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ASHBURN, Va. — Navigating 
social media use in the workplace 
can lead to many questions, some-
times without clear answers.

“Social media issues in the 
world of legal issues are kind of a 
baby,” attorney Jill Nagy said at 
the United Motorcoach Associa-
tion’s 2016 Safety Management 
Seminar.  

The courts and social media 
decisions are constantly evolving.

“People are very bold, and 
there’s not really a filter when it 

comes to social media,” Nagy said. 
“Your drivers and office personnel 
are human.” 

She advised the attendees to 
“counsel your employees and be 
aware of this.” (See related Dave 
Millhouser column on Page 9.)

When it comes to safety issues, 
Nagy emphasized that employers 
must train their employees how to 
react.

“If there is an incident, you do 
not post a word on social media,” 
she said. “Caution your employees 

from posting details regarding 
their thoughts or perceptions of 
any accident they may be involved 
with.” 

Any of those posts can, and 
often are, used against a company 
later in court, she warned.

Several attendees said their 
companies already use social 
media for pre-employment screen-
ing, and Nagy shared legal tips 
about that process to avoid running 
afoul of federal and state anti-dis-
criminatory and privacy laws.

Nagy suggested clearly stating 
on job applications that the em-
ployer reserves the right to check 
the applicant’s social media post-
ings and requires written authori-
zation to do so. A potential em-
ployer is allowed to do this but is 
not allowed to obtain that informa-
tion fraudulently. 

They can’t create a fake screen 
name and befriend a potential em-
ployee to obtain information. If 
they are checking non-public sites, 
they should use a third party who 

is licensed to do so, Nagy said.
During the hiring process, it is 

a good idea to use a person not di-
rectly involved in the hiring to re-
view social media sites. They can 
filter out any information regard-
ing membership in a protected 
class (race, religion or national or-
igin) and only forward information 
that may be lawfully considered in 
the hiring process.

Once hired, an employer may 
selectively or consistently review 

SAINTE-CLAIRE, Quebec 
— Prevost heads into 2017 with a 
roster of motorcoach product im-
provements that include a new 
electric fan drive cooling system 
expected to improve mileage and 
engine power, a reduced-emission 
engine and, in its conversion bus 
segment, newly designed slide-
outs that eliminate the step to cre-
ate a flush floor.

The Sainte-Claire-based com-
pany, which is part of Volvo and 
distributes the Volvo 9700 motor-
coach, also hopes to introduce the 
9700 into Canada in the f irst 
quarter.

And on the service side, 

 Prevost targets a first-quarter open-
ing of a Northern California ser-
vice center, its 15th in North Amer-
ica, to more conveniently assist 
customers in the San Francisco 
Bay area.

For the year just ended, Prevost 
saw about a 30 percent boost in 
sales of its popular H3-45 series 
motorcoaches and completed a 
major order for New York’s Metro-
politan Transit Authority of X3-45 
commuter coaches on its transit 
bus production line, which com-
pleted its second full year of opera-
tion in 2016 in Plattsburgh, N.Y. 

The X3-45 commuters meet all 

Social media policies crucial for employees, applicants

CONTINUED ON PAGE 13 c

Prevost says its X3-45 motorcoach platform, which has been around for more than 20 years and has undergone 
numerous upgrades and technical enhancements to its look and feel, has made customers realize it is a good bus 
for many different applications. That has helped create excitement in the marketplace.

X3-45, product improvements
help propel Prevost into 2017

Thousands of motorcoaches 
carry tourists from the U.S. to Can-
ada each year. A few dozen of 
those buses, apparently, are turned 
around when border officers dis-
cover the driver has a criminal re-
cord, possibly for a decades-old 
conviction or maybe just an arrest.

“From time to time, motor-
coach drivers get to Canada and are 
stopped because at some point in 
their lives they committed a crime 

that immigration authorities in 
Canada deem a reason to prevent 
them from entering,” said Michael 
K. Brown, vice president of com-
pliance at Amerisearch Background 
Alliance of Ashtabula, Ohio.

“This happens multiple times a 
year and can happen at any border 
crossing point. Could you imagine 
that something you did decades 
ago would refuse you entry into 
Canada?”

About 3 percent of internation-
al tourists and 6.5 percent of U.S. 
tourists visiting Canada in 2015 
arrived by bus, according to Statis-
tics Canada. Those small percent-
ages added up to 814,690 visitors. 

If all  were sitting in full 
55- passenger motorcoaches, 
14,813 coaches arrived at the U.S.-
Canadian border that year.

When a motorcoach is prevent-
ed from entering Canada due to the 

driver’s criminal history, “It be-
comes a public relations nightmare 
as well as a very costly event,” 
Brown said. 

Some motorcoach drivers de-
nied entry into Canada have no idea 
that a long-past legal scrape could 
be an issue. They may have entered 
Canada on previous occasions 
without a second glance from the 
border guard scanning passports. 

In addition, Brown said, a U.S. 

criminal history is weighed ac-
cording to sentencing guidelines 
for equivalent crimes in Canadian 
law. A couple of arrests for disor-
derly conduct at the age of 21 may 
not seem important to a driver who 
is now approaching retirement 
age, but Canada may view him as 
an undesirable.

There is a process under which 
an individual who has been deemed 

CONTINUED ON PAGE 8 c

Canada strict about bus drivers with criminal records

CONTINUED ON PAGE 11 c
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PERTH, Scotland — Who 
would have thought “low fuel pric-
es” would be such a lasting thorn 
for the bus industry?  

That truism was borne out again 
by another large North American 
motorcoach operator. This time it 
was Stagecoach Group, corporate 
parent of megabus.com, Coach 
USA and Coach Canada.

Earlier, it was FirstGroup and 
its Greyhound unit that confirmed 
the notion. 

Stagecoach reported last month 
that revenue, operating profit and 
operating margin for its North 
American division — megabus, 
plus Coach USA/Canada — was 
down, in one case by double-digits, 
during the six months that ended 
Oct. 29, 2016.

Revenue at  megabus and 
Coach USA/Canada for the period 
totaled $338.4 million, down 3.1 
percent from the six months that 
ended Oct. 31, 2015, when reve-
nue amounted to $349.2 million.

The decline in sales precipitat-
ed a sharp drop in earnings. Oper-
ating profit for the 2016 period 
was $23.5 million, down 17.8 per-
cent from an operating profit of 
$28.6 million during the same pe-
riod in 2015.

The operating margin for the 
2016 period was 6.9 percent, down 
from a year-earlier margin of 8.2 
percent, or a decline of 130 basis 
points. 

Of the six revenue streams re-
ported by Stagecoach Group for its 
North American unit, only two 

were higher during the six months 
that ended Oct. 29, 2016 — con-
tract services and “support from 
local authorities” that subsidize 
scheduled service.

In fact ,  contract  revenue 
growth of 6.6 percent “was a par-
ticular highlight, largely reflecting 
the year-over-year impact of new 
contract wins,” said Stagecoach, 
adding “we are currently in discus-
sions regarding several further op-
portunities to secure new contract 
business. Our experience of oper-
ating more complex contracts for 
mining companies may prove 
valuable in this regard.”

Subsidy revenue from govern-
ment units for scheduled service 
was up 4.5 percent, to $6.9 million, 
during the most-recent six months.

The other four revenue streams 
— megabus, commercial scheduled 
service, charter service and sight-
seeing/tour business — all reported 
lower revenue for the 2016 period. 

Like-for-like revenue at mega-
bus in the six months of 2016 was 
7.8 percent below the equivalent pe-
riod in 2015, while revenue per ve-
hicle mile was up 2.4 percent. Total 
revenue at megabus was $103.5 
million for the 2016 half-year.

“Sustained lower fuel prices 
have heightened car and air compe-
tition and had an impact on opera-
tors generally across the inter-city 
coach market,” noted Stagecoach 
Group in reporting the megabus 
results.

