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Business tax
relief sought
in New Jersey

TRENTON, N.J. — Could
there be light at the end of the
tunnel? A bill has been intro-
duced in the New Jersey
General Assembly aimed at
exempting motorcoaches from
the state law that imposes busi-
ness taxes on nonresident cor-
porations. 

A coalition of associations
and Atlantic City casinos has
been working for nearly two
years to get such legislation
introduced and it finally hap-
pened last month.

Assemblyman Jeff Van
Drew, a Democrat who chairs
the Tourism and Gaming
Committee, introduced the bill
(AB 2489). Drew, who has
offices in Cape May and
Millville, N.J., wants to pro-
hibit the imposition of the
state corporate business tax on
out-of-state corporations that
carry passengers into and out of
the state in motor vehicles and
motorbuses. 

For the past three years,
New Jersey has probably been
the most aggressive state in the
nation at collecting its state
business tax from nonresident
corporations. In the spring of
2001, a number of motor-
coaches were impounded for
nonpayment of the New Jersey
business tax, a tax liability
about which most of the com-
panies weren’t even aware.

Under New Jersey tax law,
any nonresident commercial
motorcoach company that car-
ries passengers to destinations
within the state, at least 6
times annually, is obligated to

Parking, access announced
for World War II Memorial

WASHINGTON — The
National Park Service has
announced new details related to
bus access and parking for next
month’s opening of the World War
II Memorial on the National Mall
in Washington.

The memorial will be the focus
of four days of events over
Memorial Day weekend. Large
crowds expected for the activities
have prompted the American
Battle Monuments Commission to
restrict vehicle access to the
memorial during the four days.

Information on alternative

access to the special events can be
found on the American Battle
Monuments Commission Web
site: www.wwiimemorial.com.

Following the Memorial Day
dedication celebrations, tour buses
will be permitted to pick-up and
drop-off passengers at the World
War II Memorial. Drop-off of all
visitors must be done from Home
Front Drive (south of the memori-
al), accessible from southbound
17th Street NW.

The Park Service said that U.S.
Park Police will strictly enforce no

NEW YORK CITY — The
seven besieged private bus compa-
nies that provide daily commuter
service throughout New York City
are getting 450 new buses after a
sudden policy reversal by the
administration of Mayor Michael
Bloomberg.

The dramatic shift was dis-
closed last month by Transport-
ation Commissioner Iris
Weinshall during a budget hearing
before the City Council
Transportation Committee.

Bloomberg had insisted for
months the city would hold off on
buying buses until an agreement
was reached on a takeover of the
private lines by the Metropolitan
Transportation Authority.

“If we buy buses before the
negotiations are complete, we run
the risk of buying obsolete buses
the MTA does not use and cannot
service,” the mayor said at the
time.

The seven private companies,
which serve 400,000 passengers
daily in Brooklyn, Queens and the
Bronx, operate with the help of a
$150 million annual subsidy from
the city. That operating agree-
ment, which was extended at the
end of last year, expires July 1.

The city and the MTA have
been conducting extended, and
often-times acrimonious, negotia-
tions regarding the proposed
takeover. Based on testimony

Sudden reversal will bring
450 buses to NY operators

WASHINGTON — A critical
stage has been reached in the fight
by the motorcoach industry to stop
Congress from giving public tran-
sit agencies virtually unrestricted
authority to conduct charter bus
service.

The House Transportation and
Infrastructure Committee is con-
sidering its version of the highway
and public transportation legisla-
tion containing the language
regarding charter service by tran-
sits. 

In February, the Senate passed a
six-year highway reauthorization
and public transportation bill
(Senate Bill 1072) that contains
amendments giving transit agen-
cies carte blanche to provide local

charter service (Senate Amend-
ment 2616, Section 3022). 

The bill being considered by
the House Transportation
Committee (H.R. 3550) reported-
ly includes the Senate charter-
service language, with an added
provision calling for a directed
rulemaking on the issue by the
Federal Transit Administration.

Motorcoach trade organiza-
tions are adamantly opposed to
this because of multiple past fail-
ures by the FTA to adequately
enforce the current charter service
rules. 

“By their actions, (the FTA
has) shown its contempt for the
private sector and, as such, there is

Charter rules battle
hits critical point,
House tackles issue
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• OEM approved installation

• Sliding-door and Ricon lift on MCI® D-Series models

• Stewart & Stevenson lift on MCI E4500, J4500 and G4500 models

• Structure and supporting gussets are welded in place using
factory production line methods for body integrity

• One-year limited warranty on parts and labor

• Body work and other repairs also available

• On-time turnaround

Get a lift from us

Why our
installation
is right for your
MCI coach.

WEST COAST
10850 Portal Drive
Los Alamitos, CA 
servicecenterca@mcicoach.net
800-777-4101

MIDWEST
520 N. Spring Street
Loudonville, OH
servicecenteroh@mcicoach.net
877-754-4404

If you need to retrofit your MCI fleet
for ADA compliance, there’s no better
choice than an OEM wheelchair lift
installed by MCI Fleet Support.
Installed to original factory specifi-
cations with OEM parts by trained
technicians, they’re the only lifts
your MCI coach was meant to have.

Two convenient locations:

MCI FLEET SUPPORT
Nobody knows your coach better.

D-Series model with lift stowed.

Eyre Bus Service 
beefs up security,
installs GPS units

GLENELG, Md. — Last
August, Eyre Bus Service Inc. won
a $202,500 grant from the federal
Transportation Security Admini-
stration to beef up security on its
fleet of 57 Prevost and MCI
coaches.

More than one-third of the
money has been used to buy and
newly install a sophisticated global
positioning satellite-based emer-
gency security and vehicle location
tracking system on all of its buses.

“Passenger security is para-
mount today and this system per-
mits us to instantly determine the
location, movement and route of
any coach operating in our fleet —
it’s just like an air traffic control
system,” said Ronald L. Eyre, presi-
dent of the company bearing his
family name.

“Whether passengers are one of
the thousands of students we trans-
port on school trips annually, a
packaged tour by a church group to
New York City, or one of our 75
daily commuter runs in and out of
Washington, D.C., our passengers
can have the confidence of know-
ing that the whereabouts of their
vehicle can be instantly pinpoint-
ed and assistance — whatever the
need — can be dispatched imme-
diately,” Eyre added.

The roughly $70,000 cost of the
on-board tracking equipment and
installation, plus additional gov-
ernment-approved passenger secu-
rity enhancements, was paid for
with the grant awarded Eyre by the
TSA.

Eyre was one of 57 motorcoach
companies, plus New Jersey
Transit, the United Motorcoach
Association and the America Bus
Association, to be awarded securi-
ty grants that ranged in size from

$9,900 to more than $5 million.
Operators in 24 states were given a
total of nearly $20 million to make
security improvements. 

“Our request included amounts
for the security system for all 57
buses, plus the installation of pro-
tective driver screens for each
vehicle, and the application of
identification decals on the outside
roof of each vehicle,” said Steve
Parker, operations manager at Eyre
(which is pronounced “air”). 

Eyre drivers also have been
equipped with Nextel 2-way radio
phones for nationwide voice com-
munication.

The GPS system picked by Eyre
Bus is called “FleetTrack” and is
produced by Integrated Systems
Research Corp. of Halethorpe,
Md., a company specializing in
wireless fleet management systems.
The ISR technology provides real-
time location monitoring — any-
where in the U.S. — of every
coach in the Eyre fleet.

Each bus is equipped with a
driver-activated keypad which, in
the event of an emergency, trans-
mits a distress message to Eyre’s
operations headquarters in
Glenelg, Md., where 911 police
assistance is then dispatched. Eyre
has defined “an emergency,” as an
attempt by a passenger or others to
commandeer the coach.

