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Set -Up  Calls

Why a phone cal l?

The ______________  of com m unicat ion  you use speaks to the __________________ of the 
m eet ing . Therefore, w e on ly use a __________________ or a h igher level of 
com m unicat ion  to set  up  a face-to-face m eet ing .

"The medium you use is the message."
-Marshall Mcluhan

The goal of a set-up call is to 
schedule a face-to-face 
meeting

Three Important  Principles

1.  Make a phone call to set  up  a face-to-face
2. Be p repared  w ith : your scrip t , calendar and  Partner Essent ials
3. Keep the ball in  your court

Notes:
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HIGHEST

Med ium s of  Com m un icat ion

LOWEST

Type of 
Communication

Effective
Use

Notes:
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Announcement Set Up a Call Schedule a Face-to-Face



Are you availab le to m eet  _________________, or would  _________________ work bet ter for you?

If neither tim e works, offer another day with two potentia l m eeting tim es.

Set -Up  Calls PHONE SCRIPT EXAMPLE

Greet ing

Hi, ____________! Th is is __________________. How  are you? Do you have a few  m inutes to talk?(their nam e) (your nam e)

If not  a good t ime to talk
W hen is another t im e that  I cou ld  call you back?

Transit ion

I am  calling  because I am  going  on staff w ith  The Navigators m in ist ry at /in

______________________________. I am  excited  about  w hat  the Lord  is doing  and the m in ist ry God has 

called  m e to be a part  of there.

(city/cam pus/m ission)

(op t ion  1)

If able to talk

Ask for appointment
A sign if icant  part  of m in ist ry w ith  The Navigators is to bu ild  a team  of p rayer and f inancial partners. 

As I thought  about  w ho would  be encouraged to hear about  w hat  God is doing , I thought  of you. I'd  

love to share m ore w ith  you, either on a video call or in  person. 

(op t ion  2)

Confirm meet ing
Great ! Let  m e w rite that  dow n in  m y schedule for ___________________. Do you m ind jot t ing  that  

dow n in  your schedule as well, that  way we both  have it? 

I'd  love to m eet  w ith  you (and your spouse) w here you are m ost  com fortab le. Would  you prefer a 

video call or in  person? (Would  it  be okay if I cam e to your house?) 

Great , thank you! May I get  your address? 

If they'd prefer som ewhere else, offer a  location close to their hom e.

I'm  really looking  forward  to m eet ing  w ith  you (and their spouse nam e)! I'll see you _______________.

(decided upon t im e)

(decided upon t im e)

If no appointment , keep the door open for the future

In  the m eant im e, m ay I send you m y em ail updates?

Great ! May I get  your em ail? (May I get  your spouse's em ail as well?)

CALL ANSW ER SET UP F2F
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Set -Up  Calls UNANSWERED CALL

CALL ANSW ER SET UP F2F

NO ANSW ER VOICE-MAIL TEXT

SET UP A CALL

VOICE-MAIL SCRIPT
Hi, ____________! Th is is __________________. I am  calling  because I am  going  on staff w ith  The 

Navigators m in ist ry at /in  ___________________________. I'd  love to tell you m ore about  th is. Give 

m e a call back w hen you can, otherw ise I w ill call you back in  a day or two. Thanks!

(their nam e) (your nam e)

(city/cam pus/m ission)

Hi, ____________! Th is is __________________. I'd  love to connect  w ith  you. Give m e a call w hen 

you can, otherw ise I w ill call you back in  a day or two. Thanks!

(their nam e) (your nam e)

Addit ional voice-mail opt ion

POST VOICE-MAIL TEXT SCRIPT

Hi, ____________! Th is is __________________. I just  left  you a voice-m ail. Is there a good t im e to 

call you? If I don 't  hear f rom  you, I w ill call again  in  a day or two. Thanks!

(their nam e) (your nam e)

Notes:
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Hi, ____________! I am  join ing  staff w ith  The Navigators and would  love to tell you m ore about  

th is. I?d  love to g ive you a call but  realized I don 't  have your phone num ber. W hat  phone num ber 

would  be best  to reach you at? Is there a good t im e to call? Thanks!

Set -Up  Calls OBTAINING A PHONE NUMBER

EMAIL

ANSW ER SET UP F2F

EMAIL SCRIPT
Hi, ____________! I am  join ing  staff w ith  The Navigators and would  love to tell you m ore about  

th is. I?d  love to g ive you a call but  realized I don 't  have your phone num ber. W hat  phone num ber 

would  be best  to reach you at? Is there a good t im e to call? Thanks!

(their nam e)

FACEBOOK MESSAGE SCRIPT

(their nam e)

Notes:

CALL
GET PHONE 

NUMBER
FACEBOOK
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Set -Up  Calls MY PHONE SCRIPT

Are you availab le to m eet  _________________, or would  _________________ work bet ter for you?

If neither tim e works, offer another day with two potentia l m eeting tim es.

Greet ing

Hi, ____________! Th is is __________________. How  are you? Do you have a few  m inutes to talk?
(their nam e) (your nam e)

If not  a good t ime to talk
W hen is another t im e that  I cou ld  call you back?

Transit ion

I am  calling  because I am  going  on staff w ith  The Navigators m in ist ry at /in

______________________________. I am  excited  about  w hat  the Lord  is doing  and the m in ist ry God has 

called  m e to be a part  of there.
(city/cam pus/m ission)

(op t ion  1)

If able to talk

Ask for appointment
A sign if icant  part  of m in ist ry w ith  The Navigators is to bu ild  a team  of p rayer and f inancial partners. 

As I thought  about  w ho would  be encouraged to hear about  w hat  God is doing , I thought  of you. I'd  

love to share m ore w ith  you, either on a video call or in  person. 

(op t ion  2)

Confirm meet ing
Great ! Let  m e w rite that  dow n in  m y schedule for ___________________. Do you m ind jot t ing  that  

dow n in  your schedule as well, that  way we both  have it? 

I'd  love to m eet  w ith  you (and your spouse) w here you are m ost  com fortab le. Would  you prefer a 

video call or in  person? (Would  it  be okay if I cam e to your house?) 

Great , thank you! May I get  your address? 

If they'd prefer som ewhere else, offer a  location close to their hom e.

I'm  really looking  forward  to m eet ing  w ith  you (and their spouse nam e)! I'll see you _______________.

(decided upon t im e)

(decided upon t im e)

If no appointment , keep the door open for the future

In  the m eant im e, m ay I send you m y em ail updates?

Great ! May I get  your em ail? (May I get  your spouse's em ail as well?)

®
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Set -Up  Calls MY VOICE-MAIL + TEXT SCRIPT

VOICE-MAIL SCRIPT
Hi, ____________! Th is is __________________. I am  calling  because I am  going  on staff w ith  The 

Navigators m in ist ry at /in  ___________________________. I'd  love to tell you m ore about  th is. Give 

m e a call back w hen you can, otherw ise I w ill call you back in  a day or two. Thanks!

(their nam e) (your nam e)

(city/cam pus/m ission)

Hi, ____________! Th is is __________________. I'd  love to connect  w ith  you. Give m e a call w hen 

you can, otherw ise I w ill call you back in  a day or two. Thanks!
(their nam e) (your nam e)

Addit ional voice-mail opt ion

POST VOICE-MAIL TEXT SCRIPT

Hi, ____________! Th is is __________________. I just  left  you a voice-m ail. Is there a good t im e to 

call you? If I don 't  hear f rom  you, I w ill call again  in  a day or two. Thanks!
(their nam e) (your nam e)

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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Face-t o-Face Appoin t m en t
The goal of a face-to-face appointment is to build a relationship, share 
your ministry, ask the potential ministry partner to prayerfully consider 
joining your financial team, and ask for recommendations.

Th e Face-t o-Face St ruct u re

RELATIONSHIP

Rapport Building

Forecasting

The Engaging Question

DISCIPLESHIP

Vision Statement

Fact Showing Current Reality

Personal Story

PARTNERSHIP

Financial Ask

Schedule Follow-Up Call

How to Give

Recommendations Ask

Prayer

THE THREE SHIPS

9
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Bu ild in g  Rappor t
Rapport : A relat ionsh ip  created  by a feeling  of com m onality.

The goal of bu ild ing  rapport  in  the face-to-face appoin tm ent  is:

W hat  are th ree quest ions you cou ld  ask the potent ial m in ist ry partner to bu ild  rapport?

Part  of bu ild ing  rapport  is listen ing  to the other person. It  is im portant  to pause and 
engage w ith  w hat  peop le say. Don 't  sim p ly t reat  th is sect ion  as a box that  needs to be 
checked. Pause and focus on the relat ionsh ip.

MAKE SURE TO LISTEN!

Find m ore resources in the back of your workbook to help guide you in building rapport 
and em pathetic listening.

W hat  are th ree th ings you can do during  th is sect ion  to com m unicate to the potent ial 
m in ist ry partner that  you are listen ing  to w hat  they are saying?

RELATIONSHIP

10
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Forecast in g
Forecast ing  Statem ent : A statem ent  that  p rovides your poten t ial m in ist ry 
partner w ith  a road  m ap for w here you are going .

