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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 m eet ing
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

Met hods of  Com m un icat ion

LOWEST

Type of 
Communication

Effective
Use

Notes:
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Announcement Set-Up 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/Mission)

(op t ion  1)

If able to talk

Ask for the appointment
A sign ificant  part  of m in ist ry w ith  The Navigators is to bu ild  a team  of p rayer and financial 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 the 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 address? (May I get  your spouse's em ail address 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/Mission)

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)

ADDITIONAL VOICE-MAIL SCRIPT

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 from  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  like to tell you m ore about  th is. 

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

would  work best  to reach you? 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  like to tell you m ore about  th is. 

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

would  work best  to reach you? 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 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/Mission)

(op t ion  1)

If able to talk

Ask for the appointment
A sign ificant  part  of m in ist ry w ith  The Navigators is to bu ild  a team  of p rayer and financial partners. 

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

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

(op t ion  2)

Confirm the 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 address? (May I get  your spouse's em ail address as well?)

®
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Set -Up  Calls 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/Mission)

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)

ADDITIONAL VOICE-MAIL SCRIPT

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 from  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 vision, ask the potential ministry partner to prayerfully 
consider joining your financial team, and ask for recommendations.

The Face-t o-Face St ruct u re

RELATIONSHIP

Building Rapport

Forecasting Statement

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 ing  Rappor t
Rapport : A relat ionsh ip  of responsiveness 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 ing  St at em en t
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)

The Eng ag in g  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 at tend  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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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  w ho do don 't  know  how  to 

m ake d iscip les. So, I m eet  w ith  ______________  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

New  Christ ians often  feel overw helm ed and unsure about  w here to start  in  

their faith . They stop  follow ing  Jesus before they even beg in . So, I m eet  w ith  

them , p rovide d irect ion , and  bu ild  a foundat ion  of d iscip lesh ip  that  helps 

these new  Christ ians gain  confidence and clarity in  follow ing  Jesus.

OR

Many believers feel isolated  and d isconnected  from  their faith  com m unity. 

The Navigators p rovides sm all g roups and com m unity gatherings in  local 

con texts to help  believers bu ild  m ean ing fu l relat ionsh ips rooted  in  faith .

(m in ist ry aud ience)
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D4L - NEIGHBORS
Many peop le st rugg le to in t roduce the Good New s of Jesus in  their everyday set t ings, 
m issing  opportun it ies to im pact  their com m unit ies. Navigators Neighbors equ ips 
ind ividuals to share the gospel and  develop  lifelong  d iscip lem akers in  their 
neighborhoods, com m unit ies, and  relat ional netw orks. By fostering  deeper relat ionsh ips 
and  nurturing  sp irit ual g row th , w e help  t ransform  ind ividuals and  com m unit ies for Christ .

EAGLE LAKE CAMPS
Many ch ild ren  st rugg le to find  a p lace w here they can g row  sp irit ually and  em ot ionally. 
Eag le Lake Cam ps creates a safe and  fun  environm ent  w here cam pers can laugh, p lay, 
and  learn  to love like Jesus. Through in ten t ional act ivit ies and  prog ram s, they help  
cam pers bu ild  a st rong  foundat ion  of faith  and  confidence, em pow ering  them  to im pact  
their everyday lives w ith  the love of Jesus.

D4L - W ORKPLACE
Many Christ ians st rugg le to in teg rate their faith  in to their p rofessional lives, m issing  the 
opportun ity to m ake a d ifference in  the lives of peop le they w ork w ith  every day. 
Navigators Workp lace equ ips Christ ians to take p ract ical d iscip lesh ip  in to their careers, 
enab ling  them  to m ake a t ransform at ive im pact  in  their w orkp laces.

D4L - I:58
Many h istorically underrepresented  com m unit ies face system ic in just ice and  lack the 
support  needed to th rive. Navigators I:58 partners w ith  local leaders to spread the gospel 
of Jesus, using  a holist ic d iscip lesh ip  p rocess to restore hope, pursue just ice, and  rebu ild  
com m unit ies. By fostering  un ity and  em pow ering  com m unity heroes, w e help  t ransform  
ind ividuals and  en t ire com m unit ies th rough the pow er of the gospel.

D4L - CHURCH
Many churches st rugg le to cu lt ivate a d iscip lem aking  cu ltu re? the essent ial foundat ion  
for sp irit ual g row th  and  com m unity t ransform at ion . Navigators Church  Min ist ries uses a 
p roven and custom ized  process to help  churches align  their leadersh ip, vision , and  
p ract ices to bu ild  d iscip lem aking  in to their DNA, em pow ering  them  to shepherd  their 
com m unit ies tow ard  sp irit ual m aturity.

INTERNATIONAL STUDENT MINISTRY (ISM)
Most  in ternat ional students com e to the U.S. from  reg ions w here sharing  the gospel is 
d ifficu lt . They arrive on  cam pus know ing  noth ing  about  Jesus and experience cu ltu re shock 
and isolat ion . Navigators In ternat ional Student  M in ist ries connects w ith  these students 
th rough sm all g roups, Bib le stud ies, and  leadersh ip  developm ent  to help  them  bu ild  a 
relat ionsh ip  w ith  God. Personally t ransform ed by the Gospel of Jesus, these students return  
hom e eager to share their new found faith  w ith  their fam ily and  com m unity.