In addition to reducing mileage 
operated by megabus, Stagecoach 

said it is “making targeted use of 
smaller vehicles to respond to 
market conditions and customer 
demand. In addition, we are mov-
ing the core operating bases of our 
Midwest operation from Chicago 
to Wisconsin and Ohio to deliver a 
more efficient service.

Coach USA/Coach Canada 
charter business fell by 3.3 percent 
for the half-year ended Oct. 29, to 
$67.8 million. At the same time, 
sightseeing and tour business 
dropped by 11 percent during the 
2016 period, to $18.6 million.

Stagecoach said its North 
American Division is expanding its 
digital initiatives. “Mobile ticket 
sales have continued to increase, 
particularly on our airport express 
services.”

Going remains slow at megabus and Coach USA/Canada

WATERLOO, Ontario — A fa-
ther and daughter have developed 
a “hands-on” solution to prevent-
ing drunk drivers from getting be-
hind the wheel of cars, trucks and 
buses.

John and Catherine Carroll’s 
company, Sober Steering, is sell-
ing a biosensor pad for steering 

wheels that features a touch-based 
ignition interlock that can detect 
alcohol a short time after a driver 
places his or her hands on the 
wheel.

 If alcohol detected exceeds a 
pre-set limit, the vehicle is immo-
bilized and an instant message is 
sent to dispatch (or parents). Ran-

dom retests ensure that the driver 
maintains sobriety while en route. 

“Our technology is built upon 
breakthrough scientific research 
— our advanced biosensors ana-
lyze the gases exuded from the 
skin to non-invasively diagnose 
the body’s condition,” the compa-
ny says on its website. 

“Our sensors have proven — 
both in the lab and as a commer-
cial product — that we can detect 
alcohol at the palm of the hand in 
less than five minutes after initial 
ingestion.”

Sober Steering said it has cho-
sen school transportation as its 
first market for the sensor pad “to 

target the most valuable assets in a 
vehicle.”

It plans to install more than 
400 of the sensor pads on school 
vehicles in Waterloo by next 
September.

The company also is working 
on a sensor designed to detect 
marijuana.

Steering wheel pad developed to detect drunk drivers



WASHINGTON — National 
training standards for entry-level 
commercial bus and truck drivers 
have been issued by the Federal 
M o t o r  C a r r i e r  S a f e t y 
Administration.

Under the final rule issued last 
month by FMCSA, new bus and 
truck drivers seeking commercial 
driver’s licenses will be required to 
show proficiency in both knowl-
edge training and behind-the-
wheel (BTW) training on public 
roads.

But unlike an earlier proposal, 
the final rule doesn’t include a min-
imum amount of BTW training.

“Ensuring that drivers are 
properly trained is a critical ele-
ment in improving road safety for 
everyone,” said U.S. Transporta-
tion Secretary Anthony Foxx. 

“The entry-level training stan-
dards for large truck and bus op-
erators put forth today exemplify a 
commitment to safety from a 
broad coalition of commercial 
motor vehicle stakeholders.”

FMCSA appointed an Entry-
Level Driver Training Advisory 
Committee made up of industry 
officials — including Ken Presley, 
vice president of industry relations 
and COO of the United Motor-
coach Association — to develop 
recommendations for driver-train-
ing standards.

However, one of the commit-
tee’s key recommendations — es-
tablishing a minimum of 30 hours 
of behind-the-wheel training with 
at least 10 hours of training on a 

driving range and 10 hours on the 
open highway — was not included 
in the final rule.

The committee met over sev-
eral weeks last year with substan-
tial subcommittee work between 
meetings preparing drafts and par-
ticipant in conference calls, Pres-
ley said.

The primary sticking point 
from the first meeting was an in-
sistence by some groups that up to 
250 hours of training be required 
as a minimum, he said, adding that 

studies generally show no correla-
tion between the minimum num-
ber of hours a trainee receives and 
a reduction in crashes. 

UMA supported a comprehen-
sive curriculum and evidence of 
competency, but generally op-
posed a minimum number of 
hours mandate.   

“In the spirit of negotiated 
rulemaking and to advance a final 
rule, we agreed to a minimum of 
15 hours of behind-the-wheel 
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ALEXANDRIA, Va. — The 
United Motorcoach Association 
believes that speed limits for large 
buses and trucks should be set by 
state and local jurisdictions, not 
mandated by the federal govern-
ment through speed-limiting 
devices.

UMA’s stand on the issue was 
outlined in public comments to a 
proposed requirement that com-
mercial motor vehicles (CMVs) 
with a gross vehicle weight rating 
of more than 26,000 pounds be 
equipped with speed-limiting de-
vices set at a yet-to-be determined 

speed when operating in interstate 
commerce. 

The requirement was proposed 
by the Federal Motor Carrier Safe-
ty Administration and the National 
Highway Traffic Safety Adminis-
tration, which contend that speed-
limiting devices would reduce the 

number and severity of accidents 
involving large trucks and buses.

The agencies received several 
thousand comments from repre-
sentatives of the motorcoach and 
trucking industries and traff ic 
safety advocates.

In its comments, UMA sug-

gested that requiring speed limit-
ers could result in an increase, not 
a decrease, in accidents if CMVs 
are required to drive at slower 
speeds than surrounding passen-
ger vehicles.

“Unfortunately, the agencies’ 

UMA says speed-limiter rule could increase accidents
CONTINUED ON PAGE 6 c

CONTINUED ON PAGE 6 c
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WASHINGTON — The ran-
dom drug-testing rate for regulat-
ed motor carriers will remain at 25 
percent of their drivers during 
2017, the Federal Motor Carrier 
Safety Administration announced.  

FMCSA regulations require 
that truck and bus companies that 
employ drivers with commercial 
driver’s licenses conduct random 
drug and alcohol tests on these in-
dividuals at a nationally prescribed 
percentage, which is based on the 
results of an annual survey. (See 
related story on Page 10.)

“For the safety of everyone 
traveling on our highways and 
roads, no driver should ever get 
behind the wheel under the influ-
ence of drugs or alcohol,” said 
FMCSA Administrator Scott Dar-
ling. “Commercial motor vehicle 
companies must comply with the 
crucial safety responsibility of 
conducting rigorous drug and al-
cohol testing programs for all of 
their CDL drivers.”

FMCSA lowered the minimum 
annual drug-testing rate in 2016 
from 50 percent to 25 percent fol-
lowing three consecutive years 
(2011, 2012 and 2013) of low pos-
itive tests.

During those years, drug-test-
ing data received in the Manage-
ment Information System survey 
indicated that the positive rate for 
controlled substances was less 
than 1 percent.  

FMCSA conducts the MIS 
survey to ensure compliance with 
the set testing rates.

According to federal regula-
tions, when the data received in 
the MIS for two consecutive cal-
endar years indicates that the posi-
tive rate for controlled substances 
is less than 1 percent, the FMCSA 
administrator has the discretion to 
lower the annual testing rate to a 
minimum of 25 percent of a car-
rier’s CDL driver positions.  

If, however, at any time the 
positive rate for controlled sub-
stances exceeds 1 percent, the test-
ing rate will automatically revert 
back to 50 percent of driver 
positions.

“We will continue to monitor 
the data closely, and should the 
positive rate for drug use rise above 
the 1 percent threshold in the up-
coming 2015 survey, the national 
random testing rate requirement 
will be immediately increased to 50 
percent,” Darling said. 

FMCSA’s Drug and Alcohol 

Testing Survey measures the per-
centage of CDL drivers who test 
positive for drugs and/or alcohol 
as a result of random and non-ran-
dom testing.

In 2014, FMCSA required car-
riers to randomly test 50 percent 
of their CDL drivers for drugs and 
10 percent for alcohol.

