
Financial Barriers and Solutions:  
Helping Gen Z Navigate Missionary Economics 

 
Financial obstacles represent the single most significant barrier preventing Generation Z from pursuing 
missionary calling. Across every interview conducted for this research, mobilization leaders identified 
finances as the primary point where interested candidates either move forward or disengage permanently. 
This challenge intensifies with Gen Z, who graduate with unprecedented student loan debt while facing 
support-raising requirements that appear insurmountable. Understanding both the financial reality Gen Z 
faces and effective solutions organizations have developed enables more candidates to overcome this 
barrier without compromising calling or financial integrity. 
 
This analysis examines the financial landscape from multiple perspectives: the actual numbers Gen Z 
confronts, why they process financial obstacles differently than previous generations, organizational 
policies that inadvertently create barriers, effective reframing strategies that reduce anxiety, creative 
funding models that work, and practical coaching approaches that help candidates move from 
"impossible" to "achievable." The goal is equipping organizations to address the most common reason 
called individuals never reach the field. 
 
PART 1: UNDERSTANDING THE FINANCIAL REALITY 
 
The Debt Crisis Context 
 
Generation Z graduates from Christian colleges with average student loan debt between $30,000 and 
$100,000. This represents a dramatic increase from previous generations and reflects broader shifts in 
higher education financing. Many Gen Z candidates pursued ministry preparation through Bible colleges or 
Christian universities specifically to prepare for missionary service—yet that very preparation created debt 
loads that now appear to prevent what they prepared for. 
 
The debt reality varies by institution and degree program. Students attending state universities with lower 
tuition but pursuing seminary training afterwards might carry $40,000-$60,000 in combined undergraduate 
and graduate debt. Those attending private Christian colleges for four-year degrees might graduate with 
$80,000-$100,000. Graduate programs add substantial additional burden. These numbers shock mission 
organizations formed in eras when college cost a fraction of current amounts and many missionaries 
completed education debt-free or with minimal loans. 
 
Beyond educational debt, Gen Z often carries consumer debt from living expenses during school years—
credit cards used to bridge gaps between financial aid and actual costs, car loans necessary for 
transportation to campus or internships, medical debt from procedures insurance didn't cover. Some 
organizations have policies limiting total non-educational debt to $10,000 or less before departure. For Gen 
Z, reaching that threshold while carrying substantial student loans feels overwhelming. 
 
Support Raising Requirements 
 
When candidates carrying $30,000-$100,000 in debt learn they must raise $50,000-$70,000 in annual 
support (plus 5% reserves), the combined financial picture appears impossible. As one mobilizer 
explained: "They're leaving college with anywhere between $30,000 and $100,000 in debt... Now you've got 
this debt. They need housing. They've got to get some type of job or place to live. There's all of these 
stacked upon realities that are very, very real. Then you say, and we want you to go through our process, we 
want you to raise your support... logically speaking, there's just no way I can ever get there from here." 
 



Support requirements vary by organization, ministry location, and family size. Single missionaries serving in 
lower-cost contexts might need $40,000-$50,000 annually. Families serving in higher-cost locations or 
requiring international schools for children might need $70,000-$80,000 or more. Organizations typically 
require reserves equal to 5% of annual support, adding another layer to the fundraising challenge. Some 
agencies require candidates to reach 80-100% of support goals before deploying; others allow departure at 
lower percentages with plans to complete fundraising from the field. 
 
The timeline for support raising adds another dimension. Organizations sometimes communicate 
optimistic 6-month projections, but actual experience reveals 1-3 years as more realistic timelines. One 
missionary noted: "Coming out of industry where success is rated by speed [6 months - 1 year], we needed 
to understand that support raising can be a lengthy process of 1-3 years." For Gen Z candidates already 
anxious about finances, learning that the fundraising phase alone might consume several years intensifies 
concern about opportunity cost and lost income. 
 
Why Gen Z Processes This Differently 
 
Previous generations might have responded to financial challenges with "Well, the Lord will provide, so I'm 
going to do it" and moved forward despite uncertainty. Gen Z processes financial obstacles differently—not 
from lack of faith but from heightened awareness of consequences. They have witnessed economic 
instability through COVID-19, seen missionaries struggle financially and return home, watched family 
members face foreclosure or bankruptcy, and understand that financial decisions made in their twenties 
create impacts lasting decades. 
 
