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WASHINGTON — While the 
“fiscal cliff ” dominated political 
discourse in Washington in recent 
weeks, some business groups and 
Republicans suggest the next po-
litical precipice may be a “regula-
tory cliff.” 

For months, federal agencies 
and the White House have side-
tracked dozens of major regula-
tions that cover everything from 
power plant pollution to workplace 
safety to a further crackdown on 
Wall Street.

The rules were largely put on 
hold during the presidential cam-
paign as the White House sought to 
quiet Republican charges President 
Barack Obama was an overzealous 
regulator, killing U.S. jobs.

But since the election, the 
Obama administration has quietly 
reopened the regulations pipeline.

In recent weeks, the Environ-
mental Protection Agency has pro-
posed rules to update water quality 
guidelines for beaches and other 
recreational waters and deal with 
runoff from logging roads.

The National Highway Traffic 
Safety Administration has pro-
posed long-delayed regulations re-
quiring automakers to include 
event data recorders — better 
known as “black boxes” — in all 
new cars and light trucks begin-
ning in 2014.

The administration also has 
initiated several rules to imple-
ment its health care overhaul, in-
cluding a new fee to cushion the 
cost of covering people with pre-
existing conditions.

Some GOP lawmakers fear the 
worst.

Obama has spent the past year 
“punting” on a slew of job-killing 
regulations that will be unleashed 
in his second term, says Sen. 
James Inhofe, R-Okla. It’s now 
“full speed ahead” for federal rules 
limiting greenhouse gas emis-
sions, requiring cleaner gasoline 
and putting controls on drilling for 
oil and natural gas, said Inhofe, the 
senior Republican on the Senate 
Environment Committee.

“Under an Obama EPA that 
has earned a reputation for abuse, 
American families will be subject-
ed to a regulatory onslaught that 
will drive up energy prices, de-
stroy millions of jobs and further 
weaken the economy,” he wrote in 
a 14-page report on expected EPA 
regulations for 2013. 

The report predicts an influx of 
regulations that “spell doom for 
jobs and economic growth.”

Environmental groups say 
fears of a second-term regulatory 
deluge are overstated.

“At this point it still has the 

Bus & Motorcoach News has 
asked North America’s leading 
motorcoach builders and suppliers 
to participate in a series of ques-
tion-and-answer format articles in 
advance of UMA Motorcoach 
Expo 2013. 

Here is the third such article, 
with the questions submitted to 
and answered by Rick Heller, CEO 
of Motor Coach Industries, and 

Hartmut Schick, head of Daimler 
Buses worldwide and CEO of 
EvoBus GmbH.

MCI distributes and services 
EvoBus-built Setra motorcoaches 
in North America.

The first two articles in the se-
ries appeared in the Dec. 15 and 
Jan. 1 issues, and featured Dane 
Cornell of ABC Companies/Van 
Hool, and Robert Goodnight of 

Prevost Car/Volvo Bus. 
Here is the interview with 

Heller and Schick:
Q. Overall sales of new motor-

coaches in the U.S. and Canada 
have been at reduced levels for 
the past four years — fewer than 
2,000 sold annually. Do you see 
the market rebounding? Or, is 
this the “new normal”?

A. Heller: I think the market 

will grow over the next few years, 
but slowly. I don’t see us getting 
back to the frothy years that existed 
in the market prior to the recession 
— anytime soon. Is it the new nor-
mal? For the next few years, with 
some modest growth, but I don’t 
see a dramatic change in the econo-
my or the economics of the busi-
ness that would enable operators to 
buy significantly more coaches 

than what’s happening today.     

MCI-Setra work to meld new relationship, not identities
CONTINUED ON PAGE 26 c
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OKLAHOMA CITY — One 
of the nation’s largest operators of 
motorcoaches powered by Cater-
pillar engines has filed suit against 
Caterpillar, claiming its engines 
failed repeatedly, resulting in large 
financial loses and other damage 
to the business.

The suit was filed in U.S. Dis-
trict Court here by Transportation 
Specialists Inc., which does busi-
ness as Red Carpet Charters, and 
C&J Leasing, an affiliated com-
pany. Red Carpet is based here but 
also has operations in Tulsa, Okla., 
and metropolitan Dallas.

In addition to Caterpillar, the 
suit also targets Caterpillar Finan-
cial Services Corp., which f i-
nanced coaches purchased and 
leased by Red Carpet and C&J, 
and Warren Power & Machinery, 
the local Caterpillar dealer.

Initially, the suit also named 
ABC Companies but it has been 
dropped as a defendant. 

The suit says that in 2006 and 
2007, Red Carpet and C&J ac-
quired 40 new Van Hool coaches 
from ABC that were equipped with 
Cat engines. 

After purchasing the Cat- 
powered coaches, Red Carpet said 
it began experiencing “numerous” 
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Large operator
sues Cat over
engine defects

Rick Heller

The second Obama term: 
A regulatory onslaught?

Hartmut Schick

The Orange County Convention Center in Orlando, Fla., will host 
UMA Motorcoach Expo and the NTA Annual Meeting at Travel 
Exchange from Jan. 20-24.  Late show and exhibitor news can be 
found on pages 21-22.

Pathway to
UMA-NTA
Travel Exchange



In a maintenance cost comparison of leading coach models, our  
Van Hool C2045 and T2100 coaches racked up some impressive  
numbers for participating fleet operators. In fact, mile-after-mile  
research indicated that Van Hool equipment saved operators  
approximately 33% in select maintenance-related expenditures  
over comparable industry models.*

SAVE major maintenance dollars over the long haul

IMPROVE overall fleet management

ENHANCE long-term equipment value

INCREASE operational satisfaction

Learn more at  
UMA Expo 2013, ABC Booth #471

*Based on research covering more than 75 million motorcoach miles.

www.abc-companies.com  

800-222-2871 ext. 77116

per  
MILE

33%
SAVINGS

10¢

100%
SATISFACTION

LET US SHOW YOU HOW  Van Hool and ABC can help –
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ATLANTA — A compliance 
review has led the Federal Motor 
Carrier Safety Administration to 
shut down a curbside operator over 
a long list of safety, substance test-
ing, and maintenance violations.

 Atlanta-based Aglemoarge 
Services was investigated by the 
FMCSA last month after the com-
pany posted numbers above the 
FMCSA BASIC thresholds for un-
safe driving and hours-of-service 
categories.

The company also had multi-
ple drivers and vehicles placed out 

of service during a two-day 
FMCSA enforcement blitz, in-
cluding a 50 percent driver out-of-
service rate.

“The compliance review uncov-
ered serious violations of (Federal 
Motor Carrier Safety Regulations) 
by Aglemoarge Services, demon-
strating a continuing and flagrant 
disregard for regulatory compliance 
and an organization and safety man-
agement structure and philosophy 
indifferent to motor carrier safety,” 
the FMCSA said in a strongly word-
ed out-of-service order.

“Aglemoarge Services’ carrier 
operations are reckless, with al-
most nonexistent management 
oversight of its drivers and opera-
tions,” the order continued.

“The carrier’s operations are 
conducted out of a small, cluttered 
home office, and its documents are 
in total disarray.”

Bus trips were typically planned 
only two to three hours before depar-
ture, leading the company to borrow 
drivers from other carriers. Because 
of the short timing, Aglemoarge Ser-
vices had no way of assuring drivers 

had been qual i f ied  through 
 FMCSA-mandated drug and alcohol 
testing or were compliant with 
hours-of-service requirements.

Aglemoarge Services typically 
transported passengers curbside-
to-curbside between Atlanta and 
Chinatown in New York City, the 
FMCSA said.

According to the FMCSA 
Safer website, the company oper-
ated three coaches.

“Safety is not optional if you 
want to operate a passenger carrier 
on our nation’s roadways,” Trans-

portation Secretary Ray LaHood 
said in a statement. “We will al-
ways take action to protect the 
safety of the traveling public.”

 Added FMCSA Administrator 
Anne Ferro: “This passenger car-
rier’s continued and blatant disre-
gard for federal safety standards 
poses a potentially deadly risk for 
their drivers, passengers and the 
motoring public alike.”

Georgia reportedly ordered 
Agle moarge to cease passenger op-
erations a week before the FMCSA 
issued its out-of-service order.

RICHFIELD, Wis. — Since 
Riteway Bus Service Inc. institut-
ed a sleep apnea screening and 
treatment program nearly f ive 
years ago, affected drivers seem 
better rested and more energized, 
reports David Butcher, the com-
pany’s safety director.

“We have had a decrease in 
USDOT-recordable crashes in our 
motorcoaches. It is hard to say 
whether the sleep apnea program 
has played a part in that reduction, 
but certainly fatigue plays a part in 
those crashes,” he said.

“There has been positive feed-
back related to driver retention in 
our motorcoach division because 
drivers see this as a benefit.”

According to Butcher, drivers 
view the program as a company 
plus, reflecting Ritway’s commit-
ment to employees and safety.

Yet, despite the apparent suc-
cess of the program, Butcher said 
he has not seen other motorcoach 
operators rushing to adopt a simi-
lar system.

“I don’t know of any other mo-
torcoach companies that have the 

sleep apnea program.”
Over-the-road freight haulers 

have been more welcoming of em-
ployee sleep apnea benefits than 
motorcoach operators, said Rick 
Adamich, president of Sleep 
Apnea Solutions Inc. of Wauke-
sha, Wis., which developed the 
program at Riteway.

“We work with quite a few 
commercial drivers, but not as 
many bus and motorcoach drivers 
due to the unique nature of their 
employment,” Adamich said.

“A lot of times they haven’t 

had the same requirements as 
over-the-road (truck) drivers face 
when they are getting their physi-
cals. I don’t know if the medical 
directors are looking at bus and 
motorcoach drivers as closely, 
which I think is backward since 
those drivers are hauling people 
and not goods.”

Riteway set up its sleep apnea 
program in 2008. 

Earlier that year, the Federal 
Motor Carrier Safety Administra-
tion Medical Review Board rec-
ommended that all commercial 

driver license holders be tested for 
sleep apnea and receive treatment 
if the diagnosis was positive.

Sleep apnea produces breath-
ing interruptions during sleep, re-
ducing the blood oxygen level. 
The breathing pauses can last 10 
seconds or more and occur up to 
400 times nightly.

The body reacts by partially or 
completely awakening. Individu-
als with untreated sleep apnea do 
not get sufficient restorative sleep 
and often experience excessive 

Good night’s sleep, good day driving are the ‘Riteway’

FMCSA shuts down Georgia operator over safety violations
CONTINUED ON PAGE 20 c
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HARRISBURG, Pa. — Tolls 
on the Pennsylvania Turnpike 
bumped higher earlier this month 
for the fifth consecutive annual in-
crease, meaning drivers paying 
cash to use the roadway are now 
forking over about 70 percent 
more than they did five years ago.

E-ZPass users, who now ac-
count for two-thirds of the turn-
pike’s business, have been shield-
ed somewhat from ticket shock: 
Rates for them have climbed about 
35 percent since before January 
2009.

The newest increase adds 
roughly 10 percent for cash payers 
and 2 percent for users of E-ZPass, 
the electronic collection system 
that automatically deducts tolls 
from prepaid accounts when a 
driver passes a tolling point.

A three-axle motorcoach, 
weighing between 30,000 and 
45,000 pounds, entering the turn-
pike at the Ohio-Pennsylvania 
state line and exiting at the Dela-
ware River Bridge at the eastern 
edge of Pennsylvania, now pays a 
cash toll of $111.60, compared to 
last year’s cash toll of $101.45. 

A coach with an E-ZPass pays 
$87.92 for the cross-state trip, 

compared to $86.20 last year.
The turnpike raised tolls only 

f ive times from its opening in 
1940 through 2004. The five re-
cent increases stem mostly from a 
2007 state law, Act 44, that re-
quires the turnpike to pay $450 
million annually to the Pennsylva-
nia Department of Transportation 
for non-turnpike uses — roads, 
bridges and transit.

Since the law’s enactment, the 
turnpike has made $3.6 billion in 
payments to PennDOT, the equiva-
lent of more than four years’ worth 
of turnpike revenue.

The turnpike has borrowed 
heavily to make the payments and 
uses the annual toll increases to 
service debt that, according to Au-
ditor General Jack Wagner, has 
grown by 200 percent since Act 44 
was adopted.

The turnpike has calculated 
that at present, Act 44 obligations 
consume 18 cents of every toll 
dollar, he said.

The law requires the $450 mil-
l ion payments  to  PennDOT 
through 2057, and that likely will 
continue to cause yearly toll in-
creases unless the state legislature 
rewrites or repeals it as part of ex-

pected upcoming deliberations 
about transportation funding in 
general.

