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School bus seatbelts being debated; funding an issue
CHATTANOOGA, Tenn. — In 

the wake of the fatal crash in Chat-
tanooga last November, the subject 
of seatbelts on school buses has 
once again been thrust into the na-
tional spotlight. 

Six elementary school students 
lost their lives that day on their 
way home from school. The driver 
of the bus, Johnthony Walker, 24, 
has been charged with six counts 
of vehicular homicide and a dozen 
other related charges. 

A preliminary report filed in 
January by the National Transpor-
tation Safety Board (NTSB) af-
firmed that Walker was speeding 
through a residential area when he 
lost control and crashed into a util-
ity pole, causing the bus to flip 
over into a tree. 

NTSB expects to have a final 
report of the accident by March 
2018, which could determine 
whether the lack of seatbelts con-
tributed to the deaths.

Tennessee, like most states, 
doesn’t require seatbelts on school 
buses. Only six states require them. 

Tennessee state lawmakers re-
sponded to the accident by passing 
House Bill 322, which takes effect 
in January 2019. The bill raises the 
minimum age of school bus driv-
ers to 25 and outlines policies and 
procedures for school districts to 
handle complaints about drivers. It 
also requires districts to train driv-
ers in student management. 

However, the Tennessee gover-
nor and General Assembly op-
posed a bill that would have re-
quired seatbelts in all school buses 
purchased after July 1, 2019.

Money has always been an 
issue. Would lawmakers have to 
find the extra funds to equip the 
buses, or would it be up to individu-
al school districts? Meanwhile, par-
ents wonder how a price tag could 
be put on their children’s lives.  

Part of the issue is determining 

which restraints should be required, 
a two-point system with a lap belt 
only or a three-point system com-
prised of a lap/shoulder belt.

Rep. Steve Cohen, D-Tenn., in-
troduced a national bill late last 
year that would have created feder-
al grants to equip school buses 
with three-point systems. Because 
it was filed late in the congressio-
nal session, it never advanced.

On the flip side, lawmakers 
CONTINUED ON PAGE 13 c

UMA member Budget Charter claims harassment by troopers
NASHVILLE, Tenn. — Mo-

torcoach operators who feel law 
enforcement off icers have ha-
rassed them should be able to re-
late to a case involving Budget 
Charter of Adah, Pa.

Budget Charter and driver 
Allen Newcomer filed suit against 
two Tennessee Highway Patrol of-
ficers who they allege harassed 
them and f iled false charges 
against Newcomer, all over a sup-

posedly faulty bus tire and straws 
found aboard the bus.

The case was scheduled to go 
to trial earlier this month in U.S. 
District Court for the Middle Dis-
trict of Tennessee in Nashville. 
The plaintiffs were seeking $1.75 
million in damages from the Ten-
nessee officials.

According to the suit, a fully 
inspected motorcoach operated by 
Budget Charters departed Coral 

Center, Pa., and the next day deliv-
ered the California Area High 
School Band Association, 38 stu-
dents and 17 adults to Nashville’s 
Centennial Park for a concert.

At 10 a.m. on April 21, 2016, 
all hell broke loose. Driver New-
comer, who would pass two drug 
and alcohol screening tests later in 
the day, was sitting on a park bench 
with a book.

Tennessee State Trooper Ivan 

Pitts approached and announced 
that the bus had a faulty tire and 
was ordered out of service. Pitts 
refused a request for the mo-
torcoach to be taken to a service 
station for repairs. 

Another trooper arrived, decid-
ed the tire was not defective and 
allowed the motorcoach to return 
the group to its hotel.

On the way, Trooper Pitts 
pulled the coach over and ordered 

Newcomer to disembark. New-
comer passed a field sobriety test 
but Pitts informed passengers their 
driver was under the influence of 
drugs. He handcuffed Newcomer 
and left the group. They were 
stranded for an hour.

After Newcomer had passed 
two drug-screening tests, the troop-
er told a night court commissioner 
that he “appeared to have a white 

ELD mandate takes effect in
three months, ready or not

WASHINGTON — Ready or 
not, the federal electronic logging 
device mandate becomes a reality 
on December 18. 

Despite some last-ditch efforts 
to delay the rule, “There will not 
be any further delays. That is my 
belief,” said John Gaither, region-
al sales manager for GPS Insight, 
an electronics vendor in High 
Point, N.C. 

Gaither, who led an education 
session on ELD selection and 
usage at UMA Motorcoach Expo 
in St. Louis last February, has 
worked in the industry since 1990.

“The ELD requirement is a 
major change and many operators 

are still trying to grasp it while 
many are just hoping there is a 
delay,” said Ken Presley, vice 
president of industry relations and 
chief operating officer at the Unit-
ed Motorcoach Association.

“While we have had many in-
quiries here at UMA, nobody has 
asked us to support a delay and 
even as the final rule was going 
through the rulemaking process 
we did not receive any opposition 
to an ELD mandate.”

Court challenges have been 
exhausted. A bill filed in the U.S. 
House of Representatives in July 
would delay implementation of 
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The International Motorcoach Group named Amsterdam, N.Y.-based Brown Coach as the 2017 Operator of the 
Year at its annual Strategic Alliance Meeting in Nashville. IMG also unveiled the Operator of the Year motorcoach, 
which was designed and painted by Turbo Images and features Brown Coach’s logo along with a background 
collage depicting signature travel images of the company’s upstate New York location.
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ABC Proudly Distributes 

ABC is proud to partner with companies such as Sirius that

offer premium quality bus and motorcoach parts. Our strong

partnerships, in-house expertise and impressive North American

footprint provides our customers with the confidence that they

will get the right part at the right time to get their

vehicles back on the road quickly.

From headlights to brake pads, we have your part

200,000+
bus part numbers in stock
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makes
& models*

industry-
leading
partners

HOUR
shipping on
in-stock items*

877.427.7278 www.abc-companies.com
*Subject to applicable terms and conditions. Some exclusions may apply.
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You Purchase “State of the Art” Buses…
Why not Demand a “State of the Art” A/C Compressor?

Demand a BITZER Compressor from Your Systems Provider

                       Some of the Many Features:

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

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

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

Bay Area bus company offers private sleeping ‘cabins’
SAN FRANCISCO — A Bay Area start-

up bus company believes it has found a way 
to compete with planes, trains and automo-
biles by offering overnight trips on coaches 
equipped with beds.

They actually are more like pods — tiny 
cubicles with a firm solo mattress, a hypoal-
lergenic comforter and a thick gray curtain 
you can draw for privacy.

The idea is to allow travelers to get a 
good night’s sleep and arrive at their desti-
nation rested.

The company, Cabin, describes itself as 
“the first hospitality transportation compa-
ny on a mission to make the most of every 
waking and sleeping moment.”

It secured $3.3 million in seed financing 
and launched a “moving hotel” in June, of-
fering service on double-decker buses be-
tween San Francisco and Los Angeles for 
$115 each way. It plans to expand to other 
areas of the country.

“Cabin’s one-of-a-kind overnight travel 
experience enables people to reclaim their 
time while saving money by consolidating 
both transportation and accommodation into 
one simple and delightful experience,” the 
company said in a press release.

“Cabin addresses Americas ‘500-mile 
problem,’ in which regional travel up to 500 
miles from home requires sacrificing an en-
tire day. By consolidating both transporta-
tion and accommodation into one simple 

and delightful experience, Cabin’s one-of-a-
kind moving hotel experience enables peo-
ple to travel without travel time.”