According to the survey, for 
random drug and alcohol testing 
conducted in 2014 (the most re-
cent data available):

• The estimated positive usage 
rate for drugs in 2014 was 0.9 per-
cent. For 2012 and 2013, the esti-
mated positive usage rate for drugs 
was estimated to be 0.6 percent 

and 0.7 percent, respectively.
• The estimated violation rate 

for alcohol usage (the percentage 
of drivers with a blood alcohol 
content of 0.04 or higher) in 2014 
was 0.08 percent. For 2012 and 
2013, the alcohol usage violation 
rates were 0.03 percent and 0.09 
percent, respectively.

ATLANTA — The medical 
cards for possibly thousands of 
truck and bus drivers are in ques-
tion after an Atlanta-based medi-
cal examiner was arrested and 
charged with fraudulent activity.

Dr. Anthony Lefteris was 
charged by federal investigators 
for allegedly issuing medical cer-
tifications to drivers without per-
forming full medical exams, ac-
cording to court records. It is 
unclear whether the drivers will 
need to be recertified.

Doctor falsified
medical records

Random drug testing of drivers to remain at 25 percent
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training for a Class B CDL,” Pres-
ley said.

However, in the final analysis 
the science simply could not sup-
port the proposed minimum num-
ber of hours requirement and, de-
spite committee consensus, it was 
eliminated in the final rule, he said.

“The final rule does not im-
pose a mandatory minimum num-
ber of BTW hours for the Class A 
and B CDL training primarily be-
cause, despite the best efforts of 

FMCSA and the Entry-Level 
Driver Training Advisory Com-
mittee, we were not able to obtain 
sufficient quantitative data linking 
mandatory minimum BTW train-
ing hours with positive safety out-
comes, such as crash reduction,” 
FMCSA said. 

“The agency has an obligation 
to use the least burdensome means 
to achieve regulatory objectives. 
In the agency’s judgment, a BTW 
training standard based solely on a 
driver-trainee’s proficiency in per-
forming required range and public 
road maneuvers is a more flexible, 

and thus less burdensome, option 
than required minimum hours be-
cause it recognizes that driver-
trainees will complete BTW train-
ing at a pace that reflects their 
varying levels of individual 
ability.”

FMCSA said standards estab-
lished in the rule do address the 
knowledge and skills necessary for 
the safe operation of commercial 
motor vehicles and also establish 
minimum qualifications for entities 
and individuals who provide entry-
level driver training.

The comprehensive CDL train-

ing requirements, which emphasize 
safety and promote driving effi-
ciency, will result in lives saved, re-
ductions in fuel consumption and 
emissions, vehicle maintenance 
cost reductions, and industrywide 
performance improvements, the 
agency said.

Another important feature of 
the final rule allows prospective 
CDL drivers in most states to com-
plete their classroom instruction 
online while maintaining their 
current employment. 

“This new rule represents the 
culmination of a sustained and co-

ordinated effort to identify appro-
priate pre-licensing CDL stan-
dards that will enhance safety on 
our Nation’s roads,” said FMCSA 
Administrator Scott Darling. 
“Without the collective efforts of 
our stakeholders working closely 
with us, we could not have com-
pleted this important lifesaving 
rule.”

Drivers who are not subject to 
or are exempted from federal CDL 
requirements are not subject to the 
final rule, FMCSA said. That in-
cludes military drivers, farmers 
and firefighters.

Driver training
CONTINUED FROM PAGE 4

approach and data strikes us as 
rather one dimensional and fails to 
anticipate the effects brought on 
by CMVs’ speed differential inter-
actions with private-passenger au-
tomobiles,” UMA said. 

“Studies reveal a range of be-
haviors, from an increased pro-
pensity to overtake CMVs to road 
rage. This range of behaviors sug-
gests an increased propensity for 
crashes.

UMA also noted that the pro-
posed rule would result in drivers 
spending more hours on the road, 
while slowing the movement of 
freight and passengers.

“What is the cost of adding 
15-20 percent to the time freight 
sits on a truck, a passenger rides 
on a bus, or the thousands of driv-
ers who will drive longer for less 
result?” UMA wrote in its com-
ments. “The proposal fails to pro-
vide financial analysis of the cost 
to society.”

The association also said that 
while more than 30,000 people 
will perish in motor vehicle acci-
dents next year, “only a fraction of 
those accidents is attributable to 
large trucks and even a smaller 
fraction to buses.”

“UMA believes the incremen-
tal application of improved safety 
practices and enforcement would 
negate the draconian use of uni-

form speed limiters. In the past 
few years, FMCSA has issued sev-
eral regulations designed to re-
duce fatalities and NHTSA has 
introduced regulations such as 
three-point seatbelts that should 
decrease the effects of crashes.

“UMA suggests allowing the 
full implementation of those regu-
lations will further reduce injuries 
and fatalities.”

UMA also requested that large 
buses be exempt from any final 
rule concerning speed limiters. 
The association argued that pas-
senger carriers routinely travel in 
high-occupancy vehicle and toll 
lanes, along with designated high-
ways and parkways that prohibit 
trucks but allow buses. 

Reducing the speed of large 
buses on these roads to uniform 
speeds less than the private pas-
senger automobiles sharing the 
road would likely increase the pro-
pensity for crashes, and negate the 
economic advantage of traveling 
in a large bus. 

“Failing to achieve similar ar-
rival times to private passenger au-
tomobiles will encourage fewer 
people to travel by bus, thereby 
increasing the likelihood they will 
be involved in a crash with in-
creased severity, increased high-
way congestion and increased pol-
lution,” UMA said. 

The association said that in 
2003, Julie Anna Cirillo, a former 
FMCSA assistant administrator 

and chief safety officer, testified 
before Congress that, “The attribu-
tion of any change in safety to any 
speed limit is very simplistic and 
generally without merit since the 
most important things affecting 
safety are traffic volume, access 
control, uniform design standards 
and uniform operating speeds.” 

UMA concluded that states 
and their political subdivisions are 
the best judges in determining safe 
speed limits. 

“Until convincing evidence 
through complete analysis of sci-
entific research is presented, UMA 
remains opposed to requiring 
speed limiting devices to achieve a 
uniform, national speed limit of 
large CMVs.”

Speed limiters
CONTINUED FROM PAGE 4
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evaluation of      Chart or      Tour

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

go go

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

RELATIONAL BUS SYSTEMS

WASHINGTON — The final 
stage of the new federal online 
registration system for commer-
cial motor carriers has been de-
layed by the Federal Motor Carrier 
Safety Administration.

The United Registration Sys-
tem is used by carriers to obtain 
their USDOT number, to register 
their operating authority and to 
add or update their registration.

It is designed to simplify the 
process of registering, reduce pa-
perwork and errors, and make it 
possible to electronically screen 
all applications to identify high-

risk carriers, including potential 
reincarnated carriers.

The online system has been 
rolling out gradually and was ex-
pected to be fully implemented 
this month.

But FMCSA said it needs ad-
ditional time to securely migrate 
data from multiple legacy plat-
forms into a new central database 
and to conduct further compatibil-
ity testing with its state partners.

FMCSA said it is providing its 
state partners more time to devel-
op, update and verify data connec-
tivity and system reliability.

WASHINGTON — The parent 
company of Seattle’s Ride the 
Ducks tours has agreed to pay up 
to $1 million in penalties for safe-
ty violations that led to the deadly 
2015 crash on the Aurora Bridge.

The National Highway Traffic 
Safety Administration issued a 
consent order last month that out-
lines the fines and the steps Ride 
the Ducks International has to take 
to get into compliance, the agency 
said in a news release.

An NHTSA investigation 
found that the company failed to 
issue a safety recall for a defective 
front axle that was identified as far 
back as 2013.

The investigation found that 

the driver of the so-called “duck 
boat” amphibious vehicle lost 
control while traveling north-
bound across the Seattle bridge, 
veered into the southbound center 
lane and struck a motorcoach.

Five passengers in the motor-
coach were killed and 71 others in 
both vehicles were injured. Three 
other vehicles were damaged. 