Vision  St at em en t
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MILITARY AND FIRST RESPONDERS (M1R)
Milit ary personnel and  first  responders face im m ense st ress and  challenges, often  w ithout  
sp irit ual support . Navigators Milit ary and  First  Responders p rovides in ten t ional 
d iscip lesh ip, Bib le stud ies, and  fam ily support  to help  them  g row  in  their relat ionsh ip  w ith  
Jesus Christ  so they can offer the hope and teach ings of Jesus to their com m unit ies, 
t ransform ing  lives and  fostering  sp irit ual g row th , even in  the toughest  environm ents.

NATIONS W ITHIN
The Un ited  States is a p rim e dest inat ion  for im m ig rants and  refugees. Navigators Nat ions 
W ith in  cu lt ivates relat ionsh ips across cu ltu res, engag ing  in  com m unity and  Bib le study  
and  addressing  p ract ical needs. By help ing  ind ividuals follow  Jesus and share the gospel 
w ith  their com m unit ies, w e t ransform  lives and  foster un ity am ong  d iverse g roups w ith in  
the Un ited  States.

W ORLD MISSIONS
Many peop le around the w orld  do not  experience the t ransform ing  pow er of Jesus, 
because they live in  areas resistan t  to the gospel. Navigators World  Missions launches and 
develops new  generat ions of m issionaries to spread the Good New s of Jesus in  
hard-to-reach p laces, using  holist ic d iscip lesh ip  to reach d iverse cu ltu ral and  ethn ic 
g roups, t ransform ing  lives and  com m unit ies across the g lobe.

TRAIN DEVELOP CARE (TDC)
Many m in ist ry leaders and  staff lack the support  and  resources needed to th rive in  their 
roles and  effect ively advance their m ission . Train , Develop, Care p rovides com prehensive 
t rain ing , developm ent , and  care resources to equ ip  and  support  Navigator staff and  
leaders, fostering  personal and  p rofessional g row th . By em pow ering  m in ist ry leaders w ith  
the tools and  support  they need, w e enhance their effect iveness and w ell-being , enab ling  
them  to m ake a g reater im pact  for God 's Kingdom .

Vision  St at em en t

D4L - 20s
Many young  adu lt s face un ique challenges in  the early years of adu lthood and st rugg le to 
find  com m unity and  sp irit ual g row th  during  th is crit ical t im e in  their lives. Navigators 20s 
p rovides gatherings, sm all g roups, and  m entoring  to support  netw orks of young  adu lt s in  
faith , vocat ion , m ission , and  com m unity so they can navigate th is new  season of life w ith  a 
m ature and  im pact fu l faith  in  Christ .
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ASIAN AMERICAN NETW ORK
Many Asian  Am erican staff and  d iscip lem akers often  feel isolated  and underrepresented  
w ith in  b roader m in ist ry contexts. The Asian  Am erican Netw ork em pow ers Asian  Am erican 
staff and  equ ips the g reater Navigator fam ily th rough the un ique in fluence of Asian  
cu ltu re, fostering  resilience, respect , and  relat ionsh ip. By creat ing  a cu ltu re of 
in terdependence, un ity, and  collaborat ion , w e help  Asian  Am erican staff t h rive and  
cont ribu te fu lly to The Navigators Calling .

LA VIDA NETW ORK
Many Hispan ic staff and  d iscip lem akers often  lack a sense of com m unity and  cu ltu ral 
recogn it ion  w ith in  b roader m in ist ry contexts. The La Vida Netw ork em pow ers Hispan ic 
staff to w orsh ip, learn , and  encourage one another, em bracing  and honoring  Lat ino 
cu ltu re th rough visual art , m usic, t rad it ions, and  m ore. By fostering  a sense of belong ing  
and celebrat ing  cu ltu ral heritage, w e help  Hispan ic staff and  laborers experience, 
em brace, and  celebrate God 's Kingdom  as generat ional d iscip lem akers.
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NAVIGATORS ETHNIC NETW ORKS
Many ethn ic m inority staff and  d iscip lem akers often  feel isolated  and underrepresented  
w ith in  b roader m in ist ry contexts. Navigators Ethn ic Netw orks em pow er these ind ividuals 
by fostering  support ive com m unit ies that  celebrate their un ique cu ltu ral iden t it ies and  
cont ribu t ions. By connect ing , serving , and  equ ipp ing  ethn ic m inority staff, w e help  them  
th rive and  fu lly con t ribu te to advancing  God 's Kingdom  and t ransform ing  lives and  
com m unit ies th rough the pow er of the gospel.

AFRICAN AMERICAN NETW ORK
Many African  Am erican staff and  d iscip lem akers often  feel m arg inalized  and unsupported  
w ith in  their com m unit ies. The African  Am erican Netw ork connects, serves, and  
cham pions African  Am erican staff and  laborers, p rom ot ing  d iscip lesh ip  and  m ult i-ethn ic 
in fluence w ith in  the Navigator fam ily. By fostering  a sense of belong ing  and un ity, w e 
em pow er African  Am erican staff to b ring  their fu ll and  un ique cont ribu t ions to advance 
God 's Kingdom .

