
Sharing & Defending the Faith    Week 7-8: Participant 

Page | 1  
 

Week 7-8 | Apologetics III 
 

Class Outline 

 

 Borrowing Christian Capital 

 The Columbo Method 

o Step 1: Asking Questions 

 

Borrowing Christian Capital 

 

We said last week that part of our job as ambassadors is to show how the unbeliever’s starting position 

(worldview) cannot account for the conclusions he draws unless he borrows from the Christian 

worldview. 

 

Signals of transcendence  

These common signals are God’s particular ways of showing forth his divine attributes. 

Unbelievers borrow the God-revealed, God-given, image-bearing truths and use them to make 

sense of their worldview.  

 

Q: What are ‘signals of transcendence’ that unbelievers borrow for their own gain? 

 

 

 

 

 

 

 

 

Example: Romans 1 and The Problem of Evil 
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The Columbo Method 

 

Step 1: Asking Questions 

 

Q: Why is asking questions beneficial? 

 

Asking questions does many important things: 

 

1.   

2.   

3.   

4.   

5.   

6.   

7.  

 

Greg Koukl says has this to say about asking questions: 

 

Our first tactic is a handy solution...that’s why I use it more than any other. It makes it easy for 

even the most timid to engage others in a meaningful way because it provides a step-by-step 

guide - a virtual game plan - to help ease into a conversation. It might be called the ‘queen 

mother’ of all tactics because it’s so flexible and adaptable. It’s easily combined with other 

moves you will learn later. It’s the simplest tactic imaginable to stop a challenger in her tracks, 

turn the tables, and get her thinking, a virtually effortless way of putting you in the driver’s seat 

of the conversation. It’s simply called Columbo.1 

 

The key to the Columbo tactic is to go on the offensive in an inoffensive way, by using carefully selected 

questions to productively advance the conversation. One rule to remember: “Never make a statement, 

at least at first, when a question will do the job.” 

 

Jesus upheld this tactic of questioning. Consider these following exchanges: 

 

Matthew 21 

 

23 And when [Jesus] entered the temple, the chief priests and the elders of the people came up 

to him as he was teaching, and said, "By what authority are you doing these things, and who 

gave you this authority?" 24 Jesus answered them, "I also will ask you one question, and if you 

tell me the answer, then I also will tell you by what authority I do these things. 25 The baptism 

of John, from where did it come? From heaven or from man?" And they discussed it among 

themselves, saying, "If we say, 'From heaven,' he will say to us, 'Why then did you not believe 

                                                           
1 Koukl, Greg. Tactics (Zondervan: Grand Rapids, 2009) 46. 
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him?' 26 But if we say, 'From man,' we are afraid of the crowd, for they all hold that John was a 

prophet." 27 So they answered Jesus, "We do not know." And he said to them, "Neither will I tell 

you by what authority I do these things. 

 

 

 

Matthew 22 

 

41 Now while the Pharisees were gathered together, Jesus asked them a question, 42 saying, 

"What do you think about the Christ? Whose son is he?" They said to him, "The son of David." 

43 He said to them, "How is it then that David, in the Spirit, calls him Lord, saying, 44 "'The Lord 

said to my Lord, Sit at my right hand, until I put your enemies under your feet'? 45 If then David 

calls him Lord, how is he his son?" 46 And no one was able to answer him a word, nor from that 

day did anyone dare to ask him any more questions. 

 

 

 

There are three basic ways to use Columbo: 

 

1. Gathering information 

2. Reversing the burden of proof 

3. Leading the conversation in a specific direction 

 

One of the best Columbo questions that you can ask is, “What do you mean by that?” 

 

This question does two important things: 

 

1. It engages the person in an interactive way and makes an excellent conversation starter. 

2. It begins to uncover valuable information and helps you know what the person believes and 

thinks, thus helping you not to misunderstand or misrepresent him. 

 

Koukl says:  

 

Don’t be surprised when your question is met with a blank stare.  People don’t know what they 

mean much of the time.  Often they are repeating slogans.  When you ask them to flesh out 

their concern, opinion, or point of view with more precision they’re struck mute.  They are 

forced to think maybe for the first time, about exactly what they do mean.2 

                                                           
2 Koukl, 51. 