RELATIONSHIP

Thank you for m eet ing  w ith  m e today. I'd  like to tell you w hat  God is 

doing  on /in  ____________________, how  you can partner w ith  m e, and  

how  you can connect  m e w ith  others.

W hat  your forecast ing  statem ent  needs to address:

1. W hat  God is doing  in  _________ m in ist ry (Discipleship section)

2. How  you can partner w ith  m e (Partnership section - financia l ask)

3. How  you can connect  m e w ith  others (Partnership section - recom m endations)

MY FORECASTING STATEMENT

(m in ist ry locat ion)

Th e En g ag in g  Quest ion
The Engag ing  Quest ion : Th is quest ion  helps t ransit ion  and  engages the poten t ial 
m in ist ry partner in  the p rob lem  you w ill eventually exp lain .

Tip: som e follow-up questions could be: "How was your experience?" or 
"W hat was that like for you?"

11
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W hat  is your im pression  of the sp irit ual clim ate of/in  _____________ ? 

MY ENGAGING QUESTION
(m in ist ry locat ion)

Ministry locations: College cam puses, m ilitary, your neighborhood, your church

INTERNATIONAL:
"W hen you th ink about  the city of Am sterdam , w hat  com es to m ind  sp irit ually?

CHURCH:
"W hat  is your im pression  of the sp irit ual involvem ent  of the peop le w ho com e in  and  out  of a 
church  on  Sundays?

COLLEGIATE:
"W hat  is your im pression  of the sp irit ual clim ate on  college cam puses?

MILITARY:
"W hen you th ink of the sp irit ual clim ate of a m ilit ary base, w hat  com es to m ind?

ADDITIONAL EXAMPLES:
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DISCIPLESHIP
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Vision  St at em en t
A clear statem ent  that  connects your personal story to the m ission  of The 
Navigators and  com m unicates w hy your m in ist ry m eets a g reater need. 

Too m any peop le don 't  know  Jesus, and  the few  that  do, don 't  know  how  to 

m ake d iscip les. So I m eet  w ith  [target  aud ience] and  teach  them  how  to read  

the Bib le, how  to p ray, and  how  to share the good new s of Jesus w ith  others 

so they becom e d iscip les w ho m ake d iscip lem akers.

OR

My m in ist ry w ith  The Navigators w ill allow  m e to share the gospel of Jesus 

and His Kingdom  w ith  even m ore ______________ and cont inue to bu ild  

sp irit ual generat ions of believers w ho f ind  t rue sat isfact ion  th rough know ing  

Christ  and  advancing  His kingdom . 

(m in ist ry aud ience)

Fact  Sh ow in g  Curren t  Realit y
Just  because you t h ink there is a p rob lem , doesn 't  m ean there actually is 
one. Th is fact  show s the poten t ial m in ist ry partner there is a real p rob lem .

COLLEGIATE:
"The percentage of Gen Z that  iden t if ies as atheist  is doub le that  of the U.S. adu lt  
popu lat ion" (Barna, 2018).
"Accord ing  to the CDC, the rate of su icide has increased by 51% am ong  Generat ion  Z, 
w h ich  is the generat ion  on  the college cam pus today."  

NATIONS W ITHIN:
"There are 489 peop le g roups in  the Un ited  States and  m ore than  80 that  today are 
considered  'unreached ' (less than  5% professing  Christ ians), w h ich  represents nearly 5 
m illion  peop le" (Joshua Project , 2020).
"Accord ing  to the Pew  Research  Center, t he Un ited  States, w ith  m ore than  40 m illion  
im m ig ran ts, is the top  dest inat ion  in  the w orld  for those m oving  f rom  one count ry to 
another."

NAV NEIGHBORS:
"A m ajority of Am ericans (57%) say they know  on ly som e of their neighbors; far few er (26%) 
say they know  m ost  of them " (Pew  Research).
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DISCIPLESHIP

®

ISM:
"There are 1.1 m illion  in ternat ional students on  our college cam puses th is year, reach ing  a 
new  heigh t  and  represent ing  every nat ion  in  the w orld " (In ternat ional Educat ion  
Exchange).

MILITARY:
"Over the past  tw o decades, m ilit ary veteran  su icide rate has increased every year, at  a 
level of nearly one su icide per hour" (CDC, 2018).

I:58:
Accord ing  to the ABA (Am erican  Bar Associat ion) Hum an Righ ts Journal, "In  about  half 
t he 100 largest  cit ies in  Am erica, m ost  Af rican  Am erican  and Lat ino students at tend  
schools w ith  at  least  75 percent  of all students quality as poor or low -incom e. Th is is the 
case even in  som e cit ies that  have seen the m ost  robust  g row th  in  jobs, incom es and 
popu lat ion  since the Great  Recession ."

CHURCH:
Only 1 percent  of Church  Leaders say "today's churches are doing  very w ell at  d iscip ling  
new  and young  believers. A sizab le m ajority -six in  10- feel that  churches are d iscip ling  'not  
too w ell' (60%)" (Barna-State of Discip lesh ip, 2015).

20s:
"A study found that  M illenn ials are the loneliest  generat ion , over 30% saying  they are 
alw ays or often  feeling  lonely. 1 in  4 w ou ld  say they have no close-f riends" (YouGov, 2019).

W ORLD MISSIONS:
"Approxim ately 5.11 b illion  ind ividuals resid ing  in  8,948 d ist inct  peop le g roups are in  the 
revised  10/40 w indow. 6,220 (69.5%) of those peop le g roups are considered  unreached and 
have a popu lat ion  of 3.09 b illion . Th is m eans approxim ately 61% of the ind ividuals in  the 
10/40 w indow  live in  an  unreached peop le g roup" (Joshua Project ).

EAGLE LAKE CAMPS:
"Kids w ho at tended Christ ian  sum m er cam p as ch ild ren  or youth  w ere over th ree t im es 
m ore likely to rem ain  in  the faith  f ive years later than  those w ho d id  not  at tend" 
(Sorenson, 2014).
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To know  Christ , m ake Him  know n, and  help  others do t he sam e ®

TDC:
"With  pastors' w ell-being  on  the line, and  m any on  the b rink of burnout , 38 percent  
ind icate they have considered  qu it t ing  fu ll-t im e m in ist ry w ith in  the past  year. Barna 
def ined  'healthy' pastors as those w ho score them selves either 'excellen t ' or 'good ' on  all 
six of these six w ell-being  categories. Curren t ly, on ly 35 percent  of Am erica's pastors fall 
in to the healthy category" (Barna Group, 2021).
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Personal St ory
Personal Story: Helps connect  the b ig -p icture p rob lem  and fact  to an  actual 
person. Th is is w hat  the poten t ial m in ist ry partner w ill rem em ber.

DISCIPLESHIP

W hy do we tell stories?

W hat  is a good story?
A good story clearly illust rates w hat  life w as like "before", w hat  caused a "change", and  
w hat  life looks like "after" in  a w ay that  engages the listener and  allow s them  to see how  
God is changes lives. 

Dani Donovan: Brand Design  & Illust rat ion .?Dani Donovan | Brand Design & Illustra tion, dan idonovan.com /.

®To know  Christ , m ake Him  know n, and  help  others do the sam e ®
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Your Story
The story you share shou ld  connect  the listener to your m in ist ry aud ience. W ho is your 
story about :



DISCIPLESHIP

ELEMENTS OF A GOOD STORY

THE MAIN CHARACTER
The m ain  character of your story is the person w ith  a p rob lem . Describe them .  
Tip: It probably isn't you!

THE TWO-LAYERED PROBLEM
W hat 's the character's external p rob lem ? W hat  is physically b locking  them  f rom  
get t ing  w hat  they w ant? (ex: stuck in addiction, m aking destructive choices, unhappy 
with school/job, difficulty in rela tionships, etc.)

®
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Before: Should il lust rate what  l ife was l ike before

W hat  is their in ternal p rob lem ? W hat  are the deeper em ot ions that  underscore the 
external p rob lem ? (ex: fear, rejection, loneliness, lack of purpose, finding identity, etc.)
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DISCIPLESHIP

YOU PROVIDE A SOLUTION
W hat  is the sim ple p lan  you p rovided  that  helps the m ain  character overcom e their 
p rob lem  (both  in ternal and  external)?

THEY MAKE A CHOICE
The m ain  character m ust  take act ion . W hat  choice d id  they m ake that  sparked  a 
change in  their life? Again , th is shou ld  d irect ly relate to both  their in ternal and  external 
p rob lem .

THEIR LIFE CHANGES FOR THE BETTER
How  does the p lan  posit ively change the character's life? W hat  w ill t heir life look like w ith  
their p rob lem  gone and their desires m et? Tip: this should tie into what the character 
wanted in the first place.

How  does the m ain  character's life change?

®
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Change: What  happened to cause a change

After: What  l ife looks l ike after the change
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DISCIPLESHIP

EDIT FOR NAV LINGO
W hat  are "Nav Lingo" or "Christ ian-ese" phrases?

Are any of those phrases in  your story? If so, change it  to be easily understood by your 
aud ience.

17
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Review Carolyn's Story

A MAIN CHARACTER

THE TWO-LAYERED PROBLEM

CAROLYN PROVIDES A SOLUTION

THE CHARACTER MAKES A CHOICE

THAT CHANGES THEIR LIFE
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DISCIPLESHIP

My Story
Take your answ ers f rom  the elem ents of a good story and  incorporate 
put t ing  them  in to a second draft  of your story. Your story shou ld  be concise 
and  com pelling . 

