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An electronic logging device 
will be used to hack a truck or mo-
torcoach, predicted Mark Zachos, 
the leader of two industry commit-
tees devising means of protecting 
hundreds of thousands of vehicles 
from blackmail or intentional 
harm.

ELDs have been mandated 
since December for motorcoaches 
and large trucks by the Federal 
Motor Carrier Safety Administra-
tion to track driver hours of service 
and produce records of duty status 
to promote compliance with safety 
regulations.

“In the FMCSA regulations, as 
far as I understand it, there still is 
not a validation test or confor-
mance test for any ELD,” said 
Zachos, founder and president of 
DG Technologies in Farmington 
Hills, Mich.

“There is no quality control to 
make sure that these things even 
work. The second issue is cyberse-
curity. If it hasn’t happened yet, I 
am certain that some virus will be 
injected into an ELD.”

He hopes the motor vehicle 
and tech industries will identify 
solutions to ELD cybersecurity 
vulnerabilities by the end of the 

year but expects those recommen-
dations will be voluntary.

The electronic diagnostic port 
to which an ELD is plugged is “in-
secure by design,” said Corey 
Thuen, founder of Gravwell, a data 
analytics platform based in Coeur 
d’Alene, Idaho.

The onboard diagnostic (OBD) 
port has been required on all cars 
and trucks built in the U.S. since 
1996, Thuen said, and was not in-

tended to be used for connecting 
third-party devices to the control-
ler area network (CAN) bus that 
controls increasingly complex and 
connected vehicle electronic 
systems.

The motor vehicle industry 
uses the uniform electronic con-
nection device that is referenced 
by its Society of Automotive Engi-
neers (SAE) standard designation, 
J1939.

In newer vehicles, the CAN 
bus controls the engine, transmis-
sion, brakes, locks and lighting, 
Thuen said. 

“The vehicle is one control 
network,” he said, adding that 
OBDs and CAN buses contain no 
security protections. “They are in-
secure by design. Nobody ever 
thought you would have hackers 
messing with your CAN bus. The 
auto manufacturers thought it was 

not a really big deal because hack-
ers would need to be plugged in 
and be physically on the control 
system network,” he said.

Vehicle and technology manu-
facturers must now deal with 
“dongles” — ELDs and other de-
vices that are semi-permanently 
plugged into diagnostic ports to 
extract information. 

Auto insurance companies are 
offering similar devices to track 
customer driving practices and de-
termine if they are eligible for 
safety rate discounts.

ELDs are designed to perform 
one way only, extracting logs of 
engine operations without the ca-
pability to send commands or 
other information into the CAN. 
The typical ELD, however, con-
tains no security protections to 
prevent hackers from turning them 
into senders as well as receivers, 
Zachos said.

“A hacker can get into it and 
reprogram it. That’s what hackers 
do,” he said. “They can turn it into 
a transmitter — that is a common 
device that hackers use to bring 
down networks, and they could do 
it to the network on a truck or bus. 
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NEW YORK CITY — The 
first commercially feasible for-
ward collision warning system 
was announced in 1995. It was 
based on radar and worked well at 
detecting objects in the vehicle’s 
path, particularly if they were 
made of metal. 

Identifying pedestrians and cy-
clists along the road proved to be 
more challenging.

A camera-based system of-
fered by technology company Mo-
bileye has been installed on sever-
al hundred large vehicles operating 

in urban environments in the U.S. 
and has drastically reduced, if not 
eliminated, pedestrian and cyclist 
collisions, said Uri Tamir, the 
company’s director of strategic 
initiatives.

“There are several problems 
with detection of pedestrians from 
the sensor point of view,” Tamir 
said. “Many times pedestrians are 
in cluttered scenes that pose a 
challenge to both drivers and 
sensors. 

“It is hard to distinguish be-
tween objects that are very close to 

each other, especially when one of 
the objects is made of metal. For 
sensors such as radar it is very 
hard to classify them,” he said.

Pedestrians and cyclists pose 
particular challenges to drivers of 
buses and large trucks.

“Especially with large vehicles 
moving in an urban setting there is 
a problem because of the vehicle 
dynamics,” Tamir said. “There are 
blind spots from the left and right 
side and in some vehicles also 
blind spots created by the A-pillar 
(windshield post).

“Many times pedestrian fatali-
ties or crashes happen when the 
vehicle is turning left or right. 
When the pedestrian is in the blind 
spot the driver cannot notice 
them.”

Non-motorist  — or non- 
passenger — deaths account for 
nearly one-third of fatalities in-
volving buses, according to the 
2017 Pocket Guide to Large Truck 
and Bus Statistics published by the 
Federal Motor Carrier Safety 
Administration. 

Buses were involved in 80 pe-

destrian fatalities and nine pedal-
cyclist fatalities in 2015, when bus 
fatalities totaled 295. These statis-
tics define a bus as a vehicle that 
seats at least nine people. There 
were 888,907 vehicles of that defi-
nition registered in 2015.

Ve h i c l e s  d e s i g n a t e d 
“cross-country intercity motor-
coach” were implicated in 32 of 
the pedestrian/cyclist bus fatalities 
in 2015. The largest death totals 
were attributed to school buses 
(98) and transit buses (92). 

Pedestrian avoidance systems for buses making strides

CONTINUED ON PAGE 13 c

It’s only a matter of time before hackers use ELDs
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Steve Brown, Brown Coach and Brown Transportation 
Amsterdam, NY
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WILMINGTON, Del. — Temsa and its 
U.S. distributor, CH Bus Sales, are awaiting 
a judge’s order scheduling a mediation ses-
sion on Temsa’s notice terminating the dis-
tribution agreement.

On March 20, Temsa sent CH Bus Sales 
two notices. One, a “notice of termination as 
of right,” would end the distribution agree-
ment in two years under terms specified in 
the agreement. 

The second, a “notice of termination for 
cause,” was set to terminate the distribution 
agreement in 90 days, or on June 20. It cited 
“CH’s material breaches and failure to cure 
the same during any applicable period.”

The first letter with the two-year notice 
of termination also specifically said it was 
“in addition to and does not supersede Tem-
sa’s Notice of Termination For Cause dated 
March 20, 2018, and mailed that same day, 
which remains in full force and effective ac-
cording to its terms.”

The notice of termination for cause 
 stated that CH had breached the distribution 
agreement by failing to pay for motor-
coaches and spare parts on time; selling 
third-party parts; improperly using demo 
coaches; failing to provide required finan-
cial statements and business plans; failing to 
promptly notify Temsa of customer com-
plaints or claimed defects; and failing to ser-
vice customers as required.

In addition, Temsa stated that CH violat-
ed the agreement by failing to ensure “its 

solvency, equity and cash flow” and “Imper-
missibly providing Temsa with incorrect 
documents or information, with fraudulent 
intent.”

In a letter sent Dec. 26, 2017, and filed 
in U.S. District Court for Delaware, Temsa 
alleged that CH Bus was delinquent on $7.7 
million in payments for motorcoaches and 
parts. Temsa’s December letter cited a CH 
Bus claim that it is owed money by Temsa as 
compensation for claimed defects in motor-
coaches and parts.

Temsa filed suit on April 9 to enforce the 
notice of termination for cause. Temsa’s 
headquarters and manufacturing plant are in 
Adana, Turkey. The suit is being heard in the 
U.S. District Court for Delaware, where CH 
Bus is organized as a limited liability 
company.

Temsa asked the court for a preliminary 
injunction enjoining CH Bus from moving 
or renting the “Products and Collateral,” 
withholding proceeds from the sale of them, 
and “Taking any action to disparage, tarnish 

or impugn Temsa’s good will and profes-
sional reputation.” 

The court also was asked to impose a 
“constructive trust” on the motorcoaches 
and parts.

Temsa stated that it is entitled to “an ac-
counting of the Products and Collateral in 
Defendant’s possession, custody, or control” 
and  to  “ recover  the  p roduc t s  and 
collateral.”

On June 7, a letter filed with the court 
stipulated that the parties agreed to refer the 
matter to a magistrate “for the limited pur-
pose of mediation.” They asked that a medi-
ation session be held within 60 days, subject 
to the judge’s availability.

Temsa entered the U.S. market with CH 
in 2010 and sold its 1,000th vehicle here 
early in 2017. CH reported sales of 200 new 
coaches last year. 

