






Leverage is the single word that best describes the heart of Mission Increase Foundation. 

For Dale Stockamp and Ron Post, the businessman and ministry leader who combined their passions and 
gifts to launch the Foundation in 2001, Mission Increase Foundation (MIF) is about multiplication: enhanc-
ing the skills of ministry leaders so that they can grow their support base and increase the number of people 
they serve. Unlike most foundations, MIF focuses on capacity building (as opposed to direct social services). 
Even more uniquely, it hones in specifically on fundraising capacity and provides a blended menu of training, 
consulting, and grant making. It offers its services for free.

In summer 2009, MIF contracted with the Sagamore Institute’s Center on Faith in Communities (Sagamore) 
to conduct a detailed examination of its activities and influence. Sagamore prepared an online survey for MIF 
constituents and conducted onsite interviews with staff, Board members, and nonprofit directors from two of 
MIF’s six branch offices. Sagamore also completed 43 telephone interviews with ministry leaders. Our study 
sought to gain insight into the ways that involvement with MIF had influenced participating nonprofits, and in 
particular, what differences such involvement had made on the ministries’ donor development performance. 
We also sought to understand what makes MIF unique from other foundations and training organizations. 

In its early years, MIF focused initially on intensive consulting and grant making. In 2006, MIF began placing 
greater emphasis on providing free fundraising training (not tied to grants) for nonprofit leaders. That same 
year the Foundation also began expanding its services into new regions by opening new field offices. These 
two moves significantly increased MIF’s reach. In 2006 it hosted 11 events serving 113 unique attendees from 

68 nonprofit organizations.  By 2008 it was hosting 
280 events serving 1,977 unique attendees from 924 
nonprofits. From its inception to December 2009, 
MIF has made 437 grants totaling $18,556,641 
to 185 organizations 1.  The highest proportion of 
grantees is in Portland, where MIF began and is still 
headquartered. Overall, MIF has influenced close to 
1000 nonprofits through 
its various services.  

With few exceptions, MIF targets only Christian, 
direct service nonprofits of annual budgets between roughly $200,000 and $2 million dollars. Roughly two-
thirds of MIF’s constituents come to them with little prior training in fundraising/donor development. Most 
nonprofit leaders interviewed reported that ample opportunities for fundraising training were available to them 
in their locales—as long as they could afford them and 
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did not insist on training that was explicitly Christian. In almost every case, only MIF offered free training, and 
MIF’s programs were typically among only very few options that were explicitly faith-based. 

MIF teaches a comprehensive “transformational giving” paradigm to trainees that differs in important ways from 
traditional fundraising instruction.  MIF’s training focuses on helping nonprofit leaders to increase volunteer 
involvement in their ministries. It encourages trainees to provide a wide menu of hands-on involvement opportu-
nities and to walk alongside volunteers as they become more deeply invested with the ministry. Such volunteers 
are coached to become champions of the organization, using their influence within their own social network to 
spread the ministry’s cause. In short, the model is centered on donor discipleship. It redefines traditional markers 
of fundraising success by placing more emphasis on the donor’s personal commitment to the cause and less on the 
dollar amount of his/her giving. MIF emphasizes training in new donor acquisition, teaching ministry leaders to 
coach current donors in bringing in new donors and to host events that introduce the nonprofit to people previously 
unaware of it. It also equips leaders to recapture lapsed 
donors. 

Nonprofit leaders report that these practical strategies 
have been fruitful, but their most frequent praise of MIF 
concerns something more fundamental. Repeatedly they 
report that MIF has helped them to gain a totally new, 
and more Biblical perspective on the task of fundraising, 
and that this has motivated them to be invigorated, more 
creative, and to make more cheerful efforts. 

Overall, Sagamore’s survey analysis from 450 constituents of MIF found that high levels of involvement with the 
Foundation, a high degree of implementation of MIF strategies, and receipt of a grant from MIF were strongly 
correlated with the organizations showing the greatest degree of fundraising success. In short, what MIF teaches 
works. Key findings from the study are highlighted below:
 

KEY FINDINGS

• MIF has achieved a significant degree of leverage through its granting activities. In four of the six branches, the 
overall amount of money raised by grant recipients has been more than double the total amount granted  
by the Foundation.

