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The evacuation of thousands of 
people from the path of deadly 
Hurricane Ike in Texas last month 
has drawn mixed reviews from 
drivers and operators who took 
part in the operation.

Some said they were treated so 
poorly they have soured on getting 
involved in other large-scale res-
cue efforts in the state, while oth-

ers said the operation went as well 
as they had expected.

“It was a catastrophe for the 
bus drivers and that just shouldn’t 
have happened,” said Bill Austin, 
owner of Dallas-based Buses by 
Bill, who responded to the call for 
help from state officials with eight 
coaches and drivers.

He said his drivers were fed 

very little, did not have toilet or 
shower facilities and were forced 
to sleep on their buses for most of 
the 10 days they were part of the 
evacuation effort that drew more 
than 1,000 commercial coaches 
and school buses from throughout 
the country. 

Drivers from other carriers 
echoed the complaints, including 

one who said drivers were required 
to shut down their engines at night 
so they would conserve fuel, which 
meant they could not run their air 
conditioning systems while they 
slept.

Most disturbing, according to 
Austin, was that bus drivers were 
treated differently than others who 
were involved in the evacuation 

operation, including state troopers, 
medical personnel and state and 
federal officials. He said drivers 
on one occasion tried to enter a 
dining tent where other workers 
were eating, but were stopped by a 
sign that said they were not al-
lowed inside.

“It is my opinion that esprit de 

Deep in Texas is no picnic for evacuation drivers
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SCHAUMBURG, Ill. — Top 
executives at Motor Coach Indus-
tries expect the company to emerge 
from bankruptcy reorganization in 
February with a far more flexible 
financial structure that improves 
its competitiveness, allows it to di-
versify and make acquisitions, and 
bolsters product development.

MCI plunged itself into bank-
ruptcy last month to thwart finan-
cial collapse and rid itself of much 
of the $765 million in debt that has 
strangled it for the past 14 years. 

The MCI bankruptcy filing, 
while expected, was somewhat un-
usual because it was in the form of 
a pre-negotiated or pre-packaged 
arrangement that includes a bus-
load of new lenders, two new eq-
uity investors, a plan to throw its 

owner for the past nine years under 
the bus, and an apparent agree-
ment from its biggest creditors to 
go along with the whole deal.

“We made the strategic deci-
sion to significantly reduce our 
debt, strengthen our balance sheet 
and access new capital through a 
voluntary filing under Chapter 11 
so we can build on our leadership 
position in the industry,” said Tom 
Sorrells, MCI president and chief 
operating officer. MCI annually 
produces between 50 and 60 per-
cent of the new over-the-road 
buses sold in North America. 

MCI says its financial reorga-
nization plan will reduce total 
company debt by $420 million and 
cut its annual interest expenses by 
$54 million. 

One way to gauge the impor-
tance of that $54 million is to think 
of it like this: MCI annually sells 
between 800 and 1,200 new coach-
es. During a year in which it sells 
1,000 new buses, MCI will be able 
to save $54,000 per bus in annual 
debt service. 

The overarching goal of MCI’s 
Chapter 11 reorganization is to 
completely revamp its financial 
structure but to do it without di-
rectly affecting employees, cus-
tomers and day-to-day operations.

“The pre-negotiated Chapter 
11 filing is expected to have no 
impact on the company’s produc-
tion facilities, delivery schedules, 
after-sale parts availability or ser-
vice centers,” says the company.

WASHINGTON — Lobbyists 
for the motorcoach industry are 
trying to head off legislation in the 
U.S. Senate that would require all 
motorcoach companies to install 
seatbelts in all of their buses.

The draconian Senate bill was 
introduced 11 months ago but had 
been marking time until two dead-
ly motorcoach crashes in August 

moved it onto the front burner. 
(See Sept. 1 Bus & Motorcoach 
News.) 

A subcommittee of the Senate 
Commerce, Science and Transpor-
tation Committee conducted a 
hearing on the measure in mid-
September and a representative of 
the coach industry told senators 
that operators could not afford the 

bill’s mandates, and that it made 
no sense to impose such a tough 
requirement on the industry with-
out rigorous testing.

While the seatbelt requirement 
in the Senate bill is bad enough, 
the measure also would mandate 
additional safety technology, such 
as interior impact protection, roll-
over and stability control systems, 

flammability reduction, improved 
window glazing, collision avoid-
ance equipment, and electronic 
onboard recorders. (See Dec. 1 
Bus & Motorcoach News.)

Additionally, the bill would re-
quire the U.S. Department of 
Transportation to:

• Inspect all bus operators and 
assign each a safety rating at least 

every three years.
• Establish a training curricu-

lum for drivers to be adopted by 
state and local governments. Any 
driver seeking a commercial driv-
er’s license would need to attend a 
training program with an approved 
curricula.

Industry seeks to block far-reaching seatbelt bill
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WASHINGTON — The United 
Motorcoach Association and the 
International Motor Coach Group 
have asked the administrator of the 
Federal Transit Administration to 
investigate whether he was duped 
into granting an exception under 
the new charter bus rule so the pub-
lic transit agency in Denver could 
provide shuttle service for the Dem-
ocratic National Convention.

In a letter to FTA Administrator 
James Simpson, UMA and IMG 
say they believe the request for an 
exception filed by Denver RTD 
“contained misrepresentations” that 
“subsequently misled” Simpson 
into making a decision that gave the 
transit agency authority to provide 
shuttles for the final night of the 
convention in late August.

“Is it fraud to mislead the Fed-
eral Transit Administration admin-
istrator?” asked UMA Vice Presi-
dent of Industry Relations Ken 
Presley and IMG President Steve 
Klika in their letter to Simpson..

“Was collusion involved? Were 
federal taxpayer resources misap-
plied?  Should the USDOT Office 
of the Inspector General and the 
U.S. Department of Justice review 
these matters?” the pair asked.

Klika and Presley pointed out 
that hundreds of private buses were 
dispatched, with little advanced 
notice, to evacuate thousands dur-
ing Hurricanes Ike and Gustav, 
dispelling any notion the private 
sector is incapable of providing 
time-sensitive service on short 
notice.

UMA, IMG challenge FTA
on Denver charter decision WASHINGTON — The Na-

tional Transportation Safety Board 
has f ixed the blame for a fatal 
2005 bus-semitrailer truck crash 
in Wisconsin on the truck’s driver 
who fell asleep at the wheel.

The federal crash investigation 
agency urged the National High-
way Traffic Safety Administration 
and the Federal Motor Carrier 
Safety Administration to develop 
plans for reducing driver fatigue 
and to look at requiring new safety 
technology, including mandating 
collision warning systems with 
active braking and electronic sta-
bility control systems. 

The NTSB concluded that Mi-

chael J. Kozlowski caused the 
crash when he fell asleep at the 
wheel before a bus carrying mem-
bers of the Chippewa Falls, Wis., 
high school band crashed into his 
overturned truck on Interstate 94.

The NTSB finding is at odds 
with a criminal trial in Hudson, 
Wis., last year, in which Kozlows-
ki was acquitted of 12 felony and 
21 misdemeanor charges.

Kozlowski’s defense centered 
on attacking the bus driver, Paul 
Rasmus, who was killed in the 
crash and, therefore, unable to de-
fend himself. 

The NTSB report said Mr. 
Rasmus was “fit and qualified” to 

drive and couldn’t have avoided 
colliding with Kozlowski’s over-
turned semitrailer.

“The probable cause of the 
truck-tractor semitrailer rollover, 
the precipitating event in the acci-
dent sequence, and the motor-
coach’s subsequent collision with 
the truck, was the truck driver’s 
falling asleep at the wheel, drifting 
from the roadway, and losing con-
trol of his vehicle,” the NTSB said.

“The motorcoach collided with 
the overturned truck because there 
were insufficient visual cues to 
permit the driver to identify the 
truck wreckage in time to avoid 
the collision.”

Trucker blamed in fatal bus crash

ORLANDO, Fla. — At UMA 
Motorcoach Expo in January, the 
United Motorcoach Association 
will honor an individual who has 
demonstrated leadership in the 
motorcoach safety field. 

The award, sponsored by Dae-
cher Consulting Group of Camp 
Hill, Pa., is given annually at Ex-
po’s Vision Awards banquet. The 

2008 award will be presented Jan. 
23. 

Criteria for award nominees in-
cludes: Involvement in the indus-
try for at least five years; active in 
industry initiatives and organiza-
tions, and demonstrated achieve-
ments for his or her company and/
or the industry. 

“A demonstrated commitment 

to safety is the leading criteria for 
this honor,” says Carmen Daecher, 
who created the award. 

Nominations for the 2008 Safe-
ty Leader of the Year award are 
being sought. The deadline for 
nominations is Nov. 15. 

To obtain a nomination form, 
call Daecher Consulting Group at 
(717) 975-9190.

