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Options for PPWG Review 
 

Based on input from PPWG at the July 25th working group meeting, four options were developed for 
PPWG to review: 

 Option A:  The Fare is the Fare – drive down the cash fare as far as possible by eliminating pass 
programs, to make the fare as affordable as possible and equal for everyone; the only discounts 
are those federally mandated for seniors/individuals with disabilities 

 Option B:  Pay As You Go w/Low Income Program – increase the base fare in order to be able to 
offer discounts for youth and low income riders; offer discounts for youth who do not qualify as 
low income; offer employer and college programs to provide stored value to their members; 
offer quantity-based bulk discount based on administrative savings 

 Option C:  The Individual’s Incentive to Ride – the more riders ride, the lower the cost per trip; 
offer passes with limited discount such that passes only provide discount to riders who make 
more than 2 trips per weekday and/or ride on the weekend; offer discounts for youth; offer 
employer and college programs based on ridership; offer quantity-based bulk discount based on 
administrative savings and discount on all purchases by 501(c)3 organizations 

 Option D:  The Fare is Based on the Market Segment – the more riders ride, the lower the cost 
per trip; offer passes with a discount; offer discounts to different rider categories; offer 
employer and college programs based on ridership; offer employer program to purchase 
monthly passes for select employees; offer quantity-based bulk discount based on 
administrative savings and discount on all purchases by 501(c)3 organizations 

The options were developed based on input from PPWG members at the July 25th meeting. At this 
meeting, the PPWG expressed an interest in the Houston METRO fare structure that simplifies fares by 
eliminating pass programs, but there was also interest in retaining a pass program, such as an employer 
pass program, to minimize barriers to transit use. 

The intent of the August 29th meeting is to have the PPWG review the options in small groups, with the 
objective of working together to narrow the list and identify promising ideas for detailed evaluation. The 
four options are outlined in the matrix on page 6.  Each option is described in terms of its components:  
the fare products and discounts available to the general public and the special pass programs available for 
employers, colleges, and bulk sales. While it is possible that components could be added to or removed 
from an option, the options are intended to illustrate how pass program components identified by the 
group could be combined into a comprehensive fare option. 

General Public 
Fare Products 
Fare products provide operational advantages to transit agencies. They can simplify fare payment, speed 
boardings, improve on-time performance, and reduce travel times. Riders pay their fares once and show 
their passes for all subsequent boardings. Passes can also accommodate riders who must make transfers 
to complete their trips. Passes can also provide financial benefits to a transit agency by lowering the cost 
for each $1 of fare revenue collected and providing earlier cash flow. 

‘Option C:  The Individual’s Incentive to Ride’ and ‘Option D:  The Fare is Based on the Market Segment’ 
retain day and monthly passes for the general public. The annual ValuPass is eliminated in all options as 
the usage of this pass is limited, and it is difficult for many riders to afford the upfront price (currently 
$1,089 for Local and $1,881 for Regional).  No passes are offered in Options A and B, only one-way fares. 
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Pass/Fare Discounts 
In ‘Option C: The Individual’s Incentive to Ride’, day and monthly passes are priced to provide limited 
discount for passholders. For example, day passes could be priced at 3 times the cash fare and monthly 
passes could be priced at 42 times the cash fare to account for the average number of working weekdays 
per month (21-22 days) and 2 trips per day. 

In ‘Option D: The Fare is Based on the Market Segment’, passes are priced using the current formula: the 
day pass would be priced at 2 times the cash fare to provide a discount for any riders making more than 2 
trips per day and the monthly pass price would be priced at 38 times the cash fare to provide 
approximately a 10% discount. The current pricing was developed as part of the 2014-2015 Fare 
Structure Study. 

Transfers would be retained on MyRide in all four of the options.  

In ‘Option C: The Individual’s Incentive to Ride’ and ‘Option D: The Fare is Based on the Market Segment’, 
the stored value discount for MyRide customers would be retained. Currently, MyRide customers receive 
$0.25 off the full fare and $0.15 off the discount fare (for seniors, individuals with disabilities, and youth). 
The stored value discount would be eliminated in ‘Option A:  The Fare is the Fare’ and ‘Option B: Pay As 
You Go w/ Low Income Program’. 

Senior/Disabled Discount 
Transit agencies that receive federal funding must provide half fares to seniors, persons with disabilities, 
and Medicare recipients on one-way cash fares during the off-peak. In all of the options, given the 
complexity of introducing off-peak fares, half fares (50% discount) would be provided all day. In addition, 
a discount would be provided on all pass products to encourage senior/disabled/Medicare riders to 
purchase passes based on their transit usage. Encouraging all riders to purchase passes instead of paying 
for each boarding separately helps minimize operational impacts and reduce dwell times. 