• An overwhelming majority of MIF’s clients value the services they have received from the Foundation. Fully 
89% of the online survey respondents indicated that they rated MIF’s services as “valuable” or “extremely 
valuable.”

• A majority of the ministry leaders rated MIF’s training as of even greater value to them than MIF’s grants.



• A majority of survey respondents (54%) indicated that as a result of their involvement with MIF they had seen 
progress in moving their donors to greater engagement and ownership of the mission. Among the quartile of 
respondents with the most intense involvement with MIF, this figure was 84%.

• Overall, 47% of survey respondents reported that as a result of their involvement with MIF, they had been 
able to increase the amount of money raised for their nonprofit. However, the more intensively organizations 
are involved with MIF, the more likely they were to have increased their revenue. Fully 81.4% of “intensively 
engaged” constituents and 67.1% of “highly engaged” constituents reported increased revenue versus 44.6% of 
constituents with “low engagement.” Nonprofits that had received both grants and training from MIF showed 
stronger performance on increased revenue than did groups receiving only training: 98.8% of grantees had in-
creased revenue compared with 51.8% of non-grantees.

• 48% of survey respondents indicated that their involvement with MIF had helped them to increase the number of 
new donors to their agencies. Again, the degree of engagement with MIF mattered: 80.2% of intensively engaged 
organization achieved this outcome while only 41.8% of low-involvement groups did so. 

• The 22 respondents that indicated that their organizations had not implemented any of MIF’s strategies showed 
very strong correlations to poor fundraising performance. 91% of these groups did not increase their revenue; 
91% failed to attract new donors; 95% did not diversify their revenue streams; and 77% did not recapture 
lapsed donors. 

• By contrast, the 84 respondents that indicated they had implemented many ideas they’d learned from MIF 
showed very strong fundraising performance: 84% increased their revenue; 80% acquired new donors; 58% 
diversified their revenue streams; and 61% increased their number of major donors.

• One-quarter of respondents reported that they had obtained new grants (from philanthropic foundations other 
than MIF) since their involvement with MIF. For the group of respondents that had implemented many of MIF’s 
ideas, this figure was nearly double (47.6%).

• Among those respondents that had implemented many of MIF’s ideas, 60.7% obtained new major donors. 

Overall, our research found that MIF’s approach to fundraising training was both unique and effective. Constituents 
reported high degrees of satisfaction with the training received, rating it relevant, valuable, and practical. Those with 
the least amount of prior fundraising training tended to implement the most ideas, but a considerable percentage of 
even highly experienced respondents still tried out MIF’s strategies. While MIF’s approach is not a “one size fits all,” 
our findings indicated that its recommendations were relevant and plausible to most constituents regardless of their 
organization’s size or age. 



The few respondents that reported that MIF training did not “fit” them either disagreed with the philosophy of high 
volunteer engagement or were structured in such a way as to make hands-on engagement for “ordinary” volunteers 
difficult.

Although the vast majority of constituents surveyed reported they valued MIF’s training, this is did not mean that 
all trainees actually implemented what they learned. Roughly one-third admitted they had implemented only a few 
or none of the strategies taught. Those organizations showed clearly poorer performance on all of the fundrais-
ing outcomes (e.g., diversifying revenue, acquiring new donors, increasing overall revenue) examined. Moreover, 
small doses of MIF training did not appear to lead to successful outcomes. Respondents with the least amount of 
time invested in MIF were typically two or three times less likely than those with the highest degrees of engage-
ment to achieve success on the fundraising outcomes studied. All of these findings support MIF’s postion that the 
MIF model is “an overall approach, not an overnight approach” to fundraising.
 