18
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St ory Tips
MAINTAIN A THEME OF DISCIPLESHIP
The Discip lesh ip  sect ion  shou ld  show  tw o th ings - w hat  you do, and  w hy you 
do it ! As a Navigator, w hat  you do is d iscip lesh ip, and  w hy you do it  is your 
passion  and calling . Th is shou ld  be the m ost  excit ing  part  of your 
face-to-face, and  the them e of Discip lesh ip  shou ld  stand  out  th roughout .

AVOID CHRISTIANESE
Edit  ou t  Nav Lingo and insider language that  cou ld  be confusing  to the 
m in ist ry partner. Instead , change it  to p lain , everyday language that  
everyone can understand .

LESS IS MORE
You m igh t  be tem pted  to include lots of details in  the story - t he w eather, 
your clothes, w hat  happened on  the w ay to the m eet ing ...bu t  ask yourself, do 
those details fu rther the p lot  of the story? Analyze details of your story to see 
if t hey help  answ er the quest ions of w hat  you do, and  w hy you do it .

TELL AND SHOW
W hile you don 't  w ant  to include flu ff or side-t racking  details, you do w ant  the 
im portan t  details of your story to stand  out  in  vib ran t  detail! Especially in  
describ ing  key peop le, em ot ions, or circum stances in  your story, take t im e to 
find  the righ t  w ords and  phrases to pain t  a p icture of those m om ents.

DISCIPLESHIP

TRANSITIONING TO PARTNERSHIP

"Before w e m ove on , do you have any quest ions about  w ho 
the Navigators are, or w hat  I'm  going  to be doing ?"

Allows tim e for them  to ask any additional or follow-up questions. Answer their 
questions and then m ove on to the next section with a  phrase like:

 "Like I said  earlier, I'd  love to share w ith  you a few  w ays 
you can partner w ith  m e. First ..."
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PARTNERSHIP

Finan cial Par t n ersh ip
Financial Partnersh ip : Ask if a poten t ial m in ist ry partner w ou ld  prayerfully 
consider join ing  your support  team .

Shadrach, Steve. The God Ask. CMM Press, 2013.

We ask potentia l m inistry partners to pray about where God is leading them  to invest. 
Ultim ately where they give is a  decision between God and them . Our job is to expla in our 
m inistry, clearly present our partnership opportunities, and to trust God with it a ll.

®
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OPENING SENTENCE
Make a st rong  connect ion  betw een w hat  you shared  in  the "Discip lesh ip" sect ion  and  
w hat  you w ill share in  "Partnersh ip" sect ion .

MY OPENING SENTENCE

FINANCIAL ASK
Tip: This inform ation is on the "Invitation to Partnership" card. Read directly from  the card!

THEN PAUSE!
A natura l response is to want to continue ta lking. DON'T. You just asked som eone a  

question. Pause and give them  an opportunity to respond.

Navigator staff are supported  en t irely by ind ividuals and  churches w ho 

partner m onth ly w ith  g ift s betw een $75-$300 per m onth . 

I'm  specif ically p raying  for ________________ partners w ho g ive $__________ 

per m onth . 

Would  you p rayerfu lly consider join ing  m y team ?

(num ber of partners) (dollar am ount )

(date)
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Schedu le Follow -Up Call: If t he poten t ial m in ist ry partner ag reed to p ray about  join ing  
your team , you now  need to f ind  a t im e to follow -up  on  their g iving  decision . Th is is best  
done th rough a call. 

May I check back w ith  you in  tw o or th ree days to see how  God has led?

Would  _______________ at  _______________ be a good t im e to call you?(day) (specif ic t im e)

Tip: Schedule a  specific tim e to ca ll them  to follow-up. Put it in your phone or planner so 
you do not forget. If the origina l tim e you suggest does not work, provide two additional 
tim es like you did in the set-up ca ll.

Tip: This inform ation is on the Invita tion to Partnership card. Sim ply read the 
inform ation from  the card. Point out your giving link, so they know where to find it if 
they do give.

Sch edu le Follow -Up  Call

How  t o Give
How  to Give: Exp lain  how  to g ive, if t hey are led  to join  your team .

If God leads you to g ive, I'd  like to show  you how  to do so. The easiest  and  

m ost  eff icien t  w ay to g ive is on line. As you can see on  th is card  (Invitat ion  

to Partnersh ip  card), you can go to m y g iving  page at : 

navigators.org /staff/_____________.

There you select  the donat ion  am ount  and  ind icate w hether you p lan  to 

m ake it  a recurring  m onth ly g ift . It 'll ask you to f ill ou t  the paym ent  

in form at ion  and  subm it  your donat ion . Do you have any quest ions about  

how  to g ive?

(cost  cen ter)
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TO KNOW  CHRIST AND TO MAKE HIM KNOW N ®

PARTNERSHIP

Recom m endat ions Ask: An  add it ional w ay peop le can  partner w ith  you is by connect ing  
you to others! You already told  them  you w ould  talk about  th is in  your forecast ing  
statem ent .

Recom m en dat ions Ask

TRANSITION SENTENCE
There is one m ore sign if ican t  w ay you can partner w ith  m e.

TIP: It is im portant to express to the potentia l m inistry partner that connecting you to 
others is a  significant way they can partner with your m inistry.

EXPLAIN THE NEED
You 've already cast  vision  for w hy you need f inancial partnersh ip. Now  cast  vision  for w hy 
recom m endat ions are just  ask im portan t .

I am  conf iden t  that  God has called  m e to th is m in ist ry, bu t  I 
don 't  know  enough peop le to get  fu lly funded. I know  God w ill 
raise up  peop le in  m y ow n circle w ho can support  th is m in ist ry, 
bu t  I'm  also p raying  He w ill raise up  peop le in  the larger body of 

Christ .

®
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THE MOST IMPORTANT QUESTION

You w ill com e back to th is quest ion  to as the poten t ial m in ist ry partner b rainstorm s or if 
t hey express hesitat ions. Mem orize it !

Tip: We are not asking them  to m ake giving decisions for their friends. They cannot do 
that. We are asking them  to think of people who would be encouraged to hear the story 
you just shared with them !

Help  the poten t ial m in ist ry partner b rainstorm  d ifferen t  aud iences. If you ask, "W ho do 
you know ?" the m ind  goes b lank. But  if you ask, "W ho is in  your sm all g roup  f rom  
church?" the quest ion  has been narrow ed dow n, and  it  is easier to th ink of those peop le.

Can you th ink of 3-5 peop le __________________ w ho w ould  be 

encouraged to hear m y story?

(specif ic aud ience)

Brainstorm  Specific Audiences
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GETTING CONNECTED

It  is best  if t he poten t ial m in ist ry partner let s the recom m endat ion  know  you w ill be 
calling . Usually they do th is th rough send ing  a text . 

It  helps w hen peop le know  I w ill be calling  them . Most  peop le send a 

text  or em ail let t ing  them  know  w ho I am  and that  I'll be con tact ing  

them  soon. May I send you a sam ple text  that  you can send to those 

you w ill connect  m e w ith?

TEXT

My f riend , ______________, w orks w ith  The Navigators at  

_________________. Like m any m ission  organ izat ions, Navigator staff 

m ust  develop  a team  of p rayer and  f inancial m in ist ry partners to 

support  their m in ist ry. ______________ is curren t ly bu ild ing  their team , 

and  I t hought  you w ou ld  be encouraged to hear about  their m in ist ry. I 

suggested  they con tact  you. They w ill be reach ing  out  th is w eek.

(your nam e)

(your nam e)

(m in ist ry locat ion)

Keep th is m essage on  your phone and send it  to your poten t ial m in ist ry partner at  th is 
poin t  in  the m eet ing . If t hey'd  rather em ail t he recom m endat ions, use the sam e m essage 
but  send it  via em ail instead . 

TRANSITION
Thank you again  for help ing  m e in  a sign if ican t  w ay by connect ing  m e 

to others.
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LOGISTICS

Record  in form at ion  of recom m endat ions in  a sim p le, sp iral-bound notebook. Use a new  
page for each  poten t ial m in ist ry partner you m eet  w ith . Form at  your notebook like th is:

(POTENTIAL MINISTRY PARTNER'S NAME)

NAME                                     RELATIONSHIP                            PHONE NUMBER                                  CITY

1

2

3

4

5

6

7

8

9

10

Tip: You can write down the inform ation the potentia l m inistry partner provides or have 
them  write it in your notebook them selves while they bra instorm . Many people find the 
second option preferable especia lly for the sake of spelling nam es correctly. 
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Prayer: Part  of your job  is to m in ister to your m in ist ry partners. Praying  for them  is a 
sign if ican t  w ay you can b less them  and cont inue to bu ild  relat ionsh ips w ith  them . Pray 
w ith  them  to close the appoin tm ent .

Prayer

I'd  like to close our t im e together in  p rayer. How  can I p ray for 

you in  th is season? May I p ray for you righ t  now ?

