
 

 

 

AGENDA 

Meeting of the Connect Transit Board of Trustees 

February 25, 2014 

4:30 P.M. 

Board Room 
Connect Transit Operations Facility 
351 Wylie Drive, Normal, IL 61761  

A. Call to Order 
B. Roll Call 
C. Public Comments 
D. Consent Agenda 

1. Approval of Minutes of Previous Meeting of January 28, 2014 and Special 
Meeting of February 1, 2014. 

2. Disbursements for Month of January, 2014 
3. Financial Report for Month of January, 2014 
4. Income Statement with Approved Budget as of January 31, 2014 
5. Capital and Self Insurance Reserve Fund Balances for month of January, 

2014 
6. Monthly Statistical Report for month of January, 2014 

E. Old Business 
F. New Business 

1. Approval of 2014 Three (3) Year Strategic Plan 
G. General Manager’s Report 
H. Trustee’s Comments 
I. Executive Session –  5 ILCS 120/(c)(11) – Pending Litigation 

 5 ILCS 120/(c) (1) – Collective Bargaining J. Adjournment 
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EXECUTIVE SUMMARY 
 

VISION 
 To be the reliable and safe transportation connecting communities 
 
MISSION 
 To provide: 

 Independence through transportation to live, learn, work and play    
 Added economic value through transportation opportunities, to our        

community, that is environmentally and economically sustainable 
 Service to our customers that is safe, affordable, reliable, accessible      

and valued 
 
STRATEGIC GOALS 
 FUNDING 

• Sustainable funding development 
• Continued responsible stewardship of funds received 
• Stable funding sources 
• Ongoing review of fare structure 
• Planning for improvements 
• Environmentally sustainable service 

 
EXPANDED SERVICES (Customer focus) 

• Amenities 
• More frequent services 
• Park and ride/regional potential 
• Incorporating value-added technology 
• Maximize what we currently have 

 
AWARENESS AND EDUCATION 

• Improve digital presence 
• Community outreach 
• Market research 

 
KEY RELATIONSHIPS/PARTNERSHIPS 

• Advocacy/governmental affairs 
• Expanded strategic relationships 
• Leverage partnerships with key community groups 
• Partnerships with other transportation providers 
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MEASURING RESULTS THROUGH QUARTERLY UPDATES 
 
 FUNDING: 

• What are we doing to develop sustainable funding sources? 
• Where are we in planning and developing new funding sources? 

 
EXPANDED SERVICES (Customer Focus) 

• What are we doing to build our customer value? 
 

AWARENESS AND EDUCATION  
• What have we done to raise awareness of Connect Transit and how 

do we move the meter? 
 

KEY RELATIONSHIPS/PARTNERSHIPS 
• What are our current relationships and how are they helping us 

reach our goals? 
• Who do we approach next and how do we demonstrate how Connect 

Transit positively impacts them? 
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SWOT vs SOAR 

 
 

SWOT SOAR 
___________________________________ _______________________________ 
Strengths 
  * Organizational Resources and capabilities 
  * Basis for developing differentiating 
advantage 
________________________________________ 

Strengths 
  *What are we doing really well? 
  *What do our strengths tell us about our 
skills? 
_______________________________ 

Weaknesses 
  *Absence of strength; lack of resource or 
capability 
 
Opportunities 
  *External circumstances that support profit 
and growth 
   *Unfulfilled customer needs, new technology, 
favorable legislation 
 
Threats 
  *External circumstances that hinder profit 
and growth 

Opportunities 
  *How do we collectively understand 
outside threats? 
  *How can we reframe to see the 
opportunity? 
   *What is the enterprise asking us to do? 
   *How can we best partner with others? 
 
 
 
 
 
 

___________________________________ ______________________________ 
 Aspirations 

  *Considering Strengths and Opportunities, 
who should we become? 
  *How can we make a difference for our 
organization and for its 
stakeholders/customers? 
______________________________________ 
Results 
  *How do we tangibly translate our 
Strengths, Opportunities and Aspirations? 
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VISION and MISSION 

 
 

VISION 
 
 To be reliable and safe transportation connecting communities 
 
 
 
 
MISSION 
 
 To provide: 
 

• Independence through transportation to live, learn, work and play  
 

• Added economic value, through transportation opportunities, to 
our community that is environmentally and economically 
sustainable 

 

• Service to our customers that is safe, affordable, reliable, accessible 
and valued 
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STRENGTHS 
 

Relationships 
 Have support of community 
 Strong political support - 
         Local, state and federal 
 Our universal agreements 
         e.g. State Farm 
 Strong relationship with 