Initially run as a pilot called SleepBus in 
early 2016, Cabin sold out of tickets in three 
days and amassed a waitlist of more than 
20,000 people seeking to be “teleported” to 
regional destinations up to 500 miles from 

home. 
“By eliminating the travel time from 

traveling, Cabin is giving people the free-
dom to get where they need to be, without 
having to spend their precious time in tran-
sit,” said Tom Currier, CEO and co-founder 
of Cabin.

Currier said the company’s emphasis on 

providing passengers with a good night’s 
sleep separates Cabin from other forms of 
transportation. 

He said the company targets a growing 
number of people who would rather avoid 
driving and find flying too expensive and 
crowded.

“We’re taking these 300-500 mile trips 
and turning them into an experience where 
you’re basically checking into a hotel in one 
city and then checking out of a hotel in an-
other city,” Currier said. “And when you 
combine our service with Uber and Lyft in 
our destination cities, you’re replacing the 
need for having a car entirely.”

Here’s how Cabin works:
• Guests check into their private cabin at 

11 p.m. while the bus is stationary at the 
designated point of departure.

• During travel, guests have access to 
their private cabin as well as a bathroom and 
communal lounge, while enjoying Wi-Fi 
and “luxurious, sleep-inducing amenities.”

• A certified attendant is onboard for the 
duration of the journey to assist all guests.

• Guests check out rested and refreshed 
in their arrival city at 7 a.m. 

Several companies contributed to Cab-
in’s startup funding, led by Founders Fund’s 
FF Angel with participation from SV Angel, 
Floodgate, Box Group, Brainchild Hold-
ings, Justin Rosenstein, StartX, FJ Labs, 
and 1517 Fund.

Bay Area startup bus company Cabin offers overnight trips between San Francisco and Los 
Angeles on coaches equipped with beds. The idea is to allow travelers to get a good night’s 
sleep and arrive at their destination rested.
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North American Inspectors Championship winners named
ORLANDO — Rommel Garcia 

of the Houston Police Department 
won the Jimmy K. Ammons Grand 
Champion Award last month in the 
Commercial Vehicle Safety Alli-
ance’s 25th annual North American 
Inspectors Championship.

Garcia earned the highest com-
bined score in six competition cat-
egories to take the top award.

Fifty-one commercial motor 
vehicle inspectors representing ju-
risdictions throughout North 
America participated in the com-
petition, the only event dedicated 
to testing, recognizing and award-
ing commercial motor vehicle in-
spector excellence.

“As we celebrate 25 years of 
NAIC this year, we’re also cele-
brating another historic accom-
plishment,” said CVSA President 
Julius Debuschewitz of Yukon 
Highways and Public Works. “This 
is the first time in NAIC history 
that a local member has earned the 

Grand Champion Award.”
All of the inspection categories 

were timed events and the compila-
tion of scores for those categories 
result in a grand champion, which 
is the highest honor for commercial 
motor vehicle roadside inspectors. 

The six competition categories 
in which each inspector is tested 
and scored are:

• North American Standard 
Level I Inspection

• North American Standard 
Level I Inspection Procedure

• North American Standard 
Hazardous Materials/Dangerous 
Goods Inspection

• North American Standard 
Cargo Tank/Other Bulk Packag-
ings Inspection

• North American Standard 
Level V Passenger Carrier Vehicle 
Inspection

• North American Standard 
Out-of-Service Criteria Exam

A special award, the John 

Youngblood Award of Excellence, 
is an honor NAIC contestants be-
stow on a fellow inspector who ex-
emplifies the high standards and 
unwavering dedication to the 
profession. 

This year, NAIC contestants 
voted to present the award to Erick 
McGuire of the Florida Highway 
Patrol.

Awards were given for first, 
second and third place in the fol-
lowing inspection categories.

North American Standard 
Level I Inspection:

First Place — Rommel Garcia, 
local member, Houston Police 
Department

Second Place — Thomas Dis-
terhaft, Wisconsin State Patrol

Third Place — Darren Kenne-
dy, British Columbia Ministry of 
Transportation and Infrastructure

North American Standard 
Hazardous Materials/Danger-
ous Goods and Cargo Tank/Bulk 

Packagings Inspection:
First Place — Jose Najera, 

Texas Depar tment of Public 
Safety

Second Place — Steven Payne, 
Oklahoma Highway Patrol

Third Place — Lance Skoog, 
Alberta Justice and Solicitor 
General

North American Standard 
Level V Passenger Carrier Vehi-
cle Inspection:

First Place — Mark Wisner, 
Alabama Law Enforcement 
Agency

Second Place — Erick Mc-
Guire, Florida Highway Patrol

Third Place — James Ham-
rick, Arkansas Highway Police

Team Award — Purple Team:
• Erick McGuire, Florida 

Highway Patrol
• Steven Hill, Kentucky State 

Police
• Rommel Garcia, local mem-

ber, Houston Police Department

• Cindy Campbell, Nevada 
Highway Patrol

• Adam Trujillo, New Mexico 
Department of Public Safety

• Tommy Torok, South Dakota 
Highway Patrol

• Kent Hutchinson, Wyoming 
Highway Patrol

• Cheryl Anderson, Yukon 
Highways and Public Works

• Team Leader: Scott Henry, 
Federal Motor Carrier Safety 
Administration

An award also was given to 
each inspector who scored the 
most points representing the three 
participating countries, Canada, 
Mexico and the United States. The 
following High Points Awards 
were presented during this year’s 
NAIC:

• Sean McAlister High Points 
Canada Award, Darren Kennedy, 
British Columbia Ministry of 
Transportation and Infrastructure

926 E. McLemore • 901-261-6338 • Memphis, TN 

Time magazineʼs 
“Most authentic 

American experience 
in Tennessee”

• • • •

Trip Advisor's #5 
of All Things to do 

In Memphis
• • • •

Merging Music, 
History, and Fun

926 E. McLemore • 901-261-6338 • Memphis, TN 
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In celebration of MCI’s five-year anniversary as the distributor of 
the Daimler-built Setra brand in North America, you’re invited to 
offer your charter service, college contracts and tour groups the 
superior style and comfort of the worldwide luxury leader.

*Offer is on approved credit. Must take delivery by Sept. 30, 2017.  Price does not include tax, title and license fees.

Exclusive upscale seating with leather trim; wood-
grain flooring; high-capacity AC; five-year extended 
powertrain warranty; full coach outlets with USB. 

Wheelchair lift equipped coaches 
also available at competitive prices.

Contact your MCI  
sales representative

With no payments until  
January 2018, and a  
$2,500 parts credit.*

BRAND
NEW 2017
Our lowest-priced 
product offering 

  Setra ComfortClass S 407

Setra S 407 Anniversary Sale Ad_BMN.indd   1 8/4/17   11:03 AM
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Ridership on city buses around 
the country has been falling steadi-
ly since the start of the Great Re-
cession, despite an improved 
economy and a low unemploy-
ment rate.

The U.S. Transportation De-
partment said bus ridership was 
down 13 percent in the second 
quarter of 2017 compared with the 
same period in 2007, when the re-
cession hit.

The decline has left transit 
agencies scrambling to make up 

for lost fare revenue and contem-
plating additional service cuts on 
top of ones they have already 
made during the economic down-
turn, when they slashed routes and 
frequency to save money. 

That drove riders away and 
starved bus agencies of cash need-
ed to recover lost services. Fares 
account for about a third of transit 
agency operating budgets, with 
the rest coming from state, local 
and federal sources. The agencies 
responded by cutting service even 

more.
“I call it the transit death spi-

ral,” said Darrell Johnson, chief 
executive officer at California’s 
Orange County Transportation 
Authority. “It’s a never-ending pat-
tern, and pretty soon you’re at a 
bare-bones service.”

Bus service in America’s cities 
and towns was about 10 percent 
lower in the second quarter of this 
year than it was a decade ago as 
measured by miles of transit ser-
vice provided. 

