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I.) CALL TO ORDER

MR. FLETCHER:  Good evening, everyone.  I’d like to call to order the Community Development Commission Meeting for June 7th.  

II.) INTRODUCTIONS

MR. FLETCHER:  First item is introductions, so, Paul, if you’d start?

MR. WHATLEY:  My name is Paul Whatley; and I’m a Member-at-Large.  

MS. LAMBERT:  I’m Michelle Lambert, Ward 3.

MR. REGAN:  I’m Blaine Regan, 6th Ward.

MR. FLETCHER:   Mike Fletcher, Member-at-Large.
MS. McCRAY:  Cookie McCray, 6th Ward.



MS. FORBES:  Pam -- Pam Forbes, 1st Ward.   

MR. SALANSKI:  Michael Salanski, 5th Ward.


MS. SUHLER:  Diane Suhler, I’m the representative from the Human Services Commission.
 III.)
APPROVAL OF AGENDA

MR. FLETCHER:  Thank you.  Next item is approval of the agenda.  Does anyone have any comments or changes they want to make to the agenda?  Hearing none, we need a motion to approve the agenda.

MR. SALANSKI:  Motion to approve. 

MR. REGAN:  I’ll second.

MR. FLETCHER:  All in favor say aye?   


(Unanimous voice vote for approval.)


MR. FLETCHER:  We have an approved agenda.
IV.) APPROVAL OF MINUTES

· MAY 17, 2017

· MARCH 8, 2017


MR. FLETCHER:  Next, we have two sets of meeting minutes to approve because of the bus trip we took, so we -- we -- we skipped a session.  So the first one we’ll do is for the May 7th meeting minutes.  Does anybody have any changes or corrections they’d like to make to the May 7th – 17th, excuse me, meeting minutes?  All right.  So I’m just going to go ahead and do them both at the same time.  And the March 8th meeting minutes, does anybody have any corrections or changes for March 8th?  All right.  Hearing none, I need a motion to approve the meeting minutes from May 17 and March 8th.

MR. REGAN:    I’ll move to approve the minute -- the minutes from May 17th and March 8th.

MS. LAMBERT:  Second.

MR. FLETCHER:  All in favor?  


(Unanimous voice vote for approval.)


MR. FLETCHER:  That’s approved. 
V.)
REPORTS

MR. FLETCHER:  So that brings us to staff reports.  Randy?

MR. COLE:  Here, I’ll just give you a brief overview.  So tonight’s the night, of course, where we hear all the proposals from the local organizations.  Tonight’s public hearing is the really important part of the process, along with reading the proposals thoroughly.  As you can see in CDBG funding request, we had about $1.7 million in requests, and we only have about $835,000 estimated to be available, so we’ll need to cut about $886,000.  So that means several projects won’t get funded, and probably several good ones because we have a lot of really strong applications this year with a lot of organizations doing important work.  So this is very important tonight to ask your questions, clarify and make sure you -- you have all the information you need to make a good decision.
I’ll also touch on the rating sheets and Apricot.  Hopefully folks have had a chance to at least look at how those work.  If you haven’t, it’s not too complicated and -- and I have the one pager that I sent out.  I would like all the ratings completed on all the proposals by next Wednesday, end of business day.  If you have any problems at all, give me a call, shoot me an email, stop by my office.  I can help you out.

MR. FLETCHER:  Is that the 12th?


MR. COLE:  I think next Wednesday is the 14th, I believe.  So that -- it’s important that I get that, because that’s what builds our spreadsheet for starting out the discussion at the June 21st meeting.  So it’s critical that we get those ratings in.  That’s all I have.


MR. FLETCHER:  Thank you, Randy.  So we’ll begin the public hearing section.  So first, I’d like to remind everybody to please silence your cell phones, pagers, so it doesn’t interrupt those folks who are doing a presentation.  Also, if you need to have a conversation or visit about something, I’d ask that you please go and -- back in the lobby and have that discussion, again, so we don’t interrupt the presenters.
We’re going to be timing your presentations, and I’m only going to give you seven minutes of presentation because what we -- we -- we have read your proposals.  One of the things we focused on this year is being prepared for this presentation.  And -- but we want to leave more time to ask questions and engage you more, so that’s what we’d like to focus on.  And so what I would recommend is hit the high points of -- of your proposal and what the -- you know, key important parts that you want to stress to us.  Paul, you’re going to do the timing?

MR. WHATLEY:  That is correct.


MR. FLETCHER:  And then, somebody asked that he notify the presenters a minute before their time is up, so he’s going to do that.  So with that, we’ll get started.
IV.) PUBLIC HEARINGS


YOUTH EMPOWERMENT ZONE

MR. FLETCHER:  Youth Empowerment Zone.  It -- also, please, if you’d introduce yourself and give us your address, please.


MR. LAWSON:  Thank you.  I’ve got it loaded up there.  Thank you.  Good afternoon, my name is Lorenzo Lawson, and I live at 2301 Shamrock Drive, northeast Columbia.  I am the director and the founder of the Youth Empowerment Zone.  The Youth Empowerment Zone was founded in 2004, right here in Columbia, Missouri.  The seed was planted by one of the city council person, the late great Ms. Almeta Crayton and I was working together in the community trying to help those who are at greatest at risk.  And we realized that there was a gap in services for these young people that are coming with several layers of -- of baggages.  Talked to them about being involved with, of course, the -- the judicial system, substance abuse, teenage pregnancy and victim of poverty.  So we created the Youth Empowerment Zone, and we operate our programs up under the four pillars -- what we call the four E’s:  Education, Employment, Empowerment and Entrepreneurship.  We -- we -- we started in 2004 by just simply getting them jobs.  We created over 50 community partners who are hiring our young people.  But not only hiring them, they allow us to come in and train one of their seasoned employers as a mentor which have been proven to raise the retention rate for these young people on the job.  And this year, we actually have placed over -- well, the fiscal year from July the 1st of last year and up until this point now, we have already served over 360 young people.  We are -- are presenting this proposal because we are currently located at 1002 Fay Street.  It’s owned by one of the local families here, and it is a very old facility.  We have outgrown that facility, plus the facility is in desperate need for renovation.  When we moved in it four years ago, we -- we actually raised $150,000 to renovate the place, and now it’s in a need of another $100,000-so, the estimate of -- of -- for renovation.  We pay actually $4,000 a month at that facility -- which, you do the math, that’s $48,000 a year, not including utilities.  And the building is so old and not reno-- not insulated properly that you -- our -- our average utility bill is running close to $1,000 a month.  So we’ve been paying that.  So the City have donated us 2.3 acres of land in which we are planning to build what we call our Inspiring Academy Center.  And that’s that because what we’re looking to do is to place some vocational training out there so that we can start -- provide opportunities for our young people to get some -- some vocational training that will enhance them being employable.  And, also, we’re looking at creating jobs.  I -- we -- we really want to make sure that we enhance this city’s citizen quality of living, and that’s what we’ve been doing since 2004.  The City Manager just came out that black unemployment have dropped from 15 percent down to 11 percent, and we’d like to pride ourselves as being a part of that solution, helping them drop that unemployment rate.  We are -- we -- we are raising money as we speak to start our capital campaign, and once you guys approve us with this particular project, that is going to help us be able to get a jump start on the site -- developing the site while we raise the rest of the funds.  Our complete project is going to be about $3.3 million.  We got support from Boone County; we got support from the State of Missouri; the City is supporting us.  We also have been getting tremendous support from the entire community.  That’s how we have been remaining alive here in Columbia and serving those young people that’s at risk.  We -- in our new space, we’re looking to provide a professional kitchen where we will be offering class.  The Career Center is charging about $13,000 to go through their culinary art.  We -- we are going to get some assistance from the State, and we want to lower that so that our kids can be able to get that same amount.  But, also, it still would generate some funding to help us maintain it.  We want to be --  provide food trucks with the possibility to come and use the facility and rent out to them, provide meals for a childcare facility and we already applied for the USDA as being a site -- a providing site, which will generate about anywhere from $20,000 to $30,000.  We also -- we’re partnering with Columbia College.  We got a e-gaming lab in which Columbia College want us to train up our kids in that particular field, and they will be able to funnel into Columbia College and get a degree.  I’m going to turn this over to one of our youth, and she’s going to give you a little testimony.  Thank you for your time.  I appreciate it.

MS. ESPINOSA:  Hi.  My name is Maria Espinosa; I’m 15 years old.  I learned about the Youth Empowerment Zone through school.  I joined them because I wanted to get a job to help my mom out with bills.  In the end, it did help me get a job.  And they are amazing, because if you ever need help with anything, really, you can just give them a call and they will try to help you as much as they can.


MR. FLETCHER:  Questions on the -- 


MR. SALANSKI:  Not all at once.  Michael Salanski, 5th Ward.  I have a question.  You mentioned training.  I’m familiar with the YEZ program, and I think you all do fantastic work.  And I’m excited that you all are continuing your efforts in moving to another location in which you can provide that assistance even further.  The question I have, however, is when it comes to training, I’ll use the example that you spoke to earlier, culinary arts.


MR. LAWSON:  Uh-huh.

MR. SALANSKI:  You talked about the cost of going to culinary school as opposed to what you all might be able to provide based upon the kitchen which you plan to have.  Oftentimes, employers look for specific prerequisites, accreditations to be met.


MR. LAWSON:  Exactly.


MR. SALANSKI:  The reason why children -- or young adults, I should say, go to school is oftentimes to meet the prerequisites of their future employers.  I guess my biggest questions is, the training that you all are providing these young youth, whether it be through hands-on training or culinary arts or construction, is that going to meet the needs of future employers based on the accreditation that they oftentimes seek?


MR. LAWSON:  Yes.  And that’s a good question.  I’m glad you asked that.  We already got two of the top chefs in town that’s said -- making a commitment to do some teaching for us.  Again, I’m working with the Department of Higher Education with the State to get that accreditation.  We’re planning on all of our classes that we offer, it’s going to be certified.  Once a kid go through it, they will received a certification.  We are working on that as we speak.

MR. SALANSKI:  Follow-up question.  Have you had any employers -- since you all have been in existence since 2004 and you’ve provided great folks to work with in the area, have you had employers seek any sort of testing based upon individuals?  Was it just based on your all’s recommendation of hey, we stand behind this -- this young adult and we think you should to or is there any sort of things that they have to test to gain --

MR. LAWSON:  Well, what we do, we go to an employer and whatever their criteria is, we ask them to give it to us.  And that’s what we take back to train our young people to make sure that they meet those qualification.  So at Boone Hospital, whatever, most of our jobs that we get them is entry level jobs, anyway, but we still go to an employer first and we form a relationship and they become our corporate partners.  So we work directly with the HR people to make sure that when we send our kids, they already know and we already have provided what they need to fit that job description.

MR. SALANSKI:  Last question I have, then I’ll -- I’ll yield my time.  As you know, Columbia is -- is a -- I -- I am very proud of our city.  I’m obviously biased because I -- I live here.  That said, I think it’s very easy for us to all recognize that we aren’t as diversified, from an employment standpoint, as perhaps we would like to be, meaning our various employers in town that tend to take up much of the workforce.


MR. LAWSON:  Yes.


MR. SALANSKI:  I’m curious when it comes to young youth that are going through your all’s programs, is there a common denominator, meaning is it the hospitals that are seeking out your all’s young adults or is it really diverse and is it going into all sorts of fields of need within the community?


MR. LAWSON:  Yes.  It’s very diverse.  We -- again, since 2004, we’ve been cultivating all     the -- the different employers in this whole city.  And ours is -- because what we do is we bring a youth in and we assess them because we want them to be matched where they can thrive on that job.  We don’t want to send a person that like cooking and send them to IBM because that’s just setting them up for failure.  So we do the assessment and see what their talents are, their gifts and what they like to do, and then we find an employer, one of our corporate partners that got something in that area.  If we can’t find one, then that’s the reason why we created our entrepreneur piece.  Let’s look at trying to create something for you and you become a boss.  We partner with Columbia College; they got an entrepreneur program.  We send some of our kids to the 4-H camp -- entrepreneur camp at the University of Missouri so that they can start even developing the thirst for creating jobs.


MR. SALANSKI:  Thank you.


MR. LAWSON:  You’re welcome.  

MR. FLETCHER:  Anyone else?  Go ahead.


MR. REGAN:  I’m Blaine Regan, 6th Ward.  You mentioned you were going to use these funds to jump start your capital campaign, so my first question is have you started a capital campaign so far or is this really going to be the first step of that capital campaign?


MR. LAWSON:  No.  Actually, I might have misquoted that.  What I wanted to do with the -- what we want to do with these funds is develop the site.


MR. REGAN:  Okay.


MR. LAWSON:  At our -- the site development is going to cost about $400,000, and that will be a portion of that.  We got some other capital campaign grants that’s out.  We’re looking for them to be approved pretty soon.  And, yes, we’re starting our capital campaign as we speak.  Some of our board members that’s here now, that’s what they’re here for is because we -- we are -- are gearing up to go full force to go ahead and -- and start doing what we need to do.  But this is the first step.  We wanted to make sure -- because this will -- since the City gave us the land and then we get you guy’s approval, that -- that’s going to give us something to really work with when we go to all the big corporations and things that we want to -- foundations and stuff.  We want that on our resume.


MR. FLETCHER:  The City has -- Mike Fletcher.  The City has donated land?  It’s not contingent on funding or anything?


MR. LAWSON:  No.  No.


MR. FLETCHER:  They’ve donated in to you already?


MR. LAWSON:  We --

MR. FLETCHER:  So it’s -- 

MR. LAWSON:  -- we -- they have donated…

MR. FLETCHER:  Okay.  
MR. LAWSON:  -- the land.  Only --
MR. COLE:  The land has not transferred title, so the City still owns the land.  It would -- it would be leased, the way I understand it.

MR. LAWSON:  No.  My --
MR. COLE:  Or essentially donated as a whole.  I think there’s still details that have to be worked out.

MR. LAWSON:  Yeah.  I talked to the City Manager, and he -- he wrote us a letter saying he will give us the land.  The only -- the only contingency is that we raise the funds to build; otherwise, it go back to the City.

