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Frequently Asked Questions and 
Frequently Heard Comments 

 
“We must be really hurting financially if we are talking about selling the house.” 
We are not hurting financially.  For the last three calendar years, we have had net income: 

 2015 $  4,212.37 

 2016 $  7,613.00 

 2017 $17,473.48 (includes special donation of $10,000 transferred to BFOF) 
 
Why would we get rid of an asset that we own outright? 
We have some very expensive repairs that must be made and we need to position our spiritual 
community for growth. 
 

 The house (705 Tompkins Drive) is under-utilized. Twenty years ago, there were as 
many as 6-8 part time staff and volunteers using the space throughout the week.  Today, 
two employees use about 35% of the space 25-30 hours/week. 

 
 The property is not ADA compliant.  We are an inclusive community and the lack of ADA 

compliance means that this space is not suitable for classrooms or meeting space.  The 
work required to make it ADA compliant would be structural, extensive and very costly.  
Adapting a residential property for use as a commercial entity would be expensive and 
would severely limit the re-sale potential of the property unless additional monies were 
spent to restore its residential character. 

 
 The land cannot be used to add parking.  We met with the city and were told that given 

the widespread availability of street parking on Groveland Terrace and Tompkins Drive, 
the odds of gaining approval to add parking spots to our existing lot were slim to none. 

 
 It makes sense to convert this asset to cash while the market is strong.  There is an 

exceptionally high demand in the current real estate market for affordable single family 
homes close to schools, recreation, retail, and restaurants.  Affordable is defined as 
homes listed for under $300,000.   A real estate agent active in our local market 
suggests that the property could be listed for $200,000 to $210,000.  We estimate the 
cost of getting it ready to go on the market at about $5,000 - $7,000.  At a sale price of 
$200,000, our net proceeds will be about $185,000 – more if the sale price is higher.   

 
 Window replacement, flooring replacement, and repairs to the parking lot will cost just 

over $100,000.  By selling the house, we can convert an existing asset to cash to pay for 
these repairs.  We would also have the money available to remodel and relocate the 
offices from the house to the church building.  Most importantly, it will position our 
community to grow by making a number of improvements to our building that will 
increase its functionality and allow us to maximize the use of the space we have.   

 
Some financing will probably be needed, but the cost of rising interest rates and the lost 
opportunities associated with waiting until we could pay cash for the entire project outweighs the 
risk and cost of taking on a small amount of debt for a relatively short period of time. 
 
Is it a foregone conclusion that we are selling the house? 
The Capital Improvement Project Planning Team made a recommendation to the board to sell 
the house.  It is underutilized and it is an asset that could be converted to cash to pay for much 
needed repairs and suggested improvements.  The board has recommended to the membership 
that we sell the house.  The membership must vote to approve the sale of the house. 
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What could be done to increase the utilization of the house? 
Not much.  The rooms are small, it is not ADA compliant, and the property cannot be used to 
increase the size our parking lot.  The work required to make the house ADA compliant is cost 
prohibitive as it would involve moving load bearing walls.   
 
How much money could we get from the sale of the house? 
A local real estate agent who is active in this neighborhood believes the house could be listed 
for $200,000 - $210,000.  Our net proceeds on a sale price of $200,000 would be about 
$185,000.  There is no debt or mortgage for this property, but our annual costs to maintain the 
property are between $6,000 - 7,000.  This includes electricity, gas, water & sewer, lawn care, 
snow removal, insurance, and minor repairs. 
 
“We can’t afford to do this.  All of the big donors have left” 
God is our source, and the universal supply is unlimited.  Our members are channels through 
which many gifts flow, including financial support for the programs and services offered by this 
church.  Members and donors come and go for a variety of reasons.  Some move, some age 
out, some leave for reasons we never know. 
 
Looking specifically at the 2014 BFOF campaign and factoring out the donor who provided 
$30,000 in matching funds, 99 individuals contributed a total of $58,768.90 (average = $594 per 
person).  The donors who are still here and actively contributing four years later gave an 
average of $688 per person compared to an average contribution of $395 for those who no 
longer attend and give.   
 
Our current, active donors accounted for 80% of the BFOF funds raised in 2014 that did not 
come from the major donor – which means that our donor base is still solid.  There are also many 
new members and donors who have come on board in the last three years.  In 2017 alone, an 
individual who just started coming to our church and is not even a member at this time donated 
$10,000 because he wants to support our message and our vision for our future. 
 
