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Just as others count on you,
you can count on Comerica.

Whether your congregation is considering refinancing an existing loan at today's lower
rates, purchasing land for future growth, or planning the construction of new buildings,
Comerica has a loan program for you. Our Financial Services for Religious Organizations
staff is dedicated to meeting the diverse banking needs of your congregation. We
understand the unique features of capital campaigns, and we're ready to create flexible
repayment plans designed around growth programs. Comerica offers a complete range
of deposit, trust and treasury management services, including Automated Giving and
Tuition. The religious, non-profit and business communities have counted on Comerica for
nearly 150 years, and so can you. If we can be of assistance to you, now or in the future,
please call Comerica at one of the numbers below.

Houston Dallas Austin

713-888-2645 214-589-1361 512-427-7116

We listen. We understand. We make it work’

Comerica Bank. Member FDIC. Equal Opportunity Lender.

wwwcomerica.com
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We've Got A
New Vendor For
You—Home
Depot Supply
Testimonial
Their staff helped
me establish our
account over the
phoneandin a few
short hours we
were ready to place
our order.

We've Got You
Covered
Religious
institutions can
no longer consider
themselves safe
from potential
litigation.

Keep your Contact Information Current. The lifeline of communication to our members is through

correct contact information, i.e. key contact names, phone numbers and e-mail addresses. All

updates should promptly be sent to danbishop@churchco-op.org. Help us keep you informed of the

latest in savings and events from our vendors.

Editors Note For submitting articles, artwork or comments about this publication, please contact:
Dan Bishop P.0. Box 821243 Houston, TX 77282-8243 . 888.350.3264
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Even though the congregation had
experienced tremendous growth,
it was handcuffed in its ability to
conduct programs throughout the
week.

Departments

The Balance Sheet is

a critical component

of the entire financial
picture of any faith-based
organization.
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Natural Gas, the fuel that
drives a considerable
portion of electricity
generation in Texas, has
been fluctuating the past 3
months.
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Another Depot For You..

But before | tell you about the new vendor, let me take a moment to celebrate
the success of our recent Church Staff Conference. Patti Malott and her devoted
committee orchestrated a grand success, if the evaluations are to be believed.
More than 200 of the attendees turned in kind kudos on their evaluations.

Many thanks to Patti and Dianne Giroir, Houston NACBA Chapter President and
Kay Irvine, NACBA Regional Vice President and all the NACBA members for their
help with the planning and the day. While we are passing out appreciation, we
also want to thank Carol Kelly, and all the staff at Houston's First Baptist Church.
Thank you every one!

Home Depot Supply, a subsidiary of the familiar ‘orange box’ retail stores is our

newest CO+OP vendor. Let us help you apply for your account with them. Our
Marketing Reps can describe how the new relationship
can support your maintenance and repair operations.

There are extra special prices on all the items in the
Home Depot Supply catalog and on their website.
Once you are enrolled with them you can order online
or over their #800 and they will deliver most items free
the next day.

Read further in this issue

and you'll find an article

from Vector Concepts, our
floor covering vendor telling the merits of their Gerflor

recreational surface. You may well discover significant
maintenance savings when it is installed in your
activity areas.

Let me also call your attention to our new CO+OP branded print service offering:

Design & Print on Demand from I.D. Express and Varidoc is a convenient

and efficient way for you to get your recurring print jobs and customized items
completed and delivered to your office. Full of ready-to-use print formats

for special events and occasions, this online web portal lets you order your
letterhead, envelopes, business cards and every other kind of printing. Access
our new Design & Print on Demand portal from the button on our new CO+OP
home page www.churchco-op.org (coming soon to a browser near you).

While you're reflecting on vendors, don't forget to take a look at our new format
Vendor Listing on the last page....including a new, easy-to-read alphabetical
listing for the vendors with page numbers for their ads. Our vendor list has

grown in recent months. We want you to be able to easily find them and their ads.

We're CO+OP. The concept works because you belong and because our Vendors
want to work with you. Thanks. Thank you every one.

Blessings,
Dan Bishop

Executive Director

PS. If you are going to NACBA in Chicago, plan to stop by our booth in the
Exhibit Hall and we'll celebrate the 50th Anniversary of NACBA with you.
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Thomas Greer

Thomas Greer CPA, FCBA is the Director of Multi-
site Operations for NewSong Church in Irvine,
California. Before that, Tom held administrative
and financial positions at three other large
churches where he was involved in several
building projects. He is also the founder of

Firm Foundations, Inc. which assists churches
with the planning of building projects. He can be contacted at
tgreer@firmfoundationinc.net.

Bob Fox

Bob Fox is the Senior Administrator at Kinsmen Lutheran Church,
Houston, Texas, where he has served since January, 1995. Heis
serving his second two-year term as a board member. He also
served two terms in the late nineties. Bob is a member of both the
national and local chapters of the National Association of Church
Business Administration.

Charles Dowden

Charles Dowden joined the Business Lending
Group at Comerica Bank three years ago. Before
Comerica, he served two years with Wells

Fargo in Business Banking and four years with
Allied Capital in Asset Based Lending. Charles

is married with one son, Charles, Jr,at LSU. He
resides in the Dallas area.

Ken Werlein

Ken Werlein is founding pastor of Faithbridge (www.faithbridge.
org) a United Methodist “‘church of small groups”in northwest
Houston. The church began in October 1998 with 7 people and
today averages well over 1,400 on Sundays with more than 140
small groups. Guided by a congregation-wide prayer campaign,
Faithbridge purchased the 80 acres of land on which their new
church home stands. Ken graduated from Vanderbilt University.
He received a master’s and doctorate from Asbury Theological
Seminary (Beeson Pastor Fellowship). Ken and his wife Suzanne
had their first child, Wesley, in September 2004.

Gary Benson

Insurance One in The Woodlands, Texas is
owned and operated by 20-year insurance
professional Gary Benson. Throughout his
career, Gary has consistently earned his
company’s recognition of top agents and has
developed a successful and profitable agency
through his unique dedication to serving and
helping people and organizations. A Texas native, Gary and his
wife have three daughters ages 26, 23, and 19 and one grandson.
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banknotes

The balance sheet is a critical component of the entire financial
picture of any faith-based organization. Whoever makes up
the finance committee, complete and accurate information is
essential to good financial management.

The balance sheet is important to the organization’s operations
in general. It should provide a snapshot of what the organization
owns and what they owe to outside sources. The balance sheet
provides great insight into an organization’s holdings.

To clarify, a balance sheet shows how much money the
organization has, how much property they own, and most
importantly, how much money they owe. This is beneficial for
outside sources to view, such as bankers.

The balance sheet is broken down into several sections. Each
section is grouped by liquidity — that is, how easily the particular
asset can be converted into cash. The first section is short-

term assets. Within this category, cash is listed first, followed by
near cash assets. Near cash assets are assets that can be easily
converted into cash. Accounts receivable, money that people
owe the organization, is also listed in this category.

The next category is the long-term assets. These would include
equipment, property, and buildings, along with long-term notes
receivable. Generally, long-term assets are assets that cannot be
easily converted to cash within a year’s time.

After long-term assets comes the liabilities category. This
category is also divided into short and long term — that is, short
and long-term liabilities. In this case, time is generally defined in
years —less than a year for short term, and more than a year for
long term.

Short-term liabilities would include items such as mortgage
payments for the next year, along with utilities and equipment
leases. In addition, short-term liabilities include employee wages,
usually listed as wages payable. Long-term liabilities would
include items such as the remainder of the mortgage for future
years, along with equipment leases. ltems here overlap, as time
is the separator, not the specific item.

Listed below are typical sections within a balance sheet that can
be misleading or inaccurate.