MR. FLETCHER:  So if you do not get -- if your capital campaign is unsuccessful, the land will revert back to the City?

MR. LAWSON:  Yes.

MS. SUHLER:  Diane Suhler, Human Services Commission.  Could you describe a little bit about your overall operating budget for the Youth Empowerment Zone for all of your programs?  And then, secondly, how would this facility increase your capacity or what do you envision happening in the future after you have this building?

MR. LAWSON:  Okay.  Our operation budget is about a half a million dollars a year.  We get funding from the State, from the City, United Way, from Boone County.  And we get funding -- a lot of our funding is private funding, donations.  To answer your second question, what we are looking at doing at that facility is, that is going to be our -- our -- I guess our home base.  And then from there, we are planning on expanding and getting satellite facilities, for lack of a better word, in what is called the pockets of poverty.  We -- right now, we got vans bussing them in to us, and it’s -- it -- and -- and those areas are going downhill.  So we have been talking to landlords, we got a few of them that have came on board to be our partners.  And we’re looking at talking to some landlords about getting, maybe, a duplex, gutting it out and then start training the local leaders in that particular community to be a part of the Youth Empowerment Zone because everybody goes to them when they need questions or what have you.  And to be able to develop those communities, which will raise the poverty rate of the communities -- and that’s how we are selling this, to the landlords.  So the -- again, that will be our home office.  And from there, we looking at branching out and serving the communities that are with poverty.  
MR. FLETCHER:   From the amount you’ve requested, obviously, you heard this evening that -- that, you know, many more funds have been requested than are available.  If you were to get less than your requested amount, would that still be a benefit or is this a -- basically an all --
MR. LAWSON:  Definitely.

MR. FLETCHER:  -- all or none request?

MR. LAWSON:  Definitely.  Whatever we going to get, we -- we’re going to continue on.  I don’t have no doubt that we’re going to get it.  We going to raise these funds and we going to get it done.  This would be a great help, of course, you know.  But that’s not going to deter me either way because this is our community.  I was born and raised in Columbia.  I love Columbia and I know what we’re doing is making Columbia a better place for all of us, and so I’m going to continue to do that.  I have committed to it.
MR. FLETCHER:  Did the City give you a timetable, specifically, for when, basically, needed to start your project --
MR. LAWSON:  No.

MR. FLETCHER:  -- contingent on granting of the property?

MR. LAWSON:  No.  In fact, I’m -- I’m going to meet with Mr. Mathes again and work out some more details on this to make sure that you guys -- and -- get you to -- the information on paper because he had told me something different than what he told Randy.  So I’m going to get that and I’m going to try to have that to you guys by next week. 
MR. COLE:  I’m in -- I’m in agreement with you.  The -- the land was donated.  It’s just it wouldn’t be at the point until you’re ready to construct and you had all the funding.  I was --

MR. LAWSON:  Oh, that’s --
MR. COLE:  -- just making a point that the land had not transferred yet.

MR. LAWSON:  Yeah.  And that’s what I wanted in writing so you can read it yourself and you can see that they have committed it to us.  And, of course, again, if we can’t -- if we can’t develop it, somebody else needed to get it.  But we -- we are quite certain that we’ll be able to get this project completed.
MR. FLETCHER:  Questions?

MR. WHATLEY:  I’ve just got a couple of questions.  I’m Paul Whatley.  What is the reach for this program as far as it -- is it strictly here in Columbia, Boone County?  Do we -- how -- how far does this placement go --
MR. LAWSON:  Well --
MR. WHATLEY:  -- for the youth going through the program?

MR. LAWSON:  Right now we served a whole entire county.  We pride our self on any young person that walk through that door, no matter what, if we can help them, we are going to help them.  If we can refer them, we’re going to refer them.  And that’s how we’ve been doing it since 2004. We get a -- we serve a whole lot of you-- homeless youth.  And a lot of them is not from Columbia; they have transferred to Columbia.  But we still -- we serve them and we help them.  And we help them get places.  We help them get on jobs, whatever we can do because it -- again, it’s about our community.  If -- if -- if they are continuing out there without any type of support, they’re going to eventually do something that’s going to cause themselves and our city some adverse effect.

MR. WHATLEY:  Sounds good.  And then in addition to the culinary training that you’re going to provide, what are -- what are the top two, three industries that -- this this -- that you provide youth for?  Is -- you mentioned MU, so --
MR. LAWSON:  Uh-huh.  Well, the -- the City hires our young people.  We done placed them at Boone Hospital.  We -- we got MBA have hired some.  In fact, practically all the major employers the first year that the Youth Empowerment Zone was created, the City -- I mean, the Chamber of Commerce allowed us to present to all the businesses.  And to our surprise, there wasn’t any that wasn’t interested in interviewing -- see, we got empowerment program.  It’s not an entitlement.  We -- only thing ask of our employers is we want you to interview our kids.  If he -- if -- if these young people do not pass your test, don’t hire them because that’s how we train them.  It’s like the real world.  And only thing we do is provide the resources that they don’t get in their own household to be able to present themselves and sell themselves.  It’s an empowerment program.  We want them to be able when they leave our program to be able to make it in life and to be successful right here in Columbia if they stay here.  And that’s how we train them.  We don’t promise them anything.  And we always tell them, It’s on you.  You going to have to sell yourself.  What we going to provide for you is the resources and the information so that you can do that, but it’s up to you do it.
MR. FLETCHER:  Other questions?  Go ahead.

MS. SUHLER:  I have a couple of more questions.  One, in your capital campaign, are you looking for only donated funds or do you plan to take out any debt at all to finance?

MR. LAWSON:  Well, we -- we will see.  We are leaving open all options, of course, but right now what we’re doing is applying for some -- some land grants.  We are, again, putting together this capital campaign.  We are -- we are talking to the different major players in Columbia about their donation.  We know that there’s people and they have been on my board, like Veteran United, one of the founders, was on my board and -- and MFA Oil, the CEO that retired.  So we got the connections and we’re -- and I did my -- my homework before I even went after this.  I went to these different folks and say, Hey, if we get this, will you guys help us?  And, verbally, they have committed to help us raise these funds.  So that’s the reason why I said I’m -- you know, I’m determined.  I -- I believe we do -- we are going to get it done.  So, I mean, I hope that answers your question.

MS. SUHLER:  Okay.  And then kind of a -- a follow-up to that.  Right now, if I understood, your rent plus your utilities amount to approximately $60,000 per year?

MR. LAWSON:  Yes. 

MS. SUHLER:  Okay.  How do you think your operational costs will be impacted by this building?  Will your operating costs be higher, lower, and --
MR. LAWSON:  Much lower.  Especially if we don’t take a loan --

MS. SUHLER:  Uh-huh.
MR. LAWSON:  -- you know.  But if we do, you know, we will -- we will -- we will -- we will budget that in.  Right now, we got a financial firm that -- that works with us, that keeps our books and everything.  And they are consulting us and they’re donating that to us as a part of helping us with this to make sure that we -- we -- we -- we have our budget right and be able to forecast everything, such as what you were asking.  So we feel very, very comfortable with pursuing this.
MS. SUHLER:  Okay.  And then one last question.  Will this be a residential facility at all or only just a commuter facility?

MR. LAWSON:  Yeah.  This is only for programming.

MS. SUHLER:  Okay.

MR. FLETCHER:  All right.  Lorenzo, thank you very much.
MR. LAWSON:  Thank you guys, and you all have a good evening.


CENTRAL MISSOURI COMMUNITY ACTION


MR. FLETCHER:  Next on the agenda is CMCA.
MS. LARKINS:    Hello.  My name is Misty Larkins.

MS. BOSSLER:  And I’m Beth Bossler.  

MS. LARKINS:  And we’re from Central Missouri Community Action.  We’re at 807B North Providence here in Columbia.  So just as a background if anybody doesn’t know who CMCA is.  We provide direct services for low-income Missourians in eight counties in central Missouri, including Boone County, as our largest county, most populous.  We have a wide variety of programs.  We serve over 10,000 central Missourians every year.  And this particular grant request revolves around our Head Start program; in particular, our facility on Worley.  A little bit of the history of our Worley Head Start project.  We purchased the facility for the operation of a preschool classroom in 2005.  And we actually completed accessibility improvement of that facility in 2007, using CDBG funds.  We completed repairs and a patch to the parking lot that’s currently there in 2011.  That cost around a little over $15,000 to complete the patchwork and repairs to that.  We actually sustained some pretty significant damage to our existing building, as well as the parking lot, in both 2014 and 2016 because of the current grading of the parking lot, the way that it stands, we had some water come into our existing facility and wound up having to do some pretty extensive repair work to that.  In 2016 and 2017 -- sorry.  Normally, I can talk pretty loud.  In 2016 and 2017, we tried to mitigate the issue of the drainage by installing a new drain system.  It has helped, but it does not fix the issue.

MS. BOSSLER:  Thank you.  So we have actually started expanding on the Worley campus.  We didn’t call it a campus.  That was Darin Preis’ little vision there.  But we expanded the services with moving an existing facility -- it was a modular unit, onto that property because we saw a great growing need here in Columbia, in particular.  Our wait list is extensively long, for both our preschool and our infants and toddlers.  There’s just not enough early education for infants and toddlers.  Preschoolers, it’s a little easier.  Obviously, public school provide other great resource to that particular population.  So we have started developing that campus and we have added -- and will be adding here shortly -- we’re waiting on one little piece for the City to come add two additional early Head Start classrooms.  So we will be housing two additional classrooms besides our preschool classroom.  And for this particular project at the Worley campus, at this point, we’ve put in a little over $181,000 into this project.  And the last puzzle piece is the parking lot that is just beyond repair.  It literally needs to be gutted like the basement from the flooding in 2016.  It needs to be completely tore out and completely redone and expanded upon to also accommodate for our growing population that we’re serving there.
MS. LARKINS:  So I know -- hopefully you can see these on your screens.  Like Beth mentioned, our current need is the replacement and expansion of our parking lot.  Our current lot, you can see, has many safety concerns in addition to the drainage issues.  The extensive damage to the parking lot causes the capacity issues, it exacerbates it because current parking is drastically reduced because you can’t park in the spaces that have the damage to them.  In addition, it causes disruptions in traffic patterns in the parking lot, so that it causes a safety concern for us and for our kiddos that are -- that are in there when it’s parent pick up or they’re dropping their kids off.  Also, capacity issues due to expansion.  We’ve added two additional classrooms, that means extra teachers, extra parents, extra kiddos, extra need.  Currently, our parking lot can barely hold our staff.  And so if we have any community events, if we invite parents, there’s nowhere for them to park in our current parking lot.  And, again, it causes issues in -- in terms of drop off and pick up, in terms of traffic flow and making sure that it’s safe and accessible off of -- off of Worley.  So, yeah.  That is what our current request is around is that.  And the next thing that you’ll see is the engineering plan for what we would like the parking lot to look.  You’ll see that there are 36 spots for the parking lot, currently.  I would estimate with the inaccessibility of certain spots, we have maybe 10 parking spots currently that are parkable within the parking lot.  It also adds some handicapped parking there.  And you’ll see it’s -- the drainage on the bottom right side; that’s already been added.  And we’ve also have already added the additional entrance that’s shown at the top of the screen.  We have taken care of that already.  So short and sweet.
MS. BOSSLER:  To the point.

MS. LARKINS:  To the point.  Questions?

MR. FLETCHER:  Questions from the Commission?

MS. McCRAY:  I have one.

MS. LARKINS:  Yes.

MR. FLETCHER:  Go ahead.

MS. McCRAY:  Cookie McCray, 6th Ward.  So you said that you have 36 parking spaces today?

MS. LARKINS:  Thirty-six is what in the expansion we would have on the -- on the engineering plan.  Uh-huh.
MS. McCRAY:  And currently you have 10?

MS. LARKINS:  Maybe 10.

MS. BOSSLER:  Maybe.

MS. McCRAY:  Okay.  And the facility where you’re located, this is -- is this going to be just expanding that property there?

MS. LARKINS:  Correct.  Yes.  The parking lot exp-- would be replacing the existing parking lot and then extending -- expanding back onto the property which we already own.  But there’s no parking lot there currently.  It would be pushing it back farther to extend the capacity of it.

MS. McCRAY:  Okay.

MR. FLETCHER:  Mike Fletcher.  If you got less than the full amount, would -- in other words, is this a full amount request or nothing?  Or would less than a full amount still allow you to enhance your parking lot? 

MS. LARKINS:  Less than the full -- any funding is good funding to us.  That is absolutely correct.  Yes.  We will find ways to ex-- we have to replace the parking lot.  It has been an issue for several years.  It is something that we will do.  Obviously, any type of funding that comes from grants or -- or anything that’s not -- 
MS. BOSSLER:  Currently restricted.

MS. LARKINS:  -- all of our other funding is very highly restricted.  So anything that we have that is not restricted is obviously a benefit to us.  And anything that we don’t have to use philanthropic dollars that come into our organization, allows us to use those philanthropic dollars to create more innovative solutions to fight poverty in central Missouri that we wouldn’t have to use for this.  So -- but, yes, we would absolutely be able to move forward with -- with any type of -- of funding.  It would be of great benefit.

MR. SALANSKI:  Michael Salanski, 5th Ward.  With regards to this current location, how many families do you all serve?

MS. BOSSLER:  Right now, we have 15 preschool slots, so roughly 15 families.  And then the two additional classrooms will expand for another additional 16.  We also have our home-based services out of that particular facility, and that’s another 12 individuals.

MR. SALANSKI:  And do you mind me asking how many individuals are on staff at this particular facility?

MS. BOSSLER:  Not at all.  We have got three preschool staff.  We will have six infant and toddler staff, a cook, and a home visitor and a center manager.

MR. SALANSKI:  If I’m doing the math correctly, and oftentimes I don’t, so bear with me.  I’m looking at roughly 54, give or take, individuals that might be driving to or from that particular location at any given time.  Again, the engineering plans are allocating for 36 spots.  Obviously, not all 54 individuals would be hunkered down there all the time.  Was that taken into consideration?
MS. BOSSLER:  Yes.  So the traffic flow is usually heaviest in the morning and in the evening, for pick up, drop off time.  Our families, with the exception of our home-based families, with the preschool classroom and the two infant and toddler classrooms, one of the basis is serving working families.  And so they are usually picking up, dropping off.  That was also a concern that was voiced with the traffic flow, which is that horseshoe portion at the very top if you want to go back one.

