
AGENDA and NOTICE OF MEETING 

CITY OF HIGHLAND 

INDUSTRIAL DEVELOPMENT COMMISSION 

 

CITY HALL 

1115 BROADWAY 

July 1, 2020  

12:00 P.M. 

 

NOTE:  This meeting will be conducted via phone conference as part of COVID-19 response.   

Please see page 2 of this agenda for instructions for submitting public comments 

and for monitoring the meeting 

 

 

Call to order: Chairman Jim Meredith 

Approval of Minutes: 

A. Motion—Approve of Minutes of the June 3, 2020 regular meeting of the Industrial 

Development Commission. 

Reports: 

A. Treasurer’s Report—Jon Greve 

B. Updates on other job inquiries—Mark Latham 

C. Update on Highland Communication Services—Mark Latham 

D. Update on Disaster Relief Initiatives---Mallord Hubbard 

E.  FEMA Map update---Mark Latham 

 

New Business: 

A. Approval of grant to Keri Douglas of Renew Functional Medicine and Anti-Aging for 

implementation of solutions provided as part of Technology Innovation Program 

B. Recommendation on Development Agreement with Langhauser Sheet Metal 

 

Next Meeting: 

A. Next meeting of the Industrial Development Commission is scheduled for Wednesday, 

August 5, 2020. 

Adjournment 

 

 

Anyone requiring accommodations, provided for in the Americans with Disabilities 

Act (ADA), to attend this public meeting, please contact Breann Speraneo, ADA 

Coordinator, by 9:00 AM on Tuesday, June 30, 2020, by calling 618-654-7115. 

 
Continued 
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Directions for Public Monitoring of Highland City Council Meetings: 

In an effort to protect as many individuals as possible, including the leaders of our communities 

statewide, Governor J.B. Pritzker has issued a number of directives, one of which was to suspend the 

provisions of the Illinois Open Meetings Act (5 ILCS 120), requiring or relating to in-person attendance by 

members of a public body.  Specifically, (1) the requirement in 5 ILCS 120/2.01 that “members of a 

public body must be physically present;” and (2) the conditions in 5 ILCS 120/7 limiting when remote 

participation is permitted, are suspended.  Public bodies are encouraged to postpone consideration of 

public business where possible.  When a meeting is necessary, public bodies are encouraged to provide 

video, audio, and/or telephonic access to their meetings to ensure members of the public may monitor 

the meeting, and to update their websites and social media feeds to keep the public fully apprised of 

any modifications to their meeting schedules or the format of their meetings due to COVID-19, as well 

as their activities relating to COVID-19.   

In following this directive, the City of Highland is providing the following phone number for use by 

citizens to call in just before the start of this meeting:   

618-882-5625 

Once connected, you will be prompted to enter a conference ID number.   

Conference ID #:  798439 

This will allow a member of the public to hear the city council meeting.  Note:  This is for audio 

monitoring of the meeting, only.  Participants will not be able make comments.   

Anyone wishing to address the city council on any subject during the Public Forum portion of the 

meeting may submit their questions/comments in advance via email to lhediger@highlandil.gov or, by 

using the citizens’ portal on the city’s website found here:  

https://www.highlandil.gov/citizen_request_center_app/index.php.  Any comments received prior to 

the end of the “Public Forum” portion of the meeting, will be read into the record.   

 

mailto:lhediger@highlandil.gov
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CITY OF HIGHLAND 

 

To: Industrial Development Commission 

From:  Mallord Hubbard, Economic & Business Recruitment Coordinator  

  

Date: June 24, 2020 

Re: Development Agreement with Langhauser Sheet Metal 

RECOMMENDATION : It is Staff’s recommendation that the Industrial Development Commission 

review and recommend advancing a Development Agreement with 

Langhauser Sheet Metal. 

 

DISCUSSION: Langhauser Sheet Metal is proposing a warehousing addition to its building 
located at 120 Matter Dr. Langhauser is a heating/cooling company 
specializing in commercial and residential installations and service. The 
building is located in TIF #1 Project Area, making it eligible for incentives 
providing property tax rebates. This will allow the company to expand its 
existing operations with the opportunity for future growth and job creation.   
 
Langhauser’s proposed expansion has a total investment estimated to be 
$170,000 in eligible project costs. The TIF Agreement would reimburse 75% 
of the incremental EAV of property taxes, generated as a result of the 
project’s completion. The present EAV for assessment year 2018 is $96,610. 
The Developer anticipates estimated EAV after redevelopment and 
completion of project to be $400,000. Therefore, the estimated 
reimbursement would be $2,979 annually for 10 years, or until the 
maximum reimbursement amount is reached. It is important to note, the 
estimated reimbursements are estimates only, reimbursements are solely 
contingent on the actual incremental EAV generated as a result of the 
project’s completion.  
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The maximum reimbursements the project would be eligible for is $34,000 
over the 10 year life of these agreements. 
 
 
 
  

 
 

 

 













All numbers are estimates.    The final incentives would be based on actual numbers

provided through the required documentation.

