
1 
 

 

 

 

 

 

 

Bridge Communities 

2014-2016 Strategic Plan 

 

 

 

 

  

  



2 
 

Bridge Communities 2014-2016 Strategic Plan 

Table of Contents 

 

Description of Strategic Planning Process…………………………………………………..  p. 3 

Mission, Vision and Value Statements………………………………………………………… p. 5 

Assessment of the External Environment…………………………………………………..  p. 6 

Assessment of Strengths and Weaknesses…………………………………………………..p. 9 

SWOT Analysis…………………………………………………………………………………………….p. 13 

Strategic Goals…………………………………………………………………………………………… p. 16 

Committee and Department Objectives for Year 2014…............................... p. 17 

 

Appendices 

Poverty Matters……………………………………….………………………………………….Appendix A 

DuPage County Community Needs Assessment………………………..………….Appendix B  

Choose DuPage Economic Trend Analysis Report…………………………………Appendix C 

Gallup Poll: Church Membership in the U.S………………………………………….Appendix D 

Bridge Communities Contributed Revenue History………………………………Appendix E 

Five Year Financial Plan………………………………………………………………………..Appendix F 

a) Revenue, Expenses and Assumptions 

b) Projection of Operating Cash Positions and Projections 

c) Sources and Uses of Cash for Capital Plan 

 

 



3 
 

2014-2016 Strategic Planning Process 

This document reflects the cumulative research, thinking and debate of many Bridge 

Communities staff, board members, and external advisors who were assembled as small task forces to 

work on its key elements over the last two years.  The sequence of the task forces and their membership 

is summarized below: 

January - June, 2012 Joyce Hothan - staff Rationalized elements of our  

Program Task Force Karen Stewart - staff Transitional Housing and Pathways 

 
John Hayner - staff Programs, and identified key drivers 

 
Jeff Huppertz - board of staffing and desired program 

 
Patty Luessenhop - board outcomes. 

 
Leo LeClair - staff alumni 

 

 
Peg Hendershot - E.D., Career Vision 

 

   May - December, 2012 John Hayner - staff Assembled and reviewed criteria for  

Real Estate Task Force Mark Milligan - staff building location strategy, such as  

 
Laura Allen - board school district quality, accessibility to 

 
Harlan Spiroff - attorney jobs, adjacency to concentrations of 

 
Coleman Tuggle - Multi-unit low incoming housing and to villages  

      Housing Developer with sufficient wealth to support 

 
Joe Farwell - Farwell Real Estate program partnerships. 

 
Rick Mattoon - Vice President 

 

 
    Federal Reserve Bank of Chicago 

 

   November, 2012 - All- All Staff Developed rationale for continued 

Staff Retreat (Facilitated by Mary Ellen Durbin) concentration on campus strategy, 

  
target villages for location. 

  
Defined elements of "Self-Sufficiency" 

  
as a programmatic goal, and their  

  
weighting in evaluating self-sufficiency 

   January - February 2013 Mark Milligan - staff Created and refined new mission,  

Mission/Vision Task Force Heather Wachter - staff vision and values statements. 

 
Margo Matthew - staff 

 

 
Tom Thiltgen - staff 

 

 

Amy Van Polen – staff 
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February - August , 2013 Carl Pellettieri - board Reviewed proposed vision and mission  

Board/Staff Task Force Zed Francis - board statements, assessed external environ- 

 
Tim MacKenzie - board ment, reviewed compiled SWOT  

 
Laura Allen - board sabbatical responses of Board, wrote and edited 

 
Joe Hoff (board member candidate) successive iterations of final strategic 

 
Amy Van Polen plan language, and coordinated  

 
John Hayner completion of specific committee goals 

 
Mark Milligan for first year of strategic plan. 

 
Karen Stewart 

 

 
(Facilitated by Rick Lochner) 

 

   
March to December, 2013 Full Board and Committees 

Each board member contributed to 
SWOT process, had opportunity to  

Board Processes 
 

review and comment on SP language, 

  
and worked with committees to develop 

  
goals to align with five strategic 

  
objectives. 
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Bridge Communities – Mission and Vision Statements 

Mission Statement:  The mission of Bridge Communities is to transition homeless families to self-

sufficiency by working with partners to provide mentoring, housing, and supportive services. 

