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Rural bus funding on track to increase through 2020
WASHINGTON — If a pro-

posed increase in federal funding 
for rural bus service remains in-
tact, hundreds of thousands of 
rural residents and dozens of bus 
and motorcoach carriers will be 
quite pleased.

Currently the federal funding 
is budgeted to increase annually 
through fiscal year 2020.

“It is a hugely important pro-
gram,” said Mark Szyperski of On 

Your Mark Transportation in Nash-
ville. “It has been growing and 
more states are using it. I have not 
heard any rumblings about budget 
cuts.”

Szyperski is a consultant who as-
sists local and state governments and 
private transportation companies in 
navigating the process to receive 
rural transportation grants from the 
Federal Transit Administration.

A key to the program’s future 

may be its popularity in areas that 
lean politically conservative and 
typically endorse government tax 
and spending cuts in general.

“The number one benef it is 
getting transportation service to 
rural areas where people have no 
other way to get to jobs and trav-
el,” Szyperski said. “You would 
not believe the number of cities 
that I have been to where mayors 
and the chamber of commerce are 

so thankful for this opportunity. I 
once had a chamber director get 
teary-eyed when I told him bus 
service was coming.”

Stephen Abernathy, senior man-
ager of intermodal alliances for 
Greyhound Lines, formerly was 
program manager for the intercity 
bus program at the Washington 
State Department of Transportation. 

His office was the guinea pig 
for the first rural bus route funded 

under a new federal provision that 
allowed communities to cover the 
local grant match with in-kind ser-
vices rather than dollars. That 
modification allowed use of the 
program to expand.

“In the last 10 years the program 
has grown across the country,” Ab-
ernathy said. “It has become em-
bedded in a lot of communities.”

The fiscal year 2017 federal 
CONTINUED ON PAGE 14 c

Bailey Coach planning second veterans’ trip to D.C.
YORK, Pa. — “Let’s go big,” 

Bailey Coach President John Bai-
ley said to his employees when 
brainstorming ideas for the com-
pany’s annual community service 
project in 2016.

Their big ideas resulted in an 
escorted trip last November from 
York to Washington, D.C., for mil-
itary veterans and their families to 
visit war memorials on the Nation-
al Mall. 

More than 400 people, plus a 
few service dogs, rode in eight 
motorcoaches donated by York-
based Bailey Coach and one each 
from Executive Coach of Lancast-
er, Pa., and Wolf Bus Lines of York 
Springs, Pa.

This year’s trip to Arlington 
National Cemetery, scheduled for 
Nov. 8, will be even bigger, with 
600 veterans and their families ex-
pected to attend.

“We donate a lot of our ser-
vices throughout the year, and we 
like to do one large program on an 
annual basis,” said Bailey, who 
also serves as chairman of the 
Pennsylvania Bus Association.

His inspiration for the trip to D.C. 
came from Honor Flights, in which 
donated transportation provides vet-
erans the opportunity to visit memo-
rials dedicated to honor the service 
of themselves and their friends. 

Discussions with a friend who 
runs the VFW began the process of 
finding local veterans interested in 
taking the trip.

Phone calls to other communi-
ty groups led to donated goods and 
services to make the trip happen. 

The York Fairgrounds and 
Expo Center provided parking and 
a registration building the day of 
the event; Starbucks donated cof-
fee; hospitality students from York 

College assisted with parking and 
registration; and local VFWs, 
American Legions and Elks Clubs 
provided lunch for the attendees. 

Local and state politicians ad-
dressed the group in the morning, 
including Rep. Scott Perry, R-Pa.

State and local police escorted 
the motorcoaches to the Pennsylva-
nia state line, and every intersection 
was lined with people saluting the 

Bus rally shaping up (nicely) 
for next month in Indiana

EVANSVILLE, Ind. — Bus Rally 
Evansville rolls into this Ohio River town 
next month, showcasing what is expected to 
be the largest fleet of vintage buses ever as-
sembled in North America. 

Rally organizers report that as of late last 
month, upwards of 60 classic, collectible 
and historic buses had registered for the 
event, with scores of other owners rushing to 
get their coaches shaped up to attend the 
show. 

Ultimately, 75 to 100 vintage buses of 
every sort are expected for the rally. 

 “Buses are coming from the East and 
West coasts, as well as Canada,” said event 
organizer Stan Holter. 

T h e  B u s b o y s  C o l l e c t i o n ,  a 
 Minnesota-based nonprofit organization 
that is thought to own and operate the largest 
collection of vintage buses in North Amer-

ica, is organizing the three-day event, sched-
uled for Sept. 22 to 24.

In addition to being the principals of The 
Busboys Collection, brothers Dan and Stan 
Holter are motorcoach company owners and 
operators based in Bloomington and Roches-
ter, Minn.   

In addition to the buses, the rally also is 
expected to attract a large number of specta-
tors from not only the Evansville area but 
from throughout North America and over-
seas. Those attending will have an opportu-
nity to see some of the rarest and most-un-
usual operational buses in North America.

Among buses at the rally will be two 
from the Los Angeles-based vintage fleet of 
Greyhound Lines, plus a coach from the 
Greyhound Bus Museum in Hibbing, Minn. 
There also will be several rare coaches from 

CONTINUED ON PAGE 13 c

The focal point of Bus Rally Evansville — besides the rare buses — will be the former 
Greyhound Bus Terminal in Evansville. The 78-year-old bus station is believed to be one 
of only two surviving examples of the Art Deco architecture adopted by Greyhound for 
new bus stations in the late 1930s. The rally will be held Sept. 22-24.

CONTINUED ON PAGE 13 c
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UMA board accepting nominations for fall election
ALEXANDRIA, Va. — The 

United Motorcoach Association is 
seeking nominations from its U.S. 
operator members for seven open 
seats on its board.

The coachbuilder associate di-
rector seat also is open.

The seats are open as a result 
of expiring terms of incumbent di-
rectors, who may seek re-election. 
Aug. 29 is the deadline for letters 
of nomination for the director 
positions.

The directors and associate di-
rector whose seats expire at the 
end of this year are: 

• Region I (the West) — Tom 
Ready of Ready Bus Company in 
La Crescent, Minn., and Ray Sar-
goni of Gray Line of San Francis-
co, Silicon Valley & Monterey in 
San Francisco

• Region II (the Midwest) — 
Brian Annett of Annett Bus Lines 
in Sebring, Fla., and Ralph Young 
of Young Transportation in Ashe-
ville, N.C.

• Region III (the Northeast) —
Joan Libby of Cavalier Coach 
Trailways in Boston and Tim Stout 
of Stout’s Transportation in Ewing, 
N.J.

• Region IV (Canada) — Larry 

Hundt of Great Canadian Holiday 
& Coaches in Ontario

• Coachbuilder associate di-
rector — Roman Cornell of ABC 
Companies  

Nineteen members of the 
21-member UMA board are re-
gional directors who must be 
coach operators and who are elect-
ed to three-year staggered terms 
from the three regions of the U.S., 
plus a single director elected from 
Canada (Region IV).

In addition, there are non- 
coachbuilder and coachbuilder 
associate-board representatives 
who also serve three-year terms.

Maps showing the UMA re-
gions are available in the UMA 
Membership Directory.

The names of the current direc-
tors and a list of the states included 
in each region can be found on the 
association website, www.uma.
org .  Cl ick  on  “About”  and  
then the “UMA Board of Direc-
tors” link.

Qualif ication standards for 
UMA directors can be found in 
Article VI of the bylaws (available 
on the association website by 
c l i ck ing  “About”  and  then 
“Bylaws”).

Among the qualifications for 
nominees is that they must have 
been UMA members for at least 
one year.

Directors serve without pay, 
but the association generally reim-
burses directors for travel and ac-

commodations while performing 
UMA business and/or attending  
association meetings.

Nominations for the regional 
board directorships must come 
from active UMA members who 
are motorcoach operators in the 
same region as the candidates they  
nominate. Members may also 
nominate themselves. 

Candidates nominated for the 
board must represent an active 
UMA-member company in good 
standing with the association. 