Hint: Consider writing their prayer requests down on the recom m endations sheet. This 
shows intentionality and your desire to continue praying for them . Make sure you log 
what they shared with you in Partner Essentia ls so you can ask about it during your 
follow-up ca ll. Continue to pray for them  regularly as partners in your m inistry. 

THANK YOU

Thank you again  for m eet ing  w ith  m e. I look forw ard  to connect ing  

again  in  a few  days.
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Recom m endat ions Hesitat ions: Usually w hen peop le hesitate to connect  you to others, 
they've m isunderstood  of w hat  you are asking . Alm ost  all hesitat ions fall in to one of f ive 
categories. Graciously address the hesitat ion , aff irm  and ask again . 

Recom m en dat ions Hesit at ions

1. "I need  som e t im e to t h ink  about  t h is." OR  "I'd  like to t h ink  about  it  and  
get  back to you  later w it h  nam es."

Typica lly this response m eans you asked too genera lly and m ay not have suggested 
specific groups of people. Lead the process by suggesting specific audiences from  the 
start. People respond like this to buy som e tim e because they are uncom fortable or 
because they do not want to appear unhelpful when they cannot im m ediately think of 
nam es.

Response: Sure, I can  understand  that . I know  it  can  be challeng ing  to th ink 
of peop le off t he top  of your head. Som et im es it  helps to th ink of g roups of 
peop le. Are there 3-5 peop le in  your sm all g roup  that  w ou ld  be encouraged 

to hear m y story?

2. "You already know  everyone t hat  I know ."

This is usually the response when you attend the sam e church. This is not an accurate 
sta tem ent. Help them  bra instorm  audiences or people they could connect you outside of 
the group you a lready have in com m on. 

Response: You 're righ t . We do know  a lot  of the sam e peop le. Now  that  I 
t h ink of it , I don 't  believe I've ever m et  your fam ily before. Are there 3-5 

peop le in  your fam ily that  w ou ld  be encouraged to hear m y story?
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3. "I'd  p refer to t alk  to t he peop le f irst  before g iving  ou t  t heir nam es." OR 
"I'm  not  com fort ab le g iving  ou t  nam es."

Som e people are not com fortable suggesting nam es of their friends. That is okay. 
Determ ine what they are com fortable with. See if you can provide a  solution.

Response: Sure, I can  understand  that . Would  you be com fortab le if you 
w ere to talk w ith  them  f irst? (red irect  them  back to the text  that  they can  

send and assure them  you w ill w ait  un t il t hey have reached out  to their 
f riends f irst . 

4 . "I can 't  t h ink  of anyone off t he top  of  m y head ."

Sim ilar to hesita tion # 1, people are uncom fortable with silence and do not want to 
appear unhelpful when they can't im m ediately think of nam es. Help them  bra instorm .

Response: I know  it  is hard  to th ink of peop le off t he top  of your head. Other 
peop le have found it  help fu l to look th rough their cell phone contacts. 

Would  you like to t ry that?

5. "My f riends don 't  have m uch  m oney."

Som e people filter the nam es they can think of through the question, "W ho do I know 
who can afford to give?" As m entioned earlier, you are asking if they know anyone who 
would be encouraged to hear your story. You are not asking people to qualify their 
friends in this way. People cannot m ake giving decision for their friends, so it is 
im portant to re-clarify what you are actually asking.

Response: I've found that  even w hen peop le are not  in  a posit ion  to g ive, 
they are encouraged to hear w hat  God is doing . I'd  st ill like to m eet  w ith  
them . Can you th ink of 3-5 peop le w ho w ould  be encouraged to hear m y 

story?
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RELATIONSHIP

Thank you for m eet ing  w ith  m e today. I'd  like to tell you w hat  God is doing  

on /in  ____________________, how  you can partner w ith  m e and how  you can 

connect  m e w ith  others.

FORECASTING

(m in ist ry locat ion)

Face-t o-Face Appoin t m en t MY SCRIPT

BUILDING RAPPORT
THREE QUESTIONS TO BUILD RAPPORT

W hat  is your im pression  of the sp irit ual clim ate of __________________?

ENGAGING QUESTION

(m in ist ry locat ion)

®To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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DISCIPLESHIP

FACT SHOWING CURRENT REALITY

MY VISION STATEMENT



Face-t o-Face Appoin t m en t MY SCRIPT

STORY
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Face-t o-Face Appoin t m en t MY SCRIPT

MY TRANSITION SENTENCE

PARTNERSHIP

Navigator staff are supported  en t irely by ind ividuals and  churches w ho 
partner m onth ly w ith  g ift s betw een $75-$300 per m onth . 

I'm  specif ically p raying  for ________________ partners to g ive $__________ per 
m onth .

Would  you p rayerfu lly consider join ing  m y team ?

FINANCIAL ASK

(num ber of partners) (dollar am ount )

®To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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OPENING SENTENCE

In  order for m e to reach peop le like _________, I am  t rust ing  the Lord  to be 
fu lly funded by ________. (f rom  story)

(date)

"Before w e m ove on , do you have any quest ions about  w ho the Navigators 
are, or w hat  I'm  going  to be doing ?"

Allow tim e for them  to ask any additional or follow-up questions. 
Answer their questions and then m ove on.

 "Like I said  earlier, I'd  love to share w ith  you a few  w ays you can 
partner w ith  m e. First ..."



Face-t o-Face Appoin t m en t MY SCRIPT

SCHEDULE FOLLOW-UP CALL

May I check back w ith  you in  tw o or th ree days to see how  God has led?

Would  _______________ at  _______________ be a good t im e to call you?
(day) (specif ic t im e)

If God leads you to g ive, I'd  like to show  you how  to do so. The easiest  and  

m ost  eff icien t  w ay to g ive is on line. As you can see on  th is card  (Invitat ion  to 

Partnersh ip  card), you can go to m y g iving  page at  

navigators.org /staff/_____________.

There you select  the donat ion  am ount  and  ind icate w hether you p lan  to 

m ake it  a recurring  m onth ly g ift . It 'll ask you to f ill ou t  the paym ent  

in form at ion  and  subm it  your donat ion . Do you have any quest ions about  

how  to g ive?

(cost  cen ter)

HOW TO GIVE

RECOMMENDATIONS ASK

There is one m ore sign if ican t  w ay that  you can partner w ith  m e.

Can you th ink of 3-5 peop le __________________ w ho w ould  be encouraged to 

hear m y story?
(specif ic aud ience)

I am  conf iden t  that  God has called  m e to th is m in ist ry, bu t  I don 't  know  

enough peop le to get  fu lly funded. I know  that  God w ill raise up  peop le in  

m y ow n circle w ho can support  th is m in ist ry, bu t  I'm  also p raying  that  He 

w ill raise up  peop le in  the larger body of Christ .

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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Face-t o-Face Appoin t m en t MY SCRIPT

GETTING CONNECTED TO RECOMMENDATIONS

It  helps w hen peop le know  I w ill be calling  them . Most  peop le send a text  or 

em ail let t ing  them  know  w ho I am  that  I'll be con tact ing  them  soon. May I 

send you a sam ple text  that  you can send to those you w ill connect  m e 

w ith?

My friend, ______________, works with The Navigators a t _________________. 

Like m any m ission organizations, Navigator sta ff m ust develop a  team  of 

prayer and financia l m inistry partners to support their m inistry. 

______________ is currently building their team , and I thought you would be 

encouraged to hear about their m inistry. I suggested they contact you. 

They will be reaching out this week.

(your nam e)

(your nam e)

(m in ist ry locat ion)

TRANSITION
Thank you again  for help ing  m e in  a sign if ican t  w ay by connect ing  m e to 

others. 

I'd  like to close our t im e together in  p rayer. How  can I be p raying  for you in  

th is season? May I p ray for you righ t  now ?

PRAYER

Thank you again  for m eet ing  w ith  m e. I look forw ard  to connect ing  again  in  

a few  days.

THANK YOU

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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RECOMMENDATIONS HESITATIONS
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1. "I need  som e t im e to t h ink  about  t h is." OR  "I'd  like to t h ink  about  it  and  
get  back to you  later w it h  nam es."

Response: Sure, I can  understand  that . I know  it  can  be challeng ing  to th ink 
of peop le off t he top  of your head. Som et im es it  helps to th ink of g roups of 
peop le. Are there 3-5 peop le in  your sm all g roup  that  w ou ld  be encouraged 
to hear m y story?

2. "You already know  everyone t hat  I know ."

Response: You 're righ t . We do know  a lot  of the sam e peop le. Now  that  I 
t h ink of it , I don 't  believe I've ever m et  your fam ily before. Are there 3-5 
peop le in  your fam ily that  w ou ld  be encouraged to hear m y story?

3. "I'd  p refer to t alk  to t he peop le f irst  before g iving  ou t  t heir nam es." OR 
"I'm  not  com fort ab le g iving  ou t  nam es."

Response: Sure, I can  understand  that . Would  you be com fortab le if you 
w ere to talk w ith  them  f irst? (red irect  them  back to the text  that  they can  
send and assure them  you w ill w ait  un t il t hey have reached out  to their 
f riends f irst . 

4 . "I can 't  t h ink  of anyone off t he top  of  m y head ."

Response: I know  it  is hard  to th ink of peop le off t he top  of your head. Other 
peop le have found it  help fu l to look th rough their cell phone contacts. 
Would  you like to t ry that?

