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A note from Guy...

What a treat this is. Below is an article written by my good friend Jerry Twombly 

who is a veteran in the world of strategic funding for Christian organizations. 

He has an impressive list of clientele, including The Salvation Army, Habitat for 

Humanity and so on. In the past 35 years Jerry has raised over $2 Billion dollars for 

his clients.

Enjoy… 

Guy Richards

Chief Branding Officer 

Prv. 3:5-6 

How to Define Targets and Partners?

In the world of development there are two kinds of people: targets and partners. 

There’s a humorous cartoon drawn by Gary Larson that depicts three deer at a water hole. One huge 

buck has a distinguishing birthmark that looks remarkably like a target. One of the deer looks up and says, 

“That’s a heck of a birthmark, Hal!” 

Imagine Hal, walking through the forest in the crosshairs of every hunter; not a very pleasant place to be!  

Unfortunately, our profession tends to produce lists of individuals who we feel might have an interest in 

supporting our organization. We write their name down and begin to treat them like a hunter in search or 

prey.  They’re simply targets we’ve identified. We know little about them, their interests, and their passions. 

Let’s face it, most everyone that supports us was once a target. Someone told us about them and we jotted 

their name down. But in the process of building relationships something changed; they moved from being 

simply another name on the database to become a critical partner in enabling us to fulfill a common vision.

Partners just don’t automatically become partners. They need to be invited. And that’s an intricate 

developmental process that takes time and some concentrated attention.  There’s a sacrifice involved and 

there’s benefit to be realized. Here’s an idea--why don’t you schedule a meeting with someone this week.  
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It could be a luncheon, a visit at a local bistro, or just a casual conversation. Get to know the individual 

by asking questions like, “What is really important to you?” Take the time to focus totally on them. Learn 

to ask questions, try to “get inside” someone; to really understand them and what makes them tick. As a 

relationship develops there will come an opportunity where you might choose to ask another question, a 

question that might go something like this, “can you help me to understand the things I might do that could 

be effective in capturing the imagination of people like you?” Listen carefully to what is being said.  And 

focus on the pronouns! If there ever comes a time when someone says, “we could do this,” or “I could help 

you here . . . “ then you know something very developmentally significant just happened--you’ve gained a 

partner!

Not everyone can give money. But everyone we be a client. See people as God sees them, seek to identify 

and cultivate their giftedness, and help them find a place where they can use their gifts to impact the 

Kingdom of God. Maybe it will be in partnership with you!

 

About Abiah

Abiah is a brand consulting and design firm that helps Christian organizations leverage their 

uniqueness and communicate more effectively to reach people for Christ. For more articles and 

tools or to see our case studies and portfolio, visit www.abiah.com. Have a question about your 

situation? Call us toll free at 866 982 2424.
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