Vision Statement:  Our vision is a community where all families are healthy, financially stable, and living 

in affordable housing. 

 

Bridge Communities, Inc. Value Statements 
 
Each of our core values apply to everyone involved in Bridge Communities – clients, mentors, 
Program Partners, volunteers, donors, board members, staff and community. 
 
Partnership:  We embrace partnership activities, and thrive and survive on our partnerships.  
They are a way of life, and they have been since our inception, in all areas of activity. We work 
in collaboration with others who believe in our mission and embrace our vision and values, 
actively seeking and nurturing partnerships. 
 
Empowerment: We enable, encourage, and empower clients, volunteers and staff to make 
decisions and choose direction based upon their needs, abilities and interests. Everyone 
participates at their fullest desire.  We give people trust, encouragement, autonomy and 
resources to achieve their goals and beyond. 
 
Integrity: We maintain alignment between what we say and what we do.  We have an 
uncompromising adherence to moral and ethical principles, embracing high standards of moral 
character and honesty. 
 
Respect: We hold every individual in esteem and honor while respecting their cultural 
backgrounds, input, and ideas.  We treat each other and all whom we encounter as we would 
wish to be treated, honoring each other, acknowledging each another’s value, treating each 
other with dignity, and finding value in each person.   
 
Hope: We champion optimism for brighter futures.  We provide an overarching hopeful 
atmosphere.  Hope is the foundation of our work.  Hope drives us.  We provide our clients with 
hope for a better future for themselves and their children. 
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Assessment of the External Environment 

Political Climate 

Through the first twenty years or so of its existence, Bridge was able to purchase buildings largely with 

Housing and Urban Development (HUD) funding administered through DuPage County and the City of 

Naperville.   These grants continued through changes in leadership in both houses of Congress and in 

the Presidency.  Over the past several years, these funds have dwindled, and Bridge can no longer plan 

on them as a consistent or significant source of funds for building purchases.   For the past 11 years 

Bridge has also received a grant through the HUD “Super NOFA” program that has provided funding to 

rent ten scattered site apartments around the county.  Bridge will have phased out of this funding by 

June 2015.  Note that all of these funds supported physical housing vs. funds for operations. 

With the federal government still gridlocked in passing legislation that would address the structural 

issues with its budget, and continuing to borrow 40 cents on every dollar it spends, the conservative 

assumption Bridge can make is that federal funding to support its core housing program cannot be a 

factor in its growth plans. 

Similarly, the Illinois State Government has not substantively addressed the structural issues in its 

budget, which is saddled with unfunded pension liabilities for public employees.  As a business 

philosophy, Bridge has tended to avoid reliance on state or federal funding to support operations that 

would compromise the mission, and in any case, suffer risk of discontinuation or decrease in down 

economies.  Bridge has received operating funds for case management and emergency services from 

local and state government, but these generally have been under five percent of its operating revenue 

and have lessened in recent years.  Limiting financial dependence on government funding for operations 

has served Bridge well, and we make an assumption that these funds will be very modest going into the 

future. 

Economic 

In the mid-1980s, and again in the period between 1995 and 2006, the booming U.S. economy provided 

an environment that allowed Bridge to realize and increase in private donations and public funding.  

Though federal tax rates were higher, the effect on the middle and upper classes was of lesser 

consequence because wealth, particularly in terms of real estate values and investment portfolios, was 

still increasing significantly.   

The current economic forecast indicates that the U.S. economy continues in an upward climb out of the 

recession, but that growth will continue to be lackluster, at rates of 1 to 3%, for the next several years.  