“There is no better way to get 
the greatest value from your UMA 
membership than in volunteering 
and helping to shape the future of 
our industry through leadership 
positions,” UMA President and 

CEO Stacy Tetschner said.
An eight-member nominating 

committee made up of one mem-
ber and one non-member from 
each region will vet all board nom-
inees, checking to make sure they 
qualify and are willing to stand for 
election and to serve if elected.

Written letters of nomination 
must state the candidate’s name, 
company aff iliation and home-
base location.

Nomination letters also must 
be postmarked, emailed or faxed 
on or before Aug. 29.

The nominating committee will 
produce a list of candidates for each 
region no later than Oct. 1.

Ballots will be mailed to UMA 
members by Oct. 15, and must be 
returned no later than Nov. 15. 
Winners will be announced in Bus 
& Motorcoach News.

UMA members with questions 
about nominations should contact 
the association at 800-424-8262. 
Mail nomination letters to: UMA 
Nominations, 113 S. West St., 4th  
Floor, Alexandria, VA 22314-2824.

Nominations also may be faxed 
to 703-838-2950 or emailed to 
UMA President and CEO Stacy 
Tetschner at stetschner@uma.org.

TORONTO — Greyhound 
now offers service from Toronto 
Pearson International Airport to 
10 major Ontario cities, as well as 
to the United States.

Greyhound offers more than 
20 daily schedules from its loca-
tion in Terminal 1 at the airport, 
with direct routes to Niagara Falls, 
St. Catharines, Hamilton, Wind-

sor, London, Kitchener, Guelph, 
Ottawa, Peterborough and Barrie.

Bus service also is available to 
U.S .  c i t ies  such  as  Chica-
go and New York, ultimately con-
necting to Greyhound’s network 
of 3,800 destinations.

“We’re excited to offer service 
at the Toronto Pearson Interna-
tional Airport,” said Stuart Kend-

rick, senior vice president of 
Greyhound Canada. “The airport 
location, which is an additional lo-
cation to our downtown station, 
offers a great benefit for custom-
ers as it provides seamless con-
nectivity for residents who live in 
communities without access to air 
travel. It provides the best of both 
worlds in one location.”

Greyhound Canada offers service from Toronto airport
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Efforts to delay ELD mandate gain support in Congress
WASHINGTON — With the 

federal mandate on electronic log-
ging devices set to take effect in 
only four months, opponents are 
stepping up their efforts to derail 
the rule.

 And while it appears doubtful 
that the mandate will be killed, 
there has been some movement in 
Congress to at least delay the rule, 
which was issued in 2015 by the 
Federal Motor Carrier Safety Ad-
ministration and requires that in-
terstate trucks and buses convert 
to ELDs by Dec. 18 of this year.

The Owner-Operator Indepen-
dent Drivers Association (OOIDA), 
which recently lost its court battle 
to scuttle the rule when the U.S. Su-
preme Court declined to hear its 
appeal, has convinced a congress-
man to introduce legislation that 
would delay the mandate for two 
years.

Rep. Brian Babin, R-Texas, a 
member of the House Transporta-

tion and Infrastructure Committee 
and the Highways and Transit 
Subcommittee, introduced a bill 
last month titled the ELD Exten-
sion Act of 2017, which would 
simply amend to four years from 
two the time between when the 
ELD final rule was published and 
the compliance date.

Babin’s bill, H.R. 3282, would 
extend the current implementation 
date from December 2017 to De-
cember 2019.

“While technology such as 
ELDs have great promise, I didn’t 
come to Washington to force those 
ideas on small businesses — and 
neither did President Trump,” 
Babin said. 

“If trucking companies want to 
continue implementing and using 
ELDs, they should go right 
ahead. But for those who don’t 
want the burden, expense and un-
certainty of putting one of these 
devices into every truck they own 

by the end of the year, we can and 
should offer relief.”

An OOIDA spokesperson said 
the association worked with Babin 
to compose the legislation.

Only a day before Babin intro-
duced his bill, a House committee 
approved a transportation appro-
priations act that included lan-
guage that also has the potential to 
delay the ELD mandate.

It was inserted into the Depart-
ments of Transportation, Housing 
and Urban Development, and Re-
lated Agencies FY 2018 Appropri-
ations Act approved by the House 
Appropriations Committee.

The committee said the ELD 
rule would cost $2 billion to im-
plement and would impose “regu-
latory compliance burdens on 
small and independent carriers.” 

Todd Spencer, executive vice 
president of OOIDA, said FMCSA 
“has failed to answer important 
questions from Congress and in-

dustry stakeholders about this man-
date,” including issues related to 
enforcement, connectivity prob-
lems in remote locations, cyber 
vulnerabilities and the ability of 
law enforcement to access data. 

“The agency refuses to certify 
any ELD as compliant with the 
rule, thus leaving consumers with 
no idea if a device they purchase is 
indeed compliant,” Spencer said, 
referring to FMCSA’s policy of al-
lowing ELD companies to self-cer-
tify that their devices meet the 
agency’s criteria.

“We appreciate Congressman 
Babin’s leadership on this issue,” 
Spencer said in a news release is-
sued by Babin’s office. “While we 
still believe the ELD mandate should 
be outright repealed, the FMCSA 
simply isn’t ready to implement this 
rule. Congressman Babin’s bill 
would provide more time for the 
agency to address a number of sig-
nificant unresolved concerns identi-

fied by stakeholders.”
Chances that Babin’s bill or the 

ELD language in the THUD bill 
will make it through Congress re-
main questionable, especially since 
Congress itself mandated the use of 
ELDs when it passed the MAP-21 
transportation bill in 2012.

Ken Presley, vice president of 
industry relations and COO at the 
United Motorcoach Association, 
cautioned motorcoach operators 
not to depend on such “Hail Mary” 
efforts to delay the mandate, “given 
the minuscule chance Congress 
would stall the requirement.”

“I worry that hopeful procras-
tinators could be sitting with 
parked buses and motorcoaches on 
Dec. 18,” Presley said. “Enforce-
ment off icials are not going to 
allow buses and motorcoaches to 
proceed after the compliance date 
just because someone was waiting 
to see if Congress might pass leg-
islation to stall the requirement.”
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GRAND CANYON, Arizona 
— One of the world’s most popu-
lar tourist destinations may soon 
welcome another of the nation’s 
larges t  commercia l  vehic le 
inspections. 

A spokesman for the National 
Park Service said its law enforce-
ment arm at Grand Canyon Na-
tional Park does not discuss plans 
for blitzes in advance, but they 
seem to take place most years, 
often in October.

The 2016 commercial vehicle 
inspection was held on October 3 
and 5, according to a press release 
from the park service. A team of 
17 National Park Service employ-

ees, 50 personnel from the Arizona 
Department of Public Safety and 
four from the U.S. Department of 
Transportation inspected 208 
commercial vehicles.

Commercial Vehicle Safety 
Alliance stickers were awarded to 
142 vehicles that were free of safe-
ty violations. The remaining 66 
vehicles were issued 237 viola-
tions, resulting in out-of-service 
orders for eight drivers and 12 
vehicles.

“Some of the major violations 
included a bus with a six-inch 
crack in its frame near the engine 
mount and several vehicles with at 
least one inoperable brake,” the re-

lease stated.
“National Park Service staff 

also conducted a simultaneous 
Commercial Use Authorization 
audit of all passenger-carrying ve-
hicles included in the inspection. 
Staff detected eight violations for 
either violations of terms and con-
ditions of a CUA or failure to ob-
tain a CUA.”

Grand Canyon National Park 
attracted nearly six million visitors 
last year. July was the busiest 
month — 839,086 people arrived 
in 231,262 vehicles. October was 
the sixth-busiest month but still 
accounted for 517,791 tourists and 
179,989 vehicle entrances. 

The statistics do not identify 
the classes of vehicles entering the 
park’s four districts.

The park service spokesman 
said the inspections are planned to 
accommodate the scheduling of 
the park service, state and DOT 
inspectors.

The attendance numbers are 
astounding for such a remote loca-
tion, which makes it one of the 
most awkward places for a mo-
torcoach or driver to be put out of 
service. The nearest city is Flag-
staff, Ariz., which is 90 miles 
away. Phoenix is four hours away 
and Las Vegas is four and one-half 
hours away.