With the latest increase, cash 
tolls are now about 27 percent 
higher than E-ZPass tolls.

Turnpike officials make no se-
cret of their desire to nudge driv-
ers to electronic payment. Han-
dling cash costs at least four times 
as much as processing E-ZPass 
payments, and E-ZPass lanes can 
handle four times the traffic vol-
ume of a cash lane.

They also tout the convenience 
to drivers, who don’t have to fum-
ble with currency and coins when 
they exit the pike.

Pa. Turnpike tolls increase againMetro N.Y. tolls to rise
New York City — The Metro-

politan Transportation Authority 
board voted to approve a toll in-
crease for all MTA tunnels and 
bridges effective March 1.

The f inal increases were 
amended from those announced in 
October and resulted from com-
ments received during a six-week 
review process that included eight 
hearings and four video sessions.

Cash tolls for three-axle mo-
torcoaches will change as follows:

• Verrazano-Narrows Bridge: 
Goes from $42 to $48

• Robert F. Kennedy, Bronx-
Whitestone and Throgs Neck 
bridges; Hugh L. Carey and 

Queens Midtown tunnels: Go from 
$21 to $24

• Marine Parkway-Gil Hodg-
es Memorial Bridge, Cross Bay 
Veterans Memorial Bridge: Go 
from $13.50 to $15.50

Here are the E-ZPass tolls for 
the same crossings:

• Verrazano-Narrows Bridge: 
From $28.36 to $31.30

• Robert F. Kennedy, Bronx-
Whitestone and Throgs Neck 
bridges; Hugh L. Carey and 
Queens Midtown tunnels: From 
$14.18 to $15.65

• Marine Parkway-Gil Hodg-
es and Cross Bay Veterans bridg-
es: From $7.09 to $7.83

NY Thruway
backs off on
huge toll hike

ALBANY, N.Y. — The New 
York State Thruway Authority, 
after weeks of silence, announced 
it will not be hiking toll rates by 45 
percent on commercial vehicles 
with more than three axles. (See 
Nov. 1 Bus & Motorcoach News.)

The proposed 45 percent in-
crease was put forward in May 
with the intention of decreasing 
the authority’s $92 million deficit 
to fulfill promises to bond hold-
ers to keep the authority debt 
ratio at a certain level. 

The toll for a three-axle coach 
traveling from Buffalo to New 
York City currently is about $88. 
Under the proposal, that would 
have increased to $127.

A number of interest groups 
fought the measure, as did a 
group called Unshackle Upstate.

After a series of delayed meet-
ings and weeks of silence regard-
ing the controversial proposal, a 
budget was put up for consider-
ation that would decrease the def-
icit by making spending cuts and 
shifting other financial burdens.

According to The Post Stan-
dard in Syracuse, N.Y., the au-
thority will eliminate 361 posi-
tions, move the $60 million cost 
of the New York Police who pa-
trol the thruway from the author-
ity budget to the state, get rid of 
$900 million in risky debt, and 
cut 21 percent from the authority 
operational budget.
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RICHMOND, Va. — State of-
ficials announced last month they 
have signed a controversial $1.4 
billion deal to build a toll road in 
southeastern Virginia.

Critics claim transportation re-
sources should be spent in more 
heavily traveled corridors, accord-
ing to a Washington Post report.

State officials said the high-
way will provide an alternative to 
jam-prone Interstate 64 for vehi-
cles traveling between Suffolk and 
Richmond.

The highway will extend for 55 
miles between Petersburg and Suf-
folk, running parallel to U.S. 460, a 
four-lane road that frequently be-
comes clogged, handling upwards 
of 17,000 vehicles daily. 

The state estimates the new 
highway — a toll road that will not 
replace the existing toll-free route 
— will initially carry 5,000 to 
6,000 vehicles daily.

Critics of the project say the 
traffic projections are too low to 
justify the $1.4 billion investment.

Virginia signs toll road deal
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ASHBURN, Va. — A long-
awaited fatigue management pro-
gram for commercial vehicle op-
erators will be launched early this 
year, a safety off icial with the 
trucking industry said at last 
month’s United Motorcoach Asso-
ciation Safety Management Semi-
nar here.

The North American Fatigue 
Management Program, which has 
been about a decade in the mak-
ing, could be launched online as 
early as January or February, said 
Rebecca Brewster, president and 
chief operating off icer of the 
American Transportation Re-
search Institute, the research arm 
of the trucking industry.

ATRI, in conjunction with a 
variety of American and Canadian 
governmental and industry part-
ners, has been “developing a vol-
untary, free-of-charge fatigue 
management program that is sci-
ence based, with driver and carrier 
input, that operates in the practical 
and real world…to improve the 
alertness and lessen the fatigue of 
commercial vehicle operators,” 
Brewster said.

It’s designed to be a compre-
hensive program, addressing a va-
riety of issues related to the prob-
lem of driver fatigue, including:

• How to develop a corporate 
culture that facilitates reduced 
driver fatigue 

• Fatigue management educa-
tion for drivers, their families, car-
rier executives and managers, 
shippers and receivers,  and 
dispatchers

• Sleep disorders, screening 
and treatment 

• Driver and trip scheduling 
information

• Driver fatigue management 
technologies

Launch of the program is par-
ticularly timely because driver fa-
tigue is rapidly growing in impor-
t a n c e  w i t h i n  t h e  b u s  a n d 
motorcoach industry, according to 
Matthew Daecher, president of the 
Daecher Consulting Group, a 
transportation safety company 
based in Camp Hill, Pa.

“I think that the next big area 
we’re going to be talking about in 
this industry is this fatigue issue,” 
he said.

The National Transportation 
Safety Board estimates that 80 per-
cent of all vehicular crashes involve 
fatigue in some way, Daecher notes, 
and has issued more than 200 
 fatigue-related recommendations.

“It’s good to know this materi-
al will be out there and will give us 
a starting point,” he added.

Operational testing of the fa-
t igue management  prog ram 
showed an improvement in total 
time slept by participants, who 

also reported higher quality sleep, 
a decrease in fatigue-related inci-
dents, and increased alertness, 
Brewer said.

“For drivers on their on-duty 
days, they got 20 minutes more 
sleep on average during their main 
sleep,” Brewer said.

“They self-reported improved 

sleep quality — ‘I’m feeling better 
when I’m sleeping,’ ‘I feel like I’m 
getting better rest’ — they self-re-
ported less fatigue, and they had 
fewer critical safety incidents after 
they had been through the fatigue 
management program.”

Furthermore, drivers who were 
diagnosed with severe sleep apnea 

and who underwent and main-
tained treatment, including the use 
of a breathing apparatus called a 
CPAP during sleep, had fewer crit-
ical safety events and were found 
to have quicker reaction times in 
alertness tests after undergoing 
treatment, Brewer said.

The program will consist of 10 

individual modules that are aimed 
at different stakeholder audiences 
within the industry, Brewer said.

For example, five modules are 
designed for company executives 
and managers, while three are de-
signed specifically for drivers and/
or their immediate families. 

‘Fatigue management program’ about ready for unveiling

“Lancer solved my Olympic-sized problem 
with aggressive, immediate action.”

Gladys Gillis
Chief Executive Officer
Starline Luxury Coaches
Seattle, WA
Lancer customer since 2003

370 W. Park Avenue, P.O. Box 9004, Long Beach, NY 11561 www.lancerinsurance.com

“As the transportation provider to the
2010 Winter Paralympics in Vancouver,
we had wheelchair clients on board
every day, all day. Being athletes, they
were offended by the idea of having
their wheelchairs tied down for safety,
and the Olympic Committee was on
their side.

I called Lancer and explained the risks
we faced. The supervisor of Lancer’s 
office in Washington State ew to
Canada the very next day to discuss 
liability issues with the Olympic 
Committee. He explained the 
regulatory and safety requirements 
behind the tie-down mandate to the
Committee members and got the 
problem solved right away.

As the vendor, I didn’t want to be 
difficult, but I couldn’t afford to have
people hurt. Lancer took up the battle
for me, protecting me from liability 
risk while protecting my reputation 
and relationship with my customer.”

If you want proactive risk mitigation 
from a passenger transportation 
specialist, ask your agent for a Lancer
quote or call Lancer directly and get 
assigned to an agent. 

To learn more, call 800-782-8902, x3304
or email mbayard@lancerinsurance.com.
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WASHINGTON — Energy 
drinks, which are thought to be 
used by many commercial vehicle 
drivers, offer little or no benefit, 
say experts.

The drinks are under investi-
gation by the U.S. Food and Drug 
Administration after reports of 
deaths and serious injuries.

According to a report in The 
New York Times, energy drinks 
sales topped more than $10 billion 
in 2012 in the United States.

While the companies that 
make the drinks advertise their 
products as providing a mental 
and physical edge, a cup of coffee 
has the same effect, experts told 
the newspaper. The drinks, such 
as Red Bull, Monster Energy and 
Rockstar Energy, claim the drinks 
are specially engineered. 

U.S. Rep. Edward Markey, D-
Mass., has asked the federal gov-
ernment to investigate the indus-
try’s marketing claims.

“These are caffeine delivery 
systems,” Dr. Roland Griffiths of 
Johns Hopkins University, who 
has studied energy drinks, told the 
newspaper. “They don’t want to 
say this is equivalent to a NoDoz 
because that is not a very sexy 
sales message.”

In 2011, the Substance Abuse 
and Mental Health Services Ad-
ministration issued a report that 
found a sharp rise in the number 
of emergency department visits 
linked with the use of non-alcohol 
energy drinks, from 1,128 visits in 
2005, to 13,114 in 2009.

The FDA said it has not estab-
lished a connection between ener-
gy drinks and the reported deaths. 
The FDA can regulate caffeine 
levels in soft drinks.

The limit in a 12-ounce soda is 
about 71 milligrams. The caffeine 
levels in most energy drinks ex-
ceed that level because they are 
labeled as dietary supplements.

Energy drinks provide little
or no benefit, experts assertWASHINGTON — The Owner-

Operator Independent Drivers As-
sociation is asking a federal appeals 
court to throw out a “de facto” final 
rule on fatigued driving. 

The OOIDA, which represents 
small truckers, filed a petition for 
review with the U.S. Court of Ap-
peals, District of Columbia Cir-
cuit, last month, asking that action 
by the Federal Motor Carrier Safe-
ty Administration be halted.

The lawsuit stems from a letter 
signed by FMCSA Administrator 
Anne Ferro and sent last October 

to OOIDA President Jim John-
ston, regarding the Commercial 
Vehicle Safety Alliance out-of-
service criteria on fatigue.

Johnston had pressed the agen-
cy in two letters written in June 
and September to step in and re-
ject CVSA’s current out-of-ser-
vice criteria for fatigue and for the 
agency to seek an immediate re-
scission of the amended out-of-
service criteria. 

Johnston called on the agency 
to inform state law enforcement 
agencies that drivers cannot be put 

out of service based on “reasonable 
articulable suspicion,” which is a 
lesser standard than probable cause.

And, finally, Johnston request-
ed that all individual driver fatigue 
out-of-service violations since 
April be removed from the Pre-
Employment Screening Program 
database.

FMCSA’s letter declined to 
prohibit enforcement agencies 
from placing drivers out of service 
for fatigue and stated no records 
containing fatigue out-of-service 
violations would be purged. 

The let ter  indicated that 
FMCSA officials would commu-
nicate the agency’s “position re-
garding the propriety of the fa-
tigued driver criteria” to CVSA, 
but that position would not be dis-
cussed with OOIDA, which was a 
litigant against the Minnesota 
State Patrol and CVSA regarding 
fatigue enforcement and the out-
of-service criteria at the time the 
letter was written.

OOIDA contends in its legal 
petition that the letter is an agency 
action that adopts a performance-
based regulation regarding fatigue 
— without going through the rule-
making process.

“That performance-based 

‘De facto’ fatigue reg challenged

Modules can take as long as 
three and a half hours to complete 
to as little as 30 minutes.

The program could be self-
guided, led by instructors, or im-
plemented as a fully functional 
learning management system, in 
which company safety managers 
could monitor the progress of em-
ployees both to ensure they are 
completing the program and to 
track how well they are learning 
the material.

Developers have also created a 
business case for the program: it 
will also feature a “return-on- 

investment” calculator to help 
companies determine how much it 
would cost to have their employ-
ees take the training and how 
much they could potentially save 
in decreased accident costs.

The North American Fatigue 
Management Program is expected 
to be available to motor carriers in 
the United States and Canada as 
both a PowerPoint presentation, 
and as an online, computer-based 
training program.