Vision  St at em en t

NATIVE NATIONS NETW ORK
Many Nat ive Am erican com m unit ies face system ic challenges and lack access to 
cu ltu rally relevant  sp irit ual support . The Nat ive Nat ions Netw ork shepherds Sp irit -led  
m ovem ents w ith in  Nat ive Am erican com m unit ies, b ridg ing  Nat ive cu ltu re and  the gospel 
th rough holist ic d iscip lesh ip. By em pow ering  Nat ive Am erican leaders and  fostering  un ity, 
w e help  t ransform  lives and  com m unit ies, advancing  the Gospel of Jesus and His 
Kingdom .
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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 ifies 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
"Of the 489 peop le g roups in  the Un ited  States, m ore than 80 are considered  'unreached ' 
(few er than 5% professing  Christ ians), w h ich  represents nearly five 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 rants, is the top  dest inat ion  in  the w orld  for those m oving  from  one count ry to 
another."

D4L - 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).

D4L - CHURCH
"On ly one 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 t hat  churches are d iscip ling  

'not  too w ell' (60%)" (Barna? State of Discip lesh ip, 2015).

D4L - 20s
"A study found that  M illenn ials are the loneliest  generat ion , m ore than 30% saying  they are 
alw ays or often  feeling  lonely. One in  four w ou ld  say they have no close friends" (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 live 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 m ore than th ree 
t im es m ore likely to rem ain  in  the faith  five years later than those w ho d id  not  at tend" 
(Sorenson, 2014).

Fact  Sh ow in g  Curren t  Realit y
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®

INTERNATIONAL STUDENT MINISTRY (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 AND FIRST RESPONDERS (M1R)
"Over the past  tw o decades, the m ilit ary veteran  su icide rate has increased every year, 
[resu lt ing  in ] nearly one su icide per hour" (CDC, 2018).

D4L - I:58
Accord ing  to the ABA (Am erican Bar Associat ion) Hum an Righ ts Journal, "In  half of t he 
100 largest  cit ies in  Am erica, m ost  African  Am erican and Lat ino students at tend  schools 
w here at  least  75% of all students qualify 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 ."
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TRAIN DEVELOP CARE (TDC)
"W ith  pastors' w ell-being  on  the line and  m any on  the b rink of burnout , 38% 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 defined  'healthy' 
pastors as those w ho score them selves either 'excellen t ' or 'good ' in  all six of the six 
w ell-being  categories. Curren t ly on ly 35% of Am erica's pastors fall in to the 'healthy' 
category" (Barna Group, 2021).

Fact  Sh ow in g  Curren t  Realit y
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Personal St ory
Connects 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 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 ®

18

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

Your Story
The story you share shou ld  connect  the listener to your m in ist ry aud ience. W hom  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 b locking  them  from  get t ing  w hat  
they w ant? (E.g., stuck in addiction, m aking destructive choices, fa iling a  class, difficulty 
in rela tionships, etc.)

®
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Before: Illustrates what life was like before everything changed 

W hat  is their in ternal p rob lem ? W hat  deeper em ot ions underscore the external 
p rob lem ? (E.g., fear, rejection, loneliness, unhappy, lack of purpose, finding identity, 
etc.)
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CRITICAL ELEMENT 1: THEY HAVE A PROBLEM 
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YOU ARE A QUALIFIED GUIDE...
You are the gu ide w ho helps the m ain  character overcom e their p rob lem . How  are you  
qualified  to help  (d iscip le) the m ain  character?

WHO PROVIDES A SOLUTION.

®
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Change: What happened to cause a change in their life?

W hat  is the sim ple solu t ion  you p rovide that  helps the m ain  character overcom e their 
p rob lem  (in ternal and  external)?

CRITICAL ELEMENT 2: YOU PROVIDE A SOLUTION
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THEIR PROBLEM IS SOLVED, AND THEIR LIFE CHANGES FOR 
THE BETTER.
How  does the p lan  posit ively change the character's life? How  is their in it ial p rob lem  
solved? W hat  does their life look like w ith  their p rob lem  solved  and their desires m et?

®
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After: What life looks like after the change

CRITICAL ELEMENT 3: THEY EXPERIENCE LIFE CHANGE
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Review Carolyn's Story

A MAIN CHARACTER...

WITH A TWO-LAYERED PROBLEM.

|--------B
E

F
O

R
E

------------|
|----------C

H
A

N
G

E
----------|

|------------A
F

TE
R

---------|

THEIR PROBLEM IS RESOLVED, AND 
THEIR LIFE CHANGES FOR THE BETTER. 

PROVIDES A SOLUTION.

A QUALIFIED GUIDE...
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DISCIPLESHIP

W hat  are "Nav lingo" or "Christ ianese" phrases?

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

23
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Review Your Story

W hat  is a com pelling  open ing  line for your story? 
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My St ory
Take your answ ers from  the elem ents of a good story and  incorporate them  
in to a second draft  of your story. Your story shou ld  be concise and  
com pelling . 
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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
Elim inate Nav lingo and insider language that  cou ld  confuse the m in ist ry 
partner. Instead , change it  to p lain , everyday language that  everyone 
understands.

LESS IS MORE
You m ight  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 , etc.  But  ask 
yourself, do those details advance 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
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St ory Close and  Transit ion

DISCIPLESHIP

TRANSITIONING TO PARTNERSHIP

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

Allow tim e for additional or follow-up questions. Answer questions and then 
m ove on to the next section with a  phrase such as:

 "As I said  earlier, I'd  like to exp lain  a few  w ays you can 
partner w ith  m e. First ..."