The park service did not issue 
a press release about inspections 
in 2015. Its 2014 announcement 
cited 271 violations found on 182 
commercial vehicles. 

That release noted that all 
members of the Grand Canyon Fee 
and Commercial Enforcement 
Unit “hold full Level 1 certifica-
tions from the Federal Motor Car-
rier Safety Administration with a 
passenger vehicle endorsement. 
Commercial vehicle inspections 
are conducted as part of daily pa-
trols anywhere within Grand Can-
yon National Park ensuring com-
pliance with USDOT and NPS 
regulations.”

Bus inspections are annual events at the Grand Canyon
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WASHINGTON — The Trump 
administration’s push to cut feder-
al regulations has left a proposal to 
require speed limiters on buses 
and trucks in limbo.

The revised “unified agenda” 
published last month by the Office 
of Management and Budget indi-
cates that a speed-limiter rule is no 
longer on the near-term agendas of 
the Federal Motor Carrier Safety 
Administration and the National 

Highway Traffic Safety Adminis-
tration, the agencies that jointly 
proposed the mandate a year ago. 

“By amending and eliminating 
regulations that are ineffective, du-
plicative, and obsolete, the admin-
istration can promote economic 
growth and innovation and protect 
individual liberty,” OMB said 
when it posted the revised agenda.

The proposed rule attracted 
more than 5,000 public comments, 

many  o f  t hem oppos ing  a 
speed-limiter mandate.

Maximum speeds
Under the proposed rule, max-

imum speeds could be set at 60, 65 
or 68 mph. The exact speed has yet 
to be determined by NHTSA and 
FMCSA. 

Manufacturers would be given 
three years from publication of a 
f inal rule to meet the proposed 

requirements.
“The purpose of this joint 

rulemaking is to reduce the severi-
ty of crashes involving these heavy 
vehicles and to reduce the number 
of resulting fatalities,” NHTSA 
and FMCSA said in the proposed 
rulemaking. 

Many motorcoach operators 
already use speed limiters on their 
fleets, and industry officials said 
the impact of the requirement on 

passenger carriers would depend 
on whether they operate in the 
western or eastern United States.

On the East Coast, where traf-
fic is more congested, it is often 
difficult for a bus to exceed 60 or 
65 mph.

In the West, which is more 
wide open and where speed limits 
can exceed 80 mph, motorcoach 
drivers would be forced to stay 
well below those limits.

Speed-limiter mandate in limbo under Trump agenda
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GREENBELT, Md. — A total of 
12 percent, or 1,146, of the more than 
9,500 commercial vehicles inspected 
during Brake Safety Day were placed 
out of service for brake-related viola-
tions, the Commercial Vehicle Safety 
Alliance reported.

Another 21 percent, or 1,989, 
were placed out of service for vio-
lations of any kind during the 
CVSA event, held May 3 through-
out North America.

Enforcement personnel con-
ducted inspections on large trucks 
and buses to identify out-of-ad-
justment brakes and brake-system 
and antilock braking system viola-
tions during the event, which is 
part of CVSA’s Operation Air-
brake Program.

The goal of Brake Safety Day 

was to conduct roadside inspec-
tions and identify and remove vehi-
cles with critical brake violations 
from roadways in an effort to re-
duce the number of crashes caused 
or made more severe by poorly 
maintained braking systems on 
commercial motor vehicles. 

The event also sought to evalu-
ate how well ABS are maintained in 
accordance with federal regulations.

Inspection data from the unan-
nounced one-day brake safety en-
forcement initiative featured the 
following notable results:

• A total of 43 jurisdictions 
participated — 33 U.S. states and 
10 Canadian provinces/territories.

• The United States conducted 
8,140 commercial motor vehicle in-
spections; Canada conducted 1,384.

• In all, 9,524 inspections were 
conducted as part of Brake Safety 
Day.

• 79 percent of the vehicles in-
spected did not have any critical 
item vehicle violations.

• 21 percent (1,989) of all in-
spections conducted resulted in a 
vehicle being placed out of service 
for vehicle violations of any kind.

• 12 percent (1,146) of all in-
spections conducted resulted in a 
vehicle being placed out of service 
for brake-related violations.

Many participating jurisdic-
tions were able to survey ABS 
compliance, as follows:

• 4,635 air-braked trucks and 
tractors were identified as requir-
ing ABS; 8 percent (391) had ABS 
violations.

• 3,222 trailers were identified 
as requiring ABS; 15 percent (487) 
had ABS violations.

• 723 hydraulic-braked trucks 
required ABS; 6 percent (41) had 
ABS violations.

• 57 buses required ABS; 11 
percent (6) had ABS violations.

Brake Safety Day aims to im-
prove commercial motor vehicle 
brake safety awareness throughout 
North America. Brake-related vio-
lations are the largest percentage of 
all out-of-service violations cited 
during roadside inspections. 

Improperly installed or poorly 
maintained brake systems can re-
duce the braking capability and in-
crease stopping distances of trucks 
and buses, which pose a serious 
risk to driver and public safety.

CVSA’s Operation Airbrake 
Program is holding one more 
brake safety enforcement event 
this year. 

The next Brake Safety Day 
event will take place on Thursday, 
Sept. 7, at participating jurisdic-
tions throughout Canada, Mexico 
and the United States. The one-day 
event will replace the seven-day 
Brake Safety Week campaign from 
previous years.

The Operation Airbrake Pro-
gram is sponsored by CVSA in 
partnership with the Canadian 
Council of Motor Transport Ad-
ministrators and the Federal Motor 
Carrier Safety Administration.

More than 3.4 million brakes 
have been inspected since the pro-
gram’s inception in 1998.

Brake Safety Day places 3,000 vehicles out of service

WASHINGTON — The Feder-
al Motor Carrier Safety Adminis-
tration has launched its electronic 
logging device Implementation 
National Tour — a public educa-
tion and outreach campaign geared 
towards helping commercial 
motor vehicle drivers learn more 
about ELDs.

Unfortunately for motorcoach 

operators and drivers, the sessions 
are being held at trucking events.

In several cities across the 
country, FMCSA subject-matter 
experts will lead driver-focused 
presentations and panel discus-
sions on ELD implementation. 

As required by law, all carriers 
subject to the ELD rule must con-
vert from paper logs or logging 

software to a registered ELD by 
Dec. 18 if they don’t have an Auto-
matic On-Board Recording De-
vice (AOBRD). 

FMCSA staff will man an 
 interactive exhibit booth and will 
answer questions, provide con-
sumer-friendly resources and ma-
terials, and review drivers’ and 
carriers’ responsibilities.

FMCSA’s ELD Implementa-
tion National Tour dates and loca-
tions are as follows:

• August 24-26 — Great Amer-
ican Trucking Show (Dallas)

• September 25-27 — North 
American Commercial Vehicle 
Show (Atlanta)

• October 14-15 — California 
Trucking Show (Ontario, Calif.)

• October 21-24 — American 
Trucking Associations Manage-
ment Conference & Exhibition 
(Orlando, Fla.)

• November 6-8 — Women in 
Trucking Accelerate! Conference 
& Expo (Kansas City, Mo.)

For more information about 
electronic logging devices, please 
visit www.fmcsa.dot.gov/ELD.

FMCSA manning ELD information booths at truck events
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By Dave Millhouser

If you want to know the history 
of buses and bus transportation in 
North America, “SEDAN BUSES 
And Other Unusual Small Vehi-
cles In Passenger Service” is the 
place to start. 

The book was written by well-
known bus industry historian and 
writer Bill Luke and Linda L. 
Metler, with photo assistance by 
Bob Jensen.

 For those unfamiliar with his 
sterling career, the 93-year-old 
Luke is a heroic figure in the bus 
business. Following his service in 
World War II he became a lifelong 
industry participant, journalist and 
advocate. 

He and his late wife, Adelene, 
deftly combined love and under-
standing of the industry with real 
journalism. They founded and 
published Bus Ride magazine and 
the Bus Industry Directory, spon-
sored Bus Ride maintenance fo-
rums and wrote a number of books.