MS. LARKINS:  Yeah.  Absolutely.

MS. BOSSLER:  The horseshoe portion at the top, so we can have better traffic flow.  And you’re correct, not all 50, you know, families and staff are going to be there at the same time.   They’re  -- they’re going to be ebbing and flowing, and so we took that into consideration when we had the engineer draw up the plans.
MS. LARKINS:  Space is also a concern, obviously.

MS. BOSSLER:  Yes.

MS. LARKINS:  We are -- we’re bordered by neighbors on all ends, so we tried to maximize the amount that we could do so that -- you know, we’re -- we’re trying to maximize the opportunity to do it once and do it right --
MS. BOSSLER:  Right.

MS. LARKINS:  -- this time.  And in -- hopefully take care of it.

MR. SALANSKI:  The last question that I have.  Have the families that you work with -- again, call it 31 families, have they -- what has been their voice?  I suspect they’ve been frustrated.

MS. BOSSLER:  We have had everything from flat tires caused by the -- and I am -- I can’t exaggerate the extensive potholes.  The -- the building that -- when we purchased it was a -- a church park -- it was a church building and a parking lot.  So I imagine it was heavily used.  And, you know, our work that we’ve done on it has been purely been patch work.  And so there’s sink holes, there’s gaps.  And so it -- it literally has caused damage to some of our families’ vehicles, our staff’s vehicles.  And, of course, when there’s heavy rains, then we also have building damage, which we would like to avoid so we can preserve the integrity of the building.

MS. LARKINS:  And I think also, you know, while a flat tire may not seem like a traumatic experience or something, when you’re talking about families that are working with very limited incomes, very low incomes, a -- a flat tire could be their ride to work, which could involve their livelihood.  It could mean they have to choose between two -- two -- fixing the tire and eating.  
MS. BOSSLER:  Uh-huh.

MS. LARKINS:  And so it -- it is -- we want to make sure that we’re providing the best, safest possible opportunities for our kiddos and their families.  And we also want to make sure that our facility is a source of pride for the neighborhood and is reflective of the wonderful people who live there.

MR. SALANSKI:  Thank you.

MS. SUHLER:  You mentioned that part of the parking lot would be kind of the existing area where there’s parking available, and then part you’re going to expand into another area.  Just as a hypothetical question, if you didn’t use that space for a parking lot, what might you use that space for instead?  Would it be another classroom or could it be some -- something else?  Or is it unusable?
MS. BOSSLER:  No, it’s not unusable.  We -- we just know the capacity of what we’re working with there.  So it -- it’s not unusable.  It -- actually, where the expansion part of the parking lot is proposed right now, we actually had an L-shaped playground for our preschool children.  That’s just how it was when we purchased the building, and so we just utilized the space that we had.  But with the -- with the renovations that we’ve been putting into that particular property, we have now transferred it to a rectangle shape so that we can provide that -- that space for either a parking lot -- and it -- you know, it really wouldn’t be ideal to add another classroom.  And the only reason I say that without additional parking is because then you’re talking about --
MS. SUHLER:  You’re making the problem worse.

MS. BOSSLER:  Yeah.  You -- more -- more family, more staff and then we would have, you know, very, very limited parking for a growing center.  Whereas, you know, if we can expand the parking lot, there’s nothing to say that we can’t, you know, either upward or even a little bit outward from one of our existing buildings in the future to, let’s say, provide another classroom.  So that would be more feasible than utilizing the space behind the parking lot.

MR. FLETCHER:  Questions?  That was good, Missy and Beth.  Thank you very much.

MS. BOSSLER:  All right.  Thank you.

MS. LARKINS:  Thank you.

SERVICES FOR INDEPENDENT LIVING
MR. FLETCHER:  Good evening.  This is Services for Independent Living.

MS. FOUTS:  Hi.  Good evening.  My name is Chrissie Fouts.


MR. MERRY:  Scout Merry.


MS. FOUTS:  And we are here with Services for Independent Living.  We’re at 1401 Hathman Place.  So -- okay.  So for those of you who are not familiar with -- with SIL, we are a non-profit organization in Columbia.  We provide a wide variety of services to senior, people with disabilities and veterans, and what we’re doing is we’re helping them live independently in their own homes and communities.  And some of what we do includes accessible home modifications and minor home repairs.  So when I say accessible home modifications, I mean things that help people get in and out of their home safely and things that help them get -- get around inside their home safely.  So ramps, stair lifts, grab bars, bathroom innovations, that kind of thing.  And then minor home repairs, I’m talking about things that preserve home ownership, maintain the -- the value of the home and things that just keep people living safely in their homes.  So the services really help to meet people’s basic needs, improve accessibility and enhance their overall quality of life.  And our goal with this funding is to, like I said, increase safety, accessibility, give a sense of independence and we want to preserve that ownership and stabilize the neighborhoods in Columbia.  So in terms of who we’re serving, so last year we did 33 projects.  We spent $90,000 in CDBG funds.  Twenty-six of our folks were living on their Social Security alone, which equaled a little under $12,000 a year or a little under $1,000 a month.  We were spending about $3,000 per project.  Folks had lived in their home for a long time; average is 21 years.  Twenty-two of them lived alone.  You can see the race and gender breakdowns there.  We serve mostly older adults; average age 69.  We served five veterans and three surviving spouses of veterans.  And everybody we served reported a dis-- a disability of some kind.  Currently, we are working on spending $101,980.  We’re just shy of $23,000 to date.  We’ve done 13 projects.  We’ve got another $36,000 obligated for nine more projects, and we actually expect many of those to finish this month.  It’s a very busy month for us.  And then so far, it’s about $2,600 a project this year.  And then you can kind of see some of our completed projects in that list.  In terms of 2018, we want to keep going with our accessible home modifications, including ramps and minor home repairs.  We’re asking for $119,350, and it would fund things like ramps, widening doorways, stabilizing floors, repairing porches and porch steps, so getting in and out of the home safely.  We also work on bathrooms.  Bathrooms are a -- an area where there’s a lot of falls, especially in our older population.  So putting in walk-in showers, putting in grab bars so people have something to grab onto and they don’t slip.  And then we also do things like repair HVAC systems, replace water heaters, replace windows.  We do plumbing work, electrical work, that kind of thing.  So stuff that might go wrong and, you know, somebody who doesn’t have the money to fix their HVAC system, they could -- their house could become inhabitable if it’s the middle of the winter.  So we help with things like that, to keep them in their home and keep them in their home safely.  So I’m going to turn it over to Scout, and he is going to talk about some of our success stories of the folks we serve.

MR. MERRY:  I want to talk a little bit about some of the -- some of the folks.  So Sharod is actually kind of a funny guy to talk about.  The -- the ramp was really short, really easy.  Young guy for -- for us, only 40-years old, using a wheel chair.  And this was a partnership with -- with the YouthBuild.  But after I was -- after we were done, I was trying to follow up with him and he was never home.  Never home.  This was a guy who I -- I believe was carried out of his home before we built the ramp. I don’t know.  I just -- I think it’s great.  He’s very happy with the -- with that.  Charlotte  -- some of you may be familiar with this woman.  We -- she works with many of our programs at SIL.  She was featured in the United Way campaign video this year.  She’s lived in her home for 25 years.  We went in, we thought it was, you know, a simple stabilization.  And our contractor actually said, Oh, yeah.  I can do this, you know, for hardly anything.”  He went under there when the weather cleared and  --  he -- he only charged -- he didn’t charge us much, but he said the work -- he took lots of pictures for us.  And he said this house, you know, basically he said it had a broken back and would not have --  inhabitable for, oh, you know, probably the rest of her life, you know.  So for $1,000 -- over $1,000, we kept her in her home, you know.  It’s a fantastic project, again.  Maria is our -- we -- we mostly work for seniors, but we help anybody with a disability.  Maria is nine.  And I’ve worked with her family, off and on -- one minute?  Okay.  And, you know, for her, she -- her mom was just, like, We just want to get her in the back yard.  We just want her to have access to things other kids have access to, basically, so we built a ramp.  Again, that was another Job Point.  And there’s a picture of Maria in her back yard.  You can’t see her pool.  It’s on the other -- the other side.  Her mom has a quote, but I’m going to skip to Barbara, who actually is another great story because one of the programs I do is I accept recycled equipment and I give it back out into the community at no cost.  Barbara is actually somebody who was a recipient of a donated stair lift.  I work very closely with the Missouri Stairway Lift Corporation and they -- they uninstall them for us, they store them for us and then they put them back in, whether inside the city limits or outside the city limits, for a very reasonable cost.  Oh, that’s -- I have to stop now.  It’s really cool.

MS. FOUTS:  There’s a picture of --

MR. MERRY:  Oh.


MS. FOUTS:  Yeah.


MR. MERRY:  There’s a picture of one of the stair lifts.  Yeah. 

MS. FOUTS:  There we go.  


MR. MERRY:  Any questions?


MR. FLETCHER:  Questions?


MS. SUHLER:  It’s Diane Suhler.  Just to -- a quick question.  I’m sure, kind of, it’s the same old thing where a demand is much higher than supply, and you have a lot more need than you can fulfill.  Could you give us a sense of how you choose the projects that you do undertake and how you kind of do a cost benefit analysis -- you know, a dollar spent for a ramp is a -- is it -- does it give you the same benefit as a dollar spent on an air-conditioning system?  Or how do you -- how do you make this decision?


MR. MERRY:  We -- we do try to balance out the projects larger and smaller.  Ramps are quite expensive.  And we -- I mean, you know, like, like, with Barbara’s -- in Barbara’s case, we try to work with partners.  We try to reduce our costs in different ways.  But -- but, basically, if folks come to us, it’s -- the -- the thing that would take them out of the project is -- is something that we work with the City on.  If their home -- if -- if we can’t do a project that would actually help them, it’s -- it would just be such a small piece.  And if they have many, many layers of -- of issues with their home, that will sometimes take somebody out of the running.  It -- their home has to be habitable for them.  But we do try to help comes to us.  It’s -- you know, we -- we try to get to people.  Sometimes it just takes a while.


MR. SALANSKI:  The question I have -- Michael Salanski, 5th Ward.  You had mentioned -- well, let me -- let me backtrack.  Two questions.  How many folks did you all serve last year?  I -- I don’t know if that was on a previous slide.


MS. FOUTS:  We did 33 projects.


MR. SALANSKI:  Thirty-three. 


MS. FOUTS:  Uh-huh.

MR. SALANSKI:  Okay.  How many folks do you  -- or how many projects do you plan to do this upcoming year?


MS. FOUTS:   We plan to -- to do 40.


MR. SALANSKI:  Okay.  The thing that I -- that I found interesting, based upon -- based on  your -- your -- your presentation, the project cost, you had said previous year was around $3,000 per project, and that had gone down $2,600 the following year.  Oftentimes you don’t see -- especially when it comes to supply and demand, you know, taking on more projects, serving more people of need, material costs, labor, all increasing year over year, and yet your all’s individual project cost to be going down. Could you explain that?

MS. FOUTS:  Yeah.  So we’re about 13 in -- 13 projects in.  And it just so happens that a lot of our projects so far have been small projects.  And so we anticipate, you know, as things ebb and flow, that it will probably come up to be about $3,000 again.  We try to spend $5,000 and less on each project so that we can serve as many people as possible.  And it just happens that we -- we have had smaller projects so far.  But we’re not even halfway through, so do you want to add anything to that?


MR. MERRY:  No.  You know, ramps are very costly.  And if the requests for ramps are a little bit down, it changes -- it changes the, you know, per project cost.


MS. FOUTS:  Uh-huh.

MR. SALANSKI:  The last thing -- and it’s more of a comment than anything else that I recognized when I was reviewing your all’s proposal at home, of course.  Something that I like that I just think deserves attention is your all’s screening process.  I think it’s beneficial that a phone call is made or an in-person visit is taking place.  An application, that process, I think, is critical to really determining if that particular household deserves the funds in which you have, which are limited.  There’s other proposals in which I reviewed that I would have liked to see more of their due diligence as a foundation before they just conveniently relinquished funds.  So I just wanted to comment to the whole Commission that I -- I -- that I think you all go the extra step in making sure it’s the right fit for not only them, but for you all to stay financially solvent.

MR. MERRY:  Thank you.  And -- and we do -- we do have to work with families -- some families -- you know, Chrissie or I will find ourselves really wanting to work with them, but there are steps that they have to take before a project.  And -- and -- you know, we reach out multiple times, sometimes, because we -- we want to help folks in need.  But sometimes that is also even self-selecting, because they -- they do have a -- they’re our partner in -- in this project.

MS. FOUTS:  Uh-huh.

MR. WHATLEY:  I’ve just got a couple of questions.  So out of the 33 jobs you completed last year, how many did you turn away?  Or how many couldn’t you provide projects for?

MR. MERRY:  I -- I can think of one offhand…


MR. WHATLEY:  It’s a low number or --

MR. MERRY:  A low number.


MS. FOUTS:  Very low.


MR. WHATLEY:  Okay.


MR. MERRY:  Yeah.  It’s probably under ten.


MR. WHATLEY:  Okay.


MR. MERRY:  Yeah.


MR. WHATLEY:  And then, so do you have a pool of contractors with a charitable heart    and -- and they’re -- and --

MR. MERRY:  We have a pool of contractors who get paid.


MR. WHATLEY:  Okay.  Okay.


MR. MERRY:  But many of them are -- 

MR. WHATLEY:  Right.  And so --

MR. MERRY: -- very nice fellows.  

MS. FOUTS:  Well, and they’re -- and they’re fair, and we trust them.


MR. WHATLEY:  Okay.

MR. MERRY:  Yeah.  

MS. FOUTS:  Yeah.


MR. WHATLEY:  All right.