MISSION INCREASE’S REACH

In fall 2009, Mission Increase reported having 959 ac-
tive ministries and 170 inactive ministries in its database. 
(“Inactive” ministries include “graduates” of MIF that are 
no longer relying on the Foundation for grants or training; 
those nonprofits that did not fit MIF’s criteria to receive 
training or grants; and a few organizations that received 
grants very early in the Foundation’s history but never 
continued the relationship with MIF through consulting 
or training.) The Portland branch, understandably, serves 
the largest number of ministries. Table 1 summarizes the 
breakdown of the  number of ministries served by branch 
location.

GRANTMAKING ACTIVITY

As of December 2009, MIF has made 437 grants to 185 
organizations. Not surprisingly, the largest number of these 
has been in the Portland region, where MIF began. (See 
Table 2 for a breakdown of grant activity by region.)

A significant percentage (44%) of organizations involved with MIF have received more than one grant. The 
amounts granted vary, with small (for example, $2500) mini-grants awarded to organizations for exceptional ap-
plication of TG principles, and fairly sizable (e.g., $50,000) grants to help agencies underwrite a new staff hire. 
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The median grant amount is $25,000. Almost all funding is in the form of matching grants, and according to MIF’s 
internal records, in only 17 out of 437 instances have recipients failed to meet the full match.

MIF has achieved a significant degree of leverage through its granting activities. In four of the six branches, the over-
all amount of money raised by grant recipients has been more than double the total amount granted by the Foundation. 
For example, at the Los Angeles branch, grants by MIF have totaled $1,137,500 but the total raised by recipients was 
$2,586,657. Even more impressively, at the Portland branch, total giving was $16,186,141 but the total income growth 
of the recipients was over six times that amount: $97,199,071. For the amounts granted and amounts raised at each 
branch, see Table 3. 
 
Its approach gets results. Nonprofits that have been inten-
sively involved with MIF or that have implemented many 
of its fundraising strategies show very strong performance 
on such outcomes as increased revenue, increased numbers 
of new donors, diversification of revenue streams, and 
increased numbers of donors who become more active in 
the ministry. Overall, MIF has been successful in achiev-
ing leverage. Very few of its grantees since inception 
have failed to fully match their grants, and most have 
raised funds exceeding the required match. Its trainees are 
recruiting new donors and expanding their menu of fund 
development activities.

Having reached close to 1,000 nonprofit organizations and invested over $18.5 million dollar in Christian social service-
-grants that generated over $101 million in matched giving-- MIF offers an experienced and proven methodology for 
strengthening nonprofits. Through its efforts, it has catalyzed new philanthropic investments by assisting ministries to 
acquire new donors and, in some instances, new foundation grants. It has enhanced the skills of ministry leaders—62% 
of whom come to MIF with little or no formal training in donor development--in communications, partnerships, and 
evaluation. And it has enabled the agencies it has trained to grow in the numbers of needy people served. 

MISSION INCREASE’S DEPTH 

Figure 1 shows the breakdown of the proportion of constituents 2  served by the date of their original engagement with 
MIF. Roughly two-thirds (67%) of MIF’s constituents began their involvement with MIF between 2-4 years ago. 22 % 
began with MIF within the past two years. Roughly 10% have been involved with MIF from 5 to 9 years ago and 1% 
began their involvement 10 or more years ago.  

To gauge the intensity of the ministry’s involvement with MIF, staff calculated an estimate of the number of hours
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invested by staff with the organization. This included both a relatively straightforward estimate based on the 
actual number of hours spent consulting with the organization (MIF keeps records of such one-on-one consults) but 
also involved assigning an hourly value to non-consulting activities, such as grant receipt and participation in semi-
nars, labs, and workshops. Using this methodology, each group was assigned a numerical score equal to the total 
number of hours of involvement. The highest score was 444.   
8% of MIF’s constituents had scores of over 100 and 24% had 
scores over 50. The median score, though, was only 8. 

Using those scores, Sagamore clustered organizations into 
four equal quartiles, with category labels of “intensive engage-
ment,” “high engage ment,” “moderate engagement,” and “low 
engagement.” In later sections of this report we compare the 
performance of MIF constituents by their degree  of involve-
ment.

