
WILMETTE, Ill. — Gerald ‘Jerry’
Hausman, an icon in the motorcoach industry
who established what is today the largest new
and pre-owned coach sales and service network
in North America, died last month at the age
of 82. 

Mr. Hausman founded Hausman Bus Sales
in the Chicago area in the late 1940s and it
formed the basis for what grew into Motor
Coach Industries’ sales and service center
operation. 

Mr. Hausman was a self-made man who

was said to be happiest when doing business
and helping others in the motorcoach industry.
He was widely respected for the way he did
business but, at the same time, he was for some
a difficult man to love because of his failure to
graduate from charm school.

Last year, as the American Bus Association
was establishing its inaugural Lifetime
Achievement Award, it asked the industry to
nominate individuals who had had a major
impact on the industry and helped shape it. Two
individuals emerged from the process, the late

Peter L. Picknelly of
Peter Pan Bus Lines
and Gerald Hausman.

ABA presented the
award at its annual
Marketplace in late
January.

Although he had
many interests, the bus
industry was clearly
No. 1 in his heart. For
decades, he was the

Operators urged to dig into transit activities
Motorcoach operators need to

become more aware of the activi-
ties of their local public transit
agencies if they ever expect to
gain an upper hand in their run-
ning battle over charter work per-
formed by the local transit system.

That’s the advice of Gladys
Gillis, owner of Starline Transpor-
tation in Seattle, board member of
the United Motorcoach Associa-
tion, and player in the industry’s
effort to bring an end to the prac-
tice of transit agencies taking
charter business that legally be-
longs to private operators.

“It should be relevant in every
region this year as the new charter
rules roll out,” she said, referring
to new charter bus regulations the

Federal Transit Administration
plans to issue.

The motorcoach industry
helped draft the regulations as part
of a negotiated rulemaking proc-
ess and some participants believe
the final version of the regulations
will give the industry some relief
in its run-ins with transit agencies
over charters.

Still, Gillis, who served on the
rule-making committee, warned
that even after the new regulations
become effective, motorcoach op-
erators will need to remain vigi-
lant in keeping tabs on the activi-
ties of transit agencies.

A good way to do it, she sug-
gested, is for the industry to devel-
op a formula or game plan that

will guide operators across the
country on how to become in-
volved in the transit planning
process in their area, which would
give them a front-row seat in the
operations of their transit agency. 

Regional or metropolitan tran-
sit planning boards, commissions
and authorities — they come in
several different names — devel-
op short- and long-term transit
plans and discuss everything from
funding to budgets to route struc-
tures.

They generally are made up of
representatives of the various
communities the transit agency
serves, although many of them
also have private citizens, state
officials and others as part of their

make up. 
Their meetings are open to the

public and they are required by the
FTA and the Federal Highway
Administration to give private car-
riers an opportunity to be involved
in the early stages of the plan
development and update processes.

Gillis envisions a game plan
applicable to operators every-
where that details how they can
become involved in the planning
process, the type of activities they
should look for, the questions they
should ask when attending meet-
ings, and steps they should take if
they discover charter violations.

She suggested that elements of
the plan could include recom-
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Bus and Motorcoach Academy is now open
ALEXANDRIA, Va. — The

Bus and Motorcoach Academy, the
on-line continuing education
school launched by the United Mo-
torcoach Association specifically
for coach operators and drivers, is
open for business.

Owners and managers can sign
up now for any of five, five-week
on-line business classes being of-
fered by the academy’s newly des-
ignated Clarence Cornell School of
Business.

The classes, which begin Aug. 5,

will be conducted over the Internet,
giving operators the opportunity to
sharpen their business skills with-
out leaving their offices or homes.

Classes for drivers are expected
to begin soon, although enrollment
and class starting dates have not yet
been set. 

UMA, which is partnering with
the College of Southern Maryland
to host the academy, developed the
academy so bus operators — espe-
cially those who run small compa-
nies — could broaden their busi-

ness knowledge and create new
opportunities for improving and
growing their businesses. (See Feb.
1 and Feb. 15 issues of Bus &
Motorcoach News.)

In addition, operators who
complete the courses could see
some side benefits as well, includ-
ing reductions in their insurance
premiums and lower financing
costs, according to UMA Vice
President Ken Presley, who helped
develop the academy. 

The classes being offered by the

Cornell business school are: Busi-
ness and Marketing 1, Business and
Marketing 2, Financial Manage-
ment, Human Resources, and
Safety Compliance. Students who
complete all five courses will be
awarded an Accredited Passenger
Transportation Operator certificate.

Unlike some on-line classes
that can be completed at a student’s
leisure, the business courses will
have specific timelines and bench-
marks that will put students on

Long-time industry icon Jerry Hausman dies

ALBANY, N.Y. — New York
Mayor Michael Bloomberg’s
ambitious and contentious plan to
charge cars, trucks and buses to
enter Manhattan below 86th
Street was shot down by the state
assembly during the closing
hours of its 2007 general session
late last month. 

Bloomberg’s idea for vehicle
fees, known as congestion pric-
ing, was part of a broad plan
being pushed by the mayor to
improve air quality and ease traf-
fic in the nation’s biggest city.

However, before any plan is
adopted by the city, the state leg-
islature must approve it, and the
concept faced particularly strong
opposition from General Assem-
bly Democrats.

They raised concerns the plan
would increase traffic in some
neighborhoods and hurt poor and
middle-income drivers in other
boroughs.

Even stop-gap legislation that
would have created a commission
to study how revenue from the
program would be used, the
impact of traffic on communities
outside central Manhattan, and
ways the rules would be enforced
couldn’t win approval. 

City officials say they’re
hopeful the plan can still be sal-
vaged during a special session of
the legislature, though it seems
unlikely one could come together
in time to meet a deadline of later
this month for federal aid.

In the days leading up to the
close of the legislative session,
Bloomberg announced a change
in his congestion proposal, saying
trucks (and presumably buses)
that meet 2007 federal engine
emission standards, or have been

NYC congestion
fee shot down by
state lawmakers
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www.abc-companies.com

One-owner transit units now available for sale or lease 

16 2004 GCA 2038RE two-door equipped transit service buses
IMMEDIATELY AVAILABLE featuring:

• Cummins 245 HP
• Allison B300
• DVD player AM/FM CD player 

with 4 speakers
• 6 monitors
• LED exterior lights
• Ricon instep lift package with 

2 tie downs and ABA lighting
• Electromagnetic front LED 

destination sign
• Underfloor luggage compartment
• Carrier rooftop 310 system air conditioning

Used vehicle sold “as-is.” No warranties expressed or implied.

43 transit seats with padded inserts.
Standees available.

Phone John Oakman at ABC Companies, 1-800-222-2871, ext. 7104
or by email, joakman@abc-companies.com

2-DOOR SHUTTLE
ADA TRANSITS

A
F L E E T  F O R W A R D  T R A N S P O R T S O L U T I O N S

* Used vehicle sold “as-is.” See limited warranty details.
To qualified customers, see Account Representative for 
terms and conditions.

www.abc-companies.com

One-owner transit units now available for sale or lease *

70 1997 NABI Model 416-09, 40’ – 102’’ wide two-door equipped transit
service buses IMMEDIATELY AVAILABLE featuring:

NABI ADA TRANSIT
BUSES FOR SALE

• Detroit Diesel 
low-emission series 50

• Allison B400 5-speed
• Amerex Fire Suppression System
• 43 passenger with standees –

mar-resistant seats
• Lift-U-Wheelchair Lift (Front Door)
• Front bumper mounted Sportsworks 

2-position bicycle rack
• Luminator flip dot destination signs
• New AC systems T1 Thermo King – 2-year warranty
• 90 day limited engine and transmission warranty
• Like new condition – operated on the West Coast

Phone John Oakman at ABC Companies, 1-800-222-2871, ext. 7104
or by email, joakman@abc-companies.com
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PRE-OWNED PARTS
FROM THE NATION’S #1 LEADER IN
PRE-OWNED EQUIPMENT SALES!

