
SCHAUMBURG, Ill. — Amer-
ica’s most-famous bus passenger,
former professional football coach
turned broadcaster John Madden,
has a new motorcoach.

Madden has taken delivery of
his fifth MCI conversion coach,
labeled once again the Outback
Steakhouse Madden Cruiser.

The coach is the third Madden
Cruiser built on an MCI E4500
chassis and converted by Nash-
ville-based Superior Coach Interi-
ors Inc., a leading converter of
entertainment tour coaches.

For 19 years, Madden, who
refuses to travel by plane because
of the confined space, has criss-
crossed the U.S. by bus to announce
professional football games, travel-

ing 80,000 to 100,000 miles annu-
ally. He uses two drivers, Willie
Yarbrough and Joe Mitchell.

As would be expected, the latest
Madden Cruiser has plenty of bells
and whistles.    

Its backbone is an extensive
communications system with in-
motion satellite from KVH Indus-
tries; two 32-inch flat screen high-
definition TVs and three 15-inch
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Craftsmen at Hemphill Brothers transformed this Prevost H3-45 into a functional corporate coach for Gray Line Nashville.

The latest Outback Steakhouse Madden Cruiser has all new livery.

Operator tackles corporate market

NASHVILLE, Tenn. — Funda-
mental to growing any business is
paying constant and close attention
to what is occurring around you,
and then figuring out how to adapt
a business to take advantage of
opportunities and changing cir-
cumstances.

The most successful motor-
coach operators always have
seemed to be attuned to the latest
trends and had their motors revved

up, ready to move in new directions
or go for the golden ring. 

During the past decade, the
emergence of the “corporate mar-
ket” — in its several manifestations
— has captured the fancy of opera-
tors from coast to coast.

Many have been able to diversi-
fy their customer base and improve
their bottom line by developing
corporate-related business.

New to the active pursuit of that
market are Chris and Dennis Lev-
ering of Gray Line Nashville.

From the start, the Leverings’

company has been a sightseeing
and charter bus operation. The pair
founded the business in the early
1970s and became a Gray Line
affiliate 15 years later.

While sightseeing and charter
services have enabled the Lever-
ings to build the largest motor-
coach operation in Middle Tennes-
see, the two noticed that their home
base of Music City USA was
changing. 

More and larger corporations
were starting to call Nashville

Gray Line Nashville
sees growth potential

New Madden coach for new season 
CONTINUED ON PAGE 14 þ
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FTA upholds decision
in Akron case, slashes
penalty for violations 

WASHINGTON — The ad-
ministrator of the Federal Transit
Administration has upheld a find-
ing that the public transit agency
in Akron, Ohio, blatantly violated
federal charter service rules.

However, new FTA Adminis-
trator James S. Simpson cut the
penalty for the rules violations by
one-third, saying it was “appropri-
ate” to reduce the amount of fed-
eral money to be withheld from
Akron Metro RTA.

Simpson’s decision outraged
many in the motorcoach industry,
with one industry attorney saying
it was like telling a crook who was
caught after robbing a bank that
he could go free, all he had to do
was return the stolen money.    

Earlier this year, Chicago
region FTA Administrator Marisol
Simon found that Akron Metro
violated federal charter service
rules at least 475 times during a
31/2-year period and, in a gutsy rul-
ing, said the transit agency should
lose $622,500 in federal funding. 

The decision marked the first
time the FTA had decided to both
withhold federal money and
financially penalize a public tran-
sit system that engaged in a pat-
tern of charter rules violations.

In her ruling, Simon said
Akron Metro should lose federal
funds equal to one and one-half
times the amount of revenue it
gained through the illegal charters

CONTINUED ON PAGE 16 þ

Disagreements plague
negotiations for rules

ARLINGTON, Va. — The
months-long negotiations to
rewrite the federal charter bus
regulations that apply to public
transit agencies have gotten
bogged down over a range of
issues, including how to define
charter service, who should hear
complaints when a transit agency
is accused of violating the rules,
and what unusual kinds of servic-
es transit agencies should be
allowed to provide.  

Despite progress in a number
of areas during the two-days-a-
month negotiations that began in
May, the possibility the two sides
may never reach consensus on
key issues was raised more than
once at the September negotiating
session. 

David B. Horner, chief coun-

sel of the Federal Transit
Administration who functions as
the central figure in the rewrite of
the charter rules, said he was
beginning to have doubts the
group would ever reach agree-
ment on an unambiguous defini-
tion of what constitutes charter
service. 

He said that a fundamental
imbalance between the two
groups in what they want and
have to give up was stymieing res-
olution. 

At one point, he warned that
the FTA may be forced to settle
the unresolved issues and neither
side may like the outcome.  

Congress mandated in last
year’s highway and public trans-
portation reauthorization bill that

CONTINUED ON PAGE 16 þ



INTRODUCING THE ALL NEW...

At ABC Parts Source, we help you save big – with volume discounts that 

we pass directly on to our customers. Our parts lineup features virtually 

every major coach and transit parts manufacturer from Van Hool, Meritor,

Bendix, Haldex, Carrier and all major engine and transmission manufacturers.

Our parts specialists and ASE certified technicians can help you pinpoint and

install the right quality-engineered part, at a price that’s just right – so you drive

away with confidence and drive value to your bottom line. Plus, our exclusive CoachCare Parts line

gives operators even more budget-friendly options for quality parts and components.

www.abc-companies.com

MIDWEST
800-222-2875

NORTHEAST
800-222-2873

SOUTHEAST
800-222-2871

SOUTHWEST
800-222-2877

WESTERN
800-322-2877

Check out the expansive new lineup at 
ABC Parts Source and start saving right away!

Call or visit a nearby ABC Parts Source counter 
or order online at www.abc-companies.com/parts and 
save an additional 2% on all your online parts orders.

TOP QUALITY PARTS.
BOTTOM LINE SAVINGS.

Get access to expertise and major brands including Van Hool, 
Meritor, Bendix, Haldex, Carrier and many more!

P
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www.abc-companies.com

REPAIR, RENEW AND MORE WITH
COLLISION SERVICES FROM ABC.

Drive into any world-class ABC facility, and experience 
the expertise of ABC collision professionals.

n Major Collision Repair
n Paint, Custom Graphics and Body Services
n Wheelchair Lift Installation 
n Coach and Transit Refurbishment

Whether you’ve had a serious accident, a fender bender 
or want to add a wheelchair lift feature to your equipment – 
ABC Collision Repair & Retrofit is the clear choice! 

Our crew of collision-repair technicians, service 
technicians and wheelchair lift install specialists
offer the widest range of professional repair and 
refurbishment services that can add years of life to 
your equipment including:

MIDWEST
800-222-2875

NORTHEAST
800-222-2873

SOUTHEAST
800-222-2871

SOUTHWEST
800-222-2877

WESTERN
800-322-2877

Ultra-low-sulfur diesel arrives

The nation’s changeover to
ultra-low-sulfur diesel fuel, which
“officially” starts in two weeks,
has been quietly under way since
June.

However, during the past
month, 85 percent of the diesel
purchased by motorcoach and
truck operators has been the new
ultra-low sulfur variety, say fuel
industry spokesmen. 

In other words, the long-antic-

ipated transition to the new clean-
burning fuel is taking place large-
ly seamlessly and with few appar-
ent surprises.  

In fact, the petroleum industry
spokesmen say the vast majority
of over-the-road buses and trucks
already have it in their fuel tanks.

Oct. 15 is the date the govern-
ment mandates that ultra-low-sul-
fur diesel be available for sale.
The pumps that dispense the ultra-
low-sulfur diesel at truck stops and
other fueling stations must be
labeled for ULSD on the 15th. 

It is possible, though, that
ULSD fuel might not be available
at every service station or truck
stop, and that a diesel retailer may
choose to sell low-sulfur diesel
fuel for a while instead of ULSD
fuel.

Still, by early next year it is
estimated that 90 percent of the
diesel produced for the American
market will be ULSD.

New diesel-powered buses,
motorcoaches and trucks for 2007
and later must use only ULSD,

Switch produces
no surprises, yet 

Factors may conspire to boost price
File this under the heading:

You Knew It Was Bound to
Happen.

U.S. Environmental Protection
Agency rules require that ultra-
low-sulfur diesel fuel be available
everywhere in the U.S. by Oct. 15.
Specifically, the rules say that 80
percent of diesel sold for highway
use after Oct. 15 must have no
more than 15 parts per million of
sulfur.  

So, two weeks before that offi-
cial deadline, unforeseen or unin-

tended consequences of the
changeover are beginning to pop
up and they could drive the price
of ultra-low-sulfur diesel higher
than had been predicted.

A couple of examples: 
Each winter, kerosene-based

No. 1 fuel is blended with No. 2
diesel to make the No. 2 diesel
flow better in cold weather. How-
ever, this winter, there’s expected
to be a shortage of ultra-low-sulfur
kerosene that can be mixed with
the ultra-low-sulfur diesel fuel.

And you know what happens
when there is a shortage of any-
thing, the price goes up and/or
there is limited availability. 

In the coldest areas where the
kerosene blending is common, if
the shortage is severe enough, bus
and truck operators may be forced
to use cold-flow improver addi-
tives, which are expensive and
sometimes in short supply. 

The basic problem, according
to one oil company executive, is

CONTINUED ON PAGE 15 þ
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South Central association
is launched with meeting

LAFAYETTE, La. — The first
meeting and marketplace of the
newly formed South Central Mo-
torcoach Association was convened
here last month with more than 40
operator representatives attending.

The five-state association was
put together this past summer by the
board of directors of the Louisiana
Motorcoach Association. The oper-
ators and associates attending the
meeting came from Mississippi,
Louisiana, Arkansas, Texas and
Oklahoma. 