Michael Haggerty, chairman and major-
ity owner of CH Bus Sales, said last month 
that he also had sued Temsa, alleging the 
coach maker owned CH Bus $4 million. 

However, Haggerty later acknowledged 
that he held off on filing the lawsuit pending 
the outcome of mediation.

He said CH Bus had 40 new Temsa mo-
torcoaches and 60 used coaches it was plan-
ning to sell.

Temsa was expected to formally announce 
in late June or early July that it was forming 
its own company to distribute, sell and main-
tain its motorcoaches in North America.

Temsa and CH Bus Sales awaiting mediation over dispute

Turkish bus maker Temsa and its U.S. distributor, CH Bus Sales, are planning a mediation 
session on Temsa’s notice terminating the distribution agreement.
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WASHINGTON — The Federal 
Motor Carrier Safety Administra-
tion has issued an interim final rule 
that delays a new system meant to 
streamline communication between 
state licensing agencies and federal 
regulators regarding commercial 
drivers’ medical certification status.

FMCSA announced in May 
that it would likely delay the Med-
ical Examiner’s Certification Inte-
gration f inal rule, scheduled to 
take effect June 22, for three years, 
until June 22, 2021, pending pub-
lic comments.

 The agency blamed the delay 
on the hacking of the National 
Registry of Certified Medical Ex-
aminers late last year.

FMCSA has yet to identify the 
nature of the registry breach, nor 
has it predicted when it might re-
turn to functionality.

“This action was taken to pro-
vide FMCSA with additional time 
to complete certain information 
technology system development 
tasks for its National Registry of 
Certified Medical Examiners and 
provide the state driver’s licensing 
agencies sufficient time to make 
the necessary IT programming 
changes after upgrades to the Na-
tional Registry,” the agency said in 
a news release.

The integration rule would re-
quire FMCSA to electronically 
transmit to state licensing agencies 

the results of drivers’ medical certi-
fications once exams have been 
completed. 

The agency receives the infor-
mation from medical examiners, 
who are required to upload to 
FMCSA the results of exams by 
midnight the day after they are 
completed. 

FMCSA would then be re-
quired to send those results to state 
agencies, which would then have 
to send the results to the Commer-
cial Driver’s License Information 
System to make other states aware 
of drivers’ exam results. 

Those reporting requirements 
are now on hold for three years.

The rule also would have re-

moved the requirement that driv-
ers carry a physical copy of their 
medical certificates beginning 15 
days after issuance. That require-
ment will now remain in effect.

Drivers also are required to 
self report their certification status 
to their state licensing agency, a 
requirement that has been in effect 
since Jan. 30, 2012.

The interim final rule requires 
various agencies and individuals to 
continue certain practices through 
June 21, 2021. They include:

Certified Medical Examiners:
• Continue issuing the original 

paper Medical Examiner’s Certifi-
cate, Form MCSA-5876, to all qual-
ified drivers including commercial 

learner’s permit/commercial driver’s 
license applicants/holders

Commercial learner’s permit/
commercial driver’s license 
 applicants/holders:

• Continue providing state 
driver’s licensing agencies with a 
copy of their Medical Examiner’s 
Certificate, Form MCSA-5876

• Continue carrying their 
Medical Examiner’s Certificate, 
Form MCSA-5876, as proof of 
medical certification for the first 
15 days following certification 

Motor carriers:
• Continue verifying that driv-

ers were certified by a Certified 
Medical Examiner listed on the 
National Registry

State driver’s  l icensing 
agencies:

• Continue processing paper 
copies of Medical Examiner’s Cer-
tificates, Form MCSA-5876, they 
receive from commercial learner’s 
permit/commercial driver’s license 
applicants/holders

The interim final rule does not 
change the requirement for medical 
examiners to report results of all 
commercial motor vehicle driver 
physical examinations performed 
(including the results of examina-
tions where the driver was found not 
to be qualified) to FMCSA by mid-
night (local time) of the next calen-
dar day following the examination. 

The compliance date for that 
provision was June 22. FMCSA 
said it would announce when the 
function is restored that allows 
medical examiners to electronical-
ly report results of examinations 
conducted. 

“Until that time, medical ex-
aminers should segregate all ex-
aminations completed during the 
National Registry outage and be 
prepared to upload them to the Na-
tional Registry system when it is 
back online, with no penalties.

FMCSA delays medical certification rule three years

You Purchase “State of the Art” Buses…
Why not Demand a “State of the Art” A/C Compressor?

Demand a BITZER Compressor from Your Systems Provider

                       Some of the Many Features:

- Highest Reliability
- Lightest and most Compact Design in the World
- Highest Speed Range of any Transit Compressor in the World
- German Designed, American Built

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

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

N.C. to study registration ‘hoops’ in other states
RALEIGH, N.C. — The North 

Carolina legislature has passed a 
bill requiring the state Division of 
Motor Vehicles to determine 
whether motorcoach operators in 
the state are being unfairly charged 
fees and fines by other states.

The bill stems from complaints 
by North Carolina operators that 
they are required to register in other 
states and are subjected to fines, 
possibly in violation of interstate 

commerce laws. North Carolina 
doesn’t require out-of-state opera-
tors to register in the state.

The North Carolina Motor-
coach Association requested the 
study, which was passed and in-
cluded in the state budget by legis-
lators. Gov. Roy Cooper vetoed the 
measure, but lawmakers overrode 
the veto.

“North Carolina is one of the few 
states that did not create additional 

hoops for out-of-state operators to 
do intrastate business in North Caro-
lina,” said David Moody of Holiday 
Companies in Randleman, N.C.

“Numerous states and districts 
around us require some kind of 
registration with their government 
to perform intrastate business,” 
said Moody, a member of the 
United Motorcoach Association 
board of directors.

Virginia, South Carolina, Flor-

ida, Georgia and Washington, 
D.C., are among the jurisdictions 
requiring registration, he said.

“Virginia alone took our orga-
nization more than one year of 
back and forth with the state to be-
come registered to do business 
there,” Moody said. “It is an extra 
hoop that was put in place by the 
local/state governments solely for 
the purpose of reducing the level 
of competition from operators out-

side of their regions.”
He said NCMA asked the state 

to evaluate the competition-limit-
ing conditions placed on North 
Carolina bus operators by other 
states. The results of the study, due 
in December, could then be used 
either to push for reciprocity with 
these other regions or to petition 
Congress to address the ways in 
which these regions are skirting 
the intent of established laws.
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The Federal Motor Carrier Safe-
ty Administration has posted an in-
formational graphic tracking the af-
fects of electronic logging devices, 
and it appears that ELDs are doing 
what they are designed to do — re-
duce hours-of-service violations.

The graphic, which tracks the 
percentage of driver inspections 
that result in at least one HOS vio-
lation, shows that violations have 
declined significantly since en-

forcement of the ELD mandate 
began in April.

The violations dropped from a 
high of 1.36 percent in July and 
August 2017 to 0.64 percent in 
May 2018.

The graphic, which FMCSA 
said it would update monthly, also 
shows that fewer than 1 percent of 
all commercial driver inspections 
conducted since the ELD rollout 
— 4,720 out of 559,940 — have 

resulted in the driver being cited 
for operating without a required 
ELD or grandfathered automatic 
onboard recording device.

The ELD mandate affects 
commercial trucks and buses.

The graphic can be found at: 
https://www.fmcsa.dot.gov/sites/
fmcsa.dot.gov/files/docs/regula-
tions/enforcement/406471/eld-in-
f o g r a p h i c - 6 - m o n t h - u p -
date-f2508621.pdf.

www.counteractbalancing.com
1 800 572 8952

*Counteract is the only balancing product on the market proven to improve 
fuel economy in independent  SAE J1321/TMC RP-1102 

Type II Fuel Consumption tests. 

FMCSA says graphic proves ELDs are reducing violations

WASHINGTON — The U.S. 
Department of Transportation is 
offering $350,000 in prizes in a 
contest designed to find “innova-
tive analytical visualization tools” 
that will reveal insights into seri-
ous crashes and improve under-
standing of transportation safety.

The “Solving for Safety Visu-
alization Challenge,” launched 
over concerns about a rise in high-
way fatalities in recent years, is 
seeking technology and data firms, 
transportation stakeholders and 
state and local agencies to develop 
innovative new data visualization 
tools.