Youth Discount 
Many transit agencies provide youth discounts to improve mobility for K-12 students. In some instances, 
the youth discount is the same as the senior/disabled discount. In other instances, the discount may be 
less than the senior/disabled discount (e.g., 25% discount from the adult full fare instead of 50% off). 
Some transit agencies extend discounts to post-secondary school students, including university, college, 
community college and vocational school students. 

All options include a youth discount fare except ‘Option A: The Fare is the Fare’. 

In addition to offering a youth discount, ‘Option B: Pay As You Go w/ Low Income Program’ would provide 
free rides to youth who qualify for the Free & Reduced Lunch program. Since schools are already 
conducting means testing to determine eligibility for this program, using this program as the eligibility 
criterion minimizes the additional burden on schools to assess eligibility for a low-income transit fare 
program. At 185% of the federal poverty level, the income threshold for the reduced-price meals is in 
many cases more inclusive than the income thresholds used for other programs. 

In ‘Option D: The Fare is based on the Market Segment’, all youth fares would be free. While some transit 
agencies don’t require a special ID for free riders (e.g., Portland Public School Students show student ID 
on TriMet services), it is recommended that the program require guardians to register youth and that RTD 
issue a special smart card to enforce eligibility. Registration not only verifies eligibility, it requires a 
guardian’s consent, shifting the liability to the guardian.  
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The smart card could also be used to restrict times of day and the types of services that the free youth 
pass is accepted. For example, in Washington DC, youth may ride free on certain services, but they must 
register. Qualifications include: resident of the District of Columbia, age 5 to 21, and enrolled in an 
elementary or secondary public, private, charter or parochial school located within the District, or a 
"Ward of DC" through the Foster Care System. Some transit agencies restrict not only the services that 
youth may ride but also the times of day. For example, in Montgomery County, MD, outside of DC, 
students can ride free on certain services and routes on weekdays, but only between 2 and 8 p.m. 

Low Income Discount 
‘Option B: Pay As You Go w/ Low Income Program’ and ‘Option D: The Fare is Based on the Market 
Segment’ introduce a low-income fare. While identifying an external funding source is key to supporting a 
low-income program, the program would be subsidized in part by non-low income riders by increasing 
the full fare. If discount fares continue to be priced at 50% of the full fare, an increase in the full fare 
would require a fare increase for other groups including seniors, persons with disabilities, Medicare 
cardholders, and youth as well.  

When determining whether to introduce a low-income fare program, it is important to consider whether 
the current fare is affordable or whether an additional subsidy is needed to make the fare affordable. 
Without an ongoing source to fund a low-income program, the fares for non-low income riders would 
increase.  The fare increase may make the fare unaffordable for eligible low income riders who are not 
registered and riders who are just above the income threshold. Introducing a low-income fare program 
also comes with additional administrative costs, requiring additional fare revenue or another funding 
source to cover the increase in operating costs. 

Employer and College Programs 
Many PPWG members identified the importance of an easy way for employers to provide transit benefits 
to their employees or for employees to use pre-tax dollars to pay for transit. There are three different 
approaches for employer programs to offer transit programs: 

1. Provide transit stored value or commuter check 
2. Purchase individual passes 
3. Provide all-in program based on ridership 

These approaches could also be applicable to college programs. 

Note that a neighborhood program is not included in the matrix. There are concerns about the viability of 
the program given the shared values of the PPWG for pass programs and raises concerns regarding equity 
since the program requires affiliation and inconsistent access to the program. Some jurisdictions have 
formed organizations to support neighborhoods to form programs and provide signing authorization and 
banking. For example, Boulder County signs contracts with RTD for neighborhoods that cannot enter into 
legally binding contracts and Boulder Building Blocks Fund, Inc.  receives payment from the neighborhood 
and issues check to RTD on behalf of the neighborhood. In Boulder County, a subsidy is also provided to 
participating neighborhood. 