“Whether in their own car or 
riding a tour vehicle, American 
motorists and passengers must be 
protected from dangerous me-
chanical defects,” said NHTSA 
Administrator Mark Rosekind. 
“This consent order sends an im-
portant message that NHTSA will 
continue exercising its authority to 

protect the public’s safety with all 
vehicle manufacturers.”

At least four victims filed law-
suits against the local Ride the 
Ducks or its parent company, and 
others sought to be added.

Ride the Ducks International 
must initially pay $480,000 in 
civil penalties and spend up to 
$20,000 to complete the terms of 
the NHTSA consent order. If the 
company violates the Safety Act 
or consent order after that, it will 
owe up to another $500,000 in 
fines, the NHTSA said.

The company must also obtain 
an outside consultant to advise on 
its legal responsibilities under the 
Safety Act.

‘Duck boat’ company fined in crash Final phase of URS system
delayed by federal agency
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WASHINGTON — The Trans-
portation Security Administration 
has proposed requiring security 
training for surface transportation 
employees, including those at pub-
lic-transit bus systems and over-
the-road bus companies.

TSA issued an Advance Notice 
of Proposed Rulemaking last 
month to meet certain require-
ments under the Implementing 
Recommendations of the 9/11 
Commission Act.

Specifically, TSA is proposing 
to require security training for em-
ployees of higher-risk freight rail-
road carriers, public transportation 
agencies (including rail mass tran-
sit and bus systems), passenger 
railroad carriers, and over-the-
road bus companies. 

Owner/operators of these 
higher-risk railroads, systems and 
companies would be required to 
train employees performing secu-
rity-sensitive functions, using a 

curriculum addressing prepared-
ness and how to observe, assess 
and respond to terrorist-related 
threats and/or incidents. 

As part of the rulemaking, TSA 
also would expand its current re-
quirements for rail security coordi-
nators and reporting of significant 
security concerns to include the 
bus components of higher-risk pub-
lic transportation systems and 
higher-risk over-the-road bus 
companies.

The requirements currently are 
limited to freight railroads, passen-
ger railroads and the rail operations 
of public transportation systems.

TSA also proposes to make the 
maritime and land transportation 
provisions of TSA’s regulations 
consistent with other TSA regula-
tions by codifying general respon-
sibility to comply with security 
requirements; compliance, inspec-
tion and enforcement; and proce-
dures to request alternate mea-

sures for compliance. 
The agency also is adding a 

def inition for Transportation 
 Security-Sensitive Materials.

TSA is accepting public com-
ments on the proposed rulemaking 
through March 16.

Comments may be submitted 
through the Federal eRulemaking 
portal at www.regulations.gov.

Once on the site, follow the on-
line instructions for submitting 
comments.

TSA proposing security training for bus employees
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“criminally inadmissible” may apply 
for Canadian “rehabilitation.”

However, the process is some-
what complex and costly and can 
take a year to complete, Brown 
said. 

“The biggest issue is that mo-
torcoach company owners often 
have no idea of a driver’s past crimi-
nal history,” he said. “A prospective 
driver may not want to offer infor-
mation about past convictions or 
just believe it no longer matters.”

But past issues that seem to 
have no bearing on current em-
ployment could create a major 
headache at the Canadian border. 

“I believe it is important that a 
pre-employment screening com-
pany understand the issues facing 
the motorcoach industry,” said 
Brown, who previously owned a 
motorcoach company that operat-
ed 50 buses with 334 employees.

Amerisearch specializes in do-
mestic and foreign criminal, em-
ployment and education back-
ground checks as well as searches 
of motor vehicle records, drug 
screening records, social media 
searches and fingerprinting.

Background screening compa-
nies tend to use a seven-year look-
back standard as prescribed by the 
Fair Credit Reporting Act, he said.

Legal ramifications
“Certainly, companies denying 

employment based on criminal re-
cords from long ago could face 
legal ramifications. Just because a 
background screen shows past 
criminal records on an individual 
does not necessarily mean they 
should not be considered for a po-
sition,” Brown said.

“The (U.S.) Equal Employ-
ment Opportunity Commission 
recommends that an employer 
consider the nature of the crime as 
it relates to employment opportu-

nity as well as the period of time 
that has passed since the employee 
committed a crime, which is re-
ferred to as recidivism. Also, one 
should give consideration to the 
employment law in any given state 
that might prohibit such hiring 
practices,” he said.

It is equally important for mo-
torcoach operators to understand 
the history of drivers so that issues 
such as Canadian criminal inad-
missibility can be overcome. 

“Clearly it’s a balancing act be-
tween the operator and the back-
ground screening company,” 
Brown said.

CIC News, a website operated 
by a Canadian immigration attor-
ney, warns that whether someone 
is heading to Canada to work, 
study or go sightseeing, “increased 
security at the Canadian border 
means a past conviction can bar an 
individual from entering the 
country.”

The terrorist attacks of 2001 
changed many ways of the world. 
While these Canadian immigra-
tion laws have existed for years, “I 
think Canadian authorities weren’t 
enforcing this rule to the same ex-
tent they have since 9/11,” Brown 
said. “I suspect this also is because 
the information flow was not as 
extensive as it has become.”

Citizenship and Immigration 
Canada (CIC) is the northern 
counterpart of the U.S. Bureau of 
Immigrations and Customs En-
forcement (ICE). In recent years 
CIC has expanded its computer 
links to foreign records databases. 

The laws affecting American 
visitors “are very complicated and 
difficult. The important thing (is) 
it is not the nature of the crime that 
determines rehabilitation but rath-
er the Canadian Criminal Sentenc-
ing Guidelines,” Brown said.

Canada classifies criminal acts 
as summary convictions offenses or 
indictable offenses. It is difficult to 
determine their equivalence to U.S. 

misdemeanors and felonies.
“For example, a DUI charge is 

a ‘serious criminal offence’ in 
Canada and may be prosecuted as 
a summary or indictable offense, 
which is referred to as a hybrid 
case,” Brown said.

According to the CIC News 
site, the most common conviction 
barring travelers from Canada is 
driving under the influence. DUI is 
defined by Canada as operating a 
motor vehicle or vessel “while the 
person’s ability…is impaired by 
alcohol or a drug.” 

A second violation equates to 
the U.S. legal blood alcohol level 
limit of .08 percent.

In Canada, a f irst driving-
while-impaired charge, if prose-
cuted as a summary conviction, 
brings a minimum punishment of a 
fine of not less than $1,000. 

Prosecution as an indictable 
offense can result in imprisonment 
of up to five years. If the charge 
involves “bodily harm to another 
person” it is “liable to imprison-
ment for a term of not more than 
10 years.”

If a crime could be subject to a 
Canadian sentence of 10 years or 
more, inadmissibility may be over-
come only through a rehabilitation 
application.

Another twist awaits people 
who may have been charged with a 
crime but the charges were later 
dropped or the person was pardoned 
— in some cases the individual con-
tinues to be inadmissible.

Magic number
When determining immigra-

tion status following a conviction, 
the possible length of sentence 
under Canadian criminal codes is 
important, with 10 years being the 
magic number.

“You may be deemed to have 
been rehabilitated if at least 10 
years have passed since you com-
pleted the sentence imposed on 
you, or since you committed the 

offense, if the offense is one that 
would, in Canada, be an indictable 
offense punishable by a maximum 
term of imprisonment of less than 
10 years,” states a CIC document 
posted on the Internet.

“This is really important,” 
Brown said. “If the penalty is up to 
10 years the rule is that you are ad-
missible to Canada if 10 years have 
passed. ‘Up to’ 10 years is differ-
ent than 10 years.”

A person cannot be considered 
automatically rehabilitated if con-
victed of a crime that could carry a 
prison term of 10 years or more. 
That person may apply for reha-
bilitation five years “from comple-
tion of the sentence or commission 
of the crime.”

“While a DUI may seem trivial 
in certain circles in the U.S., we 
have to consider the Canadian 
point of view,” Brown said. “Re-
fusing entry to an individual who 
could potentially harm Canada’s 
citizens makes complete sense.”

