 
funded have? How do we project impact? 

Measure impact? 

Mission 
Do the programs/activities 
we propose to fund align 
with our mission and role? 

Is this what we are mandated to do? 

Does this conflict with any part of our mandate? 

What expectations of other stakeholders does 
this meet? or violate? 

Might this have any negative effect on 
stakeholders? 

Why us? 
Why are we the ones to plan 
and implement the program 
to be funded? 

How do we demonstrate competence? 

What is our track record? 
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CAN WE RAISE THE 
FUNDS? 

WHERE are the resources 
we need? 
• National Church 
• Property sales 
• Congregations 
• Individuals 
• Foundations 
• Trusts 
• Others? 

How do we estimate  & verify depth of 
resources that exist? 

WILL they release those 
resources to us? 

Who “speaks” for each stakeholder group? 

How are such decisions made? 
UNDER what conditions? Which case-for-support questions are 

paramount? 
Timing? 
What sensitivities exist? 
Approvals? 

MAXIMIZING which 
assets? 

Innovative nature of programs to be funded? 
Volunteer leadership? 
Record & credibility of national office? 
High levels of trust? 
Breadth of reach of UCC? 
Knowledge of constituency? 
Strength of case? 
Timing of campaign? 
Resources available for campaign 
Strength of organizational commitment? 
Degree of concensus and shared vision? 
Vitality of congregations? 
Other 

OVERCOMING which 
obstacles? 

Lack of certainty re:  nature of programs to be 
funded? 
Availability of volunteer leadership? 
Record & credibility of national office? 
Trust issues? 
Lack of knowledge of constituency resources 
and wealth? 
Weaknesses of case? 
Timing of campaign? 
Lack of resources for a campaign? 
Struggles of congregations? 
Weakness of organizational commitment? 
Lack of concensus and shared vision? 
Other? 
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HOW WOULD WE 
RAISE THE FUNDS? 

What is our campaign 
case for support? 

How do we anticipate all questions and answer 
them in advance? 

How do we make the case and its expression 
highly compelling? 

How do we test it? 

What philanthropic “triggers” are ours to pull? 

What is our campaign How do we “allocate” the “goal” to the various 
strategy? sources, so we know what we should expect 

from congregations, or individuals, etc – adding 
up to the total goal? 

How do we: 
• inform 
• cultivate 
• solicit 
• fulfill pledges from 

all relevant sectors of constituency? 

What are the roles of: 
• Volunteer campaign leadership 
• Elected denominational volunteer 

leadership – national and regional 
• National staff 
• Regional or other staff 
• Pastoral leadership 
• Lay leaders in congregations 
• Others 

What is our campaign How do we recruit volunteer campaign 
structure? leadership? 

What operating divisions will we have? 

How will they relate to each other? 

How do we reflect the life and structures of the 
Church? 

How will the campaign What staff will the campaign require? 
operate? 

What is the timetable? 

What external resources are needed (such as 
professional counsel)? 

What support will the campaign need (offices, 
equipment etc) 

What is the communications plan? 

What is the budget? 
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PHILANTHROPY IN A DENOMINATIONAL SETTING 

KMA has come to the conclusion that raising funds for denominational initiatives takes strategic 
planning, an understanding of your donors – both congregations and individuals -- and an 
awareness of who is competing for their loyalties. 

Using major gift principles – identifying key individuals, congregations and organizations and 
planning customized strategies to inform, cultivate and solicit them -- is the most effective 
approach. Seeking support for the work you do invites others to participate in your mission and 
vision. 

Competition is intense: all Canadian charities depend on church-going Christians ‡ 

•	 Christians who attend church are critical to all those seeking philanthropic funds 
because faith motivates giving to all sorts of worthy causes: the more active an 
individual’s participation in a local church, the more intense their religious belief, the 
higher the donation rate and the total amount donated.  

•	 90% of Canadians who attended weekly services made a charitable donation in 2000, 
compared to 77% for those who did not attend weekly.  

