
The banquet pitch is not something for any of us to be scared of.  In fact, it is a truly 
exciting part of the banquet night...it’s the great “invite” to potential investors to step 
aboard this fast-moving and powerful train that belongs to the Lord.  We’re asking 
them to come with us!  I like thinking of those people who make YL happen financially 
as “investors” rather than “donors.”   Donors give and walk away from things...but 
investors have bought in and want in...and by golly we better be showing them a return 
on their investment on a regular basis!  What a privilege!

Whether you (the staff person) or someone else in your community is giving the pitch 
at your banquet, I believe there are some very important things we’ve got to 
communicate in a very short amount of time.  Below are the 10 things I believe are 
at the top of this list.  The following pages will unpack the steps a little more.

1. 	  	  You’re	  so	  glad	  they	  came!
2. 	  	  You	  believe	  YL	  is	  a	  vibrant	  ministry	  worthy	  of	  your	  own	  investment.
3. 	  	  Remind	  them	  of	  the	  impact	  they	  heard	  about	  at	  the	  banquet...briefly.
4. 	  	  	  We	  can’t	  do	  this	  without	  the	  help	  of	  fine	  people	  like	  you	  in	  this	  community.	  They	  are	  helping	  make	  the	  impact	  
	  	  	  	  	  	  	  	  	  	  with	  kids.
5.	  	  	  	  Refer	  to	  the	  annual	  budget	  printed	  in	  your	  program...remind	  them	  of	  the	  budget	  figure.
6. 	  	  Walk	  them	  through	  the	  pledge	  card...quickly	  and	  carefully.
7. 	  	  Explain	  the	  draL/EFT	  process	  (and	  tax	  deducPble	  aspect)...quickly	  and	  carefully.
8. 	  	  Walk	  them	  through	  the	  “Ways	  to	  get	  involved”	  porPon	  of	  the	  card...quickly	  and	  carefully.
9. 	  	  	  Explain	  how	  your	  team	  is	  wanPng	  to	  handle	  the	  envelope-‐to-‐host	  or	  envelope-‐to-‐bucket	  process.
10.	  	  Tell	  them	  about	  “Music	  to	  Pledge	  by”,	  thank	  them	  again	  and	  come	  back	  up	  aLer	  90	  second	  to	  2	  minutes	  and	  	  
	  	  	  	  	  	  	  	  	  	  	  	  pray	  to	  end	  the	  night.

THE BANQUET PITCH

And the 4 Don’ts of Pitch Giving

Don’t re-give the main banquet message      Don’t go long      Don’t be a stick in the mud      Don’t apologize!

Whoever	  gives	  the	  pitch	  must	  strive	  to	  do	  so	  ar2culately...but	  with	  humor	  and	  lightheartedness!	  	   It’s	  Young	  Life	  a?er	  all.	   	  Really	  think	  through	  who	  is	  
giving	  the	  pitch.	   	  A?er	  years	  of	  watching	  prominent	  (and	  Young	  Life	   loving)	  people	  in	  our	   city	  give	  the	  pitch	  (and	  butcher	  it),	   I	  decided	  it	  was	  2me	   for	  
me	  to	  do	  it.	   	  A?er	  all,	  no	  one	  can	  explain	  YL	  things	  quite	  as	  well	  as	  we	  can...stands	  to	  reason	  that	  we	  can	  explain	  YL	  giving	  well	  too,	  if	  we	  put	  our	  minds,	  
heart	  and	  humor	  into	  it.	  	  