5. "My f riends don 't  have m uch  m oney."

Response: I've found that  even w hen peop le are not  in  a posit ion  to g ive, 
they are encouraged to hear w hat  God is doing . I'd  st ill like to m eet  w ith  
them . Can you th ink of 3-5 peop le w ho w ould  be encouraged to hear m y 
story?



Follow -Up  Calls

Notes:

The goal of a follow-up call is to 
receive a giving decision 

"One w ho is faith fu l in  a very lit t le is also faith fu l in  m uch, and  one w ho is 
d ishonest  in  very lit t le is also d ishonest  in  m uch. If t hen  you have not  been 

faith fu l in  the unrigh teous w ealth , w ho w ill en t rust  to you the t rue riches? And 
if you have not  been faith fu l in  that  w h ich  is another's, w ho w ill g ive you that  

w h ich  is your ow n?"
Luke 16:10-12 (ESV)

This is your f irst  opportunity to show potent ial minist ry 
partners you are faithful in your fol low through

What you need for fol low-up cal ls:

1. Partner Essent ials
2. Your Scrip t
3. Calendar
4 . Giving  Link (to em ail or text  to poten t ial m in ist ry partner)

F
O

L
L

O
W

-U
P

 C
A

L
L

S
36

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®



Thank you so m uch for m eet ing  w ith  m e the other day. I had such a g reat  t im e w ith  you and

_____________. (Conn ect  relat ionally over som et h in g  t hat  cam e up  du rin g  you r m eet in g .) I 

w anted  to follow  up  w ith  you f rom  our m eet ing  about  join ing  m y/our team  w ith  The Navigators. 

Follow -Up  Calls PHONE SCRIPT EXAMPLE

Greet ing
Hi, ____________! Th is is __________________ f rom  The Navigators. How  are you? Do you have a 

few  m inutes to talk?

(their nam e) (your nam e)

If not  a good t ime to talk
May I call you back in  a lit t le w h ile, or would  tom orrow  at  th is t im e be bet ter?

Transit ion

(spouse's nam e)

If able to talk

Ask for a decision
Have you had a chance to com e to a decision  about  join ing  m y/our m onth ly support  team ?

1. Yes (w il l give)
Wonderfu l! Thank you! For account ing  purposes, have you determ ined how  m uch God is lead ing  

you to g ive? (Pause to a llow  them  to answ er. Respond w ith graciousness.) 

Do you st ill have the card  I show ed you w ith  the link on  it? (Pause.) If you look at  that  card , you 'll 

f ind  a link that  takes you to m y/our g iving  w ebsite. Do you need any help  w alking  th rough how  to 

set  up  on line g iving ? (If  t h ey n eed  h elp , w alk  t h em  t h roug h  t h is p rocess.)

I'm  so thankfu l t hat  you are join ing  m y/our support  team . May I con f irm  your em ail and  m ailing  

address? I'll be send ing  you a m in ist ry new slet ter soon.

2. No (not  giving now)
That 's totally f ine. May I send you m y new slet ter to keep you in form ed about  w hat 's going  on  in  

the m in ist ry? (Pause. Conf irm  contact info as above.) Would  it  be OK if I con tacted  you again  

som et im e in  the fu ture?

3. No decision yet
May I g ive you a call in  a few  days? How  does  _____________  at  __________ work?

(date) (t im e)

Close the cal l
Thank you so m uch for taking  the t im e to talk w ith  m e. Do you have any p rayer requests that  

you 'd  like m e to p ray for?

CALL ANSW ER GIVING DECISION

®
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Follow -Up  Calls VOICE-MAIL + TEXT SCRIPT

CALL ANSW ER GIVING DECISION

NO ANSW ER VOICE-MAIL TEXT

SET UP A CALL

VOICE-MAIL SCRIPT
Hi, ____________! Th is is __________________. I'm  calling  to follow  up on our t im e together and 

see if you 've had a chance to p ray about  join ing  m y m in ist ry team . Give m e a call back w hen 

you get  th is, otherw ise I w ill call you back in  a day or two. Thanks!

(their nam e) (your nam e)

POST VOICE-MAIL TEXT SCRIPT

Hi, ____________! Th is is __________________. I just  left  you a voice-m ail. I'm  follow ing  up on our 

t im e together to see if you 've prayed about  join ing  m y m in ist ry team . Is there a good t im e to  

call you back? If I don 't  hear f rom  you, I w ill call again  in  a day or two. Thanks!

(their nam e) (your nam e)
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Follow -Up  Calls

Notes:

Sending Thank-You Notes

Send a thank-you note righ t  after a poten t ial m in ist ry partner m akes a g iving  
decision  (regard less of w hether their decision  is yes or no). Your thank-you notes 
shou ld  be personal, handw rit ten , and  sent  w ith in  the w eek of the follow -up  call.

EXAMPLE THANK YOU NOTE SCRIPT

Dear ____________,

Thank you for join ing  m y m in ist ry team . I am  so honored that  you would  invest  in  w hat  God is 

doing  at /in   ____________________________. I look forward  to sharing  m ore about  w hat  God does 

at /in   ____________________________.

Gratefu l for you,

________________

(their nam e)

(city/cam pus/m ission)

(city/cam pus/m ission)

(your nam e)

Dear ____________,

Thank you for taking  the t im e to sit  dow n w ith  m e and hear about  m y passion for God 's work 

at /in  _____________________________. I was encouraged by our t im e together and look forward  

to cont inu ing  to update you as the m in ist ry cont inues. Thank you for your p rayers and 

f riendsh ip.

Gratefu l for you,

________________

(their nam e)

(city/cam pus/m ission)

(your nam e)
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Follow -Up  Calls MY FOLLOW-UP SCRIPT

Thank you so m uch for m eet ing  w ith  m e the other day. I had such a g reat  t im e w ith  you and

_____________. (Conn ect  relat ionally over som et h in g  t hat  cam e up  du rin g  you r m eet in g .) I 

w anted  to follow  up  w ith  you f rom  our m eet ing  about  join ing  m y/our team  w ith  The Navigators. 

Greet ing
Hi, ____________! Th is is __________________ f rom  The Navigators. How  are you? Do you have a 

few  m inutes to talk?
(their nam e) (your nam e)

If not  a good t ime to talk
May I call you back in  a lit t le w h ile, or would  tom orrow  at  th is t im e be bet ter?

Transit ion

(spouse's nam e)

If able to talk

Ask for a decision
Have you had a chance to com e to a decision  about  join ing  m y/our m onth ly support  team ?

1. Yes (w il l give)
Wonderfu l! Thank you! For account ing  purposes, have you determ ined how  m uch God is lead ing  

you to g ive? (Pause to a llow  them  to answ er. Respond w ith graciousness.) 

Do you st ill have the card  I show ed you w ith  the link on  it? (Pause.) If you look at  that  card , you 'll 

f ind  a link that  takes you to m y/our g iving  w ebsite. Do you need any help  w alking  th rough how  to 

set  up  on line g iving ? (If  t h ey n eed  h elp , w alk  t h em  t h roug h  t h is p rocess.)

I'm  so thankfu l t hat  you are join ing  m y/our support  team . May I con f irm  your em ail and  m ailing  

address? I'll be send ing  you a m in ist ry new slet ter soon.

2. No (not  giving now)
That 's totally f ine. May I send you m y new slet ter to keep you in form ed about  w hat 's going  on  in  

the m in ist ry? (Pause. Conf irm  contact info as above.) Would  it  be OK if I con tacted  you again  

som et im e in  the fu ture?

3. No decision yet
May I g ive you a call in  a few  days? How  does  _____________  at  __________ work?

(date) (t im e)

Close the cal l

Thank you so m uch for taking  the t im e to talk w ith  m e. Do you have any p rayer requests that  

you 'd  like m e to p ray for?

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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Follow -Up  Calls MY VOICE-MAIL + TEXT SCRIPT

VOICE-MAIL SCRIPT
Hi, ____________! Th is is __________________. I'm  calling  to follow  up on our t im e together and 

see if you 've had a chance to p ray about  join ing  m y m in ist ry team . Give m e a call back w hen 

you get  th is, otherw ise I w ill call you back in  a day or two. Thanks!

(their nam e) (your nam e)

POST VOICE-MAIL TEXT SCRIPT

Hi, ____________! Th is is __________________. I just  left  you a voice-m ail. I'm  follow ing  up on our 

t im e together to see if you 've prayed about  join ing  m y m in ist ry team . Is there a good t im e to  

call you back? If I don 't  hear f rom  you, I w ill call again  in  a day or two. Thanks!

(their nam e) (your nam e)

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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Bu ild in g  Rappor t

- Bu ild ing  rapport  is sim ilar to bu ild ing  t rust . The difference is building 
rapport focuses m ore on establishing a  bond or connection, w hereas 
t rust  relies m ore on  estab lish ing  a reputat ion  for reliab ilit y, 
consistency and  keep ing  your p rom ises.

- Most  peop le t ry bu ild ing  rapport  by using  w ords, bu t  on ly 7% of 
com m unicat ion  happens in  w ords! It  is essent ial to th ink th rough 
w hat  your body language and tone of voice conveys also!

WORKSHEET

Rapport : a relat ionsh ip  of responsiveness created  by a feeling  of 
com m onality.

