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Wine country fires shut down tourism — and coach trips
SANTA ROSA, Calif. — The 

northern California wildfires left 
most towns and tourist attractions 
standing, but heavy smoke and 
high winds brought wine country 
tourism to a standstill during the 
busiest month of the year. 

Many outdoor sporting events 
also were cancelled due to thick 
smoke that blew miles away from 
the numerous fires.

That, in turn, directly affected 

the motorcoach industry in the 
area.

“We have had thousands of 
dollars of cancelled trips because 
people didn’t want to risk going 
into the wine country,” said Eric 
Lea, general manager of All West 
Coach Lines in Sacramento. “We 
also had a lot of high school and 
college teams cancel football 
games and track and cross-country 
meets due to the air quality.”

Lea said the smoke got so bad, 
“I walked out my front door and it 
smelled like somebody had a 
campfire in my front yard. We 
couldn’t see the sun some days.” 

Gary Buffo, president of Pure 
Luxury Transportation in Petalu-
ma, Calif., said that other than the 
town of Santa Rosa, which really 
got hit hard, the fires were isolated 
to the mountainous areas around 
the wine country.

“The biggest issue for us was 
the smoke,” he said. “It was 
brutal.”

Some news reports gave tour-
ists the impression that the Napa 
and Sonoma valleys and their 
famed wineries also were leveled, 
Buffo said. 

“We have had calls from as far 
away as China stating that the 
media reported that Sonoma and 
Napa no longer exist, which hasn’t 

helped the cause,” he said.
Nonetheless, smoke did force 

wineries, hotels and restaurants in 
the valleys to close their doors.

October bookings for Pure 
Luxury were down 19 percent 
from last year, Buffo said. 

“October is the busiest month 
for everybody in the valley. That is 
the month that puts us all through 
February as far as the budget is 

CONTINUED ON PAGE 10 c

MCI planning new and redesigned coaches in 2018
DES PLAINES, Ill. — Motor 

Coach Industries is rolling into 
2018 on a high note with new and 
redesigned coaches, a major new 
service center in northern Califor-
nia, continued support from its 
parent company and a custom-
er-centric focus from its first-year 
president.

“NFI Group is a great parent,” 
MCI President Ian Smart said of 
New Flyer Industries Inc., which 
is wrapping up its second full year 
with its MCI subsidiary. 

“They’re supportive of invest-
ments. They understand and re-
spect the MCI brand and recog-
nize that it’s got a real strong 
following and a loyal customer 
base,” said Smart, who took over 
as MCI’s president last January. 
“Their approach is to support the 

organization and help it do the 
things that it wants to do to sup-
port customers.”

MCI is preparing to exit 2017 
with more units sold than a year 
ago and looking forward to the 
road ahead.

A new addition to its commut-
er-coach lineup was just revealed 
in October at APTA Expo in At-
lanta. It is an update of its D-coach: 
the D45 CRT LE, or 45-foot com-
muter rapid transit low-entry 
vehicle.

“We’ve got a very innovative 
design for our commuter custom-
ers,” Smart said of the vehicle.

The D45 CRT LE features a de-
sign allowing disabled passengers 
to roll into the vehicle via a curb- 
level ramp to a special vestibule and The MCI D45 CRT LE commuter coach features a design allowing disabled passengers to roll into the vehicle via a 

curb-level ramp to a special vestibule and be secured, all within about 60 to 90 seconds. CONTINUED ON PAGE 12 c

Maintenance Interchange turns 20 at Expo 2018 in Texas
SAN ANTONIO — Asking an-

other motorcoach mechanic to 
take a fresh look at a problem often 
reveals a solution that could have 
been obvious. 

Sharing your challenges with a 
roomful of experts might prevent 
problems that have yet to surface.

That is the theory behind the 
Maintenance Interchange, a popu-
lar feature of the annual UMA Mo-

torcoach Expo. The 20th running 
of the interchange is scheduled for 
Expo 2018 in San Antonio.

“Sometimes when you have a 
problem on a coach you need to 
take a step back and have someone 
else put another set of eyes on it. 
That is what the interchange is 
about,” said Scott Greteman, vice 
president of Windstar Lines in 
Carroll, Iowa.

“The main difference is, in-
stead of having another guy in 
your shop diagnose the issue, you 
have 100-plus seasoned mechanics 
who may have seen that exact same 
problem. Even if you weren’t ex-
periencing the issue being dis-
cussed on your coach, you will 
gain the knowledge of what to look 
for,” he said.

Maintenance Interchange is a 

daylong closed forum, without 
vendors, salespersons or any for-
mal presentations. Participants 
submit topics and the mechanics 
discuss them.

The interchange first appeared 
at the 1999 Expo in Houston, said 
Kevin Whitworth of Whitworth 
Bus Sales in Miamisburg, Ohio. 
Whitworth, who was a motorcoach 
operator at the time, has assisted in 

organizing the interchange every 
year since then.

Maintenance Interchanges 
have allowed mechanics and oper-
ators to identify common prob-
lems as well as best practices.

“The networking is there for 
the taking,” Whitworth said. “You 
are in a room with 100 to 150 peo-
ple who may have 1,000 to 2,000 

CONTINUED ON PAGE 11 c
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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

Private companies bought fewer new motorcoaches in Q3
WASHINGTON — Sales of 

new motorcoaches to the private 
sector declined by 6.3 percent in 
the third quarter of 2017, but over-
all sales rose because of a spike in 
public-sector coach buying.

The American Bus Association 
Foundation’s Coach Manufacturer 
Survey reported that 418 new mo-
torcoaches were sold to private 
companies during July through 
September of this year, down from 

446 during the same three-month 
period in 2016.

During the same period, sales 
of motorcoaches in the public sec-
tor increased to 96 from 13 last 
year.

That pushed total new-coach 
sales to 514 in the third quarter, up 
from 459 in last year’s third quar-
ter, a 12 percent increase.

Sales of new motorcoaches to 
private companies for the first nine 

months of 2017 were about on the 
same pace as in 2016. This year, 
1,387 were sold, compared with 
1,396 last year.

The highest number of pri-
vate-sector coach sales in the third 
quarter was for 45-foot vehicles, 
with 352 sales. That was down 
10.2 percent from last year’s 392 
sales.

Sales of 40- to 45-foot coaches 
to private companies doubled from 

six to 12, while sales of 30- to 40-
foot coaches rose 12.5 percent, to 
54 from 48. 

Other third-quarter 2017 sur-
vey results included:

• Sales of pre-owned motor-
coaches totaled 253, up from 239 
last year.

• Shell sales totaled 13, down 
from 18.

• Cummins had the highest 
number of engines in the new 

coaches, with 261, followed by 
Volvo with 145, Detroit with 112 
and Mercedes with nine.

• Most of the new coaches — 
525 — had Allison transmissions, 
followed by Volvo with two.

The ABA Foundation quarterly 
reports, conducted by John Dun-
ham & Associates, are based on 
surveys of the major motorcoach 
manufacturers that sell vehicles in 
the United States and Canada.

Electric transit buses picking up steam in the U.S.
Electric transit buses have sud-

denly become all the rage, with sev-
eral companies announcing they 
are either entering the zero- 
emission arena or expanding their 
current electric-coach fleets with 
new models.