(See March 1 Bus & Motor-
coach News.) 

It is all but completed and 
only needs to be translated into 
French to the satisfaction of its 
Canadian partners, Brewster said.

Fatigue management
CONTINUED FROM PAGE 5

standard essentially allows offi-
cers to ignore the hours-of-service 
regulations and the logbook, and 
make an assumption or a determi-
nation that the driver is too fa-
tigued to continue driving,” John-

ston told a trucking website.
The FMCSA letter “constitutes 

a de facto amendment to its regu-
lation without notice and comment 
rulemaking,” OOIDA’s petition 
asserts.
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As politics in the United States 
becomes more rigid and polar-
ized, nowhere is it better reflected 
than in state legislatures.

The November elections, de-
spite many states not picking leg-
islators, produced amazing results 
across the country.

The National Conference of 
State Legislatures has confirmed 
that for this year’s legislative ses-
sions a single party (it may be ei-
ther Democrats or Republicans, 
depending) will have control of 
both houses of the legislature in 
all but three states.

That is remarkable and unprec-
edented in the lifetime of any of us. 

And, it gets more interesting.

In about half the states, the 
party in control will, in fact, have 
veto-proof majorities in both 
chambers.

But, in most places, they won’t 
need it because in 40 states the 
governor also belongs to the party 
that has the majority in the 
legislature.  

You have to go back to early in 
the last century to find the legisla-
tive composition in the U.S. to be 
so extreme.

Couple that with the fact that 
most legislators will have less leg-
islative experience than ever this 
year and you have a very strong 
incentive to monitor your state 
legislature as never before. 

More states go ‘one party’

WASHINGTON — The Feder-
al Motor Carrier Safety Adminis-
tration is reminding operators they 
are required to keep their Motor 
Carrier Registration form (MCS-
150) data up to date.

The agency said that recent “ve-
hicle miles traveled,” commonly 
called VMT, and “power unit,” the 
number of buses in the company 
fleet, information is mandated to 
properly assess a carrier’s level of 

exposure in the Unsafe Driving and 
Crash Indicator Behavior Analysis 
and Safety Improvement Catego-
ries (BASICs) in FMCSA Safety 
Measurement System.

If VMT data in the FMCSA da-
tabase is from 2010 or older, it will 
not be used in a company’s calcu-
lations when the January SMS 
snapshot is posted at the beginning 
of February.

Instead, the level of exposure 

will default to average PUs over 
the previous 18 months, which can 
impact a company’s percentiles in 
the Unsafe Driving and Crash In-
dicator BASICs. That could result 
in additional regulatory scrutiny.

View the SMS methodology (at 
the web address below) for addi-
tional details on BASIC percentile 
calculations.

Operators can update their 
MCS-150 with 2012 VMT/PU 

data to assure the FMCSA is using 
the most accurate data available to 
calculate company percentiles.

Go to http://ai.fmcsa.dot.gov/
sms/ to update the information.

Under the “Existing Registra-
tion Updates” section, choose the 
first option — “I need to update my 
USDOT number registration infor-
mation or file my biennial update.”

The SMS website is updated 
monthly, so MCS-150 changes are 
not reflected on the site until the 
next monthly update.

The schedule of SMS updates 
can be found at http://ai.fmcsa.dot.
gov/sms/InfoCenter/Default .
aspx#question30897. MCS-150 
updates show up faster on SAFER 
and the FMCSA Portal websites.

Operators: FMCSA wants up-to-date motor carrier data
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WASHINGTON — The nega-
tive effect of the Federal Motor 
Carrier Safety Administration 
Compliance, Safety, Accountabil-
ity program has been less severe 
than truckers first feared, accord-
ing to a report by the American 
Transportation Research Insti-
tute, the research arm of the 
trucking industry.

Close to 90 percent of carriers 
in 2011 expected CSA would ad-
versely affect how many compa-
nies would be able to remain in 
the industry, the study shows, but 
only 59 percent continued to be-
lieve that after operating under 

the program.
“This suggests CSA has not 

presented as many obstacles as 
expected,” the report said.

The availability of drivers also 
did not decrease as much as ex-
pected, according to the study, 
and only a small fraction of driv-
ers have been put out of work due 
to CSA.

The study also noted that the 
enforcement community believes 
the program already has been a 
factor in reducing the number of 
truck crashes.

The report is available from 
ATRI at www.atri-online.org.

CSA: Less impact than feared
EPA administrator
leaving agency job

WASHINGTON — U.S. Envi-
ronmental Protection Agency Ad-
ministrator Lisa Jackson, who was 
at the helm of the agency for its 
first-ever greenhouse gas/fuel effi-
ciency regulations for commercial 
buses and trucks, is stepping down.

She will step down following 
the president’s State of the Union 
speech this month.

At the time of her nomination, 
she noted she spoke about the 
need to address climate change, 
but also said:

“There is much more on the 
agenda: air pollution, toxic chem-
icals and children’s health issues, 
redevelopment and waste-site 

cleanup issues, and justice for the 
communities who bear dispropor-
tionate risk.”

In her resignation statement, 
she said, “I will leave the EPA con-

fident the ship is sailing in the 
right direction, and ready in my 
own life for new challenges, time 
with my family and new opportu-
nities to make a difference.”

http://ai.fmcsa.dot.gov/sms/
http://ai.fmcsa.dot.gov/sms/
http://ai.fmcsa.dot.gov/sms/InfoCenter/Default.aspx#question30897
http://ai.fmcsa.dot.gov/sms/InfoCenter/Default.aspx#question30897
http://ai.fmcsa.dot.gov/sms/InfoCenter/Default.aspx#question30897
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‘Mr. Sunshine’ Dennis Easley dies
NAPA, Calif. — Dennis Easley, 

whose outsized and gregarious per-
sonality made him a well-known 
figure in the motorcoach industry, 
particularly in the western U.S., 
died shortly before Christmas.

Mr. Easley, who spent two de-
cades in the industry as a loss pre-
vention representative and manag-
er for a number of insurance 
companies, lost a difficult battle 
with lung cancer. He was 73.

He was a long-time associate 
member of the California Bus As-
sociation, serving for a time as an 
officer of the association’s Associ-
ate/Allied Steering Council, and 
he was a leading proponent of ve-
hicle road-eos as a tool for honing 
and gauging driving skills.

To recognize Mr. Easley and 
his support, years ago the Califor-
nia Bus Association named its an-
nual driver competition the “Den-
nis Easley Bus Roadeo.”   

Early in his career, Mr. Easley 
was a deputy sheriff in Napa for a 
dozen years. While with the de-
partment he earned a bachelor’s 
degree from Golden Gate Univer-
sity in San Francisco. He then 
worked as a manager for an an-
swering service. 

He finally found his passion 
working as a loss prevention con-
sultant for national insurance com-
panies. During the 1990s, he was 
loss prevention manager at Claren-
don National Insurance Co., based 
in Napa.

He once wrote that owners and 
managers of transportation com-
panies too often viewed insurance 
company loss prevention represen-
tatives as “bad guys,” looking for 
ways to increase premiums.

Mr. Easley didn’t see his role 
that way. He viewed the surveys he 
did of company operations as im-
portant tools for helping compa-

nies achieve balance in all phases 
of their operations.

“I like to think that the loss pre-
vention representative is a person 
who can help transportation com-
panies stay current on changing 
laws and regulations. But also can 
help the company stay in ‘safety 
balance,’” he said.  

During the 20-plus years in the 
business, Mr. Easley logged more 
than one million air miles, mostly 
traveling from company to company.

Eleven years ago, he moved to 
Yuma, Ariz. He returned to Napa 
just before Thanksgiving and died 
roughly a month later.

He is survived by his daughter, 
Lisa Doshier; brother Jim Easley, 
and sister Jo Ann Wiesmann.

A memorial in Mr. Easley’s 
name has been established with 
Napa Valley Hospice and Adult 
Day Services, 414 South Jefferson 
St., Napa, CA 94559.

Trailways operator/historian Jon Hobein dies 
ORLANDO, Fla. — Jon Ho-

bein, who founded and headed 
Blue Ridge Trailways of Ashville, 
N.C., in the late 1970s and into the 
mid-1990s, died in suburban Win-
ter Park, Fla., early last month. He 
was 69.

Mr. Hobein, who was born in 
Seattle where his father was em-
ployed in the aircraft industry dur-
ing World War II, became a “bus 
nut” as a child and essentially 
never outgrew his fascination.

After graduating from high 
school, Mr. Hobein attended 
Brigham Young University in Provo, 
Utah, driving buses part time for 
Lake Shore Motor Coach Lines.

After graduating from BYU, he 
joined the armed forces, serving in 
Vietnam and Alaska. While attend-
ing the U.S. Army broadcast school 
at Fort Benjamin Harrison in subur-

ban Indianapolis, 
Mr. Hobein again 
got an opportunity 
to drive buses, this 
time for South-
eastern Trailways. 

After his mili-
tary service, he 
wo r k e d  f o r  a 
number of Trail-
ways operators, including Ameri-
can Buslines (Continental Trail-
ways), Pacific Trailways, Capital 
Trailways of Pennsylvania and 
Tamiami Trailways in Miami. 

When Greyhound and Trail-
ways Inc. (Continental Trailways) 
began spinning off marginal routes 
in the 1970s and 80s, Mr. Hobein 
and members of his family pur-
chased a pair of Trailways’ routes 
— Asheville to Bristol, Va., via 
Johnson City, Tenn., and Columbia 

to Anderson, S.C., via Greenwood, 
creating Blue Ridge Trailways.

Mr. Hobein headed the opera-
tion. A brother once said the com-
pany “didn’t really have titles. But, 
if we did have, Jon would have been 
‘president.’”

After Greyhound bought Trail-
ways Inc., in the late 1980s, the in-
tercity bus industry changed dra-
matically. Although Greyhound 
negotiated “sweatheart” revenue-
sharing deals with two of the larger 
members of the Trailways system, 
many smaller Trailways operators 
were in deep trouble.

Blue Ridge Trailways was one 
of those left out in the cold, with 
Greyhound routing passengers 
“around” Blue Ridge. As Blue 
Ridge downsized, it tried to hang 
on. But in 1996, a senior Grey-
hound executive called Mr. Hobein 

and told him Greyhound was rais-
ing his terminal rent at every loca-
tion by 800 percent.

After 18 years building and 
struggling, Mr. Hobein and his 
family threw in the towel.

Mr. Hobein went to Florida 
where he drove not only charter 
buses but also big rigs, and friends 
said he got a kick out of driving 

“turnpike trains” (triples).
He also wrote (under the name 

Jon Habijn) a fascinating interac-
tive history of many of the Trail-
ways’ bus lines; it is still posted on 
the internet. Go to: http://cw42.tri-
pod.com/Jon.html. 

Mr. Hobein is survived by his 
brother Lauren of Marshall, N.C., 
and a son Jay of Orlando. 

Lamers Bus Lines founder,
Lyle Lamers, dies at age 97

DE PERE, Wis. — Lyle J. 
Lamers, founder of one of the na-
tion’s largest motorcoach com-
panies, Lamers Bus Lines, died 
here at the end of December. He 
was 97.

Mr. Lamers started the com-
pany bearing his name with an 
eight-year-old school bus pur-
chased from his brother-in-law in 
1944. Today, the company serves 
30 school districts in Wisconsin, 
operating a fleet of more than 
1,100 school buses.

Along the way the company 
also initiated tour-and-charter, 
shuttle and other bus services, 
and diversified its fleet. Lamers 
currently operates upwards of 110 
motorcoaches, plus trolley, limo 
and midsize buses, vans, limou-
sines, medical transports and an 
executive coach.

The company has 29 locations 
throughout Wisconsin and one in 
Fruitland Park, Fla. Mr. Lamers’ 
sons, Allen and Kevin, now lead 
the business.

The company is a member of 
the International Motor Coach 
Group and was ranked as the na-
tion’s 13th largest motorcoach 
company by Metro Magazine in 
its 2011 list of the Motorcoach 
Top 50.

Mr. Lamers was born in Out-
agamie County, Wis., and he 
started his Ashwaubenon, Wis.-

based company with his wife, 
Ellen. At the time, Mr. Lamers 
farmed between school bus runs.

“When I hauled kindergart-
ners at noon, I changed clothes 
seven times a day,” he once told a 
newspaper reporter.

He continued to farm until 
1972, the same year Ellen Lamers 
died.

Mr. Lamers drove buses until 
he was 72. That was 25 years ago 
and it generally marked the end of 
his professional career — though 
the company says he never truly 
retired.