A total of 71 associate mem-
bers, representing hotels, destina-
tions, theaters, attractions and sup-
pliers of products and services to
motorcoach operators supported
the event.

“Operators from sparsely popu-
lated states or geographical chal-
lenged states readily recognize the
difficulties in organizing their own
state associations and the benefits
of a regional association,” said
newly elected association president
Callen Hotard of Calco Travel in
Geismar, La.

“The South Central Motor-
coach Association affords a venue
for these operators to pool their

membership resources to address
state and regional issues, as well as
providing the opportunity for oper-
ators and associates alike to net-
work and develop personal rela-
tionships, the cornerstone to con-
ducting successful, mutually bene-
ficial businesses,” Hotard added. 

The association’s executive di-
rector, Linda Morris, said operators
in the five states are facing many of
the same challenges, including
transit competition and competition
from church and school buses; ille-
gal operators; high fuel taxes and
registration fees, and driver-train-
ing issues. 

Speakers at the meeting ad-
dressed issues ranging from drug
and alcohol testing and reasonable
suspicion, to risk management, to
the new Consolidated Safety Ser-
vices pupil transportation safety
program. Luncheon speakers were
Victor Parra, president and CEO of
the United Motorcoach Associa-
tion, and Norman Littler, vice pres-
ident of industry affairs at the
American Bus Association.

Those attending the meeting
elected a  board of  directors ,

CONTINUED ON PAGE 18 þ



NEW ORLEANS — Each year,
Motorcoach Expo is the industry
venue for finding cutting-edge bus
maintenance products and services.

And while the New Orleans
Convention Center hosting Expo
’07 will be filled with the equip-
ment and services, it also will be
the site of the industry’s most pop-
ular forum for maintenance person-

nel to meet, network, share infor-
mation and find solutions for prob-
lems they confront every day. 

The name of this forum is the
Maintenance Interchange and it
will be an integral part of Motor-
coach Expo 2007 in New Orleans.
It happens Jan. 18 and lasts all day.

The interchange is a vendor-
free event where mechanics, main-

tenance supervisors and those with
maintenance responsibilities can
exchange ideas in a non-competi-
tive atmosphere, discuss products
and services, and give suggestions
for the most pressing and prevalent
maintenance issues in the motor-
coach industry.

It allows attendees to air griev-
ances about vendor products, serv-

ices and business practices.
“The interchange is a welcom-

ing environment for honest dis-
course and a great opportunity to
create solutions for the most press-
ing maintenance issues in the
industry,” says UMA President and
CEO Victor Parra.

A new component of the inter-
change this year is the Maintenance

Competition. Attendees will have
an opportunity to work on a motor-
coach that will be displayed on the
show floor. In a competition against
the clock and other mechanics,
attendees can expect anything from
transmission problems, to a broken
water pump, to onboard computer
issues. 

Competitors will be expected to
use their skills and knowledge to
diagnose, locate and eliminate the
problems, and will be judged by a
panel of industry experts. Attend-
ees can earn prizes, as well as brag-
ging rights at the Maintenance
Competition.

To learn more about the Main-
tenance Interchange and the Main-
tenance Competition watch for
material that is being sent by mail,
fax or e-mail, published in Bus and
Motorcoach News, or posted at
www.motorcoachexpo.com.
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SINGLE USE
POT SHOT®

• Easy to Use
• Measured Dosage
• Powerful Odor Control
• Low Cost
• Super Concentrated
• Pleasant Fragrance
• Non-Staining Blue Dye
• Non-Formaldehyde
• Biodegradable
• Safe for Dump Valves

The power of POT SHOT in a

convenient, portion controlled,

single use bottle. Portion

Control POT SHOT is more

effective then any other

portion controlled product

on the market. Each bottle is

individually labeled with use

instructions. No more packets

that melt, stick together, and/or

damage dump valves.

UNIT CHEMICAL CORPORATION
(800) 879-8648 www.unitchemical.com

NEW

60 Years Manufacturing Environmentally Safe Products

Expo Maintenance Interchange offers new competition

ALEXANDRIA, Va. — The
election being conducted this fall
by the United Motorcoach Associa-
tion to fill seats on its board of
directors will have competitive
races in two of the association’s
three regions. 

Three UMA members are vy-
ing for two board seats from
Region I (The West). They are: Bill
Allen of Amador Stage Lines in
Sacramento, Calif.; Gladys Gillis
of Starline Transportation in Seat-
tle, and Mike Waters of Coach
America in San Francisco. 

In Region II (The Midwest and
South), three members also are
competing for two seats. They are:
David Brown of Holiday Tours in
Randleman, N.C.; James Brown of
Magic Carpet Tours Bus Service in
Richmond, Va., and Brian Scott of
Escot Lines in Largo, Fla. 

In Region III (The Northeast),
two individuals are running unop-
posed for two seats: Dale Krapf of
Krapf Coaches in West Chester,
Pa., and Marcia Fields Milton of
First Priority Trailways in District
Heights, Md.

UMA directors are elected to
three-year terms. Two current board
members are not seeking re-elec-
tion: Region 1 Director Todd Hol-
land of Ramblin Express in Colo-
rado, and Region 2 Director Steve
Haddad of Bieber Tourways in
Kutztown, Pa.

Ballots for the election will be
mailed to UMA members by Oct.
15, and must be returned no later
than Nov. 15. Winners will be an-
nounced in the Dec. 1 issue of Bus
& Motorcoach News.

Questions about the election
should be directed to the associa-
tion at (800) 424-8262. 

Contested races
for UMA board
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Kansas considers fuel-tax ‘buffer’
TOPEKA, Kan. — Kansas is

considering creating a fuel-tax
buffer within 3,000 feet of its bor-
der with surrounding states. 

The goal is to align fuel prices
in Kansas with those in the neigh-
boring states of Oklahoma, Mis-
souri, Nebraska and Colorado.
Those states, except Nebraska,
have lower fuel taxes than Kansas.

However, the idea is getting
mixed reviews. Kansas charges a
fuel tax of 25 cents per gallon for
gasoline and 27 cents for diesel.
Those taxes in Oklahoma are 17
cents for gas and 14 cents for die-
sel. Colorado charges 22 cents for
gas and 20.5 cents for diesel. Mis-
souri charges 17.6 cents for both
fuels, and Nebraska charges 27 cents.

As a result of the differences
between the states, many border
towns like Coffeyville, Kan., see
commercial vehicles and motor-
ists crossing into South Coffey-
ville, Okla., to buy fuel because it
is cheaper.

The buffer-zone proposal calls
for reducing the fuel taxes to
within 1 percent of what neigh-
boring states charge. The measure
would reduce the effects of the
crossover traffic, according to tes-
timony offered at a Kansas Legis-
lature Joint Tax Committee meet-
ing last month. 

Critics say the state would lose
$13.4 million from reduced gaso-
line tax revenues and $5.4 million
from diesel fuel taxes annually.

Richard Cram, director of pol-
icy with the Kansas Department
of Transportation, testified that 17
percent of the state’s population is
within the proposed buffer be-
tween Kansas and Missouri, and
that a reduced-tax zone would

prove costly in that region.

S.C. lawmaker calls
for fuel tax increase

COLUMBIA, S.C. — A key
senator in South Carolina wants
to increase the state fuel tax by a
dime a gallon.

State Sen. Hugh Leatherman
of Florence, chairman of the Sen-

ate Finance Committee, said he
will push to increase the state’s
16-cent-per-gallon fuel tax to 26
cents. He said a tax hike is need-
ed because the state cannot pay
for new roads and repairs.

“It’s long overdue; our high-
way system is falling apart,”
Leatherman told The Myrtle
Beach Sun News.

State Gasoline Diesel
North Carolina 29.9 29.9
North Dakota 23 23
Ohio 28 28
Oklahoma 16 13
Oregon 24 0
Pennsylvania 31.2 38.1 
Rhode Island 30 30
South Carolina 16.75 16.75
South Dakota 24 24
Tennessee 21.4 18.4
Texas 20 20
Utah 24.5 24.5
Vermont 20 26
Virginia 19.9 19.9
Washington 34 34
West Virginia 27 27
Wisconsin 32.9 32.9
Wyoming 14 14
U. S. 18.4 24.4
Tax Rate in U.S. is cents per gallon

Province Gasoline Diesel
Alberta 9 9
British Columbia 14.5 15
Manitoba 11.5 11.5
New Brunswick 14.5 16.9
Newfoundland 16.5 16.5
Nova Scotia 15.5 15.4
Ontario 14.7 14.3
Prince Edward Is. 21.5 20.8
Quebec 15.2 16.2
Saskatchewan 15 15
Tax Rate in Canada = cents per liter

State Gasoline Diesel
Alabama 16 19
Alaska 8 8
Arizona 18 26
Arkansas 21.8 22.8
California 42.15 33
Colorado 22 20.5
Connecticut 45 41.5
Delaware 23 22
Dist. of Columbia 20 20
Florida 27.07 29.97
Georgia 15.2 15.2
Hawaii 16 16
Idaho 25 25
Illinois 30.9 35
Indiana 29 27
Iowa 22 23.5
Kansas 24 26
Kentucky 22.7 223.6
Louisiana 20 20
Maine 29.28 29.12
Maryland 23.5 24.25
Massachusetts 21 21
Michigan 36.88 32.08
Minnesota 20 20
Mississippi 18.4 18.4
Missouri 17 17
Montana 27.75 28.5
Nebraska 28 27.4
Nevada 23.81 27.81
New Hampshire 20.625 20.625
New Jersey 14.5 17.5
New Mexico 18.875 22.875
New York 38.25 36.45

State & Provincial Fuel Tax Rates
A number of states boosted fuel-tax rates during the second quarter of 2006. Here are
the updated rates for all states and provinces, plus the federal tax rate in the U.S.