It	  made	  sense	   to	  me	  that	  our	  guests 	  must	  know	  our	  budget	  figure	  and	  have	  a	  brief	  overview	  of	  how	  that	  budget	  money	  gets	  allocated.	  	  But	  rather	  than	  
spend	  2	  minutes	  explaining	  that,	  why	  not	  make	  it	  clear	  in	  the	  banquet	  materials 	  and	  just	  point	  them	  to	  that?	  	  I	  also	  realized	  that	  explaining	  our	  service	  
charge	   and	  “how	  x	  percentage	  goes	  away,	  but	  comes	  back	  in	  services”	  is	  like	  explaining	  how	  to	  catch	  a	   fart...it’s	  just	  really	  hard	  to	  do.	   	  Reality	   is	  that	  
99%	  of	  our	  guests	  don’t	  care	  about	  service	  charge	  -‐	  they	  are	   just	  ready	  to	  give	  and	  
leave	  and	  we	  don’t	  want	  to	  beat	  them	  into	  the	  ground	  with	  erroneous	  facts	  about	  
something	   they	  probably	  don’t	  want	  to	  remember	  anyway.	   	  Most	  of	  us	  will	  break	  
down	   our	   budget	   expenses	   into	   3	   categories:	   	   Staff	   Compensa2on,	   Program/
Office,	   and	   Supervision/Service	   Charge.	   	  Why	   do	   it	   that	   way?	   	   Break	   it	   down	  
however	  you	  want!	  	  Get	  crea2ve!	  	  It’s	  all	  one	  giant	  pot	  any	  way,	  right?	  	  So...with	  a	  
li^le	  crea2vity	  (and	  not	  far	  fetched	  crea2vity)	  we	  started	  lumping	  it	  together	   into	  
what	  you	  see	  on	  the	  right.	  	  Why	  not	  come	  up	  with	  terms	  that	  adults	  can	  sink	  their	  
teeth	   into	  easily?	   	  Who	   says	  you	  can’t	   lump	  office,	   suppor2ve	   services	   (service	  
charge),	   and	  supervision,	   etc.	   into	  one	   category?	   	  No	  one.	   	  Who	  says	  you	  can’t	  
take	   your	  prior	  year’s	  surplus	  (if	  you	  have	   one)	  and	  call	  it	   “raised	  money”	  for	   the	  
upcoming	   year	   and	   tell	   guests,	   “Guess	   what?	   	   We’ve	   got	   this	   chunk	   of	   the	  
budget...the	  boring	  part...already	  raised!”	  	  No	  one	  says	  you	  can’t	  do	  that.	  	  

People	  will	  see	   that	  you	  have	  your	  budget	  by	   the	   tail	  and	  are	   trus2ng	   the	   Lord,	  
rather	  than	  the	   budget	  having	   you	  by	  the	   tail	   and	  you’re	   opera2ng	   out	  of	  fear.	  
Get	   crea2ve	   in	   how	   you	   present	   your	   numbers!	   	   It’s	   one	   more	   step	   towards	  
earning	  trust!	  	  And	  we	  KNOW	  the	  merits	  of	  earning	  trust,	  don’t	  we?!



After you’ve told them how much we need and would like 
to have their name and address written down on this card, 
put up your next keynote/PP slide...the portion of the card 
that has to do with giving.  “We would love for you to 
consider partnering with us financially and help us 
charge the hill for lost kids in our city.”  That sentence 
right there took me years to figure out.  “Consider 
partnering  with us financially” is a real nice way of saying, “would you give us 
money?”  It’s classy, it’s adult, and it invites people into a “partnership” which is 
very relational.  And then the “charge the hill  for lost kids” part?  Well, every man 
in that room will get behind that imagery.  Feel free to use it, or none of it.  Moving 
on...while we love one time gifts,  we REALLY love monthly gifts.  Urge them to 
consider monthly giving and give them plenty of options for giving  on that card.  
Some staff people will do $25, $50, $100 and $250...but put some in-between 

numbers on your monthly pledge options too.  And put a “stretch figure” out there too.  You might think putting a $500 per month 
figure on there is absurd...until the day someone checks that box!  In recent years,  I’ve added a larger box for those people who want 
to give that amount for the next 3 years.  It’s fun to do the math at the end of the night and figure up the money that people are 
interested in pledging over the next 3 years.  Brings excitement to you and your committee to know that even if Jimmy Johansen can’t 
attend next year and year after, he’s still in for that same amount!  Also, it’ll help you do some long term budgeting math.

It might sound absurd, but I believe there are merits (if you have the means to 
pull it off) in presenting  your quick, enthusiastic pitch while utilizing keynote or 
power point.  For whatever reason, we (Americans) like looking  at screens.  
And because we are Americans, we can also look at screens while listening to 
other things.  People are visual and yes, you could simply direct them to the 
pledge card in the banquet program, but you’ll notice while you give the pitch 
that a lot of heads will be buried at their tables.   Put the pledge card on a 
screen...a fancy version of the little pledge card they hold in their hands,  but in 
Hi Def and they’ll lift their heads up every time.