Four semi-finalists will com-
pete for a portion of a $100,000 
interim prize and two final-stage 
“solvers” will compete for a por-
tion of the $250,000 final prize, 
according to a Federal Register 
pre-publication announcement by 
USDOT.

“In 2017, motor vehicle traffic 
crashes resulted in an estimated 
37,150 fatalities,” the announce-
ment said. “Comprehensively, 
crashes are a societal harm that 
costs the nation over $800 billion 
annually in lives lost or injured as 
well as lost work productivity and 
property damage.

“The USDOT’s transportation 
safety programs have decades of 
research and design behind them 
and have proven effective in re-
ducing injuries and fatalities by 40 
percent between 1990 and 2011. 
In recent years, these advances 
have leveled off, and new insights 
and strategies are required to make 
further advances.” 

USDOT said the challenge is 
open to individuals and teams 
from the business and research 
communities, including technolo-
gy companies, analytics f irms, 
transportation carriers, industry 
associations, research institutions, 

universities and mapping and vi-
sualization providers. 

The cash prizes will be award-
ed throughout the multistage 
challenge.

The agency is accepting Stage 
I submissions through July 31, 
2018. A panel of judges will re-
view team submissions and an-
nounce Stage I finalists in August 
2018.

USDOT said that traditional 
factors do not fully explain the 
causes of the recent uptick in traf-
fic fatalities.

“Increases in driving are one 
factor; however, the rate of fatali-

ties per 100 million vehicle miles 
traveled also increased from 1.08 
fatalities per 100 million VMT in 
2014 to an estimated 1.17 in 
2017,” the agency said. “Econom-
ic conditions, gasoline prices, 
weather and other factors are also 
correlated with increased traffic 
fatalities.”

USDOT is seeking to reverse 
the trend, rapidly detect changes 
that indicate unsafe conditions and 
reduce fatalities and serious 
injuries.

More information can be 
found at: https://www.transporta-
tion.gov/solve4safety/challenge.

USDOT launches $350,000 contest to improve road safety
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GREENBELT, Md. — En-
forcement personnel will conduct 
roadside inspections on commer-
cial motor vehicles as part of the 
Commercial Vehicle Safety Alli-
ance’s annual Brake Safety Week 
in September.

The event, scheduled for Sept. 
16 to 22, is designed to identify 
and remove CMVs with critical 
brake violations from roadways 
and to call attention to the dangers 
of faulty brake systems.

Properly functioning brake sys-
tems are crucial to safe CMV oper-
ation. Brakes must be rou tinely in-
spec t ed  and  ca re fu l ly  and 
consistently maintained so they op-
erate and perform to the manufac-
turer’s specifications throughout 
the life of the vehicle.

Improperly installed or poorly 
maintained brake systems can re-
duce braking efficiency, posing se-
rious risk to public safety on our 
roadways.

Data and research are clear:
• According to the Federal 

Motor Carrier Safety Administra-
tion’s Large Truck Crash Causation 
Study, 32.7 percent of large trucks 
with pre-crash violations had 
brake problems.

• Brake-related violations 

comprised the largest percentage 
of out-of-service vehicle viola-
tions cited during last year’s Inter-
national Roadcheck.

• The FMCSA study’s relative 
risk analysis indicated that large 
trucks involved in a crash where 
the braking capacity of the truck 
was critical were 50 percent more 
likely to have a brake violation 
than were trucks involved in crash-
es where the truck’s braking ca-
pacity was not critical.

• According to the study, of 
the trucks involved in brake-criti-

cal crashes, 45.5 percent had brake 
violations, compared with 29.9 
percent of trucks involved in 
crashes of the same type where the 
braking was not relevant.

• Results from last year’s 
Brake Safety Day found that 14 
percent of all inspections conduct-
ed during that one-day initiative 
resulted in a CMV being placed 
out of service for brake-related 
violations.

Brake Safety Week aims to re-
duce the number of crashes caused 
by poorly maintained braking sys-

tems on CMVs by conducting 
roadside mechanical f itness in-
spections and removing dangerous 
vehicles from our roadways.

In addition to inspections and 
enforcement, outreach efforts by 
law enforcement agencies to edu-
cate drivers, mechanics, own-
er-operators and others on the im-
p o r t a n c e  o f  p r o p e r  b r a k e 
maintenance, operation and per-
formance are integral to the suc-
cess of the safety initiative.

During Brake Safety Week, in-
spectors will primarily conduct 

the North American Standard Level 
I Inspection, which is a 37-step pro-
cedure that includes an examination 
of driver operating requirements 
and vehicle mechanical fitness. 

Inspections will focus on 
brake-system components to iden-
tify loose or missing parts; air or 
hydraulic fluid leaks; defective 
rotor conditions; measurement of 
pushrod travel; mismatched air 
chamber sizes across axles; air 
reservoir integrity and mounting; 
worn linings, pads, drums or ro-
tors; required brake-system warn-
ing devices; and other brake-sys-
tem components. 

Vehicles with defective or 
out-of-adjustment brakes will be 
placed out of service.

In addition, in the 12 jurisdic-
tions using performance-based 
brake testing (PBBT) equipment, 
vehicle-braking efficiency will be 
measured. PBBTs measure the cu-
mulative brake force for the entire 
vehicle and divide it by the total 
vehicle weight to determine over-
all vehicle braking efficiency. 

The minimum braking eff i-
ciency for trucks is 43.5 percent, 
required by 393.52 of the U.S. 
Federal Motor Carrier Safety 
Regulations.

GREENBELT, Md. — The 
Commercial Vehicle Safety Alli-
ance’s 2018 Operation Safe Driver 
Week will take place July 15 to 21. 

Traffic safety personnel will 
be on the lookout for unsafe driv-
ing behaviors by commercial 
motor vehicle drivers and passen-
ger vehicle drivers as they work 
toward zero deaths on roadways.

Unsafe driver behaviors by 
CMV drivers and passenger vehi-
cle drivers continue to be the lead-
ing cause of crashes. The Federal 
Motor Carrier Safety Administra-
tion’s Large Truck Crash Causation 

Study cites driver behavior as the 
critical reason for more than 88 
percent of large truck crashes and 
93 percent of passenger vehicle 
crashes.

Examples of dangerous driver 
behaviors that enforcement per-
sonnel will be tracking throughout 
Operation Safe Driver Week are 
speeding, distracted driving, tex-
ting, failure to use a seatbelt while 
operating a CMV or in a passen-
ger vehicle, following too closely, 
improper lane change, and failure 
to obey traffic control devices.

CVSA’s Operation Safe Driver 

Program was created to help re-
duce the number of crashes, deaths 
and injuries involving large trucks, 
buses and passenger vehicles due 
to unsafe driving behaviors. During 
Operation Safe Driver Week, there 
will be increased CMV and pas-
senger vehicle traffic enforcement.

Operation Safe Driver Week is 
sponsored by CVSA in partner-
ship with FMCSA. 

For a list of agencies overseeing 
enforcement events in your area, go 
to https://cvsa.org/contactpage/ 
contacts/law-enforcement-lead- 
agency-contacts/.

Operation Safe Driver Week underway

CVSA’s 2018 Brake Safety Week to be held Sept. 16-22

evaluation of      Chart or      Tour

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

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

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

www.rbs2000.com

go

go

go

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

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

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

go

Tour Management System
Tourgo

Charter Management System
Chartgo
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DES PLAINES, Ill. — The his-
tory of Motor Coach Industries 
began in 1933 with an 11-passenger 
body welded to a Packard chassis. 

Eighty-five years later, MCI is 
bringing its largest product line 
ever to its summer long “Reliabili-
ty Rallies” throughout the U.S. and 
Canada. 

One of the biggest features at 
the rallies will be a chance to test 
drive the J3500, the new 35-foot 
version of the company’s best-sell-
ing J4500 motorcoach, featuring 
the J-coach luxury in a smaller 
size with an added bonus of seat-
ing for up to 44 passengers, best-
in-class payload and parts com-
monality with the J4500. 

Participants also will get a first 
look at the 2019 MCI J4500, which 
unveils a swing radiator and e-Fan 
(electric cooling fan) system, plus 
next-generation Advanced Driver 
Assistance System innovations 
that follow the enhanced interior 
updates to the 2018 J4500. 

MCI also will be showcasing 
its D45 CRT LE commuter coach 

that was unveiled last fall with a 
low-entry and vestibule seating 
that cut dwell times and boosted 
passenger accessibility. During 
test runs, 93 percent of riders ap-
proved of the coach’s design.