ENDING STORY

Is there anyth ing  from  m y story that  stands out  
to you?

Pause and let them  respond.
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Financial Ask
Ask the poten t ial m in ist ry partner to 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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W hat  tw o th ings are your job  as the m in ist ry w orker?
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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  the 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 rang ing  from  $75-$300 per m onth . 

I'm  specifically p raying  for ________________ partners to 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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In  order for m e to reach peop le like _______, I am  t rust ing  the Lord  to be 

fu lly funded by _______. 

(from  story)
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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 
find  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 to th ree days to see how  God has led?

Would  _______________ at  _______________ be a good t im e to call you?

Is ____________ the best  phone num ber to reach you?

(day) (specific 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.

Schedu le Follow -Up  Call

How  t o 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  efficien 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 fill 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?

(your NavID)
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(phone num ber)
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TO KNOW  CHRIST AND TO MAKE HIM KNOW N ®

PARTNERSHIP

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 ifican 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 financial partnersh ip. Now  cast  vision  for w hy 
recom m endat ions are just  as im portan t .

I am  confident  that  God has called  m e to th is m in ist ry, but  I 
don 't  know  enough peop le to becom e 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, but  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  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  from  
church?" the quest ion  has been narrow ed dow n, and  it  is easier to th ink of those peop le.

W ho are 3-5 peop le __________________ w ho w ould  be 

encouraged to hear m y story?

(specific 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 person they're recom m end ing  know  you 
w ill be calling . Usually they do th is by 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 contact 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 friend , ______________, 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  financial 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 ould  be encouraged to hear about  their m in ist ry. I 

suggested  they contact  you. They w ill con tact  you 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 ifican t  w ay by connect ing  m e 

to others.
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LOGISTICS

Record  in form at ion  on  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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Part  of your job  is to m in ister to your m in ist ry partners. Praying  for them  is a sign ifican t  
w ay to b less and  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 you're intentional and that you 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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Usually w hen peop le hesitate to connect  you to others, they've m isunderstood  w hat  you 
are asking . Alm ost  all hesitat ions fall in to one of five categories. Graciously address the 
hesitat ion , affirm , 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  w ho w ould  be encouraged 
to hear m y story?

2. "You already know  everyone 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 with 
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. But  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 w ho w ould  be encouraged to hear m y story?
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3. "I'd  p refer to t alk  to t he peop le first  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  first? (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 contacted  their friends 
first .) 

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 friends 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 STATEMENT

(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 __________________?

THE 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

VISION STATEMENT

F
A

C
E

-T
O

-F
A

C
E

 A
P

P
O

IN
T

M
E

N
T



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

PERSONAL STORY

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

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 rang ing  from  $75-$300 per m onth . 

I'm  specifically 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 ________. 

(from  story)

(date)

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

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

"Like I said  earlier, I'd  like to exp lain  a few  w ays you can partner w ith  
m e. First ..."
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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) (specific 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  efficien 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 fill 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 ifican t  w ay that  you can partner w ith  m e.

W ho are 3-5 peop le __________________ w ho w ould  be encouraged to hear m y 

story?

(specific aud ience)

I am  confident  that  God has called  m e to th is m in ist ry, but  I don 't  know  

enough peop le to becom e 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, but  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  and that  I'll be contact 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 contact you 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 ifican 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 p ray 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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Face-t o-Face Appoin t m en t MY SCRIPT

RECOMMENDATIONS HESITATIONS

To know  Christ , m ake Him  know n, and  help  others do t he sam e®
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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  w ho w ould  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. But  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 w ho w ould  be encouraged to hear m y story?

3. "I'd  p refer to t alk  to t he peop le first  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  first? (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 contacted  their friends 
first ). 

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 friends 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?
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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  a 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)
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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

_____________. (Connect  relat ionally over som et h ing  t hat  cam e up  du ring  you r m eet ing .) I 

wanted to follow  up w ith  you from  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 __________________ from  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 t o allow  t hem  t o answ er. Respond  w it h  g raciousness.) 

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

find  a link that  takes you to m y/our g iving  website. Do you need any help  walking  th rough how  to 

set  up  on line g iving? (If  t hey need  help , w alk  t hem  t h roug h  t h is p rocess.)

I'm  so thankfu l that  you are join ing  m y/our support  team . May I confirm  your em ail and m ailing  

address? I'll send you a m in ist ry newslet ter soon.

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

m in ist ry? (Pause. Con f irm  con t act  in fo as above.) Would  it  be OK if I contacted  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 prayer requests that  you 'd  

like m e to pray 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 from  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.

THANK YOU NOTE SCRIPT EXAMPLES

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/Mission)

(city/cam pus/Mission)

(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 updat ing  you as the m in ist ry cont inues. Thank you for your p rayers and friendsh ip.

Gratefu l for you,

________________

(their nam e)

(city/cam pus/Mission)

(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

_____________. (Connect  relat ionally over som et h ing  t hat  cam e up  du ring  you r m eet ing .) I 

wanted to follow  up w ith  you from  our m eet ing  about  join ing  m y/our team  w ith  The Navigators. 