Safety award nominations being sought

Fixes
Smarter readers of Bus & Motor

coach News’ noticed that although 
the Oct. 1 issue was distributed in 
two sections it shouldn’t have been. 
Our printer failed to insert the sec-
ond section into the middle of the 

first section, producing a one-sec-
tion paper. For readers who didn’t 
catch the slip-up, we’ve placed a 
handful of typos in this issue for 
you to find and redeem yourself.

Mr. Fran Walsh of Lancer In-
surance Co., was incorrectly referred 
to as she in a pair of second references.
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Congress shores up highway fund by adding $8 billion

Feds: No tolling on I-80 in Pa.

WASHINGTON — States will 
continue maintaining and building 
highways during the final quarter of 
this year at the same pace they did 
during the first three quarters be-
cause Congress pumped more than 
$8 billion of general tax revenue into 
the Highway Trust Fund.

Lawmakers acted after an abrupt 
about-face by the Bush administra-
tion, which previously had resisted 
efforts to prop up the trust fund. 

Fears about the trust fund’s 

health were exacerbated when the 
U.S. Department of Transportation 
announced in early September the 
fund could be out of cash by the end 
of the month. 

Transportation Secretary Mary 
Peters said the highway account 
within the Highway Trust Fund “will 
not have cash available to reimburse 
state highway expenditures — not at 
some point in the distant future but 
as soon as this month.”

Peters and other Bush adminis-

tration officials had earlier opposed 
the transfer, saying the president 
would veto a bill that used general 
tax revenue to bolster the highway 
fund. They pushed instead to shift 
money from the fund’s transit account. 

But the administration reversed 
course, with Peters saying Congress 
should pass legislation to shift gen-
eral funds into the trust fund and 
Bush would sign the legislation.

“Make no mistake. This is far 
from an ideal solution. Taking 

money from other pressing national 
priorities to plug a hole caused by 
poor fiscal discipline sets a danger-
ous and disturbing precedent,” Pe-
ters said. 

“But the state of the Highway 
Trust Fund has now moved from a 
theoretical to a practical problem, 
and states should not have to suffer 
the consequences.”

The situation, which has been 
known about since the current high-
way legislation was signed in 2005, 

became more pronounced this year 
because of  a sharp decline in the 
miles traveled by American motor-
ists and truckers, which reduced 
fuel-tax revenue.

The Senate approved a slightly 
modified version of a bill the House 
had passed in late July. 

Peters, as well as Senate Repub-
licans, also blame much of the 
shortfall on $24.2 billion in ear-
marked spending in the current 
highway law.

WASHINGTON — Motorcoach opera-
tors who want to be ahead of the curve 
when it comes to federal safety regulations 
should consider attending a “public listen-
ing session” this month in Arlington, Va.

The Federal Motor Carrier Safety Ad-
ministration has scheduled the session to get 
feedback on its Comprehensive Safety Anal-
ysis 2010 initiative, a comprehensive re-
structuring of FMCSA’s safety fitness and 
enforcement programs. 

FMCSA officials will brief participants 
on the direction and progress of the safety 
initiative, which it refers to as CSA 2010, 
and obtain feedback from those attending.

For those who can’t attend, the FMCSA 
is seeking comments on the CSA 2010 “op-
erational model,” which was published last 
month in the Federal Register and can be 
found on the FMCSA website. Go to www.

fmcsa.dot.gov, click on Safety & Security 
and follow the links.

The listening session will be at the Key 
Bridge Marriott, 1401 Lee Highway, Arling-
ton, Va., from 8 a.m. to 2:45 on Oct. 16.

Written comments, which must be re-
ceived by Jan. 31, must be sent to Docket 
Management Facility; U.S. Department of 
Transportation, 1200 New Jersey Avenue, 
SE., West Building Ground Floor, Room 
W12-140, Washington, DC 20590-0001.

Or, they may be submitted electronical-
ly by going to the federal eRulemaking Por-
tal at http://www.regulations.gov. Follow 
the on-line instructions for submitting 
comments.

FMCSA officials see the program as 
employing a new approach to using agency 
resources to identify drivers and motor car-
riers that pose safety risks.

Public session set for safety plan

WASHINGTON — The Federal High-
way Administration has rejected an applica-
tion by the Pennsylvania Turnpike Commis-
sion to toll Interstate 80.

“Tolling interstates is a viable option for 
many states to fund highway improvements 
or to improve performance conditions,” said 
federal highway Administrator Tom Madison.

“Because we are legally bound to ensure 
applications for this program meet all con-
gressionally mandated requirements, how-
ever, we are regrettably unable to approve 

this application,” he said.
Pennsylvania had sought to toll I-80 as 

part of a multi-billion plan to fund infra-
structure in the state. With the tolling appli-
cation denied, the legislature is likely to re-
examine a proposal to lease the Pennsylvania 
Turnpike to a consortium that includes Ci-
tiBank and a Spanish investment firm.

According to Transportation Secretary 
Mary Peters, the application to toll I-80 did 
not meet both technical and statutory 
requirements.
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Laptop-using drivers should not be cited under TV rule
WASHINGTON — Drivers of 

commercial vehicles shouldn’t be 
cited for having a laptop within their 
view, at least not under the federal 
safety regulation that bans televi-
sions, the Federal Motor Carrier 
Safety Administration has told state 
safety inspectors. 

The FMCSA made its views 
known at the annual conference of 

the Commercial Vehicle Safety Alli-
ance in Winnipeg, Manitoba, last 
month.

Thomas Yager, FMCSA’s chief 
of driver and carrier operations, de-
tailed the laptop issue during a Pow-
erPoint presentation at the CVSA 
meeting.

The bottom line of Yager’s pre-
sentation was that the TV regulation 

does not apply to laptop computers.
Last spring, commercial vehicle 

inspectors in Arizona briefly wrote 
tickets and issued warnings to truck 
drivers with laptops open in their 
cabs, citing the anti-TV rule in the 
Federal Motor Carrier Safety 
Regulations.

Arizona suspended its practice 
after a trucking publication ques-

tioned the citations. Next, the Arizo-
na DOT sought legal guidance from 
the FMCSA as to whether the TV 
rule, FMCSR 393.88, applied to lap-
top computers.

Participants at the CVSA con-
ference noted that technology is de-
veloping faster than regulations that 
govern commercial vehicle drivers.

“Micromanaging how people 

use technology actually gets into 
driver behavior,” said one trucking 
industry executive. “If somebody 
doesn’t watch the road because 
they’re watching a movie — well 
that’s inattentive driving — so cite 
them for it. There’s a big difference 
between attacking the technology, 
and criticizing someone for how it’s 
being used.”
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California gets okay to require onboard diagnostics
WASHINGTON — The U.S. 

Environmental Protection Agency 
has issued a potentially far reach-
ing decision that grants California 
a waiver allowing environmental 
regulators in that state to imple-
ment stringent new onboard diag-
nostic rules for 2010 and beyond 
diesel engines.

The sweeping decision likely 
means that other states will adopt 
the California requirements, forc-

ing engine manufacturers to in-
stall much more sophisticated on-
board diagnostic devices with 
tougher failure thresholds. (See 
June 15, 2007 Bus & Motorcoach 
News.) 

Onboard diagnostic systems 
are comprised primarily of com-
plex software designed into a ve-
hicle’s onboard computer to detect 
emission control system malfunc-
tions as they occur.

California Air Resources 
Board regulations require that, 
among other things, onboard diag-
nostic systems monitor for engine 
misfires and emissions related to 

various systems, including fuel, 
catalyst, turbo-charger, exhaust 
gas recirculation, particulate mat-
ter filter, cooling and variable tim-
ing and control.

Early last year, the USEPA 
said it would propose its own on-
board diagnostic system require-
ments for heavy diesels but has 
not completed its final rule.

PROVIDENCE, R.I. — Rhode 
Island has a new law that gives 
drivers who turn 70 another five 
years before they’re required to renew 
their driver’s licenses every two years.

The law, previously SB2022, 
stops the practice of requiring those 
70 and older to renew their driver’s 
licenses, including CDLs, every 
two years. Younger drivers are re-
quired to renew their licenses every 
five years.

In other words, the two-year re-
quirement has been moved back to 
age 75.

Supporters of the change refer-
enced f igures from the Federal 
Highway Administration that show 
little difference in certain statistics, 
such as highway fatalities, for those 
drivers age 70 to 74, compared to 
those age 65 to 69. It is above age 
75 that those numbers begin to di-
verge significantly.

R.I. gives older drivers break

MINNEAPOLIS — The Inter-
state-35W bridge over the Missis-
sippi River here reopened the mid-
dle of last month.

The bridge collapsed during 
rush hour Aug. 1, 2007, killing 13 
people and injuring about 100 oth-
ers. The tragedy has led to calls for 
improved infrastructure funding 
all across the U.S.