During his career, Mr. Lamers 
was widely respected as a man of 
integrity and character. He also was 
admired for his work ethic, religi-
osity and commitment to family.

Mr. Lamers was a member of 
the Wisconsin School Bus Asso-
ciation for decades, and served 
with the Lawrence (Wis.) Fire 
Department for 33 years.

Besides his sons, Mr. Lamers 
is survived by his wife Helen, two 
daughters, seven brothers and sis-
ters, and 67 grandchildren, great 
grandchildren and great-great 
grandchildren.

Mr. Lamers is being memorial-
ized through the Lamers Family 
Memorial Fund, which supports 
local charities and educational insti-
tutions. Its address is: 2407 South 
Point Rd., Green Bay, WI  54313.

Jon Hobein

http://cw42.tripod.com/Jon.html
http://cw42.tripod.com/Jon.html
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INDINAPOLIS — John Hill, 
former administrator of the Fed-
eral Motor Carrier Safety Ad-
ministration, has been appointed 
executive director of the Indiana 
Depar tment  o f  Homeland 
Security. 

Hill’s decades of experience as 
a public servant serve as testament 
to his commitment to safety and 
emergency preparedness at all lev-
els of government, said Mike 
Pence, who became Indiana gover-
nor on Jan. 14.

In the years ahead, he will be a 
tremendous asset to our adminis-
tration and to the people of Indi-
ana, Pence added.

Hill was appointed FMCSA 
administrator in 2006, after join-
ing the agency in 2003. He left in 
2009 when George W. Bush’s term 
as president ended.

After FMCSA, Hill worked as 
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Industry veteran David Beagle
gets top ABC service position

Industry veteran, David Bea-
gle, has been named the vice pres-
ident of service operations for 
ABC Companies. 

Beagle began his career in the 
transportation industry in 1978 
with Holland America Line of Se-
attle, where he held several posi-
tions, including director of opera-
tions and general manager-Gray 
Line of Seattle. 

From 2000-09, Beagle served 
as vice president-transportation 
division, responsible for Holland 
America’s diversified services in-
volving motorcoaches, rail cars, 
U.S. Coast Guard-certified ves-
sels, and ground service opera-
tions from Florida to Alaska. 

In 2009, Beagle founded Bea-
gle Consulting, offering services 
to motorcoach operators, bus 
manufacturers, and passenger rail 
tour operators.

Within his consulting role, Bea-
gle was instrumental in the plan-
ning and development of ABC 
Companies’ service facility in 
Redwood City, Calif. 

As vice president of service 
operations for ABC, Beagle will 

set the overall di-
rection for the 
company’s na-
t ionwide  ne t -
work of service 
facilities to as-
sure customers’ 
needs are met.

He also will 
be responsible for expanding 
ABC’s service offerings for 
operators.

“I am excited for the opportuni-
ty to leverage my experience from 
the operator side of the industry to 
continue to grow and strengthen 
ABC service operations, and I’m 
enthused by the entrepreneurial, 
can-do spirit which is evident 
throughout ABC,” said Beagle. 

“David’s extensive experience 
in our industry and knowledge of 
our customers’ operations will 
help provide solutions that meet 
or exceed their needs,” added 
Dane Cornell, president and CEO 
of ABC. 

Beagle holds a bachelor’s de-
gree from Seattle Pacific Univer-
sity and an MBA from the Univer-
sity of Washington. 

David Beagle

John Hill Sandie Marquis

a consultant. Prior to joining the 
federal government, Hill had 
worked for the Indiana State Police 
for nearly 30 years.

SAINTE-MARIE, Quebec — 
Team Coach Imaging, which spe-
cializes in fleet graphics and large-
format digi tal  print ing,  has 
announced the addition of Sandie 

Marquis to its sales and business 
development staff.

“With her extensive experience 
in fleet graphics, as well as many 
years within the bus industry, 
Sandie is sure to be an asset to 
Team Coach Imaging,” said com-
pany sales and development man-
ager Ronald Leblanc.

Lancer employees recognized 
for fraud investigation success

LONG BEACH, N.Y. — Two 
members of the special investiga-
tions unit at Lancer Insurance Co. 
have been honored by the Nation-
al Insurance Crime Bureau.

Jim Dunn was named National 
Insurance Crime Bureau “Investi-
gator of the Year 2012” for the re-
gion that includes New York, New 
Jersey, Connecticut and sections 
of Massachusetts.  

Dunn’s colleague, Irene DeSim-
one-Ford, was awarded the bureau’s 
2012 certificate of recognition.

Both awards were presented 
last month at the National Insur-
ance Crime Bureau Training Sem-
inar and Award Luncheon in 
Smithtown, N.Y.

“We are extremely proud of 
Jim and Irene’s well-deserved rec-
ognition by the NICB for their and 
our entire SIU team’s tireless ef-

forts to identify and root out 
fraudulent claims,” said Lancer’s 
special investigations unit manag-
er Greg Frey. 

“The northeast is a hotbed for 
many different types of insurance 
fraud, and we strive every day to 
ensure that it is recognized and 
aggressively dealt with. Jim and 
Irene, along with their Lancer SIU 
colleagues, are committed to 
meeting that challenge.”

Jim Dunn Irene DeSimone-Ford



 12 January 15, 2013 INDUSTRY NEWS Bus & Motorcoach News

A Page in
American

History

Historic
Surratt
House

Museum

Where 19th-century culture mingles with the
ghosts of the Lincoln assassination story.

9118 Brandywine Road
Clinton, MD 20735

(301) 868-1121 • www.surratt.org

Ask about our
popular John
Wilkes Booth
Escape Route

Tours.

By Dave Millhouser

It’s a cherished New England 
winter tradition. 

When snow covers our auto 
windshields, we clear the smallest 
possible hole and hit the road 
immediately.

Think of it as conning a sub-
marine through a crowded harbor, 
using only the periscope.

The defroster’s feelings would 
be hurt if we didn’t let it do its job.

Another treat is heating the car 
interior enough so the snow on the 
roof slides off in a single large 
sheet.

This is terrific if you’re being 
tailgated, a bit sporty if it happens 
during a sudden stop. Don’t ask 
how I know, but it can break a 
windshield wiper.

One of the neat things about 
bus windshields is that they’re ver-
tical, so snow doesn’t pile up on 
them.

On the other hand, roofs are 
horizontal, nearly flat, and really 
big, collecting lots of the stuff.

Most of us have been traveling 
the highway at some point and, 
after watching a large chunk of 
snow lift off the roof of a truck 

trailer (or coach), enjoyed seeing a 
tailgater get clobbered.

Sometimes this stuff achieves 
an impressive ballistic arc, but it’s 
not quite as much fun if we are the 
victim.

In reality, ice and large chunks 
of snow blowing off a large roof 
does represent a very significant 
safety hazard — even to vehicles 
that are not following closely.

Consideration, common sense, 
nervous insurers and sometimes 
the law dictate we ought to do all 
we reasonably can to remove stuff 
that has accumulated on coach 
roofs.

For the most part, snow piles 
up while the vehicle is parked out-
doors, either at our facilities, or at 
a destination. In other words, there 
is no need to open the roof hatches 
while driving down the highway…
and sweep.

“There ought to be a law” is a 
phrase that, all too often, is taken 
literally.

In an effort to make a perfectly 
safe world, every lapse in common 
sense seems to generate new rules. 
In some parts of the country that 
extends to punishing snow accu-
mulation on the roofs of commer-

cial vehicles.
If the transportation industry 

collectively exercises good judg-
ment, and makes a reasonable ef-
fort to deal with the problem, we 
may be able to avoid a patchwork 
of confusing regulations, as well 
as accidents.

As a repeat offender myself, I 
bet you will come up with some 
ideas I’ll miss. But here are a few 
partial solutions stolen from 
operators.

When your crew is plowing the 
lot, have them check on buses 
scheduled to run that day and, at a 
minimum, have those roofs swept.

Some bus wash systems clean 
coach tops. If so, run them through.

The alternative is, sadly, step 
ladders and brooms or something 
akin to residential roof rakes. 
(www.roofrake.com). 

If it’s impossible to get it all 
off, remove what can be reached, 
leaving that much less to cause 
mischief.

You might also hire REALLY 
tall bus cleaners; they can reach 
farther.

Following a storm, a driver’s 
pre-trip inspection should include 
a peek at the roof.

A glob of snow represents a 
larger hazard than a broken marker 
light, and should be given respect. 
Obviously, that’s easier when the 
coach is departing your yard than 
when it’s parked at a destination, 
but it still needs to be done.

Many coaches carry brooms, 
but in this case a small step ladder 
and a roof rake might be stuffed in 
a luggage bay.

There is risk if a driver tries to 
reach parts of the roof, and that 
challenge needs to be balanced 
(BAD pun intended) with what 
might happen if snow flies off in a 
chunk. 

Hiring taller drivers also might 
help.

On some coaches, it’s possible 
to pop the roof hatch. It’s a really 
bad idea to climb out on a slippery 
roof, but often you can reach 
through the hatch and push some 
snow off. It may not be possible to 
eliminate it all, but every bit a 
driver can remove safely helps re-
duce risk.

Some states are installing roof 
sweeping devices at weigh sta-
tions, and many truck stops in 
snow-belt states have them. Driv-
ers should use them whenever 

necessary.
There are 

no simple an-
swers, but we 
do need to 
bear in mind 
that we have 
major moral 
and legal lia-
bility if snow 
from one of our vehicles causes an 
accident. 

It’s a forlorn hope, but maybe if 
the transportation industry exer-
cises enough common sense, we 
won’t have more regulation to deal 
with.

Years ago I got a car that had a 
power sun roof. One winter night 
Susan and I took another couple to 
dinner, and being myself, I decid-
ed to show off, and open that jewel. 

As it slid open, six inches of 
snow that had been on the roof 
dropped into Susan and my laps. It 
wasn’t pleasant. Our friends, in the 
back seat, were warm, dry and 
laughing.

Snow has consequences.
Dave Millhouser is a bus  industry 

marketing consultant and freelance 
writer. Contact him by email at: 
Davemillhouser@gmail.com.

Snow flying off a coach roof is no winter wonderland 

Dave Millhouser

Start saving today. Get the 
facts. Call 800-370-2986 
and ask for our Diesel Fleet 
Fuel Economy Study.

www.thelubepage.com
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WASHINGTON — Board 
members from the Motorcoach 
Marketing Council met last month 
with the administrator of the Fed-
eral Motor Carrier Safety Admin-
istration, Anne Ferro, to brief her 
on  counc i l  i n i t i a t ive s  and 
activites.

During the hour-long session, 
the council’s SmartMove cam-
paign, which promotes the effi-
cient, environmental and safe as-
pects of motorcoach travel, was 
highlighted and explained to Ferro.

The SmartMove campaign was 
adapted and modified by the coun-
cil from a range of marketing ma-
terials developed in Europe.

Brian Annett of Annett Bus 
Lines in Sebring, Fla., a former 
chairman of the council, told Ferro 
that the goal of the council, to get 
more people riding coaches and 
out of their cars, “f its hand in 
glove with the work of the U.S. 
Department of Transportation is 
doing to increase and enhance ef-
f iciency in the transportation 
system. 

“It also ties in perfectly with 
the work underway by FMCSA to 
help consumers find safe buses as 
they begin to shift modes, and the 
hope is that the synergies that exist 

between our two organizations can 
be strengthened and expanded.”

Annett said the council will 
seek opportunities to meet with 
other government leaders in the fu-
ture, including officials from the 
U.S. Environmental Protection 

Agency and the National Highway 
Traffic Safety Administration, plus 
other organizations and entities that 
are interested in expanding safe, re-
liable, efficient transportation.

Joining Annett at the meeting 
were council board members Peter 

Shelbo of TourWest in Phoenix; 
Peter Pantuso of the American Bus 
Association, and Victor Parra of the 
United Motorcoach Association.

For more information, go to 
www.motorcoachcouncil.org, or 
call (855) 462-9287.

Marketing council leaders meet with Ferro

Motorcoach Marketing Council board members 
Brian Annett and Victor Parra, second and third 
from left, and Peter Shelbo and Peter Pantuso, 

fifth and sixth from left, meet with FMCSA of-
ficials Loretta Bitner, at left, and Anne Ferro, 
center.

NYC continues
to draw zillions

NEW YORK CITY — The Big 
Apple attracted a record 52 mil-
lion visitors last year, making the 
most-populous city the nation’s 
most-popular travel destination. 

The office of New York City 
Mayor Michael Bloomberg report-
ed that visitors to the city generat-
ed an estimated $55.3 billion in 
economic impact.