34,000$          MAXIMUM TIF DISTRICT INCENTIVES 

20% of eligible costs =$170,000*20%=$34,000

N/A FEE WAIVERS (Estimated)

Based on actual costs

Building Permit

Plumbing Permit

Electrical Permit

Certificate of Occupancy

Site Plan Review (Zoning Code Req.)

Exterior Plan Review by others ( estimate)

Electric Connection Fees

Water Connection Fees

Sewer Connection Fees

(This incentive is not eligible in TIF Agreements)

2,979$            PROPERTY TAX REBATE

Reimburse up to 75% of property taxes from the

incremental TAXABLE VALUE up to 10 years.  

($133,333.33-96,610*.081115*.75=$2,978.81 Annually)

N/A SALES TAX REBATE

Reimburse up to 100% of the incremental 1% City sales tax up to 10 yrs.

(This incentive is not eligible in TIF Agreements)

29,788.10$     Estimated Incentive Total over 10 year Time Period

Total package shall not exceed 20% of the Total Projected Costs

Encourage 20% local suppliers.

This represents a general offer.  All details and offers must be approved by the City Council and

an agreement must be agreed upon and signed by both parties.

Incremental - means the additional or new taxes, above the base year taxes.

TIF DISTRICT #1 INCENTIVE PROGRAM FOR LANGHAUSER SHEET METAL
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To:  Kari Douglas, N.P. 

From:  Technology and Innovation Program Mentors 

Subject: Recommendations and go forward plan 

 

Summary: 

Kari Douglas, N.P. and owner of Renew Functional Medicine and Anti-Aging was selected as 

the inaugural participant in the City of Highland’s Technology and Innovation Program or TIP.   

The TIP was developed by the City of Highland’s department of Economic Development, in 

partnership with the city’s Department of Technology and Innovation, the Small Business 

Development Center of Southern Illinois and various community mentors.   

The goal of the TIP is to advance the growth of local businesses through the City’s cutting-edge 

telecommunications infrastructure, Highland Communication Service (HCS), through process 

improvement and through adapting innovative approaches to tackle current day challenges 

marked by growing e-commerce and other technical trends.  By matching small businesses with 

volunteer mentors who can advise businesses on overcoming the barriers to growth, increased 

profit will be realized.   

The TIP is based on the belief that a local, small business is far more likely to achieve significant 

and sustainable growth when supported by multiple mentors with proven skills and experience. 

With its interest in success, the TIP contributes to the economic development of the community 

and delivers a competitive edge to keep local businesses relevant with e-commerce innovation. 

Renew Functional Medicine and Anti-Aging was selected because the mentors believed they 

could have a positive impact on her business; could be realized by invoking improvements in 

processes, exploiting technology that Kari already owns and utilizing innovation to reach more 

customers with fewer resources.  

The TIP team would like to thank Kari for the effort, passion and open approach taken on this 

venture and offering the following as guidance. 
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Stated Goals 

1) Make functional medicine available to more people 

2) Maintain storefront services in Highland 

3) Reduce non-functional medicine services to focus on clients with wellness needs 

 

Strategic Synopsis 

1. Increased awareness of functional medicine discipline and specifically, of Kari’s clinic 

2. Increased and consistent revenue from functional medicine clients 

3. Scalable services  

 

Recommendations 

 

Quick Wins: 

The following recommendations are those that can be implemented with little to no capital.  

They are item that the TIP will commit to assisting with set-up, creating a schedule for ongoing 

planning, and will follow up on over the course of the next 6-12 months. 

1. Data Acquisition  

a. Utilize Google Analytics (Guidance provided by TIP Mentors) 

i.  how visitors located your website 

ii. which pages they visited 

iii. how many unique visitors your website gleaned 

b. Capture Data from EMR ($1000.00 consulting, add in software) 

i. Who, what, when, etc. to develop reminders to reach out for follow up 

services and /or drip campaigns 

ii. Use for referrals 

iii. Request testimonials 
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2. Create and share your message  

a. Develop your pillar marketing plan 

i. Brand 

ii. Message 

b. Develop more robust and delineated website ($500.00) 

i. separate services 

ii. use for value add to clients (scalability)  

iii. gain granular detail about market and customer base 

c. Develop word press blog (Guidance provided by TIP Mentors) 

i. Feels like conversation 

ii. Keep clients close/connected to you and your passion 

d. Link to all your collateral (facebook, website, etc.) 

 

3. Create your awareness campaign ($500.00) 

a. Use your brand, your message and your data to constantly stay in front of clients and 

potential clients 

 

Long Term Strategy 

 

Scalability 

Understanding the passion Kari has for the functional medicine discipline, it’s difficult to 

disconnect from the client.  However, in order for her business to thrive, she must be able to 

receive a growing number of clients without adding resources.  In an economic context, a 

scalable business model means increasing sales (revenue) with a less than proportional resources 

(expense) but still providing a high quality of product or service.   In order for Kari to achieve 

the first stated goal, ‘make functional medicine available to more people,’ a more scalable 

service delivery model is required. 

