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ST. LOUIS — It turns out that 
St. Louis is a pretty good place to 
visit in February.

After worrying for the past cou-
ple years that the potential for cold 
winter weather would deter exhibi-
tors and operators from attending 
UMA Motorcoach Expo 2017 in 
this Midwestern city, it wound up 
being a very successful event.

“It exceeded all our expecta-
tions,” UMA Board Chairman Dale 
Krapf said after the Expo exhibit 
hall closed on March 1, “especially 
after two years of being unsure.”

Victor Parra, who was attend-
ing his last Expo before retiring  
on March 31 as president and CEO 
of UMA, said he was “excited” by 

how well the show went.
“The numbers are good,” Parra 

said. “It was kind of a stretch to 
pull it off, but we pulled it off.”

The signs were good leading up 
to Expo, with the exhibit hall floor 
selling out in August and individual 
attendance tracking ahead of Expo 
2016 in Atlanta. UMA had to book 
rooms in four different hotels to ac-
commodate the attendees.

And next year’s Expo in San 
Antonio, Texas, promises to be a 
good show as well, with exhibit 
floor sales for the Jan. 6-10, 2018, 
event reaching a record by the end 
of this year’s Expo.

Comments by a cross-section 

Expo 2017 in St. Louis ‘exceeded all our expectations’

UMA President and CEO Victor Parra cuts the ribbon to open Expo 2017 in St. Louis with UMA 
Chairman Dale Krapf. Looking on are UMA board members Gladys Gillis and Ray Sargoni. Inside are 
16 pages of Expo news and photos. All Expo photos by David Braun Photography, Las Vegas
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UMA driver competition a hit;
Stephen Davis takes first place

ST. LOUIS — The f irst- 
annual UMA International Driv-
er Competition was a major hit at 
Expo 2017, and several drivers 
already have committed to par-
ticipating next year.

Twenty-six drivers represent-
ing 16 companies in 21 states and 
two Canadian provinces competed 
in the inaugural event, which was 
held Feb. 28 and involved both 
written and driving tests.

The grand champion of the 
competition was Stephen Davis of 
AT&T Charter Service in Louis-
burg, N.C.

First runner-up was Ronny 
Shade of Krapf’s Coaches of West 
Chester, Pa., who tragically died 
only two days later (see his obitu-
ary on Page 10).

Second runner-up was Dennis 
Luman of Red Carpet Charters in 
Oklahoma City.

The grand champion and run-
ners-up won $2,500, $1,000 and 
$500, respectively, plus plaques.

“For far too 
long, our indus-
try’s best assets, 
our professional 
bus and motor-
coach drivers, 
wh o  a r e  t h e 
backbone of our 
businesses and 
our  indus t r y, 
often go unrecognized,” Brian 
Scott, chairman of UMA’s Risk 
Management Committee, said be-
fore introducing the winners. “That 
ends today.”

Scott noted, too, that any driv-
ers who operate crash free year to 
year can earn an Excellence in 
Driving certificate and any driver 
with 12 or more consecutive safe 
years qualifies for a Master Driver 
award.

This year, 22 drivers qualified 
for Excellence in Driving certifi-
cates and four as Master Drivers, 
“which is an absolutely incredible 

CONTINUED ON PAGE 10 c

ST. LOUIS — Rally Bus 
booked 755 charter buses in one 
day for the women’s march in 
Washington, D.C., and 10 satellite 
marches across the country in Jan-
uary, linking 135 motorcoach op-
erators across 30 states.

Rally CEO Numaan Akram 
asked around and had not, as of his 
Rally Bus presentation at UMA 
Motorcoach Expo, heard of one 
company chartering that many 
buses on one day.

“I want to say this is not us bro-
kering buses, this is us selling indi-
vidual seats, working with the op-
erators,” Akram said during a 
seminar explaining how Rally 

works. “How did one little small 
company like ours do this across 
30 states? It’s technology.”

Rally does more than book 
rides, he said, adding that anyone 
can put up a website and book 
seats.

“What we’ve done is create 
apps for the riders, for the drivers, 
for the operators,” Akram said. 
“Everyone’s looking at the same 
data, everyone’s sharing that same 
information.”

For example, Rally posts trips 
on its site to a pro baseball game, 
and when a trip gets the minimum 
number of riders for it to pencil in 
for the operator and Rally, say 25 

seats, Rally contacts a preferred 
operator to fulfill it. Once the trip 
is confirmed, operators are paid 
before the trip.

Rally also lets people use its 
platform to arrange trips. Akram 
used the example of a group of 
New York Mets fans that wanted to 
travel to Cooperstown, N.Y., to see 
former Met Mike Piazza inducted 
into the Hall of Fame last July. The 
group came to Rally, put its trip on 
its platform, spread the word and 
sold $60,000 worth of seats in 60 
minutes, he said.

“We ended up moving 700 
people, networking together five 

Ridesharing could invigorate industry Stephen Davis

CONTINUED ON PAGE 25 c
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ALEXANDRIA, Va. — When 
United Motorcoach Association 
members travel to Washington later 
this month to meet with members 
of Congress, they will be dealing 
with lawmakers who have a focus 
on reducing, rather than increasing, 
regulations on businesses.

That is a major change from re-
cent years, when the motorcoach 
industry has been fighting off such 
proposed new regulations as an in-
crease in insurance minimums, a 
strict rule regulating bus leasing 
and efforts by regulators to final-

ize a new rule on the Safety Fitness 
Determination.

UMA members who traveled 
to Washington last spring for the 
annual Capitol Hill Days Fly-In 
were able to convince some of 
their congressional representatives 
that such regulations could cripple 
the motorcoach industry, and 
would be especially onerous to 
small operators.

This year when UMA members 
return to the capital April 25-26, 
they are likely to find even more re-
ceptive legislators who believe the 

overreach of regulations is hamper-
ing every sector of society.

Since President Donald Trump 
issued an order Jan. 20 to federal 
agencies to freeze new rules and to 
delay those published but not yet ef-
fective, some of the pending regula-
tions that would affect the motor-
coach industry have been in limbo.

A rule establishing driver-train-
ing standards for entry-level bus 
and truck drivers already has been 
postponed by the Federal Motor 
Carrier Safety Administration. 

Because of the uncertainty sur-

rounding regulations, and the new 
focus in both Congress and the ad-
ministration, the motorcoach in-
dustry has a chance to make fur-
ther inroads in its efforts to fend 
off legislation and rules detrimen-
tal to operators.

One of UMA’s priorities is kill-
ing the regulation on coach leasing.

That is why UMA is encourag-
ing members to attend this year’s 
Capitol Hill Days to continue the 
momentum the association has 
generated in recent years.

UMA makes appointments for 

members with their congressional 
delegation, prepares participants 
with background and talking 
points, and (in most instances) sup-
plies a staff member to assist mem-
bers during their appointments.

“This is your chance to meet 
with those elected to represent 
your interests in Congress. It’s 
your turn to speak up and let them 
know your concerns,” UMA says 
in encouraging participation. 

For more information and to 
register for the event, go to www.
uma.org/industry/capitol-hill.

Capitol Hill Days to focus on reducing regulations

OTTAWA, Ont. — Canada 
welcomed its second-highest num-
ber of visitors in 2016 and its high-
est amount since 2002, according 
to new data released by Destina-
tion Canada. 

And several areas of the coun-
try expect this year’s tourism num-
bers to be even better as travelers 
bypass the United States and its 
stricter immigration laws under 
President Donald Trump.

The 20 million international 
visitors in 2016 were 10 percent 
higher than in 2015, with increases 

across the board in Canada’s top 
tourism markets. 

The number of overseas visi-
tors increased 16 percent to 6.1 
million while the number of U.S. 
visitors increased by 10 percent to 
13.9 million.

Outside of the U.S., the next 
largest source of visitors to Canada 
was the U.K., with 833,329 tour-
ists, 17 percent more than in 2015.

The next highest sources of 
visitors to Canada were China 
(610,139), France (545,786), Ger-
many  (369 ,216) ,  Aus t r a l i a 

(333,437), Japan (303,726) and 
South Korea (244,442).

Almost half of all visitors to 
Canada, or 9.8 million people, ar-
rived via the country’s land cross-
ings with about 9.4 million of 
those being Americans. 

About 566,000 Americans ar-
rived in Canada on boats while the 
remaining 4.5 million flew.

With concerns about restrictions 
on travel to the U.S., Vancouver and 
other Canadian cities are expecting 
to capture lost U.S. tourism.

Vancouver already had a strong 

performance last year, pre-Trump, 
with overnight visits surpassing 10 
million people, a new record for 
the city and the third consecutive 
record-breaking year.

Among major Canadian cities, 
Vancouver performed the stron-
gest, with higher hotel occupancy 
and a higher average daily rate than 
Toronto, Ottawa, and Montreal.

The main source of interna-
tional tourism was from the U.S., 
with 2.3 million overnight visitors, 
a 9.8 percent increase from 2015.

Nova Scotia’s tourism industry 

also is hot, with a record-breaking 
2.2 million people visiting the 
province last year. The province is 
calling 2016 the best tourism year 
in history.

“The tourism sector is extreme-
ly important to Nova Scotia’s econ-
omy, employing people in rural and 
urban communities across our 
province,” said Mark Furey, minis-
ter responsible for Tourism Nova 
Scotia.

“I applaud the collaboration 
and hard work of tourism opera-
tors and others in the industry.”

Canada enjoyed strong tourism in 2016, sees rise in 2017

AFFINITY PARTNERIMG Partner of the Year!

HUNDREDS OF FLEETS NOW PURCHASING 
TIRES FROM MOTORCOACH TIRE SALES

Motorcoach Tire Sales has always looked out for 
our bottom line. At fi rst, the volume rebate program 
utilizing Yokohama tires sounded too good to be true, 
however our tire costs have declined dramatically.
We have utilized both Yokohama and Toyo tires, and 
both products have performed extremely well for us.
I would highly recommend Motorcoach Tire Sales as 
a tire supplier to our industry.

Brian Scott, President
Escot Bus Lines, Largo, Florida

For more information contact: www.motorcoachtiresales.com or call: 678-463-4110
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The following is the text of the 
letter sent to Transportation Secre-
tary Elaine Chao asking her to re-
scind the proposed Safety Fitness 
Determination rule:

Dear Secretary Chao, 
As representatives of the com-

mercial motor vehicle operator in-
dustry representing property and 
passenger carriers, we write to you 
regarding an important federal 

motor carrier regulatory issue 
needing your prompt attention. 

The Federal Motor Carrier 
Safety Administration issued a 
Notice of Proposed Rulemaking: 
“Carrier Safety Fitness Determi-
nation” on January 21, 2016. The 
current safety fitness rating sys-
tem ranks carriers as Satisfactory, 
Conditional or Unsatisfactory 
based on a comprehensive safety 

compliance review. 
The rule proposes to radically 

modify the Safety Fitness rating 
system in which carriers are evalu-
ated for both the enforcement 
community and the general public. 
The new methodology would be 
based on on-road safety data using 
five of the Agency’s seven Behav-
ior Analysis and Safety Improve-
ment Categories (BASICs); an in-

vestigation, which will consider 
all seven BASICs, or a combina-
tion of on-road safety data and in-
vestigation information. 

The proposed new system 
would remove all of the existing 
ratings and create only one rating, 
“Unfit.” 

Our major concern with the 
proposal is that the new proposed 
methodology utilizes flawed Com-

pliance, Safety and Accountability 
(CSA) program/Safety Measure-
ment System (SMS) data and 
scores, which Congress directed 
the agency to review and reform 
just months earlier in the Fixing 
America’s Surface Transportation 
Systems Act (FAST Act) enacted 
in December of 2015. 

Those reforms are in process 
with initiation of a study by the 
National Academy of Sciences 
and their final report is expected 
in June of this year.

As representatives of the com-
mercial motor vehicle operator in-
dustry representing property and 
passenger carriers, we do not be-
lieve it makes sense to build a new 
safety fitness determination sys-
tem upon a flawed system which is 
currently undergoing Congressio-
nally mandated review and reform 
and is likely to change.

While we support the goal of 
an easily understandable, rational 
safety fitness determination sys-
tem, this proposal is built on a 
flawed foundation. 

We urge you to rescind this ill-
advised and harmful rulemaking 
immediately and participate fully 
in the reform of the CSA/SMS 
process as mandated by Congress. 
We look forward to working with 
you on this important issue. For 
responses or questions on this let-
ter, please contact Becky Weber at 
(202) 530-4811. 

Thanks very much for your 
consideration.

WASHINGTON — A coali-
tion of groups representing prop-
erty and passenger carriers, led by 
the United Motorcoach Associa-
tion, has requested that Secretary 
of Transportation Elaine Chao re-
scind the Carrier Safety Fitness 
Determination notice of proposed 
rulemaking issued more than a 
year ago.