Electric-bus announcements in 
recent months include:

• Belgian motorcoach manu-
facturer Van Hool and its North 
American distributor, ABC Com-
panies, plan to introduce a version 
of the popular CX45 coach with an 
electric drive system manufac-
tured by Proterra of Burlingame, 
Calif. They expect deliveries to 
begin in 2019, followed by an elec-

tric version of the CX35.
• New Flyer Industries, which 

has been selling Xcelsior electric 
transit buses since 2014, has intro-
duced the Xcelsior CHARGE with 
extended-range battery technology 
and increased torque for steep-
grade cities.

• Motor Coach Industries, a 
New Flyer subsidiary, has unveiled 
an upgraded commuter coach 
model with a curb-level wheel-
chair ramp that will be available in 
an all-electric version in 2020.

• The Volkswagen Truck & 
Bus division is investing $1.7 bil-
lion in new technology, including 
electric drivetrains, and plans to 

deliver wholly electric buses next 
year to European cities.

• Engine maker Cummins Inc. 
has introduced two electric power 
systems for GILLIG LLC transit 
buses: the Range Extender Electric 
Vehicle, which operates with ul-
tra-low emissions when running on 
the small engine generator or with 
zero emissions on full battery power; 
and the Battery Electric Vehicle Sys-
tem, which operates with zero emis-
sions, multiple charging options 
and battery pack modularity. 

The market for such vehicles 
appears to be expanding both in Eu-
rope and the United States. In fact, 
New Flyer recently announced that 

the Los Angeles County Metropoli-
tan Transit Authority (L.A. Metro) 
ordered up to 100 of the company’s 
new Xcelsior CHARGE electric 

buses.
The contract includes 35 firm 

orders with options to purchase an 
additional 65 buses.

Alliance Bus Group orders 
100 Vicinity transit buses

COLLEGE PARK, Ga. — Al-
liance Bus Group has agreed to 
purchase more than 100 Vicinity 
transit buses from Grande West 
Transportation for more than $40 
million.

Grand West, a Canadian bus 
manufacturer headquartered in Brit-
ish Columbia, plans to deliver an 

average of 10 buses a month to Alli-
ance, a College Park-based compa-
ny that sells new and used transit 
buses, cutaways and school buses.

Alliance is the exclusive U.S. 
distributor of CAIO motorcoaches 
and Vicinity buses. It also offers 
parts, service, refurbishment and 
financing.
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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

HR 2120 (BUSREGS-21) already affecting regulations
WASHINGTON — A sweep-

ing bill designed to roll back bur-
densome federal regulations on 
the bus and motorcoach industry 
hasn’t gotten a formal hearing in 
Congress, but it still has had a pos-
itive impact since it was intro-
duced last spring.

HR 2120, “Buses United for 
Safety, Regulatory Reform and 
Enhanced Growth for the 21st 
Century” (BUSREGS-21), was in-
troduced in the 115th Congress by 
Rep. Scott Perry, R-Pa., just in 
time for the UMA Capitol Hill 
Days “fly-in” in April. (The 2018 
Capitol Hill Days will be held 
April 10-11.)

Participants spent time during 
fly-in introducing the bill and dis-
cussing the need for its passage 
with their congressional delega-
tion. UMA members from across 
the nation also wrote to their con-
gressional representatives in re-

cord numbers asking them to sup-
port the bill. 

Since that time, the UMA leg-
islative and regulatory team has 
been busy on Capitol Hill making 
the rounds, meeting with key con-
gressional committee staff and 
elected representatives. 

“We have been more than 
pleased how well the tenets of the 
bill have been received,” said Ken 
Presley, UMA vice president of in-
dustry relations and chief operat-
ing officer. “There is a real sense 
today in Congress that the regula-
tory burdens of the past decade 
were excessive and that it is time 
to turn the dial back just a bit.

“The rate of new regulations 
and focus on finite enforcement is 
stifling entrepreneurship and ex-
pansion in the industry.”

Presley said the bill is already 
having a positive effect, with some 
of its provisions being enacted 

separately. 
“The pending Safety Fitness 

Determination, financial responsi-
bility and obstructive sleep apnea 
rules have been withdrawn for 
now and the Lease and Inter-
change of Vehicles rule is slated 
for major revisions by the end of 
the year,” he said. 

A former business owner him-
self, Congressman Perry intro-
duced an amendment to another 
bill that will stop the speed-limiter 
rule from going forward for pas-
senger carriers, Presley said.

“The bill, HR 3354, the “Make 
America Secure and Prosperous 
Appropriations Act,” with the 
amendment plucked from HR 2120, 
has passed the House and now 
awaits Senate passage,” he said. 

HR 2120 calls for:
• Amending the Federal Motor 

Carrier Safety Administration’s 
mission statement to include, “fos-

tering new and expanding passen-
ger service through industry col-
laboration, encouraging new 
entrant applicants by expediting 
operating authorizations, and 
identifying passenger carrier driv-
ers as a profession.” 

• Prohibiting FMCSA from in-
cluding passenger carriers in any 
Safety Fitness Determination fu-
ture proposed rule until all CSA/
SMS reforms have been made; re-
stricting its use, and continuing to 
assign “Satisfactory” or “Condi-
tional” ratings as appropriate.    

• Removing commercial motor 
carriers of passengers’ CSA/SMS 
scores from public view until all 
reforms are completed as they are 
based on faulty and inconsistent 
data and methodologies. 

• Exempting motor carriers of 
passengers from any regulatory re-
quirements flowing from the pro-
posed rule regarding obstructive 

sleep apnea.  
• Clarifying that only Con-

gress could increase minimum fi-
nancial responsibility (insurance) 
limits for passenger carriers.  

• Exempting motor carriers of 
passengers from any regulatory re-
quirements flowing from the 
NHTSA and FMCSA rulemaking 
relating to speed-limiting devices.  

• Mandating a recession of the 
Lease and Interchange of Vehicles 
rule for motor carriers of passen-
gers and an expedited review of 
corrective action plans submitted 
by a passenger carrier. 

• Expediting the process for 
reviewing corrective action plans 
submitted by operators.

• Mandating expedited treat-
ment of new-entrant applications, 
full disclosure for delays and lim-
iting registration fees to a maxi-
mum of $350. 

CONTINUED ON PAGE 6 c
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States awarded $15.5 million in transportation grants
WASHINGTON — The Feder-

al Highway Administration has 
awarded $15.5 million in grants to 
six states that are exploring new 
ways to fund highway and bridge 
projects. 

The agency said the Surface 
Transportation System Funding 
Alternatives grants are imperative 
because the federal Highway Trust 
Fund is unable to keep pace with 
increasing construction and repair 
costs nationwide.

The trust fund is f inanced 

through federal fuel taxes on die-
sel and gasoline, which haven’t 
been raised since 1993. 

“To ensure the U.S. road sys-
tem is the best in the world, we can 
no longer rely solely on the federal 
gas tax and the Highway Trust 
Fund,” said Brandye L. Hendrick-
son, acting administrator of the 
Federal Highway Administration. 

“New sources of funding for 
the design, construction and repair 
of our nation’s roadways have never 
been more necessary, and these 

grants will help open the door to 
new financial innovations.”

The grants fund projects to test 
the design, implementation and 
acceptance of user-based alterna-
tive revenue tools. The agency se-
lected seven proposals from six 
states — California, Colorado, 
Delaware, Missouri, Washington 
and Oregon.

The seven projects will investi-
gate and evaluate various us-
er-based approaches to raising rev-
enue, including onboard vehicle 

technologies to charge drivers 
based on miles traveled and multi-
state or regional approaches to 
road user charges. 