What sets Luke apart is that for 
many years he rode buses to cover 
industry events all over the coun-

try. He is the real thing. 
As with all of Luke’s books, 

this one is meticulously researched 
and well written. It contains more 
than 100 historic photographs. But 
“SEDAN BUSES” manages to 
offer a whole new perspective on 
the history of the intercity bus 
industry. 

Virtually every large bus oper-
ator in North America got its start 
with some sort of “sedan bus,” 
which you could loosely define as 
a multi-passenger vehicle with no 
center aisle. 

You’d have to stick with the 
loose def inition because there 
was a huge range of technological 
variation, some clever, some 
quirky.

Design was dictated by the 
body builder’s skills and the odd 
demands of the operators. “Un-
usual  small  vehicles” is  an 
understatement.

Virtually all North American 
motorcoach builders at least dab-
bled in sedan buses, along with 
body building companies with 
specialties as wide ranging as 
trucks, ambulances and funeral 

cars.
Nearly every manufacturer that 

ever built a car or truck at least at-
tempted to supply chassis for 
sedan buses.

It becomes quickly apparent 
that Luke has captured the dawn 
and evolution of the industry using 
sedan buses as a sort of lens. 

Through text and photographs 
you can get a clear understanding 
of how both the industry and many 
companies that are still part of its 
backbone got their start. 

The technology is fun, but the 
history is fascinating. 

“SEDAN BUSES And Other 
Unusual Small Vehicles In Passen-
ger Service” can be ordered from 
William A. Luke though the mail at 
P.O. Box 10676, Spokane, WA 
99209 or by calling 509-328-2494.

The book costs $26, including 
postage and handling, with an ad-
ditional $4 charge for Canadian 
and overseas orders. 

Dave Millhouser is a bus-in-
dustry marketing consultant and 
freelance writer. Contact him by 
email at Davemillhouser@gmail.
com.

‘SEDAN BUSES’ offers new perspective on bus industry

By Caroline J. Berdzik 

All businesses need to be aware 
of the proliferation of website ac-
cessibility cases.

In addition to protecting work-
ers with disabilities, the Americans 
with Disabilities Act also provides 
that “no individual shall be dis-
criminated against on the basis of 
disability in the full and equal em-
ployment of the goods, services, 
facilities, privileges, advantages or 
accommodations of any place of 
public accommodation.”  

Private businesses that provide 
goods or services to the public are 

protected by the ADA and its 
requirements.

Website accessibility applies to 
blind and visually impaired individ-
uals who need specialized software 
to access and navigate websites.  

Websites that do not have soft-
ware, such as screen reader tech-
nology, may expose themselves to 
liability.  

Although not formally adopted 
by the courts, WCAG 2.0 AA pro-
vides best practices for accessibility.  

The four main principles for 
accessibility are that it is perceiv-
able, operable, understandable and 
robust.  

In April 2016, the U.S. Depart-
ment of Justice issued a supple-
mental advance notice of proposed 
rulemaking that would have ex-
panded potential accessibility 
claims to Web content and not just 
websites and would look to make 
WCAG 2.0 AA the standard.  

There was also discussion about 
providing businesses with time to 
comply and making the burdens 
less onerous on small businesses.  

With the change in administra-
tions, it is not known what portions, 
if any, of what was discussed in the 
proposed rule would make it to 
final regulations. It is anticipated 

that the DOJ will issue regulations 
for website accessibility in 2018.

In the meantime, many cases 
are being filed (approximately 240 
since 2016) and these cases have 
had very different outcomes de-
pending on the court or the judge, 
which makes it difficult for com-
panies to assess the risk.  

The main question in these 
cases is whether a website is a 
place of public accommodation 
subject to the ADA’s protections.  

While this important issue is 
hashed out in the courts and while 
we await guidance from the DOJ, 
best practices would point to audit-

ing a company’s website to ensure 
compliance with the WCAG 2.0.  

Further, any new websites or 
content should have technical spec-
ifications that would render it ac-
cessible to avoid potential issues.

Caroline J. Berdzik is a partner 
with Goldberg Segalla LLP in 
Princeton, N.J. She devotes her 
practice to helping corporate cli-
ents navigate employment law is-
sues from proactive counseling 
through dispute resolution and 
trial. Her clients include transpor-
tation companies. She can be 
reached at cberdzik@goldbergse-
galla.com.

Beware: ADA website accessibility lawsuits on the rise

Well-known bus industry historian and writer Bill Luke’s new book, 
“SEDAN BUSES,” is meticulously researched, well written and 
contains more than 100 historic photographs
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By Dave Millhouser

Forest Gump was one of my he-
roes, in part because I respect folks 
smarter than me and because he ap-
peared to experience and influence 
so much American history. 

What a guy   — heroic when 
necessary, and while not an intel-
lectual giant, he was courageous 
without swagger and wise without 
being glib.

Gump seemed to meet every 
historic figure and always had a 
positive effect on everyone around 
him. It was a crushing blow when I 
recently discovered he was a fic-
tional character.

Has it occurred to you that we, 
as an industry, are a bit like 
Forest? 

Since the 1914 World War I 
Battle of the Marne, when the 
French used 600 taxis to rush 
troops to the front and save Paris 
from a German onslaught, there 
have been few significant events in 
Western civilization that haven’t 
involved buses.

This may be stretching a bit, 
but back then taxis and buses were 
sort of overlapping technologies, 
and they stuffed more than eight 
soldiers in each vehicle. That ain’t 

a cab, it’s a minibus.
We may not be super-sophisti-

cated, but we are present and 
contributing.

In case you’re facing an invad-
ing army, the total bill to move 
5,000 soldiers was about $300,000 
in today’s dollars. Wonder if they 
tipped?

When improving roads made it 
possible, buses became active in 
virtually every event that has im-
pacted society. Bus operators 
moved troops during wartime. We 
contributed mightily to the Civil 
Rights Movement, which had its 
symbolic beginning in a Mont-
gomery, Ala., transit bus. We 
weren’t always on the side of the 
angels (that Montgomery bus was 
segregated), but we were there. 

Many who heard Martin Lu-
ther King Jr.’s transformative 
“Dream” speech got there by bus. 
The Freedom Riders rode Grey-
hound 4104s and the Negro base-
ball leagues traveled by bus, as did 
the All-American Girls Profes-
sional Baseball League. 

When a hurricane is imminent 
do they bring in fleets of trains? 
Nah, buses. During 9/11 airplanes 
were grounded, but buses carried 
on. 

Want to get f irefighters to a 
forest fire? Crews often get there 
by bus. 

Name a significant sporting or 
entertainment event that doesn’t 
have a lot of folks arriving by bus. 
Imagine any city without a transit 
system. Many have “light rail” 
(politically correct for “trolley”), 
but those jewels lack the ability to 
adapt to changing demographics. 
If folks move, trolleys can’t follow, 
but buses just take the road.

Most of us rode to school in a 
bus, many commute to work that 
way, and how do you think pilots 
get to their airliners much of the 
time? You betcha. Good grief, if 
buses disappeared we’d have no 
casinos.

There was a recent National 
Geographic documentary called 
“World Without Humans,” but a 
world without buses is almost as 
difficult to imagine. 

Just like Forest Gump, whenever 
anything is happening, we’re there, 
and we usually make things better. 
Think about it, and try to name an-
other industry so deeply woven into 
the fabric of our society. 

Even folks who sneer at riding 
buses benefit from our contribu-
tions to reduced traffic and cleaner 

air. It’s the transportation version 
of the biblical entreaty to “love our 
enemies.”

All too often we succumb to 
the perception that we’re transpor-
tation’s lowest common denomina-
tor when in fact, without us, none 
of the rest of it would work. 

When you’re having a bad day, 
remember that without you roads 
would be congested, air would be 
nasty, many people wouldn’t be at 
work or school, and slot machines 
would remain silent.

Ballparks would be deserted, 
and pro athletes and entertainers 
would have to take real jobs. The 
skies would be empty, because air-
crews couldn’t reach their planes. 