New Flyer and ARBOC buses 
also will be on hand at the rallies.  
In late 2017, MCI parent NFI 
Group purchased ARBOC Spe-
cialty Vehicles, which makes low-
floor, body-on-chassis “cutaway” 
buses. 

Rally participants also will be 
able to experience an MCI Acade-
my educational session on how to 
increase shop efficiency. The acad-
emy is accredited by the National 
Institute for Automotive Service 
Excellence, representing the stan-
dard in technical training tailored to 
the motorcoach industry.

MCI parts representatives will 
be on hand to answer questions 
and information also will be avail-
able about the company’s develop-
ment of all-electric coaches.

In addition, special discounts 
will be available on pre-owned 

coaches, parts and service. The 
evens will also feature food, music 
and prize drawings.

“We look forward to our Reli-
ability Rally open houses over the 
summer  because it’s the best time 
of the year to get together with 
customers, hear their needs and 
show them what we’ve been work-
ing on,” said Patricia Ziska, MCI 

vice president of new coach sales. 
“But there’s never been a big-

ger Reliability Rally year than 
2018 thanks to the sheer range of 
MCI and partner products and sup-
plier services on display as we cel-
ebrate our coach-building anniver-
sary. We’re inviting our customers 
to bring their staff, mechanics, 
drivers and family members. The 

event schedule includes something 
for everyone to enjoy,” Ziska said. 

The dates and locations are as 
follows: July 10, Winter Garden, 
Fla.; July 19, Blackwood, N.J.; 
July 24, Des Plaines, Ill.; August 6, 
Hayward, Calif.; August 14, Los 
Alamitos, Calif.; September 8, 
Montreal, Canada; and September 
13, Dallas.

Canadian tourism surging 
thanks to Chinese visitors

OTTAWA, Ontario — Tourism 
is undergoing a renaissance in 
Canada thanks to an increasing 
number of Chinese tourists visit-
ing the country.

Chinese tourists now make up 
the second largest number of visi-
tors to Canada behind U.S. resi-
dents, CBC reports. The United 
Kingdom, which held the No. 
2 spot for three decades, fell to 
third. 

Foreign visi ts  to Canada 
dropped significantly after the ter-
ror attacks of Sept. 11, 2001, 
which led to t ighter  border 
security.

The SARS outbreak in 2002, 
the global recession of 2008, and 
an unattractive exchange rate com-
bined to push tourism down even 
further, with the number of visitors 
to Canada dropping in 2010 to the 
lowest level since 1972, when Sta-
tistics Canada started tracking bor-

der entries.
Now, however, the number of 

visitors is rising again, thanks to 
Chinese tourists, an improved 
global economy and increased air 
travel from emerging countries.

Canadian tourism is still below 
the all-time highs in the 1990s, 
when more than 4 million people a 
month visited.

“I don’t see why it’s not possi-
ble to reach those numbers again,” 
Claude Normandin, an analyst 
for Statistics Canada, told CBC.

Canada became a viable desti-
nation for Chinese travellers eight 
years ago when the Chinese gov-
ernment gave Canada what’s 
called Approved Destination Sta-
tus, meaning Chinese citizens had 
permission to travel there.

Chinese visitors travel to Cana-
da for meetings and conferences, 
for scenic attractions and to visit 
relatives on the West Coast.

MCI to offer test drives of 35-foot J3500 at rallies
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By Pierre “Pete” Brenenstuhl

Is there a younger driver in 
your future?

Not too long ago, the answer 
probably would have been “no 
way.” 

But because of the aging driv-
ing pool in the transportation in-
dustry and a dwindling number of 
new applicants, bus and truck op-
erators are experiencing a serious 
shortage of drivers.

That has led to increased sup-
port for allowing 18 to 20 year 
olds to drive commercial vehicles 
across state lines, which in the past 
has been hampered by licensing 
and insurance restrictions that rely 
on outdated data. 

Legislation has been intro-
duced in Congress that would 
allow properly trained 18 to 20 
year olds to receive commercial 
driver’s licenses and drive inter-
state routes.

And the insurance industry, 
which has shied away from cover-
ing drivers under 25, is starting to 
reconsider such policies. 

There are even some motor-
coach operators that are imple-
menting internship and mentoring 
programs designed to bring young-
er drivers into the industry.

Common sense dictates that it 
would be irresponsible to place 
minimally trained younger drivers 
behind the wheel of a bus or mo-
torcoach after a simple road test, 
inadequate training and a few trips 
with a senior driver, something 
many in the industry are doing now 
with age-qualified candidates.

But are those older drivers real-
ly safer, more passenger-friendly 
and less prone to low-speed body 
damage and tire scuffing than a 
younger driver who completes a 
long-term program of certif ied 
t raining,  apprenticeship and 
mentoring?  

 Logic and my experience 
training drivers would say no, as 
long as the younger drivers under-
go professional training, appren-
ticeship and mentoring programs 
and their performance is tracked.

Cooperation needed
However, this will require 

changes in present CDL require-
ments and the cooperation of states 
and insurance carriers. 

Fortunately, help may be on the 
way through the efforts of Reps. 
Duncan Hunter, R-Calif., and Trey 
Hollingsworth, R-Ind., who intro-
duced the H.R. 5358, the Drive 
Safe Act, in Congress.

The bill as now written would 
allow extensively trained and men-

tored 18 to 20 year olds to drive 
commercial vehicles (trucks) 
equipped with the latest safety 
technology across state lines.

Although H.R. 5358 is designed 
specifically for the trucking indus-
try and does not make provisions 
for passenger-carrying vehicles, the 
door is being opened and hopefully 
bus and motorcoach associations 
will follow suit and petition Con-
gress for similar legislation.

But as stated before, one of the 
obstacles to this idea is that insur-
ance companies rate 18-to-25-
year-old drivers as high risk, and 
they have the data to prove it for 
personal vehicles. However, limit-
ed or no data exists for younger 
drivers of commercial vehicles due 
to current licensing regulations.

Michelle Wiltgen, assistant 
vice president and national mar-
keting manager at National Inter-
state Insurance Company, ac-
knowledged that the lack of data 
on younger professionally trained 
commercial drivers is part of the 
problem. And although many in-
surance carriers prefer to insure 
drivers between the ages of 25 and 
65, those numbers are not cast in 
stone.

Individual basis
Wiltgen said exceptions are 

made for younger and older driv-
ers on an individual basis at well-
run companies with a history of 
safe operation and professional 
training. Younger drivers could be 
considered insurable provided they 
are enrolled in and complete a 
long-term program of apprentice-
ship, mentoring and professional 
training, she said.

That’s great news, but will other 
insurance carriers follow suit? 

Bob Crescenzo, vice president 
of Lancer Insurance Company, the 
nation’s No. 1 bus and motorcoach 
insurer, said the company has not 
changed its underwriting guide-
lines and will continue to review 
drivers based on how they are se-
lected, including the vetting pro-
cess and their driving experience.

The second step is evaluating 
the motorcoach company’s driv-
er-training program and its ability 
to provide training for any candi-
date who has limited behind-the-
wheel experience. 

Crescenzo said Lancer would 
continue to use that same process 
if the CDL is available to drivers 
under 21 years of age. However, he 
added, not every 18-to-20-year-old 
driver (and other drivers under the 
age of 25) would be a good candi-
date for the licensing program, 
which should include extensive 

behind-the-wheel training and a 
qualified long-term internship/ap-
prentice and mentoring program. 

There appears to be growing 
support for such programs among 
motorcoach operators.

Matt Brown, president of Astro 
Tour and Travel in Tallahassee, 
Fla., and former chairman of the 
Florida Motorcoach Association, 
started his own internship/mentor-
ing program a few years ago by 
hiring two young men as appren-
tices in the shop.

They are now age qualif ied 
and ready to take their CDL test 
and advanced training.

Brown said that by working in 
various shop and wash crew posi-
tions, candidates get a lot of be-
hind-the-wheel time moving and 
parking buses, learning to how to 
take care of the coaches and oper-
ating all of the vehicle systems. At 
the same time, they can be ob-
served interacting with drivers and 
staff. 

He plans on starting his teen-
age son in the mentoring program.