They will address common 
challenges involved with imple-
menting user-based fees such as 
public acceptance, privacy protec-
tion, equity and geographic diver-
sity. The projects also will evaluate 
the reliability and security of the 
technologies available to imple-
ment mileage-based fees.

The seven projects funded 
under the grants are:

• California Department of 
Transportation — $1.75 million to 
explore mechanisms to collect rev-
enue at pay-at-the-pump charging 
stations

• Colorado Department of 
Transportation — $500,000 to inves-
tigate data collection mechanisms

• Delaware Department of 
Transportation in partnership with 
the I-95 Corridor Coalition — 
$975,000 to study equitability and 
privacy issues in a multi-state region

• Missouri Department of 
Transportation — $2.8 million to 
conduct public outreach on con-
cerns related to equity and data se-
curity issues

• Oregon Department of Trans-
portation — $2.3 million to initiate 
improvements to Oregon’s existing 
road usage charge program

• Oregon Depar tment of 
Transportation in partnership with 
the Western Road User Charge 
Consortium — $2.6 million to 
launch a pilot between California 
and Oregon to connect the two 
states’ per-mile road user charging 
systems, to ultimately expand the 
concept regionally

• Washington Department of 
Transportation in partnership with 
the Washington State Transporta-
tion Commission — $4.6 million 
to conduct public outreach with 
users regarding method for assess-
ing and collecting fees

The grant program was estab-
lished under the Fixing America’s 
Surface Transportation (FAST) Act.

• Directing that motor carriers 
of passengers appealing f ines 
shall not waive any rights to in-
stallment plans. 

• Requiring a full review and 
modernization of Federal Motor 
Carrier Safety Regulations and di-
recting a separate analysis for pas-
senger carriers in all rulemakings 
that impact both commercial 
motor carriers of passengers and 
commercial property carriers. 

• Directing FMCSA to initiate 
a pilot program to compare the ef-
fectiveness of prescheduled ga-
rage, terminal or place-of-business 
vehicle and driver inspections with 
random destination inspections on 
motor carriers of passengers. 

• Prohibiting new regulatory 
mandates for motorcoaches or 
school buses that are not based 
solely on sound data and science 
that is directly associated with re-
ducing crashes. 

• Requiring that public transit 
agencies that receive funds from 
the Federal Transit Administration 
(FTA) disclose displacement of 
private-sector contract work. They 
also would have to post schedules 
for local public-transit meetings, 
combine FMCSA/FTA biennial 
reports, create business opportu-
nities by requiring certification of 
private sector engagement, and 
educate grantees on utilization of 
“capital cost of contracting” meth-
ods of partnering with private-sec-
tor motor carriers of passengers. 

“While we may be in a mo-
ment of regulatory respite, it is 

important to remember the envi-
ronment that brought about HR 
2120 to begin with,” Presley said. 
“The industry watched basic com-
pliance reviews turn into compre-
hensive safety investigations that 
often lasted weeks instead of a 
few days. 

“Destination inspections went 
from simple safety inspections to 
‘we have to f ind something’ 
witch-hunts, with everything from 
the tiniest spot of oil from un-
known origins to a motorcoach re-
stroom being fair game,” he said. 
“Most agree that we need to return 
to managing our companies in a 
safe and efficient manner without 
fear of losing our businesses 
through zealous and often misap-
plied enforcement.”

What’s next?
Presley encouraged every 

owner, manager and staff member, 
including drivers, to go to http://
p2a.co/Vxlhj9r, type in their name 
and address and hit send. A letter 
will go directly to their House rep-
resentatives and staff members ask-
ing for their support of HR 2120.

Like most successful legisla-
tion that passes, HR 2120 was de-
signed to attach to a larger House 
bill, he said. 

“We believe the upcoming in-
frastructure bill is consistent with 
our goals and we envision inclusion 
of HR 2120 in that bill,” Presley 
said. “This is a unique opportunity 
for the industry to reclaim rational 
rules and business opportunities. 

“UMA Capitol Hill Days is 
April 10-11. We have a lot of work 
to do.”
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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

CO4396 Bus_and_Motorcoach_RoadLog_MandateCalendar_2ThirdV_11-17_v2.indd   1 9/21/17   1:49 PM
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FMCSA grants two minor ELD exemptions requested by UPS
WASHINGTON — The Feder-

al Motor Carrier Safety Adminis-
tration has approved exemptions to 
its electronic logging device man-
date for drivers using portable 
ELDs and those only performing 
yard moves of vehicles.

The exemptions, both lasting 
for five years, came in response to 
a request by United Parcel Service 
for four ELD exemptions.

The two exemptions approved 
by FMSCA will apply to all com-
mercial motor vehicle drivers cov-
ered by the ELD mandate, which 
takes effect December 18, and will 
be in effect through Oct. 20, 2022.

The first exemption will tem-
porarily permit the use of portable 
driver-based ELDs — those run on 
smartphones and tablets — that re-
cord engine data “only when the 
driver is in a CMV and the engine 
is powered.”

That means drivers who use 
smartphone- or tablet-based ELDs 
will be able to indicate a change of 
duty status when they are outside 
of and away from their vehicles.

UPS requested the exemption 
because its drivers are paid by the 
hour and use electronic devices to 
punch in for work while they are 
still in the dispatch building. They 
then walk to their vehicles and in-

spect them prior to moving them.
The second exemption will 

temporarily allow carriers to con-
figure an ELD with a “yard-move 
mode” that does not require a driv-
er to re-input the vehicle’s yard-
move status every time the engine 
is powered off. That exemption ap-

plies to drivers who move vehicles 
around company property.

UPS also requested an exemp-
tion for wash-and-fuel employees 
who never drive on public roads. 
FMCSA clarified that such drivers 
already are exempt from hours-of-
service regulations and are not re-

quired to use ELDs.
FMCSA also reiterated that 

fleets that use automatic onboard 
recording devices (AOBRDs) be-
fore the December 18 compliance 
date are grandfathered into the 
ELD mandate until December 
2019 and can reinstall the devices 

on new vehicles that replace old 
vehicles. 

However, new AOBRDs can-
not be installed on new vehicles 
that do not replace old ones after 
the December 18 compliance date, 
which UPS had asked for permis-
sion to do.

Driver ticketed for
crossing white line

LINCOLNSHIRE, England 
— It seems that the authorities in 
England are sticklers for perfect 
bus parking,

A motorcoach driver who had 
just dropped off 50 children on a 
school trip was slapped with a 50-
pound fine (about $60) for stop-
ping just six inches over a white 
line in an otherwise empty park-
ing lot. 

The driver, Christopher Wells, 
said he parked in a coach-only 
spot and wasn’t blocking anybody 
because there were 26 empty 
spaces around his bus.

However, because his front 
registration plate was hanging 
about six inches over the white 
parking line, his bus was ticketed.

Wells told the Daily Mail that 
local authorities were “just 
clutching at straws trying to get 
every driver they can now. I know 
some people do park really badly 
and they have their job to do, but 
for such a trivial thing like this 
when it tells you it’s a coach park-
ing bay, I don’t really see where 
else you could park.

“I’ve parked here two or three 
times before and I’ve never re-
ceived a ticket.”
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Stout’s Transportation 
Ewing, N.J.

Dennis Strief 
Vandalia Bus Lines 
Caseyville, Ill.

Alan Thrasher 
Thrasher Brothers Trailways 
Birmingham, Ala.

Larry Willaims 
L.W. Transportation 
Chantilly, Va.