Greet ing
Hi, ____________! Th is is __________________ from  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 t o allow  t hem  t o answ er. Respond  w it h  g raciousness.) 

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

find  a link that  takes you to m y/our g iving  website. Do you need any help  walking  th rough how  to 

set  up  on line g iving? (If  t hey need  help , w alk  t hem  t h roug h  t h is p rocess.)

I'm  so thankfu l that  you are join ing  m y/our support  team . May I confirm  your em ail and m ailing  

address? I'll send you a m in ist ry newslet ter soon.

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

m in ist ry? (Pause. Con f irm  con t act  in fo as above.) Would  it  be OK if I contacted  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 prayer requests you 'd  like 

m e to pray 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 from  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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1. DO NOT TEXT

It 's easy to set  up  a F2F via text . It 's also just  as easy for them  to cancel that  
appoin tm ent . If  you  w an t  to m eet  w it h  som eone, p ick  up  t he phone and  DIAL! Use 
text ing  to set  up  a t im e for the phone call. For exam ple, you cou ld  text , "Hey, w hen 
cou ld  I g ive you a call today?" or "Hey, do you have 5 m inutes to talk on  the phone?" 
Do NOT use text ing  to exp lain  w hat  you are doing  or w hy you w ant  to m eet .

2. SMILE

Sm ile w hen you d ial! Sm iling  changes your tone of voice and  in flect ions m aking  you  
sound  friend lier!

3. ALW AYS USE A SCRIPT

It 's easy to forget  key in fo if you 're nervous w hen m aking  calls and  som eone actually 
answ ers. Use a scrip t  to ensure you  w ill not  forget  som et h ing  im port an t , like your 
nam e or that  you are going  on  staff w ith  The Navigators and  are raising  support !

4. HAVE YOUR CALENDAR OPEN AND READY

Having  your calendar open and ready d isp lays confidence and com petence so that  
w hen  t hey ag ree to m eet ing , you  are p repared  to set  a t im e. 

5. GIVE A CHOICE OF TW O TIMES TO MEET

"Keep the ball in  your court ." W hile you m igh t  th ink you are being  g racious by asking  
them  to p ick a t im e, they do not  see it  t hat  w ay. ALW AYS g ive a choice of tw o t im es. 
If neither w orks, offer another TW O t im es on  the sam e day or on  the day after. By 
doing  so, you sound professional and  also reduce the chance of a cancellat ion .

6. W RITE IT DOW N

W hen a poten t ial m in ist ry partner ag rees to m eet , repeat  t he date, t im e, and  
locat ion  of t he F2F. Then , ask  t hem  to w rite it  in  t heir schedu le! (Make sure you  do, 
too.)

"2:00 p.m . on  Friday? Perfect ! I'm  just  going  to w rite that  dow n in  m y schedu le so I 
don 't  forget ... 2:00 p.m ., Friday the 14th ... Aw esom e, I have it  w rit ten  dow n. Do you have 
a schedu le you can jot  it  dow n in  as w ell? That  w ay w e both  have it ."

7. DO NOT CONFIRM

Trust  that  the F2F is set . Do NOT say, "I w ill text  you the m orn ing  of to m ake sure w e 
are st ill on ." They already ag reed  to t he F2F, so t here is no need  for a rem inder! By 
"confirm ing" the F2F is st ill on , you g ive them  the opportun ity to cancel m ore easily.

SET-UP CALL
7 TIPS TO SET UP THE F2F

A1
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CALLING RECOS
4 STEPS TO CALLING A RECOMMENDATION

1. GREETING

?Hi (t heir nam e), t h is is (your nam e), I'm  friends w ith  (m ut ual fr iend 's nam e). How  

are you? I w as talk ing  w ith  (m ut ual fr iend 's nam e) t he other day, and  your nam e 

cam e up. Did  (he/she) let  you know  I'd  be contact ing  you?"

a. IF NO

"Oh, no w orries! I guess I just  beat  them  to it ! Do you have a m inute so I can  fill you 

in  on  w hy (m ut ual fr iend 's nam e) w anted  us to connect?"

b. IF NOT A GOOD TIME TO TALK

"Is there another t im e that  w ou ld  w ork for m e to call you back?"

2. TRANSITION

"The reason I am  calling  is that  I am  on staff w ith  The Navigators m in ist ry at /in  

(cam pus/locat ion /Mission ). I'm  excited  about  w hat  the Lord  is doing  and the 

m in ist ry God has called  m e to be a part  of here."

3. ASK FOR APPOINTMENT

?A sign ifican t  part  of m y m in ist ry w ith  The Navigators is to bu ild  a team  of p rayer 

and  financial m in ist ry partners. (Nam e of m ut ual fr iend ) t hought  you w ould  be 

encouraged to hear about  w hat  God is doing , and  I'd  love to share m ore w ith  you in  

person. Are you availab le to m eet  (day) at  (t im e), or w ould  (t im e) w ork bet ter for 

you?"

If  neit her t im e w orks, offer anot her day w it h  tw o poten t ial m eet ing  t im es.

a. IF NO APPOINTMENT

"In  the m eant im e, m ay I send you our em ail updates? (Pause.) Great , m ay I get  

your em ail?"