The proposed rule would es-
tablish a new motor carrier safety 
rating system based on scores gen-
erated by the Federal Motor Car-
rier Safety Administration’s Com-
pliance, Safety, Accountability 
(CSA) program.

In a letter to Chao, the industry 
groups contend that the safety fit-

ness determination proposal 
should be placed on hold until 
FMCSA fixes the CSA system, as 
it was ordered to do by Congress.

The groups say there are a 
number of flaws in the data that 
drives the current Safety Measure-
ment System (SMS) within CSA.

Ken Presley, vice president of 
industry relations and chief oper-
at ing off icer  at  UMA, said 
FMCSA is seeking to eliminate 
the current rating system for motor 
carriers and to identify them only 
as either fit or unfit to operate.

“It is inappropriate for passen-
ger carriers,” Presley said of the 
proposed change.

FMCSA said it was proposing 

to adopt “revised methodologies” 
for determining when a motor 
carrier is not fit to operate based 
on the carrier’s on-road safety 
performance in relation to five of 
the seven Behavioral Analysis and 
Safety Improvement Categories 
(BASICs) tracked by the agency’s 
CSA program, an investigation, 
or a combination of on-road safe-
t y  d a t a  a n d  i nve s t i g a t i o n 
information.

“The intended effect of this ac-
tion is to more effectively use 
FMCSA data and resources to 
identify unfit motor carriers and to 
remove them from the nation’s 
roadways,” the agency stated.

The more than 60 groups that 

signed the letter — including sev-
eral state motorcoach associations 
affiliated with UMA — said their 
major concern with the proposal is 
that it would use a methodology 
built on “flawed Compliance, 
Safety and Accountability (CSA) 
program/Safety Measurement 
System (SMS) data and scores, 
which Congress directed the agen-
cy to review and reform just 
months earlier in the Fixing Amer-
ica’s Surface Transportation Sys-
tems Act (FAST Act) enacted in 
December of 2015.”

The letter points out that those 
CSA reforms are in process via a 
study by the National Academy of 
Sciences, with the final report ex-

pected in June.
The coalition said it doesn’t 

make sense “to build a new safety 
fitness determination system upon 
a flawed system which is currently 
undergoing congressionally man-
dated review and reform and is 
likely to change. 

“While we support the goal of 
an easily understandable, rational 
safety fitness determination sys-
tem, this proposal is built on a 
flawed foundation. 

“We urge you to rescind this 
ill-advised and harmful rulemak-
ing immediately and participate 
fully in the reform of the CSA/
SMS process as mandated by 
Congress.”
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UMA-led coalition wants ‘flawed’ safety rule rescinded
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April 15, 2009, news item from 
Bus & Motorcoach News:

“NEW YORK CITY — The 
leading bus sightseeing operations 
here, Gray Line New York and 
CitySights NY, have formed a 
joint venture to operate the servic-
es of both companies.

“The new venture is called 
Twin America LLC and it began 
operating on the last day of March 
(2009).

“Gray Line New York was 
owned by Stagecoach Group PLC, 
the Scottish-based parent company 
of Coach America and megabus.
com, while CitySights NY was 
part of the New York Airport Ser-
vice group of companies, one of 
city’s largest operators of ground 
passenger transportation, tour and 
sightseeing services for leisure 
and corporate markets.

“Both operations are perhaps 
best known for their hop-on, hop-
off double-decker tour buses in 
New York City.”

February 2017, Stagecoach 

Group news announcement:
“Stagecoach Group confirms it 

has sold its interest in the Twin 
America LLC joint venture for an 
undisclosed sum.

“Stagecoach North America, 
which held 50 percent of the voting 
rights and 60 percent of the eco-
nomic rights of the joint venture, 
sold its interest to…CitySights.”

The low-key, f ive-sentence 
news release from Stagecoach 
Group seemingly buries the ill-fat-
ed joint venture that gave Stage-
coach a huge black eye, cost it tens 
of millions of dollars in legal set-
tlement costs and fees, and was a 
festering boil for five years.

In its fiscal 2016 annual report, 
Stagecoach said it had recognized an 
exceptional charge of 37.9 million 
pounds, roughly $53.6 million at the 
time, related to the carrying value of 
its interest in Twin America.

In the 12 months ended April 
30, 2016, Twin America lost 
roughly $900,000 on revenue of 
$69.8 million. That was a remark-

able comedown from Twin Ameri-
ca’s salad years of fiscal 2013 and 
2012, when it had revenue of $88.7 
mi l l ion  and  $80 .6  mi l l ion , 
respectively. 

During those glory times, Twin 
America had an operating profit of 
$19.3 million in fiscal 2013, $16.2 
million in fiscal 2012, and $15.2 
million in fiscal 2011. Its profit 
margin was 21.8 percent in fiscal 
2013, 20.1 percent in fiscal 2012, 
and 22.5 percent in fiscal 2011. 

Those were remarkable figures 
for the bus industry.

And the numbers and other 
factors caught the attention of the 
U.S. Justice Department and the 
New York State Attorney General.

In 2012, state and federal offi-
cials f iled suit, accusing City-
Sights and Gray Line New York of 
creating Twin America to elimi-
nate competition and to allow 
them to push up prices. In other 
words, they were accused of mo-
nopolizing the New York sightsee-
ing market.

After they formed Twin Amer-
ica in 2009, Gray Line and City-
Sights raised prices by 10 percent, 
boosting tickets from $49 to $54, 
according to the government 
lawsuit.

The government suit resulted 
in protracted (and costly) legal 
negotiations.

Finally, in the spring of 2015, as 
part of a settlement agreement with 
federal and state officials, Twin 
America agreed to give up nearly 
50 bus stops in Manhattan, creating 
slots for other tour bus companies 
to stop near popular tourist destina-
tions, including Times Square and 
the Empire State Building.

Prior to the 2015 settlement, 
other tour bus companies report-
edly were not able to obtain bus 
stop authorizations near major at-
tractions from the city Transporta-
tion Department because City-
Sights and Gray Line New York 
had locked up the best locations.

Gray Line and CitySights also 
agreed to pay $7.5 million in profits 

they made from operating together, 
with the money split between the 
state and federal governments.

Said New York Attorney Gen-
eral Eric T. Schneiderman: “This 
settlement allows competition to 
thrive once again, and ensures that 
these companies did not prof it 
from operating an unlawful and 
anticompetitive joint venture.”

Worse, from a financial stand-
point, was the 2014 settlement of a 
class-action lawsuit filed on behalf 
of Twin America customers. The 
price tag for that settlement was 
$19 million. 

Gray Line New York has pro-
vided tours in New York City since 
1926, and CitySights started in 
2005.

After CitySights entered the 
market, the companies competed 
with each other, which led to better 
prices for customers, according to 
the Justice Department. But after 
they established Twin America, the 
suit claims, the companies raised 
base fares $5.

FARIBAULT, Minn. — Duane 
Geiger has been named president 
and CEO of CH Bus Sales LLC, the 
North American distributor of Turk-
ish-made Temsa motorcoaches.

 Bob Foley, the company’s for-

mer president and CEO, has 
stepped down and assumed the 
role of president of the Coach Fi-
nance Group. The changes were 
effective last month.

CH Bus Sales said Foley will 
remain an active member on the 
board of directors and will consult 
with the management team when 
needed. 

“I’ll still be plugged in, just not 
seven days a week,” Foley told Bus 
& Motorcoach News.

In a company news release, he 
said, “I don’t want to completely 
retire and this transition will allow 
me to pull back but still stay active. 
Duane and I have worked together 
for over 20 years, so this will be a 
seamless transition. In addition 
he’ll inject new ideas to push the 

company to the next level.” 
Foley served as the president 

and CEO since 2011. In his role he 
directed the organization to grow 
from a start-up to 70 employees, 
with four owned service locations, 
distributing three Temsa product 
models in addition to starting and 
managing Coach Finance Group. 

He also maintained excellent 
communication between Temsa 
Global, CH Bus Sales’ manage-
ment team and customers through-
out the U.S. 

Foley has over 30 years of expe-
rience in the motorcoach industry 
and served on the United Motor-
coach Association and American 
Bus Association boards over his 
tenure. 

Geiger has served as the execu-

tive president of sales and service 
since 2011. He has been an inte-
gral part in CH Bus Sales’ growing 
success with the Temsa product 
across the U.S. 

Prior to joining CH Bus Sales, 
he owned and operated a real es-
tate services company. 

Geiger has extensive experi-
ence in the motorcoach industry, 
having worked at a major coach 
distributor for 16 years in key roles 
involving the company’s sales and 
service support. 

“I want to thank Bob for his 
dedication and vision over these 
last five years,” Geiger said. “I am 
looking forward to the challenge 
of bringing CH Bus Sales to the 
next level.” 

CH Bus Sales called the change 

a strategic move forward for the 
company as it looks to expand on 
the Temsa brand throughout the 
U.S. market. 

“(Geiger’s) strategic vision for 
this company and the Temsa product 
has shown through over the last five 
years and we are looking forward to 
continued success and expansion 
under his new appointment,” said 
Mike Haggerty, chairman of the 
board at CH Bus Sales

Foley steps down as CH Bus Sales CEO; Geiger takes over

After battering, Stagecoach Group buries Twin America

An article in the March 2017 
edition of Bus & Motorcoach 
News incorrectly stated that an 
American Bus Association Foun-
dation report on 2016 new coach 
sales didn’t include Temsa sales 
data. Although Temsa’s data wasn’t 
included in reports from previous 
years, the foundation began col-
lecting that information last year 
and included it in the 2016 year-
end report.

Correction  Bob Foley Duane Geiger

mailto:hmattern@busandmotorcoachnews.com
mailto:ebalm@busandmotorcoachnews.com
mailto:JWilliams@naylor.com
mailto:jsteger@busandmotorcoachnews.com
http://www.uma.org
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By Dave Millhouser

“I feel terrible. I’m going to 
have to fire a customer.” 

My buddy was having a bad 
day with an operator who had 
bought a bus from him. There had 
been a few genuine problems, and 
they’d been fixed, but the client 
seemed determined not to be 
satisfied. 

He’d called to sorta share the 
pain, and said he’d told the cus-
tomer, “I’m going to do everything 
I can to make you happy with this 
bus, but please buy your next one 
from somebody else.”

Dealing with this customer was 
no longer worth it, the benefits to 
his company outweighed by all the 
nonsense.

If you think this is about mar-
keting — gotcha.  

Off and on in recent years 
we’ve faced a shortage of qualified 
drivers. Market forces make it dif-
ficult to pay as well as we’d like, 
and driving a motorcoach is not 
generally perceived as a high-sta-
tus career. 

What we do offer is the chance 
to go neat places, see things and 

meet people — a bit of adventure 
with no two days alike. 

Flexible hours make charter 
driving a good part-time or second 
job. We have added a lot of older 
folks to our pool of drivers. 

One problem is that, as they are 
aging out, we aren’t able to replace 
them. We are not alone.

In September 2016, Time mag-
azine reported that in 2015, the 
work rate (or employment-to-pop-
ulation ratio) for American males 
ages 25 to 54 was slightly lower 
than it had been in 1940, at the tail 
end of the Great Depression. 

The article said that if we were 
back at 1965 levels today, nearly 
10 million additional men would 
have paying jobs.

“The collapse of male work is 
due almost entirely to a flight out 
of the labor force — and that flight 
has on the whole been voluntary,” 
Time wrote.

If I understand this correctly, 
huge numbers of people are not 
working because, in their minds, 
the available jobs are not worth the 
effort involved.

In addition to relatively low 
pay for a job that involves huge re-

sponsibility, there are other factors 
prospective motorcoach drivers 
consider in deciding if a job is 
“worth it,” with new issues coming 
over the horizon.

There are both direct and indi-
rect regulatory burdens. In addi-
tion to licensing and regular medi-
cal checkups they need to keep 
current, drug test programs can be 
inconvenient, with the occasional 
false-positive thrown in. Regula-
tors are looking at additional dis-
qualifying medical conditions, 
such as sleep apnea.

Inspections are often conduct-
ed by law enforcement personnel 
intent on finding some infraction 
to cite. Some of those fines, often 
for obscure and insignificant vio-
lations, come out of the driver’s 
pocket. 

You know, like the driver who 
was ticketed because, in the mind 
of an inspector, his lavatory wasn’t 
clean enough.

In the case of part-timers, they 
can be required to log hours spent 
at another job.

In some jurisdictions there are 
tales of criminalizing what may 
just be bad luck, with arrests occa-

sionally coming before a complet-
ed investigation. 

At least one coach driver in a 
major Northeastern city spent a 
night in jail for striking a pedestri-
an who was later determined to be 
at fault. 