T. Ralph Young 
Young Transportation 
Asheville, N.C.
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By Christian Riddell
Motorcoach Marketing Council

 
Fo r  any  o f 

you that have at-
tended a meeting 
wh e r e  I  h ave 
been asked to 
speak, you can 
probably recite in 
perfect cadence 
our mission: to 
help operators 

sell more charters, to more people, 
for more money. 

Each of those statements is 
unique and important to the end 
goal of increasing the number of 
people  who choose  to  “Go 
Motorcoach.”

As some of you may have no-
ticed, the council has seen a lot of 
change over the years, and there 
have been many programs, ideas 
and campaigns that weren’t as suc-
cessful as we hoped they would be. 
As we’ve reflected on those efforts 
and tried to understand why they 
didn’t pan out, the answer always 
seems to come back to budget. 

As you know, we are a small 
nonprofit organization that is sus-
tained by donations from manu-
facturers, vendors and associations 
and by the support of motorcoach 
operators.

For many years, there was a 
groundswell of underlying energy 
from those who wanted to see the 
council become an organization 
that would execute forward-facing 
campaigns (think of the “Got 
Milk?” or “Go RVing” campaigns 
that we are all familiar with). 

I think it is fair to say that ev-
eryone would love to see Super 
Bowl commercials and national 
media content advertising the mo-
torcoach message. The reality, 

however, was that our budget and 
our desires simply didn’t line up. 
(The “Got Milk?” campaign, for 
example, cost nearly $24 million a 
year during its execution, and our 
$130,000 annual budget couldn’t 
reach that high.)

That left the council with a dif-
ficult question: How do we make a 
strong impact without a budget 
that allows for forward-facing 
campaigns? The answer came over 
a number of years, and it boiled 
down to the fact that our industry 
needed to market the product more 
effectively. 

After we came to this realiza-
tion, our focus turned to develop-
ing some very important tools, 
along with an educational cam-
paign to highlight the lack of focus 
given to true marketing in this 
industry. 

Because operators who under-
stand the unique limitations of 
reaching our target markets run the 
board, they have been able to ad-
dress the key challenges from an 
informed perspective. 

Marketing toolbox
Accordingly, we’ve created a 

toolbox with hundreds of plug-
and-play templates for marketing 
in any of 24 unique vertical mar-
kets, a vast social media library 
that offers copy and paste simplic-
ity for social engagement, and a 
robust education program that has 
given me the opportunity to reach 
hundreds of operators in the Unit-
ed States and Canada. 

These initiatives have provided 
the industry with some fantastic 
tools, helped operators begin to 
see how, when and why they 
should use them, and generated 
newfound enthusiasm for market-
ing for many operators who now 

understand what was missing in 
their previous efforts.

As operators put these tools to 
use in their companies, they’re ex-
periencing positive results. 

Throughout this journey, I think 
the biggest challenge we’ve en-
countered has been the motorcoach 
industry’s culture. As we’ve worked 
on moving the council’s mission 
forward, we’ve realized that, along 
with educating operators on the 
newest and best ways to reach new 
customers, we also have to try to 
shift the very culture of marketing 
in this industry. 

As the former director of sales 
and marketing for a motorcoach 
operation in Portland, Ore., I 
learned firsthand how real this is. 
Most of my days were filled with 
dispatching, managing drivers, 
driving coaches, maintenance, 
cleaning the bathrooms and any-
thing else that needed to be done. 

Then, if there was leftover 
time, I’d focus on sales. Oh, and if 
there was time left after all of that 
(and after I had responded to all of 
the people who had called and 
emailed wanting quotes), then, on 
that magical unicorn day, I would 
do some marketing.

The industry’s marketing cul-
ture is as simple as it is difficult to 
change: “We do marketing when 
we don’t have anything else to do, 
and we always have something 
else to do.”

Thankfully, we’ve started to see 
this paradigm shift over the last few 
years. Even though it might not be 

happening as quickly as we would 
like, the shifting is, nonetheless, 
underway, and it’s happening for a 
number of reasons. 

The first reason is that more 
and more companies are realizing 
that they have to compete on a dif-
ferent level than before to protect 
their marketing share. There has 
been a proliferation of Internet 
brokers and an increase in limo 
companies competing in the mo-
torcoach market, and we’ve real-
ized that if we truly want to sell 
more charters, to more people, for 
more money, we must evolve. 

I have talked to dozens of oper-
ators who have taken big strides 
toward making marketing a priori-
ty. Why? Because they understand 
that the brokers and limo compa-
nies are selling motorcoach trans-
portation for, in some cases, much 
more money, simply because they 
are better at marketing. 

Fresh perspective
The second driving force is 

that more and more Millennials 
are getting involved in the busi-
ness. Some are generational addi-
tions to family businesses, and 
some are hired to fill new posi-
tions. They bring a fresh perspec-
tive that is often open to change, 
and they’re not afraid of moving 
away from the old adage of “this is 
how we have always done it.”

The third is technology. Like 
most everything in our lives, tech-
nology is changing the marketing 
world to make things easier, faster 
and more effective. Automation, 
analytics and even real-time moni-
toring give even the novice mar-
keter an edge in today’s competi-
tive world. 

This sea change has encour-
aged the council to keep evolving 

in what we do with and for the in-
dustry. One of the new things 
we’re really excited about is the 
addition of an annual award, in 
partnership with UMA, to be 
awarded at the Motorcoach Expo 
every year. This award will recog-
nize those companies who are tak-
ing innovative steps to grow their 
market share and increase the 
number of people who choose to 
“Go Motorcoach.” 

We hope that by showcasing 
companies that are committed to 
marketing, other companies will 
see that with even minimal effort, 
a little creativity and a commit-
ment to execution, marketing will 
become a more mainstream plan 
for the entire industry. 

If you are a company that has 
been doing marketing and seeing 
results, you can self-nominate by 
visiting motorcoachmarketing.
org/award. All submissions must 
be received by November 15.

Marketing is an important part 
of any business. It has been said 
that with a good product and great 
marketing, you can be as success-
ful as you want to be. I hope you 
have felt the shift and know we 
can’t keep doing things the way we 
always have. 

I hope you’ve begun to put 
marketing higher up on the to-do 
list. And I hope you have seen that, 
while we are struggling to keep 
our prices from getting beat up 
every day, others are selling our 
own product for more to the same 
people we could be selling to. 

What are they doing different-
ly? What is their secret? It’s sim-
ple. Marketing.

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

UMA, Marketing Council launching new award at Expo
Marketing Minute

I t ’s  t h e  Smar t  Move

Christian Riddell
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By Dave Millhouser

“What could go wrong?” has to 
rate high in the hierarchy of famous 
last words. (Are you sighing that a 
bad pun starts the column?)

The phrase makes for great You-
Tube videos and explains, in part, 
why women live longer than men. 
They seem to be born with a gene 
that resists certain forms of “dumb.”

On the other hand, a case can be 
made that, properly used, those four 
words could be a force for good.

In 1980, a coach was crossing 
the Sunshine Skyway span over the 
mouth of Tampa Bay. It was foggy, 
but heck, this was an interstate and 
the driver could sorta see the tail-
lights of a car in front of the bus. He 
pressed on. 

“What could go wrong?”
In this case those taillights dis-

appeared, as did the roadway, which, 
like the car, had dropped into the 
sea. A ship had struck the bridge, 
the center span collapsed and the 
bus fell 150 feet.