Another possible way to attract 
young people to our industry soon-
er would be to work with high 
schools to develop intern programs 
for seniors that would give stu-
dents an opportunity to work a va-
riety of jobs in the bus industry, 
which could lead to their staying 
on as candidates for the next phase 
of driver training.

In fact, Patterson High School 
in California has done just that by 
starting a truck driver program 
dedicated to bringing new drivers 
into the industry. 

Possible solution 
This program could be a solu-

tion to one of the biggest problems 
the bus industry has today – the in-
ability to attract the younger gener-
ation until they reach 21 or older. 
By that time they often have been 
lured into other professions, espe-
cially electronics and other technol-
ogy fields, which they’ve been ex-
posed to since they were old enough 
to hold a tablet or smart phone.

As an industry we have a big 
job to do to attract the younger 
generation to transportation. Ex-
posure and internships are the 
answers.

Other industries are investing 
in our nation’s youth, including re-
tail, health care and automotive, to 
name a few.

Even organizations such as 
Boy Scouts, police academies, the 
Civil Air Patrol and the EAA Ex-
perimental Aircraft Association all 
have programs that are preparing 
our next generation for careers 

those fields.
We need to do the same!
We need to develop an appren-

ticeship and training program that 
would qualify young drivers to be-
come safe motorcoach operators 
and satisfy the concerns of all who 
are skeptical of such a plan.

Ground up
As interns they could learn the 

business from the ground up and 
be evaluated weekly by working in 
and rotating through any number 
of jobs in the company so they and 
you would know if they are a good 
fit before they begin the next phase 
of classroom, driving range and 
on-the-road training administered 
by a trained safety professional/
instructor.

They then would be assigned to 
a trained mentor for the in-service 
phase, deadheading and driving 
with passengers until a time or 
miles goal is reached and they 
meet the standards of a master 
driver and are certified by the pro-
gram manager.

Compare this plan to the cur-
rent CDL qualif ication require-
ments of passing a short written 
and road test, with no professional 
training required. 

There is a small light at the end 
of the tunnel as Congress recently 
passed the Entry Level Driver 
Training Act, which, beginning in 
2020, requires all new CDL appli-
cants to complete a short period of 
approved training (no set hours) by 
an FMCSA-approved provider. 

 However, the act was watered 
down before passage and, while it 
is a start, it is a long way behind 
our European peers, who in addi-
tion to obtaining their country’s 
CDL, must complete a lengthy ac-
ademic and  practical training pro-
gram and obtain a United Na-
tions-sanctioned Certif icate of 
Professional Competence to be-
come intercountry drivers.

Our only other option is to con-
tinue compromising our hiring and 
discipline standards and fill seats 
with minimally trained drivers 
who have been making the same 
mistakes for years and calling it 
experience — but who do meet the 
insurance industry’s age and expe-
rience requirements.

As a passenger or bus owner, 
who would you rather have driving 
your bus, the minimally trained 
older driver who doesn’t know 
what he doesn’t know, or a young-
er driver who worked long and 
hard to become a professional mo-
torcoach operator?

Pierre Brenenstuhl is CEO of 
Prodrive Safety.

Coach industry needs young, well-trained drivers
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By Dave Millhouser

It was pitch 
black as the old 
bus ghosted west 
o n  U. S .  2 4 , 
crossing Colora-
do’s rolling prai-
rie.  A hint of 
pink in the rear-
v i e w  m i r r o r 

whispered that dawn was coming, 
and the driver asked the group 
leader to wake the 40 teenagers 
sleeping in the passenger seats.

“They need to see this,” he said.
A bit of grumbling, then awed 

silence. The sun rising behind the 
coach flashed a beam that arced 30 
miles ahead, across the night sky, 
and lit the tip of Pikes Peak. The 
snowcap glittered like a jewel hov-
ering in space, and then the light 
descended the mountain, making it 
glow pink and purple. 

“Purple Mountain’s Majesty.” 
It’s been 55 years, and the memory 
remains crystal clear. 

This is what bus people do. In 
the midst of high fuel prices, eco-
nomic meltdowns and all the other 
things that make this a tough busi-
ness, we take people to special 

places and moments.
We’re often perceived as sec-

ond cousin to more glamorous 
modes of transportation, but with-
out buses, many of the folks who 
make this country work couldn’t 
get to their jobs. 

The young men and women of 
the military, who protect us, often 
begin their difficult journeys in 
buses, and that’s how they come 
back to us.

The special generation that saw 
us through World War II and Korea 
has used our coaches to tour the 
great nation they defended and built.  

We take them to see a country 
that, even in the midst of turmoil, 
remains the most beautiful and 
generous on earth. 

We take folks to friends and 
family for holidays and special oc-
casions, to sporting events and 
shows and to summer camps and 
vacations. We rescue hurricane 
victims.  Without bus service, 
countless communities would be 
isolated and unlivable for those 
unable to drive.

We do it even when airplanes 
are grounded and trains can’t trav-
el — safely and with a minimum 
of fuss.

It’s a rugged business, with 
hard work, long hours and mid-
night emergencies. There never 
seems to be enough time or money. 
We all gripe, and yet somehow we 
are never able to quit the business. 
It’s a lifetime addiction.

That may be because, deep in-
side, we know who we are and that 
what we do is special. We may not 
be sophisticated or sexy, but we do 
something great. 

It would be nice if the public 
recognized it, but we do it because 
it’s so damn satisfying. Coaches, 
and the people who operate them, 
make America a far better place to 
live. 

In 1966, I started sweeping 
buses. Since then, they’ve taken 
me to a lot of wonderful places and 
offered opportunities I could never 
have imagined as I pushed trash 
down the aisle of a 1947 Brill.

None of that can compare to all 
the fine people I’ve met, and so 
may I thank you all for what you’ve 
done for me, for our industry and 
for this great country? It’s an honor 
to be a bus person.

And may I remind you that 
what you do matters? You make 
people’s lives better in ways that 
aren’t always visible, but are very 
real. You are needed.

We grumble, but quoting the 
Buffalo Bill’s great football coach, 
Marv Levy, “Where else would 
you rather be than right here, right 
now?”

If the previous paragraphs ring 
a bell it’s flattering because you’ve 
recalled something written back in 
2008 (or perhaps I should beg for-
giveness for squatting among your 
precious brain cells). 

Over the years, of all the stuff 
I’ve written, this was always a per-
sonal favorite. Hopefully you liked 
it, too.

“The only thing that is constant 
is change.” 

In case you’re wondering 
where this quote came from, it was 
written by Heraclitus, and I am 
hoping the statute of limitations on 
plagiarism has run out so he can’t 

sue me. Bear in mind that if, over 
the years, any of my scribbling was 
useful (or entertaining), I stole vir-
tually everything from you folks.

It appears that Bus & Motor-
coach News is going to a new for-
mat, and it’s uncertain how things 
will shake out for this column.

Before anything changes, it 
seems important to let all of you 
know how much you have meant 
to me.

If you‘ve never known some-
one who, given the choice, would 
do it all over again, now you have. 
(OK, I made a FEW doo-doos 
along the way, some epic).

At least for me, Coach Levy 
was right. There was no place I’d 
have rather been for the last 55 
years than with all of you in the 
bus business (or the last 11 writing 
this column). 

There is no way I can thank you 
enough for what you’ve meant to 
me, but this an attempt to do just 
that. 

Thanks, and hope to see you on 
the other side.

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

‘ We may not be 
sophisticated or 
sexy, but we do 
something great.’

Despite doo-doos, there’s no place I’d have rather been
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Before we go 

any further, I want 
to be clear: I’m 
not an ageist.

In fact, this col-
umn could just as 
easily have been ti-
tled, “Why selling 

to baby boomers will never work,” or 
“Gen Xers” or any other term used 
to describe a particular generation. 

I have attended a lot of classes 
and read a lot of articles on the art 
of selling to millennials (born be-
tween 1980 and 1994) and I think 
the information presented in those 
classes is, for the most part, wrong. 
Let me explain. 

A few weeks ago I was sitting in 
a Chinese restaurant waiting for my 
wonton soup. The placemat in front 
of me was the same red Chinese zo-
diac placemat that probably graces 
tables across America. With little to 
do but read that or stare at the fish 
tank, I started to read it. 

My kids, who were with me, 
also decided to brush up on the 
finer points of their assigned sym-
bols and make fun of each other’s 

assigned animals.  
“I’m a dog. No! I don’t want to 

be a dog because mom is a sheep 
and dogs and sheep aren’t compati-
ble,” said one of my kids to the other. 