I once received a ticket from an 
Oregon state trooper for going 65 
in a 65-mph zone. After all, the 
sign said the truck limit was 55. 

It seems that in Oregon a bus 
was a truck, and I was supposed to 
know that. Motorcoach drivers are 
often in foreign jurisdictions, and 
technically should know all the 
laws, but it’s a complicated world.

If you’re middle aged, there are 
additional risks. I consider myself 
to be middle aged, although an un-
kind friend pointed out that I’d 
have to live to 140 for that to be 
true,  

Over the years I’ve accumulat-
ed some “stuff ” that could be at 
risk if there was legal action in the 
event of my involvement in an ac-
cident. I’m unlikely to take a bus-
driving job any time soon. (I 
HEAR you breathing a sigh of 
relief.) 

You can see where this is going. 

At what point 
does someone 
considering bus 
driving decide 
it’s just not worth 
it, and either re-
t i res  or  t akes 
other work? 

No one thing 
is a deal breaker, 
but the cumulative load can be. As-
suming the Time article is accu-
rate, we aren’t alone in this situa-
tion. Keep piling straw on a cam-
el’s back and it will break.

Couple all this with an improv-
ing economy that creates alterna-
tive jobs and it’s not surprising that 
good drivers are hard to find.

It’s no fun writing this (and, as 
usual, I have few answers), but we 
need to understand what is legiti-
mately on the minds of drivers. 

What kind of incentives and re-
lief from unreasonable burdens 
will make this job “worth it” to the 
quality people we need to drive our 
coaches?

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

To find good drivers, we need to make it ‘worth it’

Dave Millhouser

      

Services on all makes & models:

4 Major collision repair

4 Major mechanical repair

4 Windshield Replacement

4 Assistance with insurance claims from start to finish

4 Parts availability

4 Warranty assistance

4 Now’s the perfect time to stop in for summer
 tune-ups on your A/C units!

Shop Info:
4900 E. Loop 820 S

Fort Worth, TX 76119
Phone: 817-484-0072

CH Bus Sales now has four service & maintenance 
locations throughout the country. Stop in today 
for any of the services listed below. Our Dallas-
Fort Worth location is offering a 10% Off Service 
Coupon. Stop in and SAVE!

We’ve Opened TWO new locations!
 Burlingame, CA:
 1480 Rollins Road Burlingame, CA 94010
 650-360-1770
 (Service, Maintenance, & Parts)

 Pine Brook, NJ:
 57 Route 46 East Pine Brook, NJ 07058
 862-702-5201
 (Sales, Service, Maintenance, & Parts)

4

4
10% Off

Service Work
Dallas-Fort Worth location only. One coupon per customer.

Expires December 31, 2017.

FULL COACH SERVICE & MAINTENANCE AT CH BUS SALES’ LOCATIONS
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ST. LOUIS  — Last year was 
less hectic on the state legislative 
front than the year before, but dis-
cussions around the table at the an-
nual Motorcoach Expo State Asso-
ciation Summit proved that there 
remain plenty of reasons to stay on 
alert.

“We didn’t use to be real active 
in politics,” said Bob Garrett of 
Sunshine Travel & Express in Lan-
caster, S.C., and president of the 
Motorcoach Association of South 
Carolina.

“We felt like most of the politi-
cians were the kind of people you 
didn’t want to associate with. But 
we have become very active and 
we have made friends.”

The friendships helped the as-

sociation avoid state legislation 
that would have posed unintended 
but troublesome complications for 
motorcoach operators by banning 
buses from some roads.

“With a little bit of communi-
cations we got a slight wording 
change that totally changed the 
way the law would come out,” 
Garrett said. “We hired a lobbyist 
and he has done a super job of 
keeping on top of things that come 
up in our state.”

Proposed laws regarding seat-
belt usage, minimum wages, medi-
cal leave and party buses have 
caused consternation across the 
country. Meanwhile, some associ-
ations are taking action to improve 
access to new driver training and 

examinations for commercial driv-
er’s licenses.

Driver fines
California is the latest state to 

face a seatbelt mandate, said Tony 
Fiorini of Silverado Stages in Pla-
centia, Calif., who is president of 
the California Bus Association. He 
said a proposed law would impose 
a $20 fine for the first offense and 
$50 for second offenses if passen-
gers are found to be riding without 
fastened safety belts.

“We understand that people 
should use their seat belts. We 
have no problem with saying the 
driver should announce that you 
should use your seat belt,” Fiorini 
said.

“We are against having our 
drivers state that there is a fine. 
How is a highway patrolman 
going to know whether they have 
their seatbelt on? We are dealing 
with the staff to get that taken out 
of the bill.”

Ken Presley, vice president of 
industry relations and chief oper-
ating officer of the United Motor-
coach Association, suggested that 
the commonality of seatbelt pro-
posals across the country justifies 
proactive preparation.

“I get a lot of calls about the 
rumblings out there in the states 
about seatbelts,” Presley said. 
“The first thing you need to do is 
see what is on the books that might 
be interpreted to extend to you and 

your bus.
“We know there is going to be 

another tipping point out there 
somewhere — there is going to be 
another crash. That is the way it is. 
When the state legislators or advo-
cates start pounding on doors 
about doing something, they will 
start writing legislation that we 
don’t like. You might think about 
having some draft language in 
your back pocket in case you need 
it,” Presley said.

“The main thing you want to 
avoid is tagging the driver or op-
erator with fines if people are not 
wearing seatbelts. When you have 
50 or more passengers, there is just 

ST. LOUIS  — The new presi-
dential administration in Washing-
ton will take a closer look at the 
impacts of transportation regula-
tions on business, said Jack Van 
Steenburg, chief safety officer and 
assistant administrator of the Fed-
eral Motor Carrier Safety Admin-
istration, during his annual presen-
tation to Motorcoach Expo.

“We have a new secretary of 
transportation, Elaine Chao, who 
has come in and talked to us. She 
has given us her thee priorities,” 
Van Steenburg said during the 
State Association Summit at Expo.

“The first one is safety. She 
wants safe roads and safe transpor-
tation but she doesn’t want to im-
pact commerce. The next thing is 
budget — the president has an in-
frastructure plan and she wants to 
focus on stewardship of public 
funding. The third priority is inno-
vation and technology,” he said.

Van Steenburg offered details 
on the commercial passenger in-
dustry programs on the table at 
FMCSA. The FMCSA regulation 
requiring electronic logging devic-
es on all motorcoaches is still on 
schedule to take effect on Decem-
ber 18, he stressed. (See related 
story on Page 20.) 

As for the controversial bus 
lease/interchange rule, its compli-
ance date was extended last year to 
Jan. 1, 2018, after issuance of the 
final rule created a furor among 
industry leaders. 

They said the regulations 

would place insurmountable ob-
stacles between carriers that need 
to share equipment and drivers to 
handle short-term trip demands.

“We heard you loud and clear,” 
Van Steenburg said, noting that 
UMA President and CEO Victor 
Parra and Vice President Ken Pre-
sley recently visited an FMCSA 
staff meeting. 

“Quite frankly, they gave us an 
earful,” Van Steenburg said.

The rule’s objectives are identi-
fying the motor carrier responsible 
for safety and regulatory compli-
ance, ensuring a lessor surrenders 
control of the vehicle for the full 
term of the lease or exchange and 
ensuring unsafe passenger carriers 
cannot evade FMCSA oversight 

and enforcement by operating 
under the authority of another car-
rier that exercises no actual control 
over those operations.

The administration is consider-
ing ways to accommodate the in-
dustry’s concerns, Van Steenburg 
said. 

“We want to make sure the 
buses are safe. We are on top of it. 
Hopefully we can resolve this 
sooner than later.”

He said a speed limiter man-
date for trucks and buses probably 
is a ways off. 

“That is going to be a little 
while,” Van Steenburg said. “I 
know the new administration 
wants to take a hard look at that 
one. We had 5,000 comments on 

the speed limiter rule. I took a look 
at state speed limits — the vast 
majority of states how have speed 
limits of 70 miles an hour. There 
are eleven states with limits over 
70. I think Texas has 80 or 85 in 
some areas.”

About 900 vehicles and 24 
sites in southeastern states are part 
of an evaluation of wireless road-
side inspections, Van Steenburg 
said.

“We have a pilot program using 
wireless technology to look at op-
erating authority, registration, in-
surance, hours of service. Does the 
driver have a CDL, a medical cer-
tif icate and the right endorse-
ment?” he said.

“For the industry, what is the 

benefit? We are leading toward 
some type of credit the industry 
would get in the ‘beyond compli-
ance’ program we are working on 
if they participate in the wireless 
roadside inspection program.”

The administration is awaiting 
recommendations before proceed-
ing with new methodologies for 
creating carrier Safety Fitness De-
terminations, Van Steenburg said.

According to the notice of pro-
posed rulemaking, this effort is 
“designed to enhance the agency’s 
ability to identify non-compliant 
motor carriers (and) would update 
FMCSA’s safety f itness rating 
methodology by integrating on-
road safety data from inspections, 
along with the results of carrier in-
vestigations and crash reports, to 
determine a motor carrier’s overall 
safety fitness on a monthly basis.”

“We have been asked (by UMA 
and other industry groups) to with-
draw the notice of proposed rule-
making, but I have been saying all 
along we are not going to mount a 
rulemaking until we get the corre-
lation study back from the Nation-
al Academies of Science,” Van 
Steenburg said. 

“We don’t know what is going 
to be in that study. We believe they 
are going to make recommenda-
tions. The law says we have to do a 
corrective action plan.”

FMCSA plans to launch a two-
year pilot program in May to de-
termine how crashes may be 

FMCSA official outlines safety goals, praises industry

State associations must be alert, active in politics

UNITED MOTORCOACH ASSOCIATION

MOTORCOACH EXPO 2017

CONTINUED ON PAGE 26 c

CONTINUED ON PAGE 15 c

Jack Van Steenburg, chief safety officer and assistant administrator of the Federal Motor Carrier Safety Administra-
tion, outlines the agency’s safety priorities during his annual presentation to Motorcoach Expo.
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accomplishment,” Scott said.
“All of our drivers here tonight 

represent an astonishing 150 years 
of combined crash-free driving,” 
he said. “That is an amazing 
accomplishment.”

Drivers earning Master Driver 
certif icates were Rory Birge of 
Happy Trails Charters Inc.; Antho-
ny W. Griff ith of A.W. Griff ith 
Transportation Consulting LLC; 
Dennis Luman of Red Carpet Char-
ters; and Ronny Shade of Krapf’s 
Coaches.

Jack Van Steenburg, chief safe-
ty officer and assistant administra-
tor of the Federal Motor Carrier 
Safety Administration, lauded the 
26 top drivers.

“The work you do truly matters 
in the lives of millions who rely on 
your skills, experience, profession-
alism,” Van Steenburg said. “You’re 
great drivers, but you also show 
respect.”

He thanked the drivers’ fami-
lies for their support and making 
sure drivers are happy, healthy and 
well rested, adding that families 
matter to drivers.

“The ultimate winners are your 
passengers and the public, the mo-
toring public with whom you share 
the road. It means a lot,” Van Steen-
burg said, offering a suggestion to 
the winners. “The mark of a true 
champion is one who makes those 
around you better. I ask each of you 
to mentor your fellow drivers be-

cause when you share your mastery 
of the trade with others, we all ben-
efit and the future benefits.”

All participating drivers were 
required to have a proven history 
of safe driving and many had won 
a championship in a state or re-
gional competition to earn the 
right to compete in St. Louis.

The competition began with a 
written examination testing their 
knowledge of the Federal Motor 
Carrier Safety Regulations. The 
drivers then hit the course to com-
plete a series of maneuvers includ-
ing Diminishing Lane, Backing, 
90-Degree Turn, Offset Alley, Par-
allel Parking, Serpentine, Stop 
Line, and Onboard Evaluation. 
Adding to the challenge was the 
high likelihood they would be 
driving an unfamiliar vehicle. 

“These are some of the best 
drivers in the country that came 
here to compete. They are all cham-
pions,” said Ken Presley, UMA 
vice president of industry relations 
and chief operator officer. 

“Eighty drivers initially regis-
tered to compete, with 26 qualify-
ing,” Presley said. “We are so 
proud of all the drivers and the 
outstanding work they do every 
day transporting 650 million pas-
senger trips a year safely and 
securely.”

Next year’s competition will be 
held during UMA Motorcoach 
Expo in San Antonio, Texas, Jan. 
6-10.

Drivers FROM PAGE 1 Driver Ronny Shade dies after Expo
NORRISTOWN. Pa.  — Ronny 

R. Shade, a motorcoach driver for 
nearly 30 years with Krapf ’s 
Coaches in West Chester, died sud-
denly last month at his residence. 
He was 51. 