Mass. police can check trucks, buses
BOSTON — Municipal police

officers throughout Massachusetts,
including those in Boston, have
regained authority to stop and
inspect commercial trucks and
buses on city streets. 

Six Boston police officers had
been conducting roughly 100 com-
mercial vehicle inspections a
month until the legislature trans-
ferred that authority to the state
police earlier this year. 

The Boston inspection program
was largely aimed at trucks and
reportedly turned up drugs and

weapons.
When the legislature acted to

prohibit municipal police officers
from conducting such inspections,
it created a political ruckus, with
Boston officials and police claim-
ing the city inspection program
was an initiative of the U.S. De-
partment of Homeland Security. 

Truckers, led by the Massa-
chusetts Motor Transport Associa-
tion, opposed the program, saying
it wasn’t about public safety but
about city revenue.

Gov. Mitt Romney also opposed

returning inspection authority to the
police. But the state legislature
adopted a bill over the governor’s
veto, giving inspection authority
back to local police agencies.  

However, the new law says
municipal police officers and
departments cannot conduct vehi-
cle or carrier audits at truck or bus
terminals. 

If, however, police have proba-
ble cause to suspect that a truck or
bus is being used unlawfully or for
illegal activities, they can conduct
random inspections. 

Operators are reminded 
of ADA reporting rules,
deadline is October 31

WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration and the United Motor-
coach Association are reminding
motorcoach operators that the
deadline is Oct. 31 for operators to
submit reports required by the
Americans for Disabilities Act.

All motorcoach operators are
required to report all requests they
received during the year ended
Sept. 30, for accessible-bus service
from individuals with disabilities,
and how they handled the requests. 

While the information is col-
lected by the FMCSA it is the U.S.
Department of Justice that enforces
the reporting requirement and the
ADA laws that spell out the
requirements for bus operators to
provide service to disabled individ-
uals.

The reports that operators must
submit by the end of this month are
a critical aspect of a joint effort by
the FMCSA and the Justice De-
partment to evaluate the progress
of motorcoach companies in com-
plying with ADA rules. 

“By complying with the report-
ing regulation, you will help our
industry by affording the FMCSA
data that determines the necessity

of more or less regulatory over-
sight,” said Ken Presley, vice pres-
ident of industry relations at UMA.  

“A company’s failure to comply
with the reporting requirements
could result in a USDOT referral to
the Department of Justice for
investigation and possible litiga-
tion,” Presley noted.

For a complete set of the feder-
al ADA guidelines that apply to all
motorcoach operators, including
guidelines for collecting the proper
information and report it to the
FMCSA, go to www.fmcsa.dot.gov
/rules-regulations/bus/company/
2006-ada.htm. 

Presley says now is also a good
time for operators to make sure
their e-mail address is included
with the company’s USDOT regis-
tration so operators can receive
occasional but important e-mail
messages from the FMCSA.

He said registration informa-
tion can be updated at www.safer-
sys.org.

Questions about the ADA re-
porting requirement can be direct-
ed to the FMCSA Commercial
Passenger Carrier Safety Division
by e-mail at mc-ecp@dot.gov, or
contact Presley at (800) 424-8262.

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 pri-
vate operators step forward to offer
service. UMA urges appropriate
operators to take the time to
respond to these notices:

Monongalia County, W.Va.
Deadline: Oct. 9, 2006. Write to:
David A. Bruffy, General Manager,
Monongalia County Urban Mass
Transit Authority, 420 DuPont Rd.,
Morgantown, WV 26501. Phone:
(304) 296-3680.

Greater Winston-Salem, N.C.
Deadline: Oct. 11, 2006. Write to:
Art Barnes, General Manager,
Winston-Salem Transit Authority,
1060 N. Trade St., Winston-Salem,
NC 27101. Phone: (336) 727-2648.

Clallam County/Olympic Pe-
ninsula, Wash. Deadline: Oct. 13,
2006. Write to: Terry G. Weed,
General Manager, Clallam Transit
System, 830 W. Lauridsen Blvd.,

Port Angeles, WA 98363. Phone:
(360) 452-1315.

Greater Philadelphia, Pa.
Deadline: Oct. 13, 2006. Write to:
John F. McGee, Chief Revenue and
Market Development Officer,
Southeastern Pennsylvania Trans-
portation Authority, 1234 Market
St. 9th Floor, Philadelphia, PA
19107-3780. Phone (Revenue and
Ridership Management Office):
(215) 580-7930.

Pontotoc County, Okla. Dead-
line: Oct. 16, 2006. Write to:
Danna Laxton, Pontotoc County
Public Transit Authority, 15425 CR
3540, Ada, OK 74820. Phone:
(405) 332-7950.

Chesterfield, Marlboro, Dil-
lon, Marion, Florence and Dar-
lington counties, S.C. Deadline:
Oct. 31, 2006. Write to: Janice M.
Baroody, Interim Executive Direc-
tor, Pee Dee Regional Transpor-
tation Authority, P.O. Box 2071,
Florence, SC 29503-2071. Phone:
(843) 664-5718. 
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Fees being restructured at national parks
GRAND CANYON, Ariz. —

The federal government is mak-
ing major changes in the way it
administers fees for national
parks, monuments, forests and
wilderness areas, but so far the
program has had a negligible
impact on the motorcoach tour
industry.  

Eventually the changes are
expected to extend to tour buses
visiting the parks and other
recreation areas, but the industry
will be given plenty of advance
warning, say those who work for
and with the National Park
Service and other federal agen-
cies.

During the past two years,
entrance fees have increased for
individuals and private vehicles
at 43 parks and monuments
administered by the National
Park Service. This year alone, the
fee hikes have ranged from 20 to
100 percent.

Next year will bring even
more changes to the fee system
as a far-reaching interagency fee
schedule is implemented.

The Federal Lands Recrea-
tion Enhancement Act, which
was signed into law by President
Bush two years ago, mandates
that fees charged on recreational
lands and forests administered by
the Departments of Interior and
Agriculture be brought into
alignment with each other.

Most tour bus operators and
other Americans are familiar
with the entrance fees charged at
some national parks and monu-
ments administered by the Na-
tional Park Service.

But the ’04 law also applies
to lands and facilities managed
by the Forest Service, the Fish

and Wildlife Service, the Bureau
of Land Management and the
Bureau of Reclamation. All of
these agencies are part of the
U.S. Department of Agriculture.

Since 1996, when Congress
passed the Fee Demonstration
Act that gave the National Park
Service and other agencies the
ability to keep 80 percent of the
fees collected in the originating
park rather than deposit them

with the U.S. Treasury, the fee
system for federal recreational
areas has been under revision.

According to Jane Anderson,
National Park Service fee coor-
dinator, a study conducted by
consultants McKinsey & Com-
pany recommended that entrance
fees be made consistent based on
size and type of property and the
amenities provided to the public.

For instance, Yellowstone Na-
tional Park and Yosemite Nation-
al Park are both major parks
operated by the National Park
Service and popular with tour
bus groups. Both host large num-
bers of visitors each year and
both provide similar amenities.
However, their fees differ for
autos, individuals and motorcy-
cles. For cars, they differ by $5
($25 at Yellowstone versus $20 at
Yosemite). 

The argument in favor of an
interagency fee schedule and
pass system contends that when
the public uses federally-owned

parks and other areas it does not
distinguish between the Park
Service and the Forest Service,
and it expects the same amenities
— toilets, developed parking,
water and maintained trails.

Bus industry impact
Anderson said she could not

speculate on when the tour bus
industry will be affected by the
new fees. “Commercial buses

have had a good deal,” she said.
“For instance, the fees for

commercial buses at the Grand
Canyon have not increased since
the fee for single vehicles was
$10. The single-vehicle fee at the
Grand Canyon is now $25,” she
noted.

The fee for a tour bus with a
capacity of 26 or more passen-
gers is $300 at the Grand Can-
yon, with buses with less capa-
city charged on a per-passenger
basis.

Across the board, there have
been no adjustments to the com-
mercial tour bus fee schedule
since 1998.

Anderson does not expect the
commercial bus fees to change in
the near future. For one thing, the
new pricing needs to be estab-
lished and the kinks need to be
worked out for the general public
first. 

In addition, the National Park
Service has had an agreement
with the National Tour Associa-

tion and other tour organizations
not to spring sudden price
changes on tour operators. An-
derson says the Park Service con-
siders it in its interest to “handle
the industry with care.”

The Park Service has agreed
to give the tour industry suffi-
cient time to make adjustments,
like informing clients and chang-
ing publications to reflect any
new fees.

Jim Santini, legislative coun-
sel for the NTA, states that the
Park Service has honored this
agreement for the past 13 years.
He also does not expect the tour
bus industry to be affected for
several months.

As for the recreation sites
managed by the Department of
Agriculture, Santini predicts it
will lag behind the Park Service
simply because it has less experi-
ence in fee scheduling and col-
lection.

Small vans an exception
There is one segment of the

travel industry that will be
affected immediately by the
changes. Companies that take
groups in six-passenger vans are
charged on a per-person basis. If
the recreation fee changes under
the new schedules, the prices
will change for those operators.

According to Anderson, the
Park Service is getting the word
out to the parks so they can
inform van operators in their
localities that the changes will
apply to them when the law goes
into affect.

For more information, go to
www.nps.gov, or www.fs.fed.us,
or www.fws.gov/refuges.

‘The law mandates that fees charged on

recreational lands and forests be brought

into alignment with each other.’

Guidelines for
using mediation
By Thomas D. DeMatteo
Vice President and General Counsel
ABC Companies

Litigation is expensive, emotional
and time consuming.