At the Eyre operations center, a
real-time computer mapping dis-
play tracks the movement of every
coach on the road, 24 hours a day.
The mapping display software,
similar in graphics to a Yahoo or
MapQuest screen, can zoom from
an area the size of the entire mid-
Atlantic region, down to a single
city block, showing the location of

New tracking system for buses
BALTIMORE — International

Truck and Engine Corp., maker of
cutaway bus chassis, is poised to
introduce a telematics system that
will allow bus fleet managers to
track vehicles and monitor their
performance.

The system includes an elec-
tronics module, an antenna and a
GPS receiver antenna. Interna-
tional says it is the first OEM to
offer such a factory-installed sys-
tem for truck-chassis vehicles. 

The initial International vehi-
cles with the system will be medi-
um-duty bus chassis and trucks.

“Telematics puts the fleet
owner in every vehicle,” said Mark
Schumacher, marketing manager

of truck electronics for Interna-
tional, who gave a presentation on
the system last month at the
National Truck Equipment Assoc-
iation Work Truck Show here.

The International system com-
municates information from the
vehicle through a wireless system
to a desktop computer at the home
office, accessible via the Internet,
Schumacher said. The system,
which has been under develop-
ment for two years, will be rolled
out in July.

International’s system will
encompass three areas — vehicle
positioning, performance monitor-
ing and maintenance and service. 

For positioning, the system will

show a fleet’s location by route
tracking and “geo-fencing.” That
is, making sure vehicles are operat-
ing where they’re supposed to be.

For performance monitoring,
the system checks operating and
idle hours and monitors equip-
ment, accessories and fuel-tax
reporting. The latter is important
when routes cross state lines.

The system checks fault-code
monitoring for maintenance diag-
nostics and service requirements.

The list price for the system will
be about $750 per vehicle, with
access fees of $20 to $30 per
month. Schumacher said the
International system will be adapt-
able to vehicles by other makers.

CONTINUED ON PAGE 11



4 – April 1, 2004 — BUS & MOTORCOACH NEWS

DDOOCCKKEETTDOCKETDOCKET
TThheeTheThe

Security train-the-trainer workshops begin this month 
WASHINGTON — A series

of motorcoach security train-the-
trainer workshops kicks off April
13 in Boston and moves on to
nine other cities across the U.S.
during the remainder of the
month and into next month.

The security training road
show is designed to build industry
awareness of important motor-
coach security-related issues, as
well as assist operators in getting
their employees trained on securi-
ty issues and practices.

Information presented at the
workshops will be tailored to all
companies and employees, and
will consist of five modules: secu-
rity considerations for motorcoach
drivers, maintenance personnel,
terminal employees and company
managers, plus incident control

and operations shutdown during a
security threat 

The workshops are being
organized for all coach operators
by the American Bus Association
and the United Motorcoach
Association under grants awarded
by the U.S. Transportation
Security Administration. There is
no requirement to be a member of
ABA or UMA to participate.  

The two-day workshops will
provide information attendees
can take back to their companies
and communicate to employees in
virtually all aspects of the busi-
ness. Conducting the workshops
will be The Daecher Consulting
Group of Camp Hill, Pa. 

There is no charge to attend
the workshops, but there is no
reimbursement for travel expenses

associated with attendance. A
working lunch will be provided
both days, and on day two, if the
hotel does not provide breakfast
to registered guests, a continental
breakfast will be provided.

Those interested in the pro-
gram can request registration
information by sending an e-mail
to security@safetyteam.com. Or,
information and a registration
form is available on both the
ABA and UMA Web sites,
www.buses.org and www.uma.org.

All of the workshops are being
conducted at hotels, where dis-
counted room rates have been
secured. The sessions will be from
10 a.m.-5 p.m. on the first day, and
8 a.m. to 3 p.m. on day two. 

Questions? Call Daecher Con-
sulting Group at (717) 975-9190.

HOUSTON — Byron Boyd
Jr., international president of the
United Transportation Union,
pled guilty in  U.S. District Court
here last month to federal racket-
eering and conspiracy charges. 

Assistant UTU President Paul
Thompson assumed Boyd’s duties.

In September, the federal gov-
ernment indicted Boyd, former
UTU International President
Charles Little, former UTU
Insurance Association Director
Ralph Dennis and former Boyd
special assistant John Rookard on
charges of racketeering conspira-
cy, mail fraud, wire fraud and
commercial bribery.

The government said that dur-
ing a seven-year period beginning
in 1995, the four union officials

conspired to violate federal mail
fraud and wire fraud statutes, and
commercial state bribery statutes
by using their positions to solicit
and collect cash and other objects
of value from attorneys doing
business with the union.

Little, who served as president
between 1995 and February 2001,
pled guilty to the federal charges
in January. He will be sentenced
April 9. Dennis and Rookard also
pled guilty and await sentencing.
Boyd will be sentenced in June. 

“Today is a day of great sadness
and personal regret,” Boyd said in
a statement. “I take full responsi-
bility for my actions and make no
excuses. What I have pleaded to
is a burden that falls squarely on
my shoulders, as it should.”

The following public transit
providers have informed the
United Motorcoach Association
of their intent to provide charter
bus service unless willing and
able private operators step for-
ward to offer their services, or to
bid on contract opportunities.
UMA urges operators to respond
to these notices:

Hampton, Va. Deadline:
April 2, 2004. Write to: Carol
Russell, Service Planning
Manager, Hampton Roads
Transit, 3400 Victoria Blvd.,
Hampton, VA 23661. Phone:
(757) 222-6000.

Macon, Ga. Deadline: April
15, 2004. Write to: Joseph
McElroy Jr., Executive Director,

Macon-Bibb County Transit
Authority, 815 Riverside Drive,
Macon, Ga. 31201. Phone:
(912) 746-1318. 

Mexico, Maine. Deadline:
April 19, 2004. Write to: Eugene
R. Skibitsky, General Manager,
Western Maine Transportation
Services, 56 Pine St., Mexico,
ME 04257. Phone: (207) 364-
3639.

The notice from the Macon
Transit Authority is of the outra-
geous variety.

It specifies that the charter
service can only be provided
“utilizing 28-passenger trolleys.” 

Any guess who has the only
28-passenger trolleys in Macon
and environs? 

SALEM, Ore. — Motor-
coach operators can now apply
on-line for the state income tax
credit for diesel engines pur-
chased in Oregon and meeting
the 2002 EPA emissions stan-
dard.

The credit is limited to vehi-
cles weighing more than 26,000
pounds, and declines in value
with the size of the fleet, from

$925 per engine for fleets of 10
vehicles or fewer, to $400 for
fleets of over 100 vehicles.

The tax break was enacted in
last year’s transportation budget
bill.  Applications for the tax
credit are available at the Web
site of the Oregon Department
of Environmental Quality,
www.deq.state.or.us/msd/taxcredits/
truckengine.

Carriers like
on-line renewal
of credentials

TOPEKA, Kan. — The
Kansas Department of Rev-
enue reports that the state’s
on-line commercial vehicle
registration system continues
to gain in popularity.

The Kansas DOR inaugurat-
ed the Internet-based, on-line
registration system for motor
carriers last year. It was set up
for use in registering vehicles
under the International Regis-
tration Plan and in filing fuel-
tax returns under the Interna-
tional Fuel Tax Agreement.

According to the depart-
ment, more than 1,000 IRP
accounts renewed on-line dur-
ing the most recent quarter,
with more than two-thirds of
these paying their fees elec-
tronically as well. The system
also is routinely handling IRP
supplemental filings. 

Additionally, more than
800 Kansas-based commercial
carriers filed their fourth quar-
ter 2003 IFTA reports on-line. 