1. Assets. Buildings orland should be listed on the balance
sheet at cost. It's surprising how many times | see a balance

sheet that doesn't list property. Even if the debt is paid,
you should list the asset. It will remind you of what should
be insured and reflect the value of the property owned
by the organization. Real estate is almost always the most
significant asset and it should be on the balance sheet.

What really looks strange is a balance sheet that only

lists the mortgage in long-term debt. The balance sheet
ends up with a negative Fund Balance, which makes the
organization look like it's spending more money than it is
taking in.

Restricted balances. Typically, “restricted”is used to
identify a donation that is to be used for a specific purpose.
The donor may have specified that it be used only for debt
pay-down, a certain mission or church program or so on.
This restriction takes the money out of the available cash
and restricts it to that particular use only. Only the donor
can make the change from restricted to general.

Restricted vs. budget reserves. Organizations will
decide to "restrict”funds for a particular use. Maybe it's to
replace the HVAC or“rainy day”emergency fund. It may be
described as restricted, but only for budget purposes has it
been set aside. It's technically still part of the general fund.
It's a budget reserve, not really a restricted reserve.

Cash vs. accrual. One of the most common difficulties
emerging nonprofits face is the need to determine how to
present its financial position. While accrual basis accounting
is the best way to present your organizations financial
position, most nonprofits start with cash basis accounting.

For accounting purposes, the best method is accrual-based.
A cash-based system can distort the true financial condition
of the organization.

«  Income: The recognition of income for faith-based
organizations is essentially the same. When you
receive money, unless restricted, it's income. There are
not receivables, per se. Members do make pledges or
commitments, but that's not a receivable.

«  Expenses: Under the cash method, an expense is
recognized when it's paid. Under the accrual method,
an expense is recognized when it is obligated to be
paid. Under the accrual method, the expense goes
against the appropriate expense category and is then



added to accounts payable. When it is finally paid, it
comes out of accounts payable.

Use of the accrual method clearly reflects the financial
condition of the organization. All debts, both current and
long-term, are on the balance sheet.

5. Designated Funds. Designated Funds are either Donor
Restricted or Church Restricted and should be listed in the
Equity section of the Balance Sheet. Here, the balances due
to specific missions, projects or groups are detailed. The
money may come through the general fund or may be
restricted for a certain purpose. In this section, you should be
able to see how much funds have been designated and for
what. Money raised for specific purposes should be shown
here. Unless restricted, they are all still part of the general
fund and, as such, can be used for any purpose as determined
by the organization.

An accurate balance sheet is a critical part of the financial
reporting of any faith-based organization. It is an important
guide in the decision making of the organization; it's important
to outsiders who rely on its completeness and accuracy such as
bankers, insurance underwriters, etc.

Charles Dowden, Comerica Bank
Contributor: Dan Williams, CPA
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2006 Meetings

Alamo Chapter - San Antonio

Meeting on the third Wednesday of each month at 8:30 a.m.
Contact: Gary Mills, 210-342-1215
gary@churchillbaptist.org

Texas Bay Area Chapter

Meeting on the fourth Thursday of each month at 9:00 a.m.
Contact: Annette Wagenknecht

awagenknecht@gdlc.org

Capital Chapter — Austin

Meeting on the second Thursday of each month.
Contact: Fred Clement, 512-454-5231
fclement@covenant.org

Dallas Chapter

Meeting on the third Thursday of each month at 9:00 a.m.
Contact: Dave Roberson
droberson@firstmethodistplano.org

Ft. Worth Chapter

Meeting on the third Thursday of each month at 9:00 a.m.
Contact: Chuck Wendt 817-332-2281
chuck.wendt@stplcfw.org

Houston Metro Chapter

Meeting on the third Thursday of each month at 11:30 a.m.
Contact: Dianne Giroir 713-267-5042

dgiroir@gpch.org

www.nacbahouston.com

North Metro Houston Chapter

Meeting on the third Thursday of each month at 9:00 a.m.
Contact: Art Stemmerman 281-460-8652
arts@christ4u.net

For more information on a Chapter meeting in your area
visit the NACBA website, www.nacba.net

Come Soar 1o new he,iéb‘h;!’

50TH NATIONAL CONFERENCE JULY 25-29, 2006




't has often been said that the
definition of insanity is doing the

— same thing over and over, expecting
different results. Churches need to
consider this statement when they get
ready to plan future building projects.



Churches typically think the sequence of
a project should be to hire an architect
who will design the facility, then go out
to bid with various contractors, take the
lowest bid and then construct the build-
ing. The problem is that it rarely works
that smoothly. The Design/Bid/Build
process usually turns into Design/Bid/We
Can't Afford That/Redesign/Re-bid/Delay/
And On and On process.

The primary problem is that churches
do not put enough effort into front end
planning before turning the architect
loose to design the facility. Architects
always begin the project with program-
ming which is an attempt to determine
what the needs of the client are. The
problem is that this type of program-
ming is not much more than a wish

list of the space the church would like
to have. It does not take into account
a myriad of other considerations that
should be evaluated before design
begins. | would like to suggest that we
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consider a different approach to manag-
ing construction projects.

First, we need to realize that these
projects are spiritual projects and not
just construction projects. Anytime a
church is experiencing growth you can
be certain that it will come under attack.
Disunity will pop its ugly head, or those
leading the project will face physical
illness, or family members will begin to
struggle with concerns, or any number of
issues will come up to hinder the project.
Therefore, it is important to cover the
project in prayer and for the leaders to be
aware of, and prepared for, the battle that
faces them.

Also, itis a great opportunity for the
church to model Christ to the men and
women who will be working on the
project. Forinstance, when unexpected
change orders occur, how do we react?
Do we become irrational and begin play-
ing the blame game or do we approach

eDesign

the issue calmly and fairly? Oftentimes
churches grind every penny they can
from a contractor in the name of good
stewardship. To me, that is not good
stewardship. | believe good stewardship
is using money in a way that brings hon-
orand glory to God. If that is true, then

| would much rather have a contractor
feeling like he was treated fairly instead
of feeling like the church took advantage
of him.

Second, we should unlearn the Design/
Bid/Build process and go to an Inno-
vate/Unify/Define/Design/Build/Evalu-
ate process. This new process puts
more emphasis on the planning phase
of the project where the greatest op-
portunity to control costs exists. Once
the design process has begun, the
opportunity to control costs decreases
dramatically and when construction
begins there is almost no opportunity
to reduce costs. At that point, all the
church can do is to manage the costs
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to which it has committed. But many church leaders will go
through schematic design, realize they have a project that

is too costly, and continue on with design development
thinking that they can cut costs in the process. It does not
work. Once design development has begun it becomes very
expensive to make significant changes that will reduce costs.

50, let’s go through this
new process, step-by-step:
Innovate

A building project represents a great opportunity for the church
to redefine itself. Unlike the human body where our DNAis a
given, a church can change its DNA. Planning for a new facility
allows us to dream about new ways to do ministry and reach
out to our communities in relevant ways. Itis an opportunity
to reaffirm the vision of the past or perhaps cast a new and
refreshing vision for the future. Logically, our vision and mission
should determine the programs and activities of the church
which should then shape the actual facilities. Unfortunately,
many churches build their facility which defines the types of
programs they conduct which indirectly shapes the mission of
the church — the exact opposite of what it should be.

Unify

Vision unifies the church. If leadership does a good job of com-
municating a compelling vision for the church, the congrega-
tion will rally behind them in support of the project. It isimpor-
tant for the congregation to take ownership of the project. In
order for this to happen, they need to be drawn in by a vision
that excites them. Of course, this discussion assumes that
leadership has formulated a vision that the people will support
with their time and resources. The "if we build it they will come”
strategy is rarely convincing and is a lazy approach to planning.