Shade died on March 2, only 
two days after taking second place 
in the first annual UMA Interna-
tional Drivers Competition during 
Expo 2017 in St. Louis.

“Ronny was a true asset to 
Krapf ’s Coaches and we were 
privileged to have had him on our 
staff,” said Dale Krapf, board 
chairman of the company. “The 
Krapf organization was truly 
humbled by the amount of condo-
lences we have received from 
other motorcoach carriers upon 
hearing the news, yet another tes-
tament to how he was received 
among his peers.”

Besides driving for Krapf 
Coaches, Shade also operated 
Travel With Us Tours with his fa-
ther, Arlington “Shady” Shade.

In addition to his father, Shade 
is survived by his brother, Barry; 
his wife, Kim, of Skippack, Pa.; 
and his life partner, Darryl Greene.

Edward Bolling of Arrow Stage Lines maneuvers a bus through the 
course during the first annual UMA International Driver Competi-
tion at Expo 2017.

Rory Birge of Happy Trails Charters Inc., one of four drivers in the 
UMA International Driver Competition to earn a Master Driver cer-
tificate, focuses on the road ahead.

Two motorcoaches wind through the course during the first annual UMA International Driver Competi-
tion at Expo 2017 in St. Louis.

Participants in the first annual UMA International Driver Competition pose for a group photo before 
taking the written examination. They later took driving tests.

Ronny Shade

RETURN TO PAGE 1 b
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ST. LOUIS — Village 
Tours & Travel of Wichita, 
Kan., and CIT Signature 
Transportation of Ames, 
Iowa, were recognized as 
representing the best in 
the motorcoach industry 
at the UMA Leadership 
Awards Celebration.

Village Tours won the 
prestigious Vision Award 
for large fleet operators 
with 15 or more coaches 
and CIT Signature Trans-
portation won the Vision 
Award for small fleet op-
erators with fewer than 15 
coaches.

They were among sev-
eral award winners named 
during the annual event, 
held Feb. 28 during UMA 
Motorcoach Expo 2017.

“The Vision award 
recognizes those compa-
nies that establish new 
standards of performance, 
companies that raise the 
bar in all areas — market-
ing, maintenance, opera-
tions and safety,” UMA 
Chairman Dale Krapf said 
before introducing the 
winners.

“In short, these com-
panies give us a target to 
aim for, a higher standard 
to measure ourselves 
against.”

Jeff Arensdorf, presi-
dent of Village Tours LLC, 
and John Grzywacz, owner 
of CIT Signature Trans-

portation, acknowledged staff and family, 
among others, in receiving their awards.

Grzywacz also took the uncommon step 
of thanking his competitors.

“I want to thank my competition — 
Arrow, Windstar, Hawkeye — you guys set a 

standard in the market, a standard that I have 
to uphold,” said Grzywacz, whose wife, 
Kim, accompanied him on stage. “Any ath-
lete will tell you that if you want to become 
the best, compete against the best. I do that 
daily, so thank you.”

Arensdorf, of Village Tours, said he and 
his father, Norman, bought the company in 
2000 and have enjoyed the ride.

“My dad is the one that I want to thank 
the most right now,” Arensdorf said. “He has 
allowed me a lot of freedom to expand and 
grow, professionally and in the industry, but 
he’s also there as my anchor to kind of rein 
me in a little bit and say, ‘Are you sure you 
want to do that?’ Everybody needs somebody 
like that and I appreciate that.”

Other honors at the dinner included the 
UMA Green Highway Award (sponsored by 
MCI), given to Karst Stage of Bozeman, 
Mont., which operates motorcoach tours and 
charters, and school bus and transit services.

Karst co-owner Dan Martin noted that 
he lobbied his local transit system to cut a 
route — even though it cost him a lot of 
money — because the bus wasn’t filling up 
and it wasn’t environmentally responsible. 

“We’re green because we want to preserve 
the mountains, the streams and the beauty that 
surrounds us every day,” Martin said.

In other awards, the 2017 UMA Mainte-
nance Competition grand champion was 
Tim Brown of Huskey Trailways of Festus, 
Mo., who won the award on his birthday and 
was expected to become a grandfather for 
the first time on March 1.

First runner-up was Eric Hale, Holland 
America Princess, Alaska Yukon. Second 
runner-up was Pete Haunold, also of Hol-
land America Princess, Alaska Yukon.

“When the boys from Alaska show up in 
the lower 48 it gets serious,” Kevin Whit-
worth of Whitworth Bus Sales Inc., who 
helped to create UMA’s Maintenance Inter-
change, said in announcing the winners.

Other awards were handed out Feb. 27 at the 
UMA Expo Luncheon.

The Safety Leader of the Year Award 
went to Young Transportation of Ashe-

ville, N.C.
“We’ve made this a part of our daily cul-

ture, not our monthly culture, our yearly cul-
ture; it’s a daily culture,” said Thomas 
Crouch, president of Young Transportation, 
said of safety.

The BUSRide Industry Achievement 
Award from BUSRide Magazine went to 
Mark Richardson, president of LimoLiner 
Inc. of Stoughton, Mass, which offers luxu-
ry bus service between Boston and New 
York City.

“Although we cater to a high-end market, 
we’re like everyone else here, it’s all about 
customer service and safety,” Richardson said.

Metro Magazine’s Motorcoach Operator 
of the Year Award went to the father-son 
team of Tom and Michael Giddens of Pacif-
ic Coachways Charter Services Inc. of Gar-
den Grove, Calif.

“Like all of us, we all strive very hard to 
provide the best service, and without a great 
staff we can’t do it,” Tom Giddens said.

ST. LOUIS   — A key to mar-
keting at the world’s largest brewer 
is understanding its “brand es-
sence,” the functional and emo-
tional benefits provided to con-
sumers, said Tom Kraus, group 
director of heritage marketing for 
Anheuser-Busch InBev.

He welcomed the United Mo-
torcoach Association to the brew-
ery’s hometown by suggesting that 
the industry’s brand essence should 
be “fun.”

“Understand who you are, 
what your difference is versus your 
competition. Every time I have 
been on a motorcoach it was to go 
someplace that was fun,” he said in 

an address to the opening break-
fast at Motorcoach Expo 2017.

Kraus shared insights from 
beer marketing that could apply to 
the bus and motorcoach industry. 
First, he said, is realizing how 
many different products compete 
for the consumer’s time and money.

“From the standpoint of discre-
tionary income, people don’t need 
to use your services,” he said.

“People don’t need to pick up 
our beer. The competition is fierce 
for every dollar. In our world the 
competition is off the charts — 
water, soda, vodka, shots. It is im-
portant for us to continue to evolve 
and look for different ways we can 

capture his dollar.”
A common theme at Anheuser-

Busch InBev is “dreaming big,” he 
said. “Don’t be afraid to reach for 
the stars. It is the only way to in-
sure that you keep your market 
share and evolve your company. 
Set a big audacious goal.”

Then, he said, “Encourage your 
employees, inspire them to dream 
big and over-achieve their targets. 
Too many times companies set 
very attainable targets. Don’t be 
afraid to push your employees to 
reach for something more.”

When goals are realized, Kraus 
said, “Don’t be afraid to celebrate 
those wins. Too many times we 

achieve goals and then move on to 
the next thing.

“We owe it to our company and 
our employees to celebrate and set 
the next dream.”

Kraus emphasized the brew-
ery’s adoption of social media in 
marketing. 

“If we are not on social media 
we are not going to bring in the 
next generation of beer drinkers. In 
20 years we will be looking back 
and saying, ‘Man, we missed the 
boat.’

“Never be satisfied with your 
results. As soon as you are compla-
cent, the game is going to change. 
What you are doing today is not 

going to be acceptable 12 months 
from now. Develop an innovation 
pipeline — that is new products, 
new ways of doing service,” Kraus 
said.

“Make sure you are leaders.”

Industry standouts recognized at Motorcoach Expo

Dream big, Budweiser marketing guru tells operators

Matthew Daecher of Daecher Consulting Group, left, presented the Safety Leader of the Year Award 
to Ray Shulman, Ralph Young and Thomas Crouch of Young Transportation in Asheville, N.C.

Father-son team Tom and Michael Giddens of Pacific Coachways Charter Services Inc. in Garden 
Grove, Calif., won Metro Magazine’s Motorcoach Operator of the Year Award.

Jeff Arensdorf

Jon Grzywacz

Dan Martin

Tim Brown

Mark Richardson

Tom Kraus
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of exhibitors at Expo 2017 backed 
up the positive numbers.

“This is the most important 
(show) for us because all our cus-
tomers are here,” said Ismail Ar-
slan, vice president of business 
 development for De Leo Transpor-
tation Fabrics in High Point, N.C.

“Our customers are seat manu-
facturers,” Arslan said. “They’re 
doing good. If they do good, we do 
good. I’m talking with my custom-
ers and everybody’s happy, so 
we’re happy, too. It’s more than 
order writing, this is just a PR kind 
of show for us. Face time, net-
working, building relationships.”

Gene Willingham, CEO of mo-
torcoach interior specialist Will-
ingham Inc. in Maple Valley, 
Wash., said he has attended nu-
merous industry shows.

“This has probably been one of 
the most successful shows we’ve 
been to,” Willingham said. “We’re 
selling more stuff than we’ve got 
in stock, just about. We’re having a 
very successful show. We’re get-
ting a lot of traffic, writing orders. 
Yes, (we’re) busy.”

Another indication that Expo 
was successful, and that the motor-
coach industry is improving from 
its recessionary doldrums, was the 
number of financial companies in 
attendance.

Peter King, vice president, spe-
cialty markets division-motor-
coach, for TCF Equipment Finance 
in Minnetonka, Minn., noticed the 
competition in attendance.

“There seems to be a lot of 
equipment being sold in the mar-
ket and there’s a lot of liquidity in 
the f inancial markets as well,” 
King said. “A lot of banks have a 
lot of money to lend and you’re 
seeing a lot of banks at this show. I 
think there are 11 or so signed up 
for the show, which is more than I 
recall seeing before. So there’s a 
lot of competition for that business 
as well, so there’s a lot of…choices 
for the operators.”

LaMotte McCall, manager of 
Priority Start, which sells a battery 
protection system, said that as a 
first-time Expo attendee he was im-
pressed by the foot traffic and the 
diversity of potential customers.

“We have met with people not 
only from motorcoaches but also 
the smaller shuttle buses and 
school buses,” McCall said.

While some exhibitors said the 
floor traff ic didn’t necessarily 
translate into strong sales, they 
consider Expo worth attending be-
cause of the opportunities to meet 
with customers and lay the ground-
work for future business.

“We were excited to have lots 
of people in our booth mingling 

around and it’s always good to see 
industry friends, of course,” said 
Michaela Grundman, director of 
marketing for CH Bus Sales in 
Faribault, Minn., the exclusive dis-
tributor of Temsa motorcoaches in 
the U.S. and Canada.

“Compared to past years, 
there’s not as many written orders, 
but there are a couple customers in 

here that come and we’ll sign or-
ders for the show, so that’s excit-
ing,” Grundman said. “We defi-
nitely walk away with a lot more 
solid leads.”

Doug Dunn, CEO of Alliance 
Bus Group in College Park, Ga., 
also said the networking opportu-
nities were one of the best parts of 
Expo.

“It’s a great place to come do 
that. People come looking for you 
here. I’ll see people maybe a cou-
ple times a year and this is always 
the main one.”

For Harun Edermir and his 
wife, Gamze Erdemir Severoglu, 
who run family-owned vehicle 
glass supplier Interglass Oto Cam-
lari in Turkey, Expo was a chance 

to learn about the American mo-
torcoach market.

“This is our first time in the 
United States — we are so proud to 
be here,” Severoglu said. “This is a 
very friendly environment. Every-
thing is positive. We are just trying 
to understand what our strategies 
should be to enter the U.S. market.”
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Contact your local representative for details.

Summer Sale

www.power-mfg.com
877-500-6999

Smooth Panels $100.00
Gravel Guarded Panels $110.00

Take advantage of 
these special prices.

SALE March 1st thru April 30th

10% off VanHool Rub Rails

Take advantage of 
these special prices.

Retiring Vic Parra receives touching send-off at Expo
ST. LOUIS — Kind and congratulatory 

words flowed profusely for UMA President 
and CEO Vic Parra in St. Louis during his 
last Expo, including a touching video tribute 
from members and a poetic toast at the an-
nual Leadership Awards Celebration.

Parra, clearly touched by the sentiments 
expressed for his 19 years at the job from 
which he retired March 31, reflected on his 
Catholic faith in his thank-you speech at the 
close of the event.