Research from San Jose State 
University’s Mineta Transporta-
tion Institute found that bus rider-
ship is sensitive to service levels. 
When service is cut, ridership 
drops as people look for alterna-
tives, according to the study.

The decline is unusual because 
ridership usually recovers as un-
employment rates drop and the 
economy expands. Contributing to 
the decline are the growth of Uber 
and Lyft, cheap gas enabling more 
people to drive and the growing 

number of Millennials living in 
city centers within walking or bik-
ing distance of work.

Ken Presley, vice president of 
industry relations and COO of the 
United Motorcoach Association, 
said the decline in city bus rider-
ship could pose a private-sector 
opportunity. 

“Transits could contract with 
private operators to run peak hours 
only  (commuters)  wi th  de-
mand-response technology,” Pres-
ley said. 

• High Points Mexico Award, 
Luis León Merino Gómez

• High Points United States 
Award, Rommel Garcia, local 
m e m b e r ,  H o u s t o n  Po l i c e 
Department

In celebration of 25 years of 
NAIC, each of the competing in-
spectors and registered volunteers 
received an exclusive commemo-
rative 25-year anniversary chal-
lenge coin.

“The challenge coin not only 
acknowledges the NAIC anniver-
sary, it’s also a thank you to the 
competing inspectors for the hard 
work they do every day to make 
our roads a safer place,” Debus-
chewitz said. 

“Approximately 4 million 
roadside safety inspections are 
conducted each year throughout 
North America by CVSA-certi-
f ied inspectors who save lives 
every day by removing dangerous 
commercial motor vehicles and 
drivers from our roadways.”

This year also marked the first 
year that CVSA presented the 
Sean McAlister High Points Can-
ada Award, renamed to honor the 

memory and contributions of 
Sean McAlister. 

McAlister was a well-known 
leader in the commercial motor 
veh i c l e  s a f e ty  commun i ty 
throughout Canada and the United 
States and a strong supporter of 
NAIC. He was instrumental in es-
tablishing and maintaining the Ca-
nadian Education Quality Assur-
ance Team and served as chair of 
CVSA’s International Legal and 
Regulatory Affairs Committee, 
now called the Policy and Regula-
tory Affairs Committee.

McAlister passed away last 
year at the age of 57 after a 15-
month battle with lung cancer. 

NAIC was created to recog-
nize the hard work and expertise 
of inspectors and officers — the 
backbone of the commercial 
motor vehicle safety program in 
North America — and promote 
uniformity of inspections through 
training and education.

NAIC is sponsored by CVSA 
and many of its federal and associ-
ate members. For the past 25 
years, the championship event has 
been held in partnership with the 
American Trucking Associations’ 
National Truck and Step Van Driv-
ing Championships.
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www.vdoroadlog.com

The Mandate is coming up fast. 
We’ve got you covered.
VDO RoadLog™ offers simple, affordable solutions  
for FMCSA ELD mandate compliance. 

• VDO certified and FMCSA registered.

• Available with no monthly fees.

•  Built-in printer to get through inspections faster – 
no data transfer hassles.

•  Backed by Continental, a leader in compliance  
systems, with over five million ELDs in use worldwide.

You’ve got the driving covered.  
Leave the mandate to us.

www.vdoroadlog.com
(855)-ROADLOG 
roadlog-sales@vdo.com

FMCSA

                VDO CERTIFIED

       ELECTRONIC

     LOGGING

   DEVICE
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City bus ridership declines despite economic recovery

NEW YORK CITY — City of-
ficials recently admitted that a rash 
of problems on New York subways 
have been caused by the lack of 
skilled workers capable of fixing the 
outdated system. 

Metropolitan Transit Authority 
officials told the New York City 
Council that it doesn’t have enough 
well-trained staff to do the jobs of 
fixing tracks and signals, the an-
cient equipment that determines 
how many trains can run per hour.

“I think there are probably a few 
hundred (vacancies that need to be 
filled), and so we’re in the process 
of filling them now,” MTA Manag-
ing Director Ronnie Hakim told a 
New York television station. 

Hakim said that if all the money 
was in place, MTA could hire 700 
people by the end of this year, re-
sulting in noticeable service im-
provements by early next year. How-
ever,  f i l l ing those jobs and 
modernizing the system would cost 
billions of dollars.

City officials said a survey of 
2,000 subway riders found that 75 
percent of the respondents consider 
delays and overcrowding the biggest 
issues they face. They reported 
being stuck on crowded platforms 
or crowded trains four times a week. 

The survey followed a series 
of delays, derailments, power outag-
es and track fires on the subway sys-
tem in recent months.

New York officials blame staff
shortage for subway problems
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370 W. Park Avenue, P.O. Box 9004, Long Beach, NY 11561 | www.lancerinsurance.com

“For more than 25 years, I’ve seen  
 Lancer demonstrate its commitment 
 to my company and my industry.”

“Whatever the issue, minor or 
major, Lancer has always been 
‘Johnny-on-the-spot’ for me.
Lancer will take its efforts to any 
level to resolve issues appropriately. 
On one occasion, a representative 
even traveled overseas to take care 
of a claim. Our interest is always 
Lancer’s priority. Insurers are at the 
top of the list of a bus company’s 
most critical vendors, and I’ve seen 
many of them exit the market.
As a specialist in passenger  
transportation, Lancer has  
expertise and a true commitment 
to the industry.”

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

To learn more, call
800-782-8902, x3264 or email  
bus@lancerinsurance.com.

DES PLAINES, Ill. — Motor 
Coach Industries is celebrating its 
fifth anniversary as distributor of 
the Setra S 417 and Setra S 407 
European motorcoaches.

In 2012, MCI developed plans 
with Daimler Buses to put more 
Setra coaches on U.S. and Canadi-
an roads. The agreement also 
brought European luxury and Ger-
man engineering to MCI’s portfo-
lio and gave an important boost to 
the company’s multi-brand parts 
and service business.

To celebrate the milestone, 
MCI is offering a new low price on 
2017 Setra S 407 coaches designed 
and equipped specifically for the 
contract shuttle market.

The new S 407s include op-
tional front and rear bumpers that 
sport the same sleek, German-en-
gineered design and taillights as 
the high-end S 417. It’s a fresh 
look that gives operators yet an-
other way to differentiate them-
selves from the local competition 
— and maybe even attract those 
inbound European customers who 
recognize Setra as their continent’s 
premium brand.

Michael McLean, area vice 
president at Compass Transporta-
tion of San Francisco, is a Setra 
believer. A Transdev aff iliate, 
Compass specializes in airport 
employee transit, university shut-
tles, student busing and Bay Area 
group charters. Compass pur-
chased nine 2016 Setra S 407s.

“I like the look and simplicity of 
the S 407 — it has the workhorse 
performance of an MCI but the 
class of a Setra,” McLean said. “We 
specifically use it for our Amtrak 
Thruway service serving the San 
Francisco peninsula. We carry com-
muter passengers and train travelers 
from both Chicago and Seattle, and 
they appreciate the luxury.” 

The company decided on Setra 
when it was replacing older mod-
els on that service. 

“The ‘simple’ Setra was a nice 
replacement to a very tired fleet,” 
McLean said, adding that access to 
MCI parts, service and training are 
now one of the most attractive fea-
tures of the Setra purchase decision. 

“MCI’s training is broad and 
covers basic to complex repairs and 
systems. This is good for us, as our 
techs vary in skill set and ability,” 
he said. “These days, it’s not just the 
coach — it’s the service and train-
ing organization that can keep your 
machinery earning on the road.”