Now you can expect speedy turnaround,
great discounts and our signature ABC customer service
for all your pre-owned parts needs.

Call Dean Gregor, toll free at 1-800-222-2875, ext.129 for information and parts orders today.

Now Available —

ABC Companies proudly introduces our newest line of pre-owned parts 
and components for full- and mid-size coach equipment. We’re expanding 
our parts and service network to support your fleet with unique values that 
make sense for your bottom line.

n Hundreds of good used/serviceable 
and core parts for Van Hool, MCI, 
Prevost and more

n Savings up to 50% and 
deep discounts available

PREVOST

BAGGAGE COMPARTMENT DOORS

VAN HOOL

MCI

P

Robert’s employees become owners, too
HONOLULU — Robert’s

Hawaii, the largest and oldest
motorcoach tour operator and pas-
senger transportation company in
Hawaii, has announced a partial
transfer of company ownership to
its employees through an Em-
ployee Stock Ownership Plan.

Under the transaction, Robert
Iwamoto Jr., chief executive and
son of the founder of Robert’s
Hawaii, and his partners are trans-
ferring 43.5 percent of the compa-
ny to 1,405 employees, making
them co-owners of the business.

Company President Neil Take-
kawa continues to manage the
company.

“After considering a wide
range of alternatives, I have come
to the conclusion that ESOP is a

perfect way to contribute to
(Robert’s Hawaii) development
without limiting its future capital-
ization opportunities,” said Iwa-
moto. “I am excited to offer this
great benefit to our employees”
(that will allow them) “to share in
the company’s continued growth.

“Our employees are a tremen-
dous part of RHI’s achievements,”
Iwamoto continued. “Sharing own-
ership with them will not only
reward their contribution but also
provide incentives for their contin-
ued dedication.”

Introduced by Congress 35
years ago, leveraged ESOPs —
which transfer ownership interest
in a company to employees — give
companies a tool to create alterna-
tive liquidity and access to tax ben-

efits, while seemingly aligning
employer and employee interests
and creating valuable incentives
for employees. Corporate Solu-
tions Group, a New York invest-
ment banking firm, designed and
implemented the transaction.

Founded 66 years ago by
Robert Iwamoto Sr., Robert’s
Hawaii has grown from a small,
family-run business into a profes-
sionally managed, diversified
transportation, tourism and enter-
tainment company. It operates
roughly 280 buses, including 190
motorcoaches, making it the 11th
largest coach operator in the U.S.,
according to Metro magazine.

Robert’s delivers sightseeing
tours and excursions around Ha-
waii’s four largest islands.

Wabtec acquires Ricon Corp.,
expects good strategic fit

Popular parking spot lost in San Francisco
SAN FRANCISCO — The city

has closed a street behind the old
U.S. Mint that was a popular spot
for “out-of-town” buses to park.

Mike Waters of Coach America
reports that Jessie Street, behind
the Old Mint between 5th and
Mission streets, has been closed to
tour buses and other traffic.

The street is being rebuilt as a

pedestrian plaza that’s scheduled to
open in September.

Waters said that alternate tour
bus parking is available near the
San Francisco Bay Bridge at Pier 30. 

For general information on tour
bus parking in San Francisco, see
the current edition of the San
Francisco Convention and Visitors
Bureau Motorcoach Update. To

find it, go to: www.sfcvb.org, click
on Travel Trade, click on Reference
Materials, scroll down to Motor-
coach Update, click on the Motor-
coach Update icon.

Other information is available
from Jerry Robbins at the San
Francisco Department of Parking
and Traffic at (415) 701-4490, or
see www.mintplazasf.org.

WILMERDING, Pa. — Wab-
tec Corporation has acquired Ricon
Corporation, the leading manufac-
turer of wheelchair lifts and ramps
for motorcoaches, as well as transit,
shuttle and school buses.

The purchase price was $73.5
million, including debt repayment.

Wabtec acquired Ricon from
Cravey, Green & Whalen Inc., a
private equity investment firm
based in Atlanta. The investment
company had owned Ricon for the
past four and one-half years.

Bill Baldwin remains president
of Ricon.

Based in Panorama City, Calif.,
Ricon has annual sales of about
$70 million. Wabtec said it expects
the transaction to contribute to its
earnings this year and that Ricon
will continue to grow and develop
because of strong government
spending and regulations that
require accessibility products. 

“Ricon’s world-class products
are  a  s t rong s t ra tegic  f i t  for
Wabtec,” said Albert J. Neupaver,
Wabtec’s president and chief execu-
tive. “The company complements
our existing presence in the transit
bus market, where our Vapor Bus
division is the leading provider of

components and assemblies for
door operating systems.

Ricon has been supplying
wheelchair lifts and other mobility
improvement products for more
than 35 years. Its Mirage under-
floor lift has long been used by
motorcoach operators, while its
BayLift remains one of the coach
industry’s favorite wheelchair lifts. 

Ricon sells its lifts and ramps
throughout North America, Europe
and the United Kingdom for use on
buses and rail cars. Additionally,
the company markets anti-graffiti
windows.

Wabtec Corporation, or West-
inghouse Air Brake Technologies
Co., as it is formally known, is also
known to the bus and RV markets
through its Microphor and Young
Touchstone units, which make san-
itation and cooling systems,
respectively.

The company has about 40
manufacturing plants, service cen-
ters and sales offices in the United
States, Canada, Mexico, Europe,
Asia, Australia and South America
for its rail, transit, marine, power
generation, off-highway equipment
and industrial products. Annual
sales are in excess of $1 billion.
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Texas governor
vetoes school
bus idling bill

AUSTIN, Texas — Gov. Rick
Perry has vetoed a bill that would
prohibit diesel-powered school
buses from idling while parked at
a school or a school-related
event.

In issuing the veto, Perry said
school administrators should
focus on more pressing issues,
such as operating after-school
programs and after-hours tutoring
services.

“If schools believe they
should also regulate and enforce
school bus idling polices, I think
they should do so, not because it
is mandated by the state, but
because they have chosen to do
so as a matter of policy decided
on the local level,” Perry said. 

Audit: SafeStat data improving, can be better
WASHINGTON — Congres-

sional auditors say the Federal
Motor Carrier Safety Administra-
tion has improved the quality of
data in its SafeStat program but
should alter the method it uses for
calculating bus and truck fleet
safety ratings. 

SafeStat, which is used by
FMCSA to determine which bus
and truck operators to target for
safety enforcement actions, has
been the focus of considerable
criticism for years. (See March 1,
2004, Bus & Motorcoach News.)

Both government investigators
and commercial vehicle operators
have challenged the quality of the
program’s data, as well as the way
it generates safety rankings. 

In a reported issued last
month, the Government Account-
ability Office said the FMCSA
could improve its ability to identi-
fy carriers most at risk of having
crashes by 9 percent if it would
use a “binomial regression model”
to analyze raw safety data.
Binomial regression modeling is a
statistical procedure that can be
used for the analysis of data. 

“While SafeStat does a better
job of identifying motor carriers
that pose high crash risks than
does a random selection, regres-
sion models GAO applied do an

even better job,” the report said.
SafeStat currently includes

four pieces of data: driver infor-
mation, vehicle safety informa-
tion, safety management informa-
tion and a company’s crash record.

FMCSA adds the four pieces
together to produce a score, with
the crash piece weighted the heav-
iest. The GAO and other critics
note that the formula never
changes regardless of whether
past crashes are the best predictor
of future ones.

“But in the regression model,
it’s whatever fits best with the
accident,” said Jim Ratzenberger,
GAO assistant director. “It allows
for change over time.”

Using the new statistical for-
mula would mean “more effective
targeting of compliance reviews to
the set of carriers that pose the
greatest crash risks,” GAO said.