By contrast with earlier decades, the options for the state and federal government to deal with 

structural budget problems are fairly straightforward, though grim:  a) reduce public benefits across the 

whole spectrum of Social Security (including SSI), Medicare, unemployment, and other public assistance; 

b) raise taxes through steeper progressions in the tax rates, and; c) limit itemized deductions (such as 

charitable contributions). 
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The challenges that this set of circumstances may present to Bridge are many-fold:  a) reticence of 

current donors to maintain or raise their donation rates due to their desire to preserve capital; b) 

hesitation of new donors to enter the philanthropic market due to uncertainty in their ability to 

preserve or grow their personal wealth; c) constrained giving to churches for the same reasons, that 

may directly impact churches’ capacity to continue  as program partners, and; d) reduced public benefits 

for clients, many of whom utilize SSI, unemployment benefits, Medicare, food stamps, and child-care 

assistance. 

While the economy improves for some, the number of working poor continues to escalate in 

unprecedented numbers.  Poverty levels for working families are at an all-time high, including in DuPage 

County, where poverty rates exceed those of the city of Chicago (Appendix A).  Wages remain relatively 

flat while costs for food, fuel, rental housing, education and health insurance exceed the general 

inflation rate (Appendix B).  

In addition, there exists a mismatch in the employment arena between the skills and education that 

employers demand and the skills and education presented by the workforce.  Some 3 million jobs in the 

U.S. remain unfilled due to this mismatch.  Bridge sees evidence of this routinely on the local level as 

well (Appendix C). 

Finally, it appears that values in the real estate markets are making a gradual climb from post-2006 

levels, and that multi-unit rental housing is leading the way.  Bridge’s bankers and real estate 

professionals already see an increase in the number of properties available for sale, and this trend can 

be expected to increase in the next few years.  This may present Bridge with more choices in properties 

that suit our building location strategy, and to buy these properties while market values and lending 

rates are still favorable. 

Socio-Cultural 

Over its 25 years, Bridge has grown up with two generations of people (baby boomers and their 

parents), who were community-minded, and had the spirit of volunteerism.  Until more recently, they 

also enjoyed steady increases in their wealth due to rising compensation and economic booms that 

resulted in vibrant housing markets and good returns on their investment portfolios.  In short, they were 

able to give of both their time and treasure, particularly as members of the churches and community 

groups – Program Partners -- that have served as the foundation of Bridge’s program.  Program Partners 

have become an integral part of the organization, and associate revenues account for almost one third 

of the operating budget. 

In the generations that have followed, we see declining membership in traditional churches, and related 

to this trend, fewer people in their 30s and 40s who are willing or able to make the intensive 

commitments as mentors for the transitional housing program.   Bridge’s traditional donors and mentors 

are slowly “aging out”.   Yet there is evidence that the younger generations are idealistic, have caring 

spirits, and want to be involved in charitable causes.  While membership in traditional churches may be 

declining, new community-minded churches are on the rise (Appendix D). 



8 
 

Finally, Bridge has traditionally shared in the view of the “American Dream” – of the formation of 

working families who are someday able to purchase their own homes, or at least live in comfortable 

rented spaces.   However, at least in DuPage County, the last decade or so has seen compression of 

wages and lack of consistent and steady jobs, exacerbated by a flow of immigrant, refugee, and urban 

low-income families to the suburbs, creating even greater competition for jobs  (Appendix A). The tight 

job market, combined with a serious lack of affordable housing in the county, has created the “perfect 

storm” of challenges for low-income families, among them accessing child-care, educational 

opportunities for themselves and their children, and spatial displacement between homes and 

employment. Therefore, out of necessity, families often find themselves in “shared living” 

arrangements, dwelling with parents, siblings, or friends.  Bridge families exiting the program may often 

turn to these types of arrangements, though more often than not in un-crowded, safe conditions.  This is 

the new reality for low-income families in the county, and Bridge along with others has become more 

accepting of it. 
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Assessment of Bridge Communities’ Strengths 

I. The Bridge Business Model 

 At the very beginning of Bridge, the co-founders sought to simply support a single family in 

rented housing until that family could get “back on their feet”, in what they hoped would be about three 

months.  They quickly realized that most families would need much more time to move through the 

crises that brought them to homelessness, and that the families would need a variety of services to 

complete their transitions to stable housing and self-sufficiency.  Within a matter of a few years, the 

concepts that underlie the unique Bridge model of serving homeless families became reality, and endure 

to the present.  They are described in the following paragraphs. 