The S 407s are now available 
with the Setra-exclusive Voyage 
and Voyage Plus seats, offering a 
more upscale look that rounds out 
an ample range of options. Voyage 
seats are ergonomically designed 
for long-haul comfort. Optional 

tray tables bring an extra bit of ele-
gance to the coach experience. 

The S 407’s interior fabrics 
have been redesigned as well, de-
livering an upgraded look that ex-
tends to the parcel racks, sidewalls 
and lavatory. Operators can choose 
from several colors and seating 
materials including elegant, dura-

ble composition leather. 
The “Vincent” line offers a di-

rect color match to the previous 
Dralon fabrics — a bonus for op-
erators who already have Setras in 
their fleets. Other options include 
wood-grain flooring and entryway 
covering. A Bosch Proline enter-
tainment system completes the 

passenger experience, along with 
dual 110-volt outlets and USB 
ports at each seat.

Setra S 407 coaches also offer 
heated windshields; electronically 
controlled blinds and side shades; 
Knorr braking; variable ratio 
power steering; optimal axle ratio; 
cruise control; automatic traction 

control; full coach lift and lower-
ing; and quick-recover kneeling. 

Safety features include Smart-
Wave® tire-pressure monitoring 
and a fire-detection system. Exte-
rior lighting includes halogen 
headlights, LEDs, daytime run-
ning lights, and fog, cornering and 
docking lights.

MCI celebrating fifth anniversary as Setra distributor
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the ELD rule for two years but is 
not likely to be considered in time.

“While there may be a slim 
chance in the House, it is difficult 
to envision the Senate actually 
passing anything that would delay 
the mandate,” Presley said.

It is uncertain whether the 
electronics industry will be able to 
supply enough ELDs to equip the 
two to three million commercial 
motor vehicles covered by the 
mandate.

“Considering you can comply 
with the rule by buying tablets and 
downloading software, it seems un-
likely that vendors will run out of 
inventory or capacity,” Presley said.

Gaither added, “We believe the 
real constriction in the funnel will 
be the availability of adequate pro-
fessional installation labor.”

Larger carriers appear to be 
more proactive in outfitting fleets 
in advance of the deadline.

All 3,700 coaches in the Coach 
USA/Megabus fleets should be 
compliant by late October, said 
Mike Waters, service delivery di-
rector based in Moss Beach, Calif. 

“The first installations and go-
live were done about April last 
year,” Waters said. “Driver accep-
tance has been very positive.”

But some motorcoach opera-
tors who are not technically in-
clined might have to scramble to 
meet the deadline.

“We estimate that approximate-
ly 30 percent of UMA members 
have installed ELDs or AOBRDs 
(automatic onboard recording de-
vices),” Presley said. “Based on the 
calls we are receiving that number 
should be increasing daily.”

Mary Presley, executive ad-
ministrator of the Maryland Motor - 
coach Association, said there is 
still some confusion, especially 
among the smaller operators.

“Some are even under the im-
pression that FMCSA is not going 

through with the deadline,” she 
said. “There have been a few com-
ments that equipment is harder to 
acquire as suppliers scramble to 
fill the orders.”

Selection of an ELD supplier 
is a vexing dilemma. By mid-Au-
gust, about 90 vendors had regis-
tered with FMCSA as “self-certi-
fied by the manufacturer” on the 
agency’s ELD website, https://csa.
fmcsa.dot.gov/ELD/List.

While the companies and their 
contact information are listed on 
the site, it states at the top of the list, 
“The Federal Motor Carrier Safety 
Administration does not endorse 
any electronic logging device.”

About a dozen vendors have 
significant experience in the ELD 
business, Gaither said. 

“The vast majority (of compa-
nies) are new to this business. 
There really aren’t that many es-
tablished companies out there. A 
lot of these companies have no 
customers. We think there is going 
to be a significant level of buyers’ 
remorse in the next 12 months.”

‘Validator tool’
In July, FMCSA posted on its 

website a “validator tool” that ven-
dors can use to verify that their 
ELD devices can transfer data 
files to the portable computers of 
law enforcement officials.

“The entire industry had been 
waiting on FMCSA to release the 
testing procedure,” Gaither said. 
“There has been a long wait. They 
wanted all of us to do it and have 
given us no time to do it.”

Some vendors have delayed 
their self-certification listing on 
the FMCSA site until they could 
work with the validator tool. 

“We have taken a very conser-
vative approach because we want-
ed to do the validation testing,” 
Gaither said.

FMCSA administrators have 
made it clear that they will not be 
evaluating or certifying device 

vendors.
“FMCSA is not testing any-

body and will not validate any cer-
tification for a long time,” Gaither 
said. “They will not start on that 
until next year, and then only if an 
inspector finds a problem or if an 
unsatisfied customer complains 
long and loudly.”

FMCSA issued its final ELD 
rule on Dec. 16, 2015, with the 
goal of reducing accidents caused 
by driver fatigue and hours-of-ser-
vice violations. The 126-page doc-
ument published in the Federal 
Register described the reasoning, 
legal grounds and technical details 
for requiring automated re-
cord-keeping for commercial bus 
and truck drivers who are required 
to prepare hours-of-service re-
cords of duty status.

“This rule improves commer-
cial motor vehicle (CMV) safety 
and reduces the overall paperwork 
burden for both motor carriers and 
drivers by increasing the use of 
ELDs within the motor carrier in-
dustry, which will, in turn, im-
prove compliance with the appli-
cable HOS rules,” the filing stated. 
“Under today’s rule, FMCSA esti-
mates 1,844 crashes avoided annu-
ally and 26 lives saved annually.”

The agency estimated the 
rule’s industry costs at around $2.2 
billion. Due to $3.1 billion in sav-

ings from reduced crashes and pa-
perwork, total benef its were 
placed at $850 million.

The announcement set the 
rule’s compliance date at Dec. 18, 
2017.

The Owner Operator Indepen-
dent Driver’s Association (OOIDA) 
filed suit against the mandate, argu-
ing, “(a) ELDs will not record 
enough information automatically; 
(b) the rule fails to protect drivers 
sufficiently from harassment; (c) 
the rule’s benefits will not outweigh 
its costs; (d) the rule fails to protect 
the confidentiality of personal data 
collected by ELDs; and (e) the rule 
violates the Fourth Amendment’s 
prohibition against unreasonable 
searches and seizures.”

The OOIDA effort reached the 
U.S. Supreme Court, which an-
nounced June 12 that it would not 
consider the association’s petition 
to hear a case against the ELD 
mandate. That appeal followed the 
Oct. 31, 2016, rejection of the 
OOIDA challenge from the U.S. 
Court of Appeals for the Seventh 
District.

Congressional action
The independent truckers 

vowed to continue their battle in 
Congress. On July 19 U.S. Rep. 
Brian Babin, R-Texas, introduced 
the ELD Extension Act of 2017. 

The bill, co-sponsored by 38 Re-
publicans, would delay the ELD 
rule compliance date until Decem-
ber 2019. It was referred to the 
House Committee on Transporta-
tion and Infrastructure. No other 
action has been taken.

“While technology like ELDs 
have great promise, I didn’t come 
to Washington to force those ideas 
on small businesses — and neither 
did President Trump,” Babin said 
in a press release. “If trucking 
companies want to continue imple-
menting and using ELDs, they 
should go right ahead. But for 
those who don’t want the burden, 
expense and uncertainty of putting 
one of these devices into every 
truck they own by the end of the 
year, we can and should offer 
relief.”