Prior to opening the bridge, 
Minnesota state troopers lined up 
across the highway lanes at each 
end of the northbound and south-
bound spans of the bridge, allow-
ing public traffic to line up behind 
them.

Once construction barricades 

were removed, troopers drove 
slowly across the bridge, passing 
in the middle and allowing other 
vehicles to follow behind them and 
begin using the highway.

West River Parkway on the 
south side of the river, and Second 
Street on the north side, reopened 
to traff ic concurrently with the 
new bridge.

The I-35W bridge was com-
pleted roughly 13 months after its 
predecessor collapsed. The cause 
of the collapse remains under in-
vestigation by the National Trans-
portation Safety Board, which is 
expected to release a final report 
in November.

I-35 bridge reopens in Minn.

NYC to track vehicles in city
NEW YORK — New York City 

is developing a plan to track every 
vehicle that enters Manhattan in an 
effort to guard against potential 
terrorist attacks, the New York 
Times reports.

The proposal, dubbed Opera-
tion Sentinel, would rely on vari-
ous technologies, some of which 
are still being perfected, and in-
cludes photographing and scan-
ning the license plates of cars, 
trucks and buses at all bridges and 
tunnels into the city, and using sen-

sors to detect radioactivity, the 
Times said.

Data on each vehicle would be 
sent to a command center where it 
would be indexed and stored for at 
least a month as part of a broad se-
curity plan that emphasizes pro-
tecting the city’s financial district, 
the paper reported, citing police 
officials.

If a registration or plate was not 
linked to a suspicious vehicle or a 
law enforcement investigation, it 
would be eliminated, the Times said.

Canadian PM wants diesel tax cut 
QUEBEC CITY, Quebec — 

Canadian Prime Minister Stephen 
Harper says if he is re-elected he 
will cut the four-cent-per-liter fed-
eral excise tax on diesel fuel in half.

Canada, like the U.S., is in the 
midst of national elections and 

Harper is seeking re-election.
The excise tax on diesel fuel 

was introduced in Canada in the 
mid-1980s to raise cash to help the 
federal government cope with fis-
cal deficits that prevailed at that 
time.
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Sen. Kay Bailey Hutchison, R-
Texas, is a co-sponsor of the legis-
lation and has been pushing it. She 
says the safety improvements her 
bill would mandate, especially 
seatbelts, are sensible and already 
required in Europe and Australia.

“You can’t tell me that putting 
seatbelts on a bus are too costly,” 
Hutchison said. “We are not ask-
ing for business-breaking safety 
enhancements.” 

Both the United Motorcoach 
and American Bus associations are 
working to head off the Hutchin-
son bill, which is being co-spon-
sored by Ohio Sen. Sherrod Brown, 
a Democrat. 

An article in the Dallas Morn
ing News, published the same day 
as the Senate hearing, practically 
accused the two bus associations 
of trying to buy votes of U.S. 
House members who are sponsor-
ing a separate House bill the in-
dustry generally favors.

The article noted that the ABA’s 
Political Action Committee had 
sent two $1,000 checks to the 
sponsor of the House measure, 
Rep. Bill Shuster, R-Pa., and 
UMA’s PAC had sent a $1,000 
check to Shuster. 

ABA’s PAC also sent a $1,000 

check to a Democratic House 
member, Rep. Eddie Bernice John-
son of Texas, who two weeks after 
getting the money signed on as a 
co-sponsor of the House bill.

One way to slow down any leg-
islation is to introduce a competing 
bill in the other House of Congress.  

At the hearing last month of a 
Senate commerce subcommittee, 
representatives from federal trans-
portation safety agencies voiced 
support for  aspects of the Hutchin-
son-Brown legislation, saying the 
Bush administration was moving 
ahead with implementing some of 
the provisions.

“Certainly more needs to be 
done in terms of oversight,” said 
Mark Rosenker, acting chairman 
of the National Transportation 
Safety Board. He said his agency 
supports improving safety stan-
dards, including barring cell phone 
use by drivers and strengthening 
motorcoach roofs.

John Hill, the administrator of 
the Federal Motor Carrier Safety 
Administration, noted his agency had 
stepped up its inspections of buses.

The driver in one of the August 
crashes — that spurred the Senate 
hearing — had been cited for nu-
merous deficiencies, Hill said.

David Kelly, the acting admin-
istrator of the National Highway 
Safety Administration, said his 

agency found in crash tests in De-
cember that injuries were more 
likely to be prevented when seat-
belts are used.

But Peter Pantuso, the presi-
dent of the ABA and testifying on 
behalf of the coach industry, said 
more testing should be done be-
fore seatbelts are required. The in-
dustry, he said, could not afford 
them.

“One cannot rush safety re-
search, and one must look at all the 
evidence,” Pantuso said. “We are an 
industry composed of small busi-
nesses, and the imposition of a seat-
belt mandate for every bus will be a 
heavy one. It will be impossible to 
fulfill without federal funds.”

There was emotional testimo-
ny at the hearing from those relat-
ed to crash victims, including Ste-
phen Foreman, whose daughter, 
Allison, was hospitalized after a 
bus carrying her and her high 
school teammates crashed in De-
vers, Texas, in 2006.

“My message to parents is: 
These buses are unsafe, and we put 
our children on them over and over 
again,” Foreman said. “As parents, 
we have got to stop this.”

Melanie Brown, whose daugh-
ter, Ashley, was killed in the crash, 
said she was proud that Texas 
passed a law requiring all school 
buses to have seatbelts and hoped 

the federal government would fol-
low for all motorcoaches. 

“We can no longer express con-
cern and do nothing,” Brown said.

‘Feds slam rogue operators’
Note: The following is a ficti-

tious article we’d really like to be 
able publish one day.) 

WASHINGTON — The Federal 
Motor Carrier Safety Administra-
tion found hundreds of violations 
of federal transportation regula-
tions and assessed tens of thou-
sands of dollars in fines during a 
special strike force investigation of 
more than 100 rouge bus compa-
nies operating across the U.S. 

“Interstate bus companies with 
unsafe and illegal operations are 
hereby put on notice: Federal in-
vestigators will soon be knocking 
on your door and you will face se-
rious legal and financial conse-
quences,” said John H. Hill, 
FMCSA administrator. “During 
this strike force alone, 50 compa-
nies received federal fines in ex-
cess of $150,000.”

From Sept. 15 through Sept. 
25, the FMCSA, working in coop-
eration with state law enforcement 
agencies, conducted focused com-
pliance reviews on suspected out-
law motorcoach companies.

Among the violations the 
FMCSA and state inspectors found 
were companies operating without 

federal authority, with no drug and 
alcohol testing programs, and with 
lousy or nonexistent records, poorly 
maintained buses with numerous 
out-of-service items, drivers with 
expired CDLs and/or medical cer-
tificates, deceptive log books, and 
buses with no or illegal license 
plates.     

The United Motorcoach Asso-
ciation praised the strike force, 
saying in a statement: “UMA sup-
ports the efforts of the federal gov-
ernment in working to eliminate 
rogue operators and to ensure bus 
companies are in full compliance. 
We share this goal and continue to 
push for strong federal enforce-
ment of interstate carriers.

“UMA has supported increased 
funding for the FMCSA to proper-
ly carry out its enforcement re-
sponsibilities, and will again do so 
during consideration of the federal 
highway reauthorization legisla-
tion during the next session of 
Congress.”

The strike force focused on 
states that have a disproportionate 
number of rouge companies based 
on data generated during destina-
tion and roadside inspections.

Seatbelt bill
CONTINUED FROM PAGE 1
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get a lot for a little
Stop overpaying for bus entertainment. 

ASA/JENSEN® brings you a full family of Bus 
Entertainment products.  We offer iPod® and SIRIUS®

capable stereos with integrated PAs, mics, DVDs, 
10” & 15” LCD monitors and retrofit kits as well as 
unique products specifically designed for the coach 
bus industry. With JENSEN, you can outfit or upgrade 
your buses with high-qualit y entertainment systems 
without overpaying for the other guy’s stuff.  

Contact our distributors listed below for more 
information on our complete bus product lineup.
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If it’s already come to that, or if you want to protect your drivers and passengers from future 
video monotony, equip your buses with the KVH TracVision A7 mobile satellite TV system and 
live DIRECTV service brought to you by ASA Electronics. 

The TracVision A7 is the lowest profile mobile satellite TV system on the market. Only 5" high 
and using groundbreaking phased array antenna technology, it offers outstanding reception 
of DIRECTV programming even as the bus cruises down the highway. 

With the TracVision A7 and DIRECTV, your drivers and passengers will never have to miss 
the good stuff or deal with the hum-drum again! Contact your ASA Electronics Sales Rep at 
800.688.3135 today for more information and purchasing details.

