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The Bus Builder’s Role
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What bus passengers want

3

• Well researched industry

– Annual bus passenger surveys

– Operator research

• Common themes

– Reliability

– Frequency

– Passenger engagement & Branding

– RTPI

– Fares & ticketing

– Drivers

– Cleanliness, Comfort & Safety



How bus builders can add value 

• Bus is a large part of customer experience

• Strong link between bus investment & growth

• Important to use investment to operator’s advantage

• Bus is a blank canvas for operators to make their mark

• End to end partnership between operator, OE & vendors



How bus builders can add value 

• Bus adds value across key requirements
Passenger Engagement RTPI Drivers Comfort & Safety

Internal Route Branding
External Route Branding
Paint, Wrapping  & Vinyl

On Board RTPI
TfT Screens
Bespoke announcements

Cab design
Seating
Storage

Lighting
Seating
WiFi
Phone charging
Hi Quality Materials



Case Study – Blackburn Route 6 & 7

• Re-launch of existing service with fleet replacement in 2016
– Blackburn Bus Company.  Coincident with “Pennine Reach” initiative

• High specification route branded bus
– Wifi + USB phone charging 

– Colour coordinated interior & exterior

– Bespoke seat & floor design.  Buggy Bay & Wheelchair bay

• Media launch with customer follow up
– 90% “Very satisfied”.  97% recommend to a friend

• 10% patronage growth in first year

• Model for all future fleet replacement



What else needs to be done

• Bus is only part of the solution.  Part of wider action:

• Limit access to city centre parking to dissuade car use

• Contactless ticketing

• MAAS.  Real time schedule information

• Investment in bus services!