They know that this part of the night is coming.   You’ve made no bones about 
this being  a fundraising event.  Let them know early in the night that your team 
is going  to put on a fun, informative and meaningful show for them and at the 
end of the night, you (or someone else) is going  to ask them for a lot of money.  
Some lighthearted joking about “asking  them for money” is okay...it’s a diffuser 
and for some reason, it puts people at ease.   We let them know it’s coming  and 
when it’s time, they’re ready for it. You’ve set the table...provided great food, 
quality humor,  you and your team have told the YL story and explained the 
impact of the ministry in your area,  you’ve made Christ known...people have 
laughed, been moved, eaten plenty, been thanked, talked with friends and now 
they’re ready!

“Y’all have been great tonight and it’s our great privilege to not only have 
you here, but to also get to tell you of the exciting  things that the Lord is 
doing in the lives of teenagers in our city.  We. Need. Your. Help. And we 

can’t do it  without you.  So, let’s dive in to what that means.”   And then you flash up a goofy first slide.  I’m a big fan of Jesus Points.  
Makes people laugh...feel free to use it.  Even the most nominal of Christians will find it amusing...we all know that Jesus points don’t 
exist, but I like telling  people that “when you join us in giving, you will of course, receive Jesus Points.”   Inevitably, you’ll see a few 
people turn to their spouses or friends at their table mouth the words, “I sure could use some of those.”  Again...it’s a diffuser, a relaxer.  
This should be as fun as any other part of the night, right?  Make it fun and memorable.

Then direct them to the pledge card in their program, but let them know you’d like to walk with them 
through it.  Hold one up, so they know quickly what it looks like (and by the way, spend money and 
time on your banquet programs and pledge cards...make all your banquet materials look sharp and pop 
- adults value excellence.  And if you fear adults thinking our stuff is “too nice”, call  me, so I can talk 
you off that absurd ledge).  

In the top third of our pledge card is the area for guests to put in their personal contact info.  Gosh, 
stress this part with them.  We can’t have enough info on our investors...give them the space to fill it in.  
Even stress that “if now’s not a great time to make a pledge, we’d still like to be able to keep you up 
to speed on what’s going on with YL so you can be praying.”  Get their contact info!



Put up your slide about “ways to get involved.”  For us, that’s the bottom 
portion of our pledge card.  Even if it’s not super exhaustive, I like putting 
options on there that run the gamut of ways to get involved.  Get through 
these quickly and in a fun way.  “We need people who pray and will be 
advocates for YL in the community.  Will you do that?  Then check that 
box. Did you check that box?  Because if you did, you just got 30 more 
Jesus Points.”  Move on to the next one.   Explain each of them in 3 
sentences or less.   I feel like one of the important ones on this list is the “I’ll 
host a table at this event next year event” box.  No better time to sell this 
since they’re having  fun with you on that very night.  And 9 months later 
when you’re securing hosts, you’ll be glad you put this box on there.  It’s 
always fun watching  someone move from guest to host for this night...often 
it means a brand new table of guests the following year!

Take it a step further and put up a slide of the EFT card, tell them it’s located 
in the banquet program too (or wherever you have it located).  And then 
quickly direct them toward the draft/EFT process if that’s of interest to them.  
With every passing year, more and more people are paying  bills online and 
want to give this way, rather than mailing  in an actual monthly check like 
they did in the old timey days.  Remind them that if they are doing a bank 
account draft, we need a voided check, all that stuff, etc.  

Even at this point in the pitch, there is room for levity.  Find something funny 
to say about getting on a draft or about why we like investors who draft, etc.
Don’t lose momentum at this point!  Now that people have written their 
contact info down and checked their pledge box, they want to know they are 
in the home stretch.  Tell them that they are, but make a big  deal about this 
next part.

Just to give them a little something extra to glance at on the screen, 
we make a few slides that pertain to 2 or 3 of the boxes.  Purse 
auction?  Oh wow...look at those ladies at the YL Spring Soiree!  
Golf Marathon?  Look at that great logo for PGA in a Day!  Come 
on, does this really matter?  You tell me.  People seeing  things with 
their own eyes legitimizes us all the more, so why not throw up a few 
pics in your pitch.  We know how much photos of kids and leaders 
help tell our story...why does it have to stop there?  It doesn’t.  Fact. 
Put the involvement slide up again.