As one mobilizer explained: "Gen Z, they've looked at the generations before them and what they can see is 
poverty. They can see that churches have not always supported their missionaries. There's anxiety—they 
really have seen what happens when a family doesn't have money... I think Gen Z is scared. They're really 
scared. I'm not talking about the believer that they don't have this concept that God will provide. That's not 
what I'm saying. I'm saying that I think when you've lived through COVID and you've seen the fear and the 
anxiety that has happened, I think that's imprinted upon them." 
 
This awareness leads to what mobilizers describe as "analysis paralysis." Gen Z candidates calculate: 
student loan payments, cost of living while fundraising, timeline to reach support goals, opportunity cost of 
years not working in their field, retirement savings foregone, financial position if they return from field with 
no savings. The cumulative picture overwhelms. Without practical help navigating these obstacles, they 
default to staying where they are, convincing themselves "that must not have been from the Lord because I 
can't get there from here." 
 
The Gen Z candidate is not wrong in their analysis. The financial challenges are real. The timeline is long. 
The opportunity costs are significant. The difference lies in whether organizations help them discover 
pathways through the obstacles or leave them to conclude the barriers are insurmountable. As one 
mobilizer noted: "I think where I get a little bit worried is when the practicality and the rightful questions and 
concerns become an excuse not to do the thing that God's asked you to do." 
 
PART 2: ORGANIZATIONAL POLICY CONSIDERATIONS 
 
The Debt Limit Problem 
 
Many mission organizations maintain policies limiting debt candidates can carry when deploying. Common 
limits include "no debt over $10,000 except educational debt" or "educational debt acceptable but all 
consumer debt must be eliminated." These policies emerged in contexts where most missionaries 



graduated with minimal debt and made sense for preventing financial crisis on the field. However, applied 
to Gen Z's reality, they create nearly impossible barriers. 
 
Consider the candidate with $60,000 in student loans, $8,000 in credit card debt from living expenses 
during school, and a $12,000 car loan. Under a "$10,000 non-educational debt" policy, this candidate must 
eliminate $10,000 of debt before even beginning the application process. If working entry-level jobs while 
fundraising, paying down that debt could take 1-2 years. Meanwhile, student loan interest accrues. The 
candidate feels trapped: can't apply until debt is reduced, can't reduce debt quickly on modest income, 
can't pursue higher-paying work because that would delay missions preparation. 
 
Some organizations recognize this dilemma and have begun reconsidering policies. One agency's board 
leadership stated: "Our board's concern is, if you're out on the field and you've already left at a high debt 
level, then what happens is you want to come off the field." This concern is valid—missionaries struggling 
with debt payments while raising support face enormous pressure. However, the solution may not be 
prohibiting departure with debt but rather helping candidates address debt strategically before or during 
support raising. 
 
Organizations exploring alternatives include: bridge loans from the agency to pay off high-interest debt, 
allowing the candidate to repay the agency interest-free over time; matching programs where the 
organization contributes toward debt reduction for every dollar the candidate raises; higher debt limits with 
required financial counseling and accountability; debt payment plans incorporated into support budgets, 
enabling supporters to contribute toward debt elimination. Each approach has advantages and trade-offs, 
but all demonstrate willingness to help candidates navigate real obstacles rather than simply declaring 
them disqualifying. 
 
Support Level Requirements and Reserves 
 
Organizations set support requirements based on actual field costs plus administrative percentages. These 
calculations are not arbitrary—they reflect genuine expenses missionaries will face. However, Gen Z 
candidates sometimes perceive requirements as unnecessarily high or question why overhead 
percentages seem large. Organizations must be prepared to explain transparently: what does this support 
level actually cover? What do administrative costs fund? How do we arrive at these numbers? 
 
The 5% reserve requirement particularly challenges Gen Z understanding. Organizations require reserves to 
protect missionaries from support loss volatility—if several donors cancel, reserves provide buffer 
preventing immediate crisis. This wisdom makes sense to those who have experienced support fluctuation. 
But to Gen Z candidates already overwhelmed by the base support target, adding 5% feels like making an 
impossible task even harder. 
 
Organizations might help by reframing reserves as emergency fund rather than additional fundraising 
burden—something you build over the first year rather than before deployment. Or by explaining: "Of the 
$50,000 you're raising, $47,500 supports your actual work and life; $2,500 creates security for you and your 
family." Transparency about how support dollars are used and why reserves protect missionaries rather 
than burdening them can shift Gen Z perception from "unreasonable requirement" to "wise provision." 
 