“As a Catholic, I believe that no matter 
what happens to the body, the soul lives on 
forever, and UMA has a soul and that soul is 
made up of everyone in this room and every-
one out there who is part of this organiza-
tion,” Parra said.

“So as long as you remain involved, as 
long as you stay engaged, this organization’s 
(going to) do fine because you are UMA. 
It’s not about Vic Parra, it’s not about the 
staff, it’s not even about our board. It’s about 
all of you.

“And so it’s been an amazing ride, it 
truly has been an amazing ride. I really 
thank you for the privilege and for the honor 
to represent you, to protect you and to fight 
for you. Thank you and God bless.”

Earlier in the evening, flanked on stage 
by numerous past UMA board chairmen, 
Parra shared thoughts on stepping into 
UMA in 1998 knowing virtually nothing 
about the bus industry.

He remembered asking people what he 
needed to know and remembers hearing, 
“This is a relationship-driven industry. It’s 
all about relationships.”

Parra said he didn’t fully appreciate that 
until his second week on the job, when then-
Chairman Calvin Cooper told Parra he 
needed to visit a bus company and invited 
him to his American Coach Lines operation 

in Georgia, outside Atlanta. 
When Parra asked for a hotel recom-

mendation, he remembers Cooper saying 
something along the lines of, “Nonsense.”

Cooper told Parra he would pick him at 
the airport, have him stay at his house, meet 
his family, see his ranch, then visit his com-
pany and others.

“That floored me,” Parra said. “It brought 

home that definition of relationships.” 
He referenced words from mentor Clar-

ence Arata, late executive director of the 
then-Washington, D.C., Convention and 
Visitors Association, when Parra was hired 
in the early 1980s as executive director of 
the National Timesharing Council.

“He said, ‘Now that you’re taking over 
an association, you will have been success-
ful if you become the easiest person to re-
place.’ We can argue whether we’ve been 
successful, but I guarantee you that replac-
ing me is not going to be a challenge.” 

The UMA board and others presented 
Parra with thank-you gifts, including a fold-
ed and framed American flag flown over the 
White House on Martin Luther King Day 
this year.

UMA Chairman Dale Krapf told Parra, 
“It takes a very particular personality and a 
special person to run an association of 900-
plus members, members that are all incred-
ible people that have a wide variety of per-
sonalities — no easy task. Well done, my 
friend.”

Bill Gentry of Gentry Trailways offered 
a concluding toast and poem, finishing by 
telling Parra a movie line Gentry remem-
bered: “Good form, good form.”

With that, the ballroom emptied and 
people headed to an annual post-dinner 
event renamed, in perpetuity, “Vic Parra Ci-
gars and Cordials.”

Bill Gentry of Gentry Trailways, right, offers a toast and poem to retiring UMA President and 
CEO Victor Parra, left, as UMA Chairman Dale Krapf and former Chairman Brian Annett look 
on.
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classified.
“We are looking at impaired 

driving, wrong-way driving, strik-
ing a commercial motor vehicle in 
the rear, striking a CMV while it is 
legally stopped, animal collisions 
and infrastructure,” Van Steenburg 
said. “The decisions would be 
identifying the crash as prevent-
able, non-preventable or undecid-
ed, then we will address it on the 
Safety Measurement System 
website.

“Right now all crashes are in 
there. We are still going to capture 
all crashes, but then we are going 
to put in whether this crash was 
deemed non-preventable  by 
FMCSA.  We feel like this is the 
right thing to do. I think it is long 
overdue.”

FMCSA is working on another 
mandate to create methodology for 
adding a “Beyond Compliance” 
category to the safety ratings of 
carriers that exceed regulatory 
requirements.

“This one is huge,” Van Steen-
burg said. “The plan is to create an 
eighth BASIC in the Safety Mea-
surement System. We are looking 
for proven technology that can 
show safety results and show that 
you go beyond the norms. There 
has to be some way to manage it 
and validate it.

“We are going to contract out 
with somebody to manage the pro-
gram. We have to have a plan to 
take back to Congress. It’s gonna 
be a little while.”

Congress also has required 
FMCSA to take a closer look at the 
safety ratings of curbside carriers, 
he said. 

“We did an advanced notice of 
proposed rulemaking. The hardest 
thing is, how do we define those 
carriers? We came up with a defi-
nition that uses 25 percent of op-
erations are curbside, city to city, 
and drop-off at a non-traditional 
place like a sidewalk or storefront. 
We are still working on that one. It 
is not imminent that we are going 
to be doing that one.”

The administration is making 
progress on its mandate to conduct 
compliance reviews on motor-
coach carriers every three years, 
Van Steenburg said. 

“In 2016 we did about 1,100 
compliance reviews. We did about 
800 and the states did about 300. 
There are around 2,900 motorcoach 
companies. If we keep doing 1,000 
a year we should be in line to meet 
that every-three-year mandate.”

New entrants
New entrants are another prior-

ity, Van Steenburg said. 
“We have to screen new motor-

coach carriers within 120 days. We 
are about 98-percent timely. There 
are always reasons why we can’t 
get to some of them in the 120 
days.”

Regulators are beginning to 
consider the future of automated 
commercial vehicles. Van Steen-
burg said he has not heard of any 
plans for self-driving commercial 
passenger vehicles but continuing 

driver shortages could create inter-
est in the technology. 

“Our regulations were made 
with the assumption that there is a 
driver in the seat behind the 
wheel,” he said. “We are coming 
out with a Federal Register notice 
to ask for comments on automated 
vehicles and what the driving part 
of that would be.”

Van Steenburg said he is proud 

of the motorcoach industry’s re-
cent safety record.

“We have been doing great. I 
say ‘we’ because I feel like I am 
part of your record,” he said, but 
cautioned, “One crash can really 
put more scrutiny on us as an in-
dustry and as regulators. Manag-
ing risk is what we have to do 
every single day.”

Finally, he wanted to clear up 

perceptions about inspector’s hav-
ing quotas for writing violations. 

“People think that if we send 
an investigator, they have to find 
something wrong. They don’t have 
to find a violation, I am telling 
you. I don’t want violations writ-
ten to write violations. They don’t 
get any more money for writing 
violations.”

Joe Sco
President and 
Chief Execu ve O cer
Easton Coach
Easton, PA
Lancer customer since 2005

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

“I’ve never dealt with a better claims 
 team – top to bottom – than Lancer’s.”

“Ninety-nine percent of our company’s 
claims come out of our pocket due to 
our high deductible, so nothing is 
more important than minimizing the 
level of our losses. Lancer knows that, 
and fights hard to get all our claims 
settled effectively and efficiently.
When there’s an accident, Lancer gets 
to injured parties and their families 
quickly, in an effort to mitigate a 
problem from the outset.

Every Lancer representative I have 
dealt with has had a really good 
understanding of the situation at
hand and the nuances of our business. 
They also have what I think of as the 
Lancer style – get right on it, get the 
facts and try to get it settled for as 
little as possible.”

If you want fair, proactive
claims-handling 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, x3264 or email  
bus@lancerinsurance.com.
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Right, Brian Gens and Chuck Meyer of Rochester City Lines in 
Bloomington, Minn., have some fun with one of the cardboard cut-
outs of retiring UMA President and CEO Victor Parra, which were 
scattered around the exhibit hall floor during Expo 2017.

Below, top photo, James Brown Sr. of Magic Carpet Tours Bus Ser-
vice Inc. in Richmond, Va., who was a member of the UMA board of 
directors for several years before stepping down this year, is recog-
nized by board chairman Dale Krapf for his service. Brown was re-
placed by Larry Williams of L.W. Transportation in Chantilly, Va.

Below, middle photo, Cassia Holter, whose family runs Rochester 
City Lines, picks a winning raffle ticket for Steve Valley of BusRates.
com.

Below, bottom photo, Instead of walking down a boring flight of 
stairs, people attending the Expo Icebreaker at City Museum could 
opt to take a faster way to the bottom.

Meet me in St. Louis

Three ladies attempt to live up to the slogan on their sign as they enjoy one of the many social events 
during UMA Motorcoach Expo 2017 in St. Louis.

It might have taken place in St. Louis, but some aspects of UMA Motorcoach Expo 2017 had a bit of a 
Vegas flavor, as Debra and Daryl Johnson of J&J Charters in Crosby, Texas, discovered.
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Jeff Backer of ABC Companies 
in Costa Mesa, Calif., makes 
friends with a Clydesdale 
during the Expo Sneak 
Preview After Party at 
Anheuser-Busch in St. Louis.

Participants in the Maintenance Exchange at UMA Expo 2017 pose for their traditional class photo.

The partying continued late into the night during the third annual 
“Glow Motorcoach” party at the Speakeasy in St. Louis to raise 
funds for Go Motorcoach.

It wasn’t all fun and games at UMA Expo 2017 as plenty of busi-
ness also was conducted during the annual event. Mark Lein of 
CHTC, right, discusses the company’s motorcoaches with Jim Bean.

Gail Allen and Chris Knight dance to the music during the annual 
Cigars & Cordials event following the UMA Leadership Awards 
celebration.

From left, Chunli Zhao, Calvin Wen and Ken Lee of CHTC USA en-
joy some liquid refreshments during the Expo Sneak Preview After 
Party at Anheuser-Busch in St. Louis.

From left, John Kelly, Channing Thielen, Joe Thielen, Aram Nikitas, Elaine Malecha and Rick Thielen 
enjoy the UMA Welcome Reception the night before Expo 2017 opened.
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ST. LOUIS — Ramming large 
crowds of people with motor ve-
hicles is the latest trend in global 
terrorism — which brought the 
U.S. Transportation Security Ad-
ministration to Motorcoach Expo 
2017.

“We have a trend or pattern in 
threats using vehicles to run over 
people and kill them. Both Al 
Qaeda and ISIL (terrorist groups) 
have magazines that they publish 
online,” said David Cooper, high-
way industry engagement manager 
in the TSA Office of Security Pol-
icy and Industry Engagement.

“They have been talking lately 
about promoting using vehicles to 
attack people.”

Cooper is TSA’s representative 
to the motorcoach industry for in-
formation and training in counter 
terrorism. 

Vehicle ramming
“I am finalizing a guidance on 

vehicle ramming and what you can 
do to prevent it,” he said in a pre-
sentation to the annual Expo State 
Association Summit.

The goal of terrorists, he said, 
“is to get publicity from killing 

people. Two of the things you have 
are vehicles and going to large 
gatherings.”

Risk is small
While the chances of a motor-

coach being used in a terrorist at-
tack may be small, he said, “If it 
happens to one motorcoach com-
pany it is going to impact the en-
tire industry.

If one motorcoach company 
decides not to do anything for se-
curity and it happens to them, it 
will happen to everybody.

“We can’t say where it is going 
to be — it is not just the New York 
Cities that get attacked, it is all 
over the country.

“It is better to be prepared and 
prevent it than not be prepared and 
have to react.”

TSA offers a variety of training 
materials and security assessments 
to the motorcoach industry. 

“We have resources around the 
country that you may not be aware 
of. Motorcoach is probably the 
most proactive group I have.

“We do a lot of security exer-
cises around the country every 
year. Our field intelligence offi-

cers can come in and give you an 
unclassified intelligence briefing. 
You can have TSA come in to sit 
down and do an assessment of 
your company’s security.

“We will report back with rec-
ommendations you can use.

“We also have an assessment 
tool you can use yourself,” Cooper 
said.

TSA offers training and infor-
mation on handling bomb threats, 
improvised explosive devices and 
“active shooter” incidents, he said. 
Some materials are printed as 
pocket guides that can be given to 
employees.

“In this country we are talking 
potentially about inside threat is-
sues, employees who might start 
looking to workplace violence and 
employees who could potentially 

radicalize.
“There are indicators you can 

use to determine if either of those 
might  be occur r ing in your 
company.”

Cooper also warned operators 
to take preventive measures 
against cyber-security threats.

“If you are not doing some-
thing on cyber security you are 
very vulnerable to being attacked 
or hacked. It is going on on a daily 
basis.

“Hackers are trying to get into 
companies in every sector — en-
ergy, transportation, banking, 
healthcare. Obviously they are al-
ways trying to get into it for 
money,” he said.

Preventive measures can be as 
simple as changing passwords on a 
regular basis and isolating access 
to segments of your computer net-
work, he said.

“We have a couple of sources 
within the federal government you 
can report to if you think you are 
being attacked or hacked,” Cooper 
said.

“We have a call center for cy-
ber-security issues within the De-
partment of Homeland Security 

and the Federal Bureau of Investi-
gation. There are different ways 
they can help you depending on 
the size of the attack.”

Lone wolves
Terrorist threats continually 

evolve, he said.
“Number one is the unknown. 

There is the lone wolf, the home-
grown violent extremist who wants 
to carry out some kind of attack. 
We don’t know what the next type 
of attack might be. It could be 
something different than we have 
seen before,” he said.