The 2012 visitor total was a 2.1 
percent increase over 2011. An esti-
mated 41 million domestic visitors 
traveled to the city in 2012, plus 11 
million international visitors.

Across the city’s f ive bor-
oughs, hospitality kept more than 
350,000 New Yorkers employed 
throughout 2012.

A record 29 million hotel room 
nights were sold, culminating in a 
record $504 million in hotel tax 
revenue.

“New York City continues to at-
tract people from all around the world 
who want to experience our unique 
culture, food, parks, shopping, arts 
and energy,” said Bloomberg. 

Despite the slowdown result-
ing from Superstorm Sandy, “we 
are well on our way to achieving 
our new goal of 55 million visitors 
and $70 billion in economic im-
pact by 2015,” Bloomberg said.





 16 January 15, 2013 INDUSTRY NEWS Bus & Motorcoach News

Slip/fall cases
turn tougher
in Michigan

LANSING, Mich. — The In-
surance Journal reports that new 
standards set by the Michigan Su-
preme Court have reduced the 
number of slip-and-fall lawsuits.

Slip-and-fall suits once were a 
staple of personal injury attor-
neys in Michigan.

But they’ve become rarer as a 
result of the stricter standards set 
by the state’s highest court.

The court’s conservative ma-
jority raised the bar last summer 
in a case involving a woman who 
fell outside a health club.

The court said Charlotte Hoff-
ner was aware of the ice and 
wasn’t forced to enter the club. 
Four justices said property own-
ers can’t be expected to absolute-
ly ensure everyone’s safety.

As a result, says the Insurance 
Journal article, courts across 
Michigan have more reasons to 
dismiss slip-and-fall suits.

One Detroit-area lawyer said 
he has been forced to turn away 
clients. He said slip-and-fall cases 
tied to weather now represent just 
2 percent of his firm’s work, com-
pared to 20 percent in the 1990s.

The life expectancy of heavy-
duty commercial vehicle wheels 
depends primarily on where they’re 
run, with regions where roads are 
treated with chemicals to reduce ice 
and snow creating the biggest prob-
lems, say maintenance experts. 

Some larger fleets have report-
ed finding more wheel (and other 
component) corrosion in locales 
where magnesium and other chlo-
rides are being used.

As state departments of trans-
portation have moved away from 
salt to more advanced chemicals, 
there’s been more adhesions to ve-
hicles — and more damage, these 
fleets report.

In many places, a new steel 
wheel can easily last 10 years or lon-
ger, while in areas where chemicals 
are used heavily for snow and ice, it 
could be as short as three years.

Colorado is generally consid-
ered “the canary in the mine” that 
initially alerted commercial vehicle 
operators to the dangers of road 
chemicals. The state was an early 
adopter of aggressive de-icers — 
such as magnesium chloride — to 
clear roads.

Since the late 1990s, the battle 
against icy roadways has translat-

ed into fleets attempting to find 
ways to protect wheels and pro-
long their service life.

Manufacturers echo the belief 
of maintenance professionals that 
winter de-icing solutions are re-
sponsible for the bulk of wheel 
corrosion problems.

An executive with parts maker 
Accuride Corp. of Evansville, Ind., 

a major supplier of steel wheels, 
said the life of an original-equip-
ment wheel depends upon location. 

“I saw a 28-year-old wheel in 
Jacksonville (Fla.). I saw one on a 
snow plow in South Dakota that 
lasted only a year. So, concern 
about corrosion doesn’t apply to 
all wheel customers,” said the Ac-
curide executive.

Another fact of life is that all 
wheels aren’t created equal. Dif-
ferent manufacturers provide dif-
ferent levels of protective coating. 

Wheel manufacturers are test-
ing a variety of products to fight 
road chemicals. Some have adopt-
ed special factory-finished pre-
t r ea tmen t s  to  he lp  comba t 
corrosion. 

At the same time, fleets are try-
ing various types of vehicle wash-
es in an attempt to remove the 
chemicals. Widespread success 
has not been reported.

Once road chemicals have pen-
etrated the finish of an original 
factory-produced wheel, the wheel 
needs to be shot blasted and pow-
der coated. However, the chemi-
cals take their toll on these refin-
ished wheels as well.

Surface preparation matters too. 
Recoating wheels can be prob-

lematic. Too much paint can cause 
all sorts of problems. For example, 
if the paint film is too thick, it af-
fects the lugs and there’s a risk of 
the wheel coming off. 

Wheel refinishing is typically 
done by retread processing facilities 
or by commercial vehicle tire cen-
ters of major tire manufacturers.

Chemicals cited for more wheel corrosion

JANUARY 2013
18-20 International Motor 
Coach Group Maintenance & 
Safety Meeting 2013, Hilton 

Orlando (Fla.).  Info: www.
imgcoach.com.

20-24 UMA Motorcoach Expo 
2013 at Travel Exchange, Orange 
County Convention Center, Orlando. 
Info: www.motorcoachexpo.com.

Calendar
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engine breakdowns, including fail-
ures of the emissions and regener-
ation systems.

The engine problems included 
cracked heads; broken crank and 
cam shafts, oil coolers and intake 
valve actuators; blown head gaskets; 

damaged electronic control mod-
ules, and a host of other problems. 

The suit goes on to say that 
when the failures occurred, the 
coaches were sent to Warren Cat, 
which failed to correct the problems 
— “despite numerous attempts.”

“Defendants (Cat and Warren) 
made assurances to plaintiffs (Red 
Carpet) that each repair or remedy 

would solve the defect. Plaintiffs 
relied on these assurances, but the 
defects continued.”

When the coaches would break 
down, they often would be out of 
service for days or weeks. And, 
when they returned from the War-
ren shop, they would fail again and 
again, according to the suit.

“Because of the substantial time 

the buses were out of service due to 
ongoing engine problems, (Red 
Carpet is) replacing each of the 40 
engines,” say court documents.

“The engine replacements are 
ongoing and have proven to re-
solve the issues that plaintiffs’ en-
gines were having prior to replace-
ment and after repairs.

“As a result, plaintiffs have suf-

fered substantial financial losses 
and other damages as a result of 
defendants’ actions and the defec-
tive engines,” the documents state.

In addition to the millions of dol-
lars it is having to spend to repower 
40 coaches, Red Carpet also says it 
has suffered losses from the dimin-
ished value of its coaches, towing 
expenses, lodging expenses, unreim-
bursed driver downtime, loss of rev-
enue, and a slew of other financial, 
economic and incidental damages, 
plus, of course, attorney’s fees.  

Specifically, Red Carpet and 
C&J are accusing Cat, Cat Finan-
cial and Warren Cat of breach of 
implied warranty, breach of ex-
pressed warranty, fraudulent mis-
representation, breach of contract, 
and violation of the Oklahoma 
Consumer Protection Act. Addi-
tionally, Cat is accused of produc-
ing and selling engines that were 
“unreasonably dangerous.”

The suit does not request spe-
cific damages, instead it asks for a 
judgment that “fully, fairly and ad-
equately compensates Red Carpet 
and C&J for their damages,” plus 
punitive damages and all costs as-
sociated with the suit.

Red Carpet has a fleet of 
roughly 55 motorcoaches.

For their part, Cat, Cat Finan-
cial and Warren Cat generally deny 
any wrongdoing or that the en-
gines were defective.

They also say that if Red Carpet 
suffered any damages it was because 
of “acts, omissions and breaches of 
duty of (Red Carpet) themselves 
and/or third persons over whom (Cat 
and the others) exercised no control, 
and for whose acts, omissions, and 
breaches of duty they are not vicari-
ously liable.”

Cat goes on to assert that the 
engines claimed to be defective 
“were abused, misused, modified 
and altered after they left the pos-
session and control of the manu-
facturer and were not used in the 
manner intended.”

Also, Cat says “the alleged de-
fects in the engines” was known by 
Red Carpet and “they voluntarily 
assumed the associated risks.”

Other assertions by Cat include:
• Red Carpet was “contribu-

torily at fault to a greater degree 
than (Cat);” therefore Red Carpet 
is barred from any recovery

• The engines were state of the 
art

• Red Carpet failed to provide 
adequate notice of any alleged 
breaches of warranty

Red Carpet declined to comment 
on its problems with Cat engines be-
cause of the pending litigation. 

A Florida operator has filed a 
class-action lawsuit in Miami, al-
leging that newer Cat engines also 
were defective, resulting in break-
downs. (See Dec. 15 Bus & Motor-
coach News.) 

Cat lawsuit
CONTINUED FROM PAGE 1
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w German-American Cultural Center
w Louisiana State Fire Museum
w Kittie Strehle House
w Gretna Green Blacksmith Shoppe
w St. Joseph Church & Garden
w Hook & Ladder Cemetery
w Gretna City Hall
w Jefferson Memorial Arch
w Gretna Observatory
w BMX Track
w Riverfront Amphitheater
w National Historic Register District
w Mel Ott Bronze Statue
w  Gretna Visitor’s Center

Check out www.gretnala.com 
for upcoming events such as 

Art Walks, Famers Market, Festivals 
and River Front Concerts.

 
Tourism Coordinator: Ronnie Gauthreaux

888.4.GRETNA | 504.363.1580 
tourism@gretnala.com
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Off icials and attorneys in 
states bordering Colorado and 
Washington state are predicting an 
uptick in incidents involving mari-
juana use in their states in the wake 
of the new recreational marijuana 
laws in Colorado and Washington.

Seven states border Colorado 
— Nebraska, Kansas, Oklahoma, 
New Mexico, Arizona, Utah and 
Wyoming — and two states bump 
up against Washington — Oregon 
and Idaho.

Police officials say they’re rel-
atively certain the new Colorado 
law will boost the flow of cannabis 
through neighboring states. “The 
availability for people to purchase 
the drug and bring it up here is 
greater,” said one Wyoming police 
officer.

Tom Gorman, director of the 
Rocky Mountain High Intensity 
Drug Trafficking Area program, 
agrees that Colorado’s law will 
likely increase the diversion of 
marijuana to nearby states. 

He also expects the price of pot 
to drop, making it more affordable 
for potential users. 

A defense attorney in Casper, 
Wyo., said he doesn’t necessarily 
foresee more arrests in the area, 
but he predicts more people travel-
ing to Colorado to smoke will re-
s u l t  i n  m o r e  i n d i r e c t 
consequences.

“With so many Wyomingites 
traveling to Colorado, I think we’ll 
see an increase in people getting in 

trouble for testing pot,” he said. 
This could affect those who are on 
probation or who have employers 
who regularly impose drug tests.

“Those rules don’t change,” he 
said.

Private marijuana clubs began 
opening in Colorado on the first 
day of this month under the state’s 
new marijuana law.

Marijuana advocates are pre-
dicting an early surge in such clubs 

as pot use emerges from the shad-
ows of prohibition. They say 
there’s a lot of pent-up demand and 
interest.

Smokers bring their own mari-
juana to the clubs. The law allows 
individuals to possess up to one 
ounce of marijuana, and to grow 
six marijuana plants. They can 
only smoke in private spaces.

According to the Colorado law, 
the state legislature will establish 

laws governing the licensing and 
selling of marijuana. It is still 
against federal law to possess or 
sell marijuana.

Last month, President Obama 
said people who use marijuana in 
Colorado and Washington state 
should not be a top priority for fed-
eral law enforcement officials.

Obama said he does not sup-
port widespread legalization of the 
drug.

Meanwhile, advocates expect 
to run legalization initiatives in 
California, Massachusetts, Oregon 
and Maine in 2016. 

“There’s a lot of young voters 
who only come out for presidential 
elections,” said one of the leaders 
of the Colorado effort. 

“The reason we had such a 
large margin of victory in Colora-
do and Washington was because it 
was a presidential election.”

Spill over from Colorado, Washington marijuana laws expected

Out-of-service
criteria book
out this month

GREENBELT, Md. — The 
April 1, 2013 edition of the North 
American Standard Out-of-Ser-
vice Criteria Handbook and Picto-
rial is being released by the Com-
mercial Vehicle Safety Alliance in 
mid-January.

The resource used by commer-
cial vehicle inspectors and others:

• Details violations which 
mandate that a driver be placed 
out-of-service. 

• Outlines critical vehicle in-
spection items and provides direc-
tion to commercial vehicle inspec-
tors identifying at what point a 
commercial motor vehicle can no 
longer be safety operated for fear 
of causing an accident or break-
down, due to its mechanical 
condition. 