•	 Canadian church-goers are the best supporters of all charities. 

•	 The average annual donation of weekly attendees was significantly higher than that of 
those who did not attend weekly – $577 versus $176. 

Yet religious affiliation does not guarantee support: Only half of donors with a religious 
affiliation gave to religious organizations. The others supported a wide range of organizations. 

•	 While church attending Canadians are the most generous donors in Canada, they are 
not necessarily loyal to denominational causes. †  

•	 A national Angus Reid study among Canadian clergy, academics and laity found that 
55% of church leaders switched denominations at least once in their life time.  

•	 Denominations are like every other organization now: supportive relationships must 
be created and nurtured. Therefore the denomination must actively seek and win 
support from congregations and individuals – it cannot be assumed.   

•	 While churched Canadians are faithful givers to causes they believe in, their giving 
can not be assumed but must be actively cultivated in a way that best engages them as 
individual donors or as members of a congregation, or, possibly, as members of a 
national and international movement. 

† from Don Posterski, Irwin Barker, Where’s A Good Church, (Woodlake Books, 1993). 
‡ Nora McClintock, Understanding Canadian Donors, (Canadian Centre for Philanthropy, 2004) 

http://www.givingandvolunteering.ca/pdf/reports/Understanding_Donors.pdf 
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“Appeals” that have completely lost their effect, and can even cause resentment 
•	 We’re good people, so you should support us. 
•	 We mean well and we try hard. 
•	 We have expenses. 
•	 You supported us so far, so you have an ongoing obligation. 
•	 God favours our agenda. 

Appeals that have an increasing effect 
•	 Programs and activities that have local impact I can see. 
•	 Work I can participate in a hands-on way. 
•	 Project oriented expenditures with measurable goals. 
•	 Those activities that add to my sense of living up to my own values and 

commitments. 
•	 Activities that reinforce my identity as a person of faith. 

Qualifiers re: people who give as an expression of their spiritual life and faith commitment 
•	 There remains some willingness to fund a “noble effort,” be it in addressing some 

social ill, or evangelizing in difficult circumstances: this willingness is rooted in the 
acknowledgement of the long trajectory sometimes required for change to occur, and 
the need for sustained commitment from those who want to see that change. 

•	 Many people with a faith commitment will give to causes and programs to which they 
do not have a personal connection, out of a sense of justice or compassion. 

•	 The willingness to support the denominational apparatus is almost exactly correlated 
with age: the younger someone is, the less likely they are to support any project they 
perceive to be about sustaining institutions and agencies for their own sake, or for 
reasons of preserving a heritage. 

•	 Every year, fewer people remain who derive a significant part of their spiritual 
identity from that of the national denomination.  
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UNITED CHURCH DISTINCTIVES AFFECTING CAMPAIGNING 

From an admittedly “outside” and very preliminary perspective, KMA would make the following 
observations about implications that the distinctives of the United Church of Canada might have 
for a capital campaign. These observations fall into four categories: size, character, 
demographics and structure.  

Size 
As Canada’s largest Protestant denomination, the United Church has unrivalled geographic 
reach. KMA speculates that: 

•	 No other Church can more credibly claim that its ministry and voice broadly benefits 
Canadians, regardless of who attends United Church worship or volunteers in its 
programs.  

•	 The United Church of Canada can credibly describe needs that affects communities 
coast to coast. 

•	 The Church can credibly propose ways to meet those needs. 
•	 The Church encompasses congregations arising within many ethnic communities.   
•	 The Church can get a hearing from almost anyone in power in Canada. 
•	 The United Church has an enormous roster of volunteers who have served in 

denominational posts across the country. 
•	 The United Church has highly developed communications tools, networks and skills. 

Character 
•	 Of all churches, the United Church has been identified with social justice and 

inclusion. Apart perhaps from the Salvation Army, no one more credibly can say they 
serve others through church programs. 

•	 The record of the Church on social justice is highly motivating and important to many 
individual church members. More than many other Protestant denominations, many 
members identify strongly with the sense of being part of something that is “national” 
and even “international.” 