For more information, go to
www.truckingKS.org or ksrev-
enue.org. The chief of the
Kansas DOR Motor Carrier
Services Bureau is Al Gerstner
at (785) 296-1165, or at
Al_Gerstner@kdor.state.ks.us.

Here are the dates and locations
for the ABA-UMA workshops:

April 13-14 Boston: Holiday Inn
Boston/Logan, 225 William F.
McClellan Highway, Boston, MA
02128. Phone: (617) 569-5250.

April 15-16 Chicago: Hampton Inn
& Suites Chicago Downtown, 33 W.
Illinois, Chicago, IL 60610. Phone:
(312) 832-0330.

April 20-21 Charlotte, N.C.:
Hampton Inn & Suites, 9110 Southern
Pines Blvd., Charlotte, NC 28273.
Phone: (704) 525-3333.

April 22-23 Pittsburgh: Holiday Inn
Pittsburgh Airport, 1406 Beers School
Rd., Coraopolis, PA 15108. Phone:
(412) 262-3600.

April 29-30 Memphis, Tenn.:
Holiday Inn Select Memphis Airport,

2240 Democrat Rd., Memphis, TN
38132. Phone: (901) 332-1130.

May 4-5 San Francisco: Hilton
Garden Inn SF Airport Burlingame,
765 Airport Blvd., Burlingame, CA
94010. Phone: (650) 347-7800.

May 11-12 Phoenix: Hampton Inn
Phoenix Airport North, 601 N. 44th St.,
Phoenix, AZ 85008. (877) 777-3210.

May 13-14 Denver: Hilton Inn,
16475 E. 40th Circle, Aurora, CO
80011. Phone: (303) 371-9393.

May 18-19 Dallas: Holiday Inn
Select DFW Airport North, 4441
Highway 114 at Ester Blvd., Irving, TX
75063. Phone: (972) 929-8181.

May 20-21 Tampa, Fla.: Double
Tree Hotel Tampa West Shore Airport,
4500 W. Cypress St., Tampa, FL
33067. Phone: (813) 879-4800.

Three transits seek
private charter firms

Motorcoach operators can apply 
for Oregon tax credit on-line

Transportation union chief
pleads guilty to racketeering

WILMINGTON, Del. — The
Delaware Division of Motor
Vehicles is pilot testing a new
CDL testing program on behalf of
the Federal Motor Carrier Safety
Administration.

Three sections — 10, 11 and
12 — of the CDL test manual
have been changed. The sections
relate to pre-trip inspections,
skills tests and on-road driving
tests. The Delaware DMV has
prepared an insert for the CDL

manual containing the three
revised chapters.

The pre-trip inspection
change allows inspectors to speci-
fy what they want inspected. In
the Basic Control Skills Test, new
parking maneuvers have been
added, including a 90-degree
backing turn. 

The changes also allow appli-
cants to make two free pull-ups
and take two free looks for each
skill.

Delaware tests new CDL procedures
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TSA and Florida team up on seaport security
WASHINGTON — A new

partnership to strengthen securi-
ty at Florida seaports may simpli-
fy the security measures that
motorcoach operators face when
picking up or taking passengers
to Florida cruise ship terminals. 

The U.S. Transportation
Security Administration, Florida
state House and Senate leaders,
and the Florida Department of
Highway Safety and Motor
Vehicles announced the new
partnership late last month. 

The partnership defines re-
quirements for background
checks and state-of-the-art iden-
tification credentials for drivers,
dockworkers and others who
require unescorted access to the
secure areas of the seaports.

The TSA will provide the
infrastructure of its Transporta-
tion Worker Identification
Credential (TWIC), which seeks
to balance the needs of com-
merce and individual privacy
with those of security.

The program provides a high-
tech credential that verifies
workers’ identities and ties each
worker to a background check to
ensure that high-risk individuals
are denied access to sensitive
areas of the nation’s transporta-
tion system.

“This partnership is an exam-
ple of what can be accomplished
when federal and state govern-
ments work together,” said Lolie
Kull, TSA’s program manager for
TWIC. “By pooling our re-
sources and expertise, Florida
will be helping TSA take the
next step in its effort to imple-
ment a national credentialing
program for the transportation
workforce.”

Brian Scott of Escot Bus Lines
in Largo, Fla., said the new part-
nership could prove to be a “huge
help” to operators in the region.

“Currently, coach operators
must run their drivers through
separate badging and background
checks at every seaport to gain
access to secure areas,” said
Scott. “It’s a huge inconvenience
and cost.”

The Florida Motorcoach
Association met with staff mem-
bers of the Florida Senate Home
Defense, Public Security and
Port Committee last month to
discuss the issue.

“Florida is in a unique securi-
ty position with 12 active ports,
and was ready to roll out its own
statewide ID card for drivers on

July 1,” said Scott. “Apparently
TSA was impressed that Florida
was “ahead of the curve,” as they
put it, with implementing security
procedures.

“As with all new programs, this

will surely have some issues get-
ting going but we are expecting it
to be much better than the cur-
rent situation,” Scott added.

TSA concurs. 
It says that by having one uni-

versally recognized credential,
workers will no longer have to
carry numerous cards or go
through redundant background
investigations to enter secure areas
at multiple facilities.

TSA’s uniform credential is
designed to help keep terrorists
out of secure areas of the trans-
portation system, including sea-
ports, airports and other critical
areas.
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EPA predicts engine makers will meet ’07 regulations
WASHINGTON — The U.S.

Environmental Protection
Agency says diesel engine manu-
facturers are on target to intro-
duce engines that will meet the
tough 2007 emissions standards. 

In a report, the EPA says it met

with 30 companies to compile its
review of the industry’s progress
toward implementing 2007 clean-
diesel technologies. 

“We’re pleased with the
progress made in developing new
engines,” said Jeffrey Holmstead,

EPA’s assistant administrator for
air and radiation, in a statement
accompanying the report.

The EPA review says engine
manufacturers will use filters to
reduce particulate matter emis-
sions by more than 90 percent.

By using ultra-low sulfur diesel
fuel, the new engines will reduce
nitrogen oxides (NOx) emissions
by 50 percent. However, what
additional methods needed by
engine manufacturers to reach the
EPA standard for NOx emissions

were not yet definite. 
EPA has said it is neutral on

what technology engine makers
use to meet its emissions rules.
EPA’s allowable emissions level in
2007 drops to 1.2 grams per brake-
horsepower hour of NOx

GAO urges EPA to consider engine incentives
WASHINGTON — The

General Accounting Office has
recommended the U.S. Environ-
mental Protection Agency ex-
plore government financial
incentives for diesel engine mak-
ers, as well as bus and truck buy-
ers, to help fleets purchase 2007

vehicles that meet tougher air
quality rules.

The GAO warned that engine
builders and the truck and bus
industries could face an even
greater “pre-buy” of older models
than took place in advance of the
2002-04 EPA rules. 

That round of toughened EPA
standards on diesel bus and truck
emissions severely disrupted the
heavy-duty commercial vehicle
market, and stricter rules sched-
uled for 2007 could cause even
more problems, said the GAO,
the investigative arm of

Congress.
The GAO report said it was in

the nation’s interest to be sure
motor carriers buy lower-emis-
sion engines in 2007, and finan-
cial incentives might be needed
and EPA should drive the issue
by making an initial proposal.

Detroit Diesel to use EGR for 2007 engines
DETROIT — Detroit Diesel

Corp. has announced it intends
to use exhaust gas recirculation
(EGR) and diesel particulate fil-
ters on its heavy-duty engines to
meet the federal government’s
2007 emissions standards.

In a statement, Detroit Diesel
President Carsten Reinhardt said
the 2007 engines are fully under
development, and the company
plans to have them in test vehi-
cles by the end of this year. 