Timeline Expectations 
 
Organizations sometimes communicate optimistic support-raising timelines that don't match actual 
experience. Telling candidates "most people raise support in 6-9 months" when actual median time is 18-
24 months sets false expectations leading to discouragement. As one missionary reported: "Coming out of 



industry where success is rated by speed, we needed to understand that support raising can be a lengthy 
process of 1-3 years." Gen Z particularly needs realistic timelines because they're planning life 
transitions—ending current jobs, relocating, timing with spouse's career, considering when to start 
families. 
 
Organizations serve candidates better by providing realistic ranges: "Support raising typically takes 12-36 
months depending on your network size, church support level, and time you can invest in fundraising. Most 
of our missionaries reach full support within 18-24 months." This honesty helps candidates plan 
appropriately. It also reduces the guilt and discouragement that come from missing artificially short 
timelines. 
 
Organizations should also consider whether policies requiring 100% support before deployment serve 
candidates well. Some agencies allow departure at 80-90% support with plans to complete fundraising 
from the field or through agency assistance. This flexibility can shorten pre-field timelines significantly. The 
trade-off is managing financial stress on the field, but for many candidates, beginning field service at 85% 
support feels more achievable than waiting additional months or years to reach 100%. 
 
PART 3: REFRAMING AND TRAINING SUPPORT RAISING 
 
From "Asking for Money" to "Inviting Partnership" 
 
The most effective reframing organizations employ shifts language and conceptual framework from "asking 
people for money" to "inviting people to be part of what you're going to do." This distinction matters 
enormously for Gen Z candidates who already feel anxious about fundraising. As one mobilizer explained 
his approach: "I tell them not to ask for money—instead, convey to friends, family, church your desire of 
what you want to do in ministry, what you're going to be doing, why it excites you. Get them excited about 
where you're going and what you plan to do. Then invite them to be part of that through helping financially 
to cover what it's going to cost to do what God has called you to do." 
 
This reframing works because it shifts the candidate's mental posture. They're not begging or asking 
favors—they're offering opportunity for others to participate in kingdom work they cannot do personally. 
The candidate becomes conduit rather than supplicant. Ministry becomes shared endeavor rather than 
individual burden. Financial gifts become expressions of partnership rather than charity. One mobilizer 
noted: "When young people start raising support that way, they feel better doing it than just asking for 
money." 
 
Organizations can strengthen this reframing by teaching candidates to view their missionary calling as 
church ministry extension. The local church sends missionaries, but not everyone in the church can go. 
Those who remain support those who go, enabling everyone to participate in fulfilling the Great 
Commission. Support raising becomes the practical means by which whole churches engage in missions, 
not just those physically deployed. This theology of partnership reduces shame around fundraising and 
elevates it as legitimate ministry mobilization. 
 
For introverted Gen Z candidates particularly anxious about support raising, this reframing provides crucial 
permission to proceed. They're not selling themselves or begging—they're inviting community to join what 
God is doing. The candidate represents opportunity for others' kingdom investment. Organizations report 
that candidates embrace this framework more readily than traditional fundraising language and experience 
less paralysis when beginning the process. 
 
 



Coaching Through the Fundraising Anxiety 
 
Gen Z candidates benefit from specific coaching addressing fundraising anxiety directly. Organizations 
providing comprehensive training report better outcomes than those assuming candidates will figure it out 
independently. Effective training includes: writing compelling support letters that tell story rather than 
make appeals; creating presentation materials explaining ministry vision and financial needs; identifying 
and prioritizing potential supporters based on relationship and capacity; developing communication plans 
for consistent updates throughout candidacy and field service; handling rejection or small commitments 
without discouragement; managing awkwardness with family and friends about financial conversations. 
 
One organization's approach illustrates effective coaching: "We're going to provide you a fundraising coach 
that you can contact at any time, and they're going to train you and coach you along the way. They're going 
to be your cheerleader." This ongoing support matters more than initial training because candidates face 
discouragement, rejection, and unexpected obstacles throughout fundraising. Having someone to process 
setbacks with, celebrate progress with, and receive strategic guidance from prevents the isolation that 
leads many candidates to quit. 
 