Also, he said, “Canada has no 
law equating to our Second 
Amendment, so a weapons posses-
sion charge that may be a minor 
misdemeanor in the U.S. carries a 
maximum sentence of 10 years in 
Canada. That requires application 
for rehabilitation following a five-
year waiting period.”

As for “summary conviction” 
offenses, convictions on two or 
more equivalent crimes also make 
a person inadmissible. The CIC 
guidance explains, “If you were 
convicted for two or more such of-
fences, the period for rehabilita-
tion is at least five years after the 
sentences imposed were served or 
are to be served.” 

The CIC website posts a 22-
page document, “Rehabilitation 
for Persons Who Are Inadmissible 
to Canada Because of Past Crimi-
nal Activity.”

“They tell you in this pamphlet 
that you don’t need to hire a repre-
sentative in Canada, but I strongly 

recommend it due to the potential 
costs and pitfalls,” Brown said. “If 
anyone wants to get in contact with 
me at Amerisearch I will direct 
them to an attorney up there who 
does this for a living.”

Rehabilitation application
The CIC document provides in-

structions and a link for the four-
page rehabilitation application form.

“You will need a passport, driv-
er’s license, a copy of your court 
judgment and the terms of your sen-
tence,” Brown said. “You should 
probably get a certificate of ‘no 
criminal records’ from your police 
department and you could get an 
FBI fingerprint check. You should 
have as much documentation as you 
can have to determine that there are 
not other indictable or summary of-
fenses you have committed.”

Applications for rehabilitation 
may be denied, he said. 

“Certainly, but I have no idea 
of the percentage of the time that 
occurs. It is up discretion of the 
case officer and this information is 
not shared with the public.”

Individuals who are uncertain 
of their Canadian admissibility 
status can apply “for information 
only” to request a status report, 
Brown said. 

It also is possible to apply for a 
temporary waiver of inadmissibil-
ity. A fee is not initially required 
for an information application — 
the officer reviewing the applica-
tion will inform that applicant of 
the cost. 

Application fees vary depend-
ing on the complexity of the case, 
Brown said. 

“The fees are based on ‘crimi-
nality’ or ‘serious criminality.’ It is 
difficult to determine the final cost 
since it is left up to the reviewing 
officer. The standard is a payment 
of $155 for a non-complex case. If 
the Parole Board Minister’s Office 
has to get involved the fee goes to 
$770.” 
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By Dave Millhouser

I bought Susan a chainsaw for 
Valentine’s Day. Ever the romantic, 
I chose the petite yellow model.

She LOVED it, and for weeks 
shredded every plant she could find 
until our yard started to look like the 
Sahara. 

Chainsaws are good when they 
stifle encroachment by marauding 
vines and shrubs, while keeping 
your signif icant other happily 
occupied. 

They are not so good when your 
beloved wipes out enough vegetation 
to create a microclimate that has its 
own National Weather Service fore-
cast and is visible from space.

I view social media as being like 
Susan with a chainsaw. It does some 
really good things, but can be dan-
gerous when it becomes obsessive 
and people start doing and saying 
things not necessarily because they 
are true, or worthy, but just because 
they can.

Many of you probably saw this 
video showing buses that supposed-
ly transported protestors of Presi-
dent-elect Donald Trump in Chica-
go: www.zerohedge.com/news/ 
2016-11-13/blocks-anti-trump- 

protest-buses-caught-tape. 
Regardless of how you feel 

about the election, it’s worth know-
ing that virtually none of these buses 
were there for the reason the video 
states. This is where many off-duty 
charter buses go to rest, and these 
coaches were in Chicago for a vari-
ety of reasons that had nothing to do 
with protest.

Soon after the video went viral, 
surprised coach owners began to 
 receive angry calls from portions 
of the public opposed to the 
demonstrations. 

A couple of thoughts about this: 
We (and virtually all businesses) 
need to monitor what social media is 
saying about us to avoid surprises. 

It can be as simple as having one 
employee (or your teenager) doing a 
Google search every morning as 
they’re f iring up their computer, 
looking for news stories involving 
your company’s name. 

You can set some search engines 
to automatically look for specific 
references and email you if they 
find anything.

This is akin to me checking obit-
uaries before writing this column. If 
I’m in them, then I’m responding to 
a different deadline.

No news is good news. 
Many operators expend lots of 

resources on training drivers and 
mechanics but little on reminding 
office personnel that they are the 
face of the company. Staff should 
have some coaching on how you 
want specific situations handled and 
what they should do when some-
thing unexpected bursts onto the 
scene. 

Is there a responsible person you 
want them to transfer the call to? 
What’s the threshold for that?

How do you want them to han-
dle queries? If your coaches are in-
volved in a move that might be con-
troversial, prepare a statement. 

Remind your phone person that 
the conversation might be recorded 
(legally or not), so their response 
could go viral. Emails likewise can 
travel fast.

When social media attacks, how 
should you respond? Beats me. 
There is no “one size f its all” 
solution. 

If the bad guy is visibly crazy, 
you may choose to ignore him. If 
there are two sides to the story, a 
reasoned response is a good idea.

You can engage consultants who 
specialize in this sort of thing, or do 

it internally. The only certainty is 
that planning in advance will help 
you make better choices.

Some operators are adept at so-
cial media and use it extensively, 
while others ignore it. They may be 
passing up on a resource that is 
largely free, but that’s a discussion 
for another time. 

Those folks need to consider 
that what you don’t know CAN hurt 
you. Your business is seriously im-
pacted by what’s said about you, and 
social media is word-of-mouth on 
steroids. 

Ignorance is not bliss. A meteor 
headed your way is gonna take a 
chunk out of you whether you know 
it’s coming or not. You can’t dodge 
what you can’t see.

Our industry has a proud history 
of participating in the national dia-
logue. The Freedom Riders traveled 
by bus during the Civil Rights 
movement. Tea Party conservatives 
and Million Man March participants 
rode our coaches. 

No apology is necessary for 
helping disparate groups express 
their views. But we should be pre-
pared to explain that in a thoughtful 
way.

Years ago, I heard “Bob” had 

died. Bob was a 
favorite customer 
a n d  w e  w e r e 
close. It was dev-
astating, and I 
thought I should 
get word out so 
tha t  h i s  many 
friends could pay 
their respects.

Fortunately, I 
called his office first, and when HE 
answered my f irst words were, 
“Bob, you’re not dead.” 

Turns out that it was another bus 
industry Bob with a similar last 
name who had departed for that 
great bus garage in the sky.

Imagine if that had happened in 
the current era of social media and 
Bob’s first inkling of the situation 
was seeing his demise bemoaned (or 
celebrated) on Facebook. Heck, he 
might have decided not to go to 
work.

Social media, like a roaring 
chainsaw, has great potential for 
both good and evil. You can use it if 
you like, but don’t dare ignore it.

Dave Millhouser is a bus indus-
try marketing consultant and free-
lance writer. Contact him by email 
at Davemillhouser@gmail.com.

Like chainsaws, social media can be helpful or dangerous

Dave Millhouser
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ASHBURN, Va. — When it 
comes to recognizing drug and al-
cohol abuse, employers have an 
advantage over law enforcement 
because they personally know their 
drivers. 

Kenneth Bragg, a human fac-
tors expert and investigator with 

the National Transportation Safety 
Board, said crash investigations 
most often reveal “there were signs 
and indicators that things were 
going wrong (with drivers) that 
were missed.”

Bragg told attendees of the 
United Motorcoach Association’s 

2016 Safety Management Seminar 
to “get your safety people trained 
in drug recognition. When you see 
something that’s a little bit out of 
kilter with a driver, don’t just dis-
miss it. It could mean something. 
Do some investigating. Periodic 
background checks of employees 

are not a bad thing.”
Something as simple as paying 

attention to drivers’ eyes could 
make a big difference in detecting 
drug and alcohol abuse. Eye move-
ment is involuntary, which is why 
Bragg said it is “my favorite way to 
check for impairment. Eyes are the 

one thing you can’t control and are 
one of the first signs.”