It is human nature to take things 
for granted. Gee, that road was there 
yesterday, so it’s likely still OK. 
Every time, so far, when I’ve 

stepped on the brakes, the bus has 
responded appropriately, and when 
cars approach a red light, they usu-
ally stop.

You get it. Our lives are based 
on the idea that things work as de-
signed — and they usually do.

Airplane pilots are trained to 
know the location of the nearest air-
port, just in case something goes 
awry. A good idea, and consider the 
fact that they aren’t surrounded by 
kamikaze car drivers the way we are.

Bob, the Methodist Minister 
who taught me to drive a bus, made 
things very simple (necessary in my 
case). It seems likely that he felt 
more confident in prayer than in my 
abilities.

His advice: “Stay on the road” 
and “Assume the other guy will do 
the wrong thing, and he will rarely 
disappoint you.”

Staying on the road seemed ob-
vious until he explained that leaving 
the highway to avoid an accident 
often could do more damage than 
plowing through a few cars.

The biggie, though, was to ex-
pect the other guy to do the wrong 
thing. In real life, defensive driving 
is a hybrid of anticipating bad be-

havior on the part of equipment, in-
frastructure and other drivers. In 
other words, “What could go 
wrong?”

Buses tend to be more reliable 
now. There are few examples of 
brakes failing or major components 
parting company with the coach, but 
that may be a cosmic trick lulling us 
into complacency. That very rarity 
makes us less prepared to deal with 
problems when they occur.

The real fun is with other drivers. 
The possibilities for bad behavior are 
breathtaking. Commuters reading 
books as they drive (or doing their 
hair), confusion as to whether a road 
is serious about being “one way,” 
drivers steering with their feet (hon-
est) — heck, you get it.

The point is to embrace the 
chaos and make it a game. Entertain 
yourself while driving by thinking 
about what would happen if that guy 
ran the red light, if this puddle is ac-

tually a bottomless pit, or if you 
stepped on the accelerator and noth-
ing happened.

Possibilities are endless, and, if 
you successfully anticipate them, 
often great fun.

The imminent advent of driver-
less vehicles offers a whole new uni-
verse of amusement. First, there is 
the joy of watching engineers work 
the bugs out of the system. I’m not 
smart enough to know what could 
go wrong, but I sure hope they are. 

It should be fun to see. My best 
guess is that they will have to devel-
op, early on, “What could go 
wrong?” technology to deal with 
things like, oh, say, bridge spans 
that have gone missing. 

I’m pretty sure they’ve thought 
of that one, but I’ll betcha there will 
be a few they haven’t anticipated. 

The good news is that once they 
solve a problem, it’s fixed through-
out the system. The bad news is that 
if there is a snafu, it’s throughout the 
system — “What could go wrong?” 
on steroids.

Then we get to mix autonomous 
vehicles in traffic with humans who 
are neither predictable nor logical. 
At some point it will all work, but 

the  in t e r im i s 
going to be rivet-
ing. Evolution is 
rarely pretty; ask 
any T-Rex.

I’m meander-
ing toward two 
points here. The 
first is that keep-
ing “What could 
go wrong?” in mind will probably 
always be both good practice and 
entertaining.

Second, emerging technology 
will not change that, just shift it into 
new dimensions.

Won’t we miss the road rage 
component? Will there be a way for 
one computer to curse another? Will 
there be a rage button? Or will it be 
automatic?

My best guess is that autono-
mous vehicles won’t be as likely to 
do some of the spectacularly stupid 
things we tried when we were young. 

Perhaps they will offer several 
driving modes: luxury, sporty and 
hold my beer and watch this!

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

Hold my beer and watch this; what could go wrong?

Dave Millhouser

‘ Evolution is rarely 
pretty; ask any 
T-Rex.’
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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

IMG adds Northeast Charter & Tour
LENEXA, Kan. — The Inter-

national Motorcoach Group has 
added Northeast Charter & Tour 
Co. of Lewiston, Maine, to its 
North American network.

Northeast Charter’s member-
ship brings the IMG network to 56 
companies in the U.S. and Canada. 
It joins Cyr Bus Lines of Old Town 
as the second IMG member serv-
ing the state of Maine and sur-
rounding areas. 

Founded in 1999 to transport 

skiers from Portland to Sunday 
River, Northeast Charter has 
grown to a fleet of 26 motorcoach-
es, 28 school buses, two trolleys 
and other smaller vehicles.

The company’s main facility is 
in Lewiston, with other locations 
in Lincolnville, Winthrop and 
Kennebunk. 

“IMG offers a multitude of 
products, training and services to 
its members,” Northeast Charter 
owner Scott Riccio said. “We are 

looking forward to utilizing each 
and every IMG benefit within our 
company.” 

IMG President Bronwyn Wil-
son said the organization was de-
lighted to expand its visibility in 
Maine and New England. 

“The team at Northeast Char-
ter has an enthusiasm and commit-
ment to excellence in motorcoach 
transportation that will enhance 
the IMG network,” Wilson said.

IMG members operate more 
than 7,000 vehicles and provide 
services to more than 21 million 

charter and tour customers in the 
U.S. and Canada each year.

concerned. Having this happen in 
October is not real good for the 
transportation industry here. It is 
bad timing.”

Wine tours account for about 
20 percent of the annual site visit 
business for Gray Line of San 
Francisco, Silicon Valley and 
Monterey, said Ray Sargoni, presi-
dent and chief executive officer. 

“We had two to three buses a 
day, 100 to 150 passengers, going 
to Napa and Sonoma before we 
had to stop going there,” Sargoni 
said. “We created another wine 
tour a few days ago to Livermore 

Valley. That has brought us about a 
30 percent recovery.”

Livermore is southeast of San 
Francisco and the more famous 
Sonoma-Napa wine regions.

The first of the wildfires, driv-
en by dry conditions and high 
winds, were reported about Octo-
ber 8. Though the fires had been 
largely contained, signif icant 
burning continued into the last 
week of October.

The Sacramento Bee news-
paper reported that the fires had 
burned about 200,000 acres (330 
square miles), equivalent to the cit-
ies of Sacramento, Fresno, San 
Francisco and Oakland combined. 
Before the end of October, state of-

ficials reported that 42 people had 
been killed and 7,000 structures 
destroyed. Moody’s Investors Ser-
vice estimated that insurance loss-
es could reach $4.6 billion.

There is hope that northern 
California can rebound quickly. 

“Right now we are talking to 
the Napa and Sonoma wineries to 
see when we can resume those 
trips,” Sargoni said. “We had a 
very nice rainstorm last night, but 
there are still pockets of fire and 
the air quality is not 100 percent.”

Lea suggested tour operators 
would need to package other trips 
for November visitors. 

“We will get creative. There are 
other wineries and other places to 

go. The people from one of our 
sightseeing trips to wine country 
decided to run anyway, so we 
quickly had to create an entirely 
new i t inerary.  We pul led i t 
together.”

Buffo noted that the entire re-
gion has pulled together to restore 
not only its tourism but also the lives 
of its employees and residents.

“People lost their homes in an 
area where housing is really tough 
to begin with. A majority of hotel 
rooms are filled with the victims. 
That is going to be the biggest ob-
stacle for us to overcome for the 
tourists,” Buffo said. 

“Although this has been a terri-
ble, terrible situation, it has been 

comforting to see that everybody 
is working together to take care of 
the victims who lost everything 
and to rebuild the community back 
to what we are used to having.”