MR. MERRY:  And we work with the City --

MR. WHATLEY:  Just kind of in -- in regards to the increasing costs of labor, material and, you know -- okay.  Thank you.


MR. COLE:  We -- we share notes on contractors, as well.


MR. MERRY:  Yes.


MR. WHATLEY:  Okay

MR. MERRY:  Yes.


MS. FOUTS:  Uh-huh.

MR. WHATLEY:  Do you guys u-- I mean, you mentioned Job Point, you know, helped you with some.  Do you have other organizations that help you, you know, with -- with some of the work?


MR. MERRY:  At this point, we -- 



MS. FOUTS:  Organizations?


MR. MERRY:  -- we do not.


MR. WHATLEY:  Okay.


MR. MERRY:  I mean, you know, businesses like Missouri Stairway Lift that are doing other things -- 

MR. WHATLEY:  Okay.  

MS. FOUTS:  Uh-huh.

MR. MERRY:  -- but not organizations.


MS. FOUTS:  Yes.  A couple businesses.


MS. LAMBERT:  So you do have relationships with, you know, local organizations, businesses, whatever.  So do you have anything, any places that maybe donate gently used, like, floor models or anything like that?  Like, maybe an HVAC system or something like that?  I mean, I don’t know if that’s the --

MR. MERRY:  We -- we -- we started trying -- we tried that at one point, but it’s -- there’s not a lot of -- I hate to say this, but there’s not a lot of time to develop those relationships.  It’s something that would be great.


MS. LAMBERT:  Uh-huh.


MR. MERRY:  And --

MS. FOUTS:  And we really -- we’re -- we’re very serious about making sure that we’re    leaving -- we’re doing a project and that the project is -- is successful.  And if, you know -- if we were using something that, you know, had been donated or gently used, then there’s always a question that it -- that it wouldn’t work properly.  And then, you know, what happens next?   So we want to make sure that we do everything in completion.  And sometimes that means new materials.


MR. MERRY:  Uh-huh.

MS. LAMBERT:  Okay.  Thank you.


MR. FLETCHER:  Questions?  All right.  Chrissie and Scout, thank you.

SHOW-ME CENTRAL HABITAT FOR HUMANITY

MR. FLETCHER:  Show-Me Central Habitat for Humanity?  And after this, we’ll take a short break.
MR. VIEW:  Hi.  I’m Bill View, Habitat for Humanity.  I’m the Executive Director there for the last 11 years.  Today, I’m here to talk to you about Boone -- Brune -- let me try again -- Boone Prairie Development.  We had recently just purchased 50 acres on Brown Station Road and had it rezoned from commercial to residential R-1.  And we would like some help developing those funds.  Boone Prairie is going to be a -- at least a 125-home subdivision.  It’s all going to be afford-- affordable housing units.  It’s on the bus line, walking distance to different places like schools, stores and banks.  We’re also going to put a new restore at the south end of that 50 acres on a three-acre spot.  That’s our plan, anyway.  And the restore is where we resell used building materials that are donated and then turn around and use those funds and put them in our building fund for houses.  This project has got a lot of pieces to it and yours is an important one of it.  But the first one I’m going to talk about is the one I think is most important.  Habitat for Humanity has come up with $1.2 million of our own cash that we raised through our restore and other sources to be part of this project.  So we’re pretty proud of that because we feel like we’ve got a big stake in the game.  We also are going to work with the State on $1,000 worth of MHDC tax credits.  We believe those to be secure, even though we have to apply for those.  I’ve talked with the director several times, and I think we’ll be on board for being able to use those.  We have an $800,000 private donor, and that is pending because it’s not announced yet.  But I believe it’s going to be -- come to fruition.  I’m not -- of course, I’m always worried about it until you see the check in hand.  But I’m pretty sure that’s going to happen.  And then we’re asking for $200,000 of CDBG funding and $50,000 worth of HOME funding.  The $200,000 CDBG funding will be used to do all of the preliminary engineering work that has to be done for a project this size.  That total bill is probably going to be over $300,000 when it’s all said and done.  And we’re also asking for $50,000.  I talked with Randy a little bit, and the City has a City Land Trust, and we would be donating two lots to the City Land Trust out of the 125 that we’re developing for that project, also.  This is just a pre-preliminary sketch.  It’s just a concept drawing, actually.  It’s along Brown Station Road.  Up at the top of the picture, you’ll see that big white square.  That’s the City substation that they have    there -- a City substation, not the City substation.  And then below that is a cell tower.  And Habitat owns the cell tower lot now, so that 50 acres will be developed.  And where you see just directly below from the cell tower, that’s where we would plan to put the restore.  It’s not in the drawing because the idea for the new restore came after that drawing -- conceptual drawing was done.  But -- and that’s what we plan to use for it.  And the -- and the use, even though it’s not going to be exactly like that, the -- you know, we plan on having a couple pocket parks in there, and we hope to do some coordinating with the City to get some small mini pocket pock -- parks put in there.  This is just a picture out of the truck yesterday.  Just drove out there to show you it’s a pretty flat piece of property.  We thought about that when we purchased it.  Moving dirt is one of the most expensive things with any project, and we tried to use some common sense when we selected the site.  That’s the whole point of that picture.  These next few pictures are just some pictures of Old Plank Estates, that’s south of town off Old Plank Meadows.  We have a 32-home subdivision down there.  I just kind of wanted to give you a concept of -- of what they look like.  You can see the homeowners -- it’s a little hard to see in the picture, but the homeowners, they’ve just moved in there.  And within three weeks, they’ve had all of the flowers running all along across the front of their house and those kind of things.  All of the homeowners take good care of their property.  Ninety-nine percent of them take good care of the property.  You can see we try to make them all look a little different.  This one has some laminated brick on the front and that kind of thing.  So we do try to make them all look a little bit alike -- I mean a little bit different.  Excuse me.  So that’s really the presentation that I wanted.  But the thing I want to stress most about this project is we would like to do it all at once, all 125 homes and the streets, sewer, lights, everything.  We’ll save 10 to 15 percent.  It’s a $3.6 million project; $2.6 million in construction, the other is purchase of land, et cetera, miscellaneous expenses.  We’d save over $250,000 just doing -- being able to do it all at once.  One of your questions is going to be, can we take a little less?  We’re going to take whatever you give us and we’ll be thankful for it.  But I can tell you that all that leverage numbers that I have -- one minute.  Okay.  All those numbers that I have lev-- there for the leverage.  If all of those come into place, I’ve got my $2.6 million and I can do the project at once.  If I fall short with some of them, then I’m going to have to do -- Habitat pays as we go.  We don’t borrow any money and -- at least we never have.  And I -- that’s my intention to stay that way.  So if we’ve got 125 homes that we can put in there, all of our homeowners get their homes at no interest, no profit.  And so we’d like for you to be a part of the solution to adding more homes in Columbia.  Any questions?
MR. FLETCHER:  Questions from the Commission?

MS. FORBES:  What kind of a volunteer pool do you have to accomplish this project?


MR. VIEW:  Well, we’re building six to nine a year, so we’ve got a pretty good volunteer pool.  Every Friday and Saturday, we have a slate of workers that volunteer from the community, whether it be from the college or from Square D or -- or whatever place -- Wallace Architects.  I mean, you know, we’ve got lots of places that volunteer.  And we have those on Friday and Saturday all year long.  We also have a day crew that works for us.  We’re getting a little older, a little slower, but they’re great guys and they build for us Monday, Wednesday and Friday from 8:00 to noon, or longer.  So we have a good crew.  What we would like to do when we -- my board is pressing me to work harder.  So they want us to ramp up our building, especially if this goes through.  Instead of six to nine, they want to boost that.  We’re not going to talk about exactly how much yet, because I’m not sure what we can do.  We’re -- we’re going to try to build more homes.  But we’re pretty excited about this project.  This is -- this is a really big project.  It’s a really big project.  And when you consider we’re a non-profit, mostly volunteer based, it’ll be quite an accomplishment.  


MR. FLETCHER:  Mike Fletcher.  So in building nine to twelve houses a year, 130 is --

MR. VIEW:  Six to nine, but --

MR. FLETCHER:  Yeah.  

MR. VIEW:  Sure.  


MR. FLETCHER:   Well, it’s going to take you a long time.


MR. VIEW:  Sure.


MR. FLETCHER:  You said you want to do it all at once.  But all at once means ten years.  Right?


MR. VIEW:  All at once means the infrastructure all at once.


MR. FLETCHER:  Okay.


MR. VIEW:  We want to put in all the streets, the sewers, the lights, all of that.  Because that’s going to save us a ton of money.  That will save us well over $300,000 to do that.  And if we can do it all at once, that simply means the $250,000 that’s in our request would be used at its best value.  If we can’t build all at once, then that $250,000 that we might be awarded would be eaten up in doing this by phases.  And that’s exactly what we’ll do.  We’ll build this by phases if we have to.  Because like I said, we don’t want to borrow money to do it.  But if we can do it all at once, we’re going to save a lot of money and have a lot of space for -- the thing about it is, we’re -- we’re tying up 50 acres for low-income housing, for affordable housing.  I shouldn’t call it low income, but I’ll call it affordable housing.  And it’s -- you can’t find any place that has that many lots anywhere, which is one of the reasons we took a chance on doing this.  You know, we spent a lot of money buying the place.  And, you know, to find -- well, you could ask anybody around that tries to find housing for low -- a place to build low-income housing, but it’s hard to find.  Because everybody seems to have -- there’s so many covenants, you know.  They’ll have a two-car garage with brick front all the way up and 1,500 square feet house, and whatever the covenants are, and it becomes unaffordable to build.  So if you want to build a -- a decent affordable house for somebody, you have to have a building site that is one, that doesn’t have the restriction on it so that you can build homes in an affordable way.  If you get to the point where you’re building a 1,600 square foot house with two garages and brick in the front, all of a sudden that’s a $200,000 house instead of a $110,000 house or a $115,000 house. And to say that further, our houses are valued appr-- you know, location makes a difference, but normally around $115,000.  And each homeowner pays 73 percent of that appraised value and the other is forgiven over 20 years.  So it’s a very affordable house.  As a matter of fact, most people that get our houses actually kind of get a pay raise because they’re paying $600, $700 for places now and they get into our house for $500 to $525, including taxes and insurance.  And all of a sudden, they have another $150 a month to live on.  So it -- it’s a good hand up, not a handout.  All of our homeowners help build the houses.  We’d really like your help.

MR. SALANSKI:  Michael Salanski, 5th Ward.  If I saw in one of your previous slides correctly, there was houses around this tract of land; is that correct?  Is there a neighborhood around this 50 acres?


MR. VIEW:  Is there houses around it?


MR. SALANSKI:  Is -- is there houses around?


MR. VIEW:  Yes.  Hold on just a second.  Well, actually, there the -- the houses across the street on the lower part of the -- that’s Brown Station Road.  And there’s duplexes and single-family homes mixture across the street.  Above it on the right is the last part of some business centers.  There’s a sign company right there on our corner.  And the above it is railroad tracks, and then to the left after you get across the waste area where -- or drainage area, that’s the highway.  So we really only have houses on one side of the project and it’s across the street on Brown Station Road.
MR. SALANSKI:  How many houses would you say that actually is, that’s more or less a side view?

MR. VIEW:  Across the street?

MR. SALANSKI:  Uh-huh.
MR. VIEW:  Well, directly across the street?  I --
MR. SALANSKI:  And you can ballpark for me.  Ten, twenty, thirty, fifty, hundred?

MR. VIEW:  Hundred.
MR. SALANSKI:  Hundred?  The reason I ask, it’s two questions.

MR. VIEW:  I mean, not right across the street.  But if you go down those streets, there’s --
MR. SALANSKI:  Okay.  

MR. VIEW:  -- blocks and blocks of houses.

MR. SALANSKI:  Have you gone to that neighborhood and asked what their thoughts were?
MR. VIEW:  Well, when we rezoned it from industrial to residential, we had to go through the whole process with the City of Columbia, and they mail out cards to everybody, letting them know what we are doing.  And during all of the hearings -- I think there were three of them, but I didn’t go to all three of them so I don’t really know, but I think there were.  But at the -- I -- there was one question during the whole process.  And that wasn’t against the project, they just had a question what we were doing.  So I would say the community has had their opportunity to voice their unsupport, if that was the case.  Across the street is -- well, I’m going -- I’m -- I’m a little prejudice.  But I would say after we build, the appraised value of the area will be up instead of down.

MR. SALANSKI:  That was going to be my -- my last question.

MR. VIEW:  Sure.


MR. SALANSKI:  Thanks.


MR. WHATLEY:  Just a few quick questions.  Paul Whatley.  Where is the nearest restore at right now?


MR. VIEW:  It’s on -- it’s one block south of Westlake Hardware on the Business Loop.  So you know where the Business Loop and Old 63 is on the corner there?  We’re one block behind them.  We have 5,000 square foot including the office, and we’re hoping to come up eventually with about 18,000.


MR. WHATLEY:  And part of the gross profit dollars from the restore goes to this program?


MR. VIEW:  Oh, definitely.


MR. WHATLEY:  Okay,


MR. VIEW:  We have $300,000 a year that we gross, and our expenses are under $50,000.  So $250,000 a year net is going into our building fund.


MR. WHATLEY:  And just out of curiosity, how -- how soon is the private donor going to let you know?


MR. VIEW:  Well, it’s not so much that he’s going to let me know.  I think he’s pretty much agreed to it, but we haven’t -- we’re still working on some things that he would like to hopefully see in the project.  And we’re going to try to be good neighbors about that. 

MR. WHATLEY:  So as a donor, he’s going to have a direct -- the person’s going to have a direct involvement with --

MR. VIEW:  No.  Well, it’s a -- it’s -- it’s a business.

MR. WHATLEY:  Got you.


MR. VIEW:  I -- I said it’s private --

MR. WHATLEY:  Right.


MR. VIEW:  -- but it’s a private business.


MR. WHATLEY:  Okay.


MR. VIEW:  And they’re hoping to partner with us.  And it -- it’ll be a good partnership.  But they’re not ready to announce.  So out of respect to them, I left that part out.