“The impact of the proposed remodeling on Youth Ministry is like asking the congregation to 
give up half the space in the sanctuary.” 
Currently, there is 484 sq. ft. (22x22) of open/unstructured space in the upper level used 
primarily for the children to gather in a circle for check-in and a short meditation.  Youth Ministry 
also has access to three classroom spaces of which they are using one.  The average number 
of children participating on Sundays is 8.  In 2016 it was 9, last year it was 7. 
 
The proposed remodeling provides space to grow the Youth Ministry program and provide 
instruction to all six age groups, something that is currently not available.  In the new 
configuration, 478 sq. ft. of “open” space is created by opening the movable partition walls 
between the upstairs classrooms.  This is almost exactly the same amount of open space as 
what is available now.  The major difference is that one space is square, the other is rectangular.   
 
Aside from Sundays and the congregation, who uses the building? 
There are 25-30 groups that use the building on some sort of regular basis.  On some week 
nights, there are three different groups meeting in various parts of the building.  About a third of 
these groups are internal users, the rest are from outside the congregation.  Some pay rent, 
others give us a share of the fees they collect or the love offerings they receive.  Our income 
from this activity is almost $7,000 a year. 
 
A survey of these users revealed a strong need for more private meeting space, better lighting, 
more access to technology, all of which are provided by the remodeling plans. 
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How much money do we owe for the sidewalk, sewer, and street improvements? 
The amount owed on the assessment for the church property at 601 Tomkins Drive is 
$5,266.19.  We are currently taking advantage of the City’s 15 year installment plan which 
includes a 2% charge for interest.  For 2018, our payment will be $806.77.  Our final payment, 
due in 2030 will be $597.82.  For the property at 705 Tompkins Drive, we currently owe 
$2,985.92.  Normally, the seller would pay this cost at closing.  It is also open to negotiation.  
 
Why aren’t we installing interior insulation as part of the remodeling plans for the upper and 
lower levels like we did in the sanctuary remodel?  
In 2013, we installed a new furnace and programmable thermostats in the church building.  In 
2014, we added interior insulation as part of the sanctuary remodeling project.  The combined 
effect of these two actions lowered our annual heating costs by 37%.  For the upper and lower 
remodeling project currently being considered, the cost of adding interior wall insulation is 
$22,000. MGE projects a savings of $260 per year with the new windows and $520 more 
annually if we insulate the walls.  The payback on the wall insulation is 42.3 years, so we are not 
recommending it. 
 
What will happen to the medicine wheel if we sell the house? 
The stones from the medicine wheel can be moved or the medicine wheel can be 
decommissioned.  To date, only one member has expressed an interested in serving on a team 
to determine what should happen going forward if the house is sold. 
 
Have we had an inspection on the house? 
Yes.  We are in the process of reviewing the findings and determining what actions should be 
taken.  The inspection did not reveal any glaring issues – mostly items you would expect to come 
across in a property this old. 
 
How much will it cost to get the house ready to go on the market? 
We estimate between $5,000 to $7,000 which includes new appliances and flooring for the 
kitchen, a remodel of the main bathroom, paint for each room and some new light fixtures.  This   
might also be enough to cover some of the recommended repairs and replacements from the 
inspection report (new doors, weather stripping, additional smoke detectors and CO2 detectors) 
 
Have we considered renting the house? 
Renting the house was discussed.  The house would still need to be maintained.  Our insurance 
costs would go up; we would have to start paying property taxes; we would need to engage a 
property management firm – and, we would still need to create office space in the church.  It 
makes more sense to use the house as an asset to help cover costs of much needed repairs to 
the church and the improvements that will contribute to our long term growth and sustainability.  
 
Have we considered the FSBO option vs. using a real estate agent and avoiding the 
commission expense? 
For Sale by Owner would put the office in the position of taking calls, arranging showings and 
doing showings.  A real estate lawyer would need to be hired to handle the paper work related to 
offers and sale.  
 
Realtors typically can sell a home at a higher price in the shortest amount of time which 
increases the seller’s net proceeds and reduces their costs for remaining on the property.  
Working with a professional realtor takes all of the emotion and personality out of selling a 
home, and working with a realtor outside of our community would make the transaction 
completely transparent. Negotiating the brokerage percentage with the selling broker before 
signing a contract is planned. 