Organizations also help by breaking the overwhelming total into manageable pieces. Rather than "you need 
to raise $60,000," effective coaches say: "You need to identify 100 people in your network who might 
support you. Of those, maybe 40 will commit. If 40 people give an average of $125/month, you reach your 
goal. Let's start by listing everyone you know—family, friends, church members, former teachers, work 
colleagues, everyone. Don't decide yet who to approach, just list them." This concrete, step-by-step 
process reduces paralysis. 
 
Churches can also provide fundraising coaching, recognizing that candidates struggling to raise support 
might not reach the field, wasting the church's investment in sending. Some organizations help churches 
understand their role in support-raising success: introducing the candidate to congregation, providing 
access to small groups and Sunday school classes, connecting the candidate with church members who 
understand fundraising from business experience, allowing the candidate to share in services and ministry 
contexts. Church partnership in fundraising dramatically increases success rates. 
 
Realistic Timeline Communication 
 
Organizations serve candidates well by discussing fundraising timelines honestly from the first substantive 
conversation. Rather than waiting until candidates have invested months in application before revealing 
"this will take 1-3 years," effective mobilizers introduce reality early: "Building a support team typically 
takes 12-36 months. This isn't because you're doing anything wrong—it's just the nature of this process. 
People need time to consider, pray, talk with spouses, adjust budgets. You're asking them for multi-year 
commitments, so they need time to decide." 
 
This honesty also includes explaining what candidates will do during support-raising years. They're not just 
waiting—they're engaging in pre-field training, taking intensive language courses, building relationships 
with sending churches, participating in cohort discipleship programs, possibly working part-time to 
manage living expenses. The fundraising phase becomes preparation phase rather than limbo. 
Organizations providing structured engagement during these years retain candidates better than those 
leaving them to raise support in isolation. 
 
Organizations might also help candidates understand fundraising as spiritual formation rather than merely 
logistical hurdle. The process requires depending on God's provision, building community through 
vulnerability, learning to receive rather than only give, developing communication skills essential for field 



ministry, and experiencing God's faithfulness when circumstances seem impossible. Reframing fundraising 
as discipleship rather than obstacle helps candidates persist through difficult periods. 
 
 
PART 4: CREATIVE FUNDING MODELS AND PRACTICAL SOLUTIONS 
 
The Diffusion Model 
 
One organization developed an alternative support-raising approach called the "diffusion model" that 
proves particularly effective with younger generations. Rather than pursuing 10-15 donors giving $300-500 
monthly (the traditional approach), candidates build networks of 250 people each committing $10 monthly. 
This model distributes financial risk—losing one donor means losing $10 rather than $300. It also enables 
broader participation from peers and others without significant financial capacity. 
 
The diffusion model aligns well with Gen Z's relational networks. They know many people through social 
media, college, church, and other contexts—but few with substantial financial resources to give large 
amounts. Asking someone to join a support team at $10/month feels much more accessible than asking 
for $100-200/month. The lower ask also reduces perceived pressure in relationships—candidates worry 
less about damaging friendships by asking for support. 
 
Organizations implementing diffusion models provide training on: building and maintaining large support 
networks (250 people requires significant relationship management); using technology for automated 
giving and communication; creating engaging content that keeps supporters connected to ministry; 
transitioning supporters from $10 to higher amounts over time as capacity grows; celebrating the 
community aspect rather than just financial results. The model requires different skills than traditional 
fundraising but proves effective for candidates who struggle with conventional approaches. 
 
Bridge Loans and Debt Assistance Programs 
 
Several organizations explore providing bridge loans to help candidates eliminate high-interest debt before 
or during support raising. The logic: if a candidate carries $15,000 in credit card debt at 18-22% interest, 
they're paying $3,000+ annually in interest. If the organization loans $15,000 interest-free, repayable over 3-
5 years from support or personal income, the candidate saves substantial money and eliminates a 
psychological barrier. The organization's risk is limited—they're loaning to candidates they've already 
assessed as qualified, and repayment can be structured through support budgets. 
 
Some organizations offer matching programs: for every dollar a candidate pays toward debt elimination, 
the organization contributes from benevolence funds. This approach incentivizes candidates to work 
aggressively at debt reduction while providing meaningful assistance. A 1:1 match could cut debt 
elimination time in half. Organizations report that even modest matching programs demonstrate care that 
builds loyalty and persistence. 
 