Stored Value/Commuter Check 
Historically, employers and third party commuter benefit providers issued commuter checks to either 
subsidize transit or distribute pre-tax transit benefits. These programs have been evolving into stored 
value debit cards that can be used by employees for individual trips on a pay as you go basis or towards 
purchase of a monthly pass. Some transit agencies have also set up a portal to enable employers to 
contribute directly to their employees without use of a third-party commuter benefit provider. 
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RTD’s smart card system is currently not set up to enable employers or third parties to load stored value 
to an individuals’ MyRide card. Currently, only up to 5 cards can be registered per account and the 
account provides all transaction information for all the cards. If an employer set up an account to 
distribute stored value to employees, and an employee wanted to look at their transaction history, the 
employer would need to either download the information and provide it to the employee or would need 
to grant access to the account by providing the password for the account. The latter poses significant 
privacy concerns since the employee would be able to view the transaction history of all cards associated 
with the account.   

Given the current system capabilities, employers would not be able to directly load stored value to an 
individual employee’s card. Instead, they would need to work with a third-party commuter benefits 
provider, such as WageWorks or Commuter Check, to distribute commuter checks or stored value debit 
cards that employees could use to purchase stored value and/or a pass. This is similar to the Corporate 
Sponsor program in Houston. 

In the long-term, RTD could evaluate the feasibility of creating a new portal that would enable employers 
to load value directly to an employee’s card. Programs like these exist, but enabling these capabilities 
would require an investment in RTD’s smart card system. While theoretically these programs may simplify 
the process for employers, there are still challenges. For example, the Clipper Direct program that 
enables Bay Area employers to contribute stored value or provide passes to employees does not allow 
employees to set up autoload to add value when their balance falls below a certain threshold. This 
creates an onerous process where employees need to track their usage over the course of the month to 
ensure a sufficient balance is maintained.  

The employer and college programs in ‘Option B: Pay As You Go w/ Low Income Program’ introduce a 
stored value option.  

Individual Passes 
Purchasing individual passes for employees would likely take the shape of the current FlexPass, where 
employers can purchase monthly passes in bulk for their employees. Currently, employers can receive up 
to a 20% discount. If implemented, the discount on these passes would be limited to administrative 
savings from issuing passes in bulk. 

While the ability to purchase passes in bulk is available in Options C & D, only ‘Option D: The Fare is Based 
on the Market Segment’, establishes an employer program option. 

For college programs, the introduction of semester passes for students could be a variation on providing 
individual passes for employees. 

All-In Program Based on Ridership 
Options C & D offer the ability for employers and colleges to provide transit benefits to all employees 
and/or students, like the EcoPass and CollegePass programs today. 

To help stabilize pricing, employers would be aggregated by geographic zones similar to those used in 
Seattle’s Business Passport. Pricing would be based on the revenue that would have been generated from 
the full cash fare equivalent for the trips made by employees in the zone. This revenue would be divided 
by the number of eligible employees in the zone. Pricing would be based in arrears, so that pricing for the 
current year would be based on ridership during the prior year. The transition to geographic zones from 
the Service Level Areas (SLAs) that are currently used is intended to address inconsistencies in the service 
levels among the zones and differences in transit usage in different locations due to the viability of other 
transportation methods, such as driving. 
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For universities, colleges, community colleges, and vocational schools interested in participating in the 
college program, pricing would be based on the revenue that would have been generated from the full 
cash fare equivalent for the trips made by the institution’s students. This revenue would be divided by the 
number of eligible students. Pricing would be based in arrears, so that pricing for the current year would 
be based on ridership for the prior year. Institutions with students using multiple campuses or a collection 
of institutions would have the option to form a collective for pricing. 

To address ongoing challenges with riders not tagging consistently on rail, an all-in program that is priced 
based on ridership may require changes to current fare enforcement policies and process for issuing 
citations. Currently, under Board policy, RTD is only able to suspend cards for riders who did not tag prior 
to boarding rail. Fare inspectors are not allowed to issue a citation for fare evasion. The process for 
suspending cards has proven to be administratively burdensome and difficult to complete in a timely 
manner. In other cities, for example Seattle, fare inspectors can issue citations to all riders if they do not 
have a valid form of payment, including an ORCA card with Business Passport that has not been tagged. 

Bulk Sales 
All but the ‘Option A: The Fare is the Fare’ include a bulk sale discount. In Options B, C &D, the general 
public, organizations, and employers would have the ability to purchases fares and passes in bulk. A 
discount would be provided based on quantity and in line with administrative savings, if any. It will be key 
to evaluate whether there are any administrative cost savings from distributing fares in bulk that would 
warrant offering a discount.  