The movements that shape our 
democracy like the Women’s 
March on Washington, the Million 
Man March and Make America 
Great Again would shrivel. If that’s 
not enough, remember Elvis had a 
bus, and he loved it.

If you are having a REALLY 
bad day, imagine you’re working 
for United Airlines. That’s a real 
drag (pun intended). 

The bus industry really is the 
Forest Gump of transportation. 
We’re everywhere. Occasionally 
slow on the uptake, but well mean-

ing, trustworthy, 
grounded (anoth-
er pesky pun) and 
in our own quiet 
way making a 
major contribu-
tion to society’s 
well-being, safe-
ty and pleasure. 

We aren’t al-
ways pretty, but we safely trans-
port more people to more places 
than anyone. Maybe we’re victims 
of our own success, so consistently 
reliable that we are virtually 
invisible. 

This has been a traumatic time 
for me — first discovering that 
“Animal House” was not a docu-
mentary and now finding out that 
my role model, Forest Gump, is a 
fictional character.

Thank goodness for Sidd 
Finch, a man I can admire. Not 
only was he the greatest pitcher 
who ever lived, the Tibetan-born 
phenom was accomplished on the 
French horn. How many musicians 
can boast a 168 mph fastball?

What a guy. Look him up.
Dave Millhouser is a bus indus-

try marketing consultant and free-
lance writer. Contact him by email 
at Davemillhouser@gmail.com.

The bus industry is the Forest Gump of transportation

Dave Millhouser
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By Christian Riddell
Motorcoach Marketing Council

 
A few weeks 

ago I  wrote  a 
check for the first 
t ime in a long 
time. It felt al-
most foreign be-
cause it has been 
so long since I’ve 
done that. 

I stared at it 
and had to think about what I need-
ed to do to fill it out — first, the 
payee, then the amount and the 
date.

As I filled in the date, I wrote 7 
for the month and my heart skipped 
a beat — 7…July…wow. If you 
are anything like me, January hap-
pened a few weeks ago, you can’t 
remember much about February, 
and the rest just seems like a blur.

Every year July strikes me as a 
kind of monumental month. While 
it’s not only the first time that the 
year is more than halfway over, it 
also seems to mark the start of 
what will inevitably be a fast and 
furious sprint  to the end of 
December. 

In August, vacations abound 
and it’s hard to focus and everyone 
is looking for any excuse to get out 
of the off ice and do something 
summerish. 

September is the month the 
chickens come home to roost and 
school starts back up again, and 
then October, November and De-
cember seem to happen all at once. 

This is why July feels like the 
beginning of the end of the year 
for me, and it always gives me the 
opportunity to reflect on the things 
I needed to accomplish during the 
year and take inventory of how I’m 
really doing. 

For those of you who know me, 
you probably know that I am not a 
big fan of goals. I feel like, far too 
often, goals are simply wishes that 
we rebrand because it feels funny 
to sit down in January and write a 
list of wishes. 

Unfortunately, we don’t often 
treat our goals much different from 
our childhood wishes. All of us 
can probably remember a time in 
our youth when we really wanted 
something and wished for it — in a 
letter to Santa or in a backyard 
“wish upon a shooting star.” 

But then we went back to play-
ing outside, or whatever it was we 
were doing. We may have hoped, 
thought about and wished our little 
hearts out, but that was where it 
stopped. 

Goals, much like wishes, often 
fall into that same category, and I 
think that’s why they’re often trou-
blesome for businesses. 

Early in my career, I tripped 
and fell into a job that was, in ret-
rospect, far beyond my experience. 
I had nearly 1,000 employees who 
were accountable to me and I spent 
much of my days meeting with 
those who wanted to grow in their 
respective positions. 

I was working in the real estate 
f ield and many of them were 
agents. They would come in and sit 
down, we would discuss their ex-
periences and what they had ac-
complished in the last year, and 
then we’d talk about their goals. 

Inevitably, these goals were al-
ways hefty, and they were often 
many times what had been pro-
duced the previous year. Even so, 
most people were animated, pas-
sionate and full of excitement as 
they looked toward the future. 

You could see in their eyes that 
they truly wanted more and that 
they could imagine — even taste 
— what life was going to be like 
o n c e  t h e y  a c h i ev e d  t h e i r 
objectives.

Once they had laid out their 
goals, I would ask one simple 
question: “How are you going to 
accomplish that?”

This question changed the tone 
of the meeting. Many answered: “I 
don’t know, that’s why I am here.” 
Some had ideas and visions of how 
to start down their desired path, 
but no one ever — not once — had 
a plan for how they were going to 
actually reach their goals. 

For the remainder of the meet-
ing we would discuss how to go 
from where they were to where 
they wanted to be. I would lay out 
a plan that would help them grow, 
and my mission was to create ac-
tionable steps, things they could 

take from that meeting and start 
doing that very day. 

I wanted them to have a clear 
path that would lead them to ful-
filling the vision they were so pas-
sionate about. 

At the end of our time together, 
I’d always set up a 90-day fol-
low-up meeting. They’d leave feel-
ing enthusiastic and empowered, 
ready to take on the world. Not 
only could they see the goal, they 
had a roadmap of how to get there. 

Ninety days later we would re-
convene, and can you guess what 
had happened? Nine out of 10 of 
the people that I met with had done 
— wait for it — nothing. They 
went home and woke up the next 
day and did exactly what they had 
always done. 

They did what they were com-
fortable doing, they accomplished 
what they had always accom-
plished, and the reasons were al-
most always the same. “I was 
busy,” “It was hard” and “I just 
didn’t get around to it” were, in 
some form or another, always at 
the top of the list. 

At first I was a bit shocked by 

With July gone, it’s time to move on your 2017 goals
Marketing Minute

I t ’s  t h e  Smar t  Move

Christian Riddell

CONTINUED ON PAGE 11 c
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it. In one particular case that has 
stuck with me, I remember sitting 
across the table from a gentleman 
who was a really wonderful man.

During the follow-up meeting, 
he talked about how much he 
wanted to accomplish his goals 
and how much it would mean to 
his family. He mentioned his de-
sire to send his kids to nice schools 
and said his family had outgrown 
their house. He went on and on 
about how much he wanted what 
we had discussed. 

When I asked him about the 
plan we’d put in place, he said he’d 
done it for a week, but it was hard 
and he got busy. Ultimately he 
went back to doing what he had al-
ways done. 

But I was struck by one obser-
vation: right after making his long 
list of reasons why he hadn’t done 
anything different, he went right 
back into how much he wanted to 
be successful.

I thought about that meeting 
for a long time. It haunted my 
thoughts and I wondered why 
someone who wanted something 
so much could fall so short when it 
came to execution. Then, a few 
years later in July, as I sat looking 

at my “goals” for the year, I real-
ized I was that guy.

I, too, had set lofty goals for 
myself. I, too, had gone to work to 
accomplish them and then got 
sidetracked, distracted and off 
course when it came to imple-
menting meaningful change. 

I, too, had bought into a system 
that was much more like writing 
letters to Santa than actually mov-
ing both my personal and business 
objectives forward. 

Wishes, not goals 
You see, our goals, without an 

implemented plan, are not goals; 
they are wishes. If I want to lose 
weight, the act of writing it down 
and putting it somewhere safe and 
pulling it out seven months later 
doesn’t actually do anything to 
help me. 

I have to make different deci-
sions. I have to take action. I have 
to DO something.

The first day I go to the gym it 
probably won’t fit into my sched-
ule. Let’s face it, if it did, it proba-
bly wouldn’t have been on my 
“goals” list. 

The day after I go, there will 
inevitably be pain, and I’ll likely 
have tons of reasons coursing 
through my head justifying not 
going back again, ever. 

But if my plan is more than a 
wish, I have to go back, I have to 
eat salad and I have to walk more 
and eat less ice cream. It’s just the 
nature of the beast. 

That same beast rears its ugly 
head in our businesses. If I want to 
grow my business, if I want to sell 
more charters, if I want to start a 
line run, if I want to — fill in the 
blank — I must DO something. 