MR. WHATLEY:  Okay.  And then -- and so after -- last question.  So after the infrastructure is complete -- the streets, the lights, the sewer, all the utilities and everything, is this a typical Habitat program where the homeowner is involved with the construction, with the building and -- and getting volunteers and --

MR. VIEW:  Every house in there will be partially built by the owner.


MR. WHATLEY:  Okay.


MR. VIEW:  They’ll have to put in 250 minimum sweat equity hours and up to 300.

MR. WHATLEY:  Okay.  Thank you.


MR. VIEW:  Married or single.


MS. LAMBERT:  I have a few questions.


MR. VIEW:  Sure.

MS. LAMBERT:  So as far as the layout of the homes, are they just, like, on a slab or do they have basements?


MR. VIEW:  All of our homes are on slabs.


MS. LAMBERT:  Slabs.  Okay


MR. VIEW:  We’ve built 146 in Columbia to date.  I think it’s by far the largest of anybody that’s building low incomes, affordable housing -- by far.  And we’ve been doing it a long time and we’re pretty good at it, but they are slabs.


MS. LAMBERT:  Okay.  Awesome.


MR. VIEW:  That -- what -- that’s one of the things that helps make them affordable.


MS. LAMBERT:  Yeah.  That’s the -- it’s kind of what I figured.


MR. VIEW:  Not the only thing, but, you know,

MS. LAMBERT:  And then also, this subdivision in particular, will it be subject to, like, an HOA or some sort of covenant to keep --

MR. VIEW:  Yeah.  We’re -- we’re working on that.  We don’t know.  The City of Columbia right now kind of demands HOA’s on all subdivisions like that.  We’re trying to maybe see if we can exclude out of it by having a couple of pocket parks that’ll be -- maintain the area, and hopefully that the City would come in and maintain those parks.  And then each landowner will be responsible for their own grass, just like most HOA -- HOA’s are like.  But asking lower-income families to cough up another $15 or $20 a month for an HOA is a burden.  And --

MS. LAMBERT:  The -- yeah.


MR. VIEW:  And we’re going to do everything we can to let that not happen.  But as I showed you earlier on the one on Old Plank Meadows, there’s no HOA there, and it’s all kept up.  And if you’ll go down there and drive through, you’ll -- and you can pick any day you want.  I don’t care.  I picked today and I only saw two grasses that needed to be mowed, so I didn’t take their picture, but I took the others.  And, you know, they keep it up.  They ha—they got a lot of pride.


MS. LAMBERT:  Okay.


MR. VIEW:  You ought to go down and look at those homes.


MS. LAMBERT:  Thank you.

MR. VIEW:  Thanks.


MR. FLETCHER:  Any other questions?

MS. SUHLER:  Diane Suhler.  I had a -- a couple of questions.  First, I -- how do you market your homes?  Or who buys them -- and kind of a—along with that, how would that impact the City in terms of, you know, where people would be drawn from?  Is it going to draw people from the inner city?  Is it going to draw them from Creasy Springs?  Or, you know, where do you envision the residents coming from?


MR. VIEW:  We get applicants from all over the city, and I would say 50 percent of our applicants are from HUD housing -- that are currently in HUD housing.  Or -- is that the right word?  City housing program.


MS. SUHLER:  And then a second question on the funding.  If I did my math correct, you’re -- what you’re asking from the City is approximately 5 percent of the total amount of the $3.6 million that you’re trying to -- to get.  And I -- it’s -- it looked like most of your funding is pretty much in place; the $1.2 million from Habitat, the donor -- private donor.  So what about the -- the Missouri -- or the funds -- the State funds?  How are the --

MR. VIEW:  The MHDC tax credits?


MS. SUHLER:  Right.  Yeah.


MR. VIEW:  Well, that’s a -- that’s a -- that’s a donation. And so the -- I mean, just bluntly, the $800,000 that’s a private, they’ll donate $1.8 million and then they’ll get back $1 million in tax credits.


MS. SUHLER:  Okay.


MR. VIEW:  So it’s not really -- the State doesn’t just give me tax credits.  MHDC, the AHAP Program, is you have to have a donation that wants to help your program, and then they give the pro-- the tax credits with that.  But they just -- they don’t give me -- they didn’t give me $1 million.  I had to find donations worth 45 percent more than that in order to get that.  So in other words, $1.8 million times 55 percent is about $1 million.  So I’m going to get a $1.8 million donation, I hope.  And then they’ll, in return, get $1 million worth of tax credits to use at their business.  So their actual cash out is $800,000.


MS. SUHLER:  Okay.


MR. VIEW:  I think it’s a little less than that with tax -- but they’ve made a -- they’re going to make a sizeable donation to the project, and then the State gives tax back -- tax credits back to them -- 55 percent of everything that they donate.  All right?


MS. SUHLER:  Okay.  And then, I guess, one last question.  What are -- what’s the total number of Habitat homes currently in Columbia and so, kind of, how much does this --

MR. VIEW:  One hundred and forty-six.


MS. SUHLER:  One hundred and forty-six.  So you’re almost doubling what you have?


MR. VIEW:  Uh-huh.

MS. SUHLER:  Okay.


MR. VIEW:  Big project.


MS. SUHLER:  Okay.


MR. FLETCHER:  Any questions?  Is that it?  Thank you, Bill.


MR. VIEW:  Thanks.  Appreciate it.


MR. FLETCHER:  Do we want to take a short break?  Do we need to take a short break?  Five minutes.  So be back at 8:25.


(Off the record)

MR. FLETCHER:  Can we go ahead and get started, please?  Next up is Family Health Center.  


FAMILY HEALTH CENTER


MR. ASHLEY:    Okay.  Good evening.  My name is Phil Ashley, and I’m director of strategic initiatives at Family Health Center.  We’re located at 1001 West Worley.  And for those of you who aren’t aware, Family Health Center is a community health center that provides access to primary medical, dental and behavioral services to members of our community.  We emphasize our services to the medically underserved, so folks who are of low income, folks that can’t afford health insurance or just don’t have access to health insurance or are underinsured.  And I always tell people that just because we discount the charges for our services does not mean that we discount the quality of our services.  And I would be willing to put our quality measures for the services that we provide up against any private practice, and our patient satisfaction scores are very high, so we’re very proud of our high standards.  And it’s in that spirit that I present this proposal because just because we provide services to low income folks, to folks that don’t have insurance, it doesn’t mean that our facilities are any -- you know, that they shouldn’t live up to a private practice standard, so to speak.  And I’m not talking about putting in marble flooring or fountains or anything like that -- nobody can keep up with the University, but with that being said, it’s -- it’s in that spirit that I present this proposal.   And I thank you for the opportunity to present, by the way.  As you can see, we’re requesting just shy of $68,000 for our West Worley location.  This is kind of a unique facility in which both the City and the County collaborate to rent the space, which is the old Nowell’s building, for those of you who have been in town for a while.  We share that space with the Health Department.  The Health Department, I think, leases it from the City, and we -- we lease it from the County, but we’re both part of a City/County condo association.   And so our facility improvements are in four pieces -- four projects that we’ve prioritized.  You can see them there.  They involve chair re-covering for our waiting area; the installation of automatic doors to make them accessible for folks with wheelchairs or scooters or parents with -- what are those called -- strollers, yeah.  I’m a new father, so I should know that; lobby flooring; and some interior painting.  So I’ll just walk through each one of these pretty quickly here.  So the first project is chair re-covering.  We’ve been in the facility since 2004, and these chairs are kind of original to the original renovation.  And while the integrity of all of our chairs are -- is very good, the -- the covering is a bit dated.  It’s showing its age; it’s cracking in places -- you know, we wipe it down quite a bit.  And we have about 60 chairs that we would like to re-cover so that they could be easily cleaned, aesthetically appealing, things like that, and that would extend the life of the chair without having to purchase new chairs.  The second project is the installation of automatic door openers from our central waiting area into our clinical area.  And there are three doors that we would like to install as automatic door openers.  Again, a lot of our patients have those strollers.  So that’s the first door, this is the second, and then this is the third.  You can see the -- you enter the -- the exam room right through that door, and then you can see kind of an exam room through that glass door there.  The third project is to re-cover our lobby flooring.  You know, the lobby is sort of our first impression for our patients, and, you know, part of the spirit of this project is we don’t want folks to -- to feel like, well, I’m getting second-class care just because, you know, I’m of low income.  We want, again, you know, a best-in-class, so to speak, facilities.  You can see that our --our rug here -- the -- this is the rug to the front of the -- of the first entrance is sort of part of the floor, and it’s really showing its age.  And then you can see that the flooring, itself, is this -- this type of cement with a finish over it that really has worn down over the past, you know, decade plus, and is really showing its age as well.  So what we’re thinking is, is we would like to re-cover it with a -- like a laminate that has like a wood -- like kind of a faux-wood finish so that it would kind of complement the existing infrastructure and kind of warm up the area.  And we do patient satisfaction scores twice a year, and this is kind of what    our -- this is the feedback that we’re getting -- we have a patient majority board, but this is also the feedback we are getting from our board is that we really need to -- we need a good first impression for our patients, and we need to warm up this area because it feels so industrial.  So the fourth and final project is the repainting of the interior of the facility.  I -- I have several pictures of -- of our walls.  You’ll notice that, you know, there are some nicks and scratches and scuffs and things like that.  We also notice that the color of the paint is -- is kind of like an old hospital, to be quite frank.  But, you know, we would also take the opportunity to maybe bring some color into the space as well as, you know, take care of some of those nicks and scrapes and things like that.  This facility sees between 150 and 200 patients a day, and so the walls are starting to show that over the past several years since we’ve repainted last.  Again, this is a picture of the interior waiting area.  This is that same space from a different angle.  So in sum to evaluate the project -- I know that was part of -- part of the application process, we do those patient satisfaction surveys twice a year, every June and December.  And there are two questions that were specifically addressed about some of these facility improvements.  One, it relates to the -- to handicap accessibility, in which we currently are only scoring at about 66 percent, and we think that it is in part because of these doors.  So we would like to see about a 10 percent improvement with -- with installation of those handicap accessible doors -- or power doors, excuse me.  And there’s a question also that asks about the lobby and waiting room comfort, the cleanliness to ask about, you know, how are our facilities.  And we’re currently only about 73.5 percent saying that they strongly agree that we have good -- you know, good facilities that are comfortable and clean, et cetera.  So with that I thank you for your time.  Some of the previous folks have said just by the nature of what we do, you know, providing access to primary care service is incredibly important to our community, and if we get this funding, I mean, that frees up about, you know, $68,000 that we cannot spend on these types of things and that we can spend on programs that increase access to care to folks in our community.  And I’m not sure if everyone is up on healthcare reform or what may or may not happen, you know, access to care is going to be likely a major issue.  It’s not going to go away in our country or, you know, more specifically in our community.  So we would appreciate any support that you could give us.  


MR. FLETCHER:  That’s time.  


MR. ASHLEY:  Thank you.


MR. FLETCHER:  Mike Fletcher, first question, your funding stream, who -- who -- how are you funded?  


MR. ASHLEY:  We have a pretty diverse funding stream.  We receive a federal grant to provide our sliding fee -- sliding fee discount scale.  The majority of our funding comes from reimbursement from patient service revenue, so we accept Medicaid as a payer, which, again, you know, in the spirit of access, we -- we provide access to services to folks that have Medicaid.  Similarly, Medicare.  We accept commercial insurance, which a lot of folks don’t know.  But then we also participate in various state grants.  We’re a United Way funded agency.  We provide free fluoride varnish applications and dental screenings in all of the schools in the area.  But the bulk of our funding does come from reimbursement from services rendered.  


MR. FLETCHER:  Can -- can you get funding through that -- the Boone -- Boone County tax that was levied -- and I can’t --


MR. ASHLEY:  The children’s services?  


MR. FLETCHER:  Yeah.  


MR. ASHLEY:  Most of those -- most of the opportunities, I think, are more on the mental health side than there are children, specifically.  Our leadership doesn’t see the need to duplicate those services in the community because we have a very good partner -- partners in Burrell Behavioral Health, Compass Health, other behavioral health providers that -- that get those funds.  


MR. FLETCHER:  Last question.  The painting aspect cost appeared to be obviously the largest chunk.  That seemed high to repaint.  


MR. ASHLEY:  It’s -- I don’t have the square footage numbers with me, but it is very large.  It’s a very large facility.  We would obviously, you know, bid that out to multiple -- to multiple vendors, but for the purposes of this application, we just got one -- one bid from one contractor.  


MR.SALANSKI:  A few follow-up questions.  And since you just talked about painting, I’ll lead with that question that I had.  I recognize that as well with regards to the just shy of $68,000 in which you all are in need of, 63 percent of your all’s total cost has to do with simply painting.  


MR. ASHLEY:  Uh-huh.


MR. SALANSKI:  You mentioned to the Commission, based upon the survey in which you do two times a year, that when it comes to the patients that you see, which comes out to be 150 to 200 individuals per day, what would impress them the most or make them feel at most -- or most likely at home is simply that -- the lobby floor.  So I guess similar to Mr. Fletcher, my concern is, and I would encourage you all to definitely just go beyond Embry Painting to get multiple bids.  I would want to know what the square footage is of the space, what their labor cost is as opposed to what their material cost is.  Based on that and based on the importance that your patients see, would you recalculate then the priorities of the project, meaning painting to not be as such as opposed to the other areas in which you could put focus to.  Is that something that you could deliver to the Commission?  I -- I know that’s -- we’re kind of butted up against a timeline and we have to score this appropriately by the 14th of June.  Is there any way that you can speak more to that part of the -- the budget --


MR. ASHLEY:  Just -- 


MR. SALANSKI:  -- between now and then?


MR. ASHLEY:  When you speak -- more specifically to the painting portion?


MR. SALANSKI:  Correct.


MR. ASHLEY:  Kind of bid it out?  Is that --


MR. SALANKSI:  Well, I guess I’m just -- you mentioned, obviously, the reupholstering of chairs, the doors -- there are three, the lobby floor -- the lobby floor being the most important based upon the survey that you’ve performed, and the repainting.  I guess I would just be interested in more information, whether it be other bids -- is this an appropriate bid -- just to get an idea of the square footage that you all plan to repaint because, again, as you know -- I don’t want to sound redundant, but we have limited funds, and I want to make sure those funds are used appropriately.  