The American Trucking Asso-
ciations, a heavyweight in the 
transportation lobbying arena, 
wrote a letter to FMCSA on July 
21 urging it to “oppose any effort 
to delay the December implemen-
tation of the fully-litigated, widely 
debated and Congressionally man-
dated use of electronic logging de-
vices. Supporters of a delay are 
attempting to accomplish, at the 
11th hour, what they’ve been un-
able to do in the courts, Congress 
or with the agency: roll back this 
common sense, data-supported 
regulation based on at best spe-
cious and at worst outright dishon-
est arguments.”

Waters said Coach USA and 
Megabus benefited greatly from 
the early start on installations. 

“Finding a few key mentor driv-
ers to push the positives for the 
other drivers was an important part 
of it,” he said. “Also, while we ran 
ELD and logs to begin with, our op-
erations or safety people monitored 
driver performance, coached the 
drivers and judged when the driver 
was allowed to drop the logbooks.”

As for other carriers, “Those 
who are already in compliance are 

ELDs
CONTINUED FROM PAGE 1
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The federal electronic logging device mandate becomes a reality on De-
cember 18, so motorcoach operators that haven’t yet converted will have 
to move fast to meet the deadline.
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By Dave Millhouser

Ever see a bus pole vault? Nei-
ther have I, but I did see the 
aftermath. 

Our Scenicruiser was at warp 
speed on an interstate when the 
bolts assigned to holding the drive 
shaft to the differential failed. 

The front end of the shaft 
dropped, slid on the highway just 
long enough to dig in ,  and 
launched the bus’s derriere sky-
ward. As it lifted off, the weight of 
the entire rear of the coach was 
concentrated on the aluminum bell 
housing, which was not up to the 
task and cracked. 

The bussy buttocks crash-land-
ed back on the highway, and the 
Scenic rolled to a stop, sort of 
dragging the transmission under 
the body.

There are a couple of lessons 
here. When manufacturers spend 
precious dollars on a part, they 
think it’s important. 

When GM built the Cruisers it 
added a “metal band thingy” under 
the drive shaft to prevent this sort of 
event — sorta like suspenders keep-
ing your pants from falling down. 

Somehow between the bus’s birth 
in 1956 and the 1971 pole-vault, the 
“thingy” had gone missing. 

My experience is that lots of 
“thingys” disappear between the 
time a coach is built and when it 
goes to that big junkyard in the 
sky. They’re usually parts that are 
removed to get at components, like 
belt covers, electrical box doors, 
and access panels. 

We repaired an overheating 
bus one time, and apparently the 
last guy to work on it was too hur-
ried to put that pesky shroud back 
on. How much difference could it 
make? (About 30 percent.)

Like most of us, manufacturers 
are cheap and don’t waste materi-
als, so if they put something on 
your coach it usually improves 
safety or reliability. It’s probably 
worthwhile taking the time to put 
it back on.

But the big lesson had to do 
with fasteners. Did you know they 
make bolts in different grades? I 
didn’t, at least when I was bolting 
up that drive shaft. 

Holy cow, who knew that a 
grade 8 was MUCH stronger than 
a 5? Surprise.

Another thing we did to “save” 
money was to reuse bolts. There 
are lots of spots where it is OK, but 
if those jewels are taking a beating, 
bear in mind that every time you 
crank one tight, you’re stretching 
it. They’re never again going to be 
as strong as the f irst time you 
torqued them.

One time we replaced a 4104’s 
damaged differential with the 
pumpkin from another model bus. 
Bolted right up. Turns out it had a 
different ratio — a lot different. 

That bus shaved hours off trips, 
and topped out at 85 mph. The 
drivers were happily clueless be-
cause the speedometer ran off the 
gearbox and only cared what the 
transmission thought. Heck, the 
sonic boom at an indicated 65 
should have offered a hint.

This was about the same time 
that our boss got a great deal on 
new tires. They were really cheap, 
until we read the fine print stamped 
into the sidewall, something about 
never exceeding 50 mph. They 
were transit tires.

We salvaged a set of wheels 
from a burned bus and got almost 
1,400 miles before noticing that 

they were cracking around all the 
lug nuts. Apparently toasting a 
wheel changes things.

Parts are a complex segment of 
our industry, and in light of this col-
umn, you’d be silly to take advice 
from me. It might be smart, though, 
to work out some guidelines. 

What applications demand 
OEM parts versus aftermarket? 
When is it acceptable to reuse 
parts or fasteners, and are your 
people knowledgeable about what 
types of components can be re-
used? Can they tell a good widget 
from a bad one?

It’s probably wise to insist that 
your technicians reinstall those ir-
ritating “thingy’s” so that bus belts 
don’t eat fingers, electrical panels 
don’t inhale crud and drive shafts 
stay in the right zip code.

Little things can make a big 
difference. Buying from a sketchy 
aftermarket source may save 
money initially, but can cost a bun-
dle if the part fails early. 

On the other hand, some after-
market suppliers provide parts that 
can be superior to OEM. GBBs 
(Great Big Buslines) have people 
who study those things. You may 

be able to learn 
from them, but at 
the least ,  you 
wa n t  t o  g iv e 
thought to the 
whole process.

Fasteners are 
m o r e  c r i t i c a l 
than you’d think, 
and  the re  a re 
suppliers of varying quality. Be 
careful which ones you choose be-
cause these are not commodities, 
but components. Price is only part 
of the equation.

Parts aren’t sexy or visible, but 
they have a huge impact on our 
success. 

If you think we were “thrifty,” 
consider the guy who used to go 
through our trash looking for use-
ful parts. When we rebuilt an en-
gine the liners were not tired, they 
were comatose. 

This gentleman would retrieve 
our discarded liners and pistons, 
polish them a bit and “rebuild” the 
engine in his bus.

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

Reinstall the ‘thingys’ to avoid pole-vaulting buses

Dave Millhouser
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evaluation of      Chart or      Tour

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

go go

go

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

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

www.rbs2000.com

go

go

go

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

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

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

go

Tour Management System
Tourgo

Charter Management System
Chartgo

Charter & Tour Software

RELATIONAL BUS SYSTEMS

By Christian Riddell
Motorcoach Marketing Council

 
We use lots of 

acronyms when 
we ta lk  about 
marketing and 
sa les ,  phrases 
like SEO, ROI, 
CPC and PPC. 

A n d  w h i l e 
you don’t need to 
know what all of 

them mean, USP is definitely one 
you want to be familiar with. USP 
stands for “unique selling proposi-
tion” and it is the backbone of all 
effective sales and marketing. 

As I have traveled the country 
talking to operators, I am continu-
ally surprised by the answers I get 
when I ask any given company 
what they believe their USP is. The 
answers are, well, not all that 
unique. 

Before you continue reading, I 
challenge you to do something. 
Take out a pen and write down five 
things you believe are your unique 
selling propositions. Once you’ve 
written them down, continue read-
ing. I’ll wait.

Now, let’s talk about your list. 
While I am no magician, I bet I can 
guess at least a few of the things 
you wrote down. 

If you are like most operators, 
you probably wrote some combi-
nation of the following: newer 
coaches, regular maintenance, 
great safety record, excellent driv-
ers, friendly staff, a diverse fleet to 
accommodate various group sizes, 
and knowledgeable customer ser-
vice agents. 

If you are wondering how I 
knew the things you’d list, perhaps 
it is time to look a little harder at 
what actually makes a good USP. 

The f irst thing that makes a 
good USP is actually defined quite 
well in the acronym itself: unique. 
Many companies that I work with 
confuse a USP with a list of the 
amenities, services or qualities 
they wish to spotlight for their 
customers. 

While these are all good things, 
they are not really USPs. A USP is 
specifically focused on what it is 
that makes you different from the 
other choices in your market. It’s 
the reason someone should choose 
you over your competitors. 

