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February 2016 

Recommended Process 

1. Create an Implementation Committee of 5 members to implement these 
recommendations 

a. That committee should communicate with the congregation at every step 
of the process, explaining what is happening and why 

i. Regular Bulletin announcements as well as letters and/or email 
updates as appropriate 

b. That committee should also provide regular status updates to Session  

2. Obtain an appraisal (or perhaps 2) of the property 
a. Use an outside appraiser 
b. Probably wise to obtain Presbytery approval prior to engaging the 

appraiser, or at least provide update 

3. Obtain a survey the property 
a. Use McSteen & Associates; it has previously surveyed the property 
b. Probably wise to obtain Presbytery approval prior to engaging the 

surveyor, or at least provide update 

4. Initiate contact with City Planning Department 
a. Kara O’Donnell, City Planner (216-291-4885; kodonnell@clvhts.com) 

will work closely with the Implementation Committee to develop the 
presentation to the Planning Commission as well as Board of Zoning 
Appeals, if necessary 

5. Identify new proposed property lines 
a. Consider impact on buyer (e.g., larger back yard with smaller setback may 

mean a trip to CH Planning Commission for a variance but greater sales 
appeal) 

6. Have a private inspection to identify the big ticket items so Session can 
decide which (if any) to repair prior to listing 

a. Remediate any mold prior to listing because mold is likely to deter any/all 
viable buyers; make any other major repairs of items likely to repel 
potential buyers 

b. Make any minor repairs likely to make the house more attractive to 
potential buyers 

c. The Implementation Committee with decide whether and which repairs to 
undertake 
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7. Meet with neighbors 
a. Explain lot re-subdivision and any conditional use permits we will be 

seeking 
b. Discuss expansion of the parking lot  toward Scarborough (if intended) 
c. Explain anticipated sales process (recommended sales process described 

below) 

8. Make presentation to CH Planning Commission and Board of Zoning 
Appeals 

a. Setback Requirements: 
i. House: 10’ foot on each side property line and 3’ from rear 

property; drive must be 3’ from property line 
ii. FPC: parking lot must be 10’ from property line, 50’ from street 

and no parking in “front yard” 
iii. If setback requirements are not met, will need a variance from 

BZA 
b. We will need a lot re-subdivision and a conditional use permit to separate 

the manse property from FPC’s property 
i. If the FPC property consists of multiple lots, CH will require us to 

consolidate all of those parcels into one 
c. Expanding the parking lot toward Scarborough is “highly unlikely” to be 

successful although, if the neighbors are on board, chances are improved. 
i. Expanding would require approval of both the Planning 

Commission and the BZA 
ii. Widening the entrance would be much more palatable to CH and 

may only require approval of the Planning Department without 
Planning Commission approval 

iii.Adding a curb-cut on Scarborough to permit  “entrance only” and 
“exit only” would also be more palatable to CH but would reduce 
the number of parking spaces 

d. Timing: applications are due no later than the 2nd Wednesday of the month 
to be on the calendar for the following month.  Planning Commission 
meets on the 2nd Wednesday of the month; BZA meets on the 3rd 
Wednesday of the month 

9. Obtain point-of-sale inspection from CH Division of Inspectional Services 
a. The inspection is valid for 1 year 
b. All items must be completed by the seller within 90 days, even if the 

property is withdraw from the market.  Reasonable extensions are granted.  
For this reason, schedule the inspection just before putting the property on 
the market. 



c. For any items remaining uncorrected at time of transfer, CH will hold in 
escrow 125% of the estimated repair cost as determined by the Division of 
Inspectional Services 

10. Initiate sales process 
a. Invite neighbors, FPC members and friends (through church 

communications, letters and/or email) and others (through Sun Press ad??) 
to submit by a date certain a best and final offer for “as is” purchase. 

i. The date certain should be within a short window (e.g., 45 days). 
ii. The Implementation Committee should decide how to identify the 

“best bid;” whether to hire an independent advisor to sort through 
the bids; whether to stage the house to make it more attractive. 

1. Best bid should consider dollar amount as well as 
contingencies 

iii. If an offer is made, an FPC attorney may be used to facilitate the 
closing but only if done pro bono 

b. If no bids come in from neighbors etc., hire a realtor. 
i. Set asking price for “as is” purchase 

11. Obtain Congregational approval of sale 
a. Submit best bid or successful offer to Session for its approval and 

scheduling of congregational meeting 

12. Obtain Presbytery approval of the sale 

13. Disburse proceeds  
a. 50% to mission and 50% to property management and/or capital 

improvements 