55% 7%38%

BODY LANGUAGE TONE OF VOICE WORDS

Rapport-Building Act ivity

Rapport  bu ild ing  is a flu id  conversat ion  based in it ially on  m utual in terest . 
Below  are tw o un ique tools to beg in  a flu id  conversat ion  w ith  som eone.

F.O.R.T.
Think "FORT-ifying" a  new relationship

FAMILY: W hat  is their fam ily like? How  d id  they g row  up? 
Hint: Parents love ta lking about their children.

OCCUPATION: W hat  do they do for w ork?

RECREATION: W hat  do they do w hen they aren 't  w orking ?
Hint: Take notice of decor, pictures, and books in their house.

TESTIMONY: W hat  is their sp irit ual backg round? Are they 

involved  in  church  or sm all g roup?

If they are not a  believer, then ask about their goals. 

A1

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®



F
A

C
E

-T
O

-F
A

C
E

 A
P

P
O

IN
T

M
E

N
T

Bu ild in g  Rappor t WORKSHEET

CONVERSATION STACK

NAME PLATE: W hat  is their nam e?

HOUSE: W here are they f rom ?

FAMILY: W hat  is there fam ily like?

W ORK GLOVE: W hat  do they do for w ork?

AIRPLANE: W here do they like to t ravel?

LIGHT BULB: W hat  ligh ts them  up? W hat  are they 

passionate about?

The Conversation Stack is a  visual rem inder of questions you can ask to continue a  
conversation as you get to know som eone. This tool is helpful when m eeting som eone 

new. This is a  helpful m inistry tool as well!

A2
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Em pat h et ic List en in g WORKSHEET

Levels of Listening

We should strive to be em pathetic listeners. Yet, we can unintentionally not 
fully listen to the person ta lking. Below are different levels of listening and a  
few tips for growing in em pathic listening.

IGNORING: Making  no effort  to listen .

PRETEND LISTENING: Giving  the appearance you are 

listen ing .

SELECTIVE LISTENING: Hearing  on ly the part s of the 
conversat ion  that  in terest  you.

ATTENTIVE LISTENING: Paying  at ten t ion  and  focusing  on  

w hat  the speaker says and  com paring  that  to your ow n 

experiences.

EMPATHETIC LISTENING: Listen ing  and respond ing  w ith  both  

the heart  and  m ind  to understand  the speaker's w ords, in ten t , 

and  feelings.

Tips for Empathet ic Listening

1. Ack n ow ledg e t h e ot h er person 's v iew s. You don 't  need to ag ree w ith  

everyth ing  the other person is saying , bu t  listen  and  acknow ledge their 

op in ions even if t hey d ifferen t  f rom  yours.

2. Give un d ivided  at t en t ion . Rem ove d ist ract ions (especially your phone!) 

so you can focus fu lly on  w hat  the person is saying .

3. List en  t o un derst an d . Often  w e listen  to respond, not  listen  to 

understand . Make sure you hear w hat  the person is saying . Not ice their 

body language, tone of voice, and  w ords.

4 . Rest at e an d  paraph rase. Restate w hat  the person is saying  and ask 

follow -up  quest ions.

A3
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Tips for Appoin t m en t s WORKSHEET

- PRAY Success in  MPD is taking  the in it iat ive to be em pow ered  by the Holy Sp irit  to 
cast  a vision  for your m in ist ry and  invite peop le to g ive, leaving  the resu lt s to God.

- BE ON TIME Use your m ap app ahead of t im e to check for heavy t raff ic or detours.

- BE PREPARED Cont inue to review  your scrip t  and  m ake sure you feel com fortab le 
w ith  the con ten t .

- MAKE A GOOD IMPRESSION
- Dress appropriately for w ho you are m eet ing  w ith . We suggest  d ressing  one 

step  above the person you are m eet ing  w ith .
- Be at  least  f ive m inutes early to an  off ice m eet ing  or appoin tm ent  in  a pub lic 

space (arriving  early ensures you can secure a tab le).
- Alw ays be on  t im e w hen visit ing  som eone's hom e.

- PRACTICE EMPATHETIC LISTENING Do not  just  th ink about  your next  quest ion . 
Rather listen  to w hat  the other person is saying .

- BE CONSCIOUS OF TIME
- Do not  go longer than  the am ount  of t im e you specif ied  w hen you set  the 

appoin tm ent , even if your p rospect ive partner has been chat ty. Say 
som eth ing  like, "I am  en joying  get t ing  to know  you/hear your story, bu t  I 
know  w e had set  a 30-m inute appoin tm ent , so I w ant  to m ake sure w e f in ish  
in  that  am ount  of t im e. I w ou ld  love to hear m ore after I have told  you about  
m y m in ist ry."

- In  som e cu ltu ral con texts, your appoin tm ents m ay take m ore t im e, up  to a fu ll 
afternoon or even ing . Be m ind fu l of th is w hen you are set t ing  your schedu le, 
and  be w illing  to invest  the appropriate am ount  of t im e w ith  your aud ience to 
bu ild  t rust , even if t h is m eans set t ing  a second appoin tm ent  t im e during  
w h ich  you share about  your m in ist ry. 

A4
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50 W ays t o Say "Thank  You !"
1. _________ and I are excited  that  as you ?honor the Lord  f rom  your w ealth  and  f rom  the f irst  of all your 

p roduce,? He w ill t ake care of you! Through your g ift s, He is taking  care of us too.

2. Thanks for your g ift  last  m onth . It  encouraged m e.
3. It ?s a p rivilege to serve the Lord  here in  ________. Thanks for stand ing  beh ind  us.
4 . I never get  t ired  of thanking  you for your support .

5. W hen David  com m issioned Solom on to bu ild  the house of the Lord , ?the peop le rejoiced  because they had 

offered  so w illing ly and  m ade their offering  to the Lord  w ith  a w hole heart  . . . ? I t hank God for your 

w illingness and w holeheartedness in  g iving .
6. It ?s a joy to serve Him  in  th is m in ist ry w ith  you.

7. We are g ratefu l for your g ift s these past  m onths. They have f reed  us to focus on  t rain ing  10 college students 

to share their faith .

8. I t hought  of the story of the w idow  in  Luke 21 today and praised  God that  you also reach past  your surp lus 

to g ive to the Lord . Thanks for sharing  it  w ith  m e.
9. We rejoice that  you faith fu lly supported  us th is past  year. That  m eans a lot  to us.

10. Students at  _________ are bom barded w ith  p ressure and  opportun it ies to have sex w ithout  m arriage. Your 

g iving  helps us reach them  w ith  the t ru th  that  on ly Jesus can  sat isfy our craving  for genu ine love. We value 

your partnersh ip.

11. I am  f illed  w ith  thanks to the Father as you help  supp ly m y needs and m ake th is m in ist ry possib le.

12. We praise God that  you ?do not  neg lect  doing  good and sharing .? We appreciate how  you share w ith  us 

your g ift s un to Him .

13. We often  rem em ber you in  p rayer and  thank God for your part  in  our w ork.
14 . I appreciate your read iness to g ive. Thanks.

15. Your g iving  is a m in ist ry of His g race to us. Blessings to you.

16. You are a con t inual source of joy and  encouragem ent  to us as you p ray and  g ive so faith fu lly.

17. We thank God for you and pray that  the Lord  w ill ?supp ly and  m ult ip ly your seed for sow ing  and increase 

the harvest  of your righ teousness.?

18. At  our Bib le study last  n igh t , __________ asked how  he cou ld  know  Jesus is God. Thanks for help ing  m ake it  

possib le to reach businessm en like _____________.

19. Each t im e your g ift  com es, I realize that  your p rayers back it  up. That  is such  an  encouragem ent !

20. The Lord  overw helm s us w ith  joy th rough your faith fu lness to us.

21. M ilit ary personnel can  search  for fu lf illm ent  in  the system , at  the bars and  in  their perform ance. Thanks for 

help ing  m e reach off icers to show  and tell t hem  that  Christ  w ants to be their Com m and ing  Off icer and  their 

fu lf illm ent .

22. It  t h rills m e to receive your g ift s these past  m onths. May His g race be yours in  abundance.

23. As Pau l said  to the Ph ilipp ians, your g ift s are ?a f rag ran t  offering , a sacrif ice acceptab le and p leasing  to 

God.?

24 . Your p rayers and  g ift s often  cause m e to p raise God for His goodness.
25. Each m onth  you b ring  a sm ile to m y face as I see your g ift . His b lessings to you.

26. We appreciate your t rust  in  God and decision  to support  us. We cou ldn?t  do it  w ithout  f riends like you.

27. I just  returned f rom  ___________, w here I t aught  about  how  to help  a new  believer. Your support  helped  

m ake th is possib le. Thanks for invest ing  in  raising  up  laborers for Christ .
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50 W ays t o Say "Thank  You !"
28. You are a vital part  of our lives and  w ork.

29. Each t im e our m onth ly statem ent  com es and w e see your g ift , w e stop  and thank the Lord  for 

you!

30. W hat  a p leasure to partner w ith  you as God changes lives here in  ________. Your g ift s are 

touch ing  lives, like _________. She is understand ing  m ore and m ore of the Gospel and learn ing  to 

t rust . Thanks for your help !
31. We appreciate your f riendsh ip  and  partnersh ip. We love you.