Define

Defining the project is the core of the strategic plan for the
project. Itis driven by the following questions:

« How much will we grow?

+ How large should our worship center be?
« How much total space will be required?

« How much will it cost?

« How should we phase the project?

« How much can we afford?

All of these questions are interrelated and interactive. A change
in one results in a change in the others. For instance, a change
in the growth projection changes the size of the facility and all
other related education spaces which changes the cost and our
ability to afford the project. Also, if we can defer construction
to a later date, our future operating budgets will presumably

be larger which increases the likelihood that we can afford the
project.



Itis important to be realistic with our growth projections. Many
young churches that are experiencing 30% to 50% annual
growth think they will sustain that in the future. That is not real-
istic. As we get larger, the growth percentage tends to decline.
Unrealistic growth expectations result in facilities that are much
too large and too costly to build.

“When it comes to estimating
the cost of the project it is
important to not fall into the
trap of believing cost fables!

When it comes to estimating the cost of the project it is impor-
tant to not fall into the trap of believing cost fables. The cost
per square foot for a specific project is usually irrelevant to any
other project. The construction costs are not the complete
costs of the project. Be wary of what other churches say their
project cost. That is why | recommend that the church engage
a contractor early in the planning process so that realistic and
complete project costs are developed.

If we have answered these questions and have realistic growth
projections and cost estimates and a phasing plan that takes
into account our ability to incur debt against future projected
operating budgets in a way that will not adversely impact the
ability of the church to conduct ministry, then we are prepared
to begin design within the parameters of our plan.

Design
The most important point here is to make sure that the design
phase is not out of sequence in the process.

One of my horror stories goes back to my early days manag-
ing church construction projects. On that project we acquired
land, got our entitlements, built our parking lots, roadways and
stubbed utilities to the future building pads. During that time
we had our architect develop construction documents for the
first worship center to seat 2,000 people. Unfortunately, we
lacked the funds to construct that building so we put up a tent
and portable buildings. Three years later when we were ready
to construct the first building, we had already outgrown the
previously designed building and had to scrap those plans cost-
ing us $1 million.

Remember, architects make their money by drawing. As a re-
sult they are motivated to get the church to commence design
even if the church has not spent the proper amount of time in
planning. It's up to the church to control the pace of the proj-
ect. No one else is going to do it.
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Build

With rising costs, the church has to balance the desire to
begin construction at the earliest date against the desire to
have complete construction documents. By going “fast track”
the church can lock in construction costs at earlier dates.
Unfortunately, this means that construction documents may
not be complete which results in unforeseen costs, change
orders and coordination issues between architectural, struc-
tural, mechanical and electrical documents. Churches might
not overpay, but they may pay more than what they thought
it was going to cost.

| mentioned before that | encourage churches to get their
general contractor on board early in the planning process.
Usually churches wait until they go out to bid to select their
contractor. In my mind, waiting to hire the contractor until
after design is like starting a baseball game with only 6 players
and then adding 3 more in the seventh inning. | don't think
you would have much of chance to win. For me, a collabora-
tive team with good chemistry is much more important to the
success of the project than trying to get the lowest competi-
tive bid. The contractor is an important part of the team and
can add a lot of value in the planning process. Besides, | know
that he is going to get bids from several subcontractors so
that we still get the benefit of the bid process.

Evaluate

The project you just completed will probably not be your last
building project if you are a growing church. Itis important
to learn from earlier projects so it makes sense to debrief
with key personnel at the end of each project to review what
worked and what could have been done better. Assessment
and understanding are the beginning of future projects.

In conclusion, we need to rethink and relearn the process of
church building projects. The ways we have done them in
the past have usually led to frustration and cost overruns. We
can ensure a more successful project by putting more effort
into the planning process and using it as an opportunity to
improve the way we do ministry and to instill vision into the
church.4

Thomas Greer CPA, FCBA is the Director of Multi-site Operations
for NewSong Church in Irvine, California. Before that, Tom

held administrative and financial positions at three other large
churches where he was involved in several building projects.
He is also the founder of Firm Foundations, Inc. which assists
churches with the planning of building projects. He can be
contacted at tgreer@firmfoundationinc.net.
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The eye-catching facade of

a church called Faithbridge
commands a second look. The NW
Houston church's custom-tailored
cross beams through the wall of
skyward-reaching glass, beckons
onlookers to come in.

Bqu

This evangelism through architecture is no accident. It was

a carefully planned part of a $10-million building project to
provide Faithbridge, averaging 1200 worshippers, with its first
permanent home.

“We wanted people to be able to look inside and see what's
going on,’said the Rev. Ken Werlein, Faithbridge’s senior pastor.
“We wanted them to see that there's nothing hidden or secre-
tive going on here. There's nothing up on high shelves they
could never reach. We're real people, with real lives, and we
have a desire to meet folks where they are, wherever that may
be, and take them to meet Jesus Christ”

Faithbridge held its first service in the new 55,000-square-foot
facility April 9, 2006. The congregation spent a year planning
the project, followed by a year of construction. Werlein planted
the church seven years ago with a handful of people who met
in his apartment. As attendance grew, the congregation rented
space for services in an intermediate school and leased admin-
istrative office space in a bank building.
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Faithbridge Staff Family.

“Even though the congregation had expe-
rienced tremendous growth, it was hand-
cuffed in its ability to conduct programs
and ministries throughout the week;" said
Joani Williams, Faithbridge communica-
tions director.

“Some have thought of us as the church
that wasn't really a church yet because

we didn't have our own building,"Werlein
said. "Having facilities gives the congrega-
tion a sense of presence, legitimacy, and
permanence. After meeting seven years in
a school with teams of men arriving at 4:30
a.m. to set up for services, no one ques-
tioned the need”

To launch the project, the senior pastor
wrote a facilities vision paper that gave
clarity and focus in concept development
and in interviewing architects. He also
served as the primary “vision caster”to
share his excitement and support with the
congregation.

“The senior pastor has to be 100 percent
behind the project, otherwise people think
it's shaky,"Williams said."He can't go in half-
hearted or it won't work”

The senior pastor also served as the chief
fund raiser.”In this type of project, it is
important to figure out how much debt

you can take on responsibly; we did not
want to extend ourselves beyond twice
what we could pledge,"Werlein said."With
growth projections, we were comfortable
we would not jeopardize ministry opera-
tions so long as we stayed within those
parameters.

“You have to watch to make sure you don't
get overextended. If all your money is
going to debt reduction, you can't pay for
staff, programs, and promotions necessary
to reach people and fill the building!”

The process toward construction involved
several steps. The congregation hired a
site planner who helped them assess their
long-term goals or “wish list, determining
how much land they needed in order to
accomplish those goals. The planner deter-
mined they needed 65 acres. The congre-
gation searched, located the property with
the help of their realtor, and staged prayer
walks on the site for members. Eventu-

ally they purchased 73 acres that allowed
space for extra frontage.

As the team considered design elements,
a Faithbridger, who was a retired airline
employee with time and unlimited travel
privileges, traveled the country photo-
graphing church facilities and interviewing
staff members at two dozen designated

churches. After each trip, he created a slide
show to report on the designs and features
of interest to the Faithbridge team.“We
learned so many things without ever hav-
ing to transport our team,"Werlein said.

Laurel Burrin, Faithbridge’s building team
chair and congregation member, said
church leaders considering building proj-
ects should determine the project details
and budget early on in the process. The
Faithbridge building team identified safety,
connecting with the community, and the
potential for future expansion as important
features. They wanted to make sure they
weren't landlocked and had plenty of room
to grow. “People are more mobile than
they were a few years ago, so parking was
also a major consideration, Burrin said.