4. CONFIRM APPOINTMENT

"Great ! Let  m e w rite that  dow n in  m y schedu le for (day) at  (t im e). Do you m ind  

jot t ing  that  dow n in  your schedu le as w ell? That  w ay w e both  have it . (Pause.) I'd  

love to m eet  w ith  you (and  your spouse) w here you are m ost  com fortab le. Would  it  

be OK if I cam e to your house? (Pause.) Great , t hank you! May I get  your address?"

If  t hey'd  p refer som ew here else, offer a locat ion  close to t heir hom e.

?I'm  really looking  forw ard  to m eet ing  w ith  you (and  spouse's nam e)! I'll see you 

(day) at  (t im e)!"

A2
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Closing  t he Giving  Loop WEEK 8 WORKSHOP

When is a gif t  off icial ly counted towards your percentage?

W hen it  is officially p rocessed in  Staff Financial Center. 

How to close the giving loop:

1. Look th rough your fund ing  t racking  report .
2. Ident ify anyone w ho has ag reed to g ive but  the g ift  has not  com e th rough.
3. Call or text  them  using  the scrip t  below.
4 . Alw ays p rovide the g iving  link so they have the link on  hand.

CALL SCRIPT

Hi, ____________________, I w anted  to touch base and see if you had a chance to g ive on line 

yet .

If they have given

Wonderfu l. I'll w atch  m y account  for your g ift . Thank you again  for join ing  m y support  

team . I'm  so g ratefu l for you!

If they have not  given

Do you m ind  if I text  you the g iving  link so you have it  on  hand? 

May I follow  up  w ith  you in  a few  days if I don 't  see the g ift  com e th rough just  to confirm  

you aren 't  runn ing  in to any issues?

(their nam e)

TEXT SCRIPT

Hi ____________________, I w anted  to touch base and see if you had a chance to g ive on line 

yet . Here is the g iving  link: navigators.org /staff/NavID. Let  m e know  if you have any issues! 

Thanks!

(their nam e)

A3
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Bu ild ing  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, but  on ly 7% of 
com m unicat ion  happens in  w ords! It  is essent ial to consider 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  is their w ork?

RECREATION: W hat  do they do for fun?
Hint: Take notice of decor, pictures, and books in their house.

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

involved  in  church  or sm all g roup?

Hint: If they are not believers, then ask about their goals. 
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Bu ild ing  Rappor t  WORKSHEET

CONVERSATION STACK

NAME PLATE: W hat  is their nam e?

HOUSE: W here are they from ?

FAMILY: W hat  is there fam ily like?

W ORK GLOVE: W hat  is their 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 Conversat ion  Stack is a visual rem inder of quest ions you can ask to cont inue a 
conversat ion  as you get  to know  som eone. Th is tool is help fu l w hen m eet ing  som eone 

new. Th is is a help fu l m in ist ry tool as w ell!
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Em pat h et ic List en ing WORKSHEET

Levels of Listening

We shou ld  st rive to be em pathet ic listeners. Yet , w e can un in ten t ionally not  
fu lly listen  to the person talk ing . Below  are d ifferen t  levels of listen ing  and a 
few  t ips for g row ing  in  em pathet ic listen ing .

IGNORING: Making  no effort  to listen .

PRETEND LISTENING: Giving  the appearance of listen ing .

SELECTIVE LISTENING: Hearing  on ly 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 now ledg e t he ot her person 's v iew s. You don 't  need to ag ree w ith  

everyth ing  the other person says, but  listen  and  acknow ledge their 

op in ions, even if t hey d iffer from  yours.

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

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

3. List en  t o underst and . 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 and  paraph rase. Restate w hat  the person is saying  and ask 

follow -up  quest ions.
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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 raffic or detours.

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

conten 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  five m inutes early to an  office 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 specified  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, but  I 
know  w e had set  a 30-m inute appoin tm ent , so I w ant  to m ake sure w e fin 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. 
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1. _________ and I are excited  that  as you ?honor the Lord  from  your w ealth  and  from  the first  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 freed  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 find  m ean ing  in  
relat ionsh ips apart  from  Christ . 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  filled  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 cont 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  arrives, I realize 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 lfillm ent  in  the system , at  the bars, and  in  their 
perform ance. Thanks for help ing  m e reach officers to show  and tell t hem  that  Christ  w ants to be 
their Com m and ing  Officer and  their fu lfillm 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 frag ran t  offering , a sacrifice 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.
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To know  Christ , m ake Him  know n, and  help  others do t he sam e®

26. We appreciate your t rust  in  God and decision  to support  us. We cou ldn?t  do it  w ithout  friends 
like you.
27. I just  returned from  ___________, 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 .
28. You are a vital part  of our lives and  w ork.
29. Each t im e w e review  our m onth ly financial statem ent  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 friendsh 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 filled  w ith  g rat it ude for all you m ean to m e and help ing  m ake th 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 financial 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 cont 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 thanks!
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 sacrifice 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.
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W eek ly Rhyt hm s

COACHES ACADEMY HANDBOOK

DAILY HUDDLE

Daily Hudd les take p lace every day. To p repare for your Daily Hudd le, 

part icipants en ter their in form at ion  in  Align  before the Daily Hudd le call 

on  Team s. The goal of the Daily Hudd le is to create a sense of alignm ent  

across the en t ire team , m ot ivate, t ransfer any im portan t  in form at ion , 

alert  leadersh ip  of any p rob lem s peop le are runn ing  in to, hold  one 

another accountab le, and  celebrate how  God has p rovided . Hudd les 

include the en t ire team  and shou ld  last  no m ore than 15 m inutes. 