“Dad’s a horse,” my wife an-
nounced to the table. 

“What does that mean?” my 
daughter asked. 

“It means that he’s optimistic, 
with strong action and executive 
power, attractive to the opposite 
sex, warmhearted, upright and 
easygoing. Hence, they usually 
have a lot of friends flocking around 
them. Independence and endurance 
make them more powerful, and 
they do not easily give up when in 
difficulty. Positive attitude leads to 
a brighter direction,” she read.

“Wait, what?” I said. “How do 
they figure that?”

“It’s based on your birth year,” 
she responded. 

I couldn’t help but laugh out 
loud. “I think the guy who came up 
with that may have attended a dif-
ferent high school than I did.”

My soup came and we all moved 
on to egg rolls and moo shu pork, 
but the idea of it stayed with me. 

It is absolutely ridiculous to 
believe that everyone born in a 

certain year is attractive. It is in-
sane to think that hiring someone 
who is upright, honest, easygoing 
and has a lot of leadership poten-
tial is as simple as finding some-
one born in a specific year.

I can imagine the ad now: 
“Looking to hire a director of sales. 
Must be optimistic, a great leader, 
independent and able to make good 
decisions. It’s important that you 
have the independence to manage 
yourself and the endurance to stay 
the course. Positive attitude a must. 
Please only apply if you were born 
in 1966, 1978 or 1990.”

As funny as this is, and as ri-
diculous as it may sound, it is even 
more ridiculous to believe that we 
can somehow create an even 
broader generalization by putting 
people born in a certain period in a 
box and devising a marketing 
strategy that will work, even a lit-
tle, for every single person that 
falls into that category.

Just so we’re all on the same 
page, let’s breakdown the various 
generations: Baby boomers refer to 
people born between 1946 and 
1964, Gen Xers between 1965 and 
1979, Xennials between 1975 and 
1985, millennials between 1980 
and 1994, and iGens between 1995 
and 2012. 

Though I said that I think most 
of the information I’ve received in 
classes on marketing to millenni-
als is wrong, I don’t want to throw 
out all the bathwater here. I have 
gotten some nuggets of wisdom on 
the subject from classes and read-
ing articles. 

To begin with, a couple of as-
sumptions made about these 
groups of people are true. The 
trick here, however, is that the as-
sumptions are not based on who 
they are but, rather, the social, eco-
nomic and technological worlds 
they were born into. 

For example, the world of 
someone who lived their 20s and 
30s during the 1960s is radically 
different than the world of some-
one currently in their 20s and 30s. 
Technology, cultural norms and 
the speed at which things happen 
have all changed dramatically.

Something that is “normal” 
now used to be a huge luxury — if 
it were possible at all. For example, 
only 9 percent of American homes 
had a TV in 1950; today, that num-
ber is around 99 percent. These 
“normals” shape what people ex-
pect and what they believe. 

People who came out of the 
womb with an iPhone in their hand 
while tweeting about the experi-
ence have a completely different 
set of expectations than those who 
were in their late 40s when they 
got their first pager.

These changes in expectations 
are not based on the fact that 
they’re separate sets of people, and 
it isn’t as though the titles assigned 
to them have magically given them 
different beliefs or attributes. 

Rather, these expectations are 
based on the conditions in which 
these individuals came of age and 
became consumers. 

The second truth that I don’t 
want to throw out is that these dis-
tinct groups require marketing 
strategies geared specifically to 
them. Because millennials expect 
something different than their 
baby boomer predecessors, we 

Why selling charters to millenials will never work
Marketing Minute

I t ’s  t h e  Smar t  Move

CONTINUED ON PAGE 11 c
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must change how we sell to them 
and how we deliver our product. 

While it may be too general to 
say that all individuals born be-
tween 1980 and 1994 are impa-
tient, unfocused, difficult to work 
with and irresponsible, we can say 
with some certainty that these 
folks will likely expect products to 
work and be fast, and that the over-
all process will be easy.

What does that mean to us? It 
means we can understand why 
companies like Amazon and Uber 
have been so successful with mil-
lennials. There’s something super 
seductive and convenient about 
having your favorite breakfast ce-
real delivered to your house in a 
matter of hours in many cities, or 
clicking a button and having some-
one pick you up and take you back 
to your dorm room so you don’t 
miss your liberal arts interpretive 
dance final.

Beyond those two truths, how-
ever, most of the direction we get 
on selling to millennials becomes 
oversimplified feel-good nonsense.

While younger generations are 
driving innovation and change, 
older generations aren’t pounding 
their fists and pining for the “good 

old days” when they’d call a cab 
and someone would show up and 
overcharge them for a ride to the 
airport. 

No! They’re actually jumping 
on board and taking advantage of 
the new and better ways. Thir-
ty-five percent of Uber users are 
over 35. 

And here’s another thing: Not 
everyone I graduated from high 
school with was attractive or easy-
going. Not everyone born in 1960 is 
gentle and calm, and I know that not 
everyone born in 1969 is the “epito-
me of fidelity and punctuality.” 

I also know that not everyone 
labeled a millennial will respond 
to the same marketing message or 
strategy that appeals to one of his 
or her peers. Contrary to popular 
belief, not all of them get their 
news from Facebook, are without 
children, only eat food delivered 
by Uber, attend every concert in 
the area and wear skinny jeans. 

I have met farm-kid millenni-
als who work hard, drive Dodge 
trucks, have never used Uber, and 
want to talk to people face to face 
in order to help them buy their 
next hunting rifle. 

I have talked to a millennial 
who wakes up every morning at 
4:30 to make it to work on time to 
her first of three jobs. I have seen 

many with strong leadership abili-
ties and great work ethics. I have 
seen fathers and mothers with a 
handful of kids who fall squarely 
in the millennial bucket.  

We simply can’t generalize our 
way to a successful marketing 
strategy. So what do we do? 

We must realize that it is not 
demographics that purchase from 
us; it is individuals and consumer 
groups. We can’t say things like, 
“This is a trip for baby boomers” 
and hope to be successful. 

We need to build itineraries 
and services that speak to individ-
ual interest groups, services that 
will appeal to history buffs, for ex-
ample, or gamblers, concert goers 
or family reunion planners. 

It would be foolish to take 
something like a wedding service 
in a charter operation and say we 
are only going to sell this to people 
between the ages of 28 and 32. It 
would be much more effective to 
market a service that showcases 
expertise in the wedding transpor-
tation business.

In that same vein, we can’t sell 
to millennials by using pictures of 
young people wearing skinny jeans 
and sipping vanilla chai lattes 
while forming a drum circle on a 
beach. Instead, we must focus on 
the things that matter. 

Millennials (and, more often 
now, their older counterparts) are 
beginning to expect certain things, 
such as: 

Ease. If it can’t be done with a 
few clicks, it isn’t worth doing. 
This means we have to streamline 
our booking process for both char-
ter and line-run products.

The world is digital. Don’t ask 
people to fax something. Though 
you may want a fax machine for 
those who are clinging to a bygone 
era, don’t make it part of your day-
to-day business practice. 

Smart phones rule the world. 
Look at your entire booking and 
payment process. If there are steps 
that don’t work on a phone or are 
hard to do on a phone, fix them. 

God-given rights. Younger 
generations put Wi-Fi and power 
outlets under this umbrella. If you 
are charging for these or don’t 
offer them, you might want to 
reconsider.

These are not things that are 
somehow tied to a secret credo 
taught in schools between the 
years of 1980 and 1994. They are 
shifts made by a generation of peo-
ple raised with technologies and 
cultural conditions different from 
previous generations. 

Thus, what they see as normal 
is progressive and modern to those 

that came before them. Millennials 
aren’t the only ones who like the 
new standard, by the way. Watch, 
for example, the next time you’re 
on a plane and the Wi-Fi goes out. 
Baby boomers will be hitting the 
flight attendant call button as often 
as millennials because they can’t 
stream the latest episode of “The 
Big Bang Theory.” 

As you look at how you can put 
more butts in seats on your line 
runs, fill up those charter dispatch 
sheets or even hire more charter 
drivers, remember that trying to 
generalize an entire generation of 
people is no less ridiculous than 
saying that everyone in my high 
school graduating class was super 
sexy CEO material. 