The team wanted to build a “smart facility”
- energy efficient, easy to expand, future
oriented, and flexible to use. The team
wanted the building to embody the “feel”
of the congregation and be a place for
everyone, with customized features geared
toward the various types of people who
would use it. They also wanted the latest
audio-visual technology, a contemporary
design, and easy access. They prioritized
good signage to help make the facil-

ity welcoming and easily navigated for
newcomers around the building. Prayer is
essential to Faithbridge members, so the
design also includes a prayer center with
24-hour access.

The church is “wired"for computers and
multi-media throughout, including two
large projection screens in the multi-pur-
pose room. People, in general, are more
technically capable than they were even

a few years ago, Williams said. That is
especially true of younger people. They are
accustomed to instant messaging, good
visual effects, and great sound. Approxi-
mately 10 percent of the total building cost
is devoted to technology.

“Churches wanting to combat the stereo-
type of an aging, dwindling congregation
have to communicate the world’s most
important message in a compelling way,
and that means using the latest technol-
ogy, Werlein said.

continued on page 28
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A MULTIPURPOSE SURFACE
FOR YOUR NEXT FLOOR

When church leaders approach an expansion or renovation

project, often the focus falls short when it comes to flooring.

Sometimes it is simply overlooked or put at the bottom of the

list because itis one of the last parts of a project to be completed

and funded. That should not be the case. Visitors to the facility,

whether frequent worshippers or guests from another church,

congregation or sports team, should walk away with a distinct

impression. And, flooring can help create the right one.

Flooring deserves a place at the top of the
renovation/expansion project list, espe-
cially when it is destined for multipurpose
applications. The first topic to discuss
about the flooring is where it is going and
how that space will be used. As churches
increasingly use the same areas for more
and more programs to meet the needs
and demands of various activities, the
necessity of a versatile and durable floor
becomes apparent.

Think about it: the role of churches has
expanded from holding several worship
services a week in sanctuaries to facili-
ties with pre- and grade school sessions,
sports programs, youth ministries, concert
halls, meeting places, bookstores, cof-
fee shops, exercise classes, banquet halls
and more. The schedule is usually filled
from morning until night, most days of
the week. If the ministry is active and
involved, the floor must be able to keep

Public Relations Consultant
Taraflex Sports Flooring by Gerflor



up. There is no spare time to allocate to
cleaning an intensive care floor or hav-
ing to cover it between activities. If this
sounds like your facility, look at multipur-
pose flooring to serve all your applica-
tions as completely as possible.

Before comparing different surfaces, pre-
pare a list of what activities are likely to
take place on the floor. Be sure to consult
the staff members who will be using the
room. Determine which programs will
take place most frequently. Those should
get priority for having their specific floor-
ing needs met. Perhaps the new flooring
is going into the fellowship hall for host-
ing services, choir practices, basketball
games and fitness programs. That means
the floor must be comfortable for stand-
ing, easy to run on and cushioned in

case someone falls. Remember, the floor
is constantly in use by people walking
through the room, setting up equipment
or participating in an activity. The surface
must be easy to clean and durable so
chairs or tables can be placed on it with-
out damaging the surface. Once there is
agreement on how the floor will be used
and what characteristics are essential, get
recommendations from your architect
and colleagues for different floor types

- resilient pure vinyl, polypropylene
interlocking tiles, poured urethane, solid
rubber, vinyl composite tile or hardwood.
Visit facilities with these various types of
flooring. Bring the decision makers, those
who will pay the bills, along with the staff,
who will be using the room and cleaning
it. Let them - the youth leaders, teachers,
administrators and maintenance person-
nel - talk to their counterparts. Be sure

to take advantage of being at an instal-
lation and ask them to use the floor as
they plan to at your building. Bounce a
basketball, walk several laps, sit down on
it, jump, run and stand in one spot for
awhile. Gather their opinions afterward.
When everyone helps do the research,

it pays off in the end with a floor that
meets expectations and does not present
any costly surprises.

While visiting, find out how long the
floor has been in place and examine it
carefully. Does it look like a floor that
has been there for six or eleven years or

appear newly installed? Flooring creates
impressions and the color and design can
really complete a room. Itis a huge part
of the image of a room that people will
walk away with. Think about what a large
area you are covering, usually several
thousand square feet or more. Reflect on
the frequency of use and number of peo-
ple walking in and out. Itisimportant to
select a floor that goes beyond looking
good when itis new. The right choice
will be a lasting floor that is easy to clean
and comfortable to walk on. It will not
restrict people because they wear the
wrong type of footwear or require a spe-
cially purchased floor cover be put down
before equipment can be moved in order
to avoid potential damage.

Once the broad range of choices has
been narrowed to a select few, it is time
to prepare a life cycle cost analysis for
each flooring option. This process will
help to reduce the number of choices
and bring the manufacturers to you. A
life cycle cost analysis takes into consider-
ation the initial purchase price and instal-
lation of the floor; it includes the yearly
and long-term maintenance expenses in
terms of supplies, equipment and staff.
Think long-term, it is risky not to. Buying
an inexpensive floor can be short sighted
if expensive maintenance equipment or
procedures are required in a few years'
time. The amount and type of mainte-
nance varies greatly from floor to floor
and if maintenance requires closing off
the area for time-consuming cleaning,
stripping or re-finishing processes, it can
greatly impact a program schedule and
of course, the budget.

TARAFLEX SPORTS FLOORING

&— Dirt
— PROTECSOL®

®&— Floor Coating

Before Maintenance
The Material

o— Stays Clean
o— PROTECSOL®

o— Floor Coating

After Maintenance

UNTREATED VINYL

&— Dirt
Micro Roughness
of the Surface

Floor Coating

Before Maintenance

The Material
Collects Dirt

Floor Coating

After Maintenance

Be honest about your environment.
Do not overlook potential problems
like moisture. Humidity can cause
certain floors to expand, contract or
warp. Moisture under the floor can be
harmful too. Askif a moisture barrier is
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DataVox is Houston’s largest privately held business communication firm. We
proudly sell, maintain and install Cisco, Avaya and Toshiba telephone networks.
As the exclusive telephone system vendor for the Houston Church COOP,
DataVox provides competitive pricing and exceptional customer service.

Cisco SYSTEMS

AVAYA  TOSHIBA

DataVox is a full service engineering based firm specializing in business
communication systems, system integration, computer telephony software
development, IP telephony, data networking and unparalleled customer service
through innovative team concepts.

For more information or to inquire about your future telephone system solution,
please visit us on the web at www.datavox.net or contact Neil Ferguson, Vice
President at 713.881.7107.

NEW CONSTRUCTION

HEATING/VENTILATION/AIR CONDITIONING (HVAC) SERVICE
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available and how effective it is. Find out what protects the
floor's surface. Grit and dirt can damage the finishes of some
floors and others will be ruined by water or other liquids
spilled or tracked into the room. Multipurpose floors are
available with built-in product treatments and an imperme-
able surface to resist dirt and food stains and prevent bacte-
ria and fungus development.

Find out the length of the warranty and what it covers. A
correctly maintained floor often outperforms the warranty
and a poorly maintained one can cause a host of problems.

If the manufacturer’s suggested maintenance program is not
followed, the result can be peeling game lines, uneven color-
ing and worn-out sections. People using the room will notice
the ball does not bounce as well; the floor looks dirty or is no
longer comfortable to play or stand on.