32. Often  w e are rem inded of how  precious you are to us. We appreciate you and your generous 

heart .

33. We feel such  g rat it ude to the Lord  for the w ay He touches hearts to be a part  of th is m in ist ry. 

Thanks for your part !

34 . As I w rite th is, m y heart  is f illed  w ith  g rat it ude for all you m ean to m e and help ing  m ake t h is 

m in ist ry possib le.

35. We realize you have choices w here to g ive your m oney. Thanks for partnering  w ith  us in  
reach ing  the __________w ith  the Gospel.
36. Thanks for stand ing  beh ind  m e w ith  your f inancial g ift s. I feel honored  and hum bled .

37. Your p rayers m ake a d ifference in  our lives and  w ork. And your faith fu l support  is so help fu l and  

encourag ing . Hope you know  w hat  a joy you are to us.
38. It  encourages m e that  you keep praying  and g iving .
39. We love you and are g ratefu l for your partnersh ip.

40. I am  g lad  that  the Lord  b rought  you in to m y life and  feel g ratefu l for your con t inued  support .

41. Your support  m akes it  possib le to serve the Lord  in  the task of __________. Thanks!

42. __________ and I feel hum bled  and g lad  that  you are part  of our support  team . Many t hanks!

43. You are t ru ly partners w ith  us in  th is w ork.

44 . You are part  of a team  that  ?holds the ropes? for us w h ile w e ?rappel? in to the fatherless 
neighborhoods of ___________. Your g iving  is a g lorious g ift  to us!
45. You are storing  up  t reasure in  heaven as you g ive to the Lord  th rough th is m in ist ry to__________ 
fam ilies.

46. As Hebrew s 6:10 says, ?God is not  so un just  as to overlook your w ork, and  the love w h ich  you 

show ed for His sake in  serving  the sain ts, as you st ill do.?
47. I appreciate your sacrif ice to g ive so generously to th is w ork.
48. Your g ift s cheer our hearts and  w e praise Him  for your partnersh ip.

49. Thanks for stand ing  beh ind  m e and enab ling  m e to rub  shou lders w ith  m en like 
__________________. He is beg inn ing  to understand  h is anger and  see the Lord  as h is help.

50. I deep ly appreciate you and your heart  to g ive.



- A n in e-w eek  p rog ram  (t w o  w eek s o f  w arm -u p , f ive w eek s o f  focu sed  M PD , an d  t w o  w eek s o f  coo l  
d ow n ) fo r  cu r ren t  st af f  w h o  com m it  20  h ou rs p er  w eek  t o  raisin g  su p p or t

- Receive p erson al ized  fu n d in g  coach in g  f rom  an  M PD  coach  t o  reach  you r  g oals
- Prog ram s b eg in  in  Jan u ar y, M arch , Ju n e, an d  Sep t em b er  
- Th is p rog ram  is r ig h t  fo r  you  i f  you  are a cu r ren t  st af f  n eed in g  t o  raise $50 0 + in  n ew  m on t h ly 

su p p or t  an d  can  d ed icat e 20  h ou rs p er  w eek  fo r  f ive w eek s t o  raisin g  su p p or t      

MPD TRAINING & PROGRAMS
Raisin g  su p p or t  can  b e over w h elm in g . Ou r  c lear  t rain in g  an d  st raig h t fo r w ard  
p rog ram s h elp  st af f  reach  an d  m ain t ain  fu l l  fu n d in g  so  t h ey can  fu l ly  focu s on  
m in ist r y. 

Lea rn  m ore a t  n a vig a t orsm pd .org  under Tra in in g  a nd  Prog ra m s.

MPD On Demand

MPD 5K

MPD 10K

- A sel f -p aced  fu n d in g  t rain in g  p rog ram  fo r  in com in g  Fie ld  St af f
- N ew  st af f  com p let e an  M PD  B ib le st u d y, h ear t -p rep arat ion  m od u le, an d  t rain in g  assig n m en t s, an d  

t h ey receive p erson al  coach in g  f rom  a q u al i f ied  M PD  t rain er  t o  b ecom e fu l ly  fu n d ed  fo r  m in ist r y

- D oes n o t  ap p ly t o  ED GE, iED GE, o r  Em erg in g  Lead ers Prog ram  (ELP)     

Reg ist er  at  n av s.m e /m p d sp r i n t s

Reg ist er  at  n av s.m e /m p d sp r i n t s

- A 14 -w eek  p rog ram  (t w o  w eek s o f  w arm -u p , 10  w eek s o f  focu sed  M PD , an d  t w o  w eek s o f  coo l  d ow n ) 
fo r  cu r ren t  st af f  w h o  com m it  10  h ou rs p er  w eek  t o  raisin g  su p p or t

- Receive p erson al ized  fu n d in g  coach in g  f rom  an  M PD  coach  t o  reach  you r  g oals
- Prog ram s b eg in  in  Jan u ar y, M arch , Ju n e, an d  Sep t em b er
- Th is p rog ram  is r ig h t  fo r  you  i f  you  are a cu r ren t  st af f  n eed in g  t o  raise $50 0 + in  n ew  m on t h ly 

su p p or t  an d  can  d ed icat e 10  h ou rs p er  w eek  t o  raisin g  su p p or t     

ANCHOR
- A locat ion -b ased  fu n d in g  p rog ram  in vi t in g  N avig at o r  alu m n i  t o  su p p or t  t h e i r  locat ion  o f  im p ac t  

(e.g ., co l leg e/u n iversi t y cam p u s). AN CH OR's p r im ar y g oal  is t o  in c rease t h e fu n d in g  t o  m in ist r y 
accou n t s t h rou g h  alu m n i  t o  en h an ce t h e locat ion s' q u al i t y  o f  d isc ip lesh ip .

- 21-m on t h  p rog ram  (coh or t s b eg in  each  Oc t ob er )
- Train in g  an d  on -g o in g  coach in g  are p rovid ed  d u r in g  t h e p rog ram  an d  p ost -coh or t  b y t h e AN CH OR 

M PD  t eam      

Con t ac t  A N CH OR@n av ig a t o r s.o r g
fo r  m ore in fo rm at ion  

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®



EDGE Coaching Sprint

MPD Consultat ion

- A su m m er  p rog ram  fo r  cu r ren t  st af f  t o  coach  n ew  ED GErs in  raisin g  su p p or t  w h i le  raisin g  su p p or t  
t h em selves

- Th is p rog ram  is r ig h t  fo r  you  i f  you  n eed  t o  raise su p p or t  fo r  you r  m in ist r y, w an t  t o  h elp  t h e n ext  
g en erat ion  o f  N avig at o rs raise fu n d s, an d  w an t  t o  d evelop  sh ep h erd in g  sk i l ls w h i le  coach in g  
you n g er  st af f    

- Con n ec t  w i t h  an  M PD  t eam  m em b er  an d  receive a p erson al ized  fu n d in g  p lan  o r  an sw er  you r  
q u est ion s

N ot e

Th e M PD  Team  in i t iat es con su l t at ion s w i t h  st af f  b ased  on  SFC d at a   

Sch ed u le you r  M PD  Con su l t at ion  at
n av ig a t o r sm p d .o r g /c o n su l t a t i o n s

MPD Made Simple

- Th is em ai l -b ased  p rog ram  p rovid es b i t e -sized , d o -ab le, M PD  ac t ion s ever y m on t h , so  you  n u r t u re 
re lat ion sh ip s an d  fu n d in g  t h r ives   

Em ai l  m p d @n av ig a t o r s.o r g  
i f  you  d on 't  receive w eek ly em ai ls

MPD TRAINING & PROGRAMS
Raisin g  su p p or t  can  b e over w h elm in g . Ou r  c lear  t rain in g  an d  st raig h t fo r w ard  
p rog ram s h elp  st af f  reach  an d  m ain t ain  fu l l  fu n d in g  so  t h ey can  fu l ly  focu s on  
m in ist r y. 

Lea rn  m ore a t  n a vig a t orsm pd .org  under Tra in in g  a nd  Prog ra m s.

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®



Set -Up  Calls

Cuando estaba pensando en qu ien estaria em ocionado en escuchar acera de lo que Dios esta 

haciendo, pense en usted .

Me gustaria com part ir m as con usted , ya sea en persona o video llam ada. 

Esta d ispon ib le para p lat icar ya sea _________________, o _________________ lo que sea m ejor para 

usted?

If neither tim e works, offer another day with two potentia l m eeting tim es.

Greet ing

Hola, ____________! Hab la __________________. Com o Esta? Tiene unos m inutos para p lat icar?(their nam e) (your nam e)

If not  a good t ime to talk

Si? No?  Cuando seria un buen m om ento para reg resarle la llam ada?

Transit ion

Estoy llam ando porque voy a estar t rabajando en el m in isterio con Los Navegantes en

______________________________. Estoy m uy em ocionado en lo que Dios esta haciendo y en el 

m in isterio al cual Dios m e ha llam ado a ser parte de.
(city/cam pus/m ission)

(op t ion  1)

If able to talk

Ask for appointment
Una parte sign if icante del m in isterio con Los Navegantes es consrtu ir un  equipo de personas que 

apoyan en oracion y en asistencia f inanciera.