Other creative approaches include: connecting candidates with financial counseling services that 
negotiate debt reduction with creditors; helping candidates refinance high-interest debt into lower-interest 
consolidation loans; providing emergency grants rather than loans when candidates face unexpected 
expenses during fundraising; enabling candidates to include debt payment in support budgets so 
supporters can contribute directly to debt elimination as part of supporting the missionary's preparation. 
 
Each approach requires careful policy development to ensure fairness, prevent abuse, and maintain 
financial sustainability. However, organizations that declare "we can't help with debt" while knowing debt 



prevents called individuals from reaching the field miss opportunities to remove barriers blocking kingdom 
work. 
 
Bi-Vocational and Business as Mission Models 
 
Business as/for Mission (B4M) and tentmaking approaches offer alternatives to full support raising that 
appeal particularly to Gen Z candidates with marketplace skills. Rather than raising $60,000 in support, 
candidates might start businesses generating income while providing platform for ministry presence in 
creative-access contexts. Some organizations specifically emphasize B4M as the future of mobilization, 
recognizing it addresses financial barriers while opening doors in restricted contexts. 
 
Effective B4M requires different organizational infrastructure than traditional missionary support. 
Organizations must provide: business planning assistance and training; legal guidance for establishing 
businesses in foreign contexts; mentoring from experienced B4M practitioners; realistic expectations about 
income generation timelines; hybrid funding models combining partial support with business income; 
accountability structures ensuring business serves ministry rather than replacing it. 
 
One organization described their B4M approach: "You start a business, you intend it to be a profitable 
endeavor, you're creating wealth, you're creating jobs so you can employ people that go to church and 
you're tithing back your profits so that you can support a pastor of that church." This definition ensures 
genuine business activity within full integrity while explicitly connecting it to church planting and ministry 
objectives. 
 
For Gen Z candidates with entrepreneurial gifting, B4M provides exciting alternative to traditional support 
raising. They use professional skills rather than feeling those skills wasted. They generate income rather 
than depending entirely on donations. They create jobs and economic development serving communities 
rather than just receiving support. Organizations positioning themselves to facilitate B4M may mobilize 
candidates who would never complete traditional support raising. 
 
Second-Career and Older Missionary Approaches 
 
While this paper focuses primarily on Gen Z, organizations also address financial barriers facing second-
career missionaries—often empty-nesters or early retirees with different financial situations. These 
candidates typically have resources Gen Z lacks (home equity, retirement savings, established careers) but 
face different challenges (leaving stable income, retirement timing, aging parent care, adult children's 
reactions). 
 
Organizations serving second-career missionaries provide: financial planning assistance for transitioning 
from careers to support-based ministry; guidance on managing retirement accounts while serving 
overseas; flexible support models allowing partial support supplemented by retirement income; shorter-
term commitments (2-3 years rather than career-length) that don't require liquidating all assets; roles 
leveraging professional expertise rather than requiring complete career shifts. 
 
Some principles from second-career mobilization apply to Gen Z: meeting candidates where they are 
financially rather than forcing identical paths; creative funding combining multiple sources rather than 
assuming one model fits all; realistic timelines acknowledging different life stages require different 
preparation periods; roles that leverage existing skills rather than requiring completely new preparation. 
 
 
 



PART 5: ADDRESSING THE UNDERLYING THEOLOGICAL QUESTIONS 
 
Faith and Financial Prudence 
 
Gen Z's careful financial analysis raises theological questions some older generation missionaries or 
mobilizers might ask: "Don't they just need to trust God and go?" This question deserves thoughtful 
response rather than dismissal. Yes, missionary calling requires faith—but faith and prudence need not 
oppose each other. Abraham demonstrated faith by leaving Ur, but he also took his possessions and 
planned the journey. Paul demonstrated faith in his missionary journeys, but he also made tents to support 
himself when needed and accepted financial support from churches when offered. 
 
The question isn't whether Gen Z should trust God—it's whether organizations should help them navigate 
practical obstacles or leave them to interpret those obstacles as God closing doors. One mobilizer 
captured this tension: "I think most struggle more with the in between—that transition process. They're 
concerned about the logistics. People want to know how am I going to sell my house? How am I going to 
transition from my career to another career? How am I going to raise $150,000 in missionary support? 
Those are the scary things. The process of getting ready to go feels harder than the actual field." 
 