The agency said their statisti-
cal model “experienced 9,500
more crashes than those identified
by the SafeStat model over an 18-
month follow-up period.”

That result led the congres-
sional watchdog agency to recom-
mend FMCSA “apply a negative
binomial regression model, such
as the one discussed in this report,
to enhance the current SafeStat
methodology.”

GAO also said it expected
“shortly” to issue a study on how
FMCSA identifies and takes
action against carriers that are
“egregious safety violators” and
“how thoroughly and consistently
FMCSA conducts compliance

reviews.”
While urging the FMCSA to

improve its scoring system, GAO
did acknowledge the federal
agency had made strides.

According to GAO, the medi-
an number of days it took for
states to report crashes dropped
from 225 in 2001 to 57 in 2005,
and the number of crashes report-
ed within 90 days rose to 89 per-
cent in fiscal 2006 from 32 per-
cent in fiscal 2000.

The U.S. Department of Trans-
portation inspector general office
also is conducting a review of
SafeStat’s data accuracy. After a
2004 report by the USDOT in-
spector general, FMCSA removed
the scores generated by SafeStat
from its Web site (See June 15,
2004 Bus & Motorcoach News).

In 2005, GAO said the system
for collecting data had improved,
but the data’s quality still needed
strengthening. 

Last year, FMCSA Adminis-
trator John Hill said he supported
putting the safety rankings back
up for public viewing, but would
wait until the inspector general’s
review. An FMCSA spokeswoman
says Hill “still wants to wait for
the Inspector General report
before making a decision on
reposting the SafeStat scores.”

6-GALLON PAIL

$69 DELIVERED

6-GALLON PAIL

$79 DELIVERED

6-GALLON PAIL

$99 DELIVERED

POT SHOT toilet deodorant is now available in ALL popular dilutions.

CALL TODAY AND START SAVING – (800) 879-8648

‘GAO also is looking at how thoroughly
and consistently FMCSA conducts
compliance reviews.’

Small business
gets tax break 
from Congress

WASHINGTON — President
Bush has signed a bill that
extends and increases a tax bene-
fit for small business investment,
including buying buses and
coaches.

The provision allows small
businesses to deduct the cost of
business property in the year it is
placed in service, instead of
depreciating it over a number of
years.

The tax benefit was to expire
at the end of 2009, but has been
extended through 2010.

In addition, effective immedi-
ately, the amount of property that
may be expensed in this fashion
for a single year has been
increased to $125,000 from
$100,000.

For example, motorcoach pur-
chases of $125,000 would be eli-
gible for expensing right away.

The new law is called the
Small Business and Work Oppor-
tunity Tax Act, H.R. 2206.
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Transits seek
charter firms

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 forward to
provide the service. UMA urges
appropriate operators to take the
time to respond to these notices.

Ashland, Ky. Deadline: July 1,
2007. Write to: Michael R.
Rogers, Mass Transit Superinten-
dent, Ashland Bus System, P.O.
Box 1839, Ashland, KY 41105.
Phone: (606) 327-2025. 

Owensboro, Ky. Deadline:
July 3, 2007. Write to: Louis Lind-
say, Transit Manager, City of
Owensboro, P.O. Box 10003,
Owensboro, KY 42302-9003.
Phone: (270) 687-8570. 

Windham and South Wind-
sor counties, Vt. Deadline: 4 p.m.
July 14, 2007. Write to: Gary Fox,
Executive Director, Connecticut
River Transit Inc., 300 Clinton
St./P.O. Box 68, Springfield, VT
05156. Phone: (802) 885-5165.

Pottstown, Pa. Deadline: July
16, 2007. Write to: Raymond W.
Lopez, Borough of Pottstown, 100
E. High St., Pottstown, PA 19464.
Phone: (610) 970-6500.

Metropolitan Madison, Wis.
Deadline: July 20, 2007. Write to:
Karen J. Meudt, Transit Account-
ant, Madison Metro, 1101 E.
Washington Ave., Madison, WI
52703. Phone: (608) 266-4904.

Leading economic
indicators rise

NEW YORK — The U.S.
Index of Leading Economic Indi-
cators rose in May, the New York-
based Conference Board reported.

The LEI index’s 0.3 percent
rise followed a 0.3 percent decline
in April, the group said.

Economists had forecast a 0.2
percent increase, one news wire
reported.

The index is watched by many
executives because it forecasts
business activity for the next three
to six months.

New registration system moves to get back on track
INDIANAPOLIS — The board

that’s overseeing implementation
of the new United Carrier Registra-
tion Agreement has taken a series
of actions designed to get the pro-
gram back on track and allow
quicker implementation of the sys-
tem once it gets the go ahead from
the federal government.

In a meeting here, the directors
of the Unified Carrier Registration
Agreement approved the latest
draft of the UCRA procedures,
which set out a detailed framework

for the new program and include
instructions for both states and car-
riers on how to register under
UCRA.

It’s anticipated the procedures
will be distributed soon to the
states and then become available to
bus and truck operators.

The board also agreed to han-

dle the work necessary to account
for and manage the redistribution
of the UCRA fees once the partici-
pating states begin collecting them.
The board had earlier considered
farming the job out to a third party,
but decided it would handle the
chore itself.

Finally, the board took steps

that may lead to the early develop-
ment of a national system through
which carriers can self-register for
UCRA and pay their 2007 fees on-
line. Such a system would be
developed by a third party, and
would involve a convenience fee. 

Meanwhile, the new system
that’s replacing the old bingo stamp

program and the Single State
Registration System remains in
limbo until the Federal Motor
Carrier Safety Administration
winds up a rulemaking process that
began in April and possibly could
be completed this summer. (See
May 15 and May 1 issues of Bus &
Motorcoach News.)

We’re thinking of saving you money. Because when
oil is engineered right, your trucks can rack up more
miles between oil changes. Hypuron is uniquely
engineered with a high Total Base Number and low
ash content, so you can safely extend your fleet’s
drains beyond normal intervals. Don’t buy more oil.
Buy more miles. Call 800-255-4417 for more info.
Or checkout castrol.com/hypuron

IT’S MORE THAN JUST OIL. IT’S LIQUID ENGINEERING.
TM

TM

OIL THAT
HELPS
YOU CHANGE
OIL LESS?
WHAT ARE
WE THINKING?
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Public Citizen challenged by court
ALEXANDRIA, Va. — Here’s

one for the books: A federal ap-
peals court says Public Citizen
doesn’t have an automatic right to
sue the National Highway Traffic
Safety Administration over its
rules.

The unusual decision might af-
fect current or future challenges to
federal rules by safety advocates.

In a ruling last month, the U.S.
Court of Appeals for the District of
Columbia, probably the most con-
servative appeals court in the
nation, said Public Citizen may not
have standing to sue the NHTSA,
seeking stronger rules covering
automatic tire pressure monitoring
on autos and light trucks. 

Public Citizen interprets the
federal TREAD Act as requiring
more stringent rules than those
adopted by NHTSA. 

In its opinion, the three-judge
appeals court panel postponed a

decision on Public Citizen’s stand-
ing until the organization files sup-
plemental information.

Judge David Sentelle disagreed
with his colleagues, saying he
would reject standing outright and
not give Public Citizen another
chance to establish standing. 

The appeals court ordered
Public Citizen to file affidavits
addressing whether NHTSA’s rule
creates a substantial increase in the
risk of death, physical injury or
property loss over the interpreta-
tion of the TREAD Act that Public
Citizen has advanced.

In addition, Public Citizen
must address whether the ultimate
risk of harm to which Public Citi-
zen’s members are exposed, includ-
ing whether the increase allegedly
due to NHTSA’s action, is “sub-
stantial” and sufficient “to take a
suit out of the category of the
hypothetical.” 