MR. ASHER:  Yeah.  Yeah.  We could provide additional information.  Absolutely.  Yeah.  


MR. SALANSKI:   Okay.  And you think that’s doable to provide to, perhaps, Randy, prior to the 14th --


MR. COLE:  Yes.

 
MR. SALANSKI:   -- of June?


MR. COLE:  So we’ve done this in the past, if I may, Mr. Chairman -- and basically we have given them until, like, Friday, so that way I can get it back out to the Commission and you guys can take it into count in your ratings.  So it’s all on them if they can get additional information back -- back to me by this Friday.  It’s the will of the body to do that, if you want to, and we can do that.  I will say I have also -- they did an application back in 2011 or 2012 that we funded, and I have their painting costs back then for where they painted was $2.25 a square foot, and they did 15,620 square foot back then -- a different room, of course.  I think it was back in the actual exam rooms.  And that was about $35,000 total.  So just -- just to give you a point of reference.  


MR. ASHLEY:  And I believe that we solicited this bid from a different vendor than was previously used.  


MR. SALANSKI:   One other question I had.  With regards to trying to stay compliant, you mentioned in your survey again that disability accessibility was a little bit of a hurtle, specifically to the three doors in which you have that you want to transform into being automatic doors.  I noticed on the third door that you had shown to the Commission, it seemed to be the smallest of the three.  It didn’t appear to be wheelchair accessible.  Is that something that would change with the installation of an automatic door there or would the size that we’re seeing stay the same, just simply be automatic?  


MR. ASHLEY:  So, yeah -- yes to the second portion.  It would stay the same.  And so something to understand about the layout of the building which I really -- you know, I didn’t provide that is that each of those three doors, they -- they allow entry into the same area, but just different -- different portions of the same area, if that makes sense.  So you can go through one door, walk around the hall, and then get to where you would get through that more narrow door.  And so a person in a wheelchair could -- could easily use one of those other doors and then make their way back to where you would -- you would get to behind that more narrow door.  But the bid is to get a -- an automatic door opener on that more narrow door.  You can still fit a stroller through that door.  And, you know, some people with canes and things like that use that door.  So, yeah.  


MS. SUHLER:   Did -- tell us what your total operating budget is for the facility right now?  


MR. ASHLEY:  Right now, I believe it’s about $13 million.  I’ve -- you know -- and this isn’t our only location, I should say that.  We have two other Columbia locations.  We have a location in Marceline, Missouri and a location in Salisbury, Missouri.  So that -- that budget reflects, you know, all of those locations.  


MR. FLETCHER:  Questions?


MR. COLE:  Mike, just to clarify.


MR. FLETCHER:  Yes?  


MR. COLE:   Do you want me to work with them to get additional information on the painting or is that --


MR. FLETCHER:  Yes.  


MR. COLE:  Do we have --


MR. FLETCHER:  We have requested --


MR. COLE:  -- consensus on that?


MR. FLETCHER:   If you can provide that information -- that clarifying information, it would just help us.  


MR. COLE:  Okay.  Well, how about we give them until 5:00 Friday, and if I’ve got it, I’ll forward it on at the end of the day Friday.  If not, you guys can proceed with your ratings without it.  


MR. ASHLEY:  We’ll get it to you. 

 
MR. FLETCHER:  Okay.  Thank you.  


MR. ASHLEY:  All right.  


MR. FLETCHER:  Thank you, Phil.  Job Point is next, and I guess you really have -- we can roll into one the two requests.  


JOB POINT-FACILITY PURCHASE


MR. SMITH:  Right.  I’ll try to -- I’ll try to stick to the -- I’ll try to keep them separate, but as you might imagine, there’s a lot of overlap.  I’m Steve Smith, President/CEO of Job Point.  Job Point is at 400 Wilkes Boulevard, here in Columbia, 65201.  First of all, we appreciate the Commission’s past support and the long history of collaboration with the City of Columbia.  This year we celebrating our 51st year of service to Columbia, so that’s been a long partnership, and I’ll talk more later about how that’s been enhanced, even in the last year.  The slides you see are just pictures of our clients, primarily those who would be served by the funds we’re talking about on the second part of this.  Just a little historical note, this past year has been particularly trying for us due to three different events, but one in particular, the death of our -- of Gary Taylor.  He was our YouthBuild director.  He founded that program with us 16 years ago, and died unexpectedly December 1st at home.  And as you might imagine, that’s been very hard to overcome in more ways than one programmatically and emotionally for everyone involved.  We are just now replacing that position, but we should have that position filled in the next couple of weeks.  But as you might imagine, that’s slowed us down considerably.  Also, our HVAC instructor who founded that program a few years ago went back to private sector in the last year.  Actually, just yesterday, I filled that position and will be starting that program again in about a month.  And then our construction and trades instructor is retiring this year, and actually, he has extended -- because of the two prior events, he has extended his time with us, at least part-time, and we expect to have that position filled, but have both people work together in the next month, so a lot going on outside of normal operations from that standpoint.  I might point out, in general, that Job Point services are rated a high-need area on the City Consolidated Plan.  We collaborate actually with virtually every applicant entity here tonight, other than Habitat, and we have worked with them on supplies and all before, but honestly when they started the resale operation, we actually get several materials donated to us, and we cannot have those sold.  And we had a -- I’m not being critical, but had a few items that we couldn’t use that we handed to them, they ran through the resale operation, and it almost cost us those donations, so we had to stop that.  But otherwise, we work with all the other entities.  We build ramps for Services for Independent Living, and we plan to do some more here shortly.  We are finishing a house right now with CMCA up by Blue Ridge School.  So anyway, that’s some of the program.  As to the building facility request, I’ll go to that.  I can’t sit here and give you a lot of commitments as far as what’s going on.  I was in banking 37 years.  No bank is going to make a commitment for a loan 15 to 18 months out.  It looks favorable at this time.  I will say that there are several lenders who are interested.  It helps them on their -- a lot of their ratings as far as community service and so forth with the examiners.  So there’s -- there’s no limit.  If we were applying right now, we could get the loan.  I’ll just say that.  But obviously, I don’t know what’s going to happen in five minutes, let alone in 15 to 18 months.  So there’s no commitment with that.  The interest rates that we have used in our projection are probably about a point and a half higher than what we could get today on the open market, so we’ve tried to be conservative in that regard.  The term of loans that we’ve used are shorter than we could get, but we’re -- you know, we’re going to be looking at if we have to get a loan, we’re going to be looking to pay it out relatively quickly -- you know, not jeopardize cash flow, but to try and liquidate the debt as quickly as we can.  The savings I’ve noted in there, so I’m not going to go through all that again unless you have specific questions, but there are significant savings, and that’s not a -- we’re working with the landlord -- I mean, I actually made the loan on the building when I was in my banking career in the late 80s or early 90s to the same owner who still has the property.  We’re paying fair market rent, so we’re not complaining about the rent.  But the fact is, even with the building insurance increase and significant -- we’ve actually allowed for more in our calculations -- more for maintenance than has historically been spent just to be conservative, again.  The facts are that even at rates higher than today, we would save a significant amount of money with the purchase.  We have not formally set up a capital campaign or any of those steps yet.  Just to be honest, with the events that occurred for us, we’re looking at this application as the linchpin for this project.  My crystal ball is cracked and cloudy, but we feel pretty strongly that rates are going to go -- interest rates are going to go higher, so now is a good time.  Our financial position is such that we can entertain this.  A few years ago we couldn’t have done that.  So we think now is a good time for that, so our thoughts are see how we come out on this request.  We have not made a formal request, but the City manager and some of the City Council folks have talked about at least considering more than a year from now any remainder funds that they may have in their budget, applying a portion of those to this project.   We certainly can’t say amount or if there would be an amount at that time.  If we are successful in this, we would set up a capital campaign.  We’re pretty confident that we could raise most, if not all, of the money.  I’ll say most.  And we have utilized -- we currently have some State Neighborhood Assistance Program or NAP income tax credits -- 50 percent credits, and we would probably entertain more of those to assist in the fundraising campaign.  So I can’t sit here with a bunch of commitments, but that’s the general process and the general plan that we would exercise for that.  We do have strong outcomes, and I will just point out, we are -- we feel like we’re very efficient with the use of money for the folks over -- through all programs in the last year.  The folks that we placed in jobs across the spectrum from our YouthBuild program, from our Rehabilitation program and from the Trades programs, that these -- the second request would fund -- I’m sorry, I’m mixing them up.  If you annualize the folks’ earnings in their starting wages, those funds exceed our annual operating budget over $2 million on an annualized basis.  And, to me, that’s the ultimate -- I mean, if we spend $2 million and people directly receive more than that in the first year being paid, that’s pretty significant.  Thank you very much.  


MR. WHATLEY:  Seven minutes there.  


MR. SMITH:  Thank you.


MR. WHATLEY:  So I think you still have seven more; is that --


MR. SMITH:  Well --


MR. WHATLEY:  correct or are we killing -- 


MR. FLETCHER:  How do you want --


MR. SMITH:  No.  You can -- do you want ask questions on this and go to the other or --


MR. FLETCHER:   Well, yeah.  Let’s do it that way.  So, Commission, if you have questions about the facility purchase?  


MR. SMITH:  I’ll say the obvious.  It is the facility we’re occupying now.  I mean, I think that’s clear, but -- so it’s not adding anything, it’s just purchasing the place that we reside now.  


MR. FLETCHER:  Well, timing-wise -- so you would need the funds and additional funds through fundraising or donation to be able to go ahead and secure the loan.  And the question we have is in terms of, you know, we -- we have a set funding time frame.  So if we were to fund you, it’s good from A to B.  


MR. SMITH:  Right.


MR. FLETCHER:   And can you meet that time frame?  In other words --


MR. SMITH:  Well, we --


MR. FLETCHER:  -- from where you’re at right now.


MR. SMITH:  -- can obtain a loan -- I mean, again, today.  I mean, that’s all we can talk about -- right -- and that?  But barring major changes in the economy or whatever -- you know, I’ve still got the banker in me there -- we could obtain the -- with the funds that we have requested and no other monies.  Now, we don’t plan to approach it that way.  We plan to raise money from several other sources.  But we’re confident that we can -- you know, again, barring major rate increases or whatever, that -- and we have multiple sources of income -- very diversified funding sources, we’re confident that we can, with the funds we have requested, obtain a loan to purchase the building.  But it is our intention to raise significantly more than that to get that debt down because every dollar that we save from the debt standpoint obviously allows us to provide more services to clients.  So that’s the best answer I can give you for that.  


MS. SUHLER:   So if -- if I understand this correctly, the money that would come from the Commission, if that was the only money that you got, you could secure a $975,000 loan?


MR. SMITH:   Yes.


MS. SUHLER:   So the fundraising you’re talking about would be funds that would decrease the loan amount that you would be --


MR. SMITH:  Yes.


MS. SUHLER:   -- looking at?


MR. SMITH:  That’s correct.


MS. SUHLER:  And the purchase price, is that already locked in?  Have you --


MR. SMITH:  It’s not locked in, but we’ve had preliminary discussions, and the property was appraised just about three years ago -- two and a half to three years ago, and, I mean, just -- I mean, back of an envelope, talking to the owner who is very supportive and contributes to us regularly in more ways than one, just sitting there saying if you look whether you say inflation rate or general increase in property values, based on the appraisals, I mean, that’s -- that’s a ballpark.  Could -- is there a potential for it to be somewhat less?  Yes, but not a lot.  I mean, $1.2 million, but we’re probably in that range.  So, again, I mean, everybody says they’re conservative, but we’ve tried to take a high end of what we think the purchase price would be, a higher rate than what would be today, and shorten loan term, which makes the payment higher, of course, just to be conservative across the board on saying this is what it would take to do that.  



MS. SUHLER:   And maybe one follow-up on that.  The condition of the building, do you anticipate it being functional for the next 20 years or is it in --


MR. SMITH:  Yes.


MS. SUHLER:  -- good shape?  


MR. SMITH:  The building is in very good condition.  I mean, obviously, you know anything could happen tomorrow.  There’s a -- there’s a few items that need to be done.  The owner has already agreed to do some of those, and he’s done some very proactive maintenance over the last few years.  I mentioned some of -- or we mentioned some of those in the request.  There’s a -- there’s probably two to three HVAC units that need to be replaced.  He has replaced all the rest of them.  I think there’s eight or nine total.  I would be surprised if in the next year those aren’t taken care of.  That would probably be a condition of the purchase would be for those to be either money allowed for or them replaced.  But there’s -- there’s no major glaring issue that would need to be taken care of, other than normal maintenance.  And the maintenance has been kept up very well.  And that’s a metal building, so it’s not like there’s certain issues that wouldn’t apply in general.  


MR. FLETCHER:   Questions?  So now we can go to Vocational --  


MR. SMITH:  Okay.  Plan B?  Thank you.  