It also can be very complex.
Leaving business decisions up to a

jury is risky for both parties.
That’s why alternative dispute reso-

lution mechanisms have become the
new norm for resolving commercial
disputes — with mediation being the
most commonplace.

The benefits of mediation are many
but, to name a few, it’s quick, efficient
and, most importantly, it allows the par-
ties to craft creative solutions to resolve
the dispute. Litigation and arbitration
lack flexibility.  Here are tips that will
help you in the mediation process:

• Identify your goals
• Choose the right mediator
• Limit issues in advance
• Think creatively
• Manage emotion
• Develop credibility with the media-

tor
• Be open to compromise
• Understand and anticipate the

other side
• Use multiple sessions if necessary
• Be prepared
• Close the deal
• Write up the deal before leaving
Mediation works in most settings,

but remember it requires compromise
and compromise is what is at the heart
of all business relationships.

Thomas D. DeMatteo is also an ad-
junct professor of law at Hamline Uni-
versity School of Law in St. Paul, Minn.

Source:  Ayling, Teresa J., A Dozen
Keys to Successful Business Mediation,
Law Watch, Vol. 17, Issue 2,  (Summer
2006).



BALTIMORE, Md. — A task
force of medical experts is calling
for new procedures to check for
obstructive sleep apnea among
drivers of commercial vehicles.

In a report in the September
issue of the Journal of Occupation-
al and Environmental Medicine,
the task force recommends a more
thorough screening and evaluation
process and modified criteria for
follow-up, recertification and
returning to work after treatment.

A study four years ago spon-
sored by the Federal Motor Car-
rier Safety Administration and the
American Trucking Associations
estimated that nearly one in three
commercial truck drivers suffers
from mild to severe obstructive
sleep apnea, which causes individ-
uals to struggle to breathe during
sleep and is usually accompanied
by terrible snoring.

Besides sleeplessness, apnea
can cause acid reflux and other
health problems and be life-threat-
ening if combined with heart trou-
ble. Reggie White, the pro football
great, died two years ago of an
apnea attack at age 43.

The task force was made up of
representatives from the American
College of Chest Physicians, the
American College of Occupational
and Environmental Medicine, and
the National Sleep Foundation.

“Sleepiness and inattention
contribute to a significant number
of (commercial motor vehicle)
crashes each year, and (sleep
apnea) has been shown to signifi-
cantly increase a driver’s risk of
driving drowsy,” said Dr. Nancy
Collop of the American College of
Chest Physicians Sleep Institute.
“Yet, current CMV screening and
treatment procedures for (sleep
apnea) are ambiguous and not
reflective of the latest advance-
ments in the diagnosis and man-
agement of apnea.” 

Conflicting approaches to
screening have left too many driv-
ers undiagnosed, which puts them
and the public at risk, Collop
added. 

Current FMCSA guidelines for
the diagnosis and treatment of
sleep apnea are based on a 1991
report sponsored by the Federal
Highway Administration. The
guidelines say drivers must have
“no established medical history or
clinical diagnosis of respiratory
dysfunction likely to interfere with
the ability to control and drive a
commercial motor vehicle.”

The task force recommends a

more extensive screening of driv-
ers’ medical and physical history,
flagging such risk factors as body
mass index, neck circumference
or a family history of apnea. It
also recommends that medical
certification for drivers be based
on the severity of sleep apnea.
Low-risk drivers should be certi-

fied for a maximum of three
months, and drivers with more
severe risk factors should be pre-
vented from returning to work
until they receive a medical evalu-
ation, the task force says.

Ian Grossman, a spokesman
for the FMCSA, said that the med-
ical review board established last

spring by the FMCSA to address a
number of driver issues will be
studying sleep apnea. 

“We anticipate that the recom-
mendations released by the joint
task force will be considered when
the medical review board reviews
this and related issues as pertains
to commercial driver health and

safety,” Grossman said. There is
no time frame for when that will
happen, but sleep apnea and sleep
medicine are priorities on the
board’s agenda, Grossman said.

For a copy of the recommenda-
tions, call (847) 818-1800, or go to
www.acoem.org, www.chestnet.org
or www.sleepfoundation.org. 
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YOU GET THEM ON THE BUS. WE’LL TAKE IT FROM THERE.

Experts seek revamped sleep-apnea checks for drivers
New federal panel
will consider issue



WASHINGTON — A powerful
Republican senator says it’s still far
too easy to cross the U.S. border
“legally,” and he rejects the idea of
extending the deadline for cross-
border travelers to have passports
or other approved travel docu-
ments. 

Sen. Chuck Grassley of Iowa

says that while a lot of attention has
been paid to how people sneak in
the back door of the United States,
not enough attention is being paid
to the front door, where people
seemingly enter the country legally. 

Grassley chaired a Senate
Finance Committee hearing last
month on “border insecurity”

where testimony was presented by
the Government Accountability
Office, showing that its agents
crossed the border 18 times with
counterfeit documents. The agents
were not caught during any of their
border crossings.

According to Grassley, it is
more difficult for an underage per-

son to buy alcohol than to cross
into the U.S. from Canada or
Mexico.

Grassley held a similar hearing
three years ago to draw attention to
incidents where GAO agents
crossed the border with counterfeit
documents.  

“Three years after our first

hearing it appears our borders are
no more secure,” said Grassley. “I
certainly hope we aren’t back here
in another three years asking the
same questions.”

The hearing also focused on the
need for better border technology. 

“It’s amazing to me that the
Department of Homeland Security
can put security improvements in
its own building but, when it comes
to the American public, the agency
doesn’t seem to have an answer,”
Grassley said.  

Grassley said the hearing
demonstrated the importance of
implementing the Western Hemi-
sphere Travel Initiative in a timely
manner (see Sept. 15 Bus & Motor-
coach News). The initiative sets
deadlines for requiring a passport
or other documents for travelers
entering the United States.

Following the hearing, Grassley
sent letters to key House and Senate
members requesting they not
extend the deadline for the Western
Hemisphere Travel Initiative.
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Senator wants tighter borders, passport rules kept

Senate approves
CDL requirement

WASHINGTON — Port secu-
rity legislation adopted by the
Senate last month includes an
amendment that would require all
applicants for a commercial driver’s
license to be legal U.S. citizens
with valid social security numbers.

By a vote of 98-0, the Senate
approved the legislation to tighten
security at U.S. ports, including the
CDL amendment and a require-
ment that nearly all inbound cargo
be scanned for nuclear weapons.

The CDL amendment was in-
troduced by Sen. Mark Pryor of
Arkansas. 

New cop tool
nabs tailgaters

SALEM, Ore. — In Oregon
and several other states, law
enforcement officers are using a
new high-tech gadget to ticket
drivers who are following another
vehicle too closely.

The device is a laser that’s nor-
mally used for determining
speeds. But, with a $600 upgrade,
the lasers can pinpoint the dis-
tance between vehicles.

Officials with the Oregon
State Police told a wire service
they like the gadget because, in the
past, it was hard to prove tailgating
in court based solely on the obser-
vation of the officer.

Now, police can bring evi-
dence into the courtroom.
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PRE-OWNED PARTS
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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 —
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and components for full- and mid-size coach equipment. We’re expanding 
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Prevost and more

n Savings up to 50% and 
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Software sales soar as operators seek new solutions 
Motorcoach operators, perhaps

in record numbers, are tossing out
their old computer software and
replacing it with new business
programs that can do much more
for them than the old stuff.

Software companies say they
have seen a surge in product and
service buys from motorcoach
companies of all types and sizes,
and they credit much of the interest
to a new willingness by operators
to step up and into more sophisti-
cated programs.

“People will run just about
anything as long as it runs,” notes
Shirley Campbell of Motorcoach
Management, a software company
based in Sacramento, Calif. 

And that’s just what many
motorcoach operators have been
doing for the past several years.
But those older programs — some
manufactured by companies that
are no longer around — aren’t
delivering what more sophisticat-
ed operators and managers want,
so they are scurrying around,
checking the market for improved
lines of software. 

“There is a great deal of inter-
est in our new products right now,”
Campbell adds.

Leif Petterson, founder of Norse
Systems Inc. in Guilford, Conn.,
sees the same jump in sales, which
he says marks the end of the “oh-
my-gosh, you-can-do-that-on-a-
computer” era among motorcoach
operators.

According to Petterson, many
coach companies have moved to a
new stage led by second- and third-
generation owners and managers
who are much more computer liter-
ate than their predecessors and who
are demanding a much wider range
of electronic solutions to help them
manage their businesses success-
fully.

“Our business has been very
good the past couple of years and
our revenue steam has been very
healthy” Petterson notes.

Robert Janeczko, vice president
of Paradigm Technology Consult-
ing Inc. of Hamilton Square, N.J.,
says the uptick has been helped, too,
by operators who had been hesitant
to introduce new electronic solu-
tions into their businesses because
the software industry was in a state
of flux caused by a series of merg-
ers and closures of companies that
served the motorcoach industry.

“A lot of operators were wait-

ing to see how things were going
to shake out in our industry and
those people who were on the
fence now are making up their
minds if they want to stick with
what they have or go with some-
thing new,” he says.

Much of the new software

essentially allows operators to run
their entire businesses electroni-
cally. They can book charters, do
marketing, inventory parts, sched-
ule equipment maintenance, main-
tain financial records and books,
issue checks and a whole host of
other activities – all electronically.  

While some of the products
remain tailored to specific seg-
ments of a motorcoach operation,
others integrate various phases of
the business into a single product. 

RBS Inc., for example, spe-
cializes in tour and charter man-

agement systems, with integrated
software that manages, calculates
and reports multiple aspects of a
charter bus operation from price
quotations, to driving instructions,
to fuel-tax reporting, to managing
receivables.    