Optimum safety
Check with the manufacturers about their product’s certifica-
tion. Itis critical to find out if the flooring brands being con-
sidered have been tested according to current standards. The

United States has not established sport flooring standards; Sports Flooring f:::l'd‘:ﬂ(;:“"“““ square fect installed
the most widely accepted ones, DIN, were developed in T M st s (Tt Tt tarme

Long life expectancy
Ideal for sports, assemblies and
. banquets

aflex Sports Flooring

Europe. They set the criteria for sports flooring performance wood
and quality including coefficient of friction, shock absorption, MaintenancelcostsllessithanizoodlonVCll h
ball rebound, rolling load, deformation control and resilience. (800) 5448314 The longest VET: warranty in the industry
DINV 18032-2 (Apr|| 2001 ) the most TEXAS-OKLAHOMA-NEW MEXICO Two wood grain & fifteen color

' choices
recent standard, tests the materials P

used in sports flooring according
to six technical criteria and five
performance criteria. The architect
should have access to this informa-
tion and obtain documentation
stating the test results. Include in
the request the status of ISO 14001
environmental and ISO 9001 qual-
ity accreditation.

absorption, comfort, versatility,
durability, performance with true

ball bounce and accurate pivoting
and sound absorption. Installation
is available with an under-floor
moisture barrier. Another very
important factor in pure vinyl's fa-
vor is simple maintenance such as
daily damp mopping and biweekly
or monthly automatic scrubbing
which translates to low life-cycle costs.

Interest continues to grow in us-
ing environmentally friendly ma- —
terials that can help earn building credits from LEED, the

U.S. Green Building Council’s Leadership in Energy & Environ-
mental Design rating system. Confirm that the flooring you
are considering is LEED eligible because of its high recycled
content, ability to be recycled, low life cycle costs, low Volatile
Organic Compound (VOC) emissions and compatibility with
solvent-free, very low VOC adhesives and low VOC game-

line marking paint. Some multipurpose synthetic surfaces
minimize usage of cleaning products and require reduced
amounts of water for maintenance.

CO+OP Member Vendor Vector Concepts, Inc. can assist you
with selecting the right multipurpose flooring for your church.
Its partnership with Taraflex Sports Flooring by Gerflor gives
you access to resilient vinyl flooring geared to the spectrum
of multipurpose needs. Benefit from both Gerflor's almost

60 years of sports flooring experience and the more than 200
years of combined experience of the Vector Concepts'team

in the commercial floor covering industry. Texas-based Vector
Concepts is independently owned and operated and offers
national specification, sales and installation services with a fo-
cus on teamwork and developing and maintaining long-term
customer relationships. Vector Concepts provides a single
source for product selection and delivery through expert
installation, long-term care and maintenance.

By now, you have reached the conclusion one type of flooring
merits serious consideration — cushioned back vinyl flooring.
It is manufactured in a variety of thicknesses to accommodate
the wide variety of possible uses from education to sports to
religion to recreation and is available in a broad range of col-
ors. The qualities of multilayered vinyl flooring include shock
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Supply...

and deliver

by Bob Fox

| came on staff at Kinsmen Lutheran Church in 1995 to establish a new
position, that being the position of Business Administrator. As most
Administrators know, the responsibilities vary. While there are some
constants across the board that are found in every church, there are also
some variables. One of the responsibilities that all Administrators are
charged with is to “save” the church money and Kinsmen is no exception.

As an Administrator, we have to be aware of quality vendors
with quality merchandise and service at an attractive price.
These quality vendors become the “core” of suppliers that part-
ner with us as we seek cost savings.

From the very beginning, 11 years ago, | realized that | needed
to partner with the Co+Op because they already seek the types
of vendors that meet our cost saving needs.

The approach that the CO+OP has is the idea that by banding
together as a group, no matter what the size of our congrega-
tions, we all enjoy the same price discounting on quality goods
and services. The CO+OP is more than a“discount club” itis a
ministry and the CO+OP Marketing Representatives and staff
continually share this vision and mission passionately.

| feel it is important to always provide the Representatives of
CO+OP an opportunity to visit with us when they ask for some
of our time.

Dan shared with me information about Home Depot Sup-
ply and added that he was hopeful they would be a new
vendor and asked if this would be a vendor | would use.
Dan explained to me the difference between Home Depot
Supply and the local Home Depot Store and the impact
and savings that | could realize, in cost of goods and labor
(shopping time).

This was a timely visit as | was in the process of installing 12
television monitors in our Sunday school classrooms and had
all but ordered the wall brackets from Peerless. Dan explained
that Home Depot Supply has 2 virtual catalogs and provides
supplies and equipment to hotels and meeting centers as
well as the “typical” hardware items. We went on line and
discovered that | could purchase the 12 TV brackets, at a
considerable savings and since Home Depot Supply maintains
a warehouse in Houston, | could get them delivered with no
delivery charges. This was extraordinary in that, not only did |
get quality merchandise at a discounted price, but, also, | had
them in house 9 days earlier than the manufacturer could get
them to me. So my project was completed at an earlier date
than expected.

Working with Home Depot Supply has been a pleasure, their
staff helped me establish our account with them over the
phone and in a few short hours we were ready to place our
order. The convenience of the on line catalog eliminates any
time consuming labor costs associated in shopping at the
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we've
covered

by Gary Benson

Religious institutions can no longer
consider themselves safe from
potential litigation. However, you can
prepare for the possibility of being
involved in a lawsuit so, that should

it occur, you don't lose everything.
Umbrella liability protection provides
the extra shelter your church or
non-profit organization needs to be
completely covered.

The purpose of Umbrella insurance
is to provide additional liability
coverages that go beyond the other
liability limits. Umbrella liability
policies are typically available in
coverage amounts ranging from $1
million to $10 million.




How much is enough?

Unfortunately, there is no exact science when it comes to deter-
mining the appropriate level of liability insurance coverage, but
you may need more liability insurance than you think. For ex-
ample, standard commercial policies usually provide $1,000,000
worth of liability coverage, but in today’s society it's not unusual
to hear of $2-million, $10-million, and even $20-million liability
judgments. If someone is injured at your facility, or if you cause a
serious accident, it is possible that you could be hit with such a
judgment. Without an umbrella liability policy, a large judgment
against you could cost your organization a substantial part of all
of the assets you now have. Perhaps it's best to consider such
factors as the following:

- What amount of assets does your organization have?

- Does your organization travel to foreign countries where
even your base limit of liability may not apply due to
exceeding the defined coverage territories?

- Does your organization frequently transport members or
guests?

- Is your organization well known so that you might be a
more likely target for a lawsuit (i.e, do you give the ap-
pearance of having ‘deep pockets”)?

The amount of coverage you should have depends on the fac-
tors mentioned above, as well as your risk tolerance and your
financial ability to weather a liability judgment.

Could Your Church Afford it if....

While making business calls, your minister collides with
a vehicle, injuring three children, and the mother files a
multi-million-dollar lawsuit against your church?

- Avolunteer, while replacing ceiling fixtures, topples from
a ladder and sustains a life-long back injury, resulting in a
$1.5 million judgment.

- While a 6-year-old boy is in Sunday School class, a parti-
tion falls on him. Award Given - $1,800,000.

- A camp counselor runs a stop sign and hits another car
broadside. One person is seriously injured; two persons
have minor injuries. Award Given - $1,750,000.

If your church would have to dip into investments or sell land or
property to afford the above, you need an Umbrella policy.

F
! 'yvl.lnsuranceco—op.com

HOUSTON DFW METROPLEX HILL COUNTRY

GARY BENSON RICK McCRARY & SAN ANTONIO

281.350.6277 972.223.1700 JOE HUTCHISON

TOLL FREE TOLL FREE 210.402.0288

800.896.8218 800.364.1277 RYAN HUTCHISON

GARYBINSURANCEONEAGENCY.COM RICK@INSURANCEONEAGENCY.COM 888.316.0033
RYAN@INSURANCEONEAGENCY.COM

As a leading Insurer of churches, Insurance One can provide your organization
with the industry’s finest lineup of coverages and services.