Rapid movement, abnormal 
pupil size, improper reaction to 
light, eyelid tremors and red or ir-
ritated eyes can all be indicators of 
drug and alcohol abuse.

Other signs of impairment are 
related to psychomotor function 
and may include poor balance, 
swaying while standing, inability 
to touch targets (a pointer finger to 
nose) or inability to perform divid-
ed attention tasks (walk forward 
nine steps, turn around and walk 
back nine steps).

The most commonly used 
drugs among commercial drivers 
according to Bragg are amphet-
amines, cocaine, marijuana and 
synthetic drugs. But use varies 
greatly from state to state. 

Cocaine and amphetamines are 
used among commercial drivers for 
their stimulant properties, which 
allow drivers to drive longer. They 
are easily obtained and highly addic-
tive, and usage is easy to conceal.

Recreational use of marijuana 
is legal in seven states and Wash-
ington, D.C., and medicinal use is 
legal in 26 states, which means 
“your applicant pool for drivers 
will be affected,” Bragg said.

Changes could be coming to 
the way employers test commer-
cial drivers for drug use.

“There are a lot of problems in 
the protocol for urine tests,” Bragg 
said. “We are headed towards hair 
tests for pre-employment and ran-
dom drug tests.” 

Some employers are now using 
hair drug tests, which have a much 
longer window of detection. Other 
advantages to hair tests are that 
they reveal habitual behavior, they 
have higher positive test results 
than urine tests and they can use 
hair from any source.

Trucking companies J.B. Hunt, 
C.R. England and Schneider Na-
tional have all adopted hair drug 
testing policies, according to Bragg.

Before J.B. Hunt made the 
switch to hair testing, 1 percent of 
its urine drug tests were positive. 
After switching to hair drug tests, 
its positive results were initially 15 
percent. 

Currently, 4 percent of the 
company’s hair drug tests are posi-
tive, which Bragg attributes to the 
deterrent factor and the accuracy 
of hair tests over urine tests.

Establishing a drug-free work-
force requires policies that must 
evolve to meet changing drug-use 
trends, he said. Carriers that have 
exceeded regulatory requirements 
in drug policies have realized safe-
ty benefits.

Operators must be vigilant in drug testing drivers
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ASHBURN, Va.  — After 
months of input from industry 
leaders, the Federal Motor Carrier 
Safety Administration is softening 
proposed changes to the bus lease/
interchange rule.

Peter Chandler, team leader of 
the FMCSA Commercial Passen-
ger Carrier Safety Division, updat-
ed attendees of the United Motor-
coach Association’s 2016 Safety 
Management Seminar on the sta-
tus of the new rule. 

C h a n d l e r  r e p o r t e d  t h a t 
FMCSA believes less-burdensome 
regulatory alternatives that would 
not adversely affect safety can be 

adopted.
On March 16, 2016, FMCSA 

extended the compliance date of 
the bus lease/interchange rule to 
Jan. 1, 2018. That was followed by 
a notice of intent published on 
Aug. 31, 2016, concerning revi-
sions to the final rule.

The objectives of the rule are 
to identify the motor carrier re-
sponsible for safety and regulatory 
compliance, ensure a lessor sur-
renders control of the vehicle for 
the full term of the lease or ex-
change, and ensure unsafe passen-
ger carriers cannot evade FMCSA 
oversight and enforcement by op-

erating under the authority of an-
other carrier that exercises no ac-
tual control over those operations.

At issue are passenger-carry-
ing vehicles and drivers that are 
frequently rented, loaned, leased, 
interchanged, assigned and reas-
signed with few records and little 
formality, obscuring the operation-
al safety responsibility of many in-
dustry participants.

Chandler said that when the 
proposed bus/lease interchange 
rule was first published on Sept. 
20, 2013, FMCSA received only 
12 docket comments. When the 
final rule was published on May 

27, 2015, FMCSA received 37 pe-
titions for reconsideration. 

Chandler emphasized the im-
portant role industry feedback 
plays after a proposed rule is 
published. 

Keith Johnson, safety and train-
ing manager for Reston Limousine, 
attributed the small number of 
docket comments submitted initial-
ly to the mistaken assumption by 
many that the leasing/interchange 
rule applied only to trucking. 

On Oct. 31, 2016, FMCSA 
held a roundtable discussion con-
cerning four changes it was con-
sidering to the rule.

These potential changes in-
clude an exclusion of “chartering” 
(i.e. subcontracting) from leasing 
requirements, amending the tem-
porary vehicle marking require-
ments for leased/interchanged ve-
hicles, changing the 24-hour 
customer notification requirement 
for subcontracting and expanding 
the 48-hour delay in preparing a 
lease to include emergencies when 
there are no onboard passengers.

Chandler said FMSCA is fin-
ishing its evaluation of all feed-
back and will publish a follow-up 
rulemaking within the next several 
months.

Lease/interchange rule likely to be less burdensome

an employee’s social media, but 
clearly stating this in the company’s 
social media policy is important.

Nagy laid out some ideas for 
policy rules, such as: “When we 
get customer complaints, we will 
check social media. Or, if you are 
abusing the Family and Medical 
Leave Act, we will check social 
media.

“The courts are really giving 
employers the right to check em-

ployees regarding FMLA and ab-
senteeism abuse,” she said.

If companies don’t have a so-
cial media policy, and something 
is brought to their attention second 
hand, Nagy said they should use 
other policies in place to address 
the issue. It is always good to have 
a policy in writing, but if they get a 
complaint they should check it out 
no matter what, she said.

If medical, fatigue or drug and 
alcohol issues are brought to a 
company’s attention through social 
media, “you have an obligation to 

check,” Nagy said. “If you get 
anonymous information, or infor-
mation from another employee 
who has access to a co-worker’s 
social media, or a passenger, you 
still have to follow the regular 
rules of discrimination.”

Several attendees asked for 
guidance on whether to be “friends” 
with employees on social media. 
Nagy said if they do, they must be 
willing to react to what they see.

“The office manager doesn’t 
stop being the office manager after 
5,” she said. “If you knew about an 

issue on social media and you didn’t 
report it, you have a problem.”

Nagy offered advice on what to 
do about negative comments and 
criticisms on a company’s social 
media pages. She said such com-
ments can be deleted or edited, and 
that it is a good idea to have some-
one regularly check the company’s 
social media pages.

What if an employee is posting 
negative information about an em-
ployer on social media? 

“If they say things about work 
conditions or hours of work, you 

cannot remove the comments or 
discipline the employee,” Nagy 
said. “But other things can be 
taken down. Once it gets into fac-
tual things, you can make employ-
ees take comments down. It is a 
business decision about what parts 
to take down.”

A company’s social media pol-
icy “should be tailored to what you 
are trying to achieve. You must 
have a policy and inform employ-
ees that you may act on informa-
tion” obtained by checking social 
media, she said.

Social media
CONTINUED FROM PAGE 1
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CVRPS14
REAR SENSOR SYSTEM

Our Voyager® Rear Sensor System will broaden your senses 
with a wide-angle view, real-time warning zones and audible 

beeps from four sensors located along the back of your 
vehicle. Being able to see and hear when an object is in 

range will give you complete confidence when backing up.
Note: System only compatible with JENSEN multi-media stereos with camera input (shown) or Voyager observation monitors.

Check it out at booth 1419 during the UMA Expo!
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ST. LOUIS  — For the fifth year in a row, 
exhibitors at UMA Motorcoach Expo 2017 
will offer educational sessions in the exhibit 
hall focusing on success-oriented topics. 

Seven sessions will be presented on the 
Expo show floor throughout the day on Tues-
day, Feb. 28, and on Wednesday morning, 
March 1.