Give your guests the chance to get involved in a number of ways.  Events, praying, being on sub-committees, campership, etc.  No one 
says you can only give guests 4-5 options for involvement.  If you want to provide 10,  then do so, but don’t lose them when you’re 
explaining things.  Remember, be quick, be inviting.

Two final things I’d say on this portion of the pitch/pledge card.  Here’s the first thing: Put something  that seems like a stretch in that 
involvement portion.  Maybe it’s a dream the Lord’s put on your heart.  Maybe it’s “interest in specialty giving” toward something 
really gutsy or something for 3 years from now.  Maybe it’s “I’d love to help buy volunteer YL leaders a great Christmas present”...it 
could be anything that’s kingdom related. Put it on there, explain it well and briefly and see what happens.   In 2008, I cast a 3 sentence 
vision to banquet guests for a permanent building in the heart of the city,  for offices, training, clubs, and near the college.  And the 
statement next to the box read,  “Would like to be a part of helping YL find a permanent home/hub in the heart of the city” (or 
something  like that). Twenty people checked that box, which led to $300,000 given by people who hadn’t given much to YL before that 
night.  Within the next 11 months, we found and remodeled our building (a mile from the university, in the heart of the city) and paid 
for it in full, and had money to spare.  You just never know if you never ask.  We’ve also started putting a blank next to a box and 
labeled it:   What you’d like for us to know or “interested in the AD (or YL) knowing  this”...that has been a fascinating addition.  We’ve 
encouraged people to mention to us things that they might be able to offer to enhance YL’s ministry to kids.  Grills, vehicles, graphic 
design, AC and plumbing,  land for hunting/camping, computer wizardry, foundation research, photography and scores of other things 
that people wanted to bring to the table!  We want to know about those things too!  And here’s the final thing:  I may get shot for this.  
Do we really want to use the pledge card as a recruitment tool for YL Committee?  Think long and hard on this one.  I put a box for 
“YL Committee” on our pledge cards for years and it backfired more than it helped.  In the last decade, my thinking  has changed on 
this.  I don’t want for the committee to be a “come one, come all” sort of deal.  I want it to be strategic in nature when determining  who 
should be on it.   Do they love Jesus?  Are they thinking beyond their own kid?  Are they respected in the community? Etc.  Do we 
really want to offer a box that basically says, “Check this and you get to be on our local board of directors?” 



After you’ve cranked through the card, you truly are in the homestretch.  Explain the final procedures...whether that’s “an envelope will 
be passed around by your table host” or “each of you has an envelope”,  etc...you get the point.  Thank them like crazy again, remind them 
that they’re the ones who keep this train rolling and that we need them (and their partnership) to help get to the next kid, the next school.  
Remind them about all the Jesus Points they’re going to be getting  and tell them someone will be playing/or you’re putting on “Music to 
Pledge By”.   Not sure why “music to pledge by” always gets a chuckle,  but it does.  Let em know after 1-2 (not five) minutes of “music to 
pledge by”, that you (or someone else) will be offer a closing prayer.   You made it!  And you spent more time reading this document than 
you will actually giving a pitch.  Congratulations!

I know this is a lot to take in and as time rolls on in this job, you’ll have the system that works best for you, 
your wiring and with your community.  Pray that the Lord meets you in this portion of YL, this part of a 
banquet night.  Pray that He helps you overcome fears, lies and shortcomings in the arena of fundraising.  
This part of the job is relational too...don’t forget that.  Remember that adults want to be involved, they 
want to know the story, they want to laugh like kids again, they want to be moved and whether they admit 
it or not, they want to glimpse Jesus.  Invite them in.  See all fundraising as a privilege and as team 
building...not as drudgery and something to fear.

You have what it takes to capture the hearts of adults with the news of Christ’s story and the news of His 
movement in the lives of kids.  And if you will do that, the Lord will take care of their wallets.

Keep charging the hill and taking back the land for kids.

If ever I can be of help, don’t hesitate to call.  And if you’d like help on banquet flow, thinking through 
banquet decorations and thematic elements, utilizing kids at the banquet or anything else banquet related, 
we’re here for you!

Glenn Austell
Young Life of Lubbock
806.763.8106
ylhubcity@msn.com

March 2014


