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BizSmarts

Calendar

This week 
○ Women in the Workplace: During this 
Fairfax County Chamber of Commerce 
luncheon, BBC Washington correspon-
dent and author Katty Kay will talk about 
ways to find and keep strong employees. 
Fairview Park Marriott. Nov. 15, 11:30 a.m. 
Members $100, nonmembers $125. www.
fairfaxchamber.org

○ Future of Fairfax:  Following the ap-
proval of a plan to remake Tysons Cor-
ner into a walkable urban center, Fairfax 
County leaders will assemble to forecast 
the county’s development and growth for 
the next 30 years. Proceeds will benefit or-
ganizer Coalition for Smarter Growth. Cap-
ital One, 1680 Capital One Drive, McLean. 
Nov. 17, 5 p.m. Corporate $40, noncorpo-
rate $25. www.smartergrowth.net

○ Small Business and the Military: 
Leaders of the two sectors come face to 
face at the National Defense Industry As-
sociation’s 14th annual conference, two 
days that highlight opportunities for them 
to work together. Hilton McLean Tysons 
Corner. Nov. 17-18. $330. www.ndia.org

○ Out for Business: The National Gay 
& Lesbian Chamber of Commerce’s two-
day leadership conference connects local 
businesses with potential clients or con-
tractors. Invited speakers include mem-
bers of Congress. Capital Hilton. Nov. 17-
20. Members $549 to $699, nonmembers 
$599 to $749. www.nglcc.org

○ Outstanding Leadership Awards: 
Members of the Apartment and Office 
Building Association applaud scores of 
property management professionals at an 
awards luncheon. Capital Hilton. Nov. 19, 
11:30 a.m. Members $125, nonmembers 
$150. www.aoba-metro.org

○ For Northern Virginia Businesswom-
en: The National Association of Women 
Business Owners’ daylong conference, in 
its second year, is loaded with networking 
opportunities and sessions, capped with 
a keynote speech by entrepreneur Caro-
lyn Kepcher, a former executive at The 
Trump Organization who appeared on 
“The Apprentice.” National Conference 
Center, Lansdowne. Nov. 19, 8 a.m. $55 
to $295. www.nawbogreaterdc.com

Nov. 22-28
○ BOT Annual Meeting: The Greater 
Washington Board of Trade brings to-
gether the region’s business and politi-
cal leaders to recap the year’s ups and 
downs. Marriott Wardman Park. Nov. 23, 
11 a.m. $150. www.bot.org

Nov. 29-Dec. 5
○ TCM Legislative Breakfast: Listen 
to the General Assembly agendas of the 
Tech Council of Maryland/MdBio and the 
Montgomery County legislative delegation 
during a breakfast reserved for TCM mem-
bers. Human Genome Sciences, 14200 
Shady Grove Road, Rockville. Dec. 3, 8 
a.m. Members-plus free, members $20. 
www.techcouncilmd.com

By Bryant Ruiz Switzky

When Jim Klote was a young man, he felt a 
calling to work for the church. But rather than 
stand at the pulpit and preach about heav-
en, he decided to help churches with a much 
more earthly problem: money.

At age 26, Klote went to work for church 
fundraising consultancy Ward Dreshman & 
Reinhardt Inc., becoming its youngest con-
sultant ever. He worked his way up to compa-
ny president in 1997 and defected two years 
later to start his own business, James D. Klote 
& Associates Inc., taking most of Ward Dresh-
man’s employees and clients with him. 

He kept some ties to Ward Dreshman, how-
ever, buying shares in the company over the 
years, ultimately acquiring the whole thing 
last year and turning it into a division of his 
own company working with nonprofits not 
affiliated with churches, such as YMCAs and 
private schools — a growing market for his 
Falls Church company.

Today, with dedicated employees and 
loyal customers, Klote’s business has turned 
into a major player in the industry. It has 
raised some $800 million across the country 
for religious organizations of all denomina-
tions. (Klote himself was raised Lutheran, 
but became an Episcopalian and married a 
Catholic.) Klote & Associates ranked was the 
No. 1 church fundraising consultancy in the 
country this year by Minneapolis research 
company Volkart May & Associates Inc. 

Klote says the distinguishing feature of his  
company is a set of full-time, on-site consul-
tants who parachute into a town and work, 
well, religiously at the church. 

Typically, they stay five to six months and 

raise $3 million to $5 million. Other times 
they might be working on a $10 million to 
$20 million campaign and stay up to a year. 
The consultants manage the entire fundrais-
ing process and train parishioners to go door 
to door seeking funds from members of the 
congregation. Donations are usually about 
$1,000 but have been as high as $5 million.  

The churches are often raising money to 
pay for new construction, land acquisition, 
renovations, deferred maintenance, endow-
ments or mission outreach. But these days 
debt reduction is the most common theme, 
accounting for about 50 percent of the cam-
paigns compared with 20 percent three years 
ago, Klote says. 

Many organizations borrowed big during 

brighter economic times to accommodate 
expected growth, but they are now facing 
flat or declining philanthropy and straining 
under the weight of the loan payments. Many 
churches direct 20 to 50 percent of their an-
nual donations to debt service, Klote says. 

Churches in a financial bind often cut staff 
and services to save money, moves that tend 
to alienate the congregation and depress giv-
ing even more. 

“It’s a spiral effect,” Klote says. “In the next 
few years, if churches don’t get out from un-
der their indebtedness, there are going to be 
more churches that are going to be forced to 
close or to merge with other congregations.”

While fundraising is more challenging in 
downturn than it was a few years ago, the 
bigger challenge is convincing churches that 
it is still possible to raise capital in the midst 
of a recession, Klote says. 

“I hear from bishops every day who say, 
‘We desperately need more money, but I 
don’t think we can do it in this economy,’” he 
says. “I tell them there are just two questions 
to ask: Do you have an urgent need to raise 
money? And do you have the commitment to 
make it a priority?”

Klote argues that churches have a rare fi-
nancial edge: a steadfast audience. Thanks 
to the willingness of congregations to give 
even during a downturn, he says, his own 
company has seen steady growth through 
the recession. Its fundraising revenue is up 
35 percent from two years ago.

“Churches have very loyal constituents, 
much more so than that of other nonprof-
its,” Klote says. “Clearly, they have a leg up 
in fundraising.”

bswitzky@bizjournals.com

The basics

Company: James D. Klote & Associates Inc.

What it does: Fundraising consulting for 
churches and nonprofits

Leadership: Jim Klote, president

Location: Falls Church

Employees: 17

Clients: Churches nationwide, including 
locally Floris United Methodist, Herndon 
(raised $10 million); St. Paul’s Episcopal, 
Alexandria ($4 million); Metropolitan Memo-
rial, D.C. ($6.5 million); Potomac United 
Methodist, Potomac ($4.5 million); Unitarian 
Universalist Church, Arlington ($8.5 million)

Revenue: $2.3 million in 2008; $2.6 mil-
lion in 2009; $3.1 million in 2010 (already 
booked); $4.8 million in 2011 (projected)

Website: www.jdklote.com

Fundraiser lights the way for churches in need of more money

Faithful 
backers

Jim Klote answered a spiritual calling 
with a business that raises funds to help 
religious groups with their earthly en-
deavors.   Photo by Joanne S. Lawton
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