Be prepared
“We are always trying to keep 

up or stay ahead of it. It is about 
being prepared and implementing 
all the security programs you can 
to protect yourself. It is all about 
having folks at the top make secu-
rity a part of your company’s 
culture.”

TSA’s guidance and training 
materials are available by contact-
ing highwaysecurity@dhs.gov. 
The training program for its First 
Observer Plus program is available 
at www.tsa.gov/firstobserver.

TSA offers operators training in counter terrorism
‘ If you are not doing 
something on cyber 
security you are very 
vulnerable to being 
attacked or hacked.’
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W I L K E S -
BARRE, Pa. — 
Frank M. Henry, 
chairman emeri-
tus of the Martz 
Group, one of 
the nation’s old-
est motorcoach 
companies, and a 
founding mem-
ber of the Trailways system, will be 
presented the 2017 Wilkes Univer-
sity President’s Medal in June. 

Henry, who was president of 
Martz Group for more than 30 
years, ending in 1996, is being 
honored for his “extraordinary 
commitment and service to Wilkes 
University.”  

Martz is a 110-year-old motor-
coach operator, based in Wilkes-
Barre, of which Henry was the 
third-generation family member to 
head. Wilkes University has fewer 
than 2,500 undergraduates, study-
ing professional and liberal arts 
programs in six different schools.  

The award will be presented 
June 3 at the university’s premier 
annual event, the Founders Gala.

 
CANTON, Mass. — Derek 

Hydon is the new chairman of the 
board of Tourism Cares, the phil-
anthropic community of the travel 
industry.

“I am humbled to lead our tal-
ented board of directors,” Hydon 
said. “Tourism Cares has such an 
important role to play uniting us 
all to protect the heart of travel.”

Hydon served as the vice chair 
of Tourism Cares from 2013 to 
2016 and has been actively in-
volved with the organization since 
2003. He is the president of Ma-
Cher, a certified B Corporation, 
based in Los Angeles.

Other newly elected officers of 
Tourism Cares are:

Vice Chairs: Greg Takehara, 
senior vice president of business 
development and industry rela-
tions at Trip Mate, and Carolyn 
Cauceglia, vice president of strate-
gic sales and account management 
at Amadeus

Secretary: Martha Troncoza, 
vice president of air operations for 
Viking Cruises

Treasurer:  Jessica Patel , 
consultant.

Tourism Cares thanks outgoing 
Chairman Brad Finkle for his lead-
ership and continued support of 
the organization. Finkle is the 
president of Trip Mate and has 
served on the board for nine years, 
remaining as immediate past 
chairman.

S A I N T E -
CLAIRE, Que-
bec — Jean Du-
pont  has been 
appointed direc-
tor of pre-owned 
coach sales at 
Prevost.

Dupont has 
worked in the bus industry for over 
25 years, most notably as the third-
generation owner and general man-
ager of one of the oldest service 
centers for motorcoaches and mo-
torcoach operators in the province 

of Quebec, autobus Dupont,  
founded in 1936. 

In 1997, Dupont founded a 
company called Dupont Indus-
tries, known also as Dupon- 
trolley.

The company built trolley rep-
lica buses that were primarily sold 
to American municipalities (63 
trolleys in 13 different states) and 
also completed major refurbish-
ment of transit buses for munici-
palities across Canada.

His vast experience and strong 
focus on sales and business devel-

opment across North America will 
be an asset as Prevost seeks to fur-
ther develop its pre-owned busi-
ness division. In his new role, Du-
pont will lead a team of dedicated 
regional sales managers with a 
keen understanding of the specific 
needs of their customers.

DES PLAINES, Ill. — Patrick 
Laffan has joined Motor Coach 
Industries as vice president new 
coach sales for the Northeast re-
gion of the U.S.

Laffan is succeeding Darril 

King, who will retire from MCI on 
May 1 after a 52-year career in the 
industry.

Laffan will continue to build 
MCI’s strong presence in New 
York State and New England, rep-
resenting the best-selling MCI 
J4500 and D-Series along with 
Daimler-built Setra models.  

He will also work in tandem 
with MCI’s Technical Solutions 
Manager, providing MCI training 
opportunities and service exper-
tise to private sector operators in 
the region.

BY

People

Jean Dupont

Frank M. Henry

http://www.radioeng.com
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Like it or not, ELDs will be a fact of life this year
ST. LOUIS — Despite uncer-

tainties about f inal rules and 
equipment availability, the compli-
ance date for the federal electronic 
logging device mandate is carved 
in the pavement — Dec. 18, 2017.

“Are we going to delay ELDs? 
The answer is no,” Jack Van Steen-
burg, chief safety officer and as-
sistant administrator of the Federal 
Motor Carrier Safety Administra-
tion, said during his appearance at 
the State Association Summit at 
UMA Motorcoach Expo 2017. 

“We have no intention to extend 
the deadline. If there is not enough 
capacity to outfit the industry we 
may alter the decision,” he said.

“Right now, it’s December 
when the f irst wave of carriers 
have to have ELDs. Those carriers 
who have been using automatic 
onboard recording devices will be 
grandfathered in for two years,” 
Van Steenburg said.

Operators should not count on 
pending legal challenges from the 
trucking industry to overturn the 
logging device mandate, said John 
Gaither, regional sales manager 
for GPS Insight, an electronics 
vendor in High Point, N.C.

“It is a good idea not to wait. 
We do not believe it is going to be 
successfully challenged in the 
courts,” he said. “If you have noth-
ing on your fleet and you are 
pulled over for roadside inspection 
in late December, what is likely to 
happen is you will get a citation 
and your driver is going to be put 
out of service.”

FMCSA was planning an April 
listening session with the ELD 
vendors “to resolve any of their 
questions, mainly on certif ica-
tions,” Van Steenburg said. 

He acknowledged that the 27 
vendors currently on the adminis-
tration’s website list do not include 
many of the industry’s providers.

The self-certification process 
for ELD vendors prompted a num-
ber of questions from operators 
concerned about the possible con-
sequences of buying devices that 
don’t meet federal standards.

“I worry about putting my op-
erating authority in jeopardy,” Van 
Steenburg was told by Gladys Gil-
lis,  CEO of Starline Luxury 
Coaches in Seattle.

“Logbooks are already one of 
the top violation categories. If I 

choose the wrong company be-
cause it is on the list but it can’t 
deliver because of some technical 
issue, I worry about that devastat-
ing my company. I could go back 
to paper logs but then I wouldn’t 
be compliant,” she said.

“Do you see that down the road 
for some of us, or do you believe 
we will come up with a way to 
work together to get through it?” 
Gillis asked.

Another commenter in the au-
dience noted that the current grace 
period for replacing a broken de-
vice on a motorcoach would not be 
sufficient if an entire vendor prod-
uct line failed. 

Self-certification
Industry representatives ex-

pressed concerns that the govern-
ment is not testing ELDs coming 
on the market.

“We are not verifying the tech-
nical specifications,” Van Steen-
burg acknowldeged. “Testing is 
beyond our capacity. That is the 
carriers’ responsibility. It is a busi-
ness decision you are going to 
have to make.”

 Loretta G. Bitner, chief of the 
commercial passenger carrier safe-
ty division of FMCSA, elaborated 
on Van Steenburg’s explanation. 

“We adopted the NHTSA (Na-
tional Highway Traffic Safety Ad-
ministration) model for manufac-
turers certifying they will meet the 
regulations because we don’t have 
the ability to do all the testing that 
would be required. When vendors 
sign up on that registry they are 
certifying that they meet that 
requirement.”

Van Steenburg was asked if 
ELD suppliers risked sanctions for 
selling unworkable devices. 

“We don’t regulate them. There 
is no penalty. It is just bad busi-
ness. They are not going to do 
much business if they are yanked 
off the list,” he said.

Bittner said FMCSA already 
has removed one from the list, 
adding that the agency plans to 

make some accommodations for 
carriers that buy a vendor package 
that fails. 

“If we find a company is not 
compliant there will be some way 
to get through that,” she said.

A number of vendors are wait-
ing for regulations to be firmed up 
before formally listing themselves 
on the FMCSA website as certified.

“A lot of the biggest players are 
not on there yet but they are going 
to be on there,” Van Steenburg 
said.

Gaither, who led an Expo edu-
cation session on ELD selection 
and usage, said his company is not 
on the site. 

“Most of the vendors at this 
show are not on the site,” he said. 

Waiting for change
Matt Dickey, regional account 

manager for Zonar Systems, an 
Expo exhibitor, said the company 
was waiting until the very end to 
make sure its software is written to 
meet the law. 

“We know there are going to be 
changes,” Dickey said. “There 
isn’t any benefit right now to being 
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self-certified. That is why we are 
sitting by the side along with the 
other larger players.”

Meeting demand
Will vendors be able to handle 

demand for thousands of electron-
ic logging devices by the end of 
the year?

“That is a great question,” said 
Steve Katz, director of business 
development for ISE Fleet Servic-
es of Coralville, Iowa, an Expo ex-
hibitor. “We are working very hard 
to accommodate that. We are rec-
ognizing that demand is going to 
be huge and we are doing every-
thing we can and investing in 
inventory.

“Some of us have the good for-
tune of providing this type of ser-
vice for a number of years so we 
have a strong relationship with the 
vendors of hardware. In some 
cases it is self-built.”

Because so many vendors will 
self-certify themselves for electron-
ic logging device business, opera-
tors must do plenty of research be-
fore committing their business and 
operating authority to one of them.

“It is not difficult to put your-
self on that website,” Gaither said 

during his education session. 
“FMCSA will only intervene be-
ginning sometime next year and 
only then if a vendor’s system is 
reported to them, probably by a 
compliance officer who doesn’t 
think the outfit is legal.

“There are a number of repu-
table suppliers. Look for a vendor 
that has an established track record 
and has passenger carrier experi-
ence. First and foremost, look for a 
vendor you think you can trust. 
Ask yourself if the vendor will sur-
vive beyond this initial period of 
high demand.”

Operators are advised to get a 
written promise from vendors on 
how they would compensate cus-
tomers who might be caught out of 
compliance by failure to deliver 
products that function — or deliv-
er the units at all.

“You should be asking people 
about their customer support,” said 
Bitner of FMCSA. “Something in 
your contract should state how 
they are going to stand behind that 
contract.”

Installation and training are 
other important differentiating 
factors, Gaither said.

“Is it easy for driver to use? 
Does the operating system have 
wide suppor t  and access to 

updates?
“Look for commercial-grade 

hardware as opposed to consumer 
electronics. Ask if the hardware is 
warranted and supported directly 
by the supplier,” he continued. 
“How does their system handle in-
terruptions in remote areas?”

Who you gonna call?
There are a number of ways in 

which ELD vendors can price 
hardware and services, Gaither 
said. 

“Will you be paying the sup-
plier for everything or will you 
also be paying someone for the 
data plan? When you have a prob-
lem, who do you call?”

System pricing will depend 
greatly on the range of services 
purchased with the ELD system. 

“Some systems that are a lot 
less expensive have very limited 
capabilities,” Gaither said. “Are 
you after a fleet management sys-
tem that incorporates a lot of capa-
bilities and benefits or just an elec-
tronic logging device?”

The ability to electronically 
prompt and record a daily vehicle 
inspection report is an important 
feature to consider, Gaither said. 

“An electronic DVIR will 
prompt the driver when he signs in 

to do a pre-trip inspection and docu-
ment that the vehicle is certified 
safe to operate. When the driver 
signs out the system will prompt the 
driver to do a post-trip inspection 
and document any defects he finds.”

Some systems take DVIR a 
step further, he said. 

“Look for DVIR software that 
will allow you to customize so you 
can tailor the checklist to your fleet 
and include things like your public 
address system and DVD player. 
Another thing is giving the driver 
the capability to certify that a repair 
has taken place during a trip.”

The costs of equipping a fleet 
and back office with ELD service 
“is all over the map,” said Katz, of 
ISE Fleet Services.

“It can range from no up-front 
cost with a monthly cost that in-
cludes the hardware, subscription 
and cellular time to an upfront cost 
that can range from a few hundred 
dollars to well over a thousand dol-
lars per coach for hardware, then a 
monthly cost for service,” he said.

If equipment is purchased up 
front, monthly service costs could 
range as high as $60 per month, 
Katz said.

Fleets with histories of on-
board automation usage have real-
ized that benefits exceed the costs 

of the systems, Gaither said. 
“The device can keep the driv-

er informed about his available 
driving hours all day long. If driv-
ers do drive themselves into a situ-
ation, the situation will tell them.