KEY FEATURES:

For Bus OEMs and Coach Up-Fitters, contact: For bus operators, fleets, and 
public transportation authorities, contact:

The big game is on and your passengers 
are stuck watching “Finding Nemo” again...

Isn’t it about time to get
TracVision® on your buses?

TracVision is a registered trademark of KVH Industries, Inc.                                             All other trademarks are property of their respective companies. 
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COLUMBUS, Ind. — Cum-
mins Inc. increased its market 
share in the heavy-duty engine 
market during the first half of this 
year, while sales at competitor 
Caterpillar Inc. declined, Wards 
Auto.com reports.

Cummins sold 40,329 over-
the-road engines during the first 
six months of 2008, or just over 40 
percent of the market and up from 
32 percent a year ago.

Caterpillar, which last year lost 
its eight-year hold as the top inde-
pendent truck- and bus-engine 
supplier, sold 11,906 units for a 12 
percent market share during the 
first half of ‘08, down from about 
20 percent in the first half of ‘07. 

Two years ago, Caterpillar led 
the big engine market with 28.3 
percent, versus 25 percent for 
Cummins.

In June, Caterpillar announced 
it would stop selling heavy-duty 
truck and bus engines in the Unit-
ed States after 2009. (See July 1 
Bus & Motorcoach News.)

As the first half ’08 figures in-
dicate, many customers already 
were moving away from Cat prior 
to the announcement of its with-

drawal from the truck and bus mar-
ket. Some analysts attribute the 
shift to problems Caterpillar had 
getting its engine up to standards.

All heavy-duty engine makers 
introduced new technology in 2007 
to meet tightened federal emission 
standards. Several large trucking 
fleets complained of various com-
puter and mechanical problems 
with all of the first new engines, 
but criticism about Caterpillar con-
tinued throughout 2007.

Caterpillar executives have 
promised the company will contin-
ue technical and parts support for 
all of its engines throughout their 
service life. 

The market share for other en-
gine brands during the first half of 
2008 were: Detroit Diesel and 
Mercedes-Benz, 24,017 units for a 
24.3 percent share; Volvo sold 
13,772, or 13.9 percent of the mar-
ket, and Navistar sold 8,654, or 8.8 
percent of the market.

The heavy-engine market will 
see more changes next year. Daim-
ler will stop importing Mercedes-
Benz units, producing all North 
American engines under the De-
troit Diesel brand in Michigan.

Sarah Palin: Transit friend or foe?
By Steve Hirano

WASILLA, Alaska — Much 
has been reported about GOP vice 
presidential candidate Sarah Palin’s 
experience as governor of Alaska 
and former mayor of Wasilla, but 
does that experience illustrate any 
signif icant support of public 
transportation?

Karen Walton, who served as 
executive director of Wasilla’s com-
munity transportation agency, 
called Mat-Su Transit (or MAS-
COT), said Palin was a conserva-
tive and fiscally restrained mayor 
who was not inclined to invest 
heavily in social services.

“She was not against us, but 
she wasn’t for us,” Walton said.

Walton explained that MAS-
COT was founded in 1999, during 
Palin’s term as mayor, as a private, 
nonprofit agency, not a city depart-
ment. “She wasn’t against the start-
up of it, but she wasn’t throwing 
money at it either,” said Walton.

In fact, the city of Wasilla has 
not contributed any funding for 
MASCOT’s operations, although it 
did donate five acres of land for the 
construction of a transit facility and 
acted as project manager.

The facility — an 8,500-square-

foot office building, dispatch cen-
ter, training room and bus garage 
— opened in 2006.

Walton, who left MASCOT last 
year to manage the University of 
Texas, El Paso, transit system for 
First Transit, spent almost six years 
at the Wasilla agency, from 2001 to 
2007, and was generally impressed 
by Palin, who was mayor from 
1996 to 2002.

“She’s a very competent, very 
smart lady,” said Walton, adding 
that Palin’s modest interest in tran-
sit  reflects Alaska’s overall 
perspective.

“Alaska isn’t a big transit state. 
It’s mostly rural, and transit is just 
not a big priority. I don’t think Sar-
ah’s mind was wrapped around 
transit,” she said.

Walton said she was surprised 
to hear reports in the national media 
that Palin was responsible for ob-
taining a federal earmark to help 
fund the construction of MAS-
COT’s transit facility.

The transit facility was con-
structed with the assistance of a 
federal earmark obtained by Wal-
ton and the MASCOT board, al-
though the media has attributed the 
earmark to Sarah Palin. 

“She never had anything to do 

with that earmark,” Walton said. 
“My board of directors and I went 
after the earmark, wrote the grant 
and found the match.”

Walton said the building was 
constructed with federal and pri-
vate grants and a loan from the 
Community Transportation Asso-
ciation of America. She said the 
city acted as the pass-through for 
the funds.

“As time went on, and MAS-
COT became a viable agency with 
ever increasing ridership, the city 
of Wasilla became more and more 
our friend,” Walton said.

Steve Hirano is president of 
TransitTalent.com, an information 
resource and job bank for the pub
lic transportation industry.

Cummins builds market share
as Cat’s engine sales decline

Gay neighborhood in San Francisco shuns tour buses
SAN FRANCISCO — Add 

San Francisco’s Castro district, this 
city’s best-known gay community, 
to the list of areas that have been in-
vaded by tour buses and don’t like it.

According to various news ac-
counts, motorcoaches, mostly filled 
with tourists from the Far East, 
began showing up in the Castro dis-
trict four or five months ago and 
now arrive twice weekly in the late 
afternoon.

Because Castro is different from 
anything the Asian and other visi-

tors can find at home, it has be-
come a popular stop on some tour 
bus routes.

But while the visitors may con-
sider themselves tourists just taking 
in another site, the Castro locals 
have taken to calling them some-
thing else: quick-hit voyeurs who 
disrupt traffic and parking, and 
rarely spend any money. 

Residents and business owners 
say they’ve had enough, and have 
petitioned the city to put a stop to 
the practice. However, parking en-

forcement officials can’t ticket the 
tour buses because there are no 
signs prohibiting private coaches 
from parking there, according to a 
spokeswoman for the San Francisco 
Municipal Transportation Agency. 

A government advisory com-
mittee has recommended establish-
ing tow-away zones and installing 
no-parking signs in the area.

But while officials deliberate 
the buses continue coming, off-
loading tourists who want to expe-
rience the unique community.

The Castro district evolved as a 
distinctive neighborhood during the 
political and social activism of the 
1960s and 1970s. One of its mer-
chants, camera shop owner Harvey 
Milk, became San Francisco’s first 
openly gay supervisor. Milk was as-
sassinated in 1978, further uniting 
the community.

A movie based on his life is 
planned for release later this year, 
which may draw even more tour-
ists to the neighborhood, residents 
say. 

Castro merchants do encourage 
what they consider “the right kind 
of visitors.” The district’s annual 
October street fair, founded by Milk 
in 1974, celebrates the communi-
ty’s diversity and attracts thousands 
of locals and tourists. 

However, because parking is 
scarce, the tour coaches often have 
to use spots intended for public 
buses. That means guides must hus-
tle their groups back on board with-
in minutes, giving them little time 
to shop or dine.

Alaska Gov. Sarah Palin didn’t 
throw money at public transit.
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CALGARY, Alberta — Cana-
da’s largest private bus operator, 
Pacif ic Western Transportation, 
has reorganized its operation to 
improve service and position itself 
for future growth.

The company previously had 
been organized along geographic 
lines, reflecting operations that 
stretch from Toronto in eastern 

Canada, to the western province of 
British Columbia.  

The new structure focuses the 
company on its core business lines: 
motorcoach, student transportation, 
and transit. In Canada, Pacif ic 
Western is the largest motorcoach 
operator, second-largest transit op-
erator, and a major school bus 
operator.

To manage and grow its three 
sectors, Pacific Western President 
and Chief Operating Officer Mi-
chael J. Colborne named a vice 
president for each unit. 

Mark Hannah has been named 
vice president-motorcoach; Kevin 
Stinson has been named vice presi-
dent-transit, and Tom Jezersek has 
been named vice president-student 

transportation.
In his new position, Hanna will 

be responsible for the company’s 
four coach operations — Red 
Arrow Intercity, Diversified Trans-
portation, Northern Health Con-
nections, and P.W. Transportation, 
plus its Professional Driver Train-
ing Center in Edmonton.

Hanna has spent his entire ca-

reer in the coach industry — the 
fourth generation of his family to 
do so. He joined Pacific Western’s 
Toronto division as general manag-
er 18 years ago and since that time 
has been responsible for building 
the operation and brand of P.W. 
Transportation in Toronto. Now 
he’s responsible for coach opera-
tions in western Canada as well.