“In addressing the question
whether the asserted increased-
risk-of-harm qualifies as an injury
in fact, we have properly consid-
ered Public Citizen’s asserted
injury to be the injuries from car
accidents — death, physical injury
and property damage,” the court
ruled.

“Those are concrete and partic-
ularized injuries, and therefore the
primary question for injury-in-fact
purposes is whether such injuries
are imminent for a Public Citizen
member.” 

Public Citizen also is a lead
plaintiff in a lawsuit challenging
the Federal Motor Carrier Safety
Administration’s hours-of-service
regulations and its efforts to open
up the U.S. to Mexican trucks. It’s
unclear, however, whether the
decision in the NHTSA case will
have an impact on the FMCSA lit-
igation.

Gotta love Big Oil
Excuses, excuses, excuses

The New York Times has identi-
fied yet another reason for the oil
industry to keep high fuel prices
high.

And, it’s one the politicians and
others pushing biofuels neglected
to tell us about.

According to an article in the
Times, it appears the expansion of
biofuel development will help keep
fuel prices high because, and here’s
the good part, it’s “causing some
uncertainty in refineries’ output.” 

Oil industry executives told
Congress last year they planned to
expand refinery output by 1.6 mil-
lion to 1.8 million barrels per day
over the next five years, an increase
of 10 percent. 

But those plans have now been

scaled back to 1 million barrels a
day, according to government fig-
ures, the paper said.

Oil execs cite “uncertainty”
caused by the surge in biofuels pro-
duction as a reason for scaling back
refinery plans. 

Refining shortfalls have been
cited as a partial cause of this year’s
run-up in fuel prices, especially
gasoline’s record average of more
than $3.20 a gallon. Diesel’s
national price is around $2.80 a
gallon, according to the U.S.
Energy Department. 

The record gas price is close to
topping the March 1981 inflation-
adjusted record of $1.42 a gallon.
In today’s dollars, that would be the
equivalent of $3.31 a gallon. 

Airline passengers burn
WASHINGTON — And peo-

ple complain about the quality of
intercity bus service.

Two airline passenger advocacy
groups say the national air trans-
portation system is burning with de-
lays — 1 in 4 flights; cancellations
— 1 in 20 flights, and strandings —
8 major incidents in past 6 months.

And, as passenger complaints
rise to new heights, the U.S.
Department of Transportation and
the Federal Aviation Administra-
tion appear to be “fiddling,” say the
Aviation Consumer Action Project
and the Coalition for an Airline
Passengers’ Bill of Rights.

Airline passenger complaints
are now running more than 70 per-
cent higher this year than in 2006,
according to USDOT statistics.

The top three complaints are:
flight delays and cancellations,

mishandled baggage, customer
service and ticketing problems.

Most recent months show big
increases in customer complaints to
USDOT (a 76 percent increase be-
tween April 2006 and April of this
year, an 80 percent indrease for
March, and 50 percent for Feb-
ruary).

One in four flights are now
delayed over 15 minutes, with
extreme weather responsible for
only 5 percent of delays, according
to USDOT numbers. Airline causes
and air traffic congestion are the
major delay reasons.

However, as has been pointed
out in USDOT Inspector General
reports and by airline critics,
USDOT statistics on delays ex-
clude cancelled flights, most
strandings and flight diversions,
thereby underreporting the problem.

N.Y. tax burden highest among states
ALBANY, N.Y. — A new rank-

ing of states according to their per-
capita state and local tax burden
has ranked New York No. 1. 

Following behind the Empire
State are Connecticut, Wyoming,
New Jersey and Massachusetts.

The analysis and ranking was
done by the Public Policy Institute
of the Business Council of New
York State.

The institute calculated the per-
capita state and local tax burden in
New York at $5,770, followed by
$5,383 for Connecticut, $5,246 for
Wyoming, $4,882 for New Jersey
and $4,494 for Massachusetts.

New York’s tax burden is 56
percent above the national average
of $3,699 and 7 percent above that

of No. 2 Connecticut.
Wyoming appears on the list by

virtue of its small population and
large oil and gas severance tax col-
lections.

Ranked Nos. 6-12 were Alaska,
Hawaii, Maryland, Rhode Island,
Vermont, Minnesota and Califor-
nia. All had a per-capita state and
local tax burden of more than
$4,000.

Lowest on the list are Alabama
and Mississippi (tied at $2,564),
followed by Tennessee ($2,682),
and South Dakota ($2,711). 

The report also ranks the states
in terms of per-capita state and
local debt and per-capita state and
local expenditures.

New York’s per-capita property

tax burden was the fourth highest
in the nation at $1,774, 57 percent
above the national average. The
highest per-capita property tax bur-
den belonged to New Jersey at
$2,202.

New York’s per-capita debt bur-
den was third highest in the nation
at $12,107, an increase of 6 percent
over the 2003-2004 per-capita total,
and 74 percent above the national
average.

The Institute also found New
York’s per-capita spending was the
second highest in the nation at
$11,841. That was 48 percent above
the national average of $8,003.

The study is available at
www.bcnys.org/whatsnew/2007/
0514 statelocal.htm.





mending operators pay special attention to
the revenue sources of their transit agency
— other than the routine federal, state and
local financial support they receive. 

“As they look at each line of the revenue
report, they need to ask, ‘what is being paid
for,’” she said.

She said if a line item shows that a busi-
ness is paying the transit agency money, it
could be for an employee shuttle that the
transit agency disguised as a “new” transit
route.

Or, if a school, university or profes-
sional football team is paying for augment-
ed service on game days, that would be a
third-party transaction and should be a
charter run by a private carrier, not public
transit.

When something suspicious or amiss
shows up, she stressed, the operators would
be advised on how to try to take over the
work from the transit agency or how to file

a formal complaint with the FTA.
UMA agrees that operators should be

involved in the planning and other activities
of their transit agencies, and they should not
be expecting the new charter rules to solve
their problems with transit agencies entirely. 

“Although the new rules (will) afford
increased protection for charter operators,
they basically only afford that protection if
the operators are engaged in their local
community transportation needs,” said Ken
Presley, the association’s vice president of
industry relations. 

Presley, in fact, has been taking slide
shows to state motorcoach associations
around the country, urging them to become
more engaged with their local transit agen-
cies, including getting involved in the plan-
ning process and attending meetings of the
governing bodies.

“The big investment for operators is
time and it may prove frustrating for the
average motorcoach operator in the begin-
ning, but in the long haul the investment
will yield profitable business,” he said.
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Transit activities
CONTINUED FROM PAGE 1

track to complete each course in five weeks. 
The software that will be used for the

classes will permit students to communicate
with other students and the teachers.

The cost for each class is $139 for UMA
members and $199 for nonmembers. 

Members can sign up for all five classes

at the same time for a discounted price of
$599. The discount is not available to non-
members.

Meantime, the Motorcoach Driver’s
School also will offer five classes when it
begins, possibly as early as next month. They
are: Driver Qualifications, Vehicle
Maintenance, Safe Driving, Passenger Issues
and Security. Drivers will be issued an
Accredited Motorcoach Driver certificate. 

Bus academy
CONTINUED FROM PAGE 1
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By Dave Millhouser
ABC Companies

8V71… the Model T of bus engines.
For 25 years it was virtually the only

engine available in a motorcoach.
No one complained because it worked. Any

klutz could work on one. (Me, for example.)
Then came choice, followed by confusion. 
Emission regulations, higher fuel costs

and the entry of additional coach manufac-
turers all acted in concert to bring new
engines into the mix. 

So, how do you choose which engine is
best for your operation today? 

There are lots of considerations, but one
overshadows all others.

The BEST engine is ALWAYS the one
with the best local dealer.

These new puppies are increasingly
sophisticated. All are good and none perfect.
Irritating little problems become catastro-
phes when they linger.