“EGR is a technology that is

very well known to us and
increasingly familiar to our
North American heavy- and
medium-duty customers,” said
Reinhardt. 

The company said EGR will
be used on both Detroit Diesel

Series 60 and Mercedes-Benz
engines.

Detroit Diesel has built more
than 40,000 Series 60 engines
with EGR to meet the EPA emis-
sions standards that went into
effect in October 2002.

PALM SPRINGS, Calif.
— Federal environmental
regulators say they are devel-
oping tougher air-quality reg-
ulations for implementation
after 2010.

The stricter regimens
could possibly extend to con-
trols for such things as
“nanoparticulates,” which are
much smaller than the soot
particles that current stan-
dards require be taken out of
exhaust emissions.

“There will be more strin-
gent regulations in the
future,” confirmed EPA’s
Charles Gray.

Even tougher
rules coming
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Terminating employees fairly
By the time this copy of Bus & Motorcoach News

lands on your doorstep, key committees in the U.S.
House of Representatives will likely be enmeshed in
debate over reauthorization of the six-year highway
and public transportation bill.

Deep in that massive legislation are amendments
that could result in a slow painful death for hun-
dreds of motorcoach operators across the U.S.
That’s because the bill would allow public transit
agencies largely unfettered authority to provide
local charter bus service, competing directly with
private operators. 

State and national bus associations have issued
urgent appeals to their members, urging them to
write to their congressmen and women, as well as
members of the key House committees, asking them
to revamp the language in the highway bill (H.R.
3550).

At the same time, lobbyists for the industry have
been meeting with House members in hopes of
soliciting their support for revised language that
would clean up the amendments, making them at
least tolerable to the industry.

While these meetings have been encouraging,
they are not enough. There are far too many mem-
bers of the House (465) and the House
Transportation Committee (almost 60) for the asso-
ciations to reach effectively. 

Which is why they are appealing to their mem-
bers to help carry the ball. 

Congress is clearly uneasy about the fight
between private and public bus operators over char-
ter service. Consequently, there has been talk
Congress might opt for a solution that on its face
would seem appealing to many members. The idea
is that the mess be turned over to the Federal
Transit Administration, which would be directed to
gin up a new federal rule regarding charter bus serv-
ice by public transits. That is a recipe for disaster.

The FTA has shown neither fairness nor back-
bone in the bulk of its rulings regarding the current
federal charter bus rules. 

So, no thanks to that idea. When you write your
congressman or woman, push for the language being
advocated by the industry associations (see Page
12). It’s the only acceptable solution. 

It’s crunch time

By Thomas D.
DeMatteo
Vice President &
General Counsel
ABC Companies

You’re fired! Except perhaps for
Donald Trump, those words seldom are
easy to utter. They’re even harder on
the employee.

All terminations should be well
thought out in advance and reviewed
by a senior manager, human resources
person and legal counsel — if warrant-
ed. You should strive to be:

• Fair. This is the best preventive
measure. Most fired employees sue
because they feel they have been treat-
ed unfairly.

• Candid. Do not depart from the
truth. For example, do not give “job

elimination” as a reason if you merely
intend to shift job titles. Further, do
not give poor performance as a reason if
there are no unsatisfactory job evalua-
tions to support it and the real reason
involves something else. You should
have clear, concise reasons for termina-
tion. If you do not, this should serve as
a check on whether the decision is a
sound one. Treat the employee with
respect, emphasizing what he or she has
done for the company in the past with-
out being sympathetic or giving false
hope about future opportunities. Also,
do not be defensive about the decision.

• Consistent. Inconsistency dam-
ages credibility, and credibility and
consistency are necessary for a legally
defensible position.

• Definite. A business decision has
been made, and that decision should be
clearly communicated to the employee
at a time and place to avoid unneces-

sary embarrassment.
• Informative and compassionate.

Have all the information you need to
assist the employee in making this
change, such as final wage information,
vacation pay, commissions, retirement
benefits, severance pay, group insur-
ance benefits and assistance programs.
If you are helpful in this regard, it will
add to the employee’s feeling of being
treated fairly. If you give no guidance,
the employee may feel lost and turn to
an attorney for assistance.

You must always remember that you
are subjecting the person and their
family to a dramatic change in their
lifestyle so try to follow the above prin-
ciples to ease the impact of the termi-
nation.

Thomas D. DeMatteo also is an adjunct
professor of law at Hamline University School
of Law in St. Paul, Minn.

To the Editor:
I was disturbed to learn so few of the

many companies in our industry are
concerned about security, and that
they would not be taking every oppor-
tunity to advance their training pro-
grams in that area. (“It’s free, it’s pain-
less” editorial, Bus & Motorcoach News,
March 1). I’m afraid that the lack of
interest may be part of the prevailing
overall indifferent attitude within our
industry.

In Ohio, we have witnessed this to
the detriment of all. The lack of inter-
est resulted in the end of our state
(motorcoach) organization. As a
result, our state has taken every oppor-
tunity to pass legislation targeted at
the charter industry, from excluding us

from sales tax exemption, to the
attempt to double our inspection fees.

When the sales tax proposal was
announced, we sent letters to all of our
customers to inform them and ask that
they write their representatives with
their opinions. We actually had com-
petitors call, asking about it because
they were unaware of the proposal.
The proposal was passed into law last
year and took effect in August.

Ohio is not the only place using the
charter industry to bank roll their
spending in a vain attempt to balance
their budgets. Atlantic City’s idling fees
are ridiculous. With any research they
would have found that buses actually
decrease air pollution and traffic bottle-
necks as an alternative to 50 cars and
SUVs running around. And $10,000

for the first offense, $25,000 for the sec-
ond offense, and $50,000 for the third
and each subsequent offense is simply
legalized rape. If cleaner air, fewer bot-
tlenecks and public safety are really the
goal, then they should be promoting
our industry, not penalizing it.

Our industry needs to wake up, be
proactive and take advantage of the
changes taking place in our country.
We are in a position to offer a service
that will provide a solution to the
problems our legislators claim to be
trying to solve. If our industry contin-
ues to be reactive we will all fall victim
to our own indifference. 

Stephanie Swigart
S&S Coach Company
Lexington, Ohio



BUS & MOTORCOACH NEWS — April 1, 2004 — 9

INDUSTRY NEWS

HIGH EFFICIENCY 
ALTERNATORS 
AND MOBILE 
ELECTRONIC 
DEVICES

GetTheGetThe

Complete Equipment and Parts Catalog Available.
Can be downloaded from our expanded Web Site:

penntexusa.com

Sales and Technical Toll Free: 877-590-7366
Sales Fax: 817-590-0505 

E-MAIL: penntex@swbell.net
PennTex products are proudly manufacturered 

in FORT WORTH, TEXAS, USA.

PennTex Industries, Inc.
202 Plaza Dr.
Manchester, PA 17345

�
�
�

�

�

Advantage!Advantage!
330A/24V, more than 200 amps at idle.
High temperature bearing grease and seals.
Increased fuel economy due to air-cooled 
efficient design.
Utilizes all existing hardware, electrical 
components, and pulleys.
Oil-to-Air conversion program available.

PX-833PX-833

PennTex introduces an efficient 
air-cooled solution to an old problem...
oil leaks and premature failures. The 
PX-833 also eliminates the possibility 
of engine oil contamination. Contact 
us today for immediate answers 

to your questions.

NEWNEW

Income tax time: Last-minute tips
This is the April 1 issue of Bus

& Motorcoach News, and that
means April 15 is looming large.

Clearly, if you haven’t already
filed your taxes, it’s time to get
moving.

Here, for the procrastinators
and those busy looking for last-
minute deductions, are a few tax
tips:

The biggest item that no oper-
ator can afford to overlook this
year is the potential impact of the
tax-cut law that went into effect
last year. It included provisions to
spur equipment spending by small
companies, including motorcoach
operators.

