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Sowing Seeds through Marketing

To some marketing is a dirty word. It turns their stomachs and fires them up emotionally. I

remember a pastor once telling me, “Marketing, I don’t get it! You never see Jesus using a

postcard!” To which I replied, “I never saw Jesus use a microphone either. What’s the difference?”

If we get past the emotion of the word and take a fresh look at it, I believe more people will be

reached through our churches.

So what is marketing? It is building a relationship with people who don’t know you or are not

connected relationally with your people. Marketing is sharing a testimony with people who know nothing

about your church or your message. Marketing is casting seeds out and prayerfully trusting God that it will fall on

receptive hearts. Marketing is a way to do mass evangelism efforts through the local church. Marketing is a way to

“brand” your image and uniqueness throughout your city. Marketing is a way to create buzz and pique interest in a

world where everything is vying for their attention.

Here are the first 4 of 17 practical insights for marketing your new church:

1. Depend upon God’s Spirit and not marketing. Remember only God can draw people into a relationship with

him. Marketing is only a method. The Spirit is the life giving power. Prayer and fasting will be critical for you and

your church to express its dependence on God. “Some trust in chariots and some in horses, but we trust in the

name of the LORD our God.” Psalm 20:7

2. Choose your marketing approach wisely. There are two basic categories of marketing tools: 1) A specific

invitation to an event or a series of messages. 2) General awareness of the church and its vision. Many planters

and pastors get frustrated because they invest in general awareness marketing expecting immediate results. If

you have a limited budget always go for the specific invitation marketing.

3. Remember the law of large numbers. Not understanding this law sours a lot of pastors and church planters

towards marketing. A planter with deep frustration was telling me about his failed marketing attempt. When I

asked how many pieces he sent out he replied, 5,000. I began to explain to him that with the best of conditions

direct marketing will deliver about ! of a percent. In his circumstance that would be about 25 people (which on

that particular Sunday he had doubled his attendance!) After hearing this he went from being discouraged to

encouraged and had a fresh perspective on the realities of marketing. Just think if he would have sent out 25,000!

50,000 =250

25,000 = 125

20,000 = 100

10,000 = 50

4. Use a layered approach as much as possible. Do multiple touches throughout the community for at least 30-60

days. If this is done well it can produce a growth thrust for a new church. For example:

Billboards or yard signs creating interest and buzz.

Newspaper articles providing credibility.

Personal invitations arming your inviters.

Personal email invitations for your shy inviters.
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Direct mail making a specific appeal.

Direct mail for your Òsecond popÓ event.

Special note: A Òsecond popÓ event is a special Sunday emphasizing a special guest testimony from a credible

personality in the community or a special musical guest that your people will invite their friends to. One of my

church planters launched his church last fall. He had his Grand Opening Sunday, October 2 with 147 at their first

service and four weeks later had a friend, a former Chicago Bears football player and College All-American, share

his testimony and exceeded his launch considerably. Now he is averaging his launch number every Sunday,

which places him in the top echelon of church plants within our region.

Excerpt from FirstSteps for Planting a Missional Church
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Good stuff Gary...thanks so much. I work with churches all over the country and it is so hard to get them to understand that

they must set aside funds on purpose to market (build a relationship) to their community. In a day when most churches are

under 75 and money is tight for them, churches view this expense as not as important as paying the light bill. What they don't

understand is that Jesus has commissioned us to go forward and move outward and when hearts are reached for Christ, lives

are transformed and come to worship at the place that reached out to them. Then...those funds that a church had to vision to

set aside to market themselves in the community pay back ten fold. Survival is not an option for the church...and the Great

Commission is a command.

Thanks again...I like what you do.

Posted by: Andy McAdams | October 17, 2008 at 05:04 AM

Thanks Andy,

The general rule is: If churches are going to impact their communities and break growth barriers they will need to spend 5-10%

of their budget in some form of marketing

Posted by: Gary Rohrmayer | October 19, 2008 at 06:59 AM
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Sowing Seeds through Marketing - Part 2

Marketing in its base form is building a relationship with those within reach of your ministry who

know nothing about your church or are disconnected from your people.  This week we will

continue with another set of practical tips for sowing evangelistic seeds through effective

marketing.

5. Pick the best time to do your Grand Opening or Big Sundays. In Acts 2 we see that God launched

the Church on the day of Pentecost.  This was no accident!  There are theological, historical and

sociological implications to this date.  Pentecost, which means “50” was the final celebration of the

Feast of First Fruits which happened 50 days earlier.  At this Feast God’s people were to give a free-will offering

(Deuteronomy 16:9-10) celebrating God’s provision.  Theological and historical significance was that the Feast of

First Fruits started on the Resurrection Sunday and ended on the Day of Pentecost. So we see that the church was

born out of the first fruits of Christ’s sacrifice. The sociological significance was that Pentecost or the Feast of Weeks

was one of three annual pilgrim feasts (Deuteronomy 16:16) where God’s people from all over the world came to

celebrate.  This is why we see such an array of people and languages in Acts 2:5-11.  Pentecost was no accident. It

was strategic and that is one reason why three thousand were added to the church that day.

What are the implications for church planting?  1) We need to look at our communities and discover those times

when people are more receptive to the Gospel or attending a church event.  2) We need to look for times when

something is in a start up mode, for example; the starting of the new school year.  In our experience we have seen

three seasons to do Grand Openings or Big Sundays:

Fall: Late September-Early October<="<" li="li">

Lenten Season: February-March (The Sunday after the Super Bowl)

<="<" li="li">

Easter: Late March-early April

The best time for launching a new church is in the fall because you have nine months before you face the summer

slump.  The second best time for launching a church is four weeks before Easter.  This gives you more time before

summer hits and it gives you the advantage of the “second pop” or second Big Sunday of Easter.  The third is to

launch on Easter.

