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1. Introduction: An Aesthetic Ecclesiology -- 2. Charles Taylor's A
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Secular Age (2): Phenomenology of Modernity -- 4. John Milbank (1): A
Deeper Critique of the Secular -- 5. John Milbank (2): A Participatory
Ecclesiology -- 6. Rowan Williams: Ecclesiology and Epiphany -- 7.
Conclusion: Summary and Future Directions.

"Jamie Franklin's book is a well-researched study in ecclesiology. More
than that, however, it is a passionately argued plea to the Church to
take the aesthetic dimension of Christian worship seriously. Drawing on
theorists of modernity such as Taylor and Milbank, Franklin argues that
it is the Church's responsibility to live an alternative to the
disenchanted reality of the modern world. Brilliantly written, the book
speaks to readers in both the academy and the Church." -Johannes
Zachhuber, Professor of Historical and Systematic Theology, University
of Oxford, UK This book considers the work of Charles Taylor from a
theological perspective, specifically relating to the topic of ecclesiology.
It argues that Taylor and related thinkers such as John Milbank and



Rowan Williams point towards an "Aesthetic Ecclesiology," an
ecclesiology that values highly and utilizes the aesthetic in its self-
understanding and practice. JamieFranklin argues that Taylor's work
provides an account of the breakdown in Modernity of the conceptual
relationship of the immanent and the transcendent, and that the work
of John Milbank and radical orthodoxy give a complementary account
of the secular from a more metaphysical angle. Franklin also
incorporates the work of Rowan Williams, which provides us a way of
thinking about the Church that is rooted in a material and historical
legacy. The central argument is that the reconnection of the
transcendent and the immanent coheres with an understanding of the
Church that incorporates the material reality of the sacraments, the
importance of artistic beauty and craftsmanship, and the Church's
status as historical, global, and eschatological. Secondly, the aesthetic
provides the Church with a powerful apologetic: beauty cannot be
reduced to the presuppositions of secular materialism, and so must be
accounted for by recourse to transcendent categories. J. A. Franklin is a
priest in the Church of England. He trained for ordination at Ripon
College Cuddesdon, and holds a master's degree in theology and
biblical studies from King's College London and a doctorate in
systematic theology from the University of Oxford, UK.
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This title was first published in 2001: This book explains the power of
using ABM to increase the profitability of your business. It provides



step-by-step guidance on basic principles, comparisons between
traditional methods, definitions of processes, activities and cost-
drivers as well as details of data collection techniques and
implementation steps. Through the book's numerous detailed
examples a logical picture builds up of how to obtain the benefits that
ABM can deliver.