Buffo has appreciated the calls 
he has received from motorcoach 
operators across the country seek-
ing assurances that his team was 
safe.

“The greatest support for us 
would be for people to come out 
here and support the wineries,” he 
said. “We have chauffeurs and bus 
drivers who need to work, employ-
ees at every single hotel, restaurant 
and winery who need to work. Just 
coming in to shake our hands and 
give us a hug, that would be huge.”

Fires
CONTINUED FROM PAGE 1
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Serial entrepreneur Les McKeown to speak at Expo 2018
SAN ANTONIO — Author, 

consultant and serial entrepreneur 
Les McKeown will help mo-
torcoach operators understand 
how to achieve predictable success 
during a keynote address at UMA 
Motorcoach Expo 2018.

McKeown will speak at the 
UMA Luncheon on Sunday, Janu-
ary 7. 

“UMA chose Les McKeown to 

keynote because his theme of pre-
dictable success aligns perfectly 
with UMA’s continuing focus on 
supporting our members to achieve 
prosperity and growth,” said Stacy 
Tetschner, president and CEO of the 
United Motorcoach Association. 

“This is a tremendous opportu-
nity for our operators to gain 
meaningful insight into their busi-
ness practices and market posi-

tion,” Tetschner said.
McKeown’s address will focus 

on the importance of identifying 
where a business lies within the 
traditional lifecycle and how to 
adopt practices that will lead to 
growth and prosperity. 

The next day, McKeown will 
offer an extended 90-minute educa-

tion session on the Expo floor, help-
ing participants identify their spe-
cific business challenges and outline 
steps to meet those challenges.

McKeown, who has started 40 
businesses, is CEO of Predictable 
Success LLC and also is a founding 
partner of an incubation consulting 
firm that has advised on the cre-

ation and growth of 
hundreds more or-
g a n i z a t i o n s 
worldwide. 

For more infor-
mation about Expo 
and to register, go 
to www.motorcoa-
chexpo.com.

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 

Les McKeown

combined years of bus experience. 
Sharing that knowledge, you can 
quickly come to resolutions. You 
will find you are not the only one 
having a problem. There is a good 
chance somebody else already has 
solved it.

“The session goes all day. We 
get endless coffee and water and 
soft drink service and just keep 
going,” he said.

One rule of interchange has 
fostered frank, sometimes blunt, 
discussions about vehicles, parts 
and supplies: “The Maintenance 
Interchange is an operator-to-oper-
ator exchange, with NO vendors, 
manufacturers, suppliers or sales 
professionals permitted to attend.”

“I have no idea what the topics 
in San Antonio will be,” Whitworth 
said. “We may be talking about reg-
ulations, shop equipment, new or 
used coaches. It is an open forum to 
exchange basic ideas without any 
pressure from a salesperson or 
manufacturer in there.”

Occasionally the discussions 
have identified a widespread prob-
lem, he said. 

“It is not unusual for people to 
get together the day after inter-
change and set up a time to visit 
that supplier.”

Operators may join their me-
chanics to seek advice on major 
purchases. 

“With new motorcoaches cost-
ing more than half a million dollars, 
the guy doesn’t want to make a mis-
take,” Whitworth said. “In that 
room he will find a couple of dozen 
people who have bought what he is 
thinking about buying. A phrase 
comes up every year: ‘Tell me the 
good, the bad and the ugly.’”

More often the motorcoach 
sages in the room share lessons 
and tips.

“I bring back a lot of useful in-
formation, sometimes about things 
I hadn’t even thought about,” said 
James Wishon, garage manager for 
Burke Christian Tours in Newton, 
N.C. “There is a whole lot to learn 
about — when to do certain main-
tenance items like when to check 
wheel bearings, what type of cool-
ant to run and what is the life cycle 

of electric motors.”
For example, Wishon said, his 

fleet has never had issues with 
wheel bearings, but he heard talk 
of other carriers experiencing fail-
ures at 400,000 miles. Wheel bear-
ing replacement at that mileage 
now is written into Burke Tours 
maintenance schedules.

Wishon also heard positive re-
inforcement for his choices of 
high-quality lubricants and addi-
tives. While some carriers were 
having emission system problems, 
his shop wasn’t.

“That meeting is the only rea-
son I go to Expo. I think a lot of 
people only go for that,” he said, 
adding that the sessions also are 
valuable for operators or mainte-
nance managers who have not pre-
viously worked as mechanics. “It 
helps them to know if their me-
chanics are telling them lies or not.”

De Palm Tours in Aruba, the 
Dutch Caribbean, considers Main-
tenance Interchange so valuable it 
sends maintenance manager Cesar 
Luque across the ocean to attend. 

“We find the Expo and inter-
change time well spent,” said War-
ren Stanley, general manager of 
De Palm.

Luque said he benefits from 
resources he could never find in 
Aruba. 

“I interact with approximately 
100 garage managers of mo-
torcoach companies and learn 
from their experiences,” he said.

As operators have joined the 
audience the scope of conversa-
tions has expanded, Whitworth 
said. “It has turned almost into a 
whole  motorcoach business 
interchange.”

Electronic media and the Inter-
net have made it much easier for 
mechanics and maintenance man-
agers to share information, but the 
Maintenance Interchange dia-
logues continue to be irreplace-
able, he said.

“I have been told so many 
times, ‘My boss lets me come to 
Expo because this is the single 
most valuable thing he can spend 
money on each year.’ When your 
mechanic returns, the things he 
learns might pay for his trip ten-
fold. They might pay for his trip 
while he is still there.”

Maintenance
CONTINUED FROM PAGE 1
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be secured, all within about 60 to 90 
seconds. 

That’s a significant reduction 
in what Smart calls “dwell time” 
compared with traditional lift sys-
tems, and makes loading and un-
loading easier for the passenger 
and driver, also benefiting travel 
schedules.

MCI believes it is the only 
commuter coach in the world with 
this type of capability.

The curb-level ramp leads to a 
door that opens directly into a 
same-level, low-floor entry vesti-
bule with passenger seating in the 
middle of the coach. The vestibule 
includes seating for five passen-
gers, allowing for up to two se-
cured mobility devices and an 
attendant.

The model offers a 54-passen-
ger seating configuration, with 
seating for 52 when two passen-
gers use a mobility device.

MCI, in an earlier statement 
about the coach, added that it fea-
tures a progressive design and 
amenities and comfort to get com-
muters to switch from commuting 
by car. 

Deliveries of the Buy-America 
c o m p l i a n t ,  A l t o o n a - t e s t e d 

clean-diesel coach are expected to 
begin in the fourth quarter of 2018, 
and MCI plans to offer an electric 
version of the coach in 2020.  

“We will move to production 
of that vehicle coming out of our 
summer shutdown next year, so 
we’re literally about 12 months 
away,” Smart said. “We have a ve-
hicle at the Altoona test track as 
we speak.”

MCI’s D-coach is a design 
that’s been around a long time, 

Smart said.
“It’s a very reliable vehicle, 

one that has been very good to our 
company and our customers, but it 
is time to update and upgrade that 
model,” he said. “So the CRT LE 
marks the first in what will be an 
update to our entire D line of prod-
ucts that will occur over the next 
number of years — new styling, 
new look, new features.”

MCI also continues advancing 
its J3500, a 35-foot coach it intro-

duced earlier this year. It offers 40 
seats standard, with an option for 
44. 