To gauge the intensity of the ministry’s involvement with MIF, 
staff calculated an estimate of the number of hours invested 
by staff with the organization. This included both a relatively 
straightforward estimate based on the actual number of hours spent consulting with the organization (MIF keeps re-
cords of such one-on-one consults) but also involved assigning an hourly value to non-consulting activities, such as 
grant receipt and participation in seminars, labs, and workshops. Using this methodology, each group was assigned 
a numerical score equal to the total number of hours of involvement. The highest score was 444.  8% of MIF’s con-
stituents had scores of over 100 and 24% had scores over 50. The median score, though, was only 8. 

Using those scores, Sagamore clustered organizations into four 
equal quartiles, with category labels of “intensive engagement,” 
“high engagement,” “moderate engagement,” and “low engage-
ment.” In later sections of this report we compare the perfor-
mance of MIF constituents by their degree  of involvement. 

We also specifically examined the number of trainings MIF 
constituents have attended. The mean number of trainings that 
MIF’s constituents have engaged in is nine 3.  Just under half of 
MIF constituents completed 10 or fewer trainings. 34% com-
pleted between 11-20 trainings; 11.5% completed 21-30 train-
ings and 4.7% completed over 30 trainings.

It is notable that a very high percentage of MIF constituent 
organizations—85%--send more than one individual (staff, 
board member, or volunteer) to the trainings

3  The median was 11.
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MISSION INCREASE’S CONSTITUENTS 
(CHARACTERISTICS OF ORGANIZATIONS SERVED)

Size
In terms of budget size, as noted earlier, MIF targets 
organizations with revenues of between $200,000 and 
$2 million annually. Some of the organizations served 
in the early years of the Foundation had revenues under 
$200,000. Figure 3 summarizes how the 426 organiza-
tions represented in the survey break down in terms of 
budget size.  

Service Sector
The organizations served by MIF span a number of ser-
vice sectors. A large percentage is engaged in missions/
evangelism or in providing services to children/youth. 
Ministries focused on the disabled, on unwed mothers, 
Native Americans, or the homeless are involved in MIF, 
as are those focused on community development, disas-
ter relief, and marriage and family counseling. 

Fundraising Knowledge. Generally, MIF is dealing 
with organizational leaders that have very little, if any, 
prior training in fund development. As shown in Figure 
4, fully 62% of its constituents report having limited or 
no prior fundraising training. Interestingly, those com-
ing to MIF with the least amount of prior experience 
were the most likely to report that they had implemented 
“many” of  MIF’s recommendations.

 
MISSION INCREASE’S FUTURE:
LOOKING AHEAD

Mission Increase Foundation offers a unique perspective on donor development and, unlike most foundations, invests 
in capacity building. Its uniqueness also extends to providing grants and in-depth training and consulting—services it 
renders for free. 



Having grown from a single office to six in the western half of the U.S., MIF continues to seek ways to expand its 
services to the hungry market that exists for them: ministry leaders with little to spend on fundraising training and 
much to learn. Such expansion will require creativity, since opening more branch offices funded by the headquar-
ters is not a financially viable option. Currently, MIF is exploring three strategies. 

First, the existing branches are increasingly looking for local investors to provide their own pools of charitable 
funds that would be administrated by MIF. Since MIF headquarters underwrites the administrative costs of each 
branch office, investors would see 100% of their donations go directly into the grant pool funding local ministries. 
That money plus what is sent to the branch offices by MIF headquarters for charitable investment would obviously 
mean.

Second, MIF is exploring ways to reach more nonprofit leaders with its training by making workshops and semi-
nars available online and through DVDs. Third, MIF is investigating partnership opportunities through which they 
can work with local philanthropists and capacity builders in an individual city to establish a granting and training 
model akin to MIF’s. 

For Board chairman Ron Post, MIF’s achievements to date have been “beyond imagination.” He admits that MIF 
simply started out to help ministries in Portland, and had no idea of the growth that awaited them. Now, he says, 
MIF leaders see that “there are thousands and thousands of those small Christian ministries that God’s touched 
some individual to [start]. And now God’s called us to come alongside them and to grow what God has called them 
to do. We’ll go as far as He wants us to go.”
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