Mentoring  

Families work with a team of two or three mentors who work intensively with them through a 

two year period, to improve their financial literacy, increase their incomes, lower their debts, and 

prepare them to exit to stable housing and self-sufficiency.   Bridge Case Managers not only support the 

family in seeing that they receive a multitude of services, but also directly support the mentors in their 

work.   

In most human service agencies, volunteers support the staff; in Bridge’s case, the staff supports 

the volunteers. 

Partnering   

Bridge is in partnership with 45 churches and community-based organizations that provide the 

mentor team for each family served, as well as provide monthly financial support to sustain the family in 

Bridge’s housing.  Typically, these partnerships are formed because small groups of people, motivated 

altruistically, “champion” the Bridge program within their churches, and with patience, a formal 

partnership is then struck.   

The strength of the partnerships withstood the test of time.   Over 90% of Program Partners 

who have joined Bridge have continued with us to the present.    These relationships have been long 

term and mutually beneficial.  Success has bred more success.  Mentors and others who are active in the 

program partnership find great satisfaction from moving clients through the transition, and often life 

transformation, and see their missions fulfilled. 

Programmatic Pillars  

There exists a common vocabulary in the everyday speech of Bridge staff, mentors, and clients, 

i.e. important elements that are lived and practiced in taking each family through transition.  They are 

summarized as follows: 
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a. “Teaching to fish” – Bridge is helping clients to improve or acquire the skills necessary to 

thrive on their own in the mainstream of society.  Skills are across a broad spectrum and 

range from computer literacy to financial literacy to job readiness to parenting. 

b. “One family at a time” – There are several meanings to this phrase.  It means on the one 

hand that Bridge does not put a family into housing until all the elements are in place – the 

housing, the mentor team ready to go, and sufficient staff to deliver their services.  It also 

means that Bridge understands that no two families are alike in their needs, and is prepared 

to customize the program to meet each family’s unique needs.  Though generally Bridge 

staff and mentors follow a sequence through the transition period, the timing and nature of 

services can vary greatly.  Bridge has studiously avoided “canned” approaches, and follows a 

holistic philosophy that considers ALL services that can benefit a client, whether or not 

provided directly by Bridge. 

c. “Transition”, or “a hand UP, but not a hand OUT”.  Bridge’s relationships with its transitional 

housing families generally do not exceed two years.   In some cases, clients are allowed to 

remain with Bridge for another one to two years to complete education, or to bring income 

to the level that stable housing can be secured.  This is known as Bridge’s “Pathways” 

program.  Clients become Bridge tenants with discounted rent, but without the mentoring 

and other services they were previously provided. 

The expectation of self-sufficiency and an exit from Bridge’s program is set from the first 

intake interview through completion of the core program that an exit will be necessary.  The 

“end game” is an exit to stable housing, having improved the family’s status on a wide 

variety of measures.   In summary, Bridge has no permanent clients, and in fact considers 

none of its housing as “permanent housing” – an important distinction in the market place.   

The practice of these three program elements since the inception of Bridge has not only 

proven very successful for clients, but it has also created the gratification of mentors and 

the program partners that motivates them to continue.  Donors are also drawn to Bridge for 

these reasons.  They see that Bridge is not treating symptoms, but rather addressing root 

causes; at a minimum taking families through a successful transition, but in many cases, 

without exaggeration, effecting true life transformations. 

Programmatic and Financial Sustainability 

 Bridge is quite unique among its peers in the non-profit community in that its financial 

foundation is composed of Program Partners and donors with a long and consistent history with us, and 

with very little reliance on government sources of revenue.   Program Partners are co-dependent with 

Bridge as a high-quality outlet for their outreach ministries, both for dollars and volunteers.  In a similar 

way, Bridge provides donors across the spectrum – corporations, foundations, community groups, and 

individuals – with a true partnership in the realization of their philanthropic goals.  Bridge has been 

successful in both cultivating maintaining long term relationships with almost all of its key donors, and 

has been able to increase contributed revenue to support its growth in recent years, even through 

recessionary times (Appendix E). 
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II. Bridge Staff and Board 

Bridge has continued to enjoy a strong reputation in DuPage County and beyond, in no small 

part because of the dedication and tenure of its staff.  In the years leading up to 2011, Bridge had 

enjoyed an overall staff turnover percent in the single digits.  Since 2011, with few exceptions, new staff 

people have only been hired to fill positions created by program growth or occasional retirements.  