Some systems are designed for
a single personal computer, while
others allow networking and make
wide use of the Internet for data
transferring and storage and for
centralizing the operations of sev-
eral business locations.

The software companies say
the sophisticated software of today
is helping the motorcoach industry
operate much more efficiently
than it has in the past and that has
translated into financially healthi-
er businesses. 

However, the new products
require more intense training to
operate and a bit more patience
while employees are adjusting.

“I think it can make a huge dif-
ference for people who invest their
money and their people resources
into learning the software well,”
says Campbell.

She says it can reduce the time
it takes for employees to perform
their work, allow everyone in the

company to know what is going on
at any given time, and help reduce
errors that can spoil a customer
outing and cost money. 

“No one is running around try-
ing to find folders or looking for
the latest information on a trip,”
she says.

Janeczko maintains that if
motorcoach operators plan on
making a product changeover and
implement it properly, then the
software will meet it’s intention of
improving efficiency, reducing
costs and increasing revenues. 

“But it is grossly unrealistic if
the expectation is that software is
just like a magic bullet and if you
own it then your business process-
es will automatically improve,” he
cautions. “Some effort must be
invested in planning and under-
standing how best to capitalize on
the technology and how best to
take advantage of the tools it gives
you. Some people make very good
use of the technology, while others
don’t execute that quite as well.”  

Those that do it well are gener-
ally pleased with the power of new
software and how it helps them
perform better.

CONTINUED ON PAGE 12 þ

‘The sophisticated
software of today is
helping the motorcoach
industry operate much
more efficiently than
it has in the past.’
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“It has allowed us to do a lot of
things that we would not have had
the time to do had we tried to do it
on our own and that’s given us more
time to sell our tours,” says Gina
Martin, vice president of Little
Rock Tours in Little Rock, Ark.

Among the functions of the
Motorcoach Manager software she
purchased last year for about
$10,000 is its ability to review
each tour individually to see if it
had been priced correctly or if the
pricing scheme needed revisions.

She cautions, however, that
complex software is not bug free
and operating it can sometimes be
frustrating. “Don’t try to learn
everything about it all at once or it
will be overwhelming,” she warns.
Instead, she suggests, getting pro-
ficient on certain functions before
moving to new areas.

Down the road, software manu-
factures see a continuing im-
provement in their business as more
operators begin upgrading with new
electronic equipment and software,
and as the products become much
more sophisticated and use of the
Internet increases greatly.

Janeczko says Paradigm Tech-
nology is getting an increased

number of calls from operators
who want software that works with
global positioning systems that
many carriers are putting on their
coaches to help them better man-
age where their fleets and how the
buses are performing. 

One application, he says,
would be able to track the miles
that a coach travels within each
state on its route, which would
allow the operator to file trip
reports faster and with more accu-
racy. “We are looking at drawing
the actual miles the coach is in

each state and things like that out
of the system for integration into
our reporting pools,” he says.

Campbell says operators also
are looking for software that will
allow them to manage each divi-
sion within their company sepa-
rately, while allowing them to inte-
grate all of the operations at the
same time.

“Our software just keeps get-
ting more complicated and feature
rich,” she adds. “As we work with
customers, we add more. Every
new customer brings two or three

new things to our products.
The use of the Internet is likely

to increase greatly in the next cou-
ple of years, too, as software devel-
opers find even more uses for it,
according to Petterson. 

“I believe that everyone will at
least have the option to deploy over
the Internet,” he suggests. “Internet
connectivity is becoming more and
more important and it is an excel-
lent way to deliver if you do it
right.”

Additionally, he projects that
integrated software will become

much more popular among motor-
coach operators as they search for
more efficient ways to run their
businesses.   

“Fragmented software does
not respond to business problems
the way deeply integrated software
does. You can buy a maintenance
system from a maintenance ven-
dor and an order system from an
order vendor, but you can’t pro-
duce the same level of solutions
that you can produce from an inte-
grated system that ties them all
together,” he says.

Software
CONTINUED FROM PAGE 11

Truckers, safety advocates want speed limiters
WASHINGTON — A group of

trucking companies have joined
with a public interest safety group
to petition the Federal Motor
Carrier Safety Administration to
require electronic speed governors
on all over-the-road trucks be set
at no more than 68 miles per hour.

The request is believed to the
first ever joint petition submitted
to the FMCSA by a group of
motor carriers and a public safety
organization. 

Road Safe America submitted
the petition to the agency that reg-
ulates truck and motorcoach safe-
ty along with trucking giants

Schneider National, J.B. Hunt
Transport, CR England, Covenant
Transport and five others. 

The proposal would affect
class 7 and 8 trucks manufactured
after 1990.

The American Trucking Asso-
ciations previously submitted a let-
ter to the FMCSA supporting speed
limiters on over-the-road trucks. 

According to the FMCSA’s
new Large Truck Crash Causation
Study, “traveling too fast for con-
ditions” was the single most fre-
quently cited factor in large truck
crashes where trucks were
assigned a critical reason. 

“The 80-mph, 80,000 lb.-truck
has no place on our highways,”
said Steve Owings, who co-found-
ed Road Safe America after he lost
his 22-year-old son, Cullum, in a
high-speed truck accident. 

Don Osterberg, vice president
of safety and training at Schneider
National, joined Owings in sup-
porting what he called “one of the
most important safety initiatives in
commercial vehicle transportation
in the last 20 years.” 

“Historically, carriers have wait-
ed for regulations to come down
from the federal government and
not been actively engaged in the

process,” said Osterberg. “What’s
unique in this filing is that a core
group of responsible carriers is
stepping up and initiating a proac-
tive change for improving public
safety. This is good for drivers, good
for the motoring public and good
for the entire trucking industry.” 

Schneider is among a growing
number of large truckers that
maintains speed governors on
their trucks at below 68 mph. In
addition to safety gains, the truck-
ers cite savings in fuel consump-
tion, liability costs and equipment
wear and tear as business reasons
for the limitation. 
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14-17 California Bus
Association Convention &
Trade Show, Doral Desert
Princess Resort, Cathedral City,
Calif. Info: www.cbabus.com or
call (831) 633-1755.

22-25 17th National Rural
Public and Intercity Bus
Transportation Conference,
Skamania Lodge & Conference
Center, Stevenson, Wash. Info:
www.trbruralconference.org.  

23-25 BusCon, Navy Pier,
Chicago. Info: Go to
www.busconexpo.com.

26-28 Gray Line Annual
Meeting and Marketing
Conference, Phoenix. Info:
E-mail info@grayline.com or call
(303) 394-6920.

28 Museum of Bus Transpor-
tation Annual Meeting, Hershey,
Pa. Info: (717) 566-7100, ext.
119.

CalendarGray Line meets in Phoenix 
PHOENIX — The 2006 Gray

Line Worldwide Annual Meeting
and Marketing Conference will be
Oct. 26-28 at the famed Wigwam
Golf Resort & Spa in Litchfield
Park, a suburb of Phoenix.  

This year’s conference will
focus on the latest technology and
marketing programs developed for
Gray Line members, and the offi-

cial launch of many of these new
programs.

There also will be marketing
and business sessions, plus oppor-
tunities for attendees to interact with
featured experts, as well as fellow
Gray Line members and leaders.

For information or to register,
go to www.graylineconference
tools.com/phoenix.

Museum meeting this month
HERSHEY, Pa. — The annual

meeting of the Museum of Bus
Transportation will be on the last
Saturday of October in the muse-
um facilities here.

The Oct. 28 meeting is open to
all, but there is a charge for attend-
ing a dinner that evening on the

museum floor and participating in
an afternoon bus tour.

New at this year’s meeting will
be a bus memorabilia flea market.

For information or to make res-
ervations, call Tom Collins at (717)
566-7100, ext. 119. The museum’s
Website is www.busmuseum.org. 

Rural, intercity session set
STEVENSON, Wash. — The

17th National Rural Public and
Intercity Bus Transportation Con-
ference will be Oct. 22-25, in
Stevenson, which is 45 miles from
Portland, Ore., in the stunning
Columbia River Gorge.

The biennial conference is de-
signed for rural transit and human
service transit providers, tribal
transit managers, planners, state
agency staff, intercity bus opera-
tors, consultants, researchers, train-
ers and others involved in rural
public and intercity bus transpor-
tation. 

Key conference topics will be

coordination and planning, hazard
and security planning and re-
sponse, funding and financial man-
agement, technology, and opera-
tions and program management.

Speakers include Chuck Under-
wood, founder/president of The
Generational Imperative, a re-
search-driven generational business
consultancy; Dale Marsico, execu-
tive director of the Community
Transportation Association of
America, and Bill Millar, president
of the American Public Transporta-
tion Association. 

For information and to register,
go to www.trbruralconference.org.

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"
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home or establishing significant
regional operations. “The corporate
sector is really growing here,” says
Chris Levering.

At the same time, the company
began getting calls from corpora-
tions interested in new and differ-
ent methods of transporting their
employees, especially their key
executives.

“Corporations are changing
the way they move around,” is the
way Levering describes what is
happening.

In Nashville, that meant some
corporations were seeking alterna-
tives to flying to Atlanta. Nashville-
Atlanta is one of those city pairs
that’s expensive to fly. It’s so costly,
jokes Levering, that “you’re better
off to take a cab.” 

The confluence of these and
other factors signaled to the Lev-
erings that there was a new market
to be tapped by Gray Line Nash-
ville.  

To move into the market, the
Leverings purchased what amounts
to a fully equipped office and
entertainment suite on wheels — a
Prevost conversion coach designed
specifically to meet the needs of
corporate customers and, at the
same time, take Gray Line Nash-
ville in a new business direction. 

Levering is enthusiastic about
the experiment.