About a year ago I attended an 
event honoring the 75th anniversa-
ry of an operator. Strewn about the 
event were things from the “good 
old days,” and vintage advertising 
pieces were the highlight for me. 

One of the things I noticed was 
lots of language focusing on what, 
at the time, was the operator’s USP. 
Air conditioning and restrooms 
were at the top of the list. 

During that period of time, 
those would have been big-selling 
advantages over competitors. 
What we view as a baseline offer-
ing today was truly a USP back 
then. 

I tell that story for a few rea-
sons. First, it is easy to understand 
that if we were to highlight those 
same points as our USP in today’s 
market, we’d make a laughing 
stock of ourselves. The market has 
changed and those items are no 
longer unique. 

The second reason I bring it up 
is to illustrate that a USP will, in 
all likelihood, not be the same for 
10, 20 or 30 years. As market con-
ditions change, what we need to be 
and do to stand out will change as 
well. 

So, let’s jump back to your 
USP list. If you are like most oper-
ators, your list includes some of 
the above-mentioned selling 
points. While those are all good 
things for a motorcoach company 
to have, they are about as unique 
as air conditioning and restrooms 
in today’s market.

Here’s the thing: I know that 
there is a little voice in your head 
right about now that is saying, 
“But our equipment is newer than 
those other guys,’ our driv-
e rs  are  be t te r  t ra ined,  and 
we do have the best reservation 
staff.” 

You could go on and on justify-
ing why these are important differ-
entiators. I also know that, while 
restrooms and air conditioning are 
things you either have or don’t 
have, the expertise of your drivers 
or the quality of your maintenance 
program is much more subjective. 

(Just because you prioritize main-
tenance does not mean all mainte-
nance programs are the same.)

It’s important to realize, how-
ever, that the second half of the ac-
ronym — the selling proposition 
— can’t be overlooked. The point 
is to have something that a con-
sumer can use to set you apart 
from your competitors. 

Imagine, for a moment, that 
you are planning a family reunion. 
You know you want to use a mo-
torcoach because, let’s face it, 50 
Ubers just won’t work for anyone, 
and you start looking around for 
someone to help. What are you 
going to do?

Price disparity 
Well, first you’ll use Google to 

help you narrow down the list. No 
matter where you are, a quick 
search will inevitably give you a 
few options. Then, you’ll take a 
quick look at the websites. 

You’ll probably spend less than 
four minutes on each site looking 
for things that will ultimately dis-
qualify some companies from the 
mix. Next, you’ll get quotes — 

Want to stand out? Make sure your USP is up to date
Marketing Minute

I t ’s  t h e  Smar t  Move

Christian Riddell

CONTINUED ON PAGE 11 c

We connect and protect people across
the World everyday.  noW We finance too.

Competitive, affordable and flexible financing solutions
for all your shuttle, school bus and motorcoach financing needs.

amanda carter
National Sales Manager / Shuttle, School Bus & Coach
amanda.carter@revgroup.com
763-710-9947
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comfortable with their decision to 
be proactive in their company 
 versus reactive at the last minute,” 
said Mary Presley of the Mary-
land association.

Gaither said carriers need a 
minimum of four to five weeks to 
install devices and train drivers 
and staff. 

“It is more a question of moti-
vation and dedication than any-
thing else,” he said. “Others will 
take longer due to lack of resourc-
es and lack of effort.”

Elaine Farrell, executive di-
rector of the Pennsylvania Bus 
Association, said most member 
companies are reporting good ex-

periences with ELDs.
“I don’t know of any procrasti-

nators at the moment,” Farrell said. 
“They are going to have a rude 
awakening when December comes 
and they have not purchased ELDs 
and had them installed.”

Deep breath
Concerns about the lack of 

computer savvy among drivers 
have been overblown, Gaither 
said.  

“He is driving a half-mil-
lion-dollar vehicle with 55 pas-
sengers. If he can’t learn how to 
use this system in five weeks, why 
are you letting him drive your 
motorcoach?

“Take a deep breath. It is going 
to be okay.”

 either by filling out a quote form 
on each site or making some phone 
calls — and try to make a decision 
on which company you’d like to 
work with.

While many salespeople in this 
industry would say it all comes 
down to price, the truth is a bit 
more complex. In this case, if you 
are like most consumers, the next 
thing you’ll do is try to determine 
the reason for the price disparity 
among the different companies. 

You will compare the quotes 
and backtrack to the websites as 
you look for something to help you 
make the right choice. Yes, price 
will be something you’ll consider, 
but it will not be the only deter-
mining factor. 

Narrowing it down
Now let’s imagine you are con-

sidering three companies. The first 
company quotes $800 for the day, 
the second quotes $950 and the 
third comes in at $1,100. You head 
to their sites to check out what 
they are offering and this is what 
you come up with: 

All three have late-model 
coaches that seat 56 passengers. 
All of the companies claim to pro-
vide clean, safe, reliable services, 
and they say they’ve got good driv-
ers and a great safety rating from 
the Federal Motor Carrier Safety 
Administration. 

Each one has photos of equip-
ment that appears, to the untrained 
eye, to be nice and they all adver-
tise a regular maintenance pro-
gram. One company did have a 
slightly nicer person on the phone, 
however, and one got the quote 
back much quicker than the other 
two. 

How would you choose? In this 
case, and in countless scenarios 
like this every day, the answer 
would most likely be price. But 
why are they choosing based on 

price? Is it because of actual bud-
get constraints, or is it just because 
price was ultimately the only USP 
that the companies presented?

This all leads to one inevitable 
question: How do we actually cre-
ate value through a USP? The 
short answer here is this: Look be-
yond the proverbial air condition-
ing and restrooms to identify what 
it is that actually makes you differ-
ent from your competitors. 

Is it your history, family, staff 
or drivers? Is it your level of ser-
vice? Perhaps it actually is your 
maintenance program. 

Once you know what it is, the 
next part of the USP equation is to 
turn that thing into a selling propo-
sition—that is to say, into some-
thing that the person shopping for 
their family reunion can look at 
and say, “I choose this company 
because of that.”

This process is more compli-
cated than simply pinpointing 
what your advantage is; you’ve got 
to craft the story of what it is, 
along with illustrating, for your 
consumers, why they should care 
about it.

Once you have identified your 
USP, the next step is to make it a 
part of your selling culture. With 
every piece of marketing, every 
conversation and every opportuni-
ty you have to sell, this should be 
the first and last thing you tell po-
tential consumers. 

How good?
But it’s not just about telling 

them you’ve got good drivers; it’s 
about telling them how good — 
and, more importantly, what that 
means for them. 

If this is done well in a conver-
sation or selling opportunity, the 
consumer will understand what 
you are offering and feel as though 
there is no way they’d ever choose 
anyone else who doesn’t have it. 
Pair this with a truly unique offer-
ing, and you will see remarkable 
things happen in your sales 

department. 
Those of us in the motorcoach 

world speak a different language 
than the consuming public. We 
know the difference between a 
good coach and a great coach, that 
not all maintenance programs are 
created equal, and that, while a 
CDL makes you a “driver,” it 
doesn’t guarantee that you’re 
a good driver. 

But the buying public does not 
know what we know, and our job is 
to establish what it is that sets us 
apart and translate that into lan-
guage that buyers know and under-
stand (“What’s in it for me?”).

Giving buyers something—
anything—aside from price to help 
them make a decision will help 
close more deals and firm up pric-
ing as well. 

Remember that, just like air 
conditioning and restrooms, what 
you offer as your USP today will, 
in all likelihood, change over time. 
So, keep focused on what makes 
you the best choice and stay ahead 
of the curve..

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

Ta
ke

 the scenic route.