6. Repetition is the key.  The old adage is that it takes “six to stick.”  That means it takes six images or appeals for

you to get people’s attention enough to take action.  Personally I believe it takes more than six touches in building

relationships with unchurched or irreligious people, because the devil and everything else in our culture is

bombarding these people with the message that they don’t need church, church is irrelevant don’t waste your time

there.  Marketing programs that are ineffective are marketing programs that are short lived.  As a planter you will

need to figure out how to find the funding to keep touching your community with positive messages and warm

appeals.

For years we have used two to three mass mailing campaigns in the grand openings of our new churches.  Recently

I have discovered a rule of thumb from Dave Ferguson that it takes three mailings to create awareness and five

mailings to create action.  In the launching of their campuses and new churches they send out five mailings to

their target audience within a three week period before their launch date.  The quicker you can get to six touches the
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bigger the impact you will make.

7. Address felt needs in your community and not programs in the church.  Those who are spiritually seeking are

interested in felt needs, believers are interested in programs. What are the felt needs in your community that will

grab people’s attention and cause them to re-enter church or enter church for the first time?

8. Create interest in the minds of your target audience. When creating your marketing piece use good questions with

strong images, they have a way of piquing interest and sticking in peoples hearts.  Here are a few ideas:

<="<" li="li">Are your dreams fading?

<="<" li="li">Are you stuck in a rut?

<="<" li="li">Do your relationships need a lift?

<="<" li="li">Do you need a vacation?

<="<" li="li">Are your kids getting the best of you?

Relevant message series create interest and provide optional dates for people to attend.  Anything on relationships,

family, money, or current issues will grab people’s attention.   I did a series of messages on “stress” and taught

through the book of Philippians because the biblical antidote for stress is joy, the theme of Paul’s letter.  The church I

attend now did a series entitled “Dinner Table Taboos” and tackled the tough topics of abortion, homosexuality and

social justice.  We saw the attendance rise after each message. Good message series can create and sustain buzz

in your community.

Special guests are another way to create interest in your community.  I am stunned at how a ten minute testimony of

a local athlete or television personality can pique the interest of a whole community.  The first time I did this was with

a well-known basketball player, broadcaster and business man from our region. We decided to do a Special Sunday

event in the middle of July.  At the time we were averaging about 70-80 people on Sunday mornings.  We did two

newspaper ads, a newspaper insert and a press release with a follow up article.  That Sunday we had a 169 people

attend our service and never went under a 100 again.  By the fall we were averaging over 170 people every Sunday.

Special guests not only create interest but also establish the one thing that every new church struggles with and that

is “credibility.”  I constantly heard people saying, “If (special guest) is going to be at that church that meets in the

school I better check it out, there might be something to it.”  Special guests also fire up the invitational network of

your church.  It creates multiple conversations and opportunities for your people to invite those in their sphere of

influence.

9. Always ask for a Specific Response.  Too much marketing by churches are general awareness announcements

not specific invitations. Remember that marketing is an invitation.  Be specific in what you are inviting people to. 

Use phrases such as…

Join us for our Grand Opening.

Will you invest 5 weeks to building a stronger family?

Be our special guest this weekend.

You are invited to experience a new beginning with us.

Make a simple appeal that expresses sincerity, genuine concern and pure excitement for what you are inviting

people to.  Remember, you are asking people to break their routine and invest their time with you.

You may also invite them to a Big Sunday, say Easter, while also announcing a new series of messages starting the

following Sunday.  This way you can get six to seven weeks of use from one marketing piece.

Excerpts from FirstSteps to Planting a Missional Church
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Sowing Seeds through Marketing Part 3

Every church has a marketing plan!  The only difference is that some are better than others! 

When I think of marketing I think of building a relationship with those within reach of your

ministry who know nothing about your church or are disconnected from your people.  This week

we will continue with another set of practical tips for sowing evangelistic seeds through effective

marketing.

10. Be positive and never criticize other churches. Only Satan wins when we as the Church send

out negative messages about other churches in our community.  Here are a couple of examples:

Tired of falling asleep in church?

There will be no hymn singing or Bible banging at…

Is this you! (Picture of a little boy falling asleep in a suit-tie in a traditional church)

One pastor told me, “If I criticize other churches how can I pray the Lord’s Prayer?   Thy kingdom come!”   The

kingdom comes in a variety of ways and expressions.  Your church will not reach your city alone; it takes many kinds

of churches to reach all kinds of people.

11. Never delegate the final marketing decision.  As a church planter you must see the final copy. You can

delegate the details but NEVER delegate the decision on the final product.  Your name, reputation and the image

of the church are deeply tied to the marketing vehicle you choose.

12. Include map, phone number, address, date, email, web page and picture of the pastor. Don’t miss these

details! It is amazing how many times these details are missing in expensive marketing pieces.

13.  Know the key word in marketing - “You.” There are six questions people will ask when they receive your

marketing piece.

Who are you?  Think about ways you would describe your church in terms that connects with your target

group.

What do you want?  Be specific about your request.

Are you talking to me?  Be relevant to your target audience.

So what? Are you creating interest and grabbing their attention?

Why should I believe you?   Creditability is the issue.  Think of ways you can become more creditable to your

target audience.

Will I like you?  Are you the type of person I would hangout with?  Make sure the picture you use represents

your target audience.

You must answer each of these questions before your audience does. Use these questions as a guide during the

designing stage.

Excerpts from FirstSteps to Planting a Missional Church
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