“We’ve only had the vehicle for
a few months, and it’s already
booked out for a whole series of
extended weekend VIP trips,” he
says. One of its first uses was as a
mobile office and campaign bus for
California Gov. Arnold Schwarzen-
egger.

Built on a Prevost H3-45 VIP
shell, the coach was converted by
Hemphill Brothers of Nashville, one
of the nation’s busiest conversion
companies. Hemphill’s A-list client
roster includes musicians, entertain-
ers, athletes and politicians.

The coach seats 20 in plush
leather chairs, booths and couches
in a layout that lends itself both to
private meetings and larger presen-
tations. Seven flat-screen televi-
sions are available for individual or
group viewing from a variety of
sources — computers, DVDs, VHS
or self-tracking satellite TV. 

A built-in local area network
assures that those using the coach
can communicate or collaborate
with colleagues virtually anywhere. 

“We really like the floor plan.
And with features like the built-in
WiFi network, you can hold sales
meetings on board or do multime-
dia presentations while you’re
cruising down the highway,” says
Levering.

An outdoor entertainment cen-

ter and electric patio awning make
the coach a convenient venue for
group activities, product launches,
demonstrations and VIP entertain-
ment. The well-appointed rear gal-
ley — complete with refrigerator,
mini-bar and lavatory — enhance
the onboard meeting capability. 

Powered by a Detroit Diesel
Series 60 engine and Allison six-
speed transmission, the coach has
extra soundproofing and an anti-
vibration engine/transmission mount-
ing system.

To build awareness of its execu-
tive coach, the Leverings are adver-
tising on local television and have
partnered with a Nashville televi-
sion station to transport its popular
sports reporter to high school foot-
ball games on Friday nights.

It also plans to do direct mar-
keting and expects word-of-mouth
advertising to be an effectively tool
for promoting the coach. 

In a city that literally has hun-
dreds of “entertainer” coaches with
their three-tier bunks for road
crews or luxury sleeping suites for
stars, the Gray Line of Nashville
executive coach is an anomaly.  

“It’s a great way for corporate
customers to meet their business,
travel and entertainment needs in
an affordable and efficient way,”
says Levering. It also may be a
good way for Gray Line Nashville
to grow its business.

flat-screen TVs. 
There is a larger workspace

area than in his previous models
since he records a radio show on
board and prepares for his weekly
TV broadcasts during the trip.

Other interior features include a
master bedroom and bathroom
with a 4-foot by 4-foot steam show-
er. The kitchen has granite flooring
and countertops, and a side-by-
side, stainless-steel refrigerator.
The booth area can be converted
into an 80-inch long bunk.

Seating is crucial. Television
production crews and NFL players

are often on board. 
The coach has a Caterpillar C-

13 engine; a 24KW generator; a
SmarTire tire-pressure monitoring
system, and Sirius satellite radio.

Patricia Ziska, MCI vice presi-
dent of marketing, says the coach
builder likes the visibility Madden
brings to MCI and to the over-the-
road bus industry. “Motorcoaches
let you travel directly to your desti-
nation hassle-free and Coach
Madden speaks about the fun he’s
had on the road because of his MCI
motorcoach,” Ziska notes. 

This past summer, Madden was
inducted into the Pro Football Hall
of Fame, recognizing his career as a
coach for the Oakland Raiders.

Gray Line
CONTINUED FROM PAGE 1

The new Madden Cruiser features an interior with more work space.

Madden
CONTINUED FROM PAGE 1
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Frank Dougherty has been
named general manager of Bo-
nanza Bus Lines in Providence,
R.I., a unit of Peter Pan
Trailways. Dougherty began his
career as a driver for Greyhound
Lines before joining Bonanza six
years go. Most recently, Dough-
erty was district manager of Peter
Pan’s Boston division in South
Station.  In his new role, Dough-
erty will oversee system that car-
ries more than 1 million passen-
gers annually to more than 40
major cities in the Northeast. 

Warren Hoemann has been
named senior vice president of the
American Trucking Associa-
tions. Hoemann previously was
deputy administrator at the
Federal Motor Carrier Safety
Administration. Before FMCSA,
Hoemann was vice president of
the California Trucking Associa-
tion.

Correction
Michael Neustadt is co-presi-

dent and part owner of Coach Tours
in Brookfield, Conn. His title and
ownership were incorrectly report-
ed in the Sept. 15 issue. 

KANSAS CITY — An inves-
tigative report by the Kansas City
Star that has been reprinted in a
dozen other newspapers has
focused new attention on an old
sore spot with many motorcoach
operators.

That is, the fact that summer-
time temperatures expand fuel so
coach operators receive less bang
for the buck when they fill up in
hot weather than when it’s cooler.

The Star’s two-part investiga-
tion noted that while the federal
retail standard for fuel is 60
degrees, the law does not require
retailers to adjust their pumps for
summertime fuel expansion. 

When fuel temperatures are
higher than 60 degrees and the fuel
expands, buyers are receiving less
fuel than they should because the
pumps don’t adjust, the newspaper
reported.

Americans will pay $2.3 billion
more for fuel in 2006 than they
would if pumps were adjusted to
account for fuel expansion, the
newspaper said.

In Canada, such adjustments at

the pump are routine, the newspa-
per noted. Some big fuel buyers,
including the U.S. military, negoti-
ate temperature-adjusted fuel.

Hawaii is the only state to
adjust pumps for hotter fuel. The
Hawaiian gallon at the pump con-
tains nearly 234 cubic inches of
fuel, or almost 3 cubic inches more
than is dispensed at U.S. pumps
outside of Hawaii. The extra amount
helps compensate for the state’s
year-round warm temperature.

The American Petroleum Insti-
tute, which represents the oil indus-
try, reiterated the industry’s long-
standing opposition to such adjust-
ments at the annual meeting of the
National Conference of Weights
and Measures in Chicago in July.

The API says that switching to
temperature adjusting pumps
would be costly. Some retailers use
older mechanical equipment,
which are “virtually impossible to
accurately temperature compen-
sate,” the API says.

“The benefit to the consumer is
negligible,” the institute says. “Im-
plementation costs must be consid-

ered in accessing any end benefit to
the consumer.”

California Attorney General
Bill Lockyer has launched an inves-
tigation into hot fuel. 

For nearly two years, the
Owner-Operator Independent Driv-
ers Association, a trucking group,
has been challenging the depart-
ments of weights and measures in
all 50 states to require fuel temper-
ature compensation at retail gaso-
line and diesel pumps. So far, the
National Conference of Weights
and Measures has declined to take
action.
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Here’s what The Big Fat Bus
Book delivers…

Á Profiles of more than 6,000
ª Private bus companies
ª Transit agencies and systems
ª Manufacturers and suppliers
ª Bus industry associations
ª Consultants

Á Now includes garage and maintenance
services provided by operators 

Á Yellow Pages guide to bus industry
products and services

Á Sections organized to reflect the different
segments of the bus industry

Á Accurately alphabetized for easy use

Á U.S. and Canada — all states, provinces
and territories

The Big Fat
Bus Book on CD

Á Gives you access to a wealth
of information and data on your
PC or laptop in a searchable
Adobe Acrobat file.

Á Contains all the information
that’s in the printed Big Fat
Bus Book

Á Allows you to quickly locate
just the information you need

Á Is as easy to use as the printed
Big Fat Bus Book

OOrrddeerr ttooddaayy!!
Only $69*

for TThhee BBiigg FFaatt BBuuss BBooookk oonn CCDD

Only $85*

for TThhee BBiigg FFaatt BBuuss BBooookk
(print version)

Ordering is quick
and easy when
you use your VISA,
MasterCard or
American Express
*In Canada and elsewhere out-
side the U.S., price is $79 (U.S.
funds) for The Big Fat Bus Book
on CD and $105 for the printed
Big Fat Bus Book. All prices
include shipping and handling.

For fastest service,
fax the form below!

l Yes. I want to subscribe to the 2006
Motorcoach Directory on CD for only
$69/$79 outside U.S. (includes S&H).

l Yes. I want to subscribe to the 2006
Motorcoach Directory printed version for
only $85/$105 outside U.S. (includes
S&H).

l Yes. I want both, a printed book and a
book on CD for the special combo price
of $125/$150 outside U.S. (includes
S&H).

l Charge my credit card 

l My check is enclosed

Make check payable to Bus Publications Group.

The Guide to the North American Bus Industry

Name______________________________________________________________________________

Title_______________________________________________________________________________

Company ___________________________________________________________________________

Address ____________________________________________________________________________

City ________________________________________________________________

State _____________ Zip ____________________________Fax_____________________________

Phone ______________________________________________________

E-mail _____________________________________________________________________________

Credit Card No. ______________________________________________________________________

l Visa       l MasterCard       l AmericanExpress       Exp. Date ___________________

The Big Fat Bus Book
c/o The Bus Publications Group
4930 W. Glendale Ave., #6
Glendale, AZ 85301

…or for faster service
Fax Order to 1-866-930-8426

(toll free)

TThhee
BBiigg FFaatt
BBuuss BBooookk
is produced by
Bus Publications Group
623-930-8424

Clip or copy
this coupon
and send to:

New special
prices for
readers of

and ’07 models will contain warn-
ing labels mounted where fuel is
added to the vehicles and on dash-
boards.

Owners of pre-2007 buses and
other vehicles may use either low-
sulfur diesel or ULSD during the
transition, but only ULSD will be
sold for highway use after Dec. 1,
2010. 

Engine power should be largely
unaffected by the ULSD, although
fuel economy may be slightly less
because the process that removes
sulfur also can reduce the energy
content of fuel, the Clean Diesel
Fuel Alliance says.

That energy loss would be
small, perhaps 1 percent.