• Establishes criteria for plac-
ing a motor carrier out of service.
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tiredness during the daytime. 
Drivers with untreated sleep 

apnea may fall asleep at the wheel, 
but more commonly find it difficult 
to remain alert and react quickly to 
driving situations. 

Medical board concerned
Last February, the FMCSA 

Motor Carrier Safety Advisory 
Committee and Medical Review 
Board recommended to the agency 
that drivers not be medically certi-
fied to operate commercial motor 
vehicles in interstate commerce if 
they have been diagnosed with 
moderate to severe sleep apnea.

Under the recommendation, 
conditional certification could be 
granted to drivers who begin and 
remain compliant with treatment.

The committee and board pro-
vided its recommendations for 
FMSCA to “consider in developing 
regulatory guidance for motor car-
riers, commercial motor vehicle 
drivers and medical examiners.”

“(The issue) has not gone as 
far as regulation but it has been 
guidance,” Butcher said.

“There is a lot of consternation 
and confusion,” adds Adamich. 
“Medical examiners are applying 
various degrees of the recommen-
dations that have been published.”

Riteway drivers treated
About a dozen Riteway drivers 

have been referred for sleep apnea 
treatment following testing by Sleep 
Apnea Solutions, said Butcher.

“It is becoming more preva-
lent. Physicians are becoming 
more aggressive about ordering 
people in for sleep testing. We 
have had people who previously 
tested negatively being sent to be 
tested again because they have 
gained weight or gotten older.”

Riteway is a family-owned 
company. Its diverse operation em-
ploys more than 700 drivers for 500 
school buses, 60 airport shuttles, 25 
limousines, 29 motorcoaches and 
assorted other shuttles.

Riteway has prioritized sleep 
testing for its motorcoach drivers 
and shares the costs with them, 
Butcher said.

“We need to be realistic in the 
costs associated with sleep apnea 
testing and treatment. We initially 
rolled this out for the motorcoach 
and limo drivers because they typi-
cally work longer days and a mo-
torcoach driver may be out for 7 or 
8 days at a time,” he said.

“School bus drivers work one 
and a half to two hours in the morn-
ing and again in the afternoon. We 
didn’t feel there was as much risk of 
them falling asleep behind the 
wheel. It is hard to fall asleep on a 
bus full of screaming kids.”

During pre-employment or re-
curring physicals, drivers are given 
a questionnaire that asks about fre-
quency and severity of snoring hab-
its and whether they feel tired or 
sleepy during waking hours. High 
blood pressure and a high body 
mass index (comparing height and 
weight) also are key issues.

At-home testing
Drivers who may be at risk of 

moderate-to-severe sleep apnea 
are referred to Sleep Apnea Solu-
tions, which may prescribe the use 
of home testing equipment that 
measures sleep disruptions. Re-
sults of the test are scored by a reg-
istered sleep technician and re-
viewed by a board-certified sleep 
physician.

If a likelihood of severe-to-

moderate sleep apnea is indicated, 
the driver is encouraged to start 
treatment immediately.

Obstructive sleep apnea is gen-
erally treated with a continuous 
positive airway pressure (CPAP) 
machine, consisting of an air 
pump, hose and mask that is worn 
in bed. The device creates mild air 
pressure to maintain an open air-
way  and  preven t  b rea th ing 
obstructions.

“The vast majority of patients 
we see have obstructive sleep 
apnea. If they are compliant with 
their treatment, CPAP will manage 
their sleep apnea.” Adamich said.

CPAP may not be recommend-
ed for other sleep disturbances.

“We screen everyone to make 
sure we are only taking care of ap-
propriate candidates,” Adamich said.

Positive feedback
The response from Riteway’s 

drivers following treatment has 
been positive, Butcher said. 

“There is an adjustment period. 
Once they get through that they say 
they sleep a bit less because they 
sleep so soundly. They feel more 
rested and more energized.”

Education and follow-up treat-
ment are important aspects of a 
sleep apnea protocol, Adamich 
said. “There is a steady increase in 
awareness in the industry. When it 
concerns commercial motor vehi-
cle drivers, education is so critical 
because often they are blindsided 
by this diagnosis.”

Although Sleep Apnea Solu-
tions is rare among sleep medicine 
providers by its use of a home test-
ing device, Adamich said sleep pro-
grams are available in many places. 

Butcher said drivers seem to 
prefer the convenience of home 
testing rather than undergoing a 
traditional sleep study, which is 
given in a hospital or free-standing 
sleep lab. The cost is lower, too.

Initially, he said, Riteway’s 
drivers expressed reluctance to un-
dergo sleep testing because of cost 
and the need to spend the night in 
a lab.

Riteway (www.ritewaybus.com) 
has 8 terminals in Wisconsin.

The Sleep Apnea Solutions web-
site is at www.hometestingnow.com.
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at Your Normal Oil Change Intervals and Save $$$$!

OEM on New Flyer, 
Eldorado, and 

Orion Daimler!

The City of Ottawa, London, Mississauga, 
and Brampton Canada are just a few of the Public Transit 
Systems currently using the Kleenoil Bypass Filter System 

Sleeping the ‘Riteway’
CONTINUED FROM PAGE 3

MOTORCOACH COMPANY FOR SALE
2013 is our 30th year anniversary and the owner wishes to retire. 
Why? At my age long months in Florida are looking mighty good in 
the winter time. I want to purchase a nice Prevost Liberty Elegant 
Lady RV and enjoy driving it for several years while my health 
remains. So, we are offering this 30-year-old, debt-free company for 
sale at a very reasonable price. We operate 9 coaches and the sale 
price is merely the purchase of the coaches at fair market value. We 
will offer the good will and all of its contracts and customers at no 
added cost. We have two school bus routes that can be added to the 
mix paying $475 per day, 182 days each year. The company is in 
central Indiana, sitting in the center of 5 universities, and we are a 
military-qualified carrier. Revenue is approximately $1,000,000 plus 
each year.

Furthermore, we can arrange for a $350,000 delayed-payment, 
no-interest-for-one-year loan to any qualified buyer. Our coaches are 
6 MCIs, three with new engines and transmissions in the past 
two years, one Prevost XL II and two Setras. We are negotiable on 
equipment and willing to remove some coaches from the sale if 
prospective owner wants to standardize the fleet.

Serious Inquiries Only: 765-759-7554
Ask for Ron

http://www.ritewaybus.com
http://www.ritewaybus.com
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You Purchase “State of the Art” Buses…
Why not Demand a “State of the Art” A/C Compressor?

Demand a BITZER Compressor from Your Systems Provider

                       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
- German Designed, American Built

BITZER U.S., Inc.
To learn more, visit www.bitzerus.com

Phone: 770-503-9226
Email: sales@bitzerus.com / mlish@bitzerus.com

ORLANDO, Fla. — The an-
nual kick-off event for UMA Mo-
torcoach Expo in recent years, the 
State Association Summit, invari-
ably produces the best overview in 
the industry of the political and 
regulatory challenges facing oper-
ators across the U.S.

This year’s State Association 
Summit on Sunday afternoon, Jan. 
20, should be no different, but it 
also will have five speakers dis-
cussing critical industry issues. 

Representatives from state, re-
gional, provincial and national mo-
torcoach organizations will be on 
hand to share information about the 
challenges they are facing, along 
with the successes they’ve achieved 
during the past year. 

All Expo attendees are invited 
to come, look and listen — wheth-
er they represent a state associa-
tion or not.   

Again this year, Jack Van 
Steenburg, the no-nonsense chief 
safety officer and assistant admin-
istrator of the Federal Motor Car-
rier Safety Administration, will 
interact with the group. 

Van Steenburg, who was well 
received at last year’s State Associa-
tion Summit in Long Beach, Calif., 

will speak on “new regulatory pri-
orities” and possibly provide in-
sight into the timeline for various 
FMCSA regulatory actions. 

Also from the FMCSA, Loret-
ta Bitner is expected to speak on 
the latest industry developments 

related to the Americans with Dis-
ability Act, and Wes Barber has 
been invited to speak on the agen-
cy’s company inspection process. 

Additionally, John Miller of 
Miller Transportation in Louis-
ville, Ky., will speak on local com-

muter transportation and working 
with your local transit agency.

And,  Mark Szyperski  of 
 OnYourMarkTransporartion.com 
will discuss “rural transportation” 
and the Federal Transit Adminis-
tration’s 5311(f) process.

State Association Summit to feature 5 speakers

Godfrey Lebron (holding microphone), president of the Bus Association of New York, addresses the State Associa-
tion Summit at Expo 2012 in Long Beach, Calif.

Events at Expo
to aid efforts of 
Tourism Cares   

ORLANDO, Fla. — Tourism 
Cares is planning a pair of events 
in conjunction with UMA Motor-
coach Expo at Travel Exchange 
designed to help it raise money for 
Superstorm Sandy relief, restoring 
travel sites, and investing in the 
next  generat ion of  industry 
professionals.

The first event is the “FLIP for 
our Friends in New York.”

After the UMA and NTA 
Awards Dinner Tuesday evening, 
Jan. 22, Expo attendees are invited 
to participate in the first Tourism 
Cares’ Flip Flop Tournament.

The game is limited to 100 
players who pay a $10 entry fee.

To sign up, complete the regis-
tration form and email it to NTA 
or send via fax (859) 264-6570).

The form can be found on line 
at www.ntaonline.com/includes/
media/docs/2013-Flip-Flop-Reg-
istration-Form.pdf.

In partnership with Premium 
Outlets and Simon, Tourism Cares 
also is conducting an online auc-
tion. To check out the auction 
items, go to www.tourismcares.
org and click on the Auction link 
near the top of the page. 

http://www.OnYourMarkTransporartion.com 
http://www.ntaonline.com/includes/media/docs/2013-Flip-Flop-Registration-Form.pdf
http://www.ntaonline.com/includes/media/docs/2013-Flip-Flop-Registration-Form.pdf
http://www.ntaonline.com/includes/media/docs/2013-Flip-Flop-Registration-Form.pdf
http://www.tourismcares.org
http://www.tourismcares.org
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REI to mark 75 years in business
OMAHA, Neb. — Radio Engi-

neering Industries Inc. has an-
nounced plans for a year-long cele-
bration of its 75th anniversary. 

REI started as a family-owned 
radio shop and has grown into a 
global manufacturer of commercial 
transportation electronics for the 
motorcoach, transit, shuttle, school 
and agriculture markets.

REI is owned and operated by 

the third generation of the Hays 
family of Omaha.

Founded in 1938 by Clyde H. 
Hays, over the decades REI expand-
ed into a national distributor and 
service center for companies such 
as Panasonic, Sharp, Sony, Learjet 
and Delco Electronics.

In 1970, Robert E. Hays inherit-
ed the business from his father. Dur-
ing Robert’s tenure REI grew into 

the transportation electronics manu-
facturer it is today.

Today’s generation of REI fami-
ly includes Scott Hays, Terri Jukes, 
Jeff Hays and Lorri Taylor. Each is 
active in the day-to-day operation of 
the business they grew up in.

“Treating the customer like fami-
ly” is the company’s core philosophy.  

Learn more about REI and its 
products at Expo Booth No. 459.

Alliance offers ‘Evolution’ plan
ORLANDO, Fla. — Alliance Bus 

Group, the distributor of Caio motor-
coaches in North America, is using 
UMA Motorcoach Expo as the forum 
to introduce the “Alliance Evolution” 
program.

Alliance calls the program a “rev-
olutionary new ownership model” 
that maximizes the business appeal 
of Caio coaches, while providing 
“unparalleled support to customers 
throughout the entire lifecycle of 
ownership.”

“By shifting focus to long-term 
customer needs and operator profit-
ability, the Alliance Evolution pro-

gram protects customer business in-
terests by guaranteeing the lowest 
total cost of ownership,” said 
Alliance. 

The  p rog ram componen t s 
include:

• Financing options provided by 
in-house resources, underwritten by 
Alliance Bus Group and backed by 
Daimler, as well as other sources, 
giving Alliance the ability to offer 
more competitive rates with faster 
approval while customizing lease 
terms across a broader spectrum — 
all while assuring residual values.

• The largest service network in 

North America, including more than 
400 service center locations, a na-
tionwide roadside assistance pro-
gram, and two support hotlines.

• Technical training
• Parts and service credits
• Deferred payments
“We want our customers to know 

we won’t disappear after the sale. If 
we are good to our customers for as 
long as they own a Caio motorcoach, 
we know we will be rewarded with 
repeat business,” said Doug Dunn, 
CEO of Alliance Bus Group.

To learn more about the Alliance 
program, stop by Booth No. 949.