Accurate tracking
“Drivers will have a tendency to 

gain available drive time because 
their tracking is much more accu-
rate. Because they are rounding off 
duty status changes to the nearest 
minute, they will typically gain up 
to two or three hours in a 60- or 70-
hour week,” he said.

“If your drivers are taking un-
necessary routes, you may f ind 
that you can do the same work 
with 1 or 2 percent fewer miles 
traveled. You would be astounded 
at the number of dollars that flow 
to your bottom line by reducing 
unnecessary miles.”

Electronic records also can re-
duce administrative costs, Gaither 
said. 

“The folks in your office who 
were devoted to logbook auditing 
and fuel tax reporting can do 
things to help you raise revenue. 
You have the ability to measure 
miles traveled by state. Some sys-
tems have links to fuel cards.”
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ST. LOUIS — The best motor-
coach customers are aging out of 
the market while most potential 
consumers do not know how bus 
transportation could meet their 
needs.

At the same time, the motor-
coach industry spends less money 

on marketing than almost any 
other type of business.

“Some charter operations I 
work with say their average pas-
senger is over 70. That means our 
industry is not replacing our exist-
ing customer base,” said Christian 
Riddell, executive director of the 

Motorcoach Marketing Council.
“We spend a lot of time fight-

ing over an existing pool of cus-
tomers. The reality is, in America 
nine out of 10 people will not be 
on a motorcoach this year. Those 
nine people are our potential cus-
tomers. Unless we find ways to in-

teract with them, to teach them 
that they need to be our consum-
ers, they won’t be buying our prod-
uct and our industry will be shrink-
ing,” he said.

“If you are operating a com-
pany, it is very difficult to carve 
out the time. Operations will al-

ways win over marketing. You 
need to make the time to make it 
happen. If you don’t have the time, 
hire somebody to make it happen,” 
Riddell said during one of several 
marketing seminars at UMA Mo-
torcoach Expo 2017.

Jeff Rogers, president of First 
Class Tours in Houston, Texas, 
agreed that distraction was one of 
the leading causes of marketing 
procrastination.

“One of the greatest hindranc-
es to our marketing program is me. 
The single most important thing 
for me to do in marketing is to do 
it,” he said.

Michelle Petelicki, president 
of Panorama Tours in Clifton, N.J., 
said operators need to look in the 
mirror. 

“Change yourself and your 
perceptions,” she said. “Look at it 
not as an obstacle but as an oppor-
tunity. Make lists. Set goals. Look 
at what is holding you back.”

Riddell said the motorcoach 
industry spends a ridiculous 
amount of its net revenues on 
marketing.

“UMA people have told me an-
ecdotally they believe the average 
is around 2 percent. Any healthy 
company would tell you that is not 
enough.”

In many industries, he said, 
marketing budgets account for 10 
to 20 percent of revenue. 

“It is expensive. To do market-
ing well requires thought, effort 
and consistency. Those require one 
thing we are remarkably short of in 
this industry — time.”

A number of important mar-
keting basics, however, are not ex-
pensive. They simply require ef-
fort and attention to detail.

For starters, Petelicki said, 
present yourself as a professional, 
credible and safe operator. 

“Your vehicles do not have to 
be brand new. What they do need 
to be is clean, damage-free and 
smell good. If your customer gets 
on a coach and sees torn seats and 
it smells bad, they can only imag-
ine what your shop is doing about 
safety. They will think you don’t 
care.”

Gladys Gillis, president of 
Starline Luxury Coaches in Seat-
tle, said there is a direct correla-
tion between bus cleanliness and 
customer perception of safety.

Petelicki and Gillis led the 
marketing session on  “Transform-
ing Your Business.”

Remember that drivers are 
your first line of marketing, Pe-
telicki stressed. 

“They are doing a tough and 

Marketing your services can be simple and affordable
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difficult job. We want to praise 
them up, we want them to feel 
good so when they go out there 
they will represent us well. Also 
make them look good. Uniforms 
are not expensive. When my guys 
put that uniform on, they feel 
pride. When your customer sees 
that, that is a marketing piece.”

Gillis recommended that sales 
employees be provided a tool kit 
that includes the benefits of char-
tering your carrier rather than low-
er-cost competitors. 

“The weakest position in sales 
is talking price. Stress the features 
of your company, especially your 
safety rating. The attention needs 
to be on value, not just price.”

Many basic communication 
tools are simple and affordable, 
Petelicki said, listing press releas-
es, customer emails, social media 
and professional networking. 

“Get involved and go to events. 
You never know when you are 
going to meet somebody who 
needs a bus.”

Scott Riccio, president of 
Northeast Trailways in Lewiston, 
Maine, said operators want people 
to think of them as the transporta-
tion company in the area.

“We participate in business-af-
ter-hours and trade shows. We try 
to build relationships with people 
who are related to events — cater-
ers and wedding planners.”

Riccio and Rogers led the mar-
keting session “Expanding into 
New Markets.”

Transportation businesses may 
undertake non-traditional market-
ing opportunities, Riccio said. 

“There are plenty of ways to 
f ill needs for transportation, 
whether it is a community event, a 
police program or a youth activity. 
Provide a school bus to a group of 
needy kids who might not get out 
of the city. I can steal the shop 
foreman, the safety director or my-
self to drive a vehicle that would 
be sitting in the yard,” he said.

“It is a short trip, just a few 
hours. You do it when you are not 
turning down revenue. The cost to 
me is not really much. The safety 
director was on the road for two 
hours and we burned four gallons 
of fuel. We are recognized as a 
company that does good things and 
gives back to our community. Make 
sure you promote it on your website 
and social media,” Ricco said.

Customer follow-ups are an in-
valuable source of intelligence, 
Rogers said. 

“Nine times out of 10 we get 

positive feedback. When there is a 
bad response, the customer feels 
like they have a connection to re-
solve it. When things don’t go 
great on a trip, if I know about it, I 
can take care of it and perhaps sal-
vage a customer relationship.”

It also is important to find out 
why a former customer hasn’t 
come back in a while, Rogers said. 

“A lot of customers leave pri-
marily because of price. If their 
experience with another provider 
has not been quite what they want, 
when we call them they might say 
they are glad we called and ask us 
to help them at the next juncture.”

There are, of course, marketing 
tools that are more complex but 
nonetheless necessary, Riddell 
said during a presentation on web-
sites and social media.

“Websites are absolutely a req-
uisite — 81 percent of shoppers 
conduct online research before 
they make major purchases. They 
have looked at your website before 
they talk to you,” he said. “They 
are easier than ever to use and 
maintain. Websites are often our 
most effective sales tool.”

He also described the pluses, 
minuses and methods of using so-
cial media. 

“The four big ones are Face-
book, Twitter, YouTube and Insta-

gram. About 72 percent of adult 
Internet users use Facebook, 1.13 
billion daily users. Twitter has 313 
million active users. YouTube has a 
billion users. Instagram has 500 
million active users with over 95 
million photos and videos shared 
every day.”

Social media can be utilized at 
little or no cost but it does require 
care and feeding, Riddell said. 

“Online marketing is inherent-
ly inexpensive, but you can’t just 
set up a website and check off that 
box. It is a living, breathing organ-
ism that requires maintenance and 
updating. It constantly requires 
new content.”

The last thing you want is for 

somebody to look at your Face-
book page in February and see that 
the last picture is from the Fourth 
of July, Gillis said. “They have to 
wonder, ‘What have you done 
since July?’”

Email marketing also is a great 
tool, Riddell said. The leading 
email service providers can handle 
differentiated messages for closely 
targeted demographics and return 
detailed feedback on responses.

Capturing email addresses 
from passengers on coach trips is a 
great way to build lists of potential 
customers who have experienced 
your product, he said.

“One of 35 of the people who 
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rode the motorcoach was the cus-
tomer. The other 34 know what we 
have done. They have seen our ser-
vice and equipment. We don’t have 
to educate them. We can capture 
those people through email 
marketing.”

Rogers said one of his frustra-
tions with marketing has always 

been, “Did that work? We spent a 
lot of money, but was there a re-
turn on investment? Did it make 
the phone ring?”

Speakers at Motorcoach Expo 
offered a number of tips for track-
ing marketing efforts. The most-
mentioned tip was simply requir-
ing the sales staff to ask every 
potential customer how they heard 
of your company.

“This is critical. Ask. Record 
it. Analyze it,” Riddell said. “Make 
it mandatory. Make it a sales bonus 
qualifier.”

An important benefit of online 
marketing tools is detailed feed-
back, he said. “Google analytics is 
a treasure trove of data. Search en-
gine optimization is what we do to 
position ourselves higher in the 
search rankings. It is an expensive 

effort if you are doing it well. If 
you are not getting traffic it is one 
of the quickest things to change.”

Online efforts don’t replace 
old-fashioned marketing basics, 
Riddell said. 

“About 60 percent of your mar-
keting effort should be online. 
Your offline marketing should 
augment your online marketing. 
Direct sales calls are really impor-

tant. Direct mail is becoming more 
effective. Live events can grow 
your email list. Show-and-sells are 
good places to demonstrate your 
equipment.”

There are ways to effectively 
track results from paper-based 
communications, too, he said. 
Unique Web addresses and toll-
free phone numbers can be for-
warded to your main website and 
switchboard but identify the me-
dium that prompted the contact.

Sometimes new markets should 
be the focus of marketing efforts. 

“Affinity groups are great op-
portunities,” Gillis said, adding 
that the Motorcoach Marketing 
Council can provide information 
useful in targeting niches such as 
golf, skiing, weddings and youth 
sports. “It is an assignable and 
achievable task. All the tools are 
out there.”

Once you identify a group, 
marketing is much easier, Petelicki 
said. “Then you can ask if you 
have what you need to go after that 
market. Perhaps the market will 
need changed or upgraded equip-
ment and new drivers, or perhaps 
all you need is already in your 
organization.”

Growth opportunities must be 
selected strategically, Rogers 
suggested. 

“When do we have slow times? 
Is the competition doing some-
thing I am missing?”

If your sales staff continues to 
sell weddings when your week-
ends are already booked, “that is 
taking marketing dollars to focus 
on customers in your already busy 
times,” he said.

New markets might be found 
in affinity groups or geographic 
areas, Rogers said.

Growth may come in small 
pieces, Riccio said. “We are all 
looking for those big contracts but 
sometimes the one-offs can add up 
to some serious utilization and re-
ally make us some money.”

Most speakers at Motorcoach 
Expo stressed that marketing ef-
forts simply need to be made.

“We encourage you to make 
resolutions and think of ways to 
transform your business,” Gillis 
said.
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different bus companies and no 
one had to lift a finger to organize 
all of that,” Akram said.

That’s the power of crowd 
funding, he said.

Customers who want to create 
a trip can see online what they’re 
paying based on the number of 
seats filled on the bus.

For example, they can watch 
the cost per seat decrease as seats 
filled increase. That encourages 
soc ia l  ne tworking  to  boos t 
ridership.

Motorcoach operators don’t 
have to advertise, they get the call 
to roll when Rally has the mini-
mum needed for a trip.

If more reservations arrive 
than there are buses available for 
an operator, other operators are 
contacted.

It’s deferring risk, Akram said. 
Rally manages all customer re-
quests and service issues.

If a trip doesn’t get enough rid-
ers and has to be canceled, Rally 
handles customer service, doesn’t 
charge any riders’ credit cards and 
can offer incentives like a free up-
coming ride.

“It’s a platform. Whether we 
start with the trip or somebody 
else does, at the end of the day it 

all feeds into the same back end 
and goes out to the operators to 
fulfill,” Akram said of the system 
that combines ridesharing, crowd 
sourcing and crowd funding.

He got the idea for Rally, which 
he calls the ultimate rideshare, in 
2010 and launched it full time in 
2015. Based in New York City, it 
has about 20 full- and part-time 
employees spread around the 
country.

Positive experiences
Two motorcoach operators 

who participated in the Rally panel 
at Expo reported only positive ex-
periences with Rally.

“They’ve not let us down, 
we’ve not let them down,” said 
Tom McCaughey, owner of Flag-
ship Trailways in Cranston, R.I., 
whose trips have included Boston-
area concerts.

He’s impressed by Rally’s plat-
form, including real-time e-com-
munications with passengers that 
coordinate on-time boardings and 
departures and the ability for op-
erators to watch online as seats 
book for trips.

“It’s great to see young people 
riding the bus,” McCaughey said. 
“In most cases, these are young 
people. These are young people 
that don’t have cars, they’re taking 

Uber, they do 
Airbnb. This is 
the  wor ld  we 
live in and it’s 
pretty cool.”

Motorcoach 
operator Dennis 
Justice, a partner 
i n  A m e r i c a n 
Transportation 
Systems in Long Beach, Calif., 
said he’s a fan of Rally and Akram.

