






















































































Expense Approval Report Payment Dates: 01042020 - 01172020

Project Account Summary
Project Account Key Payment Amount
2013BPrincNWIP 20,000.00
Grand Total: 1,863,835.58

F/YG/2020 4:39:36


























































































































































ACTION ITEM

TO: City Council

FROM: Mayor Dominic Jones

DATE: January 15, 2020

RE: Mayor Appointments & Reappointments

DEPT: Mayor/Council

CONTACT: Mayor Dominic Jones

[ ]
CITY OF WINDOM
444 9th Street
Windom, MN 56101
Phone: 507-831-6129
Fax:  507-831-6127

Recommendations/Options/Action Requested

Recommendation from the Mayor to the City Council for approval of the following 2020 Appointments and

Reappointments.
EDA
Linda Sandberg 12/31/25
Planning Commission
Drake Borsgard 12/31/20
Lorri Cole 12/31/23
Vay Rodman 12/31/23

Fiscal Impact

None.

Attachments

None.



MEMORANDUM ‘ I

CITY OF WINDOM
444 9th Street
Windom, MN 56101
Phone: 507-831-6129
Fax: 507-831-6127
www.windom-mn.com

TO: City Council

FROM: City Administratc

DATE: January 16, 2020

RE: Strategic Planning Process Outline

At the last City Council meeting staff was asked to do some research on strategic planning and processes.
Attached are two guides, one from the USDA and the other a private consultant (furnished by Council
member Byam).

Along with the outlines, there are considerations for in-house or external facilitators. A number of
consultant firms are available to offer this type of service if desired by the City Council.































































SWOT ANALYSIS

OPPORTUNITIES THREATS

STRENGTHS

WEAKNESSES

PRODUCED BY

O n Strategy www.OnStrategyHQ.com 775.747.7407















After you collect data on your competition, follow these steps to develop your Competitor Grid:

1. Select the product or service or customer segment to focus on.
if your competitors are the same across product or service lines or customer segments, skip this step.

2. Narrow down your playing field if at all possible.
Look closely at your top three competitors or groups of competitors. Add your organization to the list.

3. Determine what your competitors’ key strengths and weaknesses are.
The factors can be customer service, pricing, quality, operations, resources, personnel, and so on. Develop a good understanding
of likely changes your competitors may make in the near future. Use the information collected during your intelligence gathering.

4. Summarize what each competitor's key point of differentiation is.
Answer the question, “What is XYZ competitor great at?”

5. Critically review your Competitor Grid to summarize themes to add to your opportunities and threats.
Add your thoughts to your list of opportunities and threats. Use this information to develop strategies, strategic objectives and goals.

COMPETITOR STRENGTH WEAKNESS DIFFERENTIATION

Themes:

{Summarize threats) {Summarize opportunities)

PRODUCED BY

OnStrategy www.OnStrategyHQ.com 775.747.7407

























