In addition to the quantity-based bulk sale discount from administrative savings, nonprofits serving low 
income clients would be eligible to purchase fares and passes at a discount in Options C-D. Similar to the 
Nonprofit Program today, nonprofits would be required to be certified in order to show that the fare 
products are being distributed to low income or homeless riders. One of the ongoing challenges with the 
Nonprofit Program today is the oversubscription for the program. Currently, RTD provides $6.8 million in 
matching subsidies to certified nonprofits. As a result of the cap, there is currently a waitlist for 
organizations to either participate or increase the quantity of fares and passes available for purchase. 
Options to address this need include increasing the cap by using fare revenue from other riders to 
subsidize the program, restricting nonprofits from reselling passes, reducing the discount provided, or 
limiting the discount to only full fare products. Currently, nonprofits can resell fare products up to the 
value paid. As a result, nonprofits have become resellers of low income fare products. The introduction of 
a low-income program may eliminate the need for nonprofits to serve as resellers. A 50% discount is 
provided on all fares and passes, including both full fare and discount fare products. As a result, 
nonprofits receive a cumulative 75% discount on discount fare products. 
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Pass Program Working Group Options for August Meeting 
 

 Option A Option B Option C Option D Option E 

 The Fare is the Fare 

 Drive down the cash fare as far 
as possible by eliminating pass 
programs, to make the fare as 
affordable as possible and equal 
for everyone 

 Offer only federally mandated 
discounts for Senior/Disabled 

Pay As You Go w/ Low Income Program 

 Increase the base fare to offer 
discounted fares for low income riders 

 Offer discounts for youth who do not 
qualify as low income 

 Offer program for employer and college 
programs to offer stored value to their 
members 

 Offer a quantity based bulk discount 
based on administrative savings 

The Individual’s Incentive to Ride 

 Reduce friction for the rider – the more they ride each 
month (or each day), the lower the cost per trip 

 Offer passes with limited discount such that passes 
only provide discount to for riders who make more 
than 2 trips per weekday and/or ride on the weekend 

 Offer discounts for youth 

 Offer program for employer and college programs 
based on ridership 

 Offer a quantity based bulk discount based on 
administrative savings and offer discount on all 
purchases for 501(c)(3) organizations 

The Fare is Based on the Market Segment 

 Reduce friction for the individual rider – the more they ride each 
month (or each day), the lower the cost per trip 

 Offer passes with a discount 

 Offer discounts to different rider categories (e.g., youth, low 
income, etc.) 

 Offer program for employer and college programs based on 
ridership; offer program to employers to purchase monthly 
passes for select employees 

 Offer a quantity based bulk discount based on administrative 
savings and offer discount on all purchases for 501(c)(3) 
organizations 

 

General Public      

Fare Products  One-Way Fare  One-Way Fare  One-Way Fare, Day Pass, Monthly Pass  One-Way Fare, Day Pass, Monthly Pass  

Pass/Fare 
Discounts 

 No passes, no discounts  No passes, no discounts  Passes priced to limit discount provided 

 Retain stored value discount 

 Day Pass priced to provide discount to riders who make more 
than 2 trips/day 

 Monthly Pass priced to provide 10% discount 

 Retain stored value discount 

 

Senior/Disabled  Discounted fare  Discounted fare  Discounted fare  Discounted fare  

Youth  Full fare  Discounted fare 

 Free for students eligible for Free & 
Reduced Lunch 

 Discounted fare  Free for all youth  

Low Income  Full fare  Discounted fare if criteria met  Full fare  Discounted fare if criteria met  

Employer Program  No program  Stored Value  Pricing based on ridership 

 No discount on full fare (100% Adult One-Way Fare) 

 Option 1:  
o Pricing based on ridership 
o No discount on full fare (100% Adult One-Way Fare) 

 Option 2: Full price Monthly Passes for selected employees 

 

College Program  No program  Stored Value  Pricing based on ridership 

 No discount on full fare (100% Adult One-Way Fare) 

 Pricing based on ridership 

 No discount on full fare (100% Adult One-Way Fare) 

 

Bulk Sales  Stored Value in multiple 
denominations on Limited Use 
Ticket 

 Stored Value in multiple denominations 
on Limited Use Ticket 

 One-Way, Day & Monthly Passes  One-Way, Day & Monthly Passes  

General Public, 
Organizations, 
Employers 

 No discount  Qty discount based on admin savings  Qty discount based on admin savings  Qty discount based on admin savings  

Nonprofit for 
Low Income 
Clients 

 No discount  Qty discount based on admin savings   Discount on all purchases by certified 501(c)(3) 
organizations up to available funding 

 Discount on all purchases by certified 501(c)(3) organizations up 
to available funding 

 

 