The following recommendations are offered by the TIP members in regard to scalability: 

1. Create on-line search knowledge base or a repository of information that is available for 

clients to draw from.  This could be in the form of an organized wiki linked to word press 

blog, named and searchable videos, etc. 

2. Use Zoom Meetings for follow up calls.  Allowing customers to visit with you without 

asking them to leave their homes or your driving to / from the clinic will reduce wasted 

time spend driving to and from. 
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3. Create business to business (B2B) relationships.  Partner with traditional medical doctors, 

chiropractors, weight loss clinics, massage therapists, aestheticians, etc. 

4. Streamline the intake form; perhaps links some information to the form for immediate 

feedback to the client.  For example, if the client clicks on ‘insomnia’ link that field to 

information about sleep hygiene or other basic knowns about insomnia.  

 

Pricing Model  

 

It’s clear that relationship building is not only important to Kari but it’s critical to a successful 

health care plan.  While the current price model is intended to be a subscription based service, 

meaning a time element exists for which services are rendered, the price may not be palatable, 

especially for those who aren’t familiar with or believers in functional medicine.  A subscription 

based business model offers the consistent, predictable revenue that Kari identified as a goal, it 

can break large fees into smaller, more manageable payments for clients and it can establish a 

foundation for long term relationship building between Kari and her client. 

 

The following recommendations are offered by the TIP members in regard to pricing model: 

1. Provide a very clear response to ‘how much does this cost’?  A better answer regarding 

insurance and the total cost is necessary.  That must go on your website.  

 

2. Offer three options and name them a standard name with which clients can relate.   

 

These are random examples:  

 

Wellness or Youthful package:  Focus on overall health and movement.  Designed 

to work in conjunction with a physical fitness or therapy team.  Provide a botox or 

facial with this.   

 

Young at Heart Package:  Focus on elder or senior care.  Maybe diabetes or 

arthritis is the key driver in this package.  Provide medicine review along with 

ways to stay active 

 

Inflammation or Weight Loss Package:  Lots of information out there about 

inflammation and insulin resistance.  This could focus of food sensitivities or gut 

health.   
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Standard might be $50 a month and include a phone call or zoom meeting 1x per 

week for 15 mins, include access to the knowledge base and 1 normal blood 

screening per year.   

 

Active (focus on active people) might be $75 a month, include a phone call or 

zoom meeting 2x per week, include a metabolic and food sensitivity panel with 1 

facial or massage every 6 months 

 

Silver (for older folks) might be $60 a month, include all that is in standard plus 

colorectal screening, and blood sugar consulting. 

 

3.  Call yourself a life coach or wellness specialist.  Offer life coaching services that focus 

on food being for health and medicine being for ailments.  

4. Offer first meeting at no cost or an entry rate of $50 that includes a certain amount of 

testing for you to provide meaningful feedback.  Or, offer a facial or botox with a 

subscription for services.   

Awareness Campaign (Guidance provided by TIP mentors) 

In order for the market to understand the value of your service, focus on an awareness campaign 

should be established.   Awareness campaigns typically are defined as a sustained effort to 

educate individuals and boost public awareness about an organization's cause or issue. And in 

almost every instance they should: 

1. target people who share your organization's beliefs and values; 

2. educate those potential supporters about your issue or cause; and 

3. generate new contacts for your donor database 

Successful awareness campaigns provide education about the problems you solve.  They use 

current event s to connect issues to your cause.  You could use the current COVID pandemic to 

encourage people to seek self-care, for example, or teach food preparation for the purpose of 

wellness.   

Hold zoom meetings or events in conjunction with any B2B partnerships you’ve created or 

would like to establish. 

Make sure any collateral you provide or events include a call to action meaning you ask them to 

do a particular thing that encourages further interaction.   

All collateral should message your problem and your answer and should not focus on the 

discip0line or your particular organization.  Stay focused on bringing awareness to 1) and 

problem and 2) how you can solve it.  
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Business to Business Strategy 

Because functional medicine is obscure, gaining traction from other businesses that share the 

same sort of followers will help you build your clientele in a scalable approach. In the context of 

communication, business-to-business refers to methods by which employees from different 

companies can connect with one another, such as through social media, procuring products from 

one another or providing services that are complimentary of each service or product.  

Consider dovetailing with the following businesses or types of businesses: 

 Apex Physical Therapy 

 ChiroPro 

 Massage Therapists with credible reputation 

 Cygan Delaney EatWell or other dietary professionals 

 Highland Nutrition or other provider of supplements 

 

Go Forward Plan 

1) Recommend $2000 grant from IDC to offset the costs of implementing robust website, 

creating your awareness campaign, and exploiting all capability of the EMR. 

2) Create Press Release highlighting Kari, the TIP and mentors.  Submit to area newspapers 

and economic development organizations.  

3) Schedule (3) 2 hour working sessions with some or all of the mentors to create Google 

Analytics, WordPress Blog and discuss awareness campaign in more details. 

4) Provide 90 day follow up meeting to answer questions or assist with new needs. 

5) Meet quarterly over the following year to review success indicators.  

6) Provide year in review report to IDC showing the value of measures taken.  
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