A good dealer will fix them in a timely
way, tell you the truth about when to expect
your bus back, and keep you updated on
potential problems before they snuff your
coach.

The engine choice, in the largest order of
coaches in my career, was decided strictly on
the basis of the local dealer’s superior per-
formance.

Engine dealers were important in the past
but will be critical in the future.

As power plants
grow more complex,
other than scheduled
maintenance, you’re
going to have factory
trained people work
on your bus. By most
accounts, the 2007
engines are doing OK
in trucks, better than
expected.

Sadly, coaches aren’t trucks. We cleverly
put the engine in the back, which may
unleash some mischief. Confined spaces,
trapped heat and craftily concealed compo-
nents may cause parts that work OK in the
front of a vehicle to fail in the rear.

It’s sorta like putting your pants on back-
wards. The coach manufacturer’s engineering
installation is as important as the engine
itself.

If you’re lucky and have several good
dealers nearby, then consider the engine
builders’ regional and national networks.
Competence matters, but it’s as important
that they be “bus friendly.” It does matter
how skilled they are but if they won’t work
on your coach in a timely matter then their
skills become less important. A 24-hour
emergency hot line is a nice touch. But here’s
a suggestion: you might even try a “test” call.

Keep in mind that the engine builders
leapfrog each other. The one that is doing
best to meet the current standards may be

bested in the next generation. Superior tech-
nology may be less important than consistent
effort at support.

Assuming every dealer is perfect, here
are two other things to look at:

How expensive are parts and repairs, as
well as rebuilt units? Some high mileage op-
erators are seeing measurable differences be-
tween brands. Look at regular maintenance
costs, like oil change intervals, filters and
any specialized fluids that might add cost. 

What does the extended warranty cost
and what does it cover? Read the warranty
because there may be some surprises. After
you’ve read it, buy it. Surprises or not, the
new technology is tricky enough that you’ll
want to share the risk with the manufacturer.

Your engine choice also may impact
resale. Generally, a used-coach buyer won’t
pay more for a particular engine but may
ignore your coach in favor of another with
the engine he prefers. It’s best to be in tune
with the market.

Just to confuse you, new engine builders
are entering the market. It’s a part of the ver-
tical integration process, where multination-
al vehicle manufacturers are moving towards
using their own components wherever possi-
ble.

European builders have extensive experi-
ence meeting stringent emissions standards,
so their engines should be good. Time will
tell whether they’ll be able to get their truck
dealers to embrace motorcoaches. 

Coach operators tend to have strong feel-
ings about engines, so it’s unlikely that the
new power plants will be forced into the mar-
ket. You’ll be offered choices initially.

The factors in choosing a transmission
almost mirror engine considerations, with
two exceptions. There seems to be a notice-
able difference in the cost of operating a true
automatic versus a computer-shifted manual.
Reduced maintenance and fuel consumption,
as well as improved brake and tire wear, are
strengths of the “manual”.

On the other hand, the “true” automatic
gives a smoother ride, accelerates better, and
requires less driver training. Most drivers
prefer it, and it thrives in “stop-and-go” envi-
ronments. Your choice should be influenced
by the kind of work your coaches do.

Drive trains will continue to grow more
complex… reliability will generally improve
but when they break you’re going to need
dealers to fix them. 

If you think it’s complicated now, wait a
few years.

In some parts of the world, the coach
itself automatically calls the manufacturer
when it has a problem.

Other buses sense when a driver is lost
and contact the boss.

Best guess is the next-generation bus
won’t let me in the door.

Dave Millhouser is an account repre-
sentative for ABC Companies. Contact him
at: dmillhouser@abc-companies.com.

Dave Millhouser

The ‘drive-train decision’: More critical than ever
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HUDSON RIVER CORPORATION
Call toll free: 1-866-LAV-DUMP | Fax: 1-201-420-3322

DDuummpp
CCLLEEAANN......

DDuummpp
LLEEGGAALL!!

L avatory dump hopper is assembled and ready
to install in your existing sewer system. Its
cover plate is easily rolled back with the

remover tool. Each of your service lanes can easily be
equipped with this time-saving unit, which has been the
industry standard for over thirty years. All major credit
cards accepted.

Call 1-866-LAV-DUMP or email
lavdump@yahoo.com for additional information.

WASHROOM WASTE DISPOSAL UNIT
Installs directly into your
existing sewer system!

Washroom
waste is
removed
quickly,
easily and
safely

CHARTER

Supplying the Transportation Industry with
Used, Serviceable & Rebuildable Bus Parts

for Over 25 Years!

VOLUME DISCOUNTS • PRIDE IN PERFORMANCE
DEEP DISCOUNTS!

on all Detroit Diesel & Allison
Transmissions

SAVE MONEY ~ SAVE TIME
We sell good running qualified bus components.

NO RISK PURCHASE PLAN
We unconditionally guarantee our customers satisfaction.

973 589-9265 • Toll Free 800-526-8055
FAX 973-589-2253 • P.O. BOX 5157 • NEWARK, NJ 07105

www.nimcobus.com

WE ALSO STOCK
• Front and Rear Axle Parts • Engine Accessories
• Alternators and other Electrical Components
• Air Conditioning Components • Body Parts

We Buy & Sell Buses. . . Call for a Quote

Escrow program
offered by NTA

LEXINGTON, Ky. — The Na-
tional Tour Association has
launched a pilot escrow program
that provides financial protection
for group travel deposits. 

The NTA said its Travel Funds
Protection Plan protects deposited
travel funds and also provides ben-
efits to tour operators, travel agents
and their customers, and suppliers
of ground transportation.

Pre-payments and deposits to
providers of travel services are
allowed under the plan. NTA says
it’s the only consumer protection
plan approved by the California
Seller of Travel Law.

The program is with National
City Bank and will be promoted as
the Travel Funds Protection Plan to
NTA members. 

“As the premier association for
packaged travel, NTA strives to
provide its members with resources
to strengthen their business,” said
NTA Chairman Randy Julian.For
information, contact David
Valpredo at National City Bank.
Phone (248) 729-8375, or e-mail
david.valpredo@nationalcity.com.

DaimlerChrysler unveils new Dodge Sprinter
GREENSBORO, N.C. —

Beginning this quarter, Daimler-
Chrysler Buses North America is
taking the wraps off its newly
redesigned Dodge Sprinter shuttle
bus that now has room for 15 pas-
sengers.

“The standard just got better,”
said Patrick Scully, chief commer-
cial officer of DaimlerChrysler
Commercial Buses North America.

“The all-new, super-sized
Sprinter shuttle bus simply increas-
es the versatility of the vehicle,
while continuing to offer best-in-
class fuel economy and unmatched
ride and maneuverability.” 

The Sprinter offers a wide vari-
ety of usage capabilities, from
shuttle service to small-group char-
ters, Scully added.

The redesign of the formerly
boxy Sprinter succeeded in giving
it a much more streamlined and
contemporary look which Daimler-
Chrysler says will broaden its
appeal to consumers.

The new styling begins with a
continuous sidewall line that rises
and widens from front to rear, giv-
ing the vehicle a look of forward
movement. The side design is dom-

inated by body accents that extend
from the front and rear bumpers.

The rain channel has been inte-
grated into the roof and the wide
side rub panels are designed to
reinforce the sense of visual unity. 

From the rear, the 2007 Dodge
Sprinter makes a clear break from
conventional van design. The rear
lights blend with the lines of the
vehicle. Lower parts of the side-
walls, bumpers and rear doors have
a pronounced taper without sacri-
ficing load space. 

With an increased length of 30
inches — now 289 inches long; an
increased width of 1.5 inches —
now 78.5 inches; and an increased
height of 3 inches — now 78.5, the
Sprinter shuttle has grown to add
not only passengers but also in-
creased cabin comfort.

The ’07 Sprinter is powered by
an all-new, high-performance 3.0-
liter turbo diesel V-6 engine, with
154 horsepower. The engine has an
aluminum block and two overhead
camshafts per cylinder. The engine
weighs a modest 530 pounds.