Having traveled to all but three 
states in the union meeting with 
many of North America’s mo-
torcoach operators, I have seen 
these same troublesome patterns 
repeat themselves in this industry. 

In many of my presentations, I 
ask those present if they’d like to 
grow their businesses over the next 
12 months. Almost without excep-
tion, everyone in the room raises 
their hand. This isn’t surprising; 
they are attending a marketing 
meeting, after all.  

After the presentations, people 
are always enthusiastic about get-
ting to work and they leave feeling 
empowered to do something dif-
ferent than what they’ve done in 
the past. 

The next time I see them, often 
a full year later, guess how many 
have actually DONE something 
different? Fewer than you would 
think. 

I like to say that in order to 
convert a wish into a goal, you 
only need one ingredient: execu-
tion. In my real estate days, the 
people that had made real changes 
in 90 days were those who had put 
their plans into action, and they 
saw major changes in their busi-
nesses as a result. 

Consistent action
They were walking the path 

and seeing their goals getting clos-
er and closer. Most of these people 
had not executed the entire plan we 
had discussed, but they’d executed 
something consistently. 

They had stretched themselves 
and DONE something — not once 
or a few times over a few weeks, 
but they’d actually made it a part of 
their day-to-day business. 

In the motorcoach industry, 
time is probably the most scarce 
and valuable commodity. While 
our goals are important and growth 
is what we wish for, these goals 
seem to always fall prey to the op-
erational constraints of the day. 

Busy days turn into busy 
months, and the next thing you 
know, it’s July and you’re writing 7 
on the top of a check.

The challenge I have for you is 
to go back through your list of 
goals for the year. Look at each of 

them and determine which ones 
you’re comfortable leaving as 
wishes. Then, find the things on 
your list that are more than wishes 
to you, the ones that would trans-
form your company, give you more 
time or help you reach your finan-
cial goals. 

Once you identify those, I 
challenge you to decide that half a 
year is long enough to have waited. 
Pick something, anything, and de-
cide that yesterday was the last day 
you will ever not be moving that 
goal forward. 

Moving goals from the “wish” 
category to the “doing it now” cat-
egory is a powerful thing. Not only 
do you feel great about it, you also 
start seeing results.

Remember that every action 
has an equal and opposite reaction, 
and this is as true in the marketing 
world as it is in the physical world. 

Do something constantly and 
watch as the reaction happens. Re-
fine what you do until the reaction 
is exactly what you want and need 
to reach those most important 
goals.

And, if you need help, we’re 
here.

For more information about 
the Motorcoach Marketing Coun-
cil and its programs, go to www.
motorcoachmarketing.org.
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Bus & Motorcoach Academy 
for professional motorcoach drivers 

PERTH, Scotland — For the 
third consecutive year, Coach 
USA/Coach Canada and megabus.
com have posted reduced revenue 
and operating profit.

All but one of the five business 
lines at Coach USA/Coach Canada 
and sister operation megabus.com 
had lower revenue for the fiscal 
year ended April 29.

Coach USA/Coach Canada, 
along with megabus.com, is the 
largest operator of motorcoaches 
in North America, with a fleet of 
roughly 2,300 buses. (No. 2 Grey-
hound Lines has a fleet of 1,600 
coaches.)

During fiscal 2017, combined 
revenue at Coach USA/Coach 
Canada and megabus fell to $632.3 
million from $647.7 million in fis-
cal 2016, a dip of 2.4 percent. Fis-
cal 2015 revenue was $680.1 mil-
lion and revenue in f iscal 2014 
was $685.7 million.

 Operating profit for Coach 
USA/Coach Canada and megabus 
slid by 12 percent during the 12 
months ended April 29, to $25 mil-
lion from $28.4 million in fiscal 
2016. Operating profit in fiscal 
2015 was $35.4 million and in fis-
cal 2014 it reached $38 million. 

Overall, operating profit is down 
one-third in the past three years. 

In f iscal 2017, revenue at 
megabus was down 4.9 percent; 
commercial scheduled service saw 
revenue slip by just under 1 per-
cent; charter service revenue de-
clined 2.2 percent; and sightseeing 
and tour business reported a 14.7 
percent plunge in sales.

The lone bright spot was con-
tract services, which posted a 2.6 
percent revenue gain.

“The market in North America 
has been challenging in recent 
years due to the effects of sus-
tained lower fuel prices, which 
have heightened car and air com-
petition,” said Stagecoach Group, 
the Perth-based corporate parent 
of Coach USA/Coach Canada and 

megabus, in releasing the fiscal 
2017 results.

“However,” Stagecoach noted, 
ridership on megabus.com shows 
“some signs of improvement (with 
the rate of revenue decline further 
moderating and revenue per mile 
for the year up 3.2 percent).”

Stagecoach said its North 
American management had taken 
action to match services with 
changes in demand, including re-
ducing mileage operated by mega-
bus, and “making targeted use of 
smaller vehicles,” meaning fewer 
of  megabus’ s ignature dou-
ble-deckers on the road.

In a nutshell, business at Coach 
USA/Coach Canada “remains in 
line with…expectations,” said 
Stagecoach, with revenue from the 

more leisure-dependent activities 
falling off during the year. At the 
same time, the company “saw bet-
ter trends in our scheduled service 
and contract revenues.”

The decline in revenue from 
sightseeing and tours largely re-
flected reductions in mileage at 
Coach USA sightseeing operations 
in California.

The growth in contract revenue 
included new business, and “we 
are currently in discussions re-
garding several further opportuni-
ties to secure new contract busi-
ness,” Stagecoach said. 

The North America division 
also is expanding its digital 
initiatives. 

“As well as offering a link to 
buy travel on some of our current 
commuter services to and from 
New York City, our new www.com-
muterwiz.com website also allows 
commuters to provide us with de-
tails of their commutes to enable 
us to develop new services for 
journeys not already well served 
by public transport,” the company 
said.

“Our airport express services 
have increased their online sales 
significantly following the launch 

of more mobile-friendly websites.” 
Stagecoach said it sees growth 

opportunities for its North Ameri-
can unit in new contract wins “but 
will remain disciplined in ensuring 
that our contract bids are designed 
to deliver a satisfactory rate of re-
turn on capital.”

“Given the actions we have 
taken to match our services with 
customer demand, and new con-
tract opportunities, we are target-
ing growth in the division’s operat-
ing prof i t  in  2017/18,”  the 
company said.

August 2017

17-20 National Association of 
Motorcoach Operators Annual 
Conference, Alexandria, Va. Info: 
www.namocoaches.org
25-29 Student & Youth Travel 
Association Annual Conference, 
Albuquerque, Info: www.syta 
events.org/conference2017

September 2017

11-13 BusCon, Indiana Conven-
tion Center, Indianapolis. Info: 
www.busconexpo.com

Calendar

2017 revenue, earnings dip again at Coach USA/megabus
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vets as they made their way out of 
town. Veterans on motorcycles es-
corted the group all the way to D.C.

A special wrap indicating 
“Gold Star Families On Board” 
was created for the lead bus, which 
took 30 Gold Star family members 
to the national Gold Star head-
quarters in downtown D.C. 

Inclusion in this group is earned 
when an immediate family member 
is lost while serving during wartime.

The other buses delivered their 
passengers to the World War II Me-
morial on the mall and attendees 
walked to the Lincoln Memorial, 
stopping to visit the Vietnam and 
Korean memorials along the way. 
Bailey estimated that 90 percent of 
the veterans on the trip had never 
seen the war memorials in D.C.

Army veteran Dale Peters had 
not been to Washington since he 
was a child. 

“It was like a whole different 

experience visiting as an adult,” Pe-
ters said. “It felt good to be appreci-
ated. My hat’s off to John Bailey 
and his company for organizing 

such a heartwarming experience.” 
Army Veteran Harold Red-

ding’s daughter heard about the 
trip and told her father she wanted 

to go with him to D.C. Redding 
served in Vietnam, and he and his 
family attended the dedication cer-
emonies of the Vietnam Veterans 

Memorial in 1982. 
Although Redding had visited 

the Vietnam Veterans Memorial 
many times since the dedication, 
his daughter had not been back 
since that ceremony.