But, any mileage changes
would be difficult to predict
because of the number of factors
that can affect mileage.

that a number of refiners will
choose to abandon the No. 1
kerosene market this year rather
than spend a lot of money to pro-
duce kerosene components that
have sulfur levels low enough to be
mixed with ultra-low-sulfur diesel
for on-highway use.

If you operate in a cold climate,
now may be a good time to talk to
your fuel supplier.

Unforeseen consequence No. 2:
Trucking executives say there is a
good chance there will be a short-
age of tank truck capacity in the
coming months, as demand for
ultra-low-sulfur-diesel fuel, ethanol
and biodiesel grows.

Increased transport of ethanol
and biodiesel from plants to termi-
nals — and the unresolved ques-
tion of whether to dedicate trucks
to the transport of ultra-low-sulfur-
diesel fuel — could tighten an

already strained fuel transportation
market, according to tank truck
executives.

“ULSD and ethanol [are] driv-
ing up demand for tank trucks,”
one petroleum hauler told an
online news service. “That places
an incredible demand on an
already tight industry, and that
means prices for fuel may go up as
a result of that tight market.”

Enough questions have been
raised about the situation that the
Government Accountability Office
is going to study the nation’s
renewable-fuel infrastructure.

One possible solution that is
likely to be proposed is to grant
fuel haulers a waiver on driver
hours-of-service rules. That hap-
pened last year during the Gulf
Coast hurricanes and again in mid-
July, when the governor of
Nebraska issued a waiver of hours-
of-service rules to help assure
there was enough fuel during the
summer harvest season. 

Price boost
CONTINUED FROM PAGE 3

ULSD
CONTINUED FROM PAGE 3

Investigation into ‘hot fuel’ stirs interest 



it operated between 2002 and mid-
2005. That amount was determined
to be $415,325.16.

Federal charter rules bar public
transit agencies that receive federal
grants from providing charter bus
service when a private operator is
willing and able to do it.

Rather than try to work with
local charter bus companies, Ak-
ron Metro ran hundreds of illegal
charters through sham contracting
arrangements with a company
called Vance Charters. 

Vance Charters was incorporat-
ed 14 years ago by Bernard
Burkett, who was a Metro employ-
ee and president of the local
Transport Workers Union.

Whenever Akron Metro got a
request for a charter it would refer
the trip to Vance Charters, which
would arrange the service on Metro
buses. After getting the particulars
for a trip, Burkett would send an e-
mail to Akron Metro, telling it
where to send its buses. There’s

even evidence Burkett collected a
fee for functioning as a middle man
in arranging the charters. 

Almost all of the illegal char-
ters conducted by Akron Metro –
469 of 475 — were run through
Vance Charters, which operated
under several other names —
Absolute Charters, Abbie Charters,
A Charter 4 U, and A-1 Charters.

In the original complaint filed
by attorney Richard P. Schweitzer
on behalf of the American Bus
Association in June of last year,
Schweitzer said Akron Metro pro-
vided charter bus service for wed-
dings, family reunions, school and
university trips, dinner theater out-
ings, and shuttles between the con-
vention center and local hotels.
Schweitzer also said Vance
Charters was a fictitious entity that
had neither operating authority nor
buses.

In late April, Akron Metro
appealed Simon’s decision to FTA
headquarters in Washington. The
case landed in the lap of Simpson,
who took over as FTA administra-
tor early last month.  

Simpson’s decision is con-
founding both for its absence of
explanation and its bureaucratic
weirdness. 

First, he found Akron Metro
had presented no new facts or
points of law. So, on that basis, he
dismissed the appeal. But in
deciding to reduce the penalty to
$415,325, from $622,500, he pro-
vided no explanation why that
action was, as he put it, “appropri-
ate.”

He noted that the reduction “in
no way negates the findings of fact
or the merits of the regional
administrator’s decision. Rather, it
serves as notice to other transit
agencies that FTA will not allow
the use of federally funded assets
to earn revenue that contravenes
the provision of the charter bus
regulations.”

What the decision really says,
of course, is that if you’re a transit
agency and you violate the charter
rules, and by chance you get
caught, the only thing that’s going
to happen to you is the FTA is
going to withhold federal money in

the amount that you screwed pri-
vate operators out of. 

But perhaps the most stunning
aspect of Simpson’s decision came
when he acknowledged that the
FTA Master Agreement, which it
maintains with all transit agencies
that receive federal money, author-
izes the FTA to “terminate all or
any part of the federal assistance”
an agency receives for violations
of the agreement, including rules
charter violations.

For years, the FTA has argued
in countless charter rules cases that
it did not have the authority to par-
tially withholding funds from a
transit system that violated the
rules. 

In fact, that contention by the
FTA is why the motorcoach indus-
try spent more than two years try-
ing to convince Congress to give
the FTA statutory authority to
withhold appropriate amounts of
federal funds from transit agencies
that violated charter bus rules.
Congress did that last year when it
passed the five-year highway and
public transit reauthorization law

called SAFETEA-LU.
Now, as it turns out, the Akron

decision recognizes the FTA had
the partial withholding authority
all along. Truly amazing.

Akron Metro has not decided
whether it will appeal Simpson’s
decision to the courts. A Metro
spokeswoman told Bus & Motor-
coach the agency is considering its
options. 

Meanwhile, the transit agency
remains unrepentant.

“We still do not think we were
in violation (of the rules),” said the
spokeswoman. 

And the trade group that repre-
sents public transit agencies, the
American Public Transportation
Association, thinks the FTA should
go easy on Akron Metro. APTA
says the FTA ought to withhold
federal money “over a period of
time to lessen the impact on the
provision of public transportation
service.”

APTA’s appeal was contained
in a letter to the FTA from Daniel
Duff, chief counsel for the associ-
ation.
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the FTA conduct a rulemaking to
revamp the charter bus regulations
governing transit agencies that get
federal money with which to buy
their buses. 

The FTA created what is called
the Charter Bus Negotiated
Rulemaking Advisory Committee
and its public- and private-sector
members have met eight times
since May in an effort to come up
with revised rules. The negotiating
has been slow and laborious for
much of the time. 

At the committee’s latest meet-
ing, in mid-September, consider-
able time was devoted to dis-
cussing “charter service excep-
tions.” That is, situations where
public transit agencies would be
allowed to provide service that has
many of the elements of a charter.

Both sides agree that a public
transit agency ought to be able to
transport its own workers from
place to place and should be
allowed to provide service in
local and national emergencies.
Beyond that, every other charter-
like service provided by a public
transit is up for negotiation by the
committee.

The two sides approach the
issue from completely different
perspectives. The private operators
contend they should have the
opportunity to provide all local
bus service beyond the defined,
open-door, fixed-route, stop-and-
go, publicly financed service typi-
cal of a transit agency.

Or, as attorney Rick Schweitz-
er, alternative negotiator for the
American Bus Association, put it,
the private operators expect to
have the “first bite of the apple.”  

The transits just as strongly
contend their communities, the
public officials who allocate the
money for their operations, and
their passengers expect them to be
available to provide occasional
services beyond traditional fixed
routes.   

Horner told the transit-sector
negotiators that the legitimate goal
of the private operators is to take
as much business as they can pro-
vide.  

It is obvious that many of the
public-sector representatives are
resentful of or threatened by pri-
vate operators, just as private oper-
ators are resentful of transit
agency managers who think they
ought to be able to provide any
service any citizen or public offi-
cial requests.    

Proposals and counter propos-
als from both sides delineated how
apart the two sides are on the
issue. 

The transit agencies proposed
a bus load of charter service
exemptions, using language in
their proposal that essentially
would give them carte blanche to
provide charters in a wide range of
situations and to a broad range of
community groups and organiza-
tions, as well as government enti-
ties.

One private-sector member of
the committee calculated that if
the public-sector proposal were

turned into FTA regulations he
would be forced to layoff 30 per-
cent of his drivers because he
would lose that much of his busi-
ness. 

The private sector came back
with a counteroffer, containing
much narrower charter service
exceptions. 

The private-sector proposal
also contained elements of a sug-
gestion made by industry safety
consultant Jack Burkert who rep-
resents Trailways operators on the
rulemaking committee.

Burkert said the fundamental
flaw in developing and trying to
enforce charter service rules is
that it is a constant game of
“gotcha.” He contends it is a fact
of life that transit agencies will
always stretch, bend or break the
charter rules, while private opera-
tors will always try to catch them,
screaming “gotcha” when they
discover a transit agency violation.

Burkert proposed what he
called a “very simple solution” to
end the game of gotcha. He called
for allowing public transit agen-
cies to conduct some limited “spe-
cial operations” each month, with
the amount based on the size of
the transit agency. There would be
a very firm cap on the amount of
such service and severe penalties
for violations.

In its counterproposal on char-
ter service exceptions, the private
sector proposed that public transit
agencies be allowed to provide
service to local and state govern-
ment entities, excluding school
transportation and universities,

and to “qualified” nonprofit enti-
ties up to a maximum of 100 pay-
roll hours per year for large transit
properties (those serving areas
with a population over 250,000),
75 payroll hours for transits in
areas with a population of 50,000
to 250,000, and 50 payroll hours
for rural transit properties. 

The proposal contained nearly
a dozen limitations and caveats,
including requirements for record-
keeping; defining the monthly and
yearly caps, and what happens
when a complaint is filed alleging
violations.

But the proposals got tabled
because the two sides have been
unable to reach agreement on what
constitutes “charter service.” And
that disagreement is seen by many
on the private-sector side as being
at the heart of the difficulty in
revising the charter rules.

However, as the discussions
wore on, it became clear to Horner
and others that a hard-and-fast
definition of charter may be less
important if the two sides can
reach some sort of accord on
exceptions and exemptions. 

In other words, if the excep-
tions and exemptions are carefully
laid out, with clear examples that
leave little room for interpretation
or maneuvering, then the “defini-
tion of charter becomes less
important,” said Horner. 