The low-emissions engine comes
with a standard particulate filter.
This is the first time a diesel partic-

ulate filter has been fitted as stand-
ard in the Sprinter’s weight class. 

The Sprinter is equipped with a
standard five-speed automatic
transmission.

The driver area also has been
redesigned. It features a height and
tilt-adjustable steering column.

The center console contains the
controls for the entertainment cen-
ter, air conditioning and heating
systems, hazard warning light
switch, a note holder, a 12-volt

socket and two cup holders. 
New larger integrated wide-

angle mirrors provide the driver
greater rear visibility. 

The Sprinter, which has been
available in North America since
2004, is marketed as a true small
bus — not a cargo van with seats or
a van chassis with a bus body. It
will now seat up to 15 passengers
in a variety of configurations. 

For more information, go to
www.dcbusna.com.

The upgraded Dodge Sprinter has a new exterior, lighter-weight engine
and room for more passengers. 
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David Schmidt has been
appointed director, coach division,
of Prevost Car, with responsibility
for new coach sales.

Schmidt, who joined Prevost as
a regional sales manager in 1987,
will implement trade-in, lease and
brokerage strategies, as well as di-
rect all sales activities for the coach
division, reporting to Dann Wiltgen,
vice president coach sales. Wiltgen
announced the appointment.

Schmidt also will coordinate
development of new customers and
markets within the industry, and
lead Prevost’s dedicated team of
regional sales managers. He will
continue to be based in Telford, Pa.

Schmidt holds a bachelor’s
degree from Dickinson College in
Carlisle, Pa., and has worked in the
bus industry for nearly 40 years.

“Dave brings with him…deep

knowledge of products and cus-
tomers,” said Wiltgen. “His solid
background will ensure continued
success in his new position.” 

DaimlerChrysler Commer-

cial Buses North America an-
nounced the appointment of Tom
Jamiolkowski as facility supervisor
of its bus and coach service center
in Secaucus, N.J.

The Secaucus facility provides
maintenance and repair services for
all bus and motorcoach brande,
including the company’s own Setra,
Orion and Sprinter brands. Jamiol-
kowski will report to Steve Batho,
director of customer service for Orion.

Jamiolkowski has service man-
agement experience in buses, sup-
ported by multiple certifications,
including heavy-duty truck/diesel
technician; ASE brakes, drive train,
engines and front-end; CFC han-
dling and recovery-recycling; BAP
air systems, and accreditation from
Engine City. 

“Tom’s background and exten-
sive knowledge of the service
industry will only enhance our abil-
ity to better serve our customers,”
said Batho. 

David Schmidt Tom Jamiolkowski

People

JULY 2007

9-12 Florida Motorcoach
Association Annual Meeting,
Marriott Key Largo Bay Resort,
Key Largo, Fla. Info: Go to
www.floridamotorcoach.org.

Calendar

Memories
in Black

Music legend Johnny Cash’s
tour bus, a 1979 MC9, was donat-
ed last month to the Rock and
Roll Hall of Fame in Cleveland,
where it will be on display and
occasionally used to shuttle rock
’n roll greats. Cash paid
$553,000 for the 40-foot bus that
was converted by the old Custom
Coach Corp. of Columbus, Ohio.
Cash sold it three months before
he died in 2003. Vintage bus col-
lector Dave Wright bought it on
e-bay last year and sent it to
Creative Mobile Interiors in
Grove City, Ohio, for restoration.
He then loaned it to the Tennessee
Three, Cash’s back-up band, for a
tour that took the group to
Winnipeg where they performed
at the MCI plant. Photographed
inside the coach are MCI em-
ployees, from left, Jackie Mills
and Pat Easton; Tennessee Three
members Bob Wooton, Cash’s
guitarist, and W.S. Holland,
Cash’s drummer; along with
MCI staffers Perla Mendoza,
Wendy McCloy and Bill Keith. 



most recognizable name in the
pre-owned coach sector. But it was
new coach sales where Mr.
Hausman may have had his great-
est impact.

In 1946, Mr. Hausman began
selling used Greyhound coaches.

Within a few years he had devel-
oped a national reputation and by
1968 he began expanding beyond
his Chicago base.

He established sales and serv-
ice centers in California and New
Jersey, and later in Florida and
Mississippi.

The year 1972 was a mile-
stone. That’s when Hausman Bus

Sales began selling new MCI
coaches. At the time, MCI was pri-
marily a supplier to Greyhound
and had a 17 percent share of the
North American market. 

By 1980, Hausman Bus Sales
and MCI led the industry.

Far-reaching contributions
His salesmanship and integrity

shaped the industry, and his contri-
butions paved the way for the lead-
ership position MCI holds today,
noted Tom Sorrells, MCI president
and CEO.

“He was always eager to offer
advice to MCI executives and
industry leaders alike, anytime,”
said Sorrells. “His contributions
are far-reaching. He will be
missed — as a business associate
and as a friend.” 

Along the way, Mr. Hausman
sold his company, which even-
tually ended up in the hands of
Greyhound and then MCI. In 1989,
he officially “retired,” but he hung
on as a consultant at MCI, arriving
at his office at the MCI Sales
Service Center in Des Plaines, Ill.,
by 8 a.m. each morning. 

“My dad had a great work ethic
and a keen mind for business,” said
his son Richard, founder and
owner of Chicago Classic Coach.
“Yet, what really mattered to him
the most were the relationships and
friendships. The relationships my
dad had in business were as impor-
tant as family to him.” 

Mr. Hausmann continued to
foster those relationships long after

he retired when he and an arm load
of Chicago-made Vienna Beef
Salami, rye bread and mustard
became fixtures at major industry
events, like Motorcoach Expo. It is
a tradition MCI has retained. 

Last respects
Mr. Hausman’s funeral attract-

ed a fascinating cross-section of
industry leaders, as well as indi-
viduals Mr. Hausman introduced
to the industry.

Those at tending included
Frank Henry of the Martz Group
and Martz Trailways; Dale Moser

of Coach USA; Robert Iwamoto
Jr. of Robert’s Hawaii; Donald
Ferrone of American Sightseeing
Tours of Chicago; Victor Parra of
the United Motorcoach Associa-
tion; Roman Cornell of ABC
Companies, and the entire execu-
tive team from MCI. 

Also on hand was Carl Ekberg,
representing a whole generation of
coach industry sales executives
who had been hired by Mr.
Hausman, people like John Oak-
man, Skip Neff, Bob Dethloff,
Noel Patterson, Dave Millhouser
and Sandy Baker.

In addition to his son Richard,
Mr. Hausman also is survived by
sons Mike and Sam, and daughter
Bonnie (Ross) Daniels.

Mr. Hausman, who was a vet-
eran of World War II, supported
charities that specialize in aiding
veterans. A memorial has been
established with the Fisher House
Foundation, which is dedicated to
helping military families.

The Fisher House Foundation
is at 1401 Rockville Pike, Ste.
600, Rockville, MD 20852. Or, go
to www.fisherhouse.org.