Although the overall tax cut
was not specifically targeted to
help small bus companies, they
can use some provisions to have
the government underwrite part
of their costs for coaches — new
or used — they purchased during
the year.

The law temporarily quadru-
ples the annual amount that small
companies can write off against
their taxes for spending on capital
goods. 

The amount of equipment pur-
chases that firms can immediately
expense — rather than depreciate
over time — is boosted to
$100,000 from $25,000 until the
end of next year. After 2005, it
reverts to $25,000 again. 

Most tangible personal proper-
ty used in your business qualifies
for this tax break, not just coach-
es. Land, buildings and certain
other kinds of property aren’t eli-
gible, however.

Other provisions in the law:
• The law doubles the amount

of money that qualifies for such
expensing to $400,000 from
$200,000.

• The additional first-year
bonus depreciation deduction,
first approved in the 2001 tax cut,
increased to 50 percent from 30
percent for investments acquired
and placed in service after May 6,
2003. The 50 percent bonus is on
top of the regular first-year depre-
ciation allowance. 

Between them, these two pro-
visions offer significant tax incen-
tives for spending on business
equipment. Both rules have some

complex requirements and excep-
tions. A tax adviser can help
determine if you meet the require-
ments and the extent of the bene-
fits in your particular situation.

One business law firm figures
that small business owners will
tend to achieve the maximum
benefit by expensing purchases of
used assets, while saving bonus
depreciation for purchases of new
assets. 

The 2003 law also cut the top
tax rate to 35 percent from 38.6
percent.

Overlooked deductions
Many deductions are common-

ly overlooked because taxpayers
don’t think they’re big enough to
matter. When it comes to taxes,
every little bit helps and small
things can add up fast. Don’t over-
look the following:

• Business-related subscrip-
tions

• Association dues
• Internet fees, including

AOL/Earthlink/Net Zero
• Office supplies of every

description

• Annual credit card fees and
interest (business only credit
cards)

• Administrative fees: Bank
account charges, ATM fees, check
reorder fees

• Computer software/software
support

• Business cleaning/cleaning
supplies

• Security fees

IRA time
April 15 is the last day to make

an IRA contribution for the 2003
tax year. Filing a tax extension
doesn’t change that deadline.
This applies to regular and Roth
IRAs. Remember, regular IRAs
are tax deductible and Roth IRAs
are not. 

Proof of mailing
Many tax advisers say it’s smart

to send tax returns by certified
mail, return receipt requested, or
get a receipt from an IRS-
approved express delivery service.
This is the only proof you can
count on to prove you mailed your
tax return on time.

pay the corporate business tax.
Drew’s bill, if it becomes law,

would eliminate that requirement.
A lobbyist involved in the effort to
get the bill introduced said Drew is
very committed to winning pas-
sage. Interestingly, Drew’s bill
would be retroactive to Jan. 1,
2001. Hearings on the proposed
legislation could occur next month
or in June.

The coalition that has been
pushing for a bill includes the
Greater New Jersey Motorcoach
Association (formerly the Atlantic
City Bus Operators Association),
the United Motorcoach Associ-
ation, the Pennsylvania Bus
Association, the National Tour
Association, the American Bus
Association, Atlantic City casinos,
CPA Joe Fernandez and others. 

The group hired a lobbyist in
the fall of 2002 to begin the drive
to gain legislative relief for the
industry. The New Jersey effort
could serve as a stalking horse for
other states that require out-of-
state operators to pay corporate
franchise taxes. Two states in par-
ticular would be targeted next:
Pennslyvania and Minnesota.   

N.J. taxes
CONTINUED FROM PAGE 1
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Easton Coach wins contract for Hunterdon County, N.J.
EASTON, Pa. — Easton

Coach Co. has taken over opera-
tion of The LINK public trans-
portation system for Hunterdon
County in west-central New
Jersey. Easton won a contract to
manage the service. 

The LINK transports about
170,000 people each year using 30
vehicles. It operates Monday -
Friday, under the aegis of the coun-
ty department of human services,
providing a combination of sched-
uled and on-demand service.

It operates 19 routes and con-
nects county residents with New
York City-bound commuter coach-
es and New Jersey Transit buses.

“The operation fits nicely for us
— both operationally and geo-
graphically — given we operate

other large public transit contracts
and have historically run a signifi-
cant amount of charter bus busi-
ness in New Jersey’s western coun-
ties, including Hunterdon
County,” said Joe Scott, president
of Easton Coach.  

In addition to the contract with
Hunterdon County, Easton Coach
also operates public paratransit
contracts in Northampton, Lehigh
and Carbon counties in
Pennsylvania, and has a fleet of 26
coaches and 15 other vehicles.

given by representatives of the two
sides at last month’s transportation
committee hearing, an agreement
seems nowhere in sight.

Weinshall said the new buses,
which will cost about $350,000
each, or a total of more than $156
million, will have the same specifi-
cations used by the MTA. That
would mean that if the MTA does
eventually take over from the pri-
vate lines the new buses “can easi-
ly go into the fleet of the MTA,”
she said.

The seven private carriers oper-
ate 1,251 buses, many of them 18
to 20 years old and in terrible dis-
repair. The operators have com-
plained for years about both the
size of the city subsidy and the
absence of money to maintain the
buses they operator for the city.  

The normal procurement
process for new buses in New York
can take months — sometimes
years. But procurement officials
plan to ask transit bus builders to
let the city “cut in front of the line
a bit” and get the buses more
quickly, Weinshall said.

“The plain truth is that these
buses should have been ordered
two years ago,” said John Liu, a
member of the City Council and
chairman of the transportation
committee. “Since then, service
has gone down the tubes and hun-
dreds of buses are out of commis-
sion.” 

Still, Liu said Weinshall’s bus-
purchase announcement is good
news. He pressed the city and
MTA to “get serious” with their
takeover negotiations.

Weinshall assured Liu that the
Bloomberg Administration would
not turn its back on bus riders or
cut off its subsidy to the private
operators if the takeover doesn’t
happen by July 1.

Bloomberg’s preliminary budget
plan envisioned saving $150 mil-
lion a year from the MTA
takeover. But the MTA wants the
city subsidy to continue and possi-
bly increase.

Weinshall also announced the
city is negotiating to buy 25 older
buses the MTA is retiring.

N.Y. buses
CONTINUED FROM PAGE 1

Maybe next time.

With more coach fleets choosing ZF-AS Tronic, this scene is starting to become pretty familiar
with coach operators. Why? They just don’t need to stop for fuel as often anymore. A coach
equipped with a ZF-AS Tronic transmission can eliminate fuel stops – due to our gearbox design
that results in better efficiency versus powershift transmissions.

With ZF-AS Tronic on board, real in-service data reveals an average fuel gain of 10% – a result
supported by independently conducted testing, according to SAE standards. All of which 
translates to lower maintenance costs, greater operating efficiency, and keeping to on-time
schedules. The ZF-AS Tronic is a smooth, quiet, lightweight, fuel-efficient, completely 
integrated transmission with the value-added benefits that fleet operators and drivers demand.

Specify ZF-AS Tronic...and put your coach to work for you.

ZF Industries, Inc.
Heavy-Duty On-Highway Group
Vernon Hills, IL 
847.478.6868
E-Mail: onhwyinfo@zf.com

www.zf-group.com

Driveline and Chassis Technology

� Increased fuel economy.

� 185,000 miles between oil 
changes; no paper filters.

� Automatic and manual 
shifting modes.

� Easy-to-use touch pad 
operation; no clutch pedal.