“It was a good day to spend 
time with my daughter, walk around 
the memorials and talk about what 
they mean and to remember the 
people who gave their lives for our 
freedoms,” Redding said.

This year’s trip will include a 
visit to Arlington National Ceme-
ter y  and par t ic ipa t ion  in  a 
wreath-laying ceremony for each 
conflict since World War II. 

Bailey is still seeking dona-
tions to pay for the veterans’ tick-
ets to ride the tram at Arlington, 
which for 600 people would cost 
approximately $6,000. Many of 
the veterans have limited mobility, 
so walking the hilly grounds of the 
cemetery would be difficult.

To make donations, contact 
Brenda Shue of Bailey Coach at 
866-599-1675, ext. 114.

Veterans’ trip
CONTINUED FROM PAGE 1

The Busboys Collection. 
There is no fee to attend the 

event. 
The focal point of the show — 

besides the rare buses — will be 
the former Greyhound Bus Termi-
nal in Evansville.  

The 78-year-old bus station is 
believed to be one of only two sur-
viving examples of the Art Deco 
architecture adopted by Grey-
hound for new bus stations in the 
late 1930s.

The Deco style used for the 
Greyhound stations is known as 
Streamline Moderne, or Art Mod-
erne, and features curving forms, 
long horizontal lines and nautical 
elements. The Evansville station is 
faced with distinctive two-tone, 
sea-blue, porcelain-clad steel 
panels. 

The former terminal is newly 
renovated. Indiana Landmarks, 
which spent two years restoring 
and repurposing the building, 
helps Indiana communities and in-
dividuals rescue endangered 
landmarks.

As a result of the extensive 
renovation, which included remov-
ing and refurbishing the steel pan-
els, the station appears today as it 
did nearly 80 years ago, with the 
exception of some minor signage.

Most of the space in the former 
Greyhound station, at 222 Syca-
more St. near downtown Evans-
ville, has been leased to a regional 
chain of restaurants, Bru Burger 
Bar. 

The eatery, known for its burg-
ers and extensive menu of beers, 

has both indoor and outdoor seat-
ing. Other food vendors are nearby 
or will be onsite for the three days 
of the rally.

The bus show is being con-
ducted not only to acknowledge 
renovation of the landmark termi-
nal, but also to promote the heri-
tage of the North American bus 
industry.

“Some of the buses will be 
ones never seen before by the gen-
eral public,” Stan Holter said. 

“This rally will be the largest 
gathering of vintage buses ever to 
be displayed in the U.S., for such a 
purpose,” he said. “The rally wel-
comes all vintage buses and con-
verted motorhomes alike, regard-
less of make or model, which were 
originally manufactured by a bus 

builder.” 
The rally also will include a 

variety of vendors selling memo-
rabilia, artifacts and other products 
related to the bus industry.

There also will be vintage bus 
rides visiting Evansville landmarks 
and sights near the terminal.

Those attending the rally will 
be able to vote for their favorite 
buses, with trophies awarded in 
multiple categories recognizing 
the owners’ preservation efforts.

There will be a luncheon on 
the final day of the rally to recog-
nize those who brought buses to 
the rally.  

Holter is urging everyone who 
attends the event to register on the 
rally website so updates and notic-
es — regarding event activities, 

including the luncheon — can be 
sent to those attending.   

There is no fee to register or at-
tend. Go to: www.busboyscollec-
tion.org and scroll down to the 
“rally registration” link.  

 The rally will end with a bus 
parade through downtown Evans-
ville. It is expected to be the largest 
parade ever of vintage coaches.  

Evansville was picked as the 
rally sight both because of the re-
stored Greyhound terminal and its 
central location. It is on Interstate 
69, with east-west I-64 nearby.

The city of 120,000 people 
spreads along a sharp bend in the 
Ohio River in southeast Indiana. 
Kentucky is across the river.

The Evansville Convention & 
Visitors Bureau, the city’s Chamber 

of Commerce and Bru Burger are 
supporting the event. The average 
daytime high in Evansville on Sept. 
22 is 79 degrees and the average 
low is 57. September is a relatively 
dry month in southern Indiana. 

Evansville has a number of 
local attractions, including a free 
“Dream Car” auto museum, a 
small transportation museum, an 
operating drive-in movie theater, 
and the only operational LST (land 
ship transport) from World War II.  

The Busboys have arranged 
discounted rates at nearby hotels 
for attendees preferring to stay 
near the rally site. More informa-
tion about lodging options, RV 
sites, and rally events can be found 
at www.busboyscollection.org.  Or, 
questions can be emailed to: bus-
boyscollection@gmail.com.

The Busboys Collection start-
ed as a hobby of the Holter broth-
ers while operating their compa-
nies, Richfield Bus Company and 
Rochester City Lines. Dan Holter 
is general manager of Rochester 
City Lines, while Stan is G.M. of 
Richfield, which is a member of 
International Motorcoach Group. 

The family also has a bus tour 
operation, Heartland Bus & Trav-
el, and an automotive restoration 
service in Rochester. They also 
have a warehouse full of vintage 
bus parts they make available to 
bus restorers.

Their vintage bus collection in-
cludes more than 90 buses, includ-
ing transit and intercity buses, 
school buses and novelty vehicles. 
Many of the buses in their collec-
tion are either the last-known sur-
vivor, or one of the few remaining 
in existence of that model.

Bus rally
CONTINUED FROM PAGE 1

The Deco style used for early Greyhound stations in the 1930s is known as Streamline Moderne, or Art Moderne, 
and features curving forms, long horizontal lines and nautical elements. The Evansville station is faced with dis-
tinctive two-tone, sea-blue, porcelain-clad steel panels. It took two years to restore the building.

Bailey Coach President John Bailey says the second bus trip for veterans to Washington, D.C., scheduled for Nov. 
8, will be even bigger than last year’s trip, with 600 veterans and their families expected to attend.
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WEST CHESTER, Pa. — 
Drivers for  Krapf Bus Compa-
nies have had a successful summer 
in the competitive driver arena.

Ted Dubbs, a driver for Krapf 
Coaches, won the transit division 
of the Pennsylvania State Safety 
Competition over a field of highly 
skilled veteran competitors. 

 Dubbs also placed third at the 
47th Annual School Bus Driver In-
ternational Safety Competition in 
Indianapolis.

He has been driving school 
buses since 1979 for a suburban 
Philadelphia school district and 
has been a motorcoach driver for 
Krapf for more than 23 years.

In addition, Krapf drivers took 
six of the top 10 places in the larg-
er conventional event of the Penn-
sylvania competition, including 
first and second.

The Krapf winners in the con-
ventional event, which included 96 
drivers, are:

Shanon O’Brien — 1st place
Ruth DelVecchio — 2nd place
Karl Peters — 5th place

Joanne Cowan — 6th place
Dennis Ryan — 7th place
Joel Duffy — 8th place

LENEXA, Kan. — Clymer 
Berry has been named executive 
vice president of the Internation-
al Motorcoach Group. 

Berry brings to IMG a wealth of 
experience in the domestic travel 
and service industry. His career in-
cludes tenures at EF Education 
First as partner relations manager of 
EF Explore America and at Agero 
Inc. as performance manager. 

“We are thrilled to have Clymer 

join our team,” 
said IMG Presi-
dent Bronwyn Wil-
son. “He knows 
our organization 
from a customer’s 
perspective and 
his skills will as-
sist us greatly as 
we continue to grow our network 
and deliver value to our members.” 

INDIANAPOLIS — John J. 
Corrado, president of Suffolk 
Transportation Service of Long 
Island, N.Y., was named 2017 Con-

tractor of the Year by School Bus 
Fleet.

Corrado is the 50th recipient of 
the award, which was presented 
last month at the National School 
Transportation Association’s an-
nual meeting in Indianapolis.

budget allocates $564.8 million in 
grants for rural bus service under 
Section 5311(f) of federal trans-
portation law. The 5311(f) pro-
gram was budgeted at $543.9 mil-
lion in f iscal 2015 and $552.6 
million in 2016.

Future budgets call for $577.7 
million in 2018, $591.1 million in 
2019 and $604.8 million in 2020.