“We’ve had a tremendous 
amount of interest from custom-
ers,” Smart said of the vehicle, 
which f ills what he said many 
would consider a notable gap in 
MCI’s product portfolio.

MCI has a prototype of the 
J3500 and will begin its validation 
and testing shortly, he said.

“The intent would be to have 

demos on the road mid-next year 
for customers to see and use and 
try and then…the vehicles would 
be for sale in early 2019,” Smart 
said.

“It’s built off the J platform, so 
one of the design goals is to have 
as many common bits and pieces 
and parts as is possible,” he said. 
“The driver cockpit will be identi-
cal to that of a 45-foot coach, so 
the intent is to make these vehi-
cles’ entry into service and use in 
the customers’ fleet as seamless as 
is possible, so if someone is run-
ning J4500s today, a 3500 is a nat-
ural and simple addition to their 
fleet.”

MCI, meanwhile, continues to 
roll out its redesigned J4500 intro-
duced earlier this year. MCI deliv-
ered the first motorcoaches to cus-
tomers  in  la te  August ,  and 
everything coming off the line 
since then has been the new 2018 
model year coach, Smart said, add-
ing that response to the redesign 
has been good.

“We had a number of orders 
presold out of the factory prior to 
even getting into the launch of the 
vehicle, so most of those custom-
ers now have the vehicles,” he said. 

Among design highlights in 
the new J4500 is additional  interior 
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Mark your calendar now for this yearly event that brings together everyone 

from the industry in a way that is helpful and informative.  Hosted by the
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The curb-level ramp on MCI’s updated commuter coach leads to a door that opens directly into a same-level, low-
floor entry vestibule with passenger seating in the middle of the coach.

CONTINUED ON PAGE 13 c
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space from reconfiguration of the 
lavatory and other elements.

“Depending on what an opera-
tor is after, if you’re somebody that 
wants to get more people on your 
coach, we can give you a 60-seat 
configuration, which from a spac-
ing perspective is very comparable 
to our old 56-seat configuration,” 
Smart said.

“Or, if you’re someone that 
wants to give your passengers 
more leg room, you can take a tra-
ditional 56-seat configuration and 
just make the passengers more 
comfortable. So for many of our 
operators, that’s a huge step 
forward.”

MCI also redid the driver’s 
area of the coach, redesigning the 
space for more legroom, he said.

Additionally, it changed the 
dash to improve ergonomics and 
switches. The front edge of the 
dash is lower, giving drivers better 
visibility out of the coach, and it 
provides a fully electronic instru-
ment panel.

“Gone are the days of the 
‘check engine’ light,” Smart said. 
“Now when there’s a problem with 
the coach, we actually try to put 

the actual error message in the 
hands of the operator so they know 
what the problem is and what to do 
with it.”

Interior styling
MCI also improved the overall 

look and styling of the interior of 
the coach, including elements the 
design and engineering team 
added to modernize the interior, he 
said.

“The look, the feel of it is very 
different than what we had manu-
factured … so that’s, again, from a 
customer appeal, look and feel of 
the vehicle, a big step forward,” 
Smart said.

On the electric vehicle front, 
the new D45 CRT LE is expected 
to be well suited to commuter mar-
kets, especially bringing coach-
loads of riders in and out of major 
cities on long-haul commutes and 
also for employee shuttle markets 
like those in the San Francisco Bay 
Area.  

“Many of those customers, 
being green, technology-focused 
entities, quite like the idea of ze-
ro-emissions vehicles and are ac-
tively asking for them,” Smart 
said, anticipating selling the first 
electric coach in 2020. MCI also 
expects to have a battery-electric 

version of its J4500 (the J4500e) 
available in January 2020.

New Flyer has been developing 
electric coaches for a number of 
years, providing a network of ex-
pertise for MCI to tap into as it de-
velops its own versions, he said.

“Many of the vendors we’re 
working with, the methods of de-
signing and validating and testing 
and all those types of things have 
been borrowed from our peers over 
at New Flyer,” he said.

The employee shuttle business 
in the Bay Area is important for 
MCI, which works with employers 
who own the coaches or contrac-
tors who buy the coaches and op-
erate them for the employers, he 
said.

The Bay Area employee shuttle 
market has shown tremendous 
growth, “easily the fastest-grow-
ing segment of our market over the 
last 10 years, and so we have a 
number of customers and a bunch 
of coaches in that area,” Smart 
said.

“It is a very demanding type of 
service…people are getting em-
ployees to work, so when coaches 
don’t work because they need 
maintenance, it needs to be done 
quickly and efficiently.”

Hence the new, $2 million-plus, 

34,000-square-foot service center 
in the heart of the Bay Area, in 
Hayward. Customers have been 
asking for such a facility in the re-
gion, Smart said.

The center is scheduled for a 
grand opening in mid-November.

Large transit orders
This year also marked the 

fielding of large orders from tran-
sit authorities, including 185 com-
muter coaches for New Jersey 
Transit, the second installment in a 
six-year contract; 169 vehicles 
over three years for Houston 
Metro; and 112 over five years for 
CT Transit of Connecticut.

“Orders of that size with those 
types of longstanding customers 
are always certainly good for the 
company, good for the factory; 
they bring stability and repeatabil-
ity to a manufacturing environ-
ment, which, again, is always a 
good thing,” Smart said. “This 
year, from that perspective, has 
been quite successful.”

MCI also is the exclusive dis-
tributor of Daimler’s Setra S 417 
and S 407 motorcoaches in the 
United States and Canada. Smart 
said MCI’s agreement with Daim-
ler has reached the end of the ini-
tial five-year period and now re-

news automatically on an annual 
basis. 

For Smart personally, 2017 has 
been fantastic, he said.

“I’ve really enjoyed taking on 
the role and meeting both the team 
here at MCI and the customer 
base,” he said. 

MCI’s ownership changes over 
the years created a challenging en-
vironment for employees, espe-
cially with respect to long-term 
investment, long-term health and 
the overall stability of the busi-
ness, Smart said.

“So NFI has obviously been a 
real stabilizing force there,” he 
added. “The acquisition of MCI 
was an acquisition to own it for the 
long term, invest in it, and support 
both the employees and customers 
and so that has been kind of a real 
stabilizing force for the organiza-
tion. So a big part of my job, both 
with the customers and with our 
employees, has been continuing to 
reinforce that message.”

As for 2018, Smart said, “if we 
get our D45 CRT LE launched suc-
cessfully, our 3500 tested out and 
managed, and continue down our 
path of quality and service im-
provements, we will have had a 
pretty successful 2018 — and at the 
moment that is exactly our plan.”

MCI
CONTINUED FROM PAGE 12
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Several state motorcoach asso-
ciations elected new officers and 
handed out awards to members 
during their recent meetings. Here 
is a rundown:

The Alabama Motorcoach 
Association elected Elizabeth 
Wright of Wright’s Charters in 
Mobile as president; Alan Thrash-
er of Thrasher Brothers Trail-
ways in Birmingham was elected 
vice president; John Adams of 
Southern Coaches in Dothan was 
elected secretary/treasurer; and 
Frank Leyden assumed the posi-
tion of immediate past president.

Bud Hale of Anchor Trans-
portation in Tuscumbia was wel-
comed as a newly elected director.

The Georgia Motorcoach 
Operators Association board wel-
comed Bill Leonard of Prevost 
Car as its coach representative.

The association’s members 
also voted Tim Guldin of CH Bus 
Sales/Temsa as Outstanding Asso-
ciate of the Year.