Hudd les take p lace daily at  the sam e t im e via Team s no m at ter w ho can 

or cannot  at tend .

W EEKLY HUDDLE

Weekly Hudd les happen once a w eek and rep lace the Daily Hudd le for 

that  specific day. The ob ject ive of th is m eet ing  is to connect  relat ionally, 

focus on  God, review  prog ress, p rob lem  solve, and  w orkshop a skill. 

Weekly Hudd les take p lace on  Team s, last  90-120 m inutes, and  include 

the en t ire team .

W EEKLY CONNECT

 Weekly Connects takes p lace once a w eek w ith  the coach and the 

coachee on  Team s or the phone. Th is is a one-to-one m eet ing . The 

ob ject ive of th is m eet ing  is to connect  relat ionally, review  ind ividual 

p riorit ies, p rocess any changes, and  rein force any t rain ing . Weekly 

Connects last  30-60 m inutes. 

.
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GROUND RULES

UPDATE YOUR KPI PRIORITIES: Your KPI p riorit ies m ust  be updated  every day before 

the Daily Hudd le.

BE PREPARED: Fill ou t  your Daily Hudd le in  Align  before the Team s call.

THE SHOW  GOES ON: Th is m eet ing  happens no m at ter w ho can or cannot  at tend . If 

som eone cannot  at tend , the m eet ing  leader is responsib le for read ing  off t he 

in form at ion  from  the m issing  person 's Align .

MISSING A MEETING: The Daily Hudd le can be m issed due to a F2F or vacat ion . 

Coaches are expected  to be on  th ree out  of four Daily Hudd les per w eek (un less 

approved by the cohort  leader) but  are encouraged to at tend  all, if at  all possib le.

NO EXPLANATION: This is a t im e to t ransfer in form at ion , not  exp lain . No exp lain ing   

w hy som eth ing  has or has not  been accom plished.

TALK OFF-LINE: If a d iscussion  or p rob lem  does not  involve the en t ire team , d iscuss it  

p rivately.

1 W HAT'S UP
- W hat  do you have going  on  today? 
- W hat  m ajor tasks do you need to com plete? 
- W hat  d id  you learn  yesterday in  your MPD?

Daily Hudd le

3 TOP PRIORITY/TOP TASK
- W hat  is the MOST IMPORTANT th ing  you can do today to m ove your MPD 

forw ard? (This isn't "m ake ca lls," this is one specific task. For exam ple, 
"Follow-up with John Sm ith.")

- Did  you com plete yesterday's top  task?

2 GOAL UPDATE
- How  m any calls d id  you m ake yesterday? 
- How  m any F2F do you have today?
- How  m any F2F do you have schedu led  for the en t ire w eek?

COACHES ACADEMY HANDBOOKTo know  Christ , m ake Him  know n, and  help  others do t he sam e®
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15
MINUTES PERSONAL UPDATES

- Each team  m em ber shares one personal update and  one MPD update
- Celebrate and  encourage one another

W eek ly Hudd le

45
MINUTES

10
MINUTES PRAY TOGETHER

10
MINUTES REVIEW  INDIVIDUAL AND TEAM PROGRESS

- Share each team  m em ber's p rog ress tow ard  their ind ividual MPD act ivity
- Share the team 's p rog ress tow ard  the team  goal
- Give p raise w here appropriate
- Provide d irect ion  tow ard  the team  goal, if appropriate

W ORKSHOP
- Refer to the Workshop/Devo Calendar

15
MINUTES STUCKS

- Allow  team  m em bers to share an  MPD-related  act ivity they need help  on
- Invite other team  m em bers to em path ize and  offer insigh ts or solu t ions

25
MINUTES TIME IN THE W ORD

- Refer to Workshop/Devo Calendar

COACHES ACADEMY HANDBOOK

GROUND RULES

UPDATE YOUR KPI PRIORITIES: Your KPI p riorit ies m ust  be updated  before the Weekly 

Hudd le.

BE PREPARED: Fill ou t  your Weekly Hudd le in  Align  before the Team s call.

DO NOT MISS: The Weekly Hudd le shou ld  not  be m issed. All part icipants are asked to 

at tend  (even if on  vacat ion !) if possib le. 

To know  Christ , m ake Him  know n, and  help  others do t he sam e®
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20
MINUTES PERSONAL CONNECT

- Personal and  MPD h ighs/low s - Developm ent /Feedback.
- How  have you developed personally/p rofessionally? 
- How  is your MPD going? 
- Are you m oving  forw ard  on  your goals? 
- How  can I help? 
- Provide feedback/observat ions from  supervisor's perspect ive.

Support /Feedback 

- W hat  is one th ing  I can  im prove on  or help  you w ith? 
- How  is our com m unicat ion  going? 
- How  are you doing  guard ing  against  com parison? 

W eek ly Connect

5
MINUTES PRAY TOGETHER

15
MINUTES REVIEW  PRIORITIES/GOALS

- How  are you p rog ressing  (red , yellow, g reen)? 

- How  do you feel about  it? 

- W hat  needs to be changed/ad justed? 

- If beh ind /st rugg ling , how  do w e get  back on  t rack? 

