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August 2017 
 
Dear North East District Family, 
 
When I practiced law, one of the most basic questions you had to answer when you were involved in a legal 
action was, “Who is the client?” At first, it sounds like a simple question to answer, but it wasn’t always. You 
had to know who the client was, however, because ultimately that was to whom you owed a duty to represent 
zealously and competently. If you got the answer to that question wrong, you could get in trouble fast. You 
could also totally fail to achieve the purpose for which you were hired. 
 
“Who’s the client?” is a question I think the church needs to ask itself. For many years, decades even, I think 
there’s a good argument to be made that clergy and churches saw themselves as the client. I also think Cabinets 
had a similar understanding. Clergy were the client in the sense that there was an expectation that as pastors 
grew in experience that they would be “promoted” to serve larger churches with greater salaries. It was the 
appointive system’s purpose to help make sure that happened. 
 
Churches were seen as the client from the standpoint that they were owed an outstanding pastor. The 
appointive system existed, by and large, to ensure that churches got the “fit” they needed with their 
clergyperson. If the church didn’t think it had a good fit, its SPRC voted to move their pastor and the Cabinet 
would do their best to find a new person that fit their needs. 
 
That system worked well, more or less, in a culture where the church had an established place in the community 
and people went to church because it was the expected thing to do. Those days no longer exist, however. 
Community expectations no longer include you and your neighbor attending a church. The “nones” and “dones” 
are increasing in our society. Some experts say those two categories equal almost 40% of our population.  
 
It’s time to ask the question, “Who is the client?” I would argue to you that the client is no longer clergy or the 
local church. I, and many other leaders, believe the client is the mission field and that clergy and churches are 
resources by which we reach the mission field. I realize that might be an unpopular stance with some people, 
but it sure sounds biblical to me. When the Apostle Paul set out on his journeys across Asia Minor and Europe, 
he saw the mission field as his client. He wanted to reach unchurched people for Jesus. (There weren’t de-
churched or “dones” in existence yet.) The churches he established in Corinth, Ephesus, Galatia, Rome, Philippi, 
etc. were the resources through which he reached those unchurched people. The leaders he established for 
those churches (clergy) were also resources to further the mission Jesus gave us in Matthew 28 to go and make 
disciples. 
 
I want to encourage you, clergy and laity alike, to ask yourselves the question, “Who is the client?” when it 
comes to your faith community. Think about whether you believe you’re the one who is to benefit from what 
the church does, or perhaps are you a resource to help achieve our mission of reaching people who don’t know 
Jesus or who have been hurt by the church and possibly abandoned their faith? 
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When you’re the client, your preferences are the things that matter most. The music style in worship matters 
more than the music style that might best achieve the mission. Your fondness for Sunday school classes matters 
more than whether small groups might have a better chance of reaching the mission field. If you’re a 
clergyperson, the size of your congregation might matter more than whether you’re effectively engaging the 
unchurched and de-churched. When clergy and churches are the clients, budgets for local churches and Annual 
Conference are centered around making them happy and served. 
 
When you understand that clergy and churches are instead resources to reach the mission field, personal 
preferences matter almost none. You’d rather reach young people for Jesus than have your favorite hymn or 
song played. You’d rather reach new people in new places in new ways than make sure your favorite ministry 
that exists for the people already in the church continues. The church’s money is oriented to follow the mission 
to ensure the faith community is best positioned to reach new people. 
 
It would be easy to mourn for the “good old days,” but I actually think we’re finally getting it right now. The 
more we see our mission fields – the communities around our churches – as our client, the more fruit we’ll have 
in making disciples for Jesus Christ for the transformation of the world. If you’d like to talk more about this, let 
me know. I’d be glad to chat with you. 
 
As always, I’m so grateful for all you do in service to Jesus! God bless you! 
 
 
All God’s love, 
 

 
Jay   
 
 
P.S. Please don’t forget to be on the lookout for your email to record your July first time guests and whether 
you shared a Gospel invitation. Just click the link, answer the two questions, and hit submit. If you need help, 
please call our office. 
 

http://www.flumc.org/vitality