Here are the topics and presenters:

TUESDAY, FEB. 28

10:15–11:15 a.m.
Is Your Business Ready for the ELD 
Mandate?
UMA Session Area — John Gaither

The ELD mandate is here and many busi-
nesses across the United States will be affect-
ed by the final ruling in 2017. To ensure vehicle 
compliance, businesses should start research-
ing ELD options now to put a solution in place 
well before the deadline. Along with the ability 
to meet compliancy standards, it is important 
to select a solution that will provide other ben-
efits to management, drivers and the overall 
business.

In this presentation, we will cover:
• The current landscape
• The ELD mandate and how it affects the 

motorcoach industry
• Who must comply
• How to be compliant
• How ELDs help you and your drivers
 — Presented by GPS Insight

11:30 a.m.–12:30 p.m. 
How to Prepare For and What to Expect 
on a DOT Audit
UMA Session Area — Keith Johnson

This presentation will help operators better 
understand the FMCSA regulations and require-
ments as they pertain to the “dreaded” DOT 
audit. The presenter has 30-plus years of experi-
ence in the transportation industry with 20-plus 
years specializing in safety and compliance 
management. He has successfully passed eight 
DOT/DOD audits in that 20 years. — Presented 
by RLS Management (Division of Reston 
Limousine & Travel Service)

12:45–1:45 p.m.
Driver Recruitment and Retention: Top 
Priorities for a Successful Motorcoach 
Company
UMA Session Area — Bob Crescenzo

In this period of generally strong business in 
the charter and regular-route sectors of the mo-
torcoach business, arguably one of the biggest 
impediments to even stronger revenue growth 
is the ongoing challenge of finding, training and 
retaining qualified drivers. This problem has 
forced some operators to lay up vehicles for the 
lack of qualified CDL holders to drive them. This 
session will help you navigate this industrywide 
issue. — Presented by Lancer Insurance

2–3 p.m.
Verbal SWAT: Basic Tools to Defuse 
Conflict
UMA Session Area — Jesus Villahermosa, Jr.

This session will focus on training partici-
pants in understanding the three basic active 
listening skills that are critical to defusing po-
tentially upset and angry customers. These skills 
include eye contact, minimal encouragements 
and empathy. Participants will have an opportu-
nity to practice these skills throughout the ses-
sion. — Presented by Protective Insurance

3:15–4:15 p.m.
What Opportunities Does the Rise of the 
Sharing Economy Present for the 
Motorcoach Industry?
UMA Session Area — Jesus Villahermosa, Jr.

Many other industries have adapted to the 
sharing economy and the motorcoach industry 
must do the same to tap into new sources of 
demand. Motorcoach operators need to utilize 
technology to execute real-time matching of 
demand and supply. A great product and user 
experience and social sharing are the keys to 
reaching these consumers and developing a 
real loyal following. This session will address 
how the bus industry can be part of the sharing 
economy. — Presented by Rally Bus

WEDNESDAY, MARCH 1

9:15–10:15 a.m.
How a Successful Driver Behavior 
Program Can Reduce Risk, Drive Down 
Cost and Increase Passenger Satisfaction.
UMA Session Area — Dougie Portwood

In this session we will discuss the funda-
mentals of a successful driver behavior pro-

gram as well as identify key areas where orga-
nizations can reduce accident-related risk and 
improve overall fleet performance while driv-
ing up profitability and passenger satisfaction 
and comfort. — Presented by GreenRoad

10:30–11:30 a.m.
Vehicle and Driver Certifications: Im-
prove Your Margins — Save Fuel, Save 
Money and Gain Market-Share!
UMA Session Area — David Kestenbaum

Do you know how long you should have 
your vehicle running during a pre-trip? When 
you may need to leave a vehicle running to 
cool down a turbo and when you might be 
able to shut down immediately? Participants 
will learn about programs that are helping 
operators across the country reduce vehicle 
wear and tear, save fuel and promote their 
services. The session will be interactive and 
audience members will hear from Dave Kes-
tenbaum, director of the University of Ver-
mont’s Certification for Sustainable Transpor-
tation (CST) program, and UMA operators 
currently working with CST and seeing bene-
fits from these programs. Kestenbaum will 
introduce the eRating vehicle certification 
and two driver training programs that help 
reduce or eliminate unnecessary idling and 
promote safer, more fuel-efficient driving 
practices. Attendees will leave the session 
knowing how they can work directly with CST 
and about successful techniques they can 
implement on their own. — Presented by 
University of Vermont

Exhibitor education sessions planned for Expo show floor

Registration Open • Register Now and $ave
www.motorcoachexpo.com
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Buy America Act requirements.
Prevost had to reduce staff on 

the Plattsburgh line, housed inside 
the plant of its sister company, 
Nova Bus, to about 50, as the 300-
bus New York contract concluded 
last spring. But company execu-
tives are optimistic the line’s busi-
ness will pick up in the second half 
of 2017.

“With those larger contracts, 
it’s good when you have them be-
cause you fill up the plant,” said 
François Tremblay, vice president 
of business lines for Prevost, who 
manages Prevost and Volvo motor-
coach brands for North America. 

But when the big contracts 
conclude, “that creates kind of a 
hole as well, but I’m hopeful … 
that we’ll go back up in the near 
future.”

The plant will be producing up 
to 20 X3-45s in 2017 for Grey-
hound, part of an existing contract 
Prevost secured in 2016, and Pre-
vost is hopeful it can secure addi-
tional Greyhound business and 
more New York City X3-45 com-
muter coach business after re-
quests for proposals/bids are re-
leased. Both present large opportu-
nities if Prevost can win the 

contracts.
Prevost refocused on X3-45 

sales to the private sector, which 
helped as the big public-sector 
contract for New York concluded, 
Tremblay said.

“For the Prevost brand, we have 
such a strong equity behind the H 
model, which is our bigger seller 
but we realized that we had to 
reach customers in terms of the 
benefits of the X because that’s a 
heck of a good bus. We have tend-
ed to forget about that bus over the 
years,” Tremblay said.

The X3-45 platform has been 
around for more than 20 years, but 
has undergone numerous upgrades 
and technical enhancements to the 
look and feel of the coach. 

Tremblay said he and Jack 
Forbes, vice president of North 
American sales for Prevost, have 
re-emphasized the X3-45 coach 
model, which also is produced in 
Plat tsburgh with the X3-45 
commuter.

Customers realized that the 
X3-45 was a good bus for many 
different applications, which 
helped create new excitement 
about the X model in the market-
place, Tremblay said.

Forbes noted that in the last 18 
months or so Prevost was seeing 
strong sales from private operators 

using the X3-45 for multiple uses, 
including charter, sightseeing and 
short haul. The company plans to 
continue to offer the X3-45 as a 
multipurpose coach solution.

“That’s really what allowed us, 
even though it was a bit of a strug-
gle in the second half of 2016 (in 
Plattsburgh), to reach our overall 
sales goal, selling the X3-45 into 
the private market. So it’s been 
very successful, so now we’ve al-
ready booked some orders for 
2017,” Forbes said. “We’re really 
looking at the second half shaping 
up to look really strong for Platts-
burgh. The first half is still a little 
light.”

Sales of X3-45 units in 2016 
were comparable to 2015, Forbes 
said.

Tremblay and Forbes also are 
hopeful that public funding under 
the 2015 Fixing America’s Surface 
Transportation, or FAST, Act for 
new routes will bode well for op-
erators adding buses, which could 

benefit the X line.
For the bus business overall, 

Tremblay likes the looks of Pre-
vost’s year ahead and also the vibe 
he’s getting from motorcoach 
operators.  

“The outlook for ’17 on their 
end as well is quite positive,” he 
said, noting that many are increas-
ing their fleets and reporting better 
business, strong tour and charter 
activity, and more tourism.