Every  t i me.

unprecedented 190° wide angle 
view, the SEE360 provides 

increased awareness on 
the busiest city streets. 
Keep your passengers and 
pedestrians safe while you 

maneuver your vehicle 
with confidence.

www.RVCams.com • Toll-free: 877.378.2267 • Tim@RVCams.com

Mobile observation has finally 
come full circle with the SEE360 
camera system from Voyager®. 
This four-camera system 
gives you a seamless, 360° 
panoramic view around the 
entire vehicle. Because each 
individual camera offers an 

Marketing Minute
CONTINUED FROM PAGE 10

ELDs
CONTINUED FROM PAGE 8
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SAN ANTONIO — The edu-
cation schedule for the 2018 UMA 
Motorcoach Expo in San Antonio 
includes 22 solution sessions to be 
held on January 7 and 8.

The education lineup was de-
signed by a team of UMA member 
operators to carefully target the 
most critical professional develop-
ment needs of motorcoach opera-
tors and their management teams. 

The full education lineup is 
posted on the Expo website, www.
motorcoachexpo.com. 

Relevant education is one of the 
top reasons operators give for at-
tending Expo and sessions will focus 
on high-profile issues in the indus-
try, including hiring drivers, manag-
ing technology, ELDs, ways to cut 
costs and cybersecurity concerns.

Solution sessions on Sunday, 
Jan. 7, will be divided into five 
tracks: operations, finance, mar-
keting, technology and small fleet. 
Monday morning sessions will be 
applicable to company personnel 
across departmental lines.

Speakers will be announced in 
the coming weeks. The schedule of 
sessions is as follows:

Sunday, January 7
11:15 a.m.–12:15 p.m.

•  OPERATIONS: Generational Differences: 
Bridging Generational Gaps

•  FINANCE: Rather Be Fishing? Preparing 
the Next Generation to Run Your 
Business

•  MARKETING: When to Outsource and 
When to Hire

•  TECHNOLOGY: Okay, You Have Wi-Fi…
What’s Next? How to Manage Your 
Technology Once it’s Installed

•  SMALL FLEET

° “I do”…Weddings!

°   Local Service Through Paratransit 
Contracts

Sunday, January 7, 2–3 p.m.
•  FINANCE: A Financial Scorecard — Do 

You Know Your Score?
•  MARKETING: Generational Differences: 

How to Market Your Business to 
Different Groups

•  TECHNOLOGY/OPERATIONS: ELDs 
Chapter 2 — The Bad News Is, You Are 
Required to Have Them. The Good 
News Is They Aren’t All That Bad!

• SMALL FLEET

°  Minority-Owned Businesses and the 
SBA

°  Regulatory Update for Small Fleets

Sunday, January 7, 2–4 p.m.
•  OPERATIONS: What’s Hot, What’s Not: 

Just Staying Ahead of the Curve — In-
dustry Executives Discuss Today’s Hot 
Topics, Challenges and Solutions

Sunday, January 7, 3:15–4:15 p.m.
•  FINANCE: Are You Working Harder and 

Making Less — Learn How to Make 
More

•  MARKETING: Getting Involved 
— Marketing and Business Develop-
ment by Engaging in Your Local 
Community

•  TECHNOLOGY: You Could Be Attacked: 
Cybersecurity and Other Threats That 
Could Leave Your Company Paralyzed

•  SMALL FLEET

° ADA — There’s More?

° Fam Tours = Big Profits

Monday, January 8, 8:45–9:45 a.m. 
Sessions open to all — no tracks
•  Ask the Experts on Regulations — New 

& Old — Everything You Wanted to 
Know, But Were Afraid to Ask

•  Drivers, Drivers, Drivers!
•  Marijuana 101: How to Navigate the 

Differences Between State and Federal 
Law

•  Risky Business — The Other Side of 
the Risk You May Not Know About

•  I’ll be fine — The Importance of 
Fatigue Management

The 2018 UMA Motorcoach 
Expo will be held Saturday through 
Wednesday, January 6-10, in San 
Antonio. In addition to education 
sessions, there will be a show floor 
featuring the latest vehicles, equip-
ment, products and services; com-
petitions for maintenance profes-
sionals and motorcoach drivers; 
and a celebratory awards dinner. 

Networking events will include 
a welcome reception, the Sneak Pre-
view After Party and the signature 
Expo event, Cigars and Cordials.

Vision Award nominations due Oct. 16
ALEXANDRIA, Va. — The 

United Motorcoach Association is 
seeking nominations for the most 
prestigious honors private mo-
torcoach operators can receive, 
the UMA Vision Awards, which 
are presented annually to a large 
and small coach company.

Nominations will be accepted 
from both operator and associate 
members of UMA.

The deadline for nominations 
is Oct. 16 and the awards will be 
presented as part of the UMA 
Leadership Awards Celebration 
during Motorcoach Expo 2018 in 
San Antonio Jan. 6-10. 

The Vision Awards recognize 
motorcoach operators that engage 
in sound business practices; have 
excellent safety records; regularly 
employ innovative marketing, op-
erations and customer service ap-
proaches; are good corporate citi-
zens within the community; raise 
the standards for all motorcoach 
companies and the profile of the 
entire industry; and are financially 
sound.

There are two Vision Awards, 
one that goes to a large operator 
(15 coaches or more) and the other 
for a small operator (fewer than 15 
coaches).

To be eligible, a nominated 
company must have current oper-
ating authority and a satisfactory 
safety rating and must be a UMA 
member in good standing. 

UMA members — both opera-
tor and associate — can nominate 
coach operators for the Vision 
Awards using the form at https://
motorcoachexpo.com/wp-content/
uploads/sites/3/2017/07/Vision- 
Award-Nomination-Form-2018.
pdf.

Please email the completed 
form to Carrington Blake at 
cblake@uma.org or send it via fax 
to 703-838-2950 by Oct. 16.

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

www.lavdump.com

Dump
CLEAN...

Dump
LEGAL!

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

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

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

Washroom 
waste is 
removed 
quickly, 
easily and 
safely 

CHARTER

Education sessions set for Expo 2018 in San Antonio
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hear from veteran school bus driv-
ers who wonder how they would 
enforce the use of seatbelts. The 
drivers also claim that the seatbelts 
can be used as weapons, and con-
tend that they couldn’t get a bus 
full of children out of their seat-
belts in case of a fire, despite hav-
ing a seatbelt cutter. 

They say compartmentalization 
with high-backed, cushioned bus 
seats is enough protection during 
crashes. However, there is growing 

evidence that compartmentalized 
seating is not effective. 

“In 1999, the NTSB conducted 
a Bus Crashworthiness Report, 
which concluded that compart-
mentalization doesn’t protect pas-
sengers in all crash modes, specif-
ically in side-impact crashes and 
rollovers,” said Kristin Poland, 
deputy director of the Office of 
Highway Safety at NTSB. 

Les Sokolowski of the Nation-
al School Transportation Associa-
tion (NSTA) said the organization 
supports allowing local officials to 
decide if school buses within their 

jurisdiction should be equipped 
with three-point seatbelts. 

NSTA also believes that an un-
funded seatbelt mandate could 
jeopardize safety by forcing dis-
tricts to reduce school bus services 
to pay for seatbelts. That could re-
sult in children taking less-safe 
modes of transportation such as 
walking, biking or being driven to 
school by parents, and in teens driv-
ing themselves and others to school.

The National Association of 
State Directors for Pupil Transporta-
tion Services issued a February 2014 
position paper that supported seat-

belts over compartmentalization.
In 2015, then-NHTSA Admin-

istrator Mark Rosekind said the as-
sociation’s policy was that “every 
child on every school bus should 
have a three-point seatbelt.”