‘Maint. Shop’ attracts exhibitors
ORLANDO, Fla. — Three of the 

exhibitors in this year’s UMA Motor-
coach Expo “Maintenance Shop” 
area offer innovative products that, 
among others, are designed to re-
duced maintenance costs.

Vehicle Inspection Systems, an 
Orlando-based company, will intro-
duce operators to its VIS Polish, a ro-
botic sanding and polishing machine 
for motorcoach wheels.

Whether the wheel (and tire) are 
on or off the coach, VIS says it can 
make the wheel shine. 

VIS also will have information 
about its VIS Check, which is a per-
formance-based brake tester and 
under carriage diagnostic system. 

“Our equipment helps make re-
pairs easier and more automated,” 
says the company. “If you are looking 
for a great way to reduce mainte-
nance and repairs costs you need to 
look at our equipment.”

Visit Vehicle Inspection System 

at Booth No. 1104, or online at www.
vischeck.net.

Kleenoil USA
Kleenoil USA Inc. of Plano, 

Texas, markets and sells the Kleenoil 
Bypass Filter System.

As the name implies, the Kleenoil 
Bypass Filter System passes a small 
portion of the total engine oil flow 
through a very dense filter cartridge 
at about two or three quarts per min-
ute. At that speed, it is possible to:

• Eliminate virtually all water and 
particle contamination from the oil. 
Particles are removed down to one 
micron, and 99.95 percent of all 
water is removed from the oil.

• Engine and component wear is 
reduced, as is engine downtime.

At the same time, Kleenoil says 
the system:

• Maximizes oil life through oil 
trend analysis

• Reduces oil cost by up to 80 

percent
• Doesn’t remove desirable 

elements
• Extends service intervals
• Is environmentally friendly 
Learn more at Expo Booth No. 

1105, or www.kleenoilusa.com.

Amsoil
Amsoil is a leading producer of 

synthetic motor, hydraulic and com-
pressor oils; fuel additives; transmis-
sion fluid; gear lubricants; grease, 
and filtration products.

The Superior, Wis.-based compa-
ny says its engine oils provide better 
protection, better fuel economy, less 
maintenance and longer life, result-
ing in lower costs.  

“With the ever-increasing cost of 
new vehicles, and rising fuel and 
maintenance costs, it is imperative to 
reduce operating costs,” says Amsoil.

To learn more, visit Booth No. 
1113 or go to www.amsoil.com.

Cummins engines comply 
with 2014 emissions rules

COLUMBUS, Ind. — Cum-
mins Inc. says its 2013 heavy- and 
medium-duty engines, which be-
come available this month, meet the 
2014 federal greenhouse gas and 
miles per gallon rules.

Additionally, the engines deliv-
er up to a 2 percent fuel-economy 
improvement over 2012 models.

The engine maker says the im-
provement in fuel economy results 
from using the “same proven high-
pressure common rail fuel systems, 
VGT turbocharger and fully-inte-
grated electronics” as 2012 engines, 
but “base engine improvements” 
increase mpg by reducing parasitic 
loads through high-eff iciency 
water, fuel and lube pump systems.

“We met the EPA 2010 standard 
on time, and our engines have 
earned their industry-leading repu-
tation for great reliability and fuel 
economy,” says Rich Freeland, 
Cummins vice president and presi-
dent-engine business. “Our product 

development teams are delivering 
even better products where it counts 
— to our customers — and our en-
gines are meeting the 2014 fuel- 
efficiency and GHG standards a 
full year early.”

Cummins Filtration has re-
leased the Fleetguard FF5782 fuel 
filter with nanotechnology-based 
filtration media. The first of its 
kind for fuel filtration, according to 
the company, the FF5782 was de-
veloped specifically to meet the 
high-performance demands of 
high-horsepower engines.

According to Cummins Filtra-
tion, the filter traps 98.7 percent of 
all particles as small as 4 microns 
(12 times smaller than the smallest 
particle visible to the human eye) 
and exhibits 13 times greater reten-
tion of particles during fuel surge 
and engine vibration than its closest 
competitor.

Learn more about Cummins at 
Expo Booth No. 829.

Detroit plant to expand
REDFORD, Mich. — Daimler 

Trucks North America announced 
it will produce its new automated 
manual transmission at its Detroit 
engine plant here.

Martin Daum, president of 
Daimler Trucks North America, 
said the company would invest 
$120 million building the transmis-
sion line and a separate assembly 
line to produce the company’s new 

asymmetrical turbocharger.
The two lines will employ about 

250 new workers throughout the 
plant, including roughly 170 as-
sembly workers.

The sprawling Detroit factory 
produces most of the Detroit diesel 
engines that go into over-the-road 
buses and trucks.

Learn more about Detroit Die-
sel at Booth No. 563.

National Interstate unit aligns
with event recorder company

INDIANA, Pa. — Zen-tinel, a 
manufacturer and distributor of 
mobile surveillance systems, an-
nounced it has partnered with Safe-
ty, Claims and Litigation Services, 
an affiliate of National Interstate 
Insurance Co., to provide accident 
event recorder technology to school 
bus contractors.

As a preferred vendor partner, 
Zen-tinel said it is offering camera 
systems designed to enhance driver 
performance, reduce accidents and 
ultimately save lives.

Zen-tinel’s continuous event 
camera system is equipped with 
three cameras that monitor specific 
areas of the bus. 

One camera records views from 
the vehicle’s front window; a sec-
ond camera captures the driver and 
the stairs of the bus; while a third 
records the children in their seats.

In the event of an accident, the 
event recorder video footage pro-
vides evidence to help understand 
the causes of the incident and exon-

erate drivers when they are not at 
fault. 

Zen-tinel’s G-force software 
also maintains a database of unsafe 
behaviors, such as hard breaking, 
unnecessary idling and rapid 
acceleration.

Reviewing these events is ex-
tremely valuable in coaching and 
training drivers, and results in im-
proved driver safety, fewer acci-
dents, and a reduction of unneces-
sary and costly litigation, says 
Zen-tinel. 

Said Jim Parks, vice president 
of National Interstate: “We are 
pleased to assist our clients by of-
fering (accident event recorder) 
technology through SCLS’ custom-
er loyalty program. 

“Our goal is to provide a mecha-
nism to help school bus contractors 
control their insurance costs while 
making transportation safer for 
drivers, children and the public.”

Learn more about National In-
terstate at Expo Booth No. 607.

http://www.vischeck.net
http://www.vischeck.net
http://www.kleenoilusa.com
http://www.amsoil.com
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MCI-Setra Q&A
CONTINUED FROM PAGE 1

Q. Sales of 35- and 30-foot 
coaches have expanded in recent 
years, some by new competitors 
entering the market. Is that 
 impacting the market for your 
current models, and does MCI-
Setra plan to enter this segment? 

A. Heller: They’ve certainly 
done well. They are servicing a 
niche in the market. But it’s hard to 
tell whether they are taking busi-
ness away from the 45-foot coach 
or they are incremental to the mar-
ket. I would suspect it’s probably a 
little bit of both. … Right now I 
would say it’s too early to tell 
whether we would try to partner 
with Daimler to come out with a 
similar product. It’s just too early 
in our relationship to try to figure 
that out. We’re focused on the 
(Setra) S 417 and S 407.

Q. As European and U.S. emis-
sions standards converge, does 
that offer opportunities for adapt-
ing additional Daimler products 
for the U.S.? Are there plans, for 
example, to introduce new Daim-
ler coach products in the U.S.? Or, 
jointly developed products? Will 
the ability to offer a model in mul-
tiple markets offset the fact that 
the U.S. market is so small? 

A. Heller: There are lots of 
regulations that are different in the 
U.S. market from the European 
market, so it’s not just the engine 
that would need to be compatible. 
There is a fair amount of engineer-
ing work that’s required to bring 
over products. 

 A. Schick: While small in re-
lation to total coaches sold global-
ly, the U.S. and Canadian market is 
still a large export market for 
Daimler, Setra included, and is an 
important market to the company. 
Legal requirements in the U.S. and 
Europe are quite different — for 
brakes, emergency exits, head-
lamps and even the width of the 
vehicle is different. Adapting Eu-
ropean models to the U.S. market 
can still require significant engi-
neering work. But that pays off 
when market demand is there. We 
are eager to bring to the market 
what customers require.

Q. One of the cited benefits of 
the Daimler/MCI collaboration 
was the future ability to share 
technology. What (other than en-
gines) can we expect to see as a 
result of this partnership? 

A. Heller: Daimler has world-
class technology. They have thou-
sands of engineers and they spend 
an enormous amount of money de-
veloping and implementing tech-
nology, not just on buses but in 
trucks and automobiles, as well. 
So, having an ability to tap into 

that expertise definitely puts MCI 
in a position that it wouldn’t be as 
a standalone company. So, we are 
looking at the vast array of what 
they have and we’re making deci-
sions — one at a time — based on 
our future product plans and how 
to maintain our competitive advan-
tage going forward. 

A. Schick: We are looking for-
ward to our relationship and are 
already discussing capability. We 
have massive resources and capa-
bilities within the Daimler engi-
neering organization. We have 
knowledge resources, computing 
power and test facilities that com-
petitors may not be able to have; 
we can justify investments in those 
because of the global size of Daim-
ler. As a result you see Daimler as 
a company with its different brands 
— Setra being the most premium 
of those — being the leader, for 

example, in safety and comfort. 
We have been first to market with 
many technologies and continue to 
invest heavily. We are now work-
ing together to see how we can le-
verage this for the U.S. market. 

Q. You’re now marketing two 
major product lines that devel-
oped from divergent histories, 
philosophies and technologies. 
Are any steps being taken to 
bridge those differences and/or 
meld them? How has the joint ef-
fort affected such things as resale 
value, service and customer rela-
tionships? How are you handling 
internal competition between the 
two distinct products?

 A. Heller: In terms of trying to 
meld them, there is a part that 
we’re trying to meld and a part that 
we don’t intend ever to meld. The 
part that we’re melding would be 
the after-sales support — (Setra) 
parts will come out of our Louis-
ville parts warehouse with MCI 

parts. So, there are synergies for 
operators there. Our field support 
teams will work on both the MCI 
and the Setra coaches. Our service 
centers will work on both the MCI 
and Setra coaches. So, in terms of 
supporting Setra, we will put all of 
the strength of the MCI after-mar-
ket support systems and infra-
structure. However, the products 
and the branding, and how they are 
sold and positioned, they are very 
distinct and our plan is not to try to 
meld that. We think it is a real 
strength to keep them separate. 
They’re positioned differently. 
They go after different niches in 
the marketplace, and one of the 
reasons we were attracted to the 
Setra brand, in terms of represent-
ing it in the United States, was be-
cause there was minimal overlap 
with the MCI brand. So, we’re 
going to keep those very distinct 

and not try to meld them.  
A. Schick: In Europe, Setra is 

THE premium bus brand within 
Daimler. We need to make sure the 
U.S. market understands the brand 
and that customers are offered the 
same “individual customization, 
technical and safety issues, as well 
as design services,” that European 
customers enjoy. Setra coaches are 
premium buses, with premium 
materials; this is what customers 
ask and pay for. But Setra can 
serve the upper-business segment 
as well. 

Q. Mandated emissions and 
safety equipment have added cost 
to coaches, in an industry that is 
starved for revenue. Scheduled 
carriers seem to be doing OK with 
it, but what can be done to help 
s m a l l e r  t o u r - a n d - c h a r t e r 
operators?

A. Heller: Governmental regu-
lations for safety and emissions 
have been the primary driver of in-

creased coach costs over the years. 
We are working as hard as we can 
to try to mitigate those forced cost 
increases by the government 
through other means of bringing 
down the cost of building a coach. 
We’re doing whatever we can to 
offset (the cost of mandates), try-
ing our best keep it cost neutral or 
better. But, ultimately, those costs 
are out of our control. There’s 
nothing we can do or any of the 
manufacturers can do. If you want 
to stay in business you’ve got to 
comply with the regulations.  

Q. You (MCI) have embarked 
on a business relationship with 
an international player. Have you 
learned anything from observing 
their experience that might help 
as you go forward?

A. Heller: Absolutely. We’ve 
had the opportunity to send people 
into their plants in Germany, which 

are state-of-the-art bus manufac-
turing plants. We have come back 
with lots of ideas on how we can 
further improve our best-in-class 
reliability, how to improve our 
quality in manufacturing, and how 
to lower the cost of the way we 
build the bus. Having access to 
that expertise really has been very 
beneficial for us.    

 Q. In the current business and 
economic climate are you finding 
it any easier to obtain financing 
for typical bus buyers?