Though positions to be filled have sometimes been advertised, new staff, including the CEO, have almost 

always been people who already knew of Bridge and its reputation. 

 The Bridge Board of Directors also enjoys a strong reputation in the county.  The Board has a 

strong governance model, and a diversity of expertise across the legal, banking and finance, human 

resources, and sales and marketing professions.  The Board unanimously approved the decision to 

launch Bridge’s quite successful Capital Campaign, and its committees routinely work with staff to 

accomplish shared goals.  The Bridge Board earned the distinction of “Most Engaged Board” in 2010 

from the Community Memorial Foundation. 

III. Bridge Owns Most of its Property 

Bridge presently owns 19 apartment buildings in the county, many bought with the assistance of 

forgivable loans from HUD and grants from individual and family foundation donors.   The on-going 

“Super-NOFA” HUD grant has also provided funding for ten scattered site apartments across the county.  

As such Bridge has strong control over its housing stock, and is embedded in the communities where its 

housing is located.   This fosters closer and lasting relationships with village governments, schools, and 

other agencies with whom Bridge partners.  Control of the housing units also assures program partners, 

mentors and client families that the apartments they sponsor and live in will continue through the 

duration of the stay and for years to come.  It also increases the chances that families exiting the 

program will choose to stay in the same community they have come to know.  

This stands in contrast to other agencies that do not own or control their spaces.  Their options have 

generally been to rent scattered site housing where it can best serve their clients at any one time, but 

without establishing permanent ties to the community. 

Assessment of Bridge Communities’ Weaknesses 

I. Low Cash Reserves 

Bridge has a very strong balance sheet:  almost $12 million in total assets ($8 million of which is the 

net book value of apartment buildings) and over $9 million in net assets.  The endowment that Bridge is 

building through the ongoing Capital Campaign has passed the $1 million mark.  Yet, adequate cash 

reserves, necessary to weather turbulent times or to invest in new buildings when good buying 

opportunities arise, are currently insufficient.  Bridge continues to rely on bank lines of credit to help 

through seasonal fluctuations in cash flow.   Prevalent financial practices for the non-profit community 

recommend that cash reserves equal to one quarter to one half of the operating budget be on hand.  



12 
 

For Bridge, this would mean the building of cash reserves to at least $800,000 from current levels, which 

are effectively zero. 

II. Program Partner Sustainability 

We have cited the strength of Bridge’s partnerships with churches and several community-based 

organizations as a key element in achieving 25 years of sustained growth.  However Bridge also 

acknowledges that change is occurring in established program partnerships, in which leadership is aging 

out, traditional church memberships are falling, and the younger generation of church members may 

not be able to commit themselves to Bridge to the degree that the generations before them have.  In 

summary, program partner relationships can be expected to become more fragile over time unless plans 

are made to counter act. 

III. Performance Standards of Programs 

It is well-understood by the board and staff of Bridge that the strong sense of ownership that 

Program Partners have in their own Bridge programs is tied to having encouraged them to do so, and 

giving them great latitude to run their program in ways that best suit them, while sharing the common 

goal of moving families effectively through a transition.  The trade-off has been the lack of ability to 

dictate common standards for mentoring practices and performance.    However, up to the present, 

Bridge has been able to tell compelling stories of success with clients, and cite summary performance 

data that reinforces the stories. 

Yet today’s technology is able to quickly capture data at the granular level, and efficiently track 

progress of clients across a multitude of factors.   Donors are increasingly recognizing the value of data- 

driven decision making, and that program practices are “evidence-based” (proven practices that lead to 

good outcomes based on internal validation and/or strong external research).  In the competition for 

finite contributed revenue dollars, Bridge’s challenge will be to prove efficacy of its programs against the 

backdrop of clients served through a multitude of program partner cultures and approaches to providing 

service to Bridge’s clients. 