JOB POINT - VOCATIONAL TRAINING


MR. SMITH:  Well, I’ve already touched somewhat on the program.  I’ll just point out, you know, the next one is for scholarships.  We’ve -- and we’ve traditionally applied for this and traditionally gotten these types of funds over the years.  Just a few side notes, if you will.  Most of the clients that we serve need assistance, particularly when it comes to what we call developing soft skills.  I mean, every program we have works on technical abilities, but soft skills -- and we consider those, and with a 2.7 unemployment rate in Columbia right now, employers are calling us regularly saying if you’ve got people that will show up every day on time, work and play well with others, and are clean in more ways than one, send them to us and they’ll teach them the technical side.  And that’s across the board.  It doesn’t matter if it’s entry level, janitorial or food service or higher skilled IT or construction or whatever the case may be.  So when we say soft skills, most of the people that come to us have had multiple jobs, but because of something, whether it is addiction, mental health, legal background, whatever, but there’s a soft skill that’s been lacking -- sometimes more than one, that comes into play.  So we actually in our training programs -- all our programs, we work on those areas as much or more as we do the technical skills.  And I think that is important to know.  And I think that’s something that sets us apart from a lot of other programs in the community and in the state because we really do focus on that.  We’ve had people with degrees from the University that -- with people with good grades that couldn’t maintain a job, but once we did some mock interviews, and record those and let them see how they come across, they immediately dealt with that and now have good jobs.  So I think that’s an important part.  We do orientation.  We don’t just have people fog the mirror and come in.  There’s an orientation program for all our programs where we see, again, are they going to show up for class?  Are they there?  Did they leave early?  You know, are they getting along with others, that kind of thing?  So they’re not automatically in any of our programs.  They have to show up.  They are tested on different skills -- reading, math, so forth, and mechanical aptitude for HVAC because you don’t -- if you don’t have a certain level of mechanical aptitude, there’s no need of taking the course.  And then we do have a wide diversity of employers that we work with.  We have a business advisory council, which is 15 to 20 companies and is primarily their HR people that come in and meet with us on a monthly basis.  We present candidates to them, and they talk to us about trends in employment, and then we try and get our classes to work toward that.  I’m going to stop at this point.  Well, I’ll mention, we have placed people in the last two weeks with City Solid Waste, City Maintenance, City Street Department, Frech Construction, Capital Paving, Emery Sapp and Sons and Chester Bross Company, which was a federal highway job for a young man who had not been able to keep a job.  He started on a job two weeks ago in Fulton, and he’s making $40 an hour.  So thank you very much for that, and I’m going to ask one of our clients to speak to you, Israel [sic] Kyles.  He was not funded by CDBG funding, but he can talk to you about his circumstance and soft skills.  


MR. KYLES:  My name is Basil Jacob Kyles; I’m from New Haven, Connecticut.  I have a lengthy history and I know time is limited, but I’ve came out of a long incarceration period -- Terre Haute State Prison.  I did a long incarceration period of 26 years.  I went in when I was 34 years old and I came out last year to Prathersville Road Realty House.  I was 61.  I’ll be 63 in July.  Based on that history, I decided I wanted to go to another state.  A state where my father and grandfather were from, which is here in Missouri, to try to start a new life for myself.  And when I first got to the halfway house from Terre Haute, my background was an issue.  Nobody wanted to hire me at first.  Back 25, 26 years -- and it was kind of rough at first.  And when I got here to Columbia, I really liked the city.  I’ll tell you, I felt welcome.  There’s a lot of resources here, and it just was my personal stuff that kind of got into the way at first, but after I got introduced to Job Point and I started talking to my counselor, who was Ms. Sonya Marbury, who’s no longer there, but she was a wonderful mentor to me.  And, you know, being incarcerated for a long period of time, you know has an effect on your self-esteem, when you’re coming out of a system that was totally foreign to what it was when you were first here.  I had an adjustment period, and I tried to make that adjustment, and Job Point staff and counselors talked with me and they assisted me and I took the job readiness program.  I never knew how to do a resume.  I never knew about mock interviews.  I didn’t know how to do cover letters.  And they taught me all of that.  And all the help that they offered me assisted me to build up my self-esteem and my ability to function and not let my past be a hindrance to me.  And I just want to tell you now that I’m working two jobs, not just one.  And I really like it here in Columbia.  And my family from New Haven want me to come back and I’ll say, I’ll come back on a visit to you all, but I’m staying right here where my daddy was from.  So I just wanted to share that with you all and say that I continually go to Job Point for counseling and just to continue -- it’s like a family to me.  It’s not just an organization.  I feel good when I go over there, and there’s days where I’ll be a little tired, and I’ll just go by and say hello, you know, to the staff and Mr. Smith.  And everyone that’s there is just wonderful to me.  And this program is worth whatever is needed to assist it because it has helped me to reenter society at my age, and I get discouraged and fall back into the old ways.  And that’s easy to happen, you know, because when you come out of a correctional system as long as I have been, and to get out into society, a lot of guys get a little discouraged when things don’t go right right away, and they venture back.  I went through a history of drugs, drug addiction.  I’m clean now.  I don’t drink.  I don’t do none of that stuff.  I just work and I’m continually trying to better my situation.  I don’t let the age number get into my head either because I’m going to continue to work until I can’t work.  So I just wanted to share that with you that Job Point is a very wonderful organization, and it has helped me to adjust.  And I’m continuing to adjust and I’m doing better.  Thank you so much for listening to me.  


MR. FLETCHER:  Thank you.  


MR. WHATLEY:   You’ve got a minute.  


MR. SMITH:  I don’t remember if I mentioned or not, but we do have a fairly new program with the Alternative Sentencing Drug Court, in particular, where sentences are diverted for certain     crimes -- probably wouldn’t for an axe murderer.  But rather than being sentenced, they are     diverted -- they work -- they are not technically on parole, but it’s similar to parole.  They are either -- get -- they become employed or else they come to us.  And honestly, not just me saying this, but because of the soft skill work that we do, we’re getting many more referrals now because our recidivism rate historically runs about a third of what the state national averages are.  Now, it might not be quite that low when we’re dealing strictly with people who have just committed offenses, but it still -- it’s -- the idea is we think this can work pretty well.  The City and County have both put up small amounts of money, but some amount of money to help us with a pilot program.  We’ve worked with them over time on an irregular basis, but the idea is have them come through, be trained, and then hopefully break that cycle and work through on that basis.  And we have hired a full-time person who goes every week to Drug Court.  I went myself.  If you have never been, I would recommend you go for a couple of hours just to see the different cases that come through and get a feel for how that works.  But we’re very excited about this program.  It’s not going to change the world totally, but it could prevent having to add on to jail -- sizes of jail, getting more jail staff, and so forth.  And with the low unemployment rate right now, we have people -- employers calling us and they are more open to discussing people’s legal history than in the past, and at least let people explain their situation, just like this gentleman here.  And a lot of what we do is not hiding their background, but it’s helping them decide how I’m going to decide to tell an employer what happened over 26 years.  


MR. SALANSKI:   One question.  Michael Salanski, Fifth Ward.  With regards to the second part of what Job Point is more or less asking for, the $110,000 piece specifically to scholarships, can you explain a little bit further as to what that entails?  I mean, is it an individual such as Mr. Kyles that goes through Job Point, does so successfully, and then he is awarded a scholarship from a financial means or a job well done means or -- I’m just trying to understand.


MR. SMITH:  Right.  Well, and I meant to mention this.   Thank you for bringing that up.  We -- it is for an individual.  It is -- we have a three-legged stool.  We have a YouthBuild program; we have a 

Rehabilitation program and then we have the Construction Trades and other Trades.  These funds would go for scholarships for construction trade, so highway heavy construction, HVAC and general construction trades.  So an individual would come in; we would determine which is the most appropriate source of funding for them.  Obviously for these funds, they would need to be a resident of the city.  But, you know, we have vocational rehab and others that can pay for that.  We have NAP credits.  But they would need to complete at least a significant portion of the program before we would draw on these funds.  We don’t -- the first day they show up, we don’t draw money.  We do --   it -- normally, it would be between a quarter and half way through the program, and even then if there are questions, if we think they’re going to -- I won’t say that everyone we draw on completes everything and is successfully employed, but if they’re not making good progress, we’re not going to draw on these funds.  So that’s the best way I know how to answer that.  But -- and whether they -- the first job is successful or not, we consider these folks are clients for life.  So they might work a job, whether it’s for 90 days, which is the traditional measure -- if someone keeps a job for 90 days, they can normally maintain a job, whether they keep that one or not.  But if for some reason, you know, if he decided that he wanted a different type of job or in a different field or whatever, we would try to help him find that.  So it’s -- it’s an ongoing process, but -- so it’s part way through the -- when we would normally draw the funds for CDBG.  We -- it’s not necessarily for the full tuition because, for instance, if they go to highway heavy construction, we have some MoDot funds that will pay a portion of that scholarship.  So in that scenario, we might draw half from MoDot, half from CDBG.  So it -- I would be surprised going forward with the different sources we have now if we won’t actually serve more than the 12 or whatever the number is here because we won’t be drawing full scholarships.  It will be partial from one source and partial from another, which actually makes the funds go farther.  Hopefully that didn’t confuse the issue, but that’s just how we’re operating.  


MR. FLETCHER:   Questions?


MS. LAMBERT:   I have a question and a comment.  First, I wanted to thank Mr. Kyles for telling his story.  I’ve seen firsthand how difficult it is for people to get jobs after -- or any sort of employment after being incarcerated.  I know it is very difficult and I’m very happy that you’ve managed to do that and, you know, thankful to Job Point.   My question is what kind of employment rates do you have among those people that go through your program?  Is it, you know, in the -- you know, 90s, 100 percent?  Does everybody get a job?


MR. SMITH:  No.  It is not 100 percent.  Well, last year -- and here I always have that by memory, but last year, we placed 87 percent of our -- of those who completed the program, and they maintained their job for 90 days or more.  So that’s two parts of that.  I can’t sit here and say we placed every single soul and everybody didn’t make it all the way through the first time or --


MS. LAMBERT:  Did or didn’t?


MR. SMITH:  Did not.  


MS. LAMBERT:   Okay.


MR. SMITH:  I mean, life happens.  I mean, when we’re dealing with folks that have -- have had or have addiction issues, I mean, transportation issues, housing issues -- we normally have at least five or more people who are homeless or couch surfing or whatever, and our instructors can tell mid-way in the afternoon before classes let out if someone -- if they’re out of focus or whatever, they can say they don’t know where they’re going to be staying tonight, particularly in the wintertime.  So when you’re dealing with all those issues, everybody is not going to make it through the first time.  And as long as they don’t harm someone else, have weapons or drugs on site, they can come back.  But everybody doesn’t make it through the first time, but for those who do, last year, 87 percent were employed and maintained the job, at least 90 days, which is a federal measurement.  The satisfaction of those who had our services was 97 percent -- higher than I would think, but -- so that -- and our average wage was around $10.54, I think.  And that should go up because of -- I mean, when somebody get $40 an hour, that makes your -- even when we’re serving 400 people or more a year, that drives that average up.  


MS. LAMBERT:  Yeah.  


MR. FLETCHER:  Questions?  


MR. SMITH:  Go ahead.  


MS. SUHLER:   Just a quick question.  On your -- when you say you give somebody a scholarship -- I assume you have a certain number of resources, whether it’s an instructor in a particular area and the machines or tools that they have available.  So when you give a scholarship, does it increase what you have to pay for the training that’s being done?



MR. SMITH:  Well, 99 point something of the people we serve do not pay their own way.  So everybody is on scholarship one way or another.  The only folks -- well, I don’t like to say always and never.  The only consistent folks who don’t -- who we don’t provide a scholarship to in our CNA Certified Nursing Assistant classes, we normally have one or two nursing students who attend.  Oftentimes, they will borrow on their student loans to pay, but they don’t get a scholarship.  So we consider them self-pay.  But what we have found was most of the people we serve, school is not their thing, whether they graduated high school or not.  And if we started a CNA classes without nursing students, there was little to no interaction with the instructor for the first few weeks of the class.  Everybody has heads down looking at the floor, and if the instructor asked a question, there was no interaction.  If you have a nursing student or two in there, they will have interaction, and when that actually happens the rest of the class get involved.  By the end of the class, you cannot pick out from the interaction who the nursing students are and who the other students are.  But other than that, we have -- once in a blue moon, we’ll have someone that wants to take HVAC because of the certifications.  There is a number of certifications that all classes have that our nationally certified and so forth.  All the hours in our construction trades classes apply towards journeyman’s license if they want to go into the union.  We’re not advocating unions, we’re just saying if we can provide that and you want to go Kansas City or St. Louis, which are union towns, why not provide that for the time you put in?  So we try and give our folks as many tools of that sort.  And we provide everyone that graduates our YouthBuild and highway heavy or construction trades classes that -- literally a set of tools when they graduate.  So there’s a number of other benefits that go with that.  But everyone that comes -- virtually everyone that comes does not pay their own way.  So the rates from that standpoint are virtually the same, if not identical.  Sometimes the funding sources vary a little bit on what they’ll pay.  


MR. FLETCHER:  Okay.  Any other questions?  Thanks, Steve.  


MR. SMITH:  Thank you very much.  Appreciate your consideration.  


MR. FLETCHER:   And last is Columbia Housing Authority.  Phil, I’m not sure what you’ve done to Randy to get last on the list twice.  I think last -- last year --


MR. COLE:  I put them order -- order received.


MR. FLETCHER:   Oh, well, there you go.  Maybe -- so there -- now you know.  I’m sure his will be first next time.  


MR. COLE:  That’s because Phil was putting so much detail into that.  