The South Central  Mo-
torcoach Operators Association 
board welcomed newly elected di-
rectors Lori Guyton of Dixieland 
Tours in Baton Rouge, La., and 
Donna Maynes of Road Runner 
Charters in Hurst, Texas.

 The association also presented 
the Life Membership in South 
Central Motorcoach Association 
award to Jim Pitstick, who is retir-
ing from Tri-City Charter in 
Bossier City, La.

The Joint SCMA, GMOA and 
AMA Operator of the Year award 
was presented to Michelle Mueller 
of Jazzed Up Destination Ser-
vices & Tours in New Orleans; the 
Associate of the Year award was 
presented to Scott Poland of the 
Arlington Convention and Visi-
tors Bureau in Arlington, Texas; 

and the Rookie of the Year award 
was presented to Andy Lengsas of 
Medieval Times Dinner Tourna-
ment in Lawrenceville, Ga.

The Motorcoach Association 
of South Carolina board wel-
comed Doug Woodie of Cross 
Country Tours in Spartanburg as 
a new member and Page Large of 
Motor Coach Industries as its 
coach representative.

The association also presented 
the Legacy Award to John Cauley 
of Jean’s Bus Service in Green-
ville, the President’s Award to Bob 
Crocker of Eastside Transporta-
tion in Greenville, and the Associ-
ates’ Choice Award to Mary Price 
of Stamm Travel in Rock Hill.

Rita Blenman Green of Scarlet 
Pearl Casino Resort in D’Iber-
ville, Miss., received the Opera-
tors’ Choice Award in appreciation 
of her support for operator mem-
bers and promotion of the group 
tour industry.

The North Carolina Mo-
torcoach Association presented 
the Operator of the Year award to 
Tony Infantino of Holbrook Field 
Trips in Apex.

The Virginia Motorcoach As-
sociation elected Brian Sours of 
Richards Bus Lines in Luray as 
president and Jason Quick of 
Q u i c k ’s  B u s  C o m p a ny  i n 
Staunton as first vice president. 
Roddy Mitchell of Platinum Tours 
in Montpelier was appointed to 
succeed Quick.  

James Brown of Magic Carpet 
Bus Service in Richmond as-
sumed the position of immediate 
past president. The VMA board 
also welcomed Pete Smith of 
Smoky Mountain Resorts Hospi-
tality Group in Pigeon Forge, 
Tenn., as associate director. 

VMA’s Robert T. Mitchell 
award for Public Service was pre-
sented to Larry Williams of LW 
Transportation in Fredericks-

burg, and the VMA Market Place 
Operator of the Year award went to 
Steve Everidge of Shenandoah 
Tours in Staunton.

The Joint VMA and NCMA 
Associate of the Year Award went to 
Pete Smith of Smoky Mountain 
Resorts Hospitality Group, and 
the Joint VMA and NCMA “Rising 
Star” Award for new members was 
presented to Kindle Baumgarten of 
Medieval Times Dinner Tourna-
ment in Myrtle Beach, S.C.

DES PLAINES, Ill. — Patrick 
Scully, vice presi-
dent of sales and 
m a r k e t i n g  a t 
Motor Coach In-
d u s t r i e s ,  wa s 
named 2017 Out-
standing Public 
Transpor ta t ion 
Business Member 
by the American Public Trans-
portation Association (APTA). 

The award is given to an APTA 
public transportation business 
member who has made outstand-
ing contributions to the public 
transportation industry. 

APTA singled out Scully’s long 
history in mass transit advocacy 
for the award. He joined APTA in 
1995 as a member of the Business 
Member Board of Governors, 
pressing for growth and diversity 
within the board’s ranks. He has 
served on numerous committees 
and helped draft the industry’s 
Standard Bus Specifications and 

Procurement Guidelines.
Scully served as chair of the 

Business Member Board of Gover-
nors from 2014 to 2016, helping 
strengthen business member sup-
port for APTA’s congressional lob-
bying efforts.

A native of Toronto, Scully 
began his career at Ontario Bus In-
dustries’ aftermarket parts group 
in 1988. He transitioned to Detroit 
Diesel Corporation in 1994, 
joined Daimler Buses North 
America in 2001 and moved to 
MCI in 2012. 

“To be recognized by the in-
dustry and my peers is truly an 
honor,” Scully said. “I hope that 
the work I have contributed to the 
industry on behalf of APTA and its 
members have improved mobility 
for our communities and our in-
dustry as a whole. It is my sincere 
conviction that business and oper-
ating members working coopera-
tively on industry issues is critical 
to our mutual success.”

RIVERSIDE, 
Calif. — Michael 
Perez, contracts 
m a n a g e r  f o r 
Complete Coach 
Works, has been 
named liaison for 
the  company’s 
new Disadvan-
taged Business Enterprise (DBE) 
Program.

Perez is responsible for the de-
velopment, implementation and 

monitoring of the DBE program, 
which has been accepted and certi-
f ied by the Federal  Transi t 
Authority.

DBEs are defined as for-profit 
small business concerns where so-
cially and economically disadvan-
taged individuals own at least a 51 
percent interest and also control 
management and daily business 
operations.

CCW’s policy is to ensure that 
DBEs have an equal opportunity to 
receive and participate in U.S. De-
partment of Transportation-assist-
ed contracts.  

Perez joined CCW in 2013 as 
inventory analyst and was promot-
ed to contracts manager in 2014. 
He has more than four years of 
transportation-industry experience 
and expertise in inventory man-
a g e m e n t  a n d  g ov e r n m e n t 
solicitations. 

As CCW’s DBE liaison officer, 
Perez will oversee the program 
with regard to federally funded 
projects and will be the main con-
tact for all DBE-related matters. 

“CCW is very proud to be able 
to participate in and be certified as 
a Transit Vehicle Manufacturer in 
the FTA’s DBE program,” Perez 
said.

“We share its goal of providing 
small disadvantaged businesses 
the opportunity to participate in 
federally funded transportation 
contracts and look forward to 
growing our involvement with the 
DBE community.”
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Prevost adds parts, service centers
SAINTE CLAIRE, Quebec — 

Prevost’s Parts & Service Network 
is adding new service centers in 
Montreal, the Chicago area and 
Calgary, Alberta.

The new locations bring the 
total of Prevost owned and operat-
ed service centers to 14. In addi-
tion, the service network is sup-
ported by more than 150 certified 
Volvo Truck locations. 

The new centers are full-service 

facilities staffed by technicians who 
are factory trained to work on Pre-
vost, Nova Bus and Volvo mo-
torcoaches. The centers also service 
other motorcoach brands. 

“The recent opening of our ser-
vice centers in Calgary, Chicago 
and Montreal reflects Prevost’s on-
going commitment to our custom-
ers,” said Randy Castillo, services 
network director for Prevost. 

Prevost also recently opened a 

facility in the San Francisco Bay 
Area of California. 

In addition to its service cen-
ters, Prevost operates a fleet of 55 
vans to provide mobile service by 
factory-trained technicians when 
and where customers need it. 

“With our ever-growing fleet 
of mobile vans and new locations, 
we are giving our customers more 
options and making our services 
more accessible,” Castillo said.

Future Driver. Danielle Newton of Newton Bus Service in Gloucester, Va., introduces her 7-month-old son 
Patrick to the joys of motorcoach driving. He appears to be a natural. Photo by Chauffeur Driven.

Patrick Scully

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

Pub: Metro 

Keyline built to: 100%  

Color: CMYK 
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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 
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