Canada’s largest operator, Pacific Western, reorganizes

People
Des Fuller has been appointed 

branch manager of the Prevost 
Car Texas Parts and Service Cen-
ter in Fort Worth.

In announcing the appointment, 
Randy Castillo, Prevost service 
network manager, said Fuller 
brings a wealth of industry experi-
ence to the position, “including 
tenure with Volvo Trucks where he 
served as a regional vice presi- 
dent.” 

Fuller will oversee all aspects 
of the Fort Worth operation, which 
has five service bays.

It offers its services for all 
makes and models of coaches, rec-
reational vehicles and buses.

Building begins
on Prevost center
near to Nashville

GOODLETTSVILLE, Tenn. 
— Construction has begun on Pre-
vost Car’s new Tennessee Parts and 
Service Center here; it’s expected 
to become operational next summer.

The 58,000-square-foot facility 
will be less than a 10-minute drive 
from downtown Nashville. 

“This prime new location will 
offer expanded service in compari-
son to the original Tennessee loca-
tion,” said Christian Gagnon, Pre-
vost construction project manager. 

The Goodlettsville facility, 
which will be accessible from In-
terstate 65, is about eight miles 
from Prevost’s current parts and 
service center in Whites Creek, 
Tenn. It will be more than twice the 
size of the Whites Creek operation, 
offering all types of maintenance, 
cosmetic upgrades and major acci-
dent repairs.

The facility will have 13 ser-
vice bays, parts warehousing, con-
ference and training rooms, and a 
luxury customer lounge.

The expanded warehouse space 
means Prevost will be able to dis-
tribute parts more eff iciently 
throughout the U.S., and its large 
exterior space may be used for fu-
ture expansion and to provide long-
term parking for Prevost customer 
vehicles, said Gagnon.
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corps could have been maintained 
during the effort by offering equal 
accommodations to all workers 
who were involved in the effort,” 
he said.

“It is very disheartening for a 
driver who has only been allowed 
once during the day to travel into 
town to eat at a fast-food facility to 
observe other workers enjoying a 
fine meal served in a tent with a 
sign posted outside the tent which 
reads, “No Bus Drivers.”

 
Not all experiences bad 

In contrast to the complaints, 
Jeff Polzien of Red Carpet Char-
ters in Oklahoma City said he sent 
15 buses and drivers to Texas and 
he believes the operation went 
well.

“I was pretty happy with the 
way it went,” he said, adding that 
his only issue is that it usually 
takes the state two to three months 
to pay for the service. “I don’t like 
it but I understand where they’re 
coming from.”

There also were reports that 
the Salvation Army provided meals 
for some drivers, and shuttle ser-
vice was occasionally available to 

some nearby towns.
Both Buses by Bill and Red 

Carpet had individual contracts 
with the state for the evacuation 
operation.  

The Texas Governor’s Office 
of Emergency Management said it 
would not be able to respond to 
general questions about the evacu-
ation procedures for several days. 
“Things are going on around the 
clock here on recovery and our 
emergency management people 
are focused on that and I can’t pull 
them away,” said spokeswoman 
Allison Castle.  

How problems happened 
All of the buses involved in the 

move initially were sent to a stag-
ing area in San Antonio three to 
four days before Ike was projected 
to reach the Texas Gulf Coast.

As the hurricane moved closer 
and shifted directions, state offi-
cials split up the buses and dis-
persed them to other areas closer 
to where weather forecasters 
thought the storm might hit.

It was at some of those close-
by staging areas that most of the 
problems occurred. 

Buses by Bill drivers Dwayne 
Holmgren, 61, and Jerry Scudder, 
60, said they encountered most of 

their problems near Beeville, about 
60 miles from Corpus Christ, 
where several hundred buses and 
drivers were sent. 

They said initially only snacks 
were available to them, there were 
no toilet or shower facilities, and 
they were forced to sleep in their 
buses. “All that they had for us 
were pretzels and Oreo cookies,” 
said Holmgren.

The following day, the drivers 
were allowed to make a trip into 
town to purchase food and later 
state workers brought in six porta-
ble toilets. Still, they were without 
shower facilities. 

After another day, they were 
ordered to move closer to the city 
of Victoria to be closer to Houston. 
According to the drivers, living 
conditions there initially were 
about the same as they were in 
Beeville, but they improved when 
residents of the community stepped 
up and offered them food, a place 
to shower and some lodging. 

“They took really good care of 
us there,” said Scudder. “If it 
weren’t for them it would have 
been much worse.”

More tribulations
After the storm passed through 

Galveston and Houston, they were 

moved to two different locations in 
Houston for more stand-by duty. 
Holmgren was sent out once to 
transport six evacuees from Galves-
ton, while Scudder remainder in 
the parking lot the entire time.   

“I was listening to the radio 
and kept hearing there were people 
out there crying for food and water 
and here I am sitting in the parking 
lot and they wouldn’t let us take 
anything out to them,” said 
Scudder.

No medical care either 
During the 10-day ordeal, 

Holmgren was bitten by a spider 
and sought medical attention, but 
was turned away. “They told me 
that I was not an evacuee and they 
could not treat me,” he said.

Since his return to Dallas he 
has received treatment but has an 
infection in his arm that will re-
quire additional medical care. 

Scudder said he and others had 
several run-ins with National 
Guard personnel, including one in 
which he was denied permission to 
empty the toilet on his coach.

“It was hot and stinky on the 
bus and they made me stay on it,” 
he said.

He said he f inally told the 
Guardsmen that he was going to 

do it anyway and if they stood in 
front of his bus, they would find 
out just how serious he was about 
leaving. He then was allowed to 
drive away. 

The entire experience soured 
Scudder enough that he doesn’t 
want to take part in any future 
evacuation efforts. “I won’t do it 
again unless I have a 50-caliber 
machine gun on top of my coach,” 
he said.

Texas evacuation
CONTINUED FROM PAGE 1

LOS ANGELES — The Los 
Angeles Board of Airport Com-
missioners has approved $8.5 
million worth of contracts with 
Coach America to oversee opera-
tions of two FlyAway bus routes 
operating out of Los Angeles In-
ternational Airport. 

The board signed off on a 15-
month, $7.4 million contract al-
lowing Coach America to contin-
ue providing service between 
LAX and Van Nuys Airport, and a 
$1.1 million, 13-month extension 
of its contract with Coach Ameri-
ca to provide service between 
LAX and Westwood.

Coach America
gets contracts
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“During the Chapter 11 process, vendors 
should expect to be paid for post-petition 
purchases of goods and services in the ordi-
nary course of business,” it adds.

Warranties to be honored
The day after MCI filed its reorganiza-

tion plan — in a Delaware federal bankrupt-
cy court — the company got approval from 
a bankruptcy judge to honor warranty 
claims, and to make partial payments to 
“critical” vendors and suppliers.

Under federal bankruptcy law, all unse-
cured creditors, including suppliers and ven-
dors, are to be treated equally unless the 
court grants the bankrupt company permis-
sion to make payments to certain vendors it 
considers absolutely critical to maintaining 
the ongoing operation of the company. 

MCI received permission from the court 
to make such payments, and it is working 
with vendors to patch up relations and keep 
them on board as suppliers. “That process 
seems to be going fairly well,” said Sorrells. 
“It’s an on-going process.”

In court documents, MCI listed its 26 
largest trade creditors, most of which supply 
components needed to produce MCI coach-
es. MCI’s total trade payables amount to 
around $30 million, with Allison Transmis-
sion owed the most — nearly $5 million. 

“We intend to work with our current ven- 
dors and to continue operations without in-
terruption to our customers,” said Sorrells.

“We certainly don’t want any disruptions 
and we want to partner with our vendors-
suppliers to be part of our future vendor-
supplier base,” echoed Larry Killingsworth, 
MCI vice president of sales and marketing. 

Getting court approval to honor warran-
ty claims was, of course, vitally important to 
both MCI and its bus-buying customers. But 
that was just one of several confidence-
building factors the company sought to ad-
dress even as it was filing its bankruptcy 
documents.

How about coach financing?
Another was the potential reaction by 

banks and other lending companies that fi-
nance MCI coach purchases. Would these 
lenders continue to finance coaches built by 
a company that’s attempting to reorganize in 
bankruptcy court?

“I don’t think we’re going to see a major 
change there,” said Sorrells.…“For the nor-
mal finance houses that MCI has been deal-
ing with we haven’t seen any change in their 
terms or rates.Banks today seem to like hard 
assets, things they can see and touch, versus 
buying intangible assets like mortgages, 
stock certificates and credit default swaps, 
that type of thing.

“So, I don’t foresee, at least from what I 
know today, any major changes there,” said 
Sorrells.

Added Killingsworth: “Our action, we 
think, is not going to have any negative im-
pact on the ability to finance MCI coaches.”