Design & Print
On Demand
at NACBA

Stop by our booth and learn
about the new Design & Print
On Demand services sponsored
by the CO+OP provided
by 1.D. XPress & Varidoc.

CCoP

CHURCH SUPPLIES & SERVICES INC,
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morepowertoyou

by Paul Ward

NGKOG [30] - Natural Gas

LAST: 6.881

CHANGE: w 0.027

Current Market Conditions

Natural gas, the fuel that drives a considerable portion of
electricity generation in Texas, has been fluctuating for the last

3 months. The high reached in that market during late Decem-
ber, 2005 was $15 per MMBTU. The current month is trading
right at $10. That is a decrease of more than 33%. The favorable
conditions of an unseasonably warm winter corresponding

with healthy natural gas storage reports has led to the largest
decline in the cost of this fuel since the beginning of deregula-
tion. However, this drop is only for the prompt month. If you
look further out on the forward months NYMEX Index for natural
gas, the costs are still higher for 1-3
year contracts than they were this

HIGH: 5.909 Low:6e70 41 same time |a5'[ year.

Understandably, customers all
across the state have been clamor-
ing for fixed rate contracts since
the price of natural gas has come
off so considerably. Retail Elec-
tric Providers (REPs) have been
slammed with requests for up-
dated pricing and renewed agree-
ments for the last two months.
However, for those who did not
need to lock in rates prior to the
last two weeks, fixing a rate may be
deemed to have been slightly premature. The cost of energy
will very likely continue its downward movement until the end
of April, 2006. Obviously there is no guarantee that this will be
the case, but market watchers often suggest that customers not
buy while the price is dropping but do so once it begins to turn
upwards. The reason for this approach is to get as close to the
bottom of the trough as possible.

Long Term Rationale

If you look at pricing from any REP right now, the one year price
is a little lower than the two/three year rate quotes. So the obvi-
ous question comes to mind. Why sign a three year contract if it
is more costly per kWh than a one year agreement?



The answer is that the cost of electricity will likely be elevated
this time next year above what it is right now, and it could be
MUCH higher. So for the sake of budget stability and the op-
portunity to lock in 2006 prices until 2009, we have chosen to
move forward for an extended opportunity instead of risking
the short-term alternative.

Some have asked why we have chosen to not go longer than
three years. The analysis behind this decision is that there are
some changes coming in early 2010 that will have an unknown
impact on the cost of moving energy across the state. Conges-

tion costs will be impacted by Texas moving from a zonal to a
nodal structure.

Everyone shopping
this electricity market is
focused on one thing...
the bottom line.

Reasons for contracting now

In our last article we suggested that conditions were not ripe for
signing a contract for an extended term due to still high prices.
But we also stated that Price To Beat (PTB) customers could still
benefit from signing an agreement simply because the mar-

ket was beginning to fall and PTB was increasing at the time.
However, CSSI and PoCo have always believed that March/April
2006 would yield the premium opportunity for buying electric-
ity contracts.

Since December 2005, the natural gas commodity has steadily
declined from its historical high that was reached following the
two hurricanes last fall. And in the last month and a half the
cost of gas has decreased from $9 to $6.50 per MMBTU. This
dramatic decline is certainly validating the direction CSSI and
PoCo agreed to take since early in the aggregation process.
Now that the cost of energy is in reasonable range again, we are
at decision time.

Benefits to Your Ministry

Everyone shopping this electricity market is focused on one
thing..the bottom line. How much can | expect to pay for en-
ergy? That is the question on the mind of every person facing
the decision to lock in at a fixed rate for a fixed period of time.

MINISTRIES

church Business consulLting

281.374.9506

www.UprightMinistries.com

INTEGRITY

Quality VIRCO Furniture
At Affordable Prices.

TOLL FREE: 1-888-600-8639

www.integrityfurniture.com
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Several CSSI members are coming off of a rate that fell in the
range of $.062 - $.065 per kWh. Now we are looking at rates of
$.087 - $.09 per kWh, and that is for energy only and does not
include transmission costs to get energy from the generation
plant to your home or facility. Obviously the increase is push-
ing the 30% level, depending on your previous rate.

Facing a 30% budget increase for electric power is a huge fac-
tor in planning the financial plan for the coming year. How-
ever, that is the nature of where we are at in the market, and
there are no signs of continued dramatic decreases on the
near horizon. The downward movement in natural gas prices
is very likely near the low that it will reach prior to heading
back up when summer is upon us.

The benefit to your ministry is this: there is power in num-
bers, and we will have that power going forward. If the cost
of energy does take another dive in the future, we together
can buy power going forward. So instead of three years,
we will add another one to two years onto the contract in
order to benefit from the market dip. And if it appears that
the cost of energy will climb even higher, we together can
extend our agreements to hedge off the looming increase.
Either way, as a united group we will have the option of car-
rying our fixed margin into the future and that is the advan-
tage we have before us.

Eleventh Hour REP Switch

By now you have likely heard that we were well down the
road with Reliant Energy as the REP of choice for our aggre-
gated CSSl load. In the middle of March, just prior to the CSSI
annual conference, Reliant regrettably declined the ability to
continue on in the process with the CSSI membership and
PoCo Energy Group. Due to some unforeseen alterations

in the Reliant structuring side of the business, they were no
longer able to honor previous commitments to a fixed retailer
margin on an ongoing basis. However, PoCo was able to
quickly shift to a new REP the day after the news from Reliant.
The new REP was selected after sending the business oppor-
tunity to two other REPs: those were First Choice Power and
SUEZ Energy. Both are reputable and stable providers in the
Texas marketplace. First Choice responded very promptly in
the affirmative while SUEZ declined the following day after
the request was sent.

First Choice Power was acquired last year by PNM Resources,
an energy holding company based in Albuquerque, NM. The
acquisition by PNM has brought First Choice a new level of
expertise and improved services. But most of all, First Choice
is now a very competitive retailer in Texas. And that is good
news for our load of business. First Choice has agreed to

all of our criteria for moving forward in this aggregated

load of business. They are not new to large church loads.



First Choice has worked with several Methodist Conference
groups in Texas and is very familiar with the kinds of issues
related to church loads.

Therefore, we have chosen to move ahead quickly with First
Choice. However, this was not a hurried and careless choice.
PoCo has worked with First Choice for several years and we
have watched them improve with age, especially since they
were obtained by PNM. And the fact that First Choice so
quickly agreed to hold their retail margin throughout the
course of the term for all churches/ministries coming into the
aggregation as well as not having a monthly meter fee put
them in the lead position from the outset.

Conclusion

Summer will very likely bring with it both the normal Texas
heat as well as an up tick in the prices for energy. For all mem-
bers whose contracts are expiring within the next 4-6 months
should strongly consider locking the rate for renewal previous
to the middle of May in order to insure not being caught in

an unreasonable market high. Thankfully both CSSI and PoCo
are laboring on your behalf to lay the groundwork for us to all
forge ahead together for the advantage of all involved.

CO+OP
\Works...

Member Organizations and Member Vendors
working together to achieve great stewardship.

Contact us today to become a member.
Tap into the savings available for you.

Call
888.350.3264

www.churchco-op.org

Since 1988, Churches Helping Churches

HILLYARD
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THE CLEANING RESOURCE

Delivering More Than Great
Cleaning Products

Hillyard manufactures and distributes thousands
of cleaning products, plus equipment and
supplies. We are dedicated to developing
products that are environmentally sensitive

and kind to the people that use them. But our

customer dedication goes beyond products.
Hillyard delivers the service and expertise

needed to maximize your cleaning resources.