We’ve got to look deeper at 
what we offer and determine the 
people who would be most inter-
ested in consuming that product or 
service. Once we identify those 
people, we’ve got to find them and 
work to craft a message that will 
speak specifically to them. 

This is advertising and market-
ing, and it’s the bread and butter of 
selling more charters, to more peo-
ple, for more money.

 For more information about 
the Motorcoach Marketing Coun-
cil and its programs, go to www.
motorcoachmarketing.org.

Marketing Minute
CONTINUED FROM PAGE 10
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Increased implementation of 
collision avoidance technologies is 
one of 10 transportation safety im-
provements on the “Most Wanted 
List” of the National Transporta-
tion Safety Board for 2017-2018.

An NTSB document explains, 
“Collision avoidance technologies 
can provide a life-saving safety 
net. These technologies are avail-
able today. They should be imple-
mented today.”

Efforts were made about a de-
cade ago to add side detection of 
pedestrians and cyclists to ra-
dar-based collision warnings 
systems.

One of the most prominent sys-
tems utilized side sensors, which 
the manufacturer described as a 
“radar device that senses objects 
from 1 to 12 feet from the side of 
the vehicle. Side sensors are gen-
erally mounted at or near a blind 
spot.”

False alerts
The systems were prone to 

sounding false alerts when the ve-
hicle passed road signs and bridge 
piers. An online message board 
from that era still posts a com-
plaint about the false alarms: 

“Every time I’ve had this thing 
I’ve wanted to crash my truck into 
a wall to make it shut up or take a 
hammer to it. I wish I knew away 
to make it stop all the #### beep-
ing it does.”

“Radar systems are meant 
more for vehicle detection and 
avoiding collisions,” Tamir said. 
“With a camera sensor it is easier 
to detect objects with less reflec-
tive metal in them. That is why we 
use a camera.”

Mobileye has been developing 
technology for nearly 20 years but 
just recently launched its side-look-
ing pedestrian-cyclist warning 
feature.

“Mobileye was founded in 
1999. We have the largest comput-
er vision research and develop-
ment center in the world based in 
Jerusalem, Israel,” Tamir said. “We 
are using sophisticated computer 
v i s ion  a lgor i thms  and  ma-
chine-learning algorithms. 

“We take the raw data from the 
camera and classify all objects on 
the road. We are looking for pat-
terns of a car or pedestrian or a cy-
clist. We are able not only to detect 
the object but also the texture of 
the object. That is one of the key 
advantages of using data from a 
camera,” he said.

The company supplies its Mo-

bileye Shield collision warning 
system to 27 automobile manufac-
turers and has 25 million units on 
roads around the world. The Mo-
bileye Shield Plus product adds 
side cameras for pedestrian/cyclist 
warning, or PCW, capability.

After the system computer de-
tects a person beside the truck or 
bus, it estimates if and when a col-
lision is possible, Tamir said.

Cameras communicate
“The camera sensor sees a pe-

destrian figure independent of the 
environment and fairly easily de-
tects them in cluttered scenes or if 
they are partially occluded. With 
Mobileye Shield Plus we placed 
cameras on the sides of the vehicle 
that communicate with each 
other,” he said.

“They know when to detect pe-
destrians in the blind spot of the 
vehicle and alert the driver when 
there is a risk of collision with the 
pedestrian, meaning when the time 
to collision is below a certain 
threshold.

“We have years of experience 
with the forward-facing camera 
that can detect pedestrians and cy-
clists crossing the front of the bus 
and motorcoach. Three years ago 
we introduced Shield Plus.”

The system’s sensors are con-

nected to visual displays placed at 
the center and both sides of the 
windshield. Audible alarms and 
symbols alert the driver to the 
presence and location of a hazard.

Mobileye found additional de-
velopment necessary to handle bus 
stop conditions when it put Shield 
Plus on the road. As a coach or bus 
approaches waiting passengers 
and turns toward the curb, it mo-
mentarily is pointed directly at 
them.

“Buses are the only mode of 
transportation that routinely needs 
to drive towards pedestrians,” 
Tamir said. “When we came out 
with our technology for large 
urban vehicles such as transit 
buses or sanitation trucks, we did a 
pilot program in Washington state. 
We retrofitted 35 buses and expe-
rienced more false alerts than we 
anticipated.”

The system was reconfigured 
to recognize that the bus was likely 
to drive toward pedestrians only 
briefly before veering left to 
straighten along the curb. 

“We composed a scenario that 
recognizes this and we significant-
ly reduced the false alerts to be in 
the range of normal,” he said.

Mobileye does not discuss spe-
cific sales figures, Tamir said, “but 
already we have hundreds of buses, 

motorcoaches and large vehicles 
that are retrofitted or had the tech-
nology specified into new orders. 
We have worked with most of the 
bus manufacturers in America.”

‘Pretty impressive’ 
Some of the units are deployed 

on buses operated by the New York 
Metropolitan Transit Authority 
and Los Angeles Department of 
Transportation. New York MTA 
has announced the installation of 
300 systems on new buses that 
have been ordered.

The result of the road experi-
ence “is pretty impressive,” Tamir 
said. “I can’t disclose data from 
our customers because it is their 
own private data. What I can say is 
that we recorded millions and mil-
lions of miles driven.”

Thus far, he said, there have 
been no accidental pedestrian or 
cyclist fatalities experienced by 
the equipped buses.

Motorcoach manufacturers do 
not offer Mobileye as a standard 
feature, Tamir said. 

“So far we have fleets that are 
retrofitting their motorcoaches or 
transit buses. We also have fleets 
that specify Mobileye, either the 
single unit or the Shield Plus, when 
they purchase new motorcoaches 
or transit buses.”

Pedestrian
CONTINUED FROM PAGE 1

FOR SALE
2009 TD 925 Van Hool

Seats 81 People • Cummins Engine • ZF Transmission
• Recent Interior • $100,000

Contact Jimmy Hall: 
jimmy@venturebustours.com 

or 757-494-1480

Set of 31 Amaya seats out 
of 2011 Van Hool C2045

All leather seats with aircraft style 
tray table on the back of each seat. 

11 doubles with cup holders in 
the middle. 9 singles with a single 
cup holder on the side. Does not 
include mounting nuts and bolts.

$2,500 or Best Offer
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“They can do a ‘denial of ser-
vice’ attack where they blast out 
messages as fast as they possibly 
can and swamp the network.

“This is a very simple thing for 
a hacker. I don’t want to say that 
every coach, truck and bus is vul-
nerable to this because it also de-
pends on the engineers who de-
signed the vehicle,” Zachos said.

Thuen selected two ELDs at 
random and analyzed them for a 
presentation he made last summer 
at DEF CON 25, a hacking confer-
ence that examines cybersecurity 
issues. He bought one at Wal-Mart 
and another at a truck stop.

After opening the devices, he 
said he easily attached diagnostic 
equipment and read the software. 
The devices were shipped with 
“debug enabled.” 

“Debug allows developers to 
peek into the inner workings of the 
device during operation, which 
makes the job of attacking such 
devices much easier,” Thuen said.

Components within the ELDs 
were “very simple, very minimal,” 
he said. “They are using insecure 
functions we shouldn’t be using 
anymore.”

He said some ELDs could be 
used to build a low-cost hacking 
interface. 

“There are tool kits to help you 
get into the interfaces on the bus or 

truck and some go for thousands 
of dollars. If you buy one of these 
(ELDs), you have Bluetooth ac-
cess for pretty cheap. If you don’t 
want to mess with wires and con-
nectors and stuff, this is a great 
compact package. I am not sure I 
would recommend it as an ELD 
but as a hacking device it is pretty 
good.”

Thuen said the current FMCSA 
policy of self-certification makes 
it difficult to identify ELDs that 
are better  protected against 
hacking. 

“It is certainly possible to make 
a secure ELD. There are some 
(manufacturers) I would point to 
as pioneers when it comes to tak-
ing the security of ELDs serious-
ly,” he said. “For every one of 
them, however, you have f ive 
shops that crank out the work as 
fast as possible and at the leanest 
margins in order to maximize 
profit.”

About 370 self-certified ELDs 
are listed on the FMCSA website. 
Only two certifications have been 
revoked — the ONE20 F-ELD for 
Android and ONE20 F-ELD for 
iOS. Both certifications are desig-
nated “self-revoked.”