In the immediate aftermath of the bank-
ruptcy filing, MCI unleashed something of a 
communications blitz — via meetings, e-mail, 
phone, web postings, news releases, webi-
nairs and media interviews — aimed at in-

forming, calming and reassuring employees, 
customers, vendors-suppliers, industry trade 
associations and publications, and the com-
munities, states and provinces where it has 
manufacturing and other facilities. 

It also hired one of the nation’s largest 
public relations firms to help with the effort.

Since that initial communications salvo, 
MCI Vice President Pat Ziska says the com-
pany website, www.mcicoach.com, has be-
come MCI’s primary method of communi-
cating with customers and vendors about the 
reorganization. Ziska says MCI regularly 
posts new information and updates existing 
material on the website.

The website has a special link to the re-
organization information, which is displayed 
in English, French and Spanish. Particularly 
helpful, say MCI executives, is a regularly 
updated FAQ section. 

Canada excluded
MCI’s bankruptcy filing only applies to 

company financial operations in the United 
States, and not Canada, where 60 percent of 
its 1,915 employees work and where its 
major coach assembly facilities are located. 
That’s because MCI has no debt in Canada, 
company executives explained.

“We don’t have any debt in Canada; all 
debt resides in the U.S. company,” said Sor-
rells. “So, Canadian vendors to our Winnipeg 
(Manitoba) facility will be paid per normal 
course, and they’ll see no impact through this.”

The province of Manitoba is one of 
MCI’s unsecured creditors by virtue of a 
$9.5 million loan it made to the company 
five years ago to help assure MCI would 
keep the doors open at its Winnipeg plant 
and not shift production to Mexico or the 
U.S. The province is still owed $6.4 million.

Sorrells said Manitoba will continue re-
ceiving its loan repayment check around the 
first of each month. 

Having many of its employees and much 
of its manufacturing and other operations 
centered in Canada — but most of its sales 
in the U.S. — has proven costly to MCI in 
recent years as the value of the U.S. dollar 
has plummeted. 

Last year, the slumping U.S. dollar and 
rising Canadian dollar cost MCI roughly 
$30 million. Every time the Canadian dollar 
rises in value — against the U.S. dollar – by 
one cent, MCI losses $2 million in cash, ac-
cording to information the company filed in 
bankruptcy court. 

“Under our old credit agreements we 
were not allowed to hedge currency,” said 
Sorrells. “We expect with our new balance 
sheet we’ll be able to do some hedging 
strategies.”

Why bankruptcy, why now?
The timing of MCI’s decision to reorga-

nize its financial structure through a volun-
tary bankruptcy proceeding was driven by a 
variety of factors, including weakening 
coach demand, rising costs for raw materi-
als, the anemic U.S. dollar, a large chunk of 
debt that needed to be refinanced next year, 
a potential investor who wanted court ap-
proval of any reorganization, and deteriorat-
ing capital and financial markets that were 
routinely punishing highly leveraged com-
panies like MCI.

MCI’s long road to bankruptcy really 

began in 1994 when Consorcio G Grupo 
Dina of Mexico bought control of the com-
pany. Within months of the purchase, the 
Mexican economy tanked, bus sales in that 
country went (further) south, and the peso 
was devalued.

Dina began taking on big-time debt, 
eventually piling $700 million worth of debt 
on MCI’s balance sheet.

By 1999, Dina needed a bailout and 
along came the New York investment firm 
of Joseph Littlejohn & Levy, commonly 
known simply as JLL. It bought control of 
MCI for relatively little equity, but its timing 
could not have been worse.

Sales of new motorcoaches had peaked 
in 1998, when 3,657 new over-the-road 
buses were sold in North America, but then 
began a six-year sales descent that included 
the travel slowdown year of 2000 and the af-
termath of 9/11 in 2001. Sales bottomed out 
in 2004 when 1,668 new coaches were sold.

“JLL had the best intentions here (at 
MCI),” said Sorrells, who was hired by the 
investment firm to manage MCI. “They had 
goals they wanted to reach. When they 
bought the business, at that peak in ’99, their 
expectation was that the business was still 
going to grow, and that was probably a 
missed expectation… So, out of the box, 
(MCI) became a strained investment.” 

The JLL experience
Also from the beginning, JLL’s owner-

ship of MCI was considered suspect by 
many in the industry. It was widely expected 
the investment firm planned to give MCI a 
quick business makeover and sell it or, 
worse, take as much money out of the com-
pany as it could and move on.

The plunge in coach sales dashed any such 
notions, forcing JLL to scramble just to keep 
the doors open and maintain the huge debt. 

During the nine years it has owned MCI, 
JLL has invested roughly $250 million in 
the coach builder and, according to Sorrells, 
gotten nothing in return. 

“They’ve never taken any money, assets 
or anything out of this business in the own-
ership period they’ve had,” said Sorrells.

And that situation will not change under 
the proposed bankruptcy reorganization. 
JLL will not only lose its entire $250 million 
investment but its ownership of the company 
also will be completely wiped out. 

Replacing JLL as owners of MCI will be 
Franklin Mutual Advisers LLC, an affiliate 
of Franklin Templeton Investments, the 
giant mutual fund company, and Monarch 
Alternative Capital LP, an investment advi-
sory f irm that manages distressed debt 
hedge funds. 

If the bankruptcy court approves MCI’s 
reorganization plan, Franklin Mutual and a 
group of its affiliates will end up owning 
roughly 90 percent of MCI, while Monarch 
will own the remaining 10 percent. 

For its ownership share, Franklin Mutual 
is investing $160 million in MCI, which will 
be used to pay off $160 million in secured 
MCI debt. Plus, another $200 million in se-
cured debt is being converted into equity 
that will go to Franklin Mutual.

Monarch is part of a group of lenders, led 
by Goldman Sachs Credit Partners, that is 
loaning MCI $145 million in what is called 
“junior debtor-in-possession financing.”

Additionally, MCI is borrowing $170 
million from a group of lenders led by GE 
Capital. The $170 million from this group, 
which is called “senior debtor-in-possession 
financing,” will be used to refinance $126 
million in existing MCI debt and provide the 
company with a cash infusion to finance 
day-to-day operations.

New owner expectations
Franklin Mutual has been a major lender 

to MCI for the past four years, so it knows 
the company well. 

“They know the industry, they are very 
familiar with the (company) leadership and 
the MCI brand, and the management team 
that is in place here,” said Ziska. “The plan 
that has been presented to them for our on-
going business is something they support 
and are enthused about, and they are excited 
about the future for MCI,” she added.

Sorrells thinks Franklin Mutual is eager 
to see MCI diversify, something it has been 
unable to do because of its mountain of debt.

“As we’ve talked to the Franklin Mutual 
people, I would see us probably acquiring 
some other ancillary-type businesses, maybe 
looking to expand the infrastructure we have 
in place and utilize that to do other things, 
either through acquisition or organic 
growth,” said Sorrells. 

“I think they want to see us build a wider 
and more diversified platform.”

Meanwhile, Sorrells, Ziska and other 
MCI executives are putting a positive spin 
on the reorganization plan and outlook for 
the company.

“We are looking at this situation as the 
best-possible outcome for something that 
has been a struggle (coping with the debt),” 
said Ziska.…“It really is business as usual,” 
she asserted. 

“Now, with really more resources at our 
side and not paying out so much interest, 
we’ll be able to do more and grow our busi-
ness more,” added Sorrells.

Biggest MCI Unsecured Creditors
JLL Fund III, L.P.. . . . . . . . . . 11.25%* . . .$209,725,295
The Bank of New York 

Trust Co.. . . . . . . . . . . . . . 11.25%* . . . . .59,151,065
Manitoba Dev Corp. . . . . . . . Term Loan. . . . .6,412,366
Allison Transmission Div. . . . Trade . . . . . . . .4,992,057
Arvin Meritor . . . . . . . . . . . . Trade . . . . . . . .1,630,369
Cummins Engine Co. Inc. . . . Trade . . . . . . . . . 959,653
Gilberto Cantu Garcia, et al.. . Litigation. . . . . . . 700,000
Caterpillar Corp. Inc. . . . . . . Trade . . . . . . . . . 614,535
Carrier Transicold. . . . . . . . . Trade . . . . . . . . . 579,878
Webb Wheels Prod. Inc. . . . . Trade . . . . . . . . . 482,311
Arow Global Inc.. . . . . . . . . . Trade . . . . . . . . . 459,783
Detroit Diesel Corp. . . . . . . . Trade . . . . . . . . . 444,591
Vansco Electronics L.P.. . . . . Trade . . . . . . . . . 380,501
Hamilton Sundstrand . . . . . . Trade . . . . . . . . . 372,130
Hypower Systems . . . . . . . . Trade . . . . . . . . . 323,096
Toromont Cat . . . . . . . . . . . . Trade . . . . . . . . . 311,240
Caprock Mfg. Inc.. . . . . . . . . Trade . . . . . . . . . 280,770
Johnson & Towers, Inc. . . . . Trade . . . . . . . . . 276,982
Modine Mfg. Co.. . . . . . . . . . Trade . . . . . . . . . 273,662
Romeo-Rim Inc.. . . . . . . . . . Trade . . . . . . . . . 227,434
American Seating Co,. . . . . . Trade . . . . . . . . . 201,796
Design Intent Eng., Inc. . . . . Trade . . . . . . . . . 201,094
Baldwin Filters . . . . . . . . . . . Trade . . . . . . . . . 200,952
Linnig Corp. . . . . . . . . . . . . . Trade . . . . . . . . . 190,497
Ricon Corp. . . . . . . . . . . . . . Trade . . . . . . . . . 157,469
Marsh Electronics . . . . . . . . Trade . . . . . . . . . 157,075
ZF Sales & Serv. No. Am. . . . Trade . . . . . . . . . 155,683
Bjornson Oil Co. . . . . . . . . . . Trade . . . . . . . . . 143,457
Guardian-Flat Glass . . . . . . . Trade . . . . . . . . . 141,699
Thermo King Corp.. . . . . . . . Trade . . . . . . . . . 137,890
*Senior Subordinated Notes