One of the bigger changes Pre-
vost will introduce to customers, 
starting in its X line in 2017 fol-
lowed by the H line in 2018, is the 
electric fan drive system, Tremblay 
said. The system brings a lot of 
benefit for customers, he said.

“First, one of the most impor-
tant ones, is the fuel economy, so 
we’re anticipating   this might bring 
up to 3 percent better fuel econo-
my,” he said. “So this is quite 
significant.” 

Additionally, it reduces the 
load on the engine by removing 
belts, which leaves more usable 
power for the engine, he said. The 
system also frees up room in the 
engine compar tment,  easing 
maintenance.

Forbes said the fan system is a 
continuation of Prevost’s PRIME 
energy management system. 
PRIME stands for Power Recovery 

by Intelligent Management of En-
ergy, which reduces fuel consump-
tion by using engine downtime to 
charge batteries and compress air.

“The next step here is (the) 
electric fan. It’s taking out that 
huge axial fan that’s in there in 
most vehicles that sits next to the 
radiator in the engine compart-
ment” and replacing it with small-
er fans, he said.

Another notable change in 
2017 is introduction of a cleaner 
Volvo D13 engine the meets re-
quirements for reduced green-
house gas emissions, Tremblay 
said.

The engine, which will be in-
troduced in Prevost X and H mod-
els and the Volvo 9700 in 2017, 
has been tested extensively with 
customers, Tremblay said. There’s 
always some question about 
changes and how they could affect 
engine performance, but results 
have been very positive, he said.

Forbes said the engine has been 
run through the paces in varying 
climate extremes and through test-
ing on an X3-45 commuter bus at 
the Altoona Bus Research and 
Testing Center in Altoona, Pa., “so 
we feel we’re well-prepared for the 
release to be very, very solid and 
without many issues at all, so that’s Bus & Motorcoach News.pdf   1   4/2/16   10:42 AM
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important.”
Also in 2017, Prevost is intro-

ducing the “flush floor” in its con-
version segment, Tremblay said.

Slideouts for motorhomes and 
some entertainer buses have had a 
little step, but the trend now is peo-
ple wanting to have a flush floor, 
he said.

“We have a new designed 
slideout that will add a flush floor,” 
Tremblay said.

The conversion market has 
continued to rebound gradually 
since about 2012, according to 
Forbes. Prevost has enjoyed almost 
100 percent of that market in the 
last few years for high-end conver-
sions, largely for entertainers and 
their crews or the motorhome mar-
ket, he said.

Prevost works with several 
converter partners, such as Mara-
thon Coach and Featherlite Coach-
es, who take the powertrain and 
integral structure and body that 
Prevost builds and finish the cus-
tom interior and amenities.

While the conversion market 
hasn’t fully recovered since the re-
cession and is a smaller market — 
limited to a select audience with 
vehicles in the motorhome seg-
ment, for example, costing about 
$1.6 million to $3 million — it’s a 
good market for Prevost, Tremblay 
said.

“It gives us good market visi-
bility because we have typically 
high-profile customers, so we get 
a lot of market exposure as well 
just by the nature of our customers 
in that segment,” he said.

Also in that conversion seg-
ment, Prevost’s NASCAR spon-
sorship continues to pay dividends, 
Forbes said. 

For the Volvo 9700, Prevost 
has seen excellent response to the 

new Allison automatic transmis-
sion introduced in 2015, Forbes 
said, noting a good surge in sales 
over the second half of 2016. The 
automatic transmission on the 
Volvo 9700 is now standard, re-
placing the I-Shift automated man-
ual transmission.

While the I-Shift transmission 
promotes good fuel eff iciency, 
more operators, who are chal-
lenged to find and train drivers, 
were looking for automatic trans-
missions, Tremblay said.

“The Allison, being automatic, 
is a much easier, hassle-free trans-
mission to operate,” he said. “At 
some point we have to give to the 
market what it demands and what 
it needs.”

Volvo also has added a slightly 
thinner seat that adds about two 
inches of space per seating area, 
Tremblay said, noting the configu-
ration also allows up to 56 seats 
per coach.

“So that’s really great, so now 
we’re making a lot of good steps in 
the right direction to widen the 
customer’s acceptance of that 
9700, so that’s why we’ve seen 
some positive sales increase on 
that unit,” he said.

Forbes, who said 9700 sales in 
2016 were slightly ahead of 2015, 
added, “I think we’re going to see 
another surge in sales here as we 
get ready to launch into Canada, so 
we’re pretty excited about that.”

Prevost hopes to get govern-
ment approval for launching sales 
in Canada in the first quarter of 
2017. Tremblay said there’s al-
ready interest from customers in 
the 9700, which is typically priced 
lower than the Prevost.

“It opens the door for a new 
customer that we would not reach 
typically with the Prevost,” he said.

On the service side, Prevost’s 
planned Northern California ser-
vice center will be a key addition 

in the Bay area, he said. The center 
will be near San Francisco Interna-
tional Airport. 

“It’s great because we’re going 
to be able to cater to customers in 
this area where it was not as conve-
nient before — they had to go 
down to Mira Loma, which is 
probably a seven-hour drive. So 
again, in terms of service cover-
age, we’re bringing our service 
centers closer to customers,” 
Tremblay said.

Prevost also expects to open a 
service center in the next two years 
in Orlando, “which is a big hub as 
well for motorcoach operators,” he 
said.

For sales service, in addition to 
Forbes becoming vice president of 
sales in September, Prevost pro-
moted two sales directors in new-
coach sales, naming Glen Gendron 
to manage sales for eastern North 
America and Keith Hayward to 
manage western region business 
development. Each has five people 
reporting to him.

“The idea of this was to get us 
closer to the customer and provide 
better support to the sales team in 
the field,” Forbes said.  

Prevost, meanwhile, continues 
to promote its apps for helping cus-
tomers do everything from track 
f lee t  ser v ice  to  des ign  bus 
interiors.

Overall, Prevost continues to 
exploit the advantages of being 
under its Volvo parent company, 
Forbes and Tremblay said.

“We really are looking a lot 
more at the cost savings and cost 
reductions and things like that that 
maybe we can pass on to custom-
ers, and also technologies,” Forbes 
said.

Volvo affords Prevost access to 
a lot of technologies it probably 
could not afford to develop on its 
own, Tremblay added, citing the 
benefits of such a “bigger brother.”

PORTLAND, Maine — Ray-
mond Penfold Jr., founder, owner 
and general manager of VIP Tour 
& Charter Bus Company, passed 
away last month.

He was 89.
Penfold, who not only drove 

trucks for many years in New Eng-
land but also loaded and unloaded 

them, got his start in the motor-
coach industry when a strike hit a 
local paper mill.

With his trucking work slack-
ing off, Penfold had an idea: Why 
not purchase a motorcoach and 
transport people? The freight 
walks on and off by itself, and he 
would still be able to drive, his 

passion.
So he bought a 1953 GMC 

4104, Bus #41, and thus began 
VIP Tour & Charter Bus Compa-
ny, a company that has always 
been locally owned and operated 
by Penfold and his family.

VIP still owns the old GMC 
bus.

Raymond Penfold of VIP Tour dies
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14-17 American Bus Associa
tion Marketplace, Cleveland, 
Ohio, Info: www.buses.org/events
15-16 Bus Industry Safety 
Council Winter Meeting, 
Cleveland, Ohio. More info: 
www.buses.org/events

Calendar 31-Feb. 1 23rd Annual Cali
fornia Bus Association Mainte
nance Seminar, Los Alamitos, 
Calif. Info: www.cbabus.com

February 2017

26-March 2 UMA Motor
coach Expo 2017, St. Louis, Mo. 
Info: www.motorcoachexpo.com

26-March 2 NTA Travel 
Exchange, St. Louis, Mo. Info: 
www.ntaonline.com/convention
March 2017

7 Greater New Jersey Motor
coach Association Spring Assoc. 
Meeting & Motorcoach Profes
sional Awards, location TBD. 
Info: www.gnjma.com
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