Hillyard Hillyard  Cleancare, Inc.
{Houston) (San Antonio) {Mesquite)
800/399-8489 800/728-4120 800/688-9425i
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Let ID-TEN-T Telecom

Consultants help
REDUCE your church's
@/fa Telecom Costs!!

Southwestern Bell

Authorized Sales Representative

FREE for Church Supplies
and Services Members!!

@)W @ Yearly Telecom Expense

Analysis. Free of Charge!!
(A $150.00 Value)

I,‘?numﬂ?xﬂ{{% ¢ FREE Internet and Data
Network Consultation.

) @ ID-TEN-T Telecom
" Consultants works in your
Qwest = . . Y
~_ church's best interest, not
Spirit of Service
the phone company's
Please call our professional consultants

Today at 1-866-325-SAVE (7283)!

P.O.Box 34829 =+ Houston, TX 77234 + Phone: (281)484-4944 + Fax: (832)201-8378

Toll free (866) 325.5AVE (7283) +  E-Mail to: sales@id-ten-t.com

H OME DEFENSIVE DRIVING

+ Driver Improvement and Safety
+ Insurance Discounts
+ Ticket Dismissal

Call 800.505.5095

Takehome is a trademark of U.S. Interactive,
LLP. Learn more about this new dimension in
ministry at http://www.takehome.com/

Takehome is a trademark of U.S. Interactive Communications, LP
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continued from page 15

To capture the feel of the congregation, planners were guided by
the congregation’s slogan, “Real People, Real Life;"as well as its mis-
sion statement —“To make more and stronger disciples of Jesus
Christ”—and core values of fervent prayer, ministry excellence,
life-changing community, authentic leadership, generational
relevance, and intentional loyalty.

“We wanted the church to be inviting and user friendly so
members would be comfortable and eager to bring unchurched
neighbors and friends with them,"Werlein said.“The decisions
weren't based on what would make us more comfortable, but
what would help us bring new people in”

For example, security is an important consideration, particularly for
parents with small children. Parents want to know their children are
safe, especially from sexual predators. To address safety concerns,
the Faithbridge design includes a separate area for the children
with a special computer software system for parents to check
children in and out. The area has security cameras, windows in the
doors, and a fenced play area with security gates. The staff and
youth program workers are also required to receive safety training.

The senior pastor plays an important role in the design and
construction process. However, unless he has prior hands-on
experience building multi-million-dollar projects, he needs to be
an effective builder of teams who can handle the project details.
Werlein said about the time he realized he was trying to run
something he didn't know how to run, Burrin stepped forward to
lead the building team. She had experience running multi-million
dollar projects and felt God's call to use her leadership skills on
Faithbridge’s building.

“To choose the architect and construction companies, the team
solicited lots of input, looked at many candidates, visited offices,
checked references, examined completed projects, and devel-
oped interview questions so they could compare companies
equally,Burrin said. They interviewed local architects, looking for
just the right ‘chemistry” They eventually broadened their search
outside the local area and chose RNL in Denver to develop a mas-
ter plan and the design of the project.

The architectural team conducted preliminary interviews with all
key leaders and congregation members. Staff members were in-
volved in designing portions of the building affecting them most.
The architects also used a brainstorming process called a “charette;
with several dozen key leaders brainstorming in the same room,
with the architects, who then converted concepts into drawings
on the spot for approval or disapproval.

“We were able to see the vision emerging right then, not two
weeks later. It created a sense that we were designing it together,
Werlein said."A good benefit of that process is that everyone has a
sense of ownership in the building.’Once the design was com-
pleted, the Faithbridge building team began looking for the right
construction firm. They considered approximately 10 firms with
church experience, checking out their work, and then narrowing



the field to three whom they invited to make presentations.
"Again, chemistry was a big thing for us because we knew we
were going to be working with them for 12 months or more;’
Werlein said. The ultimate choice was Tellepsen.

The building team also hired Fred Jenkins, founder of Reliable
Construction Management, Inc,, a major Houston real estate
developer. Fred served as their independent owners'representative,
managing the project and representing their interests with the
architects and the construction firm.

"Without question, Fred has saved us all of what we've paid him
through his years of experience and vast pool of knowledge,’
Werlein said."I've seen churches who have tried to do it themselves
and the results just aren't as strong. If you don't have an indepen-
dent project manager, your project manager will be assigned by
the architects or the construction firm. Someone will end up in
charge, but the conflict of interest presented is obvious!”

Selecting a non-local architect created a challenge, however."If
you hire a non-local design architect, you really need to plan on
hiring a local production architect too, Werlein said.“The further
the project moves from the design phase, the closer the architects
need to be!RNL knew the church preferred a local architect and
agreed to partnering with a local production architect to over-
see design implementation. Faithbridge hired Houston-based
Kendall/Heaton Associates as production architects, and both
firms agreed to the hand-off approach. RNL designed the build-
ing and Kendall/Heaton developed and provided oversight to the
construction details.

“We wanted the work to be high quality, not ostentatious, but
attractive, warm and functional,"Werlein said. Some churches

go to one extreme in terms of flash, and others go the opposite
direction, considering only functionality. “We didn't want either
extreme,"Werlein said. “We wanted to make sure that anything
we built in phase one never required an apology or demanded a
second phase to feel complete!

The Faithbridge project finished on time and under budget, which
Werlein attributes to the skills of a committed building team with
a sharp-minded chairperson and a vigilant independent owners’
representative. A key to success is praying for everyone involved
and setting a precedent early on for open, honest, quick deci-
sion-making and feedback; Burrin said.Now that construction is
complete, serving teams comprised of laity will handle most of
the interior and exterior maintenance under the supervision of a
Faithbridge staff property management director.

The completed project is phase one of a six-phase master plan
designed to accommodate a six-fold increase in attendance to
multiple thousands. Phase two will likely include more children’s
classrooms and the addition of a fellowship hall, Burrin said."The
church was built for growth with a 100-year mindset, Werlein said.
"We hope people will look back 100 years from now and thank us
for the decisions we made on the front end”
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Advertising
Educational Products, Inc.
Educationalproducts.com
Andrea Strawbridge 800.635.5345
HOU, HC San Antonio
astrawbridge@educationalproducts.com
Matt McDaris 800.635.5345 DFW
mmcdaris@educationalproducts.com
Michelle Jecker 877.928.3771 HC Austin
mjecker@educationalproducts.com

Ernest Ideas Design & Media Group
ernestideas.com
Paul Ernest 972.562.5380
paul.ernest@ernestideas.com

Office Depot Business Services Division
bsdnet.officedepot.com
Kerri Holloway 713.996.3263 HOU
kholloway@officedepot.com
Alysia Campbell 817.358.3049 DFW
acampbell@officedepot.com

Air Conditioning
Comfort Systems USA
Accurate Air Systems
accurateairsystems.com
Paul Therriault 800.388.1712 HOU
pault@accurateairsystems.com
James Newsome 800.388.1712.DFW
jamesn@accurateairsystems.com

Building Maintenance
Professional Janitorial Service
pjs.com
Jim Shaw 713.850.0287 HOU
jshaw@pjs.com

Banking & Finance
Comerica Bank
Comerica.com
Dale Rahlfs 832.590.1539 HOU
derahlfs@comerica.com
Charles Dowden 214.589.4496 DFW
cwdowden@comerica.com
Jim Terrell 214.589.1310 DFW
jcterrell@comerica.com
David Marks 512.427.7116 HC
dave_h_marks@comerica.com

Church Consulting
Upright Ministries
uprightministries.com
Patti Malott 281.374.9506
patti@uprightministries.com

Coffee Service
Creative Coffee
creativecoffee.com
Terry Lampman 281.579.2224 HOU

Communications
ID-TEN-T Telecom Consultants
id-ten-t.com
Mark Sanchez 866.325.7283
mark@id-ten-t.com