Gerald Hausman
CONTINUED FROM PAGE 1

New York City
CONTINUED FROM PAGE 1

Shuttle Bus Leasing

1863 Service Court, Riverside, CA 92507
www.ShuttleBusLeasing.com

800-287-7253

Leases Terms Available From 3 Months to 2 Years
High Quality, Transit Shuttle Buses

Over 1000 Buses In Inventory
22' To 60' Models Available

Parking Lot Shuttles ~
Peak Demand CoverageEmployee Shuttling ~

Seasonal Coverage

Top Qual i ty Transit Buses Also

Avai lable for Sale

"Your Solution For Shuttling & Fixed Route Contracting"

USED COACHES FOR SALE

Financing available with approved credit through Advantage Funding
Contact dmorgan@advantagefunding.us or call Dan at 508-889-8767

Go to www.cazlimo.com or e-mail paul@cazlimo.com or call Paul at 315-750-5400

2–1998 Van Hool T940 M11 – B500 one with 403K
miles and 383K miles (still in service) new white paint, SS
wheel covers, DVD/VCR/XM radios, one with two booths,
excellent looking and running vehicles. $135K each

1996 Van Hool T840 407 K miles (still in service) M11
– B500 with 150K miles, newer turbo and, radiator and
cooler, reduced 40 pass seating for executive class,
(extra seats available), rear galley, rear coat closet, SS
wheel covers, seat trays, foot rests, DVD/VCR/XM
radio, nice paint and great runner. $110K

1997 Van Hool T940 51 pass. 483K miles (still in service). M-11plus – new B500, radiator
and cooler – less than 5k, new turbo last year, nice paint and graphics, SS steel wheel
covers, custom window shades, two rear booth with rear facing TV, seat trays, foot rests,
AC/DC power at booth, DVD/VCR/XM radio. Very Clean and excellent running. $115K

2000 Bluebird LTC 40 – 21
pass. executive motor coach
with 300K miles on a Cum-
mins with B-500, deluxe lav,
rear galley, refrig., 2+1 luxury
leather reclining seats, 5
channel audio at each seat,
DVD/ VCR/XM radio, forward
coat closet, forward magazine

rack, AC/DC power at every seat, dark tinted side thermo-
glass with translucent shades, aluminium wheels, new
paint, great heat and A/C. Excellent condition. $139,900

2000 LTC 40 exec-
utive 21 pass. 40
foot motor coach,
Cummins/ B500 –
300K miles, galley,
refrig., 2+1 luxury
reclining leather
seats, AC/DC at
every seat, luxury
lav, forward coat closet and magazine rack.
Very nice corporate/exec bus. $139,900
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J.J. Keller dies at 88;
wizard of gov’t rules

VINLAND, Wis. — J.J.
Keller, who with his late wife
Ethel invented the profession of
helping truck and bus operators
cope with reams of government
regulations, has died. He was 88.

Mr. Keller founded the com-
pany bearing his name, J.J. Keller
& Associates, in 1953 and built it
into a giant in the commercial
vehicle and regulatory industry.
At the time of his death he was
chairman emeritus.

The company, with headquar-
ters in Vinland, employs more
than 1,100 people. The Keller
publishing, printing and service
operation has more than 300,000
customers, and offers more than
6,000 products.

Mr. Keller will leave nearly
$80 million to the J.J. Keller
Foundation, a philanthropic organ-
ization, according to his son, Rob-
ert Keller, chairman and chief ex-
ecutive of J.J. Keller & Associates. 

He has been honored a num-
ber of times during the past 15
years for his charitable efforts.

In addition to his son Robert,
Mr. Keller is survived by his son
James, who is president and chief
operating officer of Keller &
Associates.

Memorial gifts should be
directed to the John J. & Ethel D.
Keller Donor-Advised Fund at the
Community Foundation for the
Fox Valley Region Inc., P.O. Box
563, Appleton, WI 54912-0563. 

retrofitted with emission-reducing
technology, would be charged $7
to enter Manhattan during peak
times, rather than $21.

Bloomberg’s plan proposes
charging a flat fee to trucks — and
probably buses — weighing more
than 7,000 pounds entering lower
Manhattan between 6 a.m. and 6
p.m. on weekdays. Cars would be
charged $8, but taxis, limousines,
transit buses and emergency vehi-
cles would be exempt.
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Interactive travel site is launched by Trailways
FAIRFAX, Va. — The

Trailways Transportation System
has announced the launch of an
interactive travel Website that has
been under development for
months.

Coupled with the Website is a
robust online search-engine mar-
keting program. 

The new e-portal “enables con-
sumers to schedule and book
group-charters and tours online
with Trailways from around the
world and the clock,” said Trail-
ways. The address is www.trail-
ways.com.

Trailways’ earlier Website
mainly provided information about
the organization and its members.
The new portal permits travel con-
sumers to interact one-on-one with
any of the network’s transport and
tourism service providers. 

The Trailways Web upgraded

was developed by Accelar Inc., a
Sunnyvale, Calif.-based company
that specializes in developing Web
portals for the charter and travel
industry.

“Trailways sought the creation
of a customized, private-labeled
portal to help showcase its network
of companies, well-known travel

brand, and vast menu of transport
and tourism services,” said Trail-
ways President Gale Ellsworth. 

The new site features a “visual-
ly richer end-user interface, a first
for this industry,” said Ellsworth.

It also provides a large-scale, e-
Commerce marketing and sales
portal, using what is called Web 2.0

technology, that helps expand
Trailways’ reach and promotion of
all its travel services, Ellsworth
noted. 

The Website has several other
features, including:

• Interactive trip planning
• Destination planning,
• Personalized trip manage-

ment functions 
The portal also permits Trail-

ways operators and service provid-
ers to adopt a variety of individual-
ized marketing strategies.

It also has a more comprehen-
sive online search-engine market-
ing program, involving Google,
Yahoo! and MSN search engines. 

Driveline and Chassis Technology

847.478.6868
www.zf.com/na

At ZF, we understand the technology of motion; the science behind movement; the engineering of driving. 
And the AS Tronic automatic bus transmission is a direct result. Utilizing advanced non-sequential shifting 
technology, the AS Tronic instantly adjusts to current driving conditions for optimal driving performance – 
even in the steepest terrain. Independent testing, according to SAE standards, on pre-2004 engines showed 
AS Tronic provided an average fuel gain of 10% compared to powershift transmissions. Proven fuel 
efficiency and economy – engineered together in an efficient transmission system optimized for motion.

ZF. We’re changing what it means to drive – forever.

ZF. 
Motion engineered.

Upgrade program
expands to more
Greyhound cities

DALLAS — Greyhound Lines
is expanding its terminal and travel
improvement program to 17 more
cities in the Southeast, bring to
more than 100 the number of cities
across the U.S. that have gotten the
upgrades.

The Elevate Everything pro-
gram seeks to improve “every cus-
tomer touch point,” creating “a
more enjoyable travel experience
on Greyhound,” says the company.

Implementation of the program
began last year and more than 90
cities have seen the improvements
so far. Other cities in the Southeast
got the Greyhound makeover in
April.

Elements of the program
include refurbished buses that are
clean inside and out. Drivers and
terminal employees have new uni-
forms, and terminals have been
upgraded. Many terminals feature
new signage, plasma televisions,
renovated restrooms, and new food
service areas.

“We expect to have upgrades
completed throughout our entire
system by the Thanksgiving holi-
day travel period this year,” said
Greyhound President and CEO
Steve Gorman.

The latest cities to get the
Elevate Everything treatment are:
Atlanta, Albany, Columbus, Macon
and  Marietta, Ga.; Paducah, Ky.;
Charlotte, Durham, Fayetteville,
Greensboro, Raleigh and Winston-
Salem, N.C.; Columbia and Green-
ville, S.C.; Norfolk and Roanoke,
Va.; and Charleston, W.Va.



ONTARIO — Starting July 1,
motorcoach and bus operators in
Ontario and Saskatchewan will
begin complying with more strin-
gent pre-trip inspection regulations.

The new vehicle condition rules
have been approved at the national
level but each Canadian province
and territory must create its own
regulations that adhere to the new
standards. 

Saskatchewan was the first to
comply, followed by Ontario. Be-
tween July 1 and Dec. 31, both
Saskatchewan and Ontario have
adopted soft-enforcement policies,
or what is called educational en-
forcement.

Beginning Jan. 1, however, full-
out enforcement of the rules be-
comes the order of the day in two
provinces.

Mantioba is expected to be the
next province to begin enforcement
with the others following so that
most jurisdictions should have
rules implemented by the fall.
British Columbia may not get it
done until early next year, though.