IV. Branding and Name Recognition 

It might be said that the commitment and loyalty to Bridge among those who have seen Bridge up 

close is “a mile deep”, but that the awareness of Bridge and the importance of its services in the region 

is “a mile wide but only an inch deep”.  Part of this condition ties to the relative freedom that Bridge 

gives Program Partners to boost their sense of ownership in the program.  Indeed, many Program 

Partners choose to use other names for their programs, such as “Bridge of Hope”, or simply 

“Transitional Housing”, leading to dilution of the name recognition in the county.   This may be a prove a 

significant disadvantage to us during a period in which Bridge is growing, needing to add housing in 

areas of the county not presently served, and securing both new program partners and a base of 

individual donors in those areas. 
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S.W.O.T Analysis 

The Intersection of Strengths and Opportunities 

I. Bridge’s Reputation and Increasing Demand for Services 

Even with economic expansion nationally, Bridge can expect the number of families living in poverty 

in DuPage County to rise because of continued compression of wages, competition for lower wage jobs, 

and rising rental prices for housing.  This will inevitably result in greater demand for our services, and 

Bridge can expect the traditional referral sources to continue to bring families in need to our door.  This 

is supported by the percentage rise in our intake calls over the past several years, which has significantly 

outpaced the percentage rise of poverty in the county (Appendix A). 

II. Bridge’s Holistic Approach and Opportunities for Collaboration 

Partnership is a Bridge Value, and the holistic approach to assisting clients through their transition is 

a hallmark of Bridge’s program.   A great many other non-profit organizations, some with longer 

histories than Bridge, have risen to the challenge of serving low income families in the county.  They 

include food pantries, job-assistance services, legal assistance, early childhood and parenting education 

programs, child care, psychological services, credit management and debt repayment assistance, and a 

variety of health care agencies.  The opportunities for Bridge to extend its services to its families in more 

concrete ways by creating more and better partnerships with these types of organizations are without 

limit.  By partnering effectively with others, Bridge can also raise its profile and have greater appeal to 

both existing and new funders. 

Bridge’s traditions with strong partner relationships also extend to the revenue arena.  Bridge has 

already begun discussions with a number of non-church organizations (two examples – a Rotary Club 

and a company) who could become full program partners, motivated as churches are by a desire to do 

outreach to the community and to serve.   

The Intersection of Strengths Intersect and Threats 

I. The Bridge Model and Supply of Affordable Housing 

Bridge has shown a consistent capability to move families through the stages of the transitional 

housing program, have them exit to stable housing, and then maintain their housing after exit.  However 

with the rise of poverty and the continued lack of affordable housing in DuPage County, “exit strategies” 

for clients have become increasingly difficult.   In fact, Bridge responded to this reality in 2006, with the 

start of its condominium program, and in 2010 with the introduction of its own subsidized housing 

program – Pathways.    

With the assumption that the supply of affordable housing will continue be both low and 

increasingly more expensive (LESS affordable), Bridge must be able to respond with:  a) continuous 

improvements in program that leave families exiting in the best possible financial position to afford 

housing; b) improve  housing outreach capabilities to provide families exiting with the widest-possible 
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spectrum of housing options and; c) expand the Pathways program to give the least financially-prepared 

families an extra cushion of time to find housing. 

II. The Bridge Model and the Changing Face of Demand for Services 

Bridge can be confident that the combination of Bridge’s business model, reputation and history in 

the county will continue to bring families in need to our door.  However, the demographics of families in 

need have changed over time, following the general trends of poverty in DuPage County (Appendix A). 

Even with stepped-up outreach efforts over the past year to educate referral sources on client selection 

criteria, Bridge is finding it difficult to fill the transitional housing program openings with qualified 

families.  Bridge acknowledges the possibility that there may be an upper limit to the number of 

qualified families able to be found and accepted into the program in any one year. 

This should lead us to actively consider: a) continued refinement of outreach activities to attract the 

most qualified families; b) examining which of the selection criteria might be “relaxed” to accommodate 

more families, and; c) further customizing the spectrum of Bridge’s transitional housing services to serve 

more diverse clientele. 

