
W 
hen Jeff Chacon, Lead Min-
ister of the Orlando Church, 
offered Kim Pullen the op-

portunity to turn the church’s volunteer-
run book and tape ministry into a lucra-
tive entrepreneurial business that would 
provide a source of spiritual growth for 
the congregation of more than 1000 
members, she jumped at the chance. 

Then she saw the state of the ministry’s affairs—a tub of dog-eared Bibles, a 
box of ancient songbooks, and a pair of neglected tape duplicators in a closet-
sized “showroom.” Kim knew she had her work cut out for her. 

She started with research, interviewing the ministry staff to determine their 
vision of how a media ministry would benefit the various needs of a diverse 
congregation. Armed with this information, she had the cobwebbed duplica-
tion machines serviced, started recording the Sunday morning sermons, and 
began selling labeled audiotapes of the lessons.  

Once she’d established enough capital from these initial sales, she asked the 
ministers what spiritual books they might recommend for the members under 
their care. Kim’s first purchases were songbooks (an item every member of 
the congregation was encouraged to 
bring to each service); classic spiritual 
literature like Trusting God, Hinds Feet 
on High Places, and The Cost of Disciple-
ship; and inexpensive, themed paper-
back Bibles that members could pre-
sent to guests as gifts. 

Kim prepared announcements for 
each Sunday and midweek service, 
reminding members of the variety of 
items available at the fledgling minis-
try. She designed, printed, and dis-
tributed catalogues, book reviews, 
and advertisements. But when sales 
didn’t improve, Kim knew something 
was missing.  
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CHALLENGE 

Turn a beleaguered book and 
tape table into a lucrative 
business and thriving ministry 

 

SOLUTIONS 

 Targeted the needs of 
the congregation 

 Raised the visibility of 
the ministry 

 Transformed the        
ministry’s marketability 

 Broadened the scope of 
products and services 

 Upgraded equipment 

 Utilized volunteer staff to 
minimize expenses 

 

RESULTS 

 Chosen sole media     
vendor for three state-
wide conferences 

 Serviced more than 
15,000 customers 

 Produced more than 
5,500 audio tapes  

 Grossed $300,000 in  
retail sales in 6-year  
period 



She recalled the three most im-
portant elements of business 
success—location, location, lo-
ca t ion—and moved the 
“storefront” of the newly-
named Magic City Media Center 
(MCMC) to the lobby of the 
church in direct line-of-sight for 
every member that entered and 
exited the sanctuary. Tape sales 
doubled, then doubled again. 
She incorporated MCMC and 
began accepting credit card payments. 

When several associate ministers said they were 
planning on having their region of the church read 
Sam Laing’s Be Still My Soul, Kim offered to pre-
purchase the books and make them conveniently 
available to members. The ministry staff readily 
agreed. Kim set up wholesale accounts with two 
book companies—Ingram and Discipleship Publica-
tions International—and business took off. 

Sales reached such a peak that Kim and her partner 
could no longer meet all the needs of their member-
patrons on Sunday mornings, so Kim organized a 
volunteer staff and created a revolving schedule.  

Guest speakers, special events, and congregation-
wide study series continue to generate sales and in-
vestment capital for growing the business. Kim pur-
chased new duplicators, children’s books and videos, 
and specialty Bibles and commentaries. She designed 
unique audio labels for tapes, order forms, and lami-
nated book marks. She created attractive marketing 

materials with holiday decor, 
book stands, and multi-tiered 
display racks. 

When Jeff Chacon announced 
that the church was going to 
host a state-wide conference 
inviting six other congregations 
each with 500–1200 members, 
Kim petitioned for the Magic 
City Media Center to be the 
sole vendor for book and tape 

sales. Her offer was accepted. 

The first Florida Discipleship Conference (FDC) 
was a three-day event at the world-renowned Or-
ange County Convention Center with 25 recorda-
ble classes and 4000 in attendance. With a volun-
teer staff of 12, the Magic City Media Center sold 
more than 1000 tapes and had a record-breaking 
weekend of $63,000 in retail sales. 

A second and third FDC conference followed in 
the next four years—the attendances increasing 
and the venue space expanding—and the Magic 
City Media Center continued as the media vendor-
of-choice. In its final year under Kim Pullen’s lead-
ership (and before its successful sale), MCMC sold 
nearly 3,500 tapes and had retail sales of more than 
$147,000. 

Not a bad turnaround for a closet full of dilapi-
dated equipment, a box of old books, and enough 
time to magic-ally transform them into a lucrative,  
thriving, and beneficial media ministry. 

A “Magical” Transformation (continued) 