� High-torque capacity up to 
1850 ft-lbs.
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$67.00
HVAC Inspection

$67.00
Includes: Replacing

Filter Dryer 632803404I
*Additional parts and labor not included

No Cash Value. Coupon valid through July 31, 2004
at any ABC Companies Service location.

$298.00$129.99
Disc Brake Special

$298.00
Includes:
• Replace one axle brake pads and sensors

— part #N508226011K or N508206016K
• Visually inspect calipers
• Visually inspect rotors

No Cash Value. Coupon valid through July 31, 2004
at any ABC Companies Service location.

Oil Change Special
$129.99

Oil Change Special - Includes:
Up to 9 gallons of motor oil,

oil filters and labor
No Cash Value. Coupon valid through July 31, 2004

at any ABC Companies Service location.

One axle only

CP0010 CP0004 CP0005

American Seating moves headquarters to historic manufacturing facility 
Seating is in one of the company’s
historic manufacturing facilities
that was partially vacated and is
over a century old. The building
was both a relic of the company’s
manufacturing heritage and part
of its roots in Grand Rapids.

During the 1990s, American
Seating’s owner and COO,
Edward Clark, began working

with a local construction firm to
develop a plan to preserve the
company’s historic buildings, as
well as create a broader commer-
cial and residential complex.

The planning resulted in
American Seating Park, which
encompasses 12 acres, containing
American Seating’s 55,000-
square-foot headquarters on the

first floor, housing 140 employees
and executive offices.  

Other floors contain commer-
cial space available for lease by
other companies, as well as apart-
ments and condominiums for
loft-like living. There’s also a
restaurant and 150-seat amphi-
theatre.

The new headquarters means

that for the first time all
American Seating employees are
located on one floor in one build-
ing. Previously, employees were
spread in two different buildings
on four floors.

American Seating is a leading
manufacturer of seating for the
bus industry, plus stadiums, are-
nas, and educational facilities.

GRAND RAPIDS, MICH.
— American Seating has relocat-
ed its world headquarters to a ren-
ovated old manufacturing plant
on its campus, which has been
renamed American Seating Park.

The move signals the compa-
ny’s intention to remain in Grand
Rapids.

The new home for American

the vehicle, the name of the street
it is traveling (or stopped on) and a
cross street reference.

When activated, the emer-
gency signal creates an audible and
visual alert on the monitoring
screen at the operations center,
identifying the vehicle in question
and pinpointing its location.

Parker said the system can be
calibrated to transmit location
coordinates on a vehicle as fre-
quently as every minute. The sys-
tem also permits Parker to set up a
geographic security network, noti-
fying him automatically when a
coach has entered, for example, a
parking facility or arrived at a spe-
cific hotel or other destination.

That same security network can
be set to send an alert if a coach
goes beyond a specified perimeter.
For example, a limit programmed
into the system might set a 150-
mile radius perimeter from a depar-
ture point for a coach embarking
on a 130-mile trip. Should the
coach go beyond the 150-mile
zone, the vehicle tracking system
automatically transmits an alarm
to the operations center.

The FleetTrack system hard-
ware consists of a small, on-board
mounted panel box, including the
emergency key; a GPS transmit-
ting unit; wiring harness, and
antenna. Typical installation time
on an Eyre coach was an hour,
done by ISR technicians based in
Baltimore. The average cost to
equip each of the 57 Eyre coaches
was approximately $1,200. Eyre
then contracts for a monthly pack-
age of wireless reports.

Parker said Eyre investigated
15-16 possible vendors and evalu-
ated demonstrations from three
finalists before selecting
FleetTrack. He said the mapping
software of ISR Corp., plus its
Baltimore-based tech support and
product quality were important
factors in the selection.

Information about ISR Corp.
can be found at
www.isrfleettrack.com. Eyre Bus has
a Web address of www.eyre.com.

Eyre Bus
CONTINUED FROM PAGE 3
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ATLANTA — Honing sales
skills and identifying the process
customers go through when mak-
ing purchasing decisions are criti-
cal factors in improving bottom-
line results, according to a leading
sales expert.

Rob Jolles encourages business
managers, sales professionals and
customer service representatives to
become better listeners and to ask
more questions of customers.

“Teach your people to ask ques-
tions and to listen. Get your cus-
tomers on the phone and get them
to talk. Do not let your sales force
regurgitate product offerings,”
asserts Jolles. 

Many sales people say they’ve
had a lot of sales training but real-
ly what they learned was a lot
about certain products, Jolles con-
tinues. “That’s not sales training.”

Jolles made his points during a
session called “New Business
Development: Learning from a
Different Perspective” at this year’s
Motorcoach Expo 2004 in
Atlanta. 

The sales guru told attendees it
takes practice to be smooth at sell-
ing. Sales techniques may be
“robotic” at first, but after experi-
ence they will become much more
natural, he contends.

Jolles said it takes practice to be
smooth at selling. Sales techniques
may be a little ‘robotic’ at first but
after experience it will become
much more natural.

During his session, Jolles cited a
study by Technical Assistance
Research Programs Inc. that
showed an average business hears
from 4 percent of its unhappy cus-
tomers. Of those who do not both-
er to complain, 25 percent have
“serious” problems.

A customer with a problem will
tell 11 to 20 people about it, but a
customer who has had a problem
resolved by a company only will
tell 3 to 5 people. “That is proof
that bad news spreads fast,” Jolles
said.

And that’s why “customer-cen-
tered selling” is critical, he con-
tends. This process involves the
sales representative asking ques-
tions to gather information. The
questions should be both open-
and closed-ended.

Open questions are used to get
the customer talking, gather infor-
mation, expand on the informa-
tion provided, and open up a con-
versation. These questions usually
begin with who, what, when,

During the measure stage, the
customer better defines the list of
criteria. In the investigate stage,
the customer begins to compare
various solutions to address the cri-
teria.

Next, the customer chooses the
solutions that best fit the criteria in
the selection stage. The final stage,
the reconsider stage, the customer
reevaluates the decision made.

“Sales success is not solely
determined by the salesperson’s
ability to convince the customer
but rather relies on the salesper-
son’s facilitation of this decision
process,’ Jolles said.

The salesperson has to adopt
certain steps to help make the sale.
The research stage is a critical ele-
ment necessary to build trust. By
using background probes, a sales
person can uncover information
about the customer’s current situa-
tion, qualify the customer and put
the customer at ease. 

During this stage, keep ques-
tions open, avoid problems and
play up your company’s strengths,
Jolles said. “You’re selling the rela-
tionship. Begin with the end in
mind.”

During the analysis stage, you
will probe for more information
from the customer by using identi-
fying, developing and impact
probes. Identifying probes allow
you to find the problem without
using the word problem.

For example, ask “what are your
concerns about this trip?” By using
the developing probes you are
encouraging the customer to tell
you more. By asking certain types
of questions you can help increase
the customer’s sense of urgency.
“Build that problem up. If you are
selling at a premium you have to
open the wound.” Impact probes
should get them to see the conse-
quences of that problem and get
them to look down the road at the
solution, Jolles said.

Finally, the salesperson will
want to confirm their work
through a two-step process. First,
ask if there are any other concerns
and then ask if their ready to buy.

“Now you’re ready to get the
customer to make a decision to fix
their existing problems by confirm-
ing with a closed question,” Jolles
said. This, he said, is the time to
ask: “Would you like to look at
some alternatives?” or “Are you
committed to making a change?”

“Be a consultant—not an order
taker.” 

Sales expert Rob Jolles

SAN DIEGO — Sun Diego
Charter Company of San Diego
has taken delivery of 15 Setra
S417 luxury motorcoaches.

The S417s are the first Setra
coaches to join the charter com-
pany’s 50-vehicle fleet. Two of
the coaches are being placed at
Sun Diego’s growing Los Angeles
office that opened last year.