The Intersection of Weaknesses and Opportunities 

I. Limited Volunteer Avenues and High Motivation/Church Affiliations of Gen X and Y 

We have observed that Generations X and Y have strong ideals and a spirit of volunteerism.  

However, their participation in traditional churches may be on the wane, and their capacity to build 

personal wealth and become significant donors, may be limited.  Bridge’s current avenues for active 

engagement of volunteers in  program is quite limited to either mentoring, or participation in 

fundraising events, either directly with Bridge staff or through auxiliary organizations such as Bridge 

Builders in Glen Ellyn and Naperville.   If Bridge is compelled to increase the circle of people whose 

commitment to us is “a mile deep”, Bridge must create new avenues for volunteerism, and effectively 

market to those whose spirit of volunteerism and giving aligns with Bridge’s mission. 

Throughout its history, Bridge has successfully used a simple model for partnering to meet the 

needs of its clients, in which Program Partners fulfill an outreach mission by adopting a family, providing 

financial support and mentors.  Increasingly, we speak with potential partners, including non-church 

groups, who have offered other forms of partnership that involve financial support or volunteering of 

services or both.  A recent example is the financial “sponsorship” of a Learning Resource Center, along 

with volunteers to support group activities at the center.   

 If Bridge can effectively “package” its needs for dollars and volunteers, and pro-actively reach out to 

organizations across a wide spectrum (traditional and non-traditional churches, synagogues, temples, 

and community organizations such as Rotaries, to name a few), the possibilities for both earned revenue 

and greater support for its clients are exciting. 
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The Intersection of Weaknesses and Threats 

I. Low Cash Reserves and Increasing Competition for Volunteers and Donors 

The multi-year financial model (Appendix F) demonstrates that Bridge’s continued growth in families 

served has strong implications to positive cash flow, since the infrastructure has already been created to 

grow by 40% with relatively low incremental cost.  However, some of the initiatives that must be 

undertaken to execute against an aggressive growth strategy, particularly in the areas of branding and 

outreach to attract new volunteers and donors, will require dollar investments that the present cash 

position will not support.   Bridge’s low cash position can also be perceived as a negative by some 

donors, despite a strong balance sheet. 

II. Insufficient Measurement and Reporting of Program Outcomes and Increasing 

Competition for Donors. 

Bridge has compelling stories to tell of the success of families (both parents and their children) 

served in the recent and distant past.  Bridge can also make and defend claims at the summary level in 

such areas as program completion rates, success of clients in securing higher paying employment, and 

exiting to, and remaining in, stable housing.  However, Bridge is currently unable to efficiently capture 

progress of clients and report at a deeper impact, such as in improved credit scores, lower debt, 

progress of children in school, literacy in its many forms – language, consumerism, financial, and 

technology – and household income.   

Bridge’s ability to effectively outreach to the communities in DuPage County and beyond, to attract 

new individual, foundation, corporate and community donors, and to build the volunteer base will be 

constrained if internal processes and reporting systems cannot also produce compelling data to support 

compelling stories. 
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Strategic Goals 

By 12/31/2016: 

Goal 1:  Increase number of families served from 98 to 130, while following prescribed criteria for 

enrollment, and while meeting or exceeding current program performance measures. 

Goal 2:  Increase contributed revenue by 20% to $1.8 million by diversifying the revenue base. 

Goal 3:  Create cash reserves equal to at least $250,000 and achieve positive cash flow from operations 

on an annual basis. 

Goal 4:  Own buildings in at least four campus neighborhoods. 
 
Goal 5:  At least 80% of housing units will be dedicated to program housing (traditional and Pathways). 
 
Goal 6:  Increase community awareness of the Bridge Communities brand to support program and 

revenue requirements. 
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Committee and Department Objectives for Calendar 2014 

 The following three pages are the specific objectives set by each major committee of the Bridge 

Board.  The creation of these objectives was done collaboratively with the staff, and the work described 

will generally be a joint effort between committee members and staff.  The activities, while guided by 

the ultimate achievement of the six strategic goals, are intended to be carried out in 2014, the first year 

covered by this strategic plan.  The board committees and staff will be creating objectives for each new 

year of the strategic plan in the 4th quarter of the immediately preceding years. 

