
Welcome to the MCAS August 2007 meeting. The following is to help you contact us, 

tell you what is happening in apologetics, remind you of events, and more! 

 NZ apologist Lew Meyer is speaking in Palmy North, Church on Vogel (Vogel 

Street) on Tuesday 21/08/2007 at 7:30pm. Cost by donation; suggested $4-$5.  

 There is now a NZ wide apologetics forum on the internet. It is called ―Engage 

New Zealand‖ and is proving very popular. We encourage you to have a look, 

register (free) and participate with your questions and comments. Some 

excellent people are involved. The website address is: www.christian-

apologetics.org. 

 We have finally paid St. Albans for hall hire for 2006! Thanks Steve, Prue and 

crew! 

 There is a new NZ Bible Technology site www.bibletechnology.com aimed at 

helping Christians use technology effectively e.g. MP3 players, software….. 

 Bible in Schools – There are about 50 classrooms in the Manawatu area that 

require teachers right now. Apologists should be interested in this opportunity!!! 

Please email us about this if interested. 

Websites you should look at: 

www.christian-apologetics.org 

www.bethinking.org 

www.str.org 

www.bibletechnology.com 

www.christian-apologetics.org 

manawatu@christian-apologetics.org 

Tactics in Defending the Faith – Greg Koukl – www.str.org 

4 Goals: Learn value of Tactics; define Tactics, distinguishing from strategy (big 

picture); danger of tactics; Columbo Tactic. 

Ambassador model: Knowledge (accurately informed mind), wisdom (artful 

method), character (attractive manner) 

We have the best case; can answer life‘s big questions better than anyone else can. 

THE COLUMBO TACTIC HAS THREE UNIQUE APPLICATIONS. 

1. The Columbo tactic has three unique applications, each launched by a 

different question. 

a) The first application is to gain information. 

b) The second application is to reverse the burden of proof. 

c) The third application is to indirectly exploit a weakness or a flaw. 

REFLECT A MOMENT 

òAsk at Least a Half -Dozen Questions in Every 

Conversationó ñHUGH HEWITT 

―This skill at inquiry will immediately mark you as different and attractive. 

When you ask a question, you are displaying interest in the person asked—and 

in most settings this is a great boon to the pride and self-worth of the person 

being asked. Most people are not queried on many, if any, subjects. Their 

opinions are not solicited. To ask them is to be remembered fondly as a very 

interesting and gracious person in your own right. 

―Once developed, the habit of asking questions will inevitably give you 

advantages in every setting. You will obviously leave most situations with more 

information (and friends) than when you arrived, and being an asker allows you 

control of situations that statement-makers rarely achieve. Once you learn how 

to guide a conversation, you have also learned how to control it. You can express 

your own opinions as questions, and every human emotion can be conveyed this 

way. ―An alert questioner can judge when someone grows uneasy. But don’t 

stop. Just change directions.‖ 

You can help MCAS cover hall costs &  distance - speaker costs by 

donating  to MCAS. Please also consider donating resources such as 

DVDs to help others in the society. See our ñHelp Us Buy Resourcesò 

webpage.  
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THE FIRST APPLICATION OF THE COLUMBO TACTIC IS TO GAIN 

INFORMATION. 

Sometimes you just need more information to know how to proceed further. This is 

the simplest way to use the Columbo tactic. It is virtually effortless, putting no 

pressure on you at all. When used this way, the questions can: 

a) Be a casual conversation-starter. 

b) Buy you valuable time. 

c) Help you know how to proceed in the conversation. 

d) Give you information for this and future encounters. 

Key question: ―What do you mean by that?‖ (or some variation) 

a) This clarification question tells you what a person thinks so you don‘t 

misunderstand her or, worse, misrepresent her. 

b) This question should be delivered in a mild, genuinely inquisitive fashion. 

c) This question also forces the person to be precise in her meaning, as many 

people object to Christianity for reasons they haven‘t completely thought 

through themselves. 

Let’s watch the Columbo tactic in action! 

a) When someone says, ―There is no God,‖ you ask them, ―What do you mean 

by ‗God‘?‖ If they mean an old man with a beard who sits on a throne out in 

space, Christians don‘t believe in that kind of God, either. 

b) When someone says, ―All religions are basically the same,‖ you ask, ―Really? 

In what way are they basically the same?‖ The point here is not to determine 

if there are similarities between religions (there often are), but whether the 

similarities are weightier than the differences. 

c) When someone says, ―You shouldn‘t force your views on me,‖ you ask, 

―Specifically, how am I forcing my views on you?‖ 

d) When someone says, ―That‘s just your interpretation,‖ you ask, ―What do you 

mean by ‗just‘?‖ Although you are giving your interpretation (your 

understanding of the true meaning of the text), you need to find out if they 

believe all interpretations are equally valid and yours is ―just‖ one of them. 

e) When someone says, ―Reincarnation was taken out of the Bible,‖ you ask, 

―What do you mean reincarnation was ‗taken out‘?‖ Here, you are trying to 

determine how someone removes lines of text from the thousands of 

handwritten documents circulating around the Mediterranean region in the 

first four centuries. 

f) When someone says, ―The Bible has been changed over the years,‖ you ask, 

―How do you think it‘s been altered?‖ You need to find out if they are familiar 

with the process of the written transmission of ancient texts or are just 

repeating what they‘ve heard. 

g) When someone says, ―How could God exist when there is so much evil in the 

world?,‖ you ask, ―What do you mean by ‗evil‘?‖ or ―What, in your mind, is 

the conflict?‖ The question of evil doesn‘t provide evidence against God but 

in favor of Him, for God must exist to provide the absolute standard by which 

evil is measured. 

IMPORTANT: IN EACH CASE, HAVE THEM SPELL OUT THE OBJECTION. 

6. This first Columbo question accomplishes five important objectives. 

a) First, it immediately engages the non-believer in an interactive way. 

b) Second, it flatters the non-believer because it shows genuine interest in his or 

her view. 

c) Third, it forces the non-believer to think more carefully and more precisely 

—maybe for the first time—about his intended meaning. 

d) Fourth, it gives you valuable information about the non-believer‘s exact 

position. 

e) Fifth, it positions the non-believer in the defensive position while placing you 

in control of the conversation. 

7. Be sure to pay attention to the response. 

a) If it‘s unclear, follow up with more questions. 

b) Say, ―Let me see if I understand you on this…,‖ then feed back the view to 

make sure you got it right. 

8. By the way, don’t let them merely repeat what they just said. 

a) ―You‘re intolerant.‖ 

b) ―What do you mean by the word ‗intolerant‘?‖ 

c) ―I mean you are intolerant!‖ 

DO NOT UNDERESTIMATE THE POWER OF THE QUESTION, ―WHAT DO YOU 

MEAN BY THAT?‖ USE IT OFTEN. YOU CAN ASK THIS QUESTION ALL DAY 

LONG AND THERE IS ABSOLUTELY NO PRESSURE ON YOU. 