“We like to maintain coaches
with the newest technology avail-
able,” said Rich Illes, president of

Sun Diego Charter. “By operating
modern coaches, we can offer our
clients the best possible travel
experience.”

Established 17 years ago, Sun
Diego Charter, has built its busi-
ness on customer service. It is a
member of the International
Motorcoach Group and was the
2003 recipient of the United
Motorcoach Association Vision
Award for providing superior cus-
tomer services and experiences.

Sun Diego Charter Company
San Diego

Superstar Hawaii Transit
Honolulu

HONOLULU — One of
Hawaii’s most innovative opera-
tors, Superstar Hawaii Transit
Service, is expanding its MCI
E4500 coach fleet to 25 next
month.

“By adding six more E4500
coaches we can accommodate the
demand for our Royal Star
Service,” says company General
Manager Marc Rubenstein.

Superstar’s Royal Star Service
was developed for VIPs and
incentive groups, exclusively
using E4500 coaches, plus ameni-
ties such as hand towelette and
mint service. “The response is

tremendous from passengers and
tour agents alike,” said
Rubenstein. The service “makes
it possible to differentiate us in
the marketplace.”

The new E4500s being added
to the Superstar fleet are
equipped with Detroit Diesel
Series 60 engines, Allison B500
Transmissions, 58 American seats
and REI A/V systems. Two of the
coaches are lift-equipped.

Superstar operates a total of 38
motorcoaches that are available
for charter, airport transportation
and tours. They all offer the com-
pany’s on-time guarantee.

Improving the sales process, 
and understanding customers

where, why and how.
Closed questions are used to

test, qualify, clarify and control the
flow of information, said Jolles.
These questions generally require a
‘yes’ or ‘no’ answer, and often begin
with can, do, is, will, could or have.

Jolles also conducted a session
called “Getting Off the Price Issue:
Breaking Away from an Order-
Taking Mentality.” This workshop
focused on the customer process
when making a purchasing deci-
sion.

“Make price a non-issue before
it comes up. Break away from your
order-taking mentality,” Jolles
urged listeners. “Understanding
how people buy is key to being an
effective salesperson. Research has
shown that buying involves a
process on the part of the cus-
tomer. That process is repeatable
and predictable, and is essentially
the same in every industry.”

He said there are eight stages
that a customer goes through: satis-
fied, acknowledge, decision, crite-
ria, measure, investigate, selection
and reconsider. 

Only 4.5 percent of people are
in the satisfied stage, Jolles said.
They are totally content and per-
ceive no problems with their cur-
rent situation.

During the acknowledge stage,
the customer is aware a problem
exists but feels no sense of urgency
to do anything about it. “This cus-
tomer will whine to you about this
and that but that doesn’t mean
they want to change,” he
explained.

Less than .5 percent of people
fall into the decision stage where
they are “fed up” and resolve to fix
the existing problem.

During the criteria stage, “the
problem shapes the need,” Jolles
said. The customer shifts focus
away from the problems and
attempts to determine what the
buying criteria will be. “People
don’t fix little problems. They fix
big ones,” Jolles added.

SAN DIEGO — DriveCam
Video Systems, a developer of fleet
safety technology, has created a
training program, called the
DriveCam Academy, to be con-
ducted April 28, in Newark, N.J.

The course will provide
advanced training on driver
improvement and incident pre-
vention using the DriveCam safety
program. The course will be taught

by Del Lisk, DriveCam’s vice pres-
ident of fleet safety services.

Areas to be covered include
reviewing and analyzing Drive-
Cam recordings and using record-
ings to counsel drivers and prevent
future incidents.

For enrollment information, e-
mail dlisk@drivecam.com or call
(866) 419-5861. Information also
is available at www.drivecam.com.

DriveCam Academy offers training





14 – April 1, 2004 — BUS & MOTORCOACH NEWS

INDUSTRY NEWS

Classified AdvertisingClassified AdvertisingClassified AdvertisingClassified Advertising

NYC—CT—NJ—NY
Call (845) 561-2671

Need a Relief Driver?

MECHANIC WANTED
Tour Bus. Growing, fun company seeks
fulltime reliable person. Exp. req. CDL

preferred. Pay DOE.  Call (209) 351-1112

Text proposed to amend Senate highway bill
Following is the latest version

of language proposed by the motor-
coach industry to amend Senate
Bill 1072 regarding transit compe-
tition: 

Section 5323 is amended by
striking subsection (d)(2)and
adding at the end of subsection (d)
the following—substituting in lieu
thereof the following new subsec-
tion:

“(d) Conditions on Bus
Transportation Service. —
Financial assistance under this
chapter may be used to buy or
operate a bus only if the recipient
agrees to comply with the follow-
ing conditions on bus transporta-
tion service.

“(12)(A)(A) Except for sub-
paragraph (B), A recipient may
provide incidental charter bus
service only within its lawful serv-
ice area to fulfill charter bus service
needs that are beyond the capacity
of private operators and only under
the following procedures -

“(i) on an annual basis, the
recipient shall publish by electron-
ic and other appropriate means a
notice indicating its intent to offer
incidental charter bus service
within its lawful service area and

soliciting notices from private bus
operators that also wish to appear
on a list of carriers offering charter
bus service in that service area;

“(ii) a private bus operator
that wants to appear on a list of
carriers offering charter bus serv-
ice in such service area must noti-
fy the recipient in that area on an
annual basis;

“(iii) when a recipient receives
a request for charter bus service, as
soon as practicable the recipient
must notify in an electronic format
the private bus operators listed as
offering charter service in that
service area with the name and
contact information of the
requestor and the nature of the
charter service request; and

“(iv) if no private bus operator
indicates it is willing and able to
provide the service within a 72-
hour period from the receipt of
such notice, then the recipient
may offer to provide the charter
bus service;

“(B) A recipient that operates
2,000 or fewer vehicles in fixed-
route peak hour service may pro-
vide incidental charter bus trans-
portation directly to — 

“(i) local governments; provid-

ed, that local governments shall
not become the broker for charter
bus service for conventions, sport-
ing events or other large-scale
charter service opportunities
unless the procedures of subpara-
graph 2(A) above are met, nor
shall this exception disrupt private
operators from providing school
activity services; and

“(ii) social service entities with
limited resources; provided, that
private bus operators shall not be
displaced from existing opportuni-
ties to provide such service.

“(BC) Service by a recipient
to irregularly scheduled events,
where the service is conducted in
whole or in part outside the serv-
ice area of the recipient, regard-
less of whether the service is con-
tracted for individually with pas-
sengers, is subject to a rebuttable
presumption that such service is
charter service; provided that this
presumption shall not apply if the
service is commuter service.

“(CD) If the Secretary deter-
mines that a violation relating to
the provision of charter service
has occurred, the Secretary shall
correct the violation.  The
Secretary shall be authorized to

issue orders to recipients to cease
and desist in such actions, and
such orders shall be binding upon
the parties. 

If a recipient fails to correct a
violation within 60 days of
receipt of a notice of violation
from the Secretary, the Secretary
shall withhold up to five percent
(5%) of the financial assistance
available to the recipient under
this chapter for the next fiscal
year, or up to $200,000, whichev-
er is lesser.

“(DE) Complaints about viola-
tions of charter bus by recipients
shall be considered under the fol-
lowing procedures:

“(i) a complaint must be sub-
mitted to the Regional
Administrator of the Federal
Transit Administration, who shall
provide a reasonable opportunity
for the recipient to respond to the
complaint, and an opportunity for
an informal hearing, and then
shall issue a written decision with-
in  60 days after the parties have
completed their submissions;

“(ii) the decision of the
Regional Administrator may be
appealed to a panel comprised of
the Federal Transit Administrator

and personnel in the Office of the
Secretary of Transportation and/or
other persons with expertise in sur-
face passenger transportation
issues, which panel shall consider
the complaint de novo on all issues
of fact and law;

“(iii) the appeals panel shall
issue a written decision on an
appeal within 60 days after the
completion of submissions, and
that decision shall be the final
order of the agency and subject to
judicial review in district court;

“(EF) Within one year from the
date of enactment of this Act, the
Secretary shall complete a rule-
making to amend the regulations
implementing this subsection.