Small towns that lost passen-
ger rail transportation decades ago 
depended upon bus connections 
until recent years. 

“Greyhound and the other in-
tercity lines started cutting service 
where it wasn’t making sense for 
them,” said Michael E. Timlin, bus 
operations manager for the Colo-
rado Department of Transporta-
tion. “In states that aren’t blessed 
with large populations, that took a 
lot of routes and services out. The 

intermountain states were affected 
the most negatively.”

Section 5311 was enacted in 
1982 and has been largely un-
changed through subsequent feder-
al transportation acts. Fixed fund-
ing amounts are apportioned to 
states following a formula that con-
siders land area and population of 
rural areas, revenue-vehicle miles 
and the low-income population.

The program funds 80 percent 
of eligible capital projects and 50 
percent of necessary operating as-
sistance. Eligible recipients are 
state or local government authori-
ties, nonprofit organizations and 
operators of public transportation 
or intercity bus service.

“The regulations say the ser-
vice has to go from a rural area to 
a meaningful connection with an 
intercity carrier,” Szyperski said. 
“They are not supposed to be com-
muter routes and cannot be adver-
tised as commuter routes, but a lot 

of times the buses do run at com-
muter times. If they happen to do 
that, it is fine.”

Many 5311(f) routes connect 
with Burlington Trailways and Jef-
ferson Lines, he said. “Most of the 
time it is Greyhound, which helps 
the system because of the national 
coverage.”

Burlington Trailways, based in 
West Burlington, Iowa, serves six 
Midwestern states. From its head-
quarters in Minneapolis, Jefferson 
Lines operates scheduled service 
stretching across 13 states from 
Montana to Wisconsin and Minne-
sota to Texas.

Greyhound buses stop at 3,800 
destinations in 48 states and 10 Ca-
nadian provinces and territories.

Contraction of commercial bus 
service to rural areas increased in 
the 1990s. 

“The Western states have been 
trying to refill those needs so peo-
ple can get to regional centers to 
see their doctors, get to jobs and 
do their shopping,” Timlin said.

Colorado fields a fleet of MCI 
D4500 motorcoaches on three fed-
erally supported routes, branded as 
“Bustang,” that converge in Den-
ver. One route travels west on In-
terstate 70 as far as Glenwood 
Springs. The others travel on Inter-
state 25 north to Loveland and Ft. 
Collins and south through Colo-
rado Springs.

The buses are leased to Ace 
Express Coaches, the contractor 
that operates the service.

While making connections 
with intercity buses, Bustang 
serves other needs, Timlin said. 

“It has been a lifesaver for a lot 
of people,” he said. “Colorado is 
blessed with a lot of transit agen-
cies, but there was no way to con-
nect them.”

“We connect population cen-
ters with job centers along the I-70 
and I-25 corridors. A lot of people 
along the Front Range don’t want 
to deal with the traffic, which is 
getting worse. Surveys have found 
that the ridership on our north and 
south lines is predominately com-
muters with $75,000 to $150,000 

annual incomes,” Timlin said.
“We have much more diversity 

on the west line. We have workers 
from the resorts who are paid in 
cash and use the cash to ride the bus. 
Some fairly rich people from Pitkin 
County ride Bustang to Denver for 
business. They own airplanes but 
would rather ride the bus.”

Bustang connects with light 
rail trains, operated by the Denver 
Regional Transportation District, 
that serve Denver International 
Airport every 20 minutes. 

Last year Bustang carried 
155,864 riders. Many potential 
riders are not yet “transit savvy,” 
Timlin said, but the comfort factor 
of the modern motorcoach will 
help attract them. “We have the 
comfortable seats, Wi-Fi, power 
plugs and USB plugs.”

FTA allows a portion of 5311(f) 
funds to be used for marketing.

The 5311(f) program permits 
carriers to initiate routes that could be 
too risky to attempt as unsubsidized 
business ventures, Szyperski said. 

“It is tough to get them started. 
Ridership may be minimal to start 
with, which is why the grant ex-
ists,” he said. “Once they hit five 
to 10 people, the route starts pay-
ing for itself and then ridership 
starts bumping into the teens and 
20s very quickly.”

A 5311(f) grant covers 50 per-
cent of the losses a route incurs 
after ticket revenues. The remain-
der of operating costs must be cov-
ered with a local match.

“In many areas there was de-
mand for bus service but they 
couldn’t raise enough money to 
meet the match requirements,” Ab-
ernathy said. “Now the federal 
program allows an in-kind match 
of any similar service that is pro-
vided without subsidy.”

A number of inter-city commer-
cial carriers operate 5311(f) rural 
services through in-kind matches, 
he said, with Greyhound operating 
such routes in a dozen states.

The value of unsubsidized 
mileage traveled to a city by a pri-
vate carrier, such as Greyhound, 
also may be counted as the in-kind 

match for a different route operat-
ed by another subsidized carrier 
serving that city.

Connections with larger carri-
ers and bigger route systems en-
hance a regional line — or make 
them possible, Szyperski said. 

“I have seen routes fail, usually 
because they try to do it on their 
own,” he said. “Either they don’t 
want to or don’t think about work-
ing with another carrier like 
Greyhound.”

Abernathy said it isn’t only the 
connections with carriers like 
Greyhound these smaller compa-
nies get with a 5311(f) grant.

“They are part of the NBTA 
(National Bus Traffic Association) 
so when passengers buy a ticket it 
can take them all over the country 
or all over the continent,” he said.

Abernathy organized the rib-
bon cutting for the first in-kind-
match route launched in Washing-
ton State. 

“Three passengers bought tick-
ets,” he said. “The first two were 
an elderly couple who couldn’t 
drive anymore. They were making 
connections with Greyhound to 
visit their grandchildren for the 
holidays. The third passenger was 
an exchange student taking the bus 
on his way to the airport to fly 
home to Japan.

“That is what this program is 
all about. People can stay in their 
rural communities but have access 
to larger urban centers or travel 
around the world and come home. 
It is all about accessibility and mo-
bility for rural people and rural 
economies.”

While 5311(f) grant dollars are 
allocated for all states, as of 2016 
only 26 states were taking advan-
tage of them.

“Hopefully they will see the 
light of day,” Szyperski said. 
“Under the last FAST (Fixing 
America’s Surface Transportation) 
Act, the states have to prove they 
have talked to intercity carriers 
and done some research to deter-
mine whether they have the need 
to use the funds. Every state needs 
to use them.”

CLASSIFIED ADVERTISING
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…none nicer!

240k TCM

OEM 3 
point 

seat belts

CD/DVD • 58 pax w/lav 
Cummins/B500 

Michelin tires/Alcoa rims 
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SAFETY IS OUR PRIORITY 
AND OUR PASSION.

The Volvo 9700 makes safety a priority with advanced driver assistance systems, 
high-efficiency brakes, seat belts, and a cabin structure engineered to protect all on 
board. The ultra-reliable Volvo engine delivers maximum fuel efficiency while reducing 
greenhouse gas emissions. And every feature is perfectly packaged in a well-equipped 
coach designed to provide a world-class travel experience.
 
www.prevostcar.com
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Client: CH Bus

Job Number: CHB1704

Job Description:  CH Bus TS45 Model Ad “YOU DRIVE US.”

Pub: Metro 

Keyline built to: 100%  

Color: CMYK 

BL: 8" x 11" 

TR: 7.875" x 10.75"

LV: 7x10"  

You gave us feedback, we listened. New enhancements to our TS-45 
show a commitment to excellence – every ride, every day. We remain 
dedicated to increasing performance and comfort, while improving 
drive-ability and handling. All without increasing costs. To experience  
the upgrades and witness the evolution  
of our TS-45, visit chbussales.com.

You drive us.

You make us better.

CALL US TODAY 877-723-4045

QUALITY: Temsa, a diversified world-class manufacturer 

SAFETY: Meets strict European standards, UN/ECE R66 rollover regulation

U.S. SPECIFICATIONS: Cummins, Allison, ZF, REI 

PERFORMANCE: Unmatched passenger comfort and ride 

VALUE: The value-friendly price point we're known for!
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