MCI bankruptcy
CONTINUED FROM PAGE 1
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By Dave Millhouser

“Bus Company.”
That was the way the phone 

was answered, for more years than 
I want to remember, by almost 
every charter company in the big-
gest U.S. market.   

If you wanted to charter a bus 
and were working your way down 
the Yellow Pages listings, some-
times you struck a deal but forgot 
who you’d called.

Most of us agree that, in our in-
dustry, competing on price can be 
lethal.

Unless you’ve discovered a 
magic way to reduce overhead (that 
nobody else has thought of), most 
competitors have similar costs.

In real life, there seem to be 
two ways of pricing. The “chicken” 
method involves selling below your 
competitor, who then lowers its 
price, forcing you to…well, you 
get it. Sometimes called the “Last 
Man Standing” plan, the hope is to 
outlast the bugger down the street.

Once you’ve buried them (in 
tons of YOUR money), they or 
someone similar pops up again, 
like in a horror movie.

Meanwhile, the market has been 

trained to expect cheap buses.
The alternate is to differentiate 

your company. Give customers rea-
sons to pay a bit more…and feel 
good about it. We probably should 
begin by doing better than “Bus 
Company” when answering the 
phone.

Charter sales folks need to be 
trained to, well, sell. If a query be-
gins and ends with a price, then 
your expensive coaches have be-
come a commodity. If your folks 
don’t tell a customer what makes 
your company great, who will?

It starts with drivers. Safety and 
operational training are a given, 
but airlines put accomplished pi-
lots through Captain’s School and 
teach them how to relate to passen-
gers. Drivers are salespeople, and 
they’ll either sell your company, or 
your competitors. 

One bright bus executive has 
suggested that operators offer a 
guarantee that the customer’s coach 
will arrive at the pickup point on 
time. Charter customers have 
bought expensive event tickets, 
made reservations, and planned 
based on a schedule. Lot’s of things 
can happen on the road, but can’t 
we at LEAST pick up our custom-

ers on time? 
My friend was appalled when 

most of the operators he discussed 
the idea with indicated they 
couldn’t control drivers enough to 
afford such a thing.

In other words, someone trust-
ed with a $400,000 coach and 50+ 
lives might not be reliable enough 
to show up on time? Give me a 
break. Many things are difficult to 
do, but showing up ain’t one of 
them.

You cannot afford unreliable 
drivers. If you can’t get enough 
good ones, sell some buses. That’ll 
perk up your good folks, and alert 
the mediocre ones. 

In ye olden days, customers 
used the Yellow Pages, but that has 
largely been supplanted by search-
ing “web sights.”

Unfortunately, many good op-
erators hire competent technical 
web hosts who can’t spell or write. 
Even a retired bus salesman should 
know it’s “website.” 

Electronic doodads can’t com-
pensate for poor spelling or goofy 
text. Many intelligent people aren’t 
great writers, but the smart ones 
know it, and hire someone. Your 
website is the face of your com-

pany. It should be full of the things 
that make you worth more than 
your competitors — and all those 
adjectives should be spelled right. 

It has become popular to book 
charters over the Internet, but that 
method offers few opportunities to 
sell your company’s unique bene-
fits. Have a live person respond to 
inquiries.

Curb appeal matters. I can’t re-
member a single successful coach 
operator who didn’t use his coach-
es as billboards with some sort 
graphics that made it clear whose 
coach it was. How can you tell 
someone your bus is worth more if 
he’s just staggered out of a ball 
game trying to find his ride home, 
and is faced with dozens of mono-
chromatic machines differentiated 
only by unit numbers and legal 
lettering?

Refined interiors and superior 
entertainment systems should be 
worth extra to a customer, but they 
have to work correctly. Drivers 
need to be able to — enthusiasti-
cally — operate them.

Years ago we were finishing a 
10-day, 2,000-mile coach trip with 
a load of high schoolers. The na-
tives were getting restless until, at 

l a s t ,  a  t i r e 
b l e w.  T h e 
spare turned 
out to be use-
less, and we 
told the kids 
we’d have to 
wait a couple 
of hours for a 
new tire. 

A cheer went up because most 
of their friends, on similar trips, 
had some sort of breakdown. 
Somehow, a flawless journey meant 
they were cheated out of extra time 
and adventure.

Clearly our little non-prof it 
organization had differentiated 
itself, just not in a good way. If 
there was anything positive in the 
experience, it was that the passen-
gers took cues from the drivers. If 
the driver saw a problem as an ad-
venture, so did the kids. 

You might not want to emulate 
our maintenance, but drivers and 
employees who are that effective in 
selling the company need to be 
found, cultivated and cloned.

 Dave Millhouser is a bus in
dustry marketing consultant and 
freelance writer. Contact him at: 
dave_millhouser@hotmail.com.

Give customers good reasons to pay more for you

Some of the many features:
• Highest Reliability

• Lightest and most Compact
Design in the World

• Highest Speed Range of any
Transit Compressor in the World

• High-Tech Patented Shaft Seal Design

• German Designed, American Built

For more information on the world’s most 
advanced bus a/c compressor or a tour of our plant 

in Georgia where we are building them, visit 
www.bitzerus.com

Dave Millhouser
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FORT DODGE, Iowa — Loren 
Joes, who bought Northwest Iowa 
Transportation 20 years ago and 
has run the tour-and-charter coach 

company since, sold his operation 
on the first of October to another 
Iowa operator, Hawkeye Stages of 
Decorah. 

Jones bought Northwest Iowa 
Transportation in 1987 from its 
founder, Vernon Mersman, who 
had started the business as a tour 

company in the 1970s. Mersman 
began operating buses in 1981 
when he purchase a 22-year-old 
GM PD4104.

During the years Jones owned 
the company it grew from 5 coach-
es to 20. The growth was fueled in 
part by the acquisition of smaller 
companies. Ten years ago, Jones’ 
company joined International 
Motor Coach Group.     

Jones decided to sell his opera-
tion after weathering the strain of 
managing a motorcoach company 
in a tough business environment 
and years of contemplation.

“The last few years have been 
economically challenging,” says 
Jones. “I’ve always been able to 
pay the bills and the employees, 
but there hasn’t been a lot left over 
to update coaches, improve facili-
ties and the like. God answered 
(my) prayers and brought me to-
gether with a great buyer.”

The owner of Hawkeye Stages, 
Steve Tjossem, and Jones were in-
troduced by a mutual industry 
friend three years ago. The two 
kept in touch and talked about 
ways they could co-promote or 
work together.

During talks in August about 
collaboration to fill fall tours, the 
talks eventually led to Hawkeye 
purchasing most of the assets of 
Jones’ company.

Hawkeye Stages is a 50-year-
old, family-owned tour-and-char-
ter company headed by current-
generation owner Tjossem. The 
acquisition of Northwest Iowa 
Transportation will increase total 
Hawkeye employment to roughly 
110 and bring the number of 
coaches operated by the company 
to 32.

Tjossem has hired Jones to 
manage the combined Hawkeye-
Northwest Iowa Transportation re-
tail tour division; Jones will con-
tinue to work out of the Fort Dodge 
office.

Jones retained the real estate he 
owns in Fort Dodge and Waterloo, 
Iowa, and is leasing it to Hawkeye, 
which also has an office in Mar-
shalltown, Iowa.

3 available!
Extremely low
miles, 1 owner, well cared for high-end charter coaches. You will
not find any nicer! Series 60, B500R, 58 Seats with Lav, Michelins
on Alcoa rims, CD & DVD Players, cordless mikes. $175,000/offer.