•	 The United Church, again like the Salvation Army, has greater potential to attract 
support from outside the faith community for certain specific initiatives seen as 
benefiting marginalized people, or being of general and important social benefit.  

Demographics 
Without specific knowledge, KMA assumes that the church-attending membership of the United 
Church is aging at least as quickly as all mainline denominations. As support for denominational 
initiatives generally correlates positively to age, the timing of the campaign may be important. 
In-depth assessment of what is known of the demographics of the church may be important. 

Structure 
This is less clear to KMA, but even on preliminary reflection it would seem that the United 
Church is unusually well positioned to test ideas and programs, and run pilot projects with 
people who can speak reliably and even authoritatively for various stakeholders. A highly 
structured organization, meanwhile, can paralyze a campaign with the need-for-approvals unless 
it effectively delegates operations to a relatively small but accountable team. 
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A POSSIBLE WAY FORWARD 

Planning a successful campaign is an exercise in applying proven principles to a  particular 
context, customizing as needed for specific prospects and changing circumstances.  

Professional counsel can provide the knowledge and expertise around proven principles and 
approaches and how to adapt them to specific settings. As well, counsel can produce timetables, 
budgets, printed materials, volunteer training materials and all the other tools required, and 
supervise both campaign staff and volunteers – all to ensure the campaign is as effective as 
possible. 

What counsel cannot do without significant additional information is project the likelihood of 
success, or create a specific plan to achieve success. Obtaining such information is a dynamic 
and highly collaborative exercise between counsel and its client. 

In creating a campaign plan, the Church must ask four questions: 
1. What information do we need? (See tables, above). 
2. What do we already have? 
3. Who has the other information we need? 
4. How do we get the information from them? 

One way the United Church may proceed to meet its own timetable is to begin planning the 
campaign , and leave open-ended exactly how such information will be obtained until designated 
Church leaders and professional counsel together can determine the shape of the detailed 
planning process required. The project could unfold as follows: 

Mid-May-end of June  
(internal people & counsel) 

• Define the program(s) to be funded 
• Assess information resources needs in all 

planning categories (program and campaign) 

July-August 
(internal people & counsel) 

• Define and set up further research (if any) 
• Draft initial detailed campaign plan reflecting 

assumptions and insights to date 

September 
(external people– if needed -- & counsel ) 

• Conduct external research as needed 

October • Finalyze plan 
• Prepare General Council presentation 

November • Report & present for decision 

For interest sake, KMA has attached an appendix describing various forms of external research 
and the types of information obtained. 
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APPENDIX: CONSTITUENCY RESEARCH METHODS  

Method Overall Purpose Potential Value for UCC 

Surveys  Quickly gather large quantity of 
information in non-intrusive, non-

- Useful for testing assumptions, identifying 
attitudes, and feelings about UCC;  

(mail or on-line) threatening manner - Can also document behaviour, choices and 
preferences for involvement/engagement 
with UCC; 
- Can identify differences between groups of 
people who play different roles in church 
and towards UCC.  

Interviews More fully understand someone's 
views and learn from their 

- Can tie motivations to actions, for such 
things as funding 

Structured experiences - Important if need exists to identify 
(telephone) 

Assess specific decisions they 
underlying dynamics, such as views about 
effectiveness of leadership, or the direction 

Open-ended 
(telephone or 

may make or actions they may 
take in response to specific 
questions or scenarios 

being taken by the denomination 
- Best at identifying issues, obstacles, 
challenges and misunderstandings 

face-to-face) 
Can be useful in exploring survey 
topics in greater depth 

- Can explore funding dynamics in some 
depth 

Focus groups Explore narrowly defined topics in 
depth through group interaction 

- useful in program evaluation, testing 
thematic and program direction, conceiving 
new messages or communications initiatives 
(i.e. marketing)  
- would be illuminating re: the general 
questions of credibility of proposed program 
etc. 
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