Despite those recommenda-
tions, there is little consistency in 
laws across states regarding school 
bus seatbelts. According to the Na-
tional Conference of State Legisla-
tures, only six states require seat-
belts on buses: California, New 
York, New Jersey, Texas, Florida 
and Louisiana. Of those, only Cal-
ifornia requires lap/shoulder belts. 

Florida began requiring two-
point systems in 2001 but provides 
no financial support to school dis-
tricts. Louisiana and Texas lack 
sufficient funding to implement 
their new seatbelt laws, and Texas 
allows school districts to opt out 
due to financial constraints.

And while New York requires 
lap belts on school buses, it leaves 
it up to districts whether to enforce 
their use by students. 

Opponents of mandated seat-
belts say their safety benefits don’t 
outweigh the cost of installing the 
belts.

Seatbelts
CONTINUED FROM PAGE 1

powdery substance in his nostrils” 
and said a search of the motorcoach, 
which had been carrying 55 people, 
had turned up “straws.”

Budget was forced to retain an-
other carrier to complete the trip. 
The Uniontown Herald-Standard 
newspaper reported  — on its front 
page — that Newcomer was 
charged with driving under the in-
fluence, unlawful use of drug para-
phernalia and possession of a con-
trolled substance.

Before Newcomer’s case came 
to trial the charges were dropped. 
The Herald-Standard story, “Drug 

Charges Filed Against Driver for 
California Area Band Trip,” re-
mained online as of last month, 
along with Newcomer’s mug shot.

The lawsuit seeks $1.25 mil-
lion in compensatory and punitive 
damages for Budget Charter own-
ers Gary and Natalie Shimshock 
and $500,000 in damages for 
Newcomer.

In their complaint, the Shim-
shocks and Newcomer state, 
“Plaintiffs seek redress for viola-
tions of their rights under the…
United States Constitution, includ-
ing their rights under the Due Pro-
cess Clause, Commerce Clause, 
Equal Protection Clause and the 
liberty and general welfare provi-

sions arising out of Defendants’ 
unconstitutional, unreasonable sei-
zure and illegal arrest of Plaintiff 
Newcomer, as well as Defendants’ 
unconstitutional interference with 
Plaintiff Budget’s right to engage 
freely in interstate travel and inter-
state commerce.”

The suit further alleges that 
“Defendant Pitts and the Tennes-
see Highway Patrol generally had 
a reputation for harassing tour 
buses.”

The complaint states Newcom-
er suffered emotional distress, per-
sonal indignity, loss of earnings 
and the costs of attorneys’ fees. 

“Budget suffered losses of in-
come, impairment of reputation, 

the expense of hiring a public rela-
tions firm to restore confidence in 
the business (and) attorneys fees.” 

The harms resulted from “de-
fendants’ grossly negligent and de-
liberately indifferent acts…The 
false statements filed by Defen-
dant Off icer Pitts were made 
knowingly and recklessly,” the suit 
contends.

The defendants are represented 
by the Tennessee Attorney Gener-
al’s office. Their stance, as sum-
marized by U.S. District Judge 
Aleta A. Trauger, is, “Defendants 
deny that they violated any of the 
plaintiffs’ constitutional rights and 
deny liability.”

The state’s filings virtually ig-

nore allegations of malfeasance 
while emphasizing technicalities. 
“Any official sued in his individual 
capacity is entitled to raise quali-
fied immunity as a defense…gov-
ernment officials performing dis-
cretionary functions” are shielded 
from suits “as long as their conduct 
does not violate clearly established 
statutory or constitutional rights of 
which a reasonable person would 
have known.”

In addition to Pitts, also named 
as defendants are Tennessee State 
Trooper William Matsunaga and 
four current and former commis-
sioners of the state department of 
safety and homeland security and 
the department of revenue.

Budget Charter
CONTINUED FROM PAGE 1
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TAMPA, Fla. — Longtime mo-
torcoach operator and 2008 UMA 
Vision Award winner Lauren De-
nise LeBron passed away last 
month after a lengthy battle with 
neuroendocrine cancer.

She was married to Godfrey 
LeBron, a former UMA board 
chair, and was partners with him in 

Paradise Travel, a company known 
for its willingness to help opera-
tors in the New York City area.

They met while Lauren was a 
customer of White Bus Company, 
where Godfrey was employed, and 
they started Paradise Travel in 
1987.

Lauren LeBron was extremely 

active in the industry for nearly 30 
years. It’s worth noting, and a trib-
ute to her strength and character, 
that many of her accomplishments 
occurred during a 15-year struggle 
with the rare cancer that required 
several major surgeries and kidney 
dialysis. 

Godfrey LeBron remembers 
visiting her right after surgery and 
catching her working on a laptop. 
Paradise’s recognition as a UMA 
Vision Award Winner came at the 
midpoint of her battle.

An early proponent of provid-
ing quality service to the disabled 
community, Paradise Travel’s will-
ingness to order ADA-equipped 
buses was instrumental in acceler-
ating MCI’s program to install 
wheelchair lifts in its newest-mod-
el luxury touring coach, a risky de-
cision for both parties.

Lauren LeBron was born on 
Feb. 5, 1952, in Bronx, N.Y., and 
was the proud mother of three chil-
dren from a previous marriage: Pa-
mela Angora, Donna Labasi and 
Douglas Hansen. She was devoted 
to her six grandchildren, Domi-
nick, Dylan, Brendan, Sebastian, 
Charlie and Olivia.

Ironically, or perhaps symboli-
cally, she was on her way to visit 
the grandchildren when she sus-

tained an injury that, combined 
with her illness, ended her life.

Her husband, her three children 
and her sister and brother-in-law, 
Carol and Robert Nemeth, were by 
her side when she passed.

“She had a kind, warm and ac-
cepting heart,” said Bob Crescen-
zo, a longtime friend and business 
associate. “Nonetheless, she was 
fierce in her roles as mother, wife, 
friend and business woman. She 
was more than self-sufficient, she 
was someone who got things done, 
or should I say, everything done.

“When Superstorm Sandy hit 
Long Island, she and Godfrey 
made a dangerous trip to check on 
my house,” Crescenzo said. “The 
power was out, so they opened the 
failed freezer and ‘rescued’ the 
many quarts of pesto I’d made the 
week before. They ate thawing 
pesto for over a week until the 
power came back on. That story re-
flects that way Lauren approached 
life — help people, take no prison-
ers, get it done and make sure you 
have pesto.”

Lauren LeBron loved to travel 
and attended nearly every UMA 
Expo from 1987 until last year. Ken 
Presley, UMA’s vice president of 
industry relations and COO, point-
ed out that “Lauren’s dream vaca-

tion was a Hawaii cruise, and a cou-
ple of months ago, she made it.”

Presley said the LeBrons were 
a team that had a significant im-
pact on the motorcoach industry, 
and while Godfrey was often high-
ly visible, it was Lauren working 
behind the scenes that very often 
made it all possible. It wasn’t the 
vehicles she loved, but bus people 
and the customers who rode them.

In lieu of flowers, the LeBrons 
have asked that donations be made 
to help increase awareness of neu-
roendocrine cancer.

For information and to make 
donations, go to the Neuroendo-
crine Cancer Awareness Network 
website at www.netcanceraware-
ness.org or call 866-850-9555.
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 TAKE YOUR Passenger 
EXPERIENCE FROM 
MEMORABLE TO
 UNFORGETTABLE.
The striking exterior of the Prevost H3-45 sets the stage for high expectations.  
The luxurious cabin confirms an unexpected level of comfort. Passengers enjoy  
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More than just memorable, this is an experience your passengers will never forget.

Prevost-H3-45Ad-060817-BMN.indd   1 6/8/17   3:59 PM



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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