It is unclear at this point when,
if, or how the rules will be applied

to U.S. buses operating in Canada. 
“The 13 provinces and three

territories of Canada are still look-
ing into the matter of how U.S.
coaches and drivers will be treat-
ed,” reports David Carroll, director
of safety and maintenance at Motor
Coach Canada and the Ontario
Motor Coach Association.

Lobbying for U.S. Operators
“We, along with our friends

representing trucking interests, are
encouraging governments to adopt
a policy to accept U.S. paperwork
(vehicle condition reports) in lieu
of meeting the paperwork require-
ments of the new Canadian regula-
tions,” said Carroll. “We’re hopeful
this will fly, but still don’t know for
sure.

“However, even if the paper-
work acceptance policy does go
through, if a defect is present (any
minor or major defect that’s listed
on the new daily vehicle inspection
schedule) the driver and or carrier
can be charged with operating a
vehicle with a defect. We think this
is a reasonable approach,” Carroll
added. 

The new pre-trip inspection
requirements replace old rules that
were vague. Under the previous
standards, drivers had to complete
and carry inspection reports but
they didn’t specifically say what
drivers should look for.

Under the revisions, drivers
will have to prove they have
inspected specific parts of a coach.
The new rules are very clear on
when a vehicle can and cannot be
operated according to roughly 75
different defective conditions listed
under nearly two dozen general
inspection areas. 

Within each inspection area a
driver will be required to look for
specific problems which are divid-
ed into minor and major defective
conditions.

If the driver finds minor prob-
lems, he or she has to write them
down, but they can continue to
operate the coach as long as the
carrier addresses the problems at
some point. If the problems are
major, a coach cannot be operated
until the problem is fixed.

The new Canadian standards
are largely aligned with the North

American out-of-service criteria
adopted by the Commercial Vehicle
Safety Alliance. So, any defects
found by a Canadian inspector
would be the same as those that
would put a coach out of service in
the U.S.

Now the confusion
Still, says Carroll, there are dif-

ferences. For example, a “leaking
tire” is categorized as a “minor
defect” that drivers will record on
the trip inspection report. But if the
coach was stopped for a CVSA
Level One Inspection, a leaking tire
is an out-of-service defect.

“There are a few other exam-
ples as well, but we don’t see this as
a serious concern,” said Carroll. 

The new Canadian standards
have different provisions for trucks
and buses. “Schedule 2” is for
buses, including motorcoaches.

However, there is an option for
motorcoach drivers to use Schedule
3, instead of 2, which excuses the
driver from having to sign off on
the condition of the underbody
components.

“This option was developed at

the request of the motorcoach
industry in view of the driver safe-
ty concerns and accessibility issues
with low-sided, air-ride coaches,”
said Carroll. It’s just not safe or
practical for drivers to crawl under-
neath the coach.

“But the catch is a coach that is
inspected using Schedule 3 (no
underbody component inspection)
must have been inspected in the
previous 12,000 kilometers or 30
days, whichever comes first by a
licensed mechanic while the coach
is over a pit or on a hoist or ramps.
The driver must carry a copy of that
inspection report, which is called a
Schedule 4 Underbody Inspection,”
Carroll explained.

Few complaints
So far, according to Carroll,

there has not been much grumbling
from operators that the new rules
will require more driver training or
additional time for drivers to do the
inspections.

In reality, says Carroll, if driv-
ers and operators were doing prop-
er pre-trip inspections previously,
they’ll be fine with the new rules
which more precisely identify
inspection items and schedules. 

“Where we hear some grum-
bling is from carriers over the addi-
tional hoist time and mechanic’s
hours as a result of the optional
two-stage program for motor-
coaches,” said Carroll.

In the end, “the new approach is
a vast improvement over what we
had,” according to Carroll. “It will
help drivers make informed judg-
ments on their own if a defect is
minor (record it and proceed) or
major and the bus is out of service.”

TWO MCI E SERIES COACHES
Both are 54
passenger with
Series 60, B500,
retarder, DVD/
VCP 6-monitor
video, aluminum
wheels, lavatory
with holding
tank, enclosed
parcel racks,
cup holders,

magazine nets, window shades, card table, 110 volt A/C battery
charger, new turbo, new fan clutch, new bushings, new alternators

2000 102EL3 – 460,000 miles, $229,000
2001 E4500 – 400,000 miles, $239,000

Call Dale at 800-499-5765 or
email dale@executivecoach.net
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3 – 1997 Dina Viaggio 1000s
52 PAX + 1 Escort Seat

$50,000 each, includes tires
2 – 1999 VanHool T-945s
57 PAX + 1 Escort Seat

$135,000 each, including tires

Call Joe @ 508-993-4503 or
e-mail joe@amaralcompanies.com

FOR SALE

New paint, Allison trans.,
12.7 Detroit, 56 pax, alloy

rims, Espar heater,
6 monitors, new rubber,
A/C, toilet, power blinds,

330K – 440K miles.
DOT inspected and ready to work. Clean coaches,

good miles, well maintained. Asking $180,000
Brian or Wally at 507-583-4585 or 507-456-5310 (cell)

~Financing Available~

3 - MCI E Coaches Available

$25,000 each. 33 passenger, video system, Cummins ISB 230-HP
engine, MT 643 Allison Trans,
rear luggage, rear engine, air
suspension and brakes, dual
A/C, high back reclining seats,
approximately 190K miles.
Clean Florida buses, all
systems work. 

Perimeter seating, double doors,
air brakes & suspension, Carrier
A/C W/O5G compressor, 2003
models have 8.3L Cummins ISC
225HP engines, 2004 model
equipped with MBE 906 6.4L
250HP engine, all have Allison
B300 transmissions, approxi-

mately 180K miles each, one owner, clean Florida buses. Price:
2003 models $30,000 each, 2004 model $35,000.

USED COACHES FOR SALE

(4) 2003, and (1) 2004, Thomas Built
31-passenger HDX Saf-T-Liner Transit buses

(2) 1998 Goshen Sentry Elite coaches

Call Brian at 727-545-2088

C L A S S I F I E D  A D V E R T I S I N G

Canadian provinces begin adopting new pre-trip rules 

B.C. to require
filter refitting
on old trucks 

VICTORIA, British Columbia
— B.C. will become the first
province in Canada to make clean-
air exhaust filters mandatory on
older heavy-duty trucks. 

Buses and construction equip-
ment are exempt from the require-
ment — for now.

According to the Vancouver
Province newspaper, nearly 8,000
1989-93 model diesel-powered
trucks operated in B.C. must be
retrofitted with special exhaust fil-
ters by 2009. 

The refits, which cost between
$1,200 and $2,500 per truck, are
expected to reduce total emissions
of particulate matter on the older
models by up to 3.4 percent and
total emissions by nearly half. 

REPOS FOR SALE
Variety of makes and models of “Bank Repos”

across the United States and Priced to Sell!
1-877-737-2221 Ext. 716 for more information!





The SMART Choice

PPrreevvoosstt XX33--4455 PPrreevvoosstt HH--SSeerriieess

With the longest wheelbase in the touring coach market, the
Prevost X3-45 gives passengers the smoothest ride and
features the largest underfloor surface area (ft2) in the industry.
The Prevost X3-45 also provides easy access to virtually any pick-up
or drop-off site thanks to its low overall height.

The tallest high-deckers in the industry, Prevost H-Series coaches
give passengers and drivers an outstanding panoramic view and
provide the greatest luggage capacity (ft3) of all seated coaches.
The Prevost H-Series premium touring coaches stand a cut above
with style and technology.

Featuring removable
and interchangeable wheelchair lift

(in less than 30 minutes).

w w w . p r e v o s t c a r . c o m For sales inquiries : 877-773-8678

Superior Amenities — Outstanding Reliability and Performance