A. Heller: It really hasn’t 
changed dramatically in the last 
year or so. If you have a healthy 
business, we can find financing. If 
you have an unhealthy business — 
sometimes we can, sometimes we 
can’t. The times where we can, it 
might be at a slightly higher cost. 
Usually, financing is available but 
the price goes up as the balance 
sheet gets weaker.   

Q. How do you view the out-

look for charter-and-tour bus 
 operators for the next three-to-
five years? What do you consider 
to be the most critical issue(s) fac-
ing your tour-and-charter bus 
 operator customers? 

 A. Heller: That’s a hard ques-
tion. …What I would say is that 
how an operator goes to market — 
in the tour-and-charter business — 
is critical. Not only how they pres-
ent their business to their potential 
customers, because that will deter-
mine how they feel about them, 
but I think it’s really important the 
quality of the product they put on 
the road.

Good operators will attract 
more business. And I think it’s also 
really important that operators un-
derstand their total cost of owner-
ship because that is the critical 
cost in terms of being able to run a 
profitable business. Total cost of 
ownership is what you pay for the 
coach, what fuel costs are, what 
the reliability of the coach is, what 
the residual value of the coach is at 
the end of the operator’s life with 
that vehicle. The better an operator 
understands the whole life-cycle 
cost, or the total cost of ownership, 
I think the better shot they have of 
being able to run a prof itable 
business.    

 Q. How do you see the rela-
tionship with Daimler Buses and 
Setra developing? Do you expect 
Daimler to increase its ownership 
share of MCI? What does the 
MCI-Setra future look like?

 A. Heller: There are no plans 
for (Daimler to increase its owner-
ship position). They have a minor-
ity stake in our company, which 
works for them and works for us 
— at this point in time. They have 
one seat on our board, so they have 
one out of the six board seats. 
They have a strong voice in what 
happens, especially for a minority 
partner. But there are no plans for 
that to change right now. The one 
thing I would say is that we’re 
working together extremely well in 
terms of cooperation. We’re doing 
what we need to do for them to 
help build the Setra business in 
North America. And they’re help-
ing us build the MCI business by 
giving us access to all of the tech-
nology and manufacturing under-
standing and expertise they have.   

A. Schick: The strategic part-
nership with MCI will enhance Se-
tra’s distribution and service net-
works to the benef it  of  our 
customers in the U.S. and Canada. 
We’re excited about the partner-
ship with one of the industry’s 
leaders, and the possibilities for 
Setra in the years ahead. We know 
and believe MCI can promote and 
support Setra coaches as the pre-
mium products they are.



evaluation of      Chart or      Tour

Call us today at 1-800-448-7001 or 
visit www.rbs2000.com to request an 
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go

    Tour: Our browser based tour 
management system designed 
speciically for the motorcoach 
industry. Manages reservations, 
itineraries, receivables, payables, 
produces management reports and 
escort, driver and customer documents escort, driver and customer documents 
for group and retail tours. Real time, fully 
integrated credit card processing is 
available using a secure and reliable 
gateway service. Accessible 
from any computer with internet 
access. Hosted at RBS secure data 
facility. RBS professional staff manages facility. RBS professional staff manages 
server hardware and software and 
performs all updates and daily backups.

New release coming soon! 
Visit www.rbs2000.com for the latest 
news, timeline, features, and more 
related to      Tour version 3.

www.rbs2000.com

go

go

go

    Chart: Features include customer
and contract management, vehicle 
inventory, scheduling and dispatch,
accounts receivables, and numerous
accounting and operations reports.
Additional modules include: Prophesy
Mileage and Routing,      Mileage and Routing,      Mile (IFTA 
reporting). Driver Duty (payroll and time 
management), Email, Advanced 
Accounting and Advance Dispatch 
management and reporting; and more!

Web Manager Module: Provides online 
credit card processing, integrated quote 
requests, online access to Drivers' requests, online access to Drivers' 
schedules and other custom      Chart 
data access via the web.

Data Backup and Recovery: Remote 
services includes daily, scheduled 
backup of RBS data iles over a secure 
connection.

go

Tour Management System
Tourgo

Charter Management System
Chartgo

Charter & Tour Software
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 appearance of being more of a 
trickle than a flood,” said Frank 
O’Donnell, president of the envi-
ronmental group Clean Air Watch. 
“I don’t see the hard evidence” of 
an avalanche of rules.

He said the EPA is principally 
focused on meeting court-ordered 
deadlines, such as the deadline for a 
rule intended to reduce the amount 
of soot that can be released into the 
air. Other high-profile rules and ini-
tiatives are being rolled out more 
slowly, if at all, he said.

Randy Rabinowitz, director of 
regulatory policy at OMB Watch, a 
private group that tracks federal 
rules, said regulations now being 
released are long overdue — in 
some cases months or even years 
after federal guidelines say they 
should have been published.

“We’ve been disappointed that 
Obama has been a tepid regulator” 
in his first term, Rabinowitz said, 
adding that she hopes the adminis-
tration “moves more vigorously to 
protect the public from harm” in a 
second term.

A spokeswoman for the White 
House Office of Management and 
Budget, the gatekeeper for federal 
regulations, said the administration 
is focused on protecting public 
health and safety while avoiding 
unnecessary burdens on business.

“We intend to continue that ap-
proach moving forward, including 
careful analysis of costs and bene-
fits, as well as a commitment to 
protecting the health, welfare and 
safety of the American people at the 
same time that we promote eco-
nomic growth,” OMB spokeswom-
an Moira Mack wrote in an email.

Economy at risk?
Some Republicans and busi-

ness groups say new regulations, on 
top of rules already issued by the 
administration, could strangle the 
economy just as it begins to grow.

A new study by the National 
Association of Manufacturers 
claims major new EPA rules could 
cost manufacturers hundreds of 
billions of dollars and eliminate 
millions of American jobs.

The report, issued in late No-
vember, said compliance costs for 
six major EPA regulations, includ-

ing rules limiting air and water pol-
lution from coal- and oil-f ired 
power plants, could total up to $111 
billion by government estimates 
and up to $138 billion by industry 
estimates. Construction costs could 
total $500 billion, it said.

Jay Timmons, president and 
CEO of the manufacturing group, 
warned of a “devastating ripple ef-
fect” that could be felt throughout 
the U.S. economy if federal rules 
are not relaxed or delayed. Some 
manufacturers are likely to “close 
their doors for good” because of 
EPA rules, Timmons said.

Susan Dudley, director of the 
Regulatory Studies Center at 
George Washington University 
and the former head of a Bush ad-
ministration regulatory office, said 
she has not seen a post-election 
surge in federal rule-making.

“It doesn’t look like the flood-
gates are opening,” she said, add-
ing that with four more years in 
office, Obama is in no rush to im-
plement rules that could damage a 
fragile economy.

The slowdown fits a pattern, 
Dudley said. During his first two 
years in office, Obama published a 
“record-setting” average of 63 ec-
onomically significant final rules 
per year, she said, a pace that 
slowed to about 50 major rules in 
2011 and fewer than two dozen 
last year.

Dudley said she expects a sec-
ond Obama term to be more like 
his first two years in office than 
his third and fourth years — in 
part because so many federal rules 
that have been started have been 
put on hold.

One of the most high-profile 
delays was on a pledge to set strict-
er limits for lung-damaging smog. 
President George W. Bush had 
shunned the advice of independent 
scientists who said the current 
ozone standard was too weak.

Under Obama, the EPA had 
promised to change that, only to 
have the White House put on the 
brakes in September 2011, ex-
plaining it was acting to reduce 
regulatory burdens and uncertain-
ty in a shaky economy. A new 
ozone rule is now likely to be fi-
nalized this year.

Other environmental regula-
tions, including a rule to reduce 
greenhouse gas emissions from re-
f ineries and to lower the sulfur 
content in gasoline, are far behind 
schedule. EPA officials have said 
not to expect them anytime soon.

Closer to home
For the over-the-road bus and 

truck industries, much of the regu-
latory focus will be on the imple-
mentation of last year’s highway 
law, Moving Ahead for Progress in 
the 21st Century.

The $105 billion transportation 
funding law kick-starts 29 safety-

related initiatives, including the 
electronic onboard recorder man-
date. The law requires the Federal 
Motor Carrier Safety Administra-
tion to develop a final EOBR rule 
by October, with the rule taking 
effect in 2015.

However, several ground trans-
portation lobbyists are predicting 
the f inal regulation won’t be in 
place until late next year because of 
the amount of work involved in the 
rulemaking process. The final rule 
would be followed by a four- or 
five-year implementation process.

While Congress was able to 
pass a highway bill last year, the 
measure provided funding for only 
two years and contained no new 
revenue to help fix deteriorating 
roads and bridges and to fund new 
infrastructure projects.

The unwillingness of elected 
off icials to increase fuel taxes 
raised the prospect of more toll 
roads or, worse, a system that as-
sesses taxes on every mile trav-
eled, some ground transportation 
officials worry.

U.S. Rep. Earl Blumenauer, 
D-Ore., has introduced legislation 
in the House that would fund a ve-
hicle miles traveled pilot program 
to examine the proposed new 
source of funding that would help 
make up for the Highway Trust 
Fund deficit. 

The legislation calls on the 
Secretary of the Treasury to under-
take a series of studies to demon-
strate the viability of a VMT reve-
nue source in every state, and it 
reflects a pilot program that has 
been ongoing in Oregon.

“We must invest now in our na-
tion’s roads, bridges, and public 
transit to prevent enormous costs in 
the future,” said Blumenauer. “With 
the Highway Trust Fund facing a 21 
percent reduction revenue by 2040, 
based on current driving patterns 
and projected increases in fuel 
economy, we need innovative solu-
tions to close this gap.”

Over the past four years, Con-
gress has transferred more than 
$48 billion from the General Fund 
into the Highway Trust Fund, Blu-
menauer notes. Estimates suggest 
that, when the current transporta-
tion authorization expires, the 
Trust Fund will require almost $15 
billion a year in addition to current 
fuel tax receipts simply to main-
tain 2009 funding levels.

Early VMT testing
“Oregon and other states have 

successfully tested a vehicle miles 
traveled fee, and it is time to test 
this model systematically, across 
the country,” Blumenauer says. 
“While evaluating mileage-based 
revenue sources, this legislation 
will ensure the system protects pri-
vacy and is simple to administer.

“It will also convene working 
groups to address the most com-

plex aspects of this transition, in-
cluding road use, demand manage-
ment ,  c l imate  change ,  and 
technology needs.”

In Oregon, the U.S. Depart-
ment of Transportation is testing 
three privately manufactured de-
vices. Two use GPS technology, 
including a smartphone app, while 
a third simply counts miles.

Two blue ribbon commissions 
have suggested that transitioning to 
a VMT system, rather than a fuel 
tax, will provide the most stability 
to the Highway Trust Fund, and will 
most accurately reflect the user-fee 
concept it is based upon. 

The National Surface Transpor-
tation Policy and Revenue Study 
Commission noted that a VMT 
charge is “the most promising alter-
native revenue measure” to the ex-
isting gas tax, while the National 
Surface Transportation Infrastruc-
ture Financing Commission report-
ed that “a charge for each mile driv-
en…has emerged as the consensus 
choice for the future.” 

Both commissions found that 
the system was efficient at raising 
revenue, closely linked system de-
mand to revenues, and could win 
broad public support, Blumenauer 
says.

In March 2011, the Congres-
sional Budget Office released a re-
port saying such a program is a 
“practical option” for raising new 
funds. Shortly afterward, the 
USDOT proposed a study of the 
concept, but President Obama has 
resisted switching to a VMT fee.

Lingering concerns
Meanwhile, the trucking and 

bus industries continue to voice 
concerns about several aspects of 
the Federal Motor Carrier Safety 
Administration’s Compliance, 
Safety, Accountability program, 
including a plan to delay the im-
plementation of a program that 
would assess responsibility for ac-
cidents when considering penal-
ties involving carriers’ Behavior 
Analysis and Safety Improvement 
Categories scores. 

Armed with studies that showed 
CSA scores didn’t accurately pre-
dict crash risk, the trucking indus-
try convinced lawmakers on Capi-
tol Hill that BASIC alterations were 
needed, and FMCSA made “mod-
est” changes to the program. 

Truckers expect prioritization 
of truck and bus safety rulemak-
ings to be driven by the Obama ad-
ministration’s “overarching politi-
cal agenda to champion labor 
issues and consumer protections.”

Truckers expect a push to raise 
minimum insurance levels and 
more enforcement actions against 
carrier executives with a pattern of 
safety violations.

Driver pay and health and well-
ness issues also could be the focus of 
more regulatory activity.
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