“(23) Within one year from
date of enactment of this Act, the
Secretary shall complete a rule-
making that would impose restric-
tions, procedures and remedies in
connection with sightseeing serv-
ice by a recipient.”

“(34) The Secretary shall make
all written decisions, guidance and
other pertinent materials relating
to the procedures in this subsec-
tion available to the public in elec-
tronic and other appropriate for-
mats in a timely manner.”

no trust by private operators that
they will produce a rule in our
favor,” said the United Motor-
coach Association in a “critical
legislative alert” sent to its mem-
bers. 

In other words, allowing the
FTA to issue new federal charter
rules is the equivalent to letting
the fox guard the hen house. 

UMA and a coalition of organ-
izations that includes the
California Bus Association, the
International Motorcoach Group,
the Trailways Association, the
American Bus Association, the
Minority Bus Owners Association,
the National School Transporta-
tion Association and several state
associations, are urging their mem-
bers to send faxes or letters to
House Transportation Committee
members, asking them to support

substitute legislative language
(which is printed above). 

Late last month, the coalition
recruited New York Congress-
woman Sue Kelly, a senior
Republican member of the House
Transportation Committee, to
carry the ball for the industry dur-
ing committee consideration of
the bill. 

Additionally, Tom Sorrells,
president and CEO of MCI, met
with the chairman of the House
Transportation and Infrastructure
Committee, Rep. Don Young, R-
Alaska, to discuss the federal char-
ter service rules and other coach
industry issues. Young reportedly
said encouraging things about the
transit competition issue.

There are two specific loop-
holes in the current highway legis-
lation that the public transit oper-
ators want. These would:

• Grant transit agencies the
unprecedented right to serve the

charter needs of the entire non-
profit sector (local governments,
schools and social service entities
of “limited resources”), and

• Allow transit agencies the
right to act as “brokers” between
motorcoach operators and their
customers, picking by low bid who
will operate the charter service.      

“At this very moment, public
operators and union lobbyists are
pressuring transportation commit-
tee members to accept these new
public sector rights included in the
Senate transportation bill,” says
UMA.    

When writing to congressional
representatives concerning the
issue, letters, faxes and e-mails
should contain a copy of the sub-
stitute language. 

Guidelines for letters on the
issue, as well as a list of key con-
gressmen and women, are con-
tained in the March 15 issue of Bus
& Motorcoach News.

Charter rules
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MUNCIE, Ind. - Muncie Transit Supply
announced that Joe Gibson has joined the
company and its management team as vice
president of sales and marketing.

Gibson comes to Muncie with more
than 25 years experience in the bus indus-

try. His career began with General Motors.
He also has held executive positions with
TMC, Nova Bus and Optima Bus Corp.

Gibson will be responsibility for market-
ing, as well as the company’s six sales
regions in the U.S., plus Canada.

Joe Gibson joins Muncie as VP sales

Joe Gibson
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Tony Funderburg has been
named national sales director of
the International Motor Coach
Group Inc. He will be responsible
for coordinating and directing
sales efforts on behalf of the
coach operators that comprise the
membership of IMG. He comes to
the organization with 10 years of
experience in tourism and travel
sales with the Gatlinburg (Tenn.)
Department of Tourism and the
Fairfield Inn Properties of the
Smokies. He lives in Sevierville,
Tenn.

Setra of North America has
announced the addition of Jack
Farrell as pre-owned coach sales
manager for the Southeast region.
Farrell, who will be based at
Setra’s Sales and Service Center
in Winter Garden, Fla., has more
than three years experience in
the coach industry managing cus-
tomer care activities, including
training, field service and a call

center. Previously, he worked
with the Southeast Pennsylvania
Transportation Authority.  He
has a bachelor’s degree in man-
agement from Rosemont College
in Rosemont, Pa.

Nova Bus has announced the
appointment of Gary Titcombe
as regional sales manager for
Ontario and western Canada, as
well as a portion of the U.S. He is
based in London, Ont. Titcombe

has more than 35 years of experi-
ence in the industry. Nova Bus
also announced the appointment
of Jean-Marc Landry as regional
sales manager for eastern Canada
and northeastern U.S. Landry
joins Nova Bus in anticipation of
the retirement of Dennis Varden,
who has been with Nova Bus and
its predecessor companies for 36
years. Landry will be based at
Nova Bus’ factory in St.Eustache,

Quebec. He has extensive cus-
tomer management experience in
the automotive industry, where
he worked for more than 20 years. 

Randy Fiveash has been
appointed commissioner of travel
for the state of Kentucky. Fiveash
most recently was executive
director of the National Tourism
Foundation, an educational and
research affiliate of the National
Tour Association. He previously

was president and CEO of the
Branson Lakes Area Chamber of
Commerce and Visitors Bureau in
Branson, Mo.

Mitch Sussman, chairman of
Starr Tours in Trenton, N.J., has
been appointed to the board of
trustees of the National Tourism
Foundation. The foundation is a
nonprofit organization that sup-
ports research and education in
travel and tourism.

People

parking restrictions on Home
Front Drive. Additional tour bus
pick-up spaces are available curb-
side on eastbound Constitution
Avenue between 17th and 18th
Streets NW during non-rush
hours.  

Operators can visit the District
of Columbia Department of
Transportation Web site,
www.ddot.dc.gov, for more tour bus
pick-up, drop-off and parking
information throughout Washing-
ton, D.C., including the National
Mall and memorial parks area.

During the busy spring and
summer visitor season, the Park
Service is recommending tour bus
operators use drop-off areas adja-
cent to many of the memorials for
visits to more than one site. Tour
groups are encouraged to walk
between the WWII Memorial and
close-by sites such as the
Washington Monument, the
Lincoln Memorial, the Korean
War Memorial and the Vietnam
Veterans Memorial.

For more information about all
of the memorials, visit the
National Mall and Memorial Parks
Web site at www.nps.gov/nacc.

The World War II Memorial
commemorates the sacrifice and
celebrates the victory of the WWII
generation.  A “soft” opening of
the memorial is tentatively
planned for later this month, with
the official dedication scheduled
for Saturday, May 29.  

WWII Memorial
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With a significantly lower price point than competitive coaches,
the all new Express multipurpose coach has been
engineered from the ground up to deliver
exceptional performance and value in
the commuter coach and shuttle mar-
kets. The Express doesn’t compromise
on quality either. Available in two
lengths–40 and 45 feet–this American
made coach is loaded with the very latest
performance and safety features demanded 
by North American operators.

With seating for up to 55 passengers, the Express is 12-year
Altoona designed and possesses the versatility to handle 

virtually any application and environment.
An all stainless steel construction guarantees 

structural integrity. The independent 
front suspension system delivers 

improved maneuverability. The
ergonomic driver area is designed for
convenience. And the panoramic insulated
windows and wide passenger seats ensure
rider comfort.

When you consider the cost savings, durability, comfort,
driveability and overall value of the Express, you’ll realize this is
one coach you can’t afford to pass up.

To learn more about the Express contact 
Blue Bird Coachworks at 1-800-486-7122.

www.blue-bird.com

Blue Bird Corporation, Coachworks Division, One Wanderlodge Way, Fort Valley, GA 31030

BLUE BIRD

Coachworks®

Loaded with everything except the high price tag.