- How  can I (or som eone else) help  you w ith  th is? 

10
MINUTES TOP TASK PLANNING

- Did  you get  last  w eek's Top Tasks done? Did  you learn  anyth ing? 
- W hat  are your Top Tasks to focus on  in  the next  w eek to keep your MPD 

m oving  forw ard? 
- Quest ions to help  d iscover and  clarify Top Tasks: 

- W hat 's w orking  w ell righ t  now ? 
- W hat 's not? (Ask to p rim e the conversat ion  if needed) 
- W hat  resources w ill you need? (Ask to d raw  out  detail/in fo) 
- W here do you need to focus your t im e th is w eek? (Ask to b ring  m ore 

d irect ion)
- Review  any act ion  item s for the w eek that  com e out  of th is conversat ion  

(You can add them  to the coachee's task list )

COACHES ACADEMY HANDBOOKTo know  Christ , m ake Him  know n, and  help  others do t he sam e®
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Expect at ions
COMMUNICATE

You MUST com m unicate w ith  your coach. If your coach calls you, you 

are expected  to contact  them  back w ith in  a day (even a text  back). If an  

issue arises, you are responsib le for com m unicat ing  w ith  your coach.

DAILY HUDDLE

We expect  you to at tend  3 out  of 4 Daily Hudd les per w eek. The on ly 

reason you shou ld  m iss a Daily Hudd le is if you have a F2F p lanned 

during  that  t im e, you are on  your Sabbath , or you do not  have in ternet  

connect ion . If you are going  to m iss your Daily Hudd le, you are 

responsib le for filling  out  your in form at ion  in  Align  beforehand and 

com m unicat ing  w ith  your coach.

W EEKLY HUDDLE

You m ay not  m iss a Weekly Hudd le during  the sum m er. Even if you are 

on  vacat ion  that  has been approved by your supervisor, you are st ill 

expected  to be at  the Weekly Hudd le.

UPDATE ALIGN

You are responsib le for updat ing  your KPI p riorit ies Monday-Friday and  

filling  out  your team  Daily and  Weekly Hudd les before the m eet ings 

beg in . If t hese act ions are not  com pleted  consisten t ly, w e w ill con tact  

your field  supervisors im m ediately.

COACHES ACADEMY HANDBOOKTo know  Christ , m ake Him  know n, and  help  others do t he sam e®
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Cash  Gift s

W hile fundraising , som eone m ay g ive you cash. If you receive cash, you 

need to get  a m oney order from  the bank for the am ount  of cash you 

w ere g iven (th is also goes for checks m ade out  to you personally, 

Venm o, or sim ilar m oney t ransfers).

Once you have the m oney order, fill ou t  the m oney order on  behalf of 

t he person w ho gave you cash and m ail in  the m oney order w ith  a 

com m itm ent  card  to the p rocessing  center (below ). Never send cash in  

the m ail!

Check  Gift s

Som eone m ay say they w ould  p refer to g ive via check instead  of cash. 

Give them  a com m itm ent  card  and  a g ift  p rocessing  envelope. They 

shou ld  m ake the check payab le to The Navig at ors and  include a note 

that  list s your Cost  Cen t er Num ber . Once they fill ou t  the check, they 

shou ld  also fill ou t  a com m itm ent  card  and  m ail both  to the g ift  

p rocessing  center (below ). If t hey p lan  to g ive m onth ly, t hey shou ld  

ind icate on  the com m itm ent  card  that  it  w ill be a m onth ly g ift . A new  

envelope and g iving  card  w ill be sent  to them  each m onth . 

Gift  Processing  Address

The Navigators

P.O. Box 50740

Colorado Springs, CO 80949-0740

To know  Christ , m ake Him  know n, and  help  others do t he sam e
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MPD Made Sim p le

- MPD Made Sim p le p rovides a com prehensive annual MPD p lan  

that?s b roken dow n in to b ite-sized , do-ab le, m onth ly act ions, so 

you nurture relat ionsh ips w ith  m in ist ry partners and  fund ing  

th rives. 

- If you do not  being  receiving  w eekly MPD Made Sim p le em ails, 

subscribe by em ailing  m pd@navigators.org . 

- Record  your challenge at  navs.m e/MPDMadeSim ple.

MPD Sprin t s (5K or 10K)

- Receive personalized  fundraising  coach ing  from  an MPD coach to 

reach your goals in  a specific t im e period . 

- Prog ram s beg in  in  January, March , June, and  Septem ber, and  

reg ist rat ion  opens a year in  advance. 

- Th is p rog ram  is righ t  for you if you are curren t  staff need ing  to 

raise $500+ in  new  m onth ly support  and  can ded icate 20 hours 

per w eek for 5 w eeks to raising  support . 

- Reg ister at  navs.m e/m pdsprin ts. 

MPD 5K

- A 9-w eek p rog ram  (2 w eeks of p reparat ion , 5 w eeks of focused 

MPD, and  2 w eeks of w rap -up) for curren t  staff w ho com m it  20 

hours per w eek to raising  support

MPD 10K

- A 13-w eek p rog ram  (2 w eeks of p reparat ion , 10 w eeks of focused 

MPD, and  1 w eek of w rap -up) for curren t  staff w ho com m it  10 

hours per w eek to raising  support  

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