On another critical issue, the
two sides also appear to be far
apart on some of the mechanics of
enforcing or interpreting the new
rules when complaints are filed. 

The public sector wants the

FTA to continue to be the judge
and jury in deciding and interpret-
ing its rules. But one private-sec-
tor negotiator is adamant about
getting the process out of the FTA
and into the hands of a third party.

One proposal is to use admin-
istrative law judges to handle and
adjudicate charter service com-
plaints.

The private-sector negotiator
pushing to remove the process
from the FTA says the people he
represents feel so strongly about
getting the decision-making out of
the hands of the FTA that he is
willing to sabotage the entire rule-
making process over the issue. 

At the end of the second day,
the facilitator for the rulemaking
sessions asked for the creation of a
drafting committee to craft new
rules for the areas on which the
two sides appear close to agree-
ment.

For example, the drafting com-
mittee will tackle the issue of out-
lining a revised process for deter-
mining if there are private charter
operators willing and able to pro-
vide buses when a transit agency
gets a request for service. The new
rule is expected to outline a proc-
ess that involves using the Internet
with electronic notifications and a
72-hour response period. 

The drafting committee also is
expected to tackle the exception
and exemptions issue.

The rulemaking advisory com-
mittee meets again at the end of
this month and the drafting group
will try to come up with rules lan-
guage by then. 

Negotiations
CONTINUED FROM PAGE 1
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Customers attending the summer new-product introduction at ABC Compa-
nies’ Garden Grove, Calif., location relaxed in the facility’s outdoor pavilion.

ABC unveils two coaches
at national customer event

FARIBAULT, Minn. — Cus-
tomers of ABC Companies lined
up for dogs, deals and demonstra-
tion drives on two upgraded
coaches at a National Tailgate
Party hosted by ABC at each of its
five locations.

The two-day event acquainted
customers with new features now
available on the Van Hool C2045E
and the all-new ABC branded
M1235 mid-size bus.  

Each ABC location gave away
a SmarTire TPMS System as the
grand prize and offered the oppor-
tunity to enter a drawing to win a
chance to purchase a pre-owned

MC-12 at special pricing.
SmarTire system winners were

Midnight Sun Tours of Lake
Worth, Fla.; DeCamp Bus Lines of
Montclair, N.J.; Orion Pacific in
Orange, Calif.; Regency Charters
in Houston, and Lake Crystal
Coaches of Madison Lake, Minn. 

Al Bonilla of ALB Tours was
the winner of the drawing to pur-
chase the MC-12 at the California
location. 

The event also featured special
pricing on new and pre-owned
buses, over-the-counter parts and
service.  

“The excitement generated by

our new equipment enhancements
was quite evident and the positive
response from customers and
prospective buyers reinforces the
fact that we are on the right track
with these upgrades,” said ABC
President and CEO Dane Cornell,
who was at the ABC location in
Grand Prairie, Texas. 

Twelve-speed ZF transmis-
sions are currently available as an
option on Van Hool T2100 and
C2045 coaches, reports ABC
Companies Chief Operating Offi-
cer Bob Foley.

An article in the Sept. 15 issue
of Bus & Motorcoach News indi-
cated that 12-speed ZFs would not

be available in Van Hool coaches
until next year. 

Foley reports Van Hool is the
only North American coach sup-
plier that can be equipped with a
12-speed ZF transmission now.
And it is available with the ZF
intarder, eliminating the need for a
Jake Brake on the engine. 

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

States and Priced to Sell!
Call 1-877-737-2221 Ext. 716

for more information!

Wanted To Purchase
1999 and Newer MCI DL3’s.

Call 714-740-8888 and ask for Roman.

CLASSIFIED ADVERTISING

4 – 1997 Dina Viaggio 1000s
52 PAX + 1 Escort Seat

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

$150,000 each, including tires

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

FOR SALE

consisting of Jim Lienhart of Ar-
row Coach Lines and Scott Lum-
bert of Mountain Home Charter
Service, representing Arkansas;
Hotard and Louis Sanders of

Louisiana Coaches Trailways, rep-
resenting Louisiana; Karen Sand-
ers of Bus Supply Charters and
Randy Futral of Starkville Trail-
ways, representing Mississippi, and
Raja Chaudry of Executive Coach
and Michael LaBrie of Sun Travel,
representing Texas. The selections

from Oklahoma are pending. 
The board members will focus

much of their early efforts on
recruiting operator and associate
members. 

For information, call Hotard at
(225) 869-9490 or Morris at (434)
376-1150. 

South Central
CONTINUED FROM PAGE 3

Tenn. association seeks vendors
KINGSPORT, Tenn. — The

Tennessee Motor Coach Asso-
ciation is inviting nonmember
suppliers to participate in its annu-
al convention in January. Exec-
utive director Deborah Neese says
the goal is to improve the associa-
tion and show more suppliers what
it has to offer.

Interested vendors will be able

to attend the preview reception
and marketplace if they agree to
occupy a booth or floor space at
the marketplace.

The 11th annual convention
and marketplace will be Jan. 3-6,
at the Gaylord Opryland Resort
and Convention Center in Nash-
ville. For more information call
Neese at (866) 721-8622.

Texas operators’ meeting draws crowd
HOUSTON — The first of a

series of meetings designed to
acquaint Texas bus operators with
a newly formed quasi-state motor-
coach association has been
deemed a success by those push-
ing the organization.

The group is organizing under
the umbrella of the Texas Travel
Industry Association and is called

the Texas Ground Transportation
Council.

“Our regional meeting in
Houston had 43 people in atten-
dance,” said Jerry Williams, pres-
ident of Lone Star Trailways in
Tyler, and one of the founders of
the council. “All who attended
expressed interest in joining.

The goal of the council is to

function as a statewide coalition
for coach companies operating in
Texas.

Another regional organizing
meeting will be Nov. 8 in Dallas.
Details are pending. Operators
interested in the council should
call Scott Owings of the TTIA at
(512) 476-4472. Or, e-mail him at
scotto@ttia.org. 



DETROIT — Customer and in-
vehicle testing of 2007 Detroit
Diesel Series 60 engines has shown
that fuel economy is on par with
current model power plants, the
company reports.

“We have been extremely en-
couraged by the fuel economy per-
formance of the test vehicles and
customer demonstration vehicles,”
said Tim Tindall, director of Detroit
Diesel’s 2007 engine program.

“All vehicles are using ultra-
low-sulfur diesel fuel and the vehi-
cles are demonstrating fuel con-
sumption levels very close to the
current vehicles. In controlled test-
ing, fuel consumption of the 2007
vehicle is within 1 percent of the
2006 vehicle.”

Many engine experts have been
predicting a drop-off in fuel econo-
my with the ’07 engines because of
the changes being made to cut
emissions and because of the 2 per-
cent drop in power of ultra-low-sul-
fur diesel fuel. 

Tindall said the tests have been
conducted with what he calls “full
production intent hardware, soft-
ware and calibration.”

For the Series 60 engine tests,

Detroit Diesel has accumulated 11
million miles and it is targeting 14
million miles by the time the first
’07 engine comes off the assembly
line in January.

“We’ve received highly positive
feedback through our customer
demonstration program,” Tindall
added. 

Detroit Diesel says it will con-
tinue its rigorous testing and prepa-
ration program for all three low-
emissions engines it is launching in
January. Besides the heavy-duty
Series 60, there is the MBE 4000
and the medium-duty MBE 900. 

By January, when production of
the new engines officially begins,

the company says it will have full
U.S. Environmental Protection
Agency certification for all ’07
engines. 

And, by the time all testing is
completed, Detroit Diesel and its
parent company, Freightliner LLC,
expect to accumulate nearly 25 mil-
lion miles of lab and reliability test-

ing on the three engines, plus the
customer demonstration program
that will gauge how the products
are performing for end users.

Additionally, it will have com-
pleted an extensive training pro-
gram for its service network, and
stocked parts at service network
locations.
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Detroit Diesel says its ready for ‘07 engine launch

Trailways gains
Miller company
from Louisville

LOUISVILLE, Ky. — A near-
70-year-old Louisville bus opera-
tion, Miller Transportation, has
joined the 70-year-old Trailways
Transportation System. 

Renamed Miller Trailways, the
company traces its roots to 1937
when Emmett Miller Sr. bought a
school bus to supplement his farm
income. The company remained a
school bus operation until “Dad”
Miller’s two sons, Tom and Emmett
Jr., joined the business in the early
1960s. 

With the Miller brothers came
the introduction of transit buses
and motorcoaches. Now, a third
generation of Millers has moved
into the operation. 

“Our core business today is
schools, military and seniors,” says
President John Miller. “We do a lot
of charter business north and south
of Louisville — to places like
Chicago, Huntsville (Ala.), Atlan-
tic City (N.J.), and Branson (Mo.)” 

Miller expects the Trailways
branding will help the company
expand its convention business by
boosting name recognition among
corporate groups and associations. 

The Miller Trailways’ fleet
totals about 100 vehicles, split
between motorcoaches and school
buses. For information about the
company, go to www.millertrans-
portation.com.



Easy to find. Easy to order.   www.prevostparts.com

CANADA
QUEBEC • 800-463-8876

UNITED STATES

ILLINOIS • 877-999-8808

NEW JERSEY • 800-223-0830

FLORIDA • 800-874-7740

TENNESSEE • 877-299-8881

TEXAS • 866-773-8678

CALIFORNIA • 800-421-9958

Presence. That’s what we’re all about. Backed by the most efficient network in the

industry along with a dedicated and experienced team, we’re behind you all the way.

Wherever you are, Prevost Parts is always there - a reassuring presence 24 hours a

day, 7 days a week.

Here. There. Everywhere.
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