Organizations can affirm both faith and prudence by: teaching that God often provides through human 
assistance and organizational structures, not just direct miraculous intervention; acknowledging that 
counting cost is biblical wisdom Jesus commended, not lack of faith; demonstrating through practical help 
that God uses His people to enable His people; refusing to spiritualize away real obstacles while 
simultaneously trusting God provides solutions; modeling faith by investing organizational resources to 
help candidates overcome barriers. 
 
When organizations declare "if God called you, He'll provide" but offer no practical assistance, they leave 
candidates wondering whether lack of provision indicates lack of calling. When organizations acknowledge 
obstacles as real but help candidates overcome them, they demonstrate God's provision often comes 
through His people's wisdom and generosity. 
 
The Calling Question 
 
Perhaps the most difficult question financial barriers raise: "If I can't overcome the financial obstacles, 
does that mean I'm not really called?" Many candidates who disengage due to finances conclude that 
impossibility indicates misunderstanding of calling. Organizations must help candidates navigate this 
discernment carefully, avoiding two opposite errors: telling everyone they're called regardless of obstacles, 
or suggesting all obstacles indicate lack of calling. 
 
Wise mobilizers help candidates distinguish between: obstacles revealing lack of readiness (spiritual 
maturity, life stage, preparation) versus obstacles requiring creative solutions but not indicating wrong 
calling; obstacles others can help them overcome versus obstacles only they can address; obstacles 
common to everyone versus obstacles unique to their situation signaling misfit; temporary obstacles 
requiring patience versus permanent obstacles suggesting different paths. 
 
The research revealed that "lacking clear guidance" tops the list of barriers for aspiring missionaries but 
barely registers for current missionaries—suggesting either the barrier is surmountable or only those who 
overcome it reach the field. Organizations that provide comprehensive guidance help more called 
individuals overcome obstacles rather than losing them to discouragement. 
 
 



CONCLUSION: FROM IMPOSSIBLE TO ACHIEVABLE 
 
Financial barriers preventing Gen Z from pursuing missionary calling are real, substantial, and significantly 
different from what previous generations faced. Organizations cannot simply expect Gen Z to "trust God 
and go" as some earlier generations did—the financial landscape has changed too dramatically. Student 
debt loads are unprecedented. Support requirements reflect genuine field costs that haven't decreased. 
Timeline realities mean years of fundraising during prime career-building years. 
 
However, organizations demonstrating that financial obstacles, though real, are surmountable through 
strategic assistance find Gen Z remarkably responsive. When mobilizers introduce financial reality honestly 
but follow immediately with "Here's how we help you navigate this," candidates move from "impossible" to 
"achievable." When organizations invest in candidates through bridge loans, financial counseling, 
comprehensive fundraising coaching, or alternative funding models, they demonstrate that God often 
provides through His people's wisdom and generosity rather than direct miraculous intervention. 
 
The key lies in taking Gen Z's financial concerns seriously rather than dismissing them as lack of faith. Their 
thoroughness reflects wisdom. Their questions are valid. Their anxiety is understandable given what they've 
witnessed and experienced. Organizations that provide substantive answers, practical assistance, and 
creative solutions help candidates overcome the single biggest barrier to missionary service. Those that 
offer only spiritual platitudes or declare financial obstacles disqualifying will lose an entire generation of 
potential missionaries—not because Gen Z lacks faith but because organizations failed to help them apply 
faith to real obstacles. 
 
 
Questions for Reflection and Discussion 
 
1. What is your organization's actual average timeline from application to full support? How does this 
compare to what you communicate to candidates? Should you adjust either timeline expectations or 
communication? 
 
2. Do your debt policies create impossible barriers for Gen Z? What would reconsideration require? What 
trade-offs would alternative approaches involve? 
 
3. How comprehensively do you train candidates for support raising? Do you provide ongoing coaching 
throughout the fundraising process, or primarily front-load training? 
 
4. What creative funding models (diffusion approach, bridge loans, debt assistance, B4M) might your 
organization explore? What would implementation require? 
 
5. How do you help candidates theologically process financial obstacles? Do your mobilizers know how to 
affirm both faith and prudence? 
 
6. What resources do you provide for candidates during the 1-3 year fundraising phase? How do you keep 
them engaged and progressing? 
 
7. Could your organization's support requirements or reserve policies be explained more transparently to 
help Gen Z understand the rationale? 
 
8. What would it take to help churches understand their role in fundraising success and provide more 
robust support to candidates? 


