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THE LESSONS

Invest big—no drops in 
the bucket
David Doig, CNI’s longtime CEO, has a clear recommendation based 
on what he feels U.S. Bank did right in helping his organization 
relaunch and succeed. “Don’t drip money into orgs,” he says. “Give 
them a purse they can do something with” all at once, at the outset, so 
they are equipped to make big moves in response to opportunity.

Build community  
engagement and buy-in
Many organizations talk about the importance of community 
representation. Really achieving it, however, requires structural 
commitment and thoughtful planning. CNI’s board is explicitly 
con�gured to re�ect Pullman demographically and includes leaders 
from the community. At every stage of the process, the organization 
was in direct dialogue with the community itself. “You don’t come in 
with a plan,” Doig says. “You get the plan from the community.”

Drive bene�ts where  
they’re most needed 

Similarly, it takes much more than good intentions to assure the jobs, 
professional development opportunities, and contracts that come 
with a development of this magnitude actually go to local residents. 
From the beginning of development, CNI built this assurance into 
its planning, mandating that corporate partners hire initially from 
Pullman’s local ZIP code, creating on-site employment centers 
to ensure prospective applicants had a path to employment, and 
running workshops and outreach to local contractors to assure they 
were aware of and prepared to bid on various construction and other 
subcontracting opportunities throughout development.

Maintain continuity  
of leadership
U.S. Bank Chief Financial Of�cer Terry Dolan was closely involved with 
Pullman’s revitalization from the start—when the bank acquired FBOP 
and, with it, CNI’s predecessor organization and the 180-acre site. 
And he remained committed throughout, serving as an intermediary 
and champion between the nascent nonpro�t and U.S. Bank’s broad 
corporate infrastructure.

Similarly, Doig was CEO of CNI before and after its transformation 
into CNI. His continuous presence meant that the relationships, 
assurances, and continuity that are imperative to a project like 
this—with local leaders, city government, and corporate partners—
remained steady throughout challenging years and multiple rounds of 
investment, ground-breaking, and construction management. And he 
had the support of Chicago 9th Ward Alderman Anthony Beale every 
step of the way.

Know your assets—  
and use them
The complex, multi-year campaign to reinvent CNI and complete its 
massive project in Pullman was built on two preexisting assets: a  
huge plot of land in one of America’s most dynamic trade and 
infrastructure hubs, and $50 million in New Markets Tax Credits, 
which could be used to assure that CNI had the means to survive on its 
own. U.S. Bank and CNI worked strategically from the start to make 
the most of these assets, using them as the foundation on which CNI’s 
growth as an organization and the project’s successful realization were 
grounded (literally, in the latter case).

Both organizations also “acknowledged, appreciated, and built 
on” the intangible assets that were already present, in the words of 
U.S. Bank Chief Social Responsibility Of�cer Reba Dominski. This 
may be most evident in CNI’s active integration with the Pullman 
community’s existing base of robust, engaged civic organizations. 
These were preexisting grassroots community entities. Soliciting their 
leaders and membership for input meant that CNI could ensure that 
it built what the community actually needed, with buy-in from those 
it was seeking to serve. In doing so, CNI recognized and bene�tted 
from the fact that these community groups were 
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