COLUMBIA HOUSING AUTHORITY


MR. STEINHAUS:  Good evening.  I’m Phil Steinhaus; I’m CEO of the Columbia Housing Authority with offices at 201 Switzler Street.  I’m here to talk about Bryant Walkway II Apartments.  This is 36 public housing apartments located on LaSalle Place and Pendleton Walkway, also on Trinity and Park Avenues.  We are in the process of renovating all 719 units of our public housing properties.  By the end of this year or early next spring, we will have renovated 509 of our 719 properties.  That includes Paquin Towers, Oak Towers, our Bear Creek properties out on Elleta Boulevard, and 94 units up on Lincoln and Unity Drives.  If you drive along Worley, you might notice those units that are being renovated there at Oak Street. That’s part of that project.  So we applied for and received funding -- wrong button.  We received funding for the Bryant Walkway Apartments.  We actually have two projects:  Bryant Walkway Apartments, which is 54 units and Bryant Walkway II Apartments, which is 36 units that adjoin the Bryant Walkway area.  We applied for Low Income Housing Tax Credits through the Missouri Housing Development Commission.  Last September, we received funding in December.  We received funding for both projects, and so not to be confused with the AHAP credits that Habitat talked about, Low Income Housing Tax Credits are different.  Okay.  Low Income Housing Tax Credits, you sell to investors through a federal -- they set up -- we have syndicators that set up a fund, and then those investors will give us 95, 96, 98 cents on the dollar for those tax credits.  And one of the things they also get by being part of a limited partnership that we form is they also get to take the depreciation over time during the tax credit affordability period.  So it’s a good investment for them, and it brings money into our project, but it’s different than the AHAP credits where somebody has to go out and if I give you a dollar, you give me back 55 cents in tax credits, same as Neighborhood Assistance.  So I don’t want you to be confused.  These have a lot more compliance regulations.  So the total development cost is a little over $5 million.  We’ve got $1.7 in federal credits and $1.1 million in State tax credits.  And we’ve got $690,000 in MHDC HOME funds.  We’re putting $650,000 of our own money into the project.  We also have seller financing, and that’s a little bit of a -- of a finagle in there because it gives us basis for the tax credits.  But essentially, we are selling the property to ourselves, and we also have deferred developer fees of $18,237.  So the timeline for this whole project:  It will be submitted in September, awarded in December.  We will have our firm financing plan submitted by the end of this month.  So once you get funded, then you have to do your full architectural drawings; you have to go out and have -- put everything out for bid; you have to tabulate all those bids and make sure it’s going to fit within your financing plan.  You have to prove that you have site control and that there’s utilities to the place, and you’ve got a storm water plan, and environmentals have been done, and a whole bunch of other stuff.  And that’s what they call the firm submission.  So once you get that, you submit all your firm plans.  They review it and they approve it, and we would hope they would approve our financing plan -- our firm submission by October this year.  It usually takes three or four months.  We would close on our financing the next month, and then we would start construction in January, and it would be about a 18-month project, so it will run through July of 2019 to complete it.  So this is where the properties are located.  You can kind of see in the upper right corner, that’s the CHA Administration Building.  And just to the right of that is Providence Road, and it’s across the street from Douglass Park.  So down in the bottom right corner is the Blind Boone Community Center.  And so you can see it contains a whole row of houses that are on LaSalle and Pendleton Walkway, as well as some houses right there at the corner of Trinity and Park Avenue.  Now most of these are one-bedroom four-plexes.  So you see that the longer row, that top building is a four-plex of three-bedroom units.  Then the next six are all one-bedroom units.  I had to share that with you why I configured it this way is we got funding for Bryant Walkway with what they call a Nine Percent Low Income Housing Tax Credit.  Those are very, very competitive.  And the reason why they are competitive is they give you a lot more money for your project.  Four Percent Tax Credit deals are not competitive because they are a much harder deal to do.  And you also have to do tax exempt bonds when you do a Four Percent deal, so it’s a little complicated.  But Housing Authority has the authority to issue bonds, which we do for the project, but we chose all those one-bedroom units because it’s a lot cheaper to renovate a one-bedroom unit than it is a four-bedroom unit.  So it allows us to get the cost of the project down under control.  So this is what they look like.  This is on LaSalle Place.  These were built back in the very early 60s.  They are not insulated.  They are -- have aging plumbing systems; aging electrical systems.  They will be completely rehabbed.  This is the four-plex of three-bedroom units here.  And that’s the back of the building; one at the corner of Park and Trinity.  And so there is kind of some weird configurations.  That lower one is a one-bedroom unit, and then the building to the right is actually three apartments.  There is one that is a two-story, two-bedroom apartment, and then the other is an over and under, which is a two-story on one level above and two -- or a two-bedroom above and two-bedroom below.  So this is some of the conditions that are inside.  They are pretty spartan units.  You can kind of see there in the laundry room.  You can see that junction box back there in the back.  They are pretty small.  They are about 100-amp breaker boxes back there, which is -- doesn’t meet modern electrical standards.  The configuration of the building is kind of awkward, and so as we go in, we’ll reconfigure space to make it much more livable.  So Bryant Walkway, this is a shot of the kitchen.  One of the other issues we have a lot is that we’ll have all these gas appliances, but there is no ventilation in the kitchen, there’s no range hood or anything, so we get carbon monoxide detectors that go off because of people doing a lot of cooking sometimes and just lack of adequate ventilation.  There is no ventilation in the bathrooms either, so we get a lot of moisture buildup, et cetera there.  These are not the most energy efficient windows, and so we’ll go in there and really replace and redo all of this with new siding, et cetera.  So I want to show you what will happen.  Okay?  So this is a building up on our Stuart Parker property.  Okay?  And you can see it’s pretty spartan.  Look at the black windows.  We’ve got these big, heavy security screens, again, no insulation, but now it looks like that.  We added Hardie Board siding on the back.  We’ve added front porches.  We’ve added big windows that are bi-sliders, so that people could get out on the second floor in the event of a fire.  All new energy efficient appliances, new cabinets, new range, new stove, very energy efficient HVAC systems, et cetera, so -- and here’s the -- I think I skipped one.  No, I guess I didn’t.  But they have nice back porches too, and we built some storage out on the back because that’s one of the things these units lack was storage out on the back.  So there is a small little storage area that is off the covered back porch.  And this is what they look like in the inside.  We used vinyl planking in the flooring.  You can see all new bathrooms, opened up the plan for the living room so you can see it’s a nice big open living room into the kitchen.  Added washers and dryer hook-ups, and, again, energy-efficient.  So this is what we’ll do at Bryant Walkway and Bryant Walkway II.  So why are City HOME funds needed for this project?  Okay.  So one of the things that happens with federal tax credits is the price varies depending on the investors and other investment opportunities.  So what happened was right after Trump got elected, a lot of market uncertainties plus uncertainty about the President’s plan to reduce corporate tax rates, which he said he was going to reduce it to maybe 15 percent, that decreased the value of the tax credits, and, in fact, on our Oak Towers project, we were in -- in a 2017 fund last November, and all the investors pulled out.  So, fortunately, our syndicator was able to get us into a 2016 fund that had a slot open in it.  So we were able to close on Oak Towers.  But the credit pricing for -- for tax -- federal and state tax credit has really dropped.  And so it is really uncertain.  It has started to come back, but it’s not as good as it was when we originally submitted the financing plan for this.  So what we really need is HOME funds to one, show local government support for the project, but it also helps us reduce this gap that we expect due to the decrease in credit pricing on this project.  So it takes about a -- again, I explained about one year to close on the financing of Low Income Housing Tax Credits, so you are working quite a ways out on getting letters of commitment for tax credit pricing and working out all those issues.  And so that’s what the need is for, and I think it is a great investment in the City and the preservation of important affordable housing stock.  I might note another thing as to the location, a lot of Housing Authorities ended up in being built in communities during your urban renewal where they replaced dilapidated housing, but it was in a bad area of town to begin with.  We were fortunate because Flat Branch Creek ran down Providence Road, and that’s the why the Bryant housing was down in that area.  But when it got replaced, Flat Branch got undergrounded, it’s all a whole series of tunnels now, but it’s a great location, you’ve got to admit.  You can walk to Columbia College; you can walk to the University; you can walk downtown.  It’s on bus lines; close to schools.  It is really a great location.  If that had not been a good location for our families, we wouldn’t have renovated these units, we would have tried to figure something else out.  But it really is, I think, a great investment in our community, and we’ve already seen from what we’ve done up on Lincoln and Unity Drives that there has been reinvestment in the community by other folks because we have improved the quality of the -- of our properties up there.  So that’s my spiel.  So I’m happy to answer any questions.  


MS. FORBES:  I don’t have a question.  I -- I would personally like to applaud you --


MR. STEINHAUS:  Thanks.


MS. FORBES:  -- for taking on a project of this magnitude.  I’ve been by the units over -- over off of Worley.  


MR. STEINHAUS:  Yeah.  Uh-huh.


MS. FORBES:  
And they’re so -- they’re so much better.  


MR. STEINHAUS:  They are.  They are very energy efficient and their utility bills -- if you remember, the Affordable Housing equation is rent plus utilities.  So we can subsidize the rent, but we can’t subsidize their utilities.  They get a small utility allowance, but it doesn’t cover the total cost of utilities.  So if you can only afford to pay $100 in rent, you sure can’t afford to pay $200 in utilities.  That’s been a huge improvement for our folks.  And I didn’t mention, but the Columbia Housing Authority is the first Housing Authority to be admitted into a special demonstration program through HUD called the Rental Assistance Demonstration Program.  And what it really did was there was only 185,000 units nationwide that were accepted into the program.  We had 719 of those, but it allowed us to convert our public housing operating subsidy, which fluctuates year to year from the federal budget depending on how much they allocate to a long-term contract rent through what’s called the ‘Project Based Voucher Program, which means we’re locked in with HUD now that they guarantee how much money they’ll give us in subsidy every year for the next 20 years.  So what I’ve continued to tell my staff as well is by the end of this year with the 509 units that we’ve already converted, those 509 units can’t be touched by any federal tax cuts.  They can cut HUD’s budget all they want, and you have maybe seen the draconian cuts there in Trump’s budget, but those 509 units won’t be affected.  Our final 120 will be skittering along on those and hoping that those cuts don’t take place.  So, yeah, we -- we got lucky in taking a -- taking a big leap back when we applied for that program and decided it was time to jump in.  In fact, it -- at the time we were only going to do 85 units.  The people said, Run the table and do all your units.  Why not?  And we’re like, Okay.  So it has turned out very nice.  Thank you, Pam.  


MR. FLETCHER:  Questions?


MR. SALANSKI:   One last question.  I know we are getting weary and we want --


MR. STEINHAUS:  That’s okay.  


MR. SALANSKI:  -- to all go home and go to sleep.  And this is just more of an education piece, not really specific to the proposal.  How long does a person or a family typically stay at one of your all’s units?  I know that is probably hard to measure because every family or individual is different from the next, but I’m just curious as to --


MR. STEINHAUS:  Well, what I can tell you is historically -- we have two programs.  One is the Public housing Program, and those are units that we own and operate.  The other is the Section 8 Housing Choice Voucher Program.  Are you familiar with Section 8?  


MR. SALANSKI:  Uh-huh.  


MR. STEINHAUS:  Okay.  So they get a voucher and can rent out in the private market.  So we were seeing 50 percent turnover on our property because what happens is our Section 8 waiting list opens up every two years, and so people move into public housing because the waiting lists are always open.  They wait for the Section 8 waiting list to come open.  They get on the waiting list and then they wait for their name to come up, and when they get a Section 8 voucher, they move out.  And the reason why they move out is because these are kind of old, crummy units, and you don’t get the modern amenities that you can get out there in the private market.  So we had several people that moved out on Section 8 vouchers, which was one of our options, because we had to create vacancies.  We had to relocate people.  And we relocated everybody on property that wanted to stay.  But we had some folks that were, like, I want to come back now because they see how nice the units are.  So -- but the other thing about the Columbia Housing Authority is we’re not just housing.  My background is Social Services.  I did that for 20 years before coming to the Housing Authority, and I jumped over there because I felt like we didn’t do enough to help the families living in public housing move up and out of poverty.  So I cannot build enough housing in this community to warehouse people in poverty.  So the best way to work my waiting list and to help people is help them move up and out of poverty.  And so we have three main goals:  Helping children enter and succeed in school and move to a career; helping families become self-sufficient; and helping the elderly and persons with disabilities live as independently as possible.  So -- so we have a resident services budget of over $1 million and provide programs for Powered by Moms, which is for preschool -- mom’s with preschool kids; we have the Moving Ahead program, which is the only free after-school and summer program in town.  We serve 70 kids down at the Blind Boone Center on a daily basis.  In the summer we serve them three meals a day.  We have all sorts of field trips -- really great programs.  We have a Family Self-Sufficiency program.  So if you get into public housing and you -- and you’re not working or you are working part-time and then you get hooked up in our Family Self-Sufficiency program, there our Family Self-Sufficiency coordinator will help them improve their skills and get placed in a better job.  Well, now you go get a better job and you’re making more money.  Guess what?  We want our 30 percent.  So you’ve got -- your rent goes up.  Right?  So -- but if your rent goes up when you’re in FSS, every amount of rent increase gets into an escrow account that you cash out once you complete your five-year plan for self-sufficiency.  So the other day I wrote a check to somebody for over $12,000 who had completed the family self-sufficiency program.  So -- but if your rent goes up $100 a month, that’s $1,200 a year, $6,000 at the end of five years.  How long does it take one of our families to save $6,000?  It’s practically impossible.  But that gives you that kind of thing to maybe get dependable transportation, do a downpayment on a house, et cetera.  So -- so we do -- that program is very important as well to focus on families.  And so that’s what we are hoping is with our new units, people may stay longer, but they’re not just transferring out onto the Section 8 program, they’re going to transfer out into self-sufficiency.  That’s our goal.  


MR. FLETCHER:  Phil, thank you.


MR. STEINHAUS:  Thank you.  


MR. FLETCHER:  And thank you for staying so late.  We really appreciate it.


MR. STEINHAUS:  That’s quite all right.  We’ll get our application in sooner next year.  We appreciate all the hard work that you guys do into this process.  

 VII.)
GENERAL COMMENTS BY PUBLIC, MEMBERS AND STAFF


MR. FLETCHER:    Comments by the public?  General comments by the public or staff?  


MR. COLE:  No, thank you.  


MR. FLETCHER:  No additional comments.  

VIII).
NEXT MEETING DATE:  JUNE 21, 2017

MR. FLETCHER:  Reminder of the next meeting, which is a critical one on June 21st.  And the other key date was having our ratings sheets in by the 14th.  


MR. COLE:  Yeah.  By the end of the day of the 14th.  Yeah.  


MR. FLETCHER:  And, again, if you’re having trouble like I always have trouble, even though I have done it years and years, I don’t seem to be able to -- I had to email him three times to get logged in.  Randy is very helpful.  Don’t -- don’t delay, just contact him and he’ll work you through it if you haven’t done it. 


MR. COLE:  I kept locking you out to mess with you though.  I would like to add, I thought the Commission did a great job asking questions tonight.  I was really impressed.  Thank you for the great work you do.  

IX).
ADJOURNMENT


MR. FLETCHER:    And I guess we need a motion to adjourn?  

MR. REGAN:    I will motion to adjourn.


MS. MCCRAY:  I second.

MR. FLETCHER:  All in favor?  

(Unanimous voice vote for approval.)

MR. FLETCHER:  And the meeting is adjourned.  Thank you.   

(The meeting adjourned at 9:33 p.m.)

(Off the record)
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