Higher Education 
      Heartland community College 
      Lincoln 
      Illinois State University 
 Uptown Station 
 

General Corporate 
 Our new brand and image 
 Route restructuring and 

resulting bond developed 
with the community 
through the process 

 Very adaptable 
 Reliable dependable system 
 Infrastructure in place 
    Policies and procedures 
    Standards 
 Currently have sufficient 

funding for opoerations 
 
Management/Staff 

 Have positively engaged 
Board and dedicated, loyal 
management staff 

 Strong, transit-experienced 
General Manager 

 Good, cohesive Management 
Team 

   Collaborative/open/inclusive/ 
   honest/respectful 
 Our Drivers 
    Tenure/experience 
    Customer centric 
 Our Mechanics 

 
Facilities/Equipment 

 Facilities are in good shape 
 Our buses 
    Comfortable, safe, easy to use 
 It’s a safe system 
 Reliable, dependable system 
 Technology is being 

embraced 
 Operations are solid 

 
 
 
Customers/Riders 

  Engaged core ridership in 
the community 

 Increased ridership 
2.1 million annual passenger    

               trips 
 Seniors ride free (with ID)  

  Affordable fares 
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OPPORTUNITIES 
 

First Step – identifying constraints/mandates/regulations/needs 
 
 
 Relationship with union/workforce 
 Funding 
 Transit system vs transit authority 
 Aging population 
 Younger, potential first time drivers (licensure/care) 
 Expanding service area 
 Geographic layout of the community 
 Alternative fuels (California is an example) 
 Improvement, evolution, enhancement of transfer points 
 Marketing/image 
 Image of “who rides” 
 New government mandates (i.e. safety, etc.) 
 Safety (personal) 
 Key relationships/partnerships 
 Downtown Bloomington revitalization/development 
 Bloomington-Normal industry trends 
 Community trends (being dialed in) 
 Affordable Care Act – impact on part-time employees 
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ASPIRATIONS 
 

1.  FUNDING 
• Sustainable funding development 
• Continued responsible stewardship of funds received 
• Stable funding sources 

o Federal/state/local governments sources 
• Ongoing review of fare structures 

o Increase fare box revenues 
o Increase non-fare revenues 

 i.e. advertising, real estate, corporate 
sponsorship, etc.) 

• Planning for improvements 
o Bus Rapid Transit/Demand Response Transit 
o Regional Service 
o Alternate Fuels 
o Environmentally sustainable service 

 
2.  EXPANDED SERVICES   (Customer focus) 

• Amenities 
o i.e. shelters, value-added technology) 

• More frequent services (hours/days) 
• Park and ride/regional potential 
• Incorporating value-added technology 
• Maximize what we currently have 

 
3. AWARENESS and EDUCATION 

• Improve digital footprint presence 
o i.e. social media, website, etc.) 

• Community outreach 
o i.e. bus buddies, how to ride a bus in B-N, etc) 

• Market research 
o Management and use of data 

 
4. KEY RELATIONSHIPS/PARTNERSHIPS 

• Advocacy/governmental affairs 
• Expanded strategic relationships 

o Schools 
o Local businesses 
o Local government 

• Leverage partnerships with key community groups 
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o i.e. Economic Development Council, Convention & 
Visitors Bureau, McLean County Chamber of 
Commerce 

• Partnerships with other transportation providers 
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RESULTS  
 

FUNDING 
• What are we doing to develop sustainable funding 

sources? 
• Where are we in planning and developing new 

funding sources? 
 
EXPANDED SERVICES (Customer Focus) 

• What are we doing to build our customer value? 
 
AWARENESS AND EDUCATION  

• What have we done to raise awareness of Connect 
Transit and how do we move the meter? 

 
KEY RELATIONSHIPS/PARTNERSHIPS 

• What are our current relationships and how are 
they helping us reach our goals? 

• Who do we approach next and how do we 
demonstrate how Connect Transit impacts them? 
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NEXT STEPS 

 
To be successful and assure attention and progress is made toward 
achieving results, it is imperative that: 
 

1. Board and Management commit to a quarterly report/review of 
status of the Aspirations 

a. Guarantees focus on strategic decisions  
b. Provides ongoing updates on the various Strategies which 

includes: 
i. accomplishments 

ii. current actions 
c. Provides for agreed upon restatement of Results if unexpected 

external environment leads to improved opportunity or 
impairment/postponement of action  

d. Provides process for accountability 
 

2. A score card, or updated summary of results/actions should be 
developed by Management for use by the Board/Management 
regarding measuring progress 

 
3. Assures Strategic Plan remains strategic and also does not get 

pushed aside or put on a shelf 
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