Marc 808.832.6261 Will deliver to West Coast

2000 MCI
E4500

REDUCED TO
$175,000

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!

CLASSIFIED ADVERTISING

COACHES FOR SALE
(1) Prisitine 2008 MCI J4500 with 22,000 

miles @ $375,000
(12) Xlnt 2001 Van Hool T2145 @ $225,000

Contact Mike @ 702-303-1341

Hawkeye Stages acquires Northwest Iowa Transportation

2002 & 2003 MCI J Model Coaches

Indian Trails, Inc. has the following equipment available 
for immediate delivery:

Unit	 Year	 Mileage	 Unit	 Year	 Mileage
3141 . . . 2002 . . . . 352,000 317 . . . . . 2003. . . . 280,000
315 . . . . 2002 . . . . 313,000 318 . . . . . 2003. . . . 282,000
316 . . . . 2003 . . . . 274,000 319 . . . . . 2003. . . . 273,000

Coaches are either 48 or 56 passenger configuration.
Prices include all spare stock of seats. Equipped with beverage 
galley, cordless and corded microphone, DVD, CD and VCR

with four monitors, Enclosed parcel racks.

2002 models – $230,000 w/tires
2003 models – $260,000 w/tires

Series 60w/Jake and Allison B-500. All coaches purchased new, 
complete maintenance histories.

Contact Ken Henry, Bob Erickson or Chad Cushman

1-800-292-3831  

Clean, Straight, Well-maintained MCIs For Sale
• 1994 DL3, Series 60/B500, 

590k miles, shades, DVD, 
wireless mic, central vac, 
excellent interior.  $99,500

• 1994 DL3, Series 60/HT740, 
580k miles, shades, DVD, 
wireless mic, central vac, 
excellent interior, space-saving 
wheelchair lift.  $105,000

• 1993 C3, Cat 3176/HT746, 703k miles, shades, DVD, wireless 
mic, central vac, good interior. New-style rear deck.  $49,900

• 1989 C3, 8V92/HT740, 980k miles, shades, DVD, central vac, 
good interior, optional matching lounge units.  $35,000

• 1987 A3, 6V92/HT740, 1.275k miles, DVD, nice interior (1994 
model seats).  $20,000

Call Loren (515) 570-1982
Or e-mail loren@nwitour.com for more photos

OCTOBER 2008

19-22  18th National Confer-
ence on Rural Public and Inter-
city Bus Transportation, Omaha, 
Neb. Info: Go to www.trbruralcon
ference.org.

19-23  Ontario Motor Coach 
Association Marketplace, To-
ronto. Info: Go to www.omca.com. 

NOVEMBER 2008

1-4 California Bus Association 
35th Annual Convention & 
Trade Show, Rancho Las Palmas 
Resort & Spa, Rancho Mirage, 
Calif. Info: www.cbabus.com.

Calendar

National Interstate reports investment losses
RICHFIELD, Ohio. — Nation-

al Interstate Corporation has an-
nounced it will sustain losses as a 
result of the current financial crisis 
impacting major investment firms.

The motorcoach industry’s sec-
ond-largest insurer said it holds in-
vestments in Fannie Mae, Freddie 
Mac, AIG, Lehman Brothers and 
Washington Mutual. All of its in-
vestments are in the form of senior 
debt or preferred stock.

As of the middle of September, 
National Interstate had incurred 
net, after-tax losses on its devalued 
investments of roughly $200,000, 
and unrealized losses on the mar-
ket value of securities of 22 cents 
per share.

National Interstate held $57.6 
million and $65.4 million, respec-
tively, of senior notes of Fannie 
Mae and Freddie Mac. It also held 
$1 million of Fannie Mae subordi-

nated debt. Those securities were 
trading at approximately their am-
ortized cost.

Dave Michelson, president and 
CEO of National Interstate, said 
that like many other investors, Na-
tional Interstate had been impacted 
by the unprecedented f inancial 
markets. “We continue to closely 
monitor the developing issues and 
will assess our investment portfo-
lio as of Sep. 30, 2008, to deter-

mine the appropriate amount of 
any impairment charges for these 
and other securities as of that 
date.” 

Last year, National Interstate 
had net income of $11.1 million, or 
$2.25 per share, and for the second 
quarter of this year, the company 
reported earnings of $4.4 million, 
or 23 cents per share. As of June 
30, National Interstate held invest-
ments totaling $495.5 million.
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NEW YORK — New York Met-
ropolitan Transit Authority is run-
ning a month-long experiment 
using a Van Hool TD925 double-
decker coach on a handful of city 
bus routes.

MTA officials are intrigued by 
the  TD925 for  a  var ie ty  of 
reasons:

• It seats 83 people, or 21 more 
than the articulated buses the MTA 
is considering buying.

• It costs $650,000, substan-
tially less than the $920,000 price 
tag for the hybrid New Flyer artics 
the city is studying.

• It is 45 feet long vs. 60 feet 
for the articulateds.

• It is low floor and uses a 
ramp to board passengers in wheel-
chairs, eliminating the need for a 

wheelchair lift.
Open-air, double-decker sight-

seeing buses loaded with tourists 
are a common sight in New York 
City but double-deckers have not 
been used in the city for regular 
transit service since the 1950s. An 
experiment with double-deckers in 
1970s failed.

The streets of New York City 
are generally considered the tough-
est transit duty cycle in the United 
States. Crowded MTA transit buses 
often average less than 5-8 miles 
an hour on some of the worst streets 
in America.  

The MTA is rotating the test 
Van Hool on designated routes that 

include runs into the city from 
Staten Island and Yonkers; along 
First and Second avenues; up Man-
hattan’s Westside, and along Fifth 
Avenue. 

The test coach has a lavatory 
but the MTA says it will buy buses 
without a restroom if it decides to 
purchase TD925s.

NYC tries double-decker Van Hool in transit service

ABC Companies
opens small bus
get-ready center

MUNCIE, Ind. — ABC Com-
panies has opened a four-bay, 
6,250-square foot, facility here that 
will handle all deliveries of both 
models of ABC midsize buses, the 
M1235 and the 3035RE.

ABC says the new facility will 
enable it to better manage quality 
by delivering from a central 
location.

“We are duplicating the highly 
successful program used (by ABC) 
in Florida for Van Hools, where we 
do pre-delivery inspection quality 
checks, and install graphics and 
some options,” said Ed Harmon, 
whose responsibilities include both 
delivery programs. 

“These are fine coaches and 
customers have high expectations. 
A first-rate delivery experience 
sets the tone for a long-term rela-
tionship,” Harmon added.

ABC expects to have stock 
units at the Muncie facility, allow-
ing for quicker delivery of new 
coaches while still providing the 
opportunity to customize coaches 
with graphics and options. 

The Muncie get-ready facility 
is adjacent to ABC’s Indiana re-
gional parts distribution center, 
and is approximately 300 miles 
from the factory in Imlay City, 
Mich., where ABC’s midsize bus 
models are assembled.

“The drive from General Coach 
America’s (manufacturing) facility 
in Imlay City to Muncie is a key 
part of the process. It amounts to a 
lengthy test drive in the hands of 
drivers who know our bus, and 
we’re close enough to give them in-
stant feedback,” said the service 
manager of the new ABC center, 
Rick Doggett.

“Since every coach is now 
prepped at the same location, we’re 
able to standardize installation of 
options. Not only does that offer a 
leg up on initial quality, it simpli-
fies maintenance down the road,” 
said Doggett, who has 26 years of 
fleet management experience.



We share your passion for excellence. Our mission is to design and

build the ultimate in driving comfort and safety. It begins at the

design stage. And continues with micro-precision assembly. The

relentless pursuit of perfection continues long after a new

coach heads off for a lifetime of service. Prevost after-sales service,

available throughout the country, provides the resources that make

every journey a smooth one. We’re always there. Leading the

charge. Never taking our eye off the road. Never taking our 

eye off you. Exceeding your expectations. This is the Prevost

way. To learn more please visit prevostcar.com. THE ULTIMATE

The Prevost 24/7 Commitment:

24/7 Technical Advice
24/7 Emergency Parts Ordering and Shipping
24/7 Online Access To Parts Ordering

Parts Customer Service: United States 1 800 621-5519 & 1 877 999-8808
Canada 1 800 463-8876 • Online Ordering: www.prevostcar.com

Not only do we take care of your parts needs, we take care of you.

We understand what it takes to run a smooth operation. That’s why

you depend on us. The Prevost Parts network, spanning all of North

America, includes seven strategically located parts centers. Each

center is staffed with a highly trained team of professionals ready to 

assist you with all your parts needs. We know how important it is to

get back on the road. It’s our policy to make that happen without

delay. We call it the Red Carpet Policy: Part corporate policy, part

constant reminder that someone is always looking out for you.

To learn more please visit prevostcar.com. THE ULTIMATE CLASS
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