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Fundraising FAQs
by John Riley, CFRE

Director of Fundraising Services

How Do You Determine Capital
Campaign Goals? 
For construction or renovation, architects and 
engineers can help you determine potential costs for 
implementation of the project. A campaign consultant 
can estimate the cost of conducting the campaign, the 
future budget implications of the new facility, and 
your fundraising potential. A general rule of thumb 
is that a healthy church can raise 1.5 to 2.5 times the 
prior year's income for a three-year campaign. A 
thorough planning study conducted by a professional 
consultant is, however, the best way to determine a 
more accurate fundraising projection.

How Will a Capital Campaign Affect
Our Annual Giving?
A well-designed and implemented campaign 
focuses members on the importance of their fi nancial 
investments to ongoing and above-and-beyond 
giving, resulting in increased annual giving during 
and after the campaign period.

Saint Mark UMC Refi nances Two Loans

Saint Mark UMC Atlanta refi nanced two loans with the Foundation 
that were originally used to acquire property.

      erving the needs of its local community has     
      been a top priority for Saint Mark UMC since 
1872. What its founders didn’t anticipate, however, 
was how Atlanta’s dramatic growth would impact 
its ministry.

“Several years ago when we realized we probably 
had the smallest campus of a vital church in the 
Midtown area, we took out two loans and began 
the process of property acquisition,” said the 
Rev. Jimmy Moor, senior pastor of Saint Mark. 
“When complete, we will have almost doubled our 
campus, which will give us the ability to address 
ministry needs and the parking situation.”

A fi nancial task force recently discovered the 
original loans were not documented to Saint 
Mark’s best benefi t over the long term. “I’ve 
known about the Foundation for a good while 
and recommended we contact them about the 
possibility of combining the two loans,” Moor said.

Frank Craft, the Foundation’s director of lending 
services, helped Saint Mark refi nance their two

S

loans into one $2.1 million loan. “They received 
a fi xed rate for fi ve years at a lower interest rate 
and were able to avoid paying commitment or 
origination fees,” he said. “Since we are a nonprofi t 
entity, we do not have to charge intangible taxes, 
which also saved them a signifi cant amount of 
money.”

“The Foundation has treated us wonderfully. We 
now have a steady payment we can budget around. 
This arrangement adds to the safety and security of 
Saint Mark’s fi nancial future in a way our previous 
loans did not,” Moor said.