It is important to keep tired 
drivers off the road but ELDs are 
not the solution to cheating, Thuen 
argued. “ELDs are easier to spoof 
than a log book.”

Money motivates nearly all cy-
bercrimes, Zachos said. 

“Most malicious hacks are re-
lated to blackmail. They can shut 
you down and then you pay them 
three Bitcoins and they promise, 
‘Cross our hearts! We will send 
you the unlock keys and you can 
get going again.’”

Trucking fleets could be the 
plumpest targets for denial-of-ser-
vice attacks, Thuen said. 

“There is an idiom in the truck-
ing industry, ‘If you bought it, a 
truck brought it.’ The trucking in-
dustry is critical infrastructure to 
the United States of America.

“If the trucking industry goes 
down there will be one day before 
you can no longer get fuel at gas 
stations and three days before you 
can no longer get food and other 
items off your grocery store or de-
partment store shelves,” he said.

The Federal Bureau of Investi-
gation classifies blackmail hacks 
as “ransomware,” a “form of tar-
geting both human and technical 
weaknesses in an effort to make 
crit ical  data and/or systems 
inaccessible.”

The 2017 report from the FBI’s 
Internet Crime Complaint Center 
stated that 1,783 ransomware com-
plaints, resulting in $2.3 million in 
losses, were filed last year.

“When the victim organization 
determines they are no longer able 
to access their data, the cyber actor 
demands the payment of a ransom, 
typically in virtual currency such 
as Bitcoin. The actor will purport-
edly provide an avenue to the vic-
tim to regain access to their data 
once the ransom is paid,” the re-
port explained.

The FBI report offered this ad-
vice for ransomware victims: “In 
all cases, the FBI encourages orga-
nizations to contact a local FBI 
field office immediately to report 
a ransomware event and request 
assistance. The FBI does not sup-
port paying a ransom to the adver-
sary. Paying a ransom does not 
guarantee an organization will re-
gain access to their data.”

Another motivation for cyber 
attacks is retaliation from a dis-
gruntled employee, Zachos said. 

“They didn’t get the raise they 
wanted, or something else. They 
know all the secret codes and 
think, ‘They’ll never catch me.’”

In the worst of cases, hackers 
could take control of a vehicle and 
cause property damage or human 

injury, Thuen explained in a pre-
sentation at a cybersecurity con-
ference. Hackers have demonstrat-
ed the possibilities.

“They did a whole lot of re-
verse engineering. They were able 
to gain full control of vehicles. 
One had parking assist and anti- 
collision stuff, which means there 
are critical control systems for the 
orientation of the steering wheel 
and managing the brakes. As we 
are going forward, there is going to 
be more drive-by-wire,” he said.

“When you are using insecure 
communication protocols, it is 
easy to leak data and remotely 
control a vehicle. As an extension, 
you could have untraceable 
assassination.

“If somebody is driving down 
the road at 80 miles per hour and 
you give the CAN bus commands 
to lock the right brakes and crank 
that steering wheel, now it looks 
like there is a car accident.”

ELD and CAN vulnerabilities 
open them to virus epidemics, 
Zachos said. The vehicle networks, 
originally designed to be isolated, 
now are connected through cellu-
lar data networks or shared USB 
drives.

“The ELD has a purpose of ex-
changing data with the inspector 
by a wireless link that maybe goes 
up to the cloud and back down to 
somebody on the side of the road 
who has a portable personal com-
puter,” he said. 

“Another way to exchange data 
is through a USB stick that is re-
cording data. You could pull out 
that stick and put that flash memo-
ry, infected with a virus, into the 
inspector’s laptop. We might find 
that the virus is inadvertently 

passed on by that inspector who is 
exchanging USB drives with all 
the vehicles he is inspecting. The 
virus could be spread throughout 
the fleet in days.”

The Technology and Mainte-
nance Council (TMC) of the 
American Trucking Associations 
and the Society of Automotive En-
gineers (SAE) have formed ELD 
protection committees. Zachos is a 
leader of both committees.

Robert Gruszczynski of Volk-
swagen of America is co-leader of 
the SAE committee.

“The TMC has set up a cyber-
security task force. We are devel-
oping recommended best practices 
for fleets,” Zachos said. 

“SAE has a technical commit-
tee that is writing a standard for 
best practices for what we call 
semi-permanent devices that 
would plug into the vehicle diag-
nostic port. I would expect them to 
be in publication by the end of this 
year.”

The SAE committee includes 
representatives of major manufac-
turers of automobiles and engines 
used in trucks and motorcoaches. 
The National Highway Transpor-
tation Safety Administration also 
is a member.

The SAE standards, Zachos 
said, would be “recommended best 
practices for manufacturers to fol-
low when they design and produce 
ELDs. All that said, there still is no 
enforcement.”

ELD manufacturers could vol-
untarily submit their devices for 
testing against the SAE standards, 
he said. 

“That would be our goal. Per-
haps in the future FMCSA is going 
to refer to them as well.”

WASHINGTON, N.J.  — 
Frank Smith, founder of Yankee 
Line of New York, has joined the 
Greater  New Jersey Mo-
torcoach Association board of 
directors. 

Smith, a former Marine, has 
been in the transportation busi-
ness for 47 years. He started Yan-
kee Line out of his home in 1999 
and made it into a top contender 
in the Northeast Coast bus trans-
portation industry. 

Smith serves 
as chairman of 
the National As-
s o c i a t i o n  o f 
M o t o r c o a c h 
O p e r a t o r s 
board and is a 
member of the 
U n i t e d  M o -
torcoach Association and the 
American Bus Association.

He is a 19A Examiner for the 
State of New York.

Smith serves on the GNJMA 
board’s Membership & Bylaws 
Committee.

ELD hackers
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CLASSIFIED ADVERTISING

2002 MCI 102ELS3
Detroit Allison, 276k 
miles, generator, full 
bathroom, wet bar, 
kitchenette, power 
window shades, rear 
lounge folds into bed.

Priced to sell – Make an offer
Call Aaron 507-412-1086

T2145 
VAN HOOL 
COACHES 
FOR SALE

2005 (1) and 2006 (2) Models
58 pax (non-lift), Carrier HVAC, Restroom, DDC S60 Engine, 

ZF Transmission, REI 5 Monitor Video, Excellent Interiors, Paint & 
Body, Aluminum Wheels, Mileage 635K to 710K

Priced to Sell: 2005 at $94,999 ~ 2006’s at $109,999
Clean Florida buses…NO CORROSION!

Contact Brian Scott
727-545-2088 or bscott@escotbuslines.com

July 2018

22-26 AMA-SCMA-GMOA 
Regional Meeting, Evergreen 
Marriott Conference Resort, 
Stone Mountain, Ga. Info: www.
gamotorcoachoperators.org

Calendar August 2018

7-10 International Motorcoach 
Group Strategic Alliance Meet-
ing, Doubletree Hilton, Sonoma, 
Calif. Info: www.imgcoach.com

16-19 2018 NAMO Annual 
Conference, Westin Cape Coral 
Resort at Marina Village, Cape 

Coral, Fla. Info: www.namo- 
coaches.org

September 2018

12 Maryland Motorcoach 
Association Annual Crab Fest, 
Info: www.marylandmotorcoach.
org

Frank Smith



OUR OUTSTANDING 
COAST-TO-COAST SERVICE 
NETWORK COVERS A WHOLE 
LOT OF MILES. THAT IS A 
WHOLE LOT OF PEACE OF MIND.
The world’s greatest coaches deserve the world’s greatest service. 
It’s why Prevost built the largest service network in North America. 
You can hit the road with confidence knowing our expert 
factory-trained technicians will be nearby to provide 
your coach with the best service available, anywhere.

Supported by the Prevost Parts & Service network.

prevostcar.com
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Introducing the  
2019 J4500 and J3500
At MCI, we know that groups come in all different sizes. That’s why we now 

offer a 35-foot version of our best-selling J-Series coach. Impressive inside and 

out, both the J3500 and 45-foot J4500 offer best-in-class interior features, 

a smooth-riding suspension and leading ADAS (Advance Driver Assistance 

Systems) only from MCI. Add in great parts commonality, superior build quality, 

and an unsurpassed service and support network, these are the coaches that 

make MCI the top choice for driving your business.

Discover the lengths we go  
to be Reliability Driven™ for you.
Visit mcicoach.com/J-Series 

The long and short  
of reliability.
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