(op t ion  2)

®
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(decided upon t im e)

If no appointment , keep the door open for the future

Mient ras tan to, le puedo m andar not if icaciones de m i m in isterio por m ensaje o em ail? 

Okay, m e puede dar su em ail para anotarlo? Gracias!

®

Confirm meet ing
Que Bueno! Dejem e anotarlo en m i calendario, el ___________________. Lo podria anotar usted  

tam bien.  Asi los dos nos acordam os.

Me gustaria reun irnos en donde usted  se sien ta m as com odo, Pref iere una video llam ada o 

jun tarnos en persona.

Estaria usted  agusto si nos jun taram os en su casa o pref iere ot ro lugar de su conven iencia

Okay, b ien ! Gracias, m e puede dar su d ireccion?

Estoy em occionado en jun tarnos y p lat icar. Nos vem os el __________.

(decided upon t im e)
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Set -Up  Calls MI GUIÓN

VOICE-MAIL SCRIPT
Hi, ____________! Th is is __________________. I am  calling  because I am  going  on staff w ith  The 

Navigators m in ist ry at /in  ___________________________. I'd  love to tell you m ore about  th is. Give 

m e a call back w hen you can, otherw ise I w ill call you back in  a day or two. Thanks!

(their nam e) (your nam e)

(city/cam pus/m ission)

Hi, ____________! Th is is __________________. I'd  love to connect  w ith  you. Give m e a call w hen 

you can, otherw ise I w ill call you back in  a day or two. Thanks!

(their nam e) (your nam e)

Addit ional voice-mail opt ion

POST VOICE-MAIL TEXT SCRIPT

Hi, ____________! Th is is __________________. I just  left  you a voice-m ail. Is there a good t im e to 

call you? If I don 't  hear f rom  you, I w ill call again  in  a day or two. Thanks!
(their nam e) (your nam e)

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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VOICE-MAIL SCRIPT EN ESPANOL
Hola, ____________!  Es __________________.  Estoy llam ando porque voy estar t rabajando en el 

m in isterio con Los Navigantes en ___________________________.  Cuando tenga t iem po 

regresem e la llam ada, si no yo te llam o ot ra ves en unos d ias.  Gracias!

(their nam e) (your nam e)

(city/cam pus/m ission)
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Face-t o-Face Appoin t m en t MI GUIÓN

MI FRASE DE TRANSICIÓN

ASOCIACIÓN

?El personal de los Navegantes cuentan  con el apoyo total de personas e 
ig lesias que se asocian  m ensualm ente con  regalos de en t re 75 y 300 dólares 
al m es.

Estoy orando específ icam ente por ______ personas que aporten   ___________ 
dólares al m es.

¿Podría considerar en  oración  un irse a m i equ ipo??

PREGUNTA FINANCIERA

(núm ero) (m onto en  dólares)

®To know  Christ , m ake Him  know n, and  help  others do t he sam e ®

A8

FRASE DE APERTURA

"Para que pueda m in ist rar a gente com o __________, estoy con f iando en  el 
Señor para estar totalm ente f inanciado/a an tes del ______."

(De la h istoria)

"Antes de segu ir adelan te, ¿t iene alguna pregunta sobre qu iénes son los 
Navegantes (The Navigators) o qué voy estar haciendo?"

Déles tiem po para  que hagan cualquier pregunta  adicional o de seguim iento.
Responde a  sus preguntas y luego sigue adelante.

"Com o d ije an tes, m e encantaría com part ir con  usted  algunas form as 
en  las que puede un irse conm igo en  el m in isterio. Prim ero..."

(fecha)
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Face-t o-Face Appoin t m en t MI GUIÓN

PROGRAMAR LLAMADA DE SEGUIMIENTO

¿Puedo volver a hab lar con  usted  en  dos o t res d ías para ver cóm o Dios le ha 
gu iado?

¿Estaría d ispon ib le el ___ a las  __________ ? ¿Es un  buen m om ento para 
hab larle?

(d ía) (hora específ ica)

Si Dios le lleva a dar, m e gustaría m ost rarle cóm o hacerlo. La form a m ás fácil 

y ef icien te de dar es en  línea. Com o puede ver en  esta tarjeta (tarjeta de 

invitación  a la asociación), puede ir a m i pág ina de donaciones en  

navigators.org /staff/___________

Allí seleccione la can t idad  de la donación  e ind ica si p lanea convert irla en  

una donación  m ensual recurren te. Le ped irá que com plete la in form ación  de 

pago y envíe su  donación . ¿Tiene alguna pregunta sobre cóm o dar?

(Cent ro de costes)

CÓMO DAR

LAS RECOMENDACIONES PREGUNTAR

Hay ot ra form a im portan te en  cóm o puede asociarse conm igo.

¿Puede pensar en  3-5 personas que usted  p iense estarían  an im adas en  

escuchar m i h istoria?

Estoy seguro de que Dios m e ha llam ado a este m in isterio, pero no conozco 

a su f icien tes personas para ob tener una f inanciación  com pleta. Sé que Dios 

levantará a las personas de m i p rop io círcu lo que puedan apoyar este 

m in isterio, pero tam bién  estoy orando para que Él levante a las personas en  

el cuerpo m ás g rande de Cristo.

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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Face-t o-Face Appoin t m en t MI GUIÓN

CONECTARSE A LAS RECOMENDACIONES

Me ayudaría m ucho si la gente sabe que les voy a llam ar. La m ayoría de la 

gente envía un  m ensaje de texto o un  correo elect rón ico haciéndoles saber 

qu ién  soy y que m e pondré en  contacto con  ellos p ron to. ¿Puedo enviarle un  

texto de m uest ra que pueda enviar a aquellos con  los que m e conectará?

Mi am igo, _____, trabaja  con Los Navegantes en ______. Al igual que m uchas 

organizaciones m isioneras, el personal de los Navegantes debe desarrollar 

un equipo de personas que apoyan su m inisterio en oración y 

financieram ente. 

Actualm ente está  construyendo su equipo, y pensé que estarías anim ado 

en escuchar sobre su m inisterio. Sugerí que se pusieran en contacto 

contigo. Se pondrán en contacto esta  sem ana.

TRANSICIÓN
Gracias de nuevo por ayudarm e de m anera sign if icat iva al conectarm e con 

los dem ás.

Me gustaría term inar nuest ro t iem po jun tos en  oración . ¿Cóm o puedo orar 

por usted  en  esta tem porada? ¿Puedo orar por usted  ahora m ism o?

ORACIÓN

Gracias de nuevo por jun tarse conm igo. Espero volver a conectarm e en  unos 

d ías.

GRACIAS

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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Follow -Up  Calls MI GUIÓN

?Muchas g racias por reun irse conm igo el ot ro d ía. Lo pasé m uy b ien con usted . [Conect a  sob re 

alg o que su rg ió du ran t e t u  t iem po jun t os]  Quería hacer un seguim iento con usted  de nuest ra 

conversación sobre un irse a m i/nuest ro equipo con los Navegantes.?

Greet ing
Hola ________! Soy ________  de los Navigators. ¿Cóm o está? ¿Tiene unos m inutos para hab lar?

(tu  nom bre)

Si no es un buen momento para hablar
?¿Puedo volver a llam arle en un rato, o sería m ejor m añana a las  ____ ??

Transición
Si t iene t iempo para hablar

Pide una decisión
?¿Ha ten ido la oportun idad de tom ar una decisión  sobre un irse a m i/nuest ro equipo de soporte 

m ensual??

1. Sí (daré)
?¡Maravilloso! ¡Gracias! Para efectos con tab les, ¿ha determ inado cuánto le está gu iando Dios a 

dar?? (Pausa  para  perm itirles responder. Responde con am abilidad.)

?¿Todavía t iene la tarjeta que le enseñé con el en lace? (Pausa .) Si busca en  la tarjeta encont rará 

un  en lace que le llevará a m i/nuest ro sit io w eb de donaciones. ¿Necesita ayuda en  cóm o 

conf igurar las donaciones en  línea?? (Si necesitan ayuda , guía los a  través de este proceso).

?Estoy m uy ag radecido de que see una a m i/nuest ro equ ipo de apoyo. ¿Puedo conf irm ar su  

correo elect rón ico y d irección  postal? Pron to le enviaré un  bolet ín  del m in isterio.?

2. No (no dar ahora)
?Está b ien , m uchas g racias por orar sobre esta decisión . ¿Puedo enviarle m i bolet ín  para 

m antenerte in form ado sobre lo que está pasando en  el m in isterio?? (Pausa . confirm a  la  

inform ación de contacto com o se indica  a rriba .) ?¿Estaría b ien  si m e pusiera en  contacto con  

usted  de nuevo en  algún m om ento en  el fu turo??

3. . Aún no se ha tomado una decisión
?¿Puedo llam arle en  unos d ías? ¿Estaría d ispon ib le el ___ a las  ____________ ??

Cierra la l lamada

?Muchas g racias por tom arse el t iem po para hab lar conm igo. ¿Tiene alguna pet ición  de oración  

por la que le gustaría que ore??

To know  Christ , m ake Him  know n, and  help  others do t he sam e ®
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(su nom bre)

(hora)

(d ía) (hora específ ica)
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