“I am one of the most envious 
bus drivers/bus persons in the 
world because I’m at the end of my 
days as a driver, as a company 
owner,” Justice said, pointing to 
gray hair, “and this is something 
that’s going to be, in the future, 
just magnif icent. The vision is 
awesome. I just wish I’d be around 
longer to participate.”

Asked by Akram if Rally was 
like a broker, Justice got some 
laughs when he answered, “No, 
because for one thing, Rally has 
always paid. It’s def initely not 
that.”

Ken Presley, vice president of 
industry relations and chief oper-
ating officer at UMA, said the new 
business Rally brings to the equa-
tion is exciting.

“Much of this business is per 
capita, a segment most charter op-
erators have struggled to capture,” 

Presley said.
Any reservations he has reside 

solely on the number of com-
plaints UMA receives regarding 
brokers not paying charter bus 
companies, he said, adding that 
any time an operator is not dealing 
directly with the customer and 
someone else controls the money, 
the operator runs a chance of not 
being paid.

Rally Bus, however, has gotten 
high marks, Presley said.

“We have not received any 
complaints here at UMA regarding 
Rally Bus and to date have only 
heard positive comments,” he said.

“When dealing with brokers it 
is generally prudent to get paid up 
front,” Presley said. “Choosing to 
provide service before getting paid 
is a business decision with obvious 
perils.”

Upfront payment
In an email follow-up on how 

Rally operators are paid, Akram 
said, “We pay before the trip. The 
bus is chartered like most any 
other. We just require the operators 
use our technology.”

Justice said that when he gets a 
request for a trip quote from Rally, 
he quotes normal tariff prices. 

“We have our costs to cover,” 
he said. “I don’t like to negotiate. 

This is what it costs, if you’d like 
to find someone else, take your 
chances, take the risk of a lower-
cost carrier.”

Added McCaughey: “I think 
Numaan understands that if we’re 
not profitable, we can’t deliver the 
kind of service that they want to 
deliver to the customer, then the 
whole thing’s not going to work. 
So if we don’t make any money, 
it’s no good for anyone, especially 
us.”

Rally also helps in addressing 
the shortening booking window, 
Akram said.

“We live in an on-demand 
world now, (and) that time is going 
to shorten more and more,” he 
said. “Do you want to have buses 
available for tomorrow? Probably 
not, so I get the limits of that, but 
we do have to respond to the fact 
that people want things instantly.”

Akram sees a lot of value in the 
motorcoach industry and increas-
ing revenue per charter.

“Think about it: reduced car 
ownership, the green initiative that 
we see out there, increased urban-
ization, zero-tolerance policies (on 
impaired driving).

“I mean I’m looking at a bright 
future here for this industry,” he 
said.

Rally Bus FROM PAGE 1

HUDSON RIVER CORPORATION
Call toll free: 1-866-LAV-DUMP  |  Fax: 1-201-420-3322

www.lavdump.com

Dump
CLEAN...

Dump
LEGAL!

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

remover tool.  Each of your service lanes can easily be 
equipped with this time-saving unit, which has been the 
industry standard for over thirty years.  All major credit 
cards accepted.  
      Call 1-866-LAV-DUMP or email 
lavdump@yahoo.com for additional information.

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

Washroom 
waste is 
removed 
quickly, 
easily and 
safely 

CHARTER

Numaan Akram
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no way you can take responsibility 
for that.”

Medical leave
Oregon has adopted a medical 

leave law that is being felt by mo-
torcoach operators, said Joe Gillis 
of Northwest Navigator Luxury 
Coaches in Portland.

“We didn’t know what was 
happening until it already hap-
pened. We have to give employees 
40 hours of sick leave after 240 
hours of work. We have two em-
ployees who already have used all 
of their sick leave this year and had 
never taken a sick day before in six 
years,” Gillis said.

 A medical leave bill is work-
ing its way through the Maryland 
legislature, said Mary Presley, ex-
ecutive administrator of the Mary-
land Motorcoach Association. 

“Despite major lobbying and 
opposition, the wording on the 
bill will come out possibly next 
week,” she said, adding that the 
outcome “just depends on how 
bad the hit is.”

As currently written, the bill 
would require businesses with 15 
or more employees to offer seven 
paid days off annually. Companies 
with fewer than 15 employees 
would need to offer unpaid sick 
leave. 

The sick leave would be avail-

able to obtain care for a mental or 
physical illness, to help a sick or 
injured family member or to “ob-
tain preventive medical care for 
the employee or employee’s family 
member.”

Minimum wage
A minimum wage law also 

could raise costs for higher-paid 
employees, Gillis of said.

“We have a minimum wage of 
$15 that is rolling in. If you have it 
coming to your area and people are 
getting that for handing French 
fries out the window, your drivers 
are going to want more money. 
This is happening all over Wash-
ington and Oregon and it is mov-
ing out from there.”

Tom Casazza, general manager 
of Starline Luxury Coaches in Se-
attle, said party bus accidents in 
various states have led to a request 
for party bus legislation.

“Had this bill passed as it was 
originally written, our drivers 
would have become liquor en-
forcement officers and responsi-
bility would have been put on us 
for maintaining all of the liquor 
control laws,” Casazza said.

Fortunately, he said, a contact 
in the state government alerted 
him to the pending legislation. 

“In our state passengers can 
drink liquor on board a bus if they 
buy a permit and take full respon-
sibility for everything that hap-

pens. The legislators had a good 
intention but it would have had a 
major effect on us.

“We were able to rewrite the 
bill and limit it to vehicles with pe-
rimeter seating and dance poles. 
Yes, that is what party buses are 
like. My point is, be aware of what 
is going on and be active because 
something can go through real 
quick without you knowing about 
it,” Casazza said.

Highway tolls
Operators also need to be 

aware of automated highway toll-
ing, said Mitch Guralnick of MCI, 
secretary-treasurer of the New 
England Bus Association.

Last fall, the state of Massa-
chusetts ended toll collections on 
the Massachusetts Turnpike. Now 
vehicles passing the locations of 
former tollbooths are scanned so 
those with transponders can be 
charged the appropriate tolls on 
their registered accounts. Images 
of vehicles without transponders 
are recorded so bills can be sent to 
the owners of license plates.

“It is quite an experience,” Gu-
ralnick said. “The tolls have 
jumped and the tolling is not accu-
rate. If the trip is $2 sometimes the 
machine will charge you $10. I 
spend a lot of time going over our 
toll invoices. Think about Peter 
Pan, which has 100 buses on the 
Turnpike every day. They have to 
look at the invoicing for each indi-
vidual bus every day.”

And, he said, visitors without 
transponders are very welcome in 
Massachusetts. 

“They want you to come to 
Massachusetts without passes be-

cause they can make a lot of 
money.”

Driver testing, training
The lack of sufficient driver 

testing resources in New Jersey 
has prompted its operators to try to 
create outside examination proce-
dures for commercial driver’s li-
censes, said Michelle Petelicki, 
secretary of the Greater New Jer-
sey Motorcoach Association and 
president of Panorama Tours in 
Clifton.

“We have been having a lot of 
trouble getting CDLs for people 
in time,” she said. “It is a very 
lengthy and difficult process so 
we have been working on getting 
third parties to be allowed to do 
the testing. We held a train-the-
trainer meeting in November and 
have another coming in March. 
We are looking forward to suc-
cess in the pilot program so we 
can push that forward.”

Garrett of South Carolina said 
operators are always short on driv-
ers so they are working on a driver-
training program. 

“We are fortunate to have a guy 
who retired from a school system 
and went to work for one of our 
operators. Teaching is his thing 
and he has been very involved in 
trying to set up the program,” he 
said..

“We have insurance executives 
working with us on this commit-
tee, which is working to determine 
what is required by the federal 
government and what everybody 
would accept as proper driver 
training.”

Pennsylvania is one of a hand-
ful of states facing headaches be-

cause its driver’s licenses do not 
comply with federal identification 
card security standards as speci-
fied in the U.S. Real ID Act.

“Five years ago there was leg-
islation passed that banned Penn-
sylvania from adopting the federal 
regulations,” said Elaine Farrell, 
executive director of the Pennsyl-
vania Bus Association.

Non-compliant driver licenses 
would require Pennsylvanians to 
obtain U.S. passports to board do-
mestic airline flights.

Also, Farrell said, “It would af-
fect motorcoach operators. Any-
one going to certain federal facili-
ties would have to show another 
form of identification. A lot of our 
operators have contracts with the 
Department of Defense to trans-
port veterans and current military 
people. It  could be quite an 
inconvenience.”

A committee of the state legis-
lature has passed a bill that would 
bring Pennsylvania into compli-
ance, she said. 

“I think they are on a fast track.”

Marijuana use
The state legalization of mari-

juana complicates the operations 
of commercial vehicle operators, 
said Gillis of Northwest Navigator 
Luxury Coaches in Oregon.

“Marijuana is legal in our state. 
Now they are trying to force em-
ployers to not have a drug-free 
workplace. We could not force em-
ployees not to get high on week-
ends,” he said.

On the other hand, federal reg-
ulations prohibit marijuana usage 
by commercial vehicle drivers. 

“We already have f ired one 
driver who tested positive,” Gillis 
said. “We trained them and we put 
it in the employee manual. It is a 
huge problem.”
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REPOS FOR SALEREPOS FOR SALE
•“Bank Repos” across the US   • Priced to Sell

• Variety of Makes & Models

1-877-737-2221 x30716
www.Bus-Buys.com — View “Repo Inventory” 

CHTC (USA), Inc., A rapidly growing 
international Motor-Coach/ Bus 
manufacturer and distributor is seeking 
direct experienced individuals for the 
following key positions.
 1. Engineering designer 4. Finance
 2. Manufacturing operations 5. Accounting
 3. Technical support 6. Sales Support

Please e-mail or fax resume detailing knowledge and 
experience within the industry to: 

calvin.wen@chtcusa.com • Fax 909-993-0836 
www.chtcusa.com

R E C R U I T M E N T

RRL Insurance Agency
Motorcoach Insurance Specialists

Philip W. Love Sr.
800-407-4077  |  FAX 321-752-7980

lovep@rrl-ins.com • www.rrl-ins.com
4450 W. Eau Gallie Blvd., #115

Melbourne, FL 32934

Excellent Condition…none nicer! 
140k TCM • OEM 3 Point Seat Belts 

Cummins B500 • 58 pax w/lav • CD/DVD 
Michelin Tires • Alcoa Rims • Lots more options 
Lower Price: $339k • Partial Financing O.A.C.

Trade for MCI D or DL3 Considered 
More available 

Call or Email today for more 
photos and info! 808.832.6261

sales@royalstarhawaii.com

NEWLOWERPRICE!

Ken Presley addresses the State 
Association Summit during Motor-
coach Expo 2017.
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The Volvo 9700 makes productivity a priority, with superb 
handling, minimal maintenance and superior uptime. Now with 
a choice of transmission integrated with the power of a Volvo 
engine for maximum fuel efficiency. Your passengers will get a 
coach experience they’ll choose again and again.
 
www.prevostcar.com

Saves fuel. 
Wastes the 
competition.
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Like-New Setra Sale!
Own a Ready-to-Roll, Pre-Owned Setra S 417  

with Setra Select+ Warranty, Service and More! 

 MCI’s all new Setra Select+ program offers you 2006-2008 Setra S 417 TopClass  
coaches at substantial savings. This select group of coaches are ready to roll  
and come with:

•  210+ point inspection

•  Detroit /Allison powertrain

•  MCI 60-day/ 30,000 mile limited warranty

•   Four additional months of extended coverage on brakes, electrical system  
and more (excluding engines, transmission, batteries and tires)

•   Two free express oil and filter service visits, and 10,000-mile preventive 
maintenance service at any six MCI Service Center locations

•   Free, three-day Setra technical training for one of your technicians at MCI’s 
Louisville, KY, training center, and 24/7 access to Setra-trained MCI field support. 

Let the excellence and precision of Daimler’s German engineering and interior ambience delight  
your passengers for years to come. Contact us today.

Motor Coach Industries · 200 East Oakton Street · Des Plaines, IL 60018
Phone 866.624.262 · www.setra-coaches.com
Distributor of EvoBus GmbH for Setra buses and Setra parts in the United States and Canada.

New Jersey
Walter Sturdivant 
(609) 876-3713

Randy Wilcox 
(609) 876-3711

Texas 
Brian Hill
(214) 725-0490

Illinois
Bob Dethloff
(847) 867-5191

California
Marshall Deems
(818) 519-7193

Florida
Janet Cathey 
(678) 472-1743

CANADA
Guy Charron
(514) 240-8448

Guy Tessier
(204) 771-8271

For limited warranty information, visit  
mcicoach.com/preowned 

The luxury coach your fleet’s been missing. 

ON
SALE
NOW!

A New Flyer company
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