Computer Systems
The ProVisio Group
provisiogroup.com
Steve Hovater 281.894.7700
shovater@provisiogroup.com
Randal Evans 281.894.7700
revens@provisiogroup.com

Systems Evolution
systemsevolution.com
Tony Alarcon 210.734.2664 San Antonio
512.374.0005 Austin
tony.alarcon@systemsevolution.com HC

Computer Equipment & Software
Tech Depot
cssi.techdepot.com
Emily Dove 800.625.9866 x7474
edove@techdepot.com
Luis Mora 800.625.9866 x7314 DFW
Imora@techdepot.com
Nery Leal 800.625.9866 x7315 HC
nleal@techdepot.com

Custodial
Hillyard, Inc.
hillyard.com 800.399.8489
Wanda Gregory 281.704.5720 HOU
wgregory@hillyard.com
Kim Woods 832.646.0383 HOU
kwoods@hillyard.com
John Swart 281.389.3806 HOU
jswart@hillyard.com
Mark Curtis 210.273.3557 HC
mcurtis@hillyard.com San Antonio
Gary Fisher 210.275.3474 HC
gfisher@hillyard.com San Antonio
Lloyd Fabianke 210.275.2601 HC
[fabianke@hillyard.com
Brian Taylor 210.722.5132 HC
btaylor@hillyard.com
Rosie Reyes 800.728.4120 Laredo
rreyes@hillyard.com

CleanCare, Inc.

hillyard.com
Gary Piepenburg 800.688.9425 DFW
Tom Woods 972.329.0022 DFW

Defensive Driver Training
Takehome Defensive Driving
takehome.com
Mike Price 800.505.5095
mike.price@us-interactive.com

Electric Energy Savings
CSSI CO+OP
churchco-op.org
Dan Bishop 888.350.3264
danbishop@churchco-op.org

Electric - Lighting, Maintenance &
Supplies

Facility Solutions Group

fsgconnect.com

American Light, Design Electric

Mike Font 713.462.6258 HOU
mikef@fsgconnect.com

David Meeker 214.217.0190 DFW
davidm@fsgconnect.com

Jim Whelan 817.624.2466 DFW
jimw@fsgconnect.com

Kevin Bohn 512.835.4971 HC Austin
kevinb@fsgconnect.com

Mike Gilbert 512.835.4971 HC Austin
mikeg@fsgconnect.com

Ray Medina 210.657.5025 HC
raym@americanlight.com

Darryl Schauer 210.657.5025 HC San Antonio
darryls@americanlight.com

Floor Covering - Sports Flooring
Vector Concepts, Inc.
vcfloors.com
Jody Skaggs 800.544.8314
jskaggs@vcfloors.com
Dan Smith 817-360-7112
dsmith@vcfloors.com

Furniture
Integrity Furniture & Equipment
integrityfurniture.com
Drew Coleman 888.600.8639
drew@integrityfurniture.com

Office Depot Furniture Services
bsd.officedepot.com
Jeff Hicks 713.996.3309 HOU
jeff.hicks@officedepot.com
Sam Mallow 210-494.7313 x159 HC
San Antonio & Austin
smallow@officedepot.com
Donna March 817.358.3061 DFW
dmarch2@officedepot.com

Insurance
Insurance One Agency
insuranceco-op.com
Gary Benson 800.896.8218 HOU
garyb@insuranceoneagency.com
Ricky McCrary 800.364.1277 DFW
rick@insuranceoneagency.com

Joe Hutchison 888.316.0033
joe@insuranceoneagency.com

Ryan Hutchison 888316.0033
HC San Antonio
ryan@insuranceoneagency.com



Internet / e-Ministry
Main Street Enterprises
MainStreetNet.com
Terrell Sanders 888.765.MAIN
tsanders@mainstreetnet.com

SignUsUp
signusup.com
Larry Beck 800.347.7106
larry@signusup.com

The ProVisio Group
provisiogroup.com
Randal Evans 282.894.7700
randal.evans@provisiogroup.com
Steve Hovater 281.894.7700
shovater@provisiogroup.com

Locks & Security Systems
DeBow Lock & Safe Co.
Jeff DeBow 281.398.6703
jdebow1010@sbcglobal.net

Maintenance Repair & Operations
Home Depot
Steve Maples 817-516-7409
steve_a_maples@homedepot.com

Office Equipment & Supplies
Express Stamp
Jeff Steggeman 414.443.5418
steggeman@schwaab.com

Office Depot Business Services Division
bsdnet.officedepot.com
Gaylynn Richards 713.996.3145 HOU
grichards@officedepot.com
Alysia Campbell 817.358.3049 DFW
acampbell@officedepot.com

Tech Depot
cssitechdepot.com
Emily Dove 800.625.9866 x7474
edove@techdepot.com

New Members

Tomball
Galveston
Mesquite
Keene
Flower Mound
Galveston
Garland
Lewisville
Porter
Humble

Plumbing
Comfort Systems USA / Accurate Air
Systems
comfortsystemsusa.com
Paul Therriault 800.388.1712 HOU
pault@accurateairsystems.com
James Newsome 800.388.1712 DFW
jamesn@accurateairsystems.com

Printing
Varidoc
Scott Muckensturm 214-528-9925 x118
scott@varidoc.net

Roofing
Carlson Roofing Company, Inc.
Mark Carlson 281.374.7657
carlsonroofing@ev1.net

School Supplies
Educational Products, Inc.
educationalproducts.com

Andrea Strawbridge 800.635.5345 x7917 HOU

astrawbridge@educationalproducts.com
Matt McDaris 800.635.5345 DFW

mmcdaris@educationalproducts.com
Michelle Jecker 877.928.3771 HC Austin

mjecker@educationalproducts.com

Signs
National Signs
nationalsigns.com
Al Ross 713.863.0600 x220
al.ross@nationalsigns.com

Telephone Equipment & Services
DataVox
datavox.net
Alan Ferguson 713.881.7104
alan@datavox.net

Porter
Prosper
The Woodlands
Huntsville
Grand Prairie
Houston
Aledo

Simonton

CO+O0OP Vendors

Alphabetical Listing

Carlson Roofing Co., Inc.
Cleancare, Inc.
Comerica Bank

Comfort Systems USA /Accurate
Air Systems

Creative Coffee, Inc.
DataVox Business Communications

DeBow Lock & Safe

Design & Print on Demand
Educational Products, Inc.

Ernest Ideas Design & Media Group

Express Stamp

Facilities Solution Group
American Light
Design Electric

Hillyard, Inc.

Home Depot Supply

ID-TEN-T Telecom Consultants
Insurance One Agency

Integrity Furniture & Equipment
Main Street Enterprises
National Signs

Office Depot Business Services Division
Furniture Services

Professional Janitorial Service
of Houston

SignUsUp

Systems Evolution

Take Home Defensive Driving
Tech Depot

The ProVisio Group

Upright Ministries

Varidoc

Vector Concepts
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PastoRr / FOUNDER

#  CHRISTIAN ACADEMY

A welcome that will win
hearts, minds & souls

In helping people get what they need, listening is the
first step. How you want fo greet parishioners and new
guests is where we start. Your sign is an extension of
your overall message. It symbolizes your church, your
philosophy and your style. National Signs is the
industry leader in helping churches communicate their
message. Ve are experts at unique. Call us today and
we'll share with you how to communicate your vision,
your passion, your message fo the world!

Z
NationalSigns

713-863-0600 * Toll Free 800-659-6285 * nationalsigns.com

CCIP

Church Supplies & Services, Inc.

PO. Box 821243

Houston, Texas 77282-1243
281.531.5629 - Main
281.531.4137 - Fax
www.churchco-op.org