Program 

1. Select External Program Evaluation consultant to assist in surveying and reporting practices, 

review logic models, and design processes for collecting, analyzing and reporting program 

outcomes. 

a. RFP Process and interview process complete by March, 2014 

b. Vendor selection and contract by April, 2014 

 

2. Create/update logic models for each key Bridge program:  Transitional Housing, Employment, 

and Education. 

a. Logic model drafts: February, 2014 

b. Final presentation and approval:  May, 2014 

 

3. Create and issue periodic program performance reports to address outcomes portion of logic 

model. 

a. HMIS implementation:  Estimated March, 2014 

b. Design of performance report templates:  May, 2014 

c. Review/refinement of actual reports:   July, 2014 

d. Presentation to Board:   September, 2014 

e. Recommend new, quantified, outcome targets for 2015 and beyond based on data from 

ongoing reports – December, 2014 

 

4. Diversify and increase Program Partnerships to support addition of 15 client families by 2016. 

a. Update target list of religious organizations of all faiths, and community-based 

organizations to become Program Partners:  September, 2014 

b. Review and approve PP cultivation and contracting plan and timetable, involving board 

member, committee member, and mentor networks. 

 

5. Create Program portion of Bridge monthly dashboard (key operating statistics).   

a. Draft and presentation at February, 2014 board meeting 
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Finance 

1. Complete multi-year operating budget and financing plan to achieve cash reserve and positive 

operating cash flow strategic goals. 

a. Draft and presentation at December 2013 Board meeting 

b. Full completion once Real Estate Values for sales and purchases are more closely 

estimated and tax credits are fully vetted – for May 2014 board meeting. 

 

2. Create financial portion of Bridge monthly dashboard (key operating statistics),  

a. Draft and presentation at May 2014 Board meeting. 

 

3. Complete full audit of operating budget to identify opportunities for revenue improvement or 

cost reductions (will likely involve HR for personnel related expenditures). 

a. Present findings at May 2014 Board meeting. 

b. Full implementation of steps by September, 2014 

 

Property & Grounds 

1. Select a brokerage firm via RFP process to execute multi-year building sale and purchase 
plan. 
 

a. Selection process by September, 2013 
 

b. Full terms in letter agreement by October, 2013 
 

2. Create pre-acquisition checklists for building purchases to: 
 

a. Guide broker in identifying neighborhoods for targeting of buildings.  By February 2014 
 
b. Specify building physical characteristics and conditions that must be met prior to making 

offers.  By February 2014 
 

c. Set expectations for all work to be done/documents to be gathered prior to getting 
finance committee/board approval.  By May, 2014 

 
3. Create Property & Grounds portion of Bridge monthly dashboard (key operating statistics)  

 

a. Draft and presentation at May, 2014 Board meeting. 
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Development 

 
1. Diversify and stabilize individual, corporate, foundation, and community group donor base.   

 

a. Launch monthly giving program – 1st Qtr 2014   

b. Integrate planned giving program into major gift work – 2nd Qtr 2014 

c. Formalize stewardship program 

d. Create processes and expectations for board and committee members to identify and 

cultivate new donors with staff support. 

 

2. Review and update special events strategy to improve effectiveness. 

a. Create ongoing event review process to evaluate profitability, including staff cost 

allocation; assess for new donor development;  and evaluate for continuation – 3rd Qtr 

2014 

b. Launch new event in Naperville – 2nd Qtr 2014 

c. Create Executives United program for Sleep Out Saturday – 3rd Qtr 2014 

 

3. Create development portion of Bridge monthly dashboard (key operating statistics),  

a. Draft and presentation at May, 2014 Board meeting. 

 

4. Leverage relationships with program partners and mentors to increase community awareness 

and support development activities. 

a. Create distinct communication plan for program partners and mentors and integrate 

into existing communications calendar – 2nd Qtr 2014 

b. Incorporate development activity updates into mentor training, mentor university 

events, and mentor manuals – 2nd Qtr 2014 

c. Research and identify opportunities to develop Young Professionals Board of Directors – 

2nd Qtr 2014. 

 


