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VANCOUVER, British Co-
lumbia — Prevost Car and Motor 
Coach Industries have made spe-
cial arrangements to provide main-
tenance and other services to op-
erators providing coaches for the 
Olympic and Paralympic Winter 
Games here.

Prevost’s 6,600-square-foot fa-
cility in Delta, B.C., will provide 
service for all makes of coaches, 
as well as any buses equipped with 
a Volvo engine.

The service center, which has 
four bays and a wash pad, will be 
open 24 hours a day during the 
Olympics, which opened this month 
and continue through Feb. 28.

A team of 14 Prevost-certified 
technicians, having a combined 
total of more than 240 years of ex-
perience, plus additional Prevost 
service representatives, will be 
present during the Olympics to 
provide enhanced customer sup-
port, the company said.

Mobile units also will be avail-
able for on-site emergency service 
throughout the games.

Prevost said it has stocked its 
service center with roughly 1,000 
different part numbers, including 
critical and fast moving items. In 
addition, expedited air service is 
available from any of the compa-
ny’s other parts and service facili-
ties across North America, includ-
ing distribution centers in both the 
United States and Canada for next-
day delivery. 

The Delta Prevost Service 
Center has even set up a Twitter ac-
count to communicate with drivers 
and operators during the Games. 
Prevost will be able to post infor-
mation about open bays and emer-
gency service, and drivers can use 
Twitter to communicate service re-
quests to the Prevost Service Cen-

ter personnel. Link to the Prevost 
B.C. Twitter account: http://twitter.
com/PrevostBC.

The Prevost facility is near 
several major highways (Highway 
1, Highway 99, Highway 91, U.S. 
Interstate 5) that serve Canada’s 
third-largest metropolitan area. 

Meanwhile, MCI has tapped 

Western Bus Parts, its service affil-
iate in North Vancouver, to assist 
operators with maintenance, repair 
and OEM parts availability during 
the Olympics and Paralympics.

MCI Service Parts is working 
closely with Western Bus Parts to 
assure parts are available when 
needed. In addition, there will be a 

limited number of pre-owned MCI 
coaches on site for short-term 
lease in case of emergencies.

Western Bus Parts will have 
extra technicians on staff, as well 
as two service trucks, one with an 
onboard generator, to assist opera-
tors with battery issues. 

MCI will also have members 

of its technical solutions team who 
will assist with parts and technical 
support on site.

Western Bus Parts is located 
on Vancouver’s north shore, five 
minutes from the highway just east 
of the Lion’s Gate Bridge on the 
way to Whistler, the main Olym-
pics venue.

Prevost, MCI offer coach services at Winter Olympics

Website IDs
parking spots
in Toronto

TORONTO — Motor Coach 
Canada has issued a reminder that 
the city of Toronto has a website 
that shows all of the designated 
(free) on-street bus parking spaces 
in the city’s downtown.

The website includes maps 
showing both parking locations 
and time restrictions. The site also 
pinpoints the five “Motor Coach 
Loading Areas.”

Motor Coach Canada says the 
city keeps the site up to date and 
the association encourages opera-
tors “to take advantage of this use-
ful resource.”

The website is at www.toronto.
ca/transportation/parking/bus/
index.htm.
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By Dave Millhouser

The 1947 Aerocoach was wending its 
way slowly across the Great Plains, and we 
were bored out of our skulls.

The closest thing we had to an entertain-
ment system was a contest we had developed 
that involved the ubiquitous grain silos and 
elevators that dot the landscape across Amer-
ica’s breadbasket.

As soon as someone spotted one in the 
distance, we’d take bets on how far away it 
was. Sometimes the odometer clicked off an 
excruciating 30 miles between the initial 
sighting and the moment we passed it.

Sometimes the stupid silo was on a paral-
lel road, and we never got there.

Many coach operators are having a simi-
lar experience as they try to get financing for 
equipment. It seems to take forever to close 
on a loan. You just keep going and going but 
it just hangs out there on the horizon. Some-
times you never get there.

It’s frustrating because our government 
and the media keep telling us the credit mar-
ket has improved, and that banks are flush 
with cash. They’re telling the truth but, of 
course, it isn’t the WHOLE truth.

A number of seemingly unrelated forces 
appear to be conspiring against us.

Lenders have taken a political, fiscal and 
regulatory pounding on sub-prime loans and, 
as a result, are being very careful about who 

they lend to.
Banks have money to lend (at historically 

low rates), but only to folks who can prove 
they don’t need it.

Politicians, from the president on down, 
are encouraging them to lend, but at the same 
time they are roundly criticizing banks for 
the questionable loans of the past. New regu-
lations and taxes for financial institutions 
also are high on the politicians’ agenda. 

Is it any wonder banks and other finan-
cial institutions are cautious and less than 
eager to rush loans out the door?   

You’ve probably also noticed that used 
coach values have taken a beating (and used 
equipment is hard to sell).

Historically, f inance companies could 
depend on high residual values, and a liquid 
market when a loan went south. They can’t 
do that in this environment, so they’ve 
changed the rules. 

In better times they could take a chance 
on a weak credit because it was easy to resell 
the bus if things went bad.

Today, cash flow, a strong P&L, good 
documentation, and substantial underlying 
value are critical to getting coaches financed. 
There is money out there, but only for “quali-
fied credits.”

Companies that can’t meet the new stan-
dards are doomed to being denied credit, or 
paying nasty interest rates.

Many fine companies have invested cre-

ative energy in avoiding the appearance of 
too much success. Heck, if they make money, 
they have to pay taxes, so they do all sorts of 
things to hide profits. Some of these things 
are even legal. 

The trouble with this approach is that it 
doesn’t fit the current situation. The taxes 
avoided may be far less than the extra interest 
paid, or opportunities lost because they 
couldn’t buy equipment. You have to look as 
good as you are.

It may be time to change the way you 
think. If you don’t already have one, now 
might be a good time to hire a good accoun-
tant, and have them prepare a first-rate finan-
cial package. 

In order to be a “quality” credit you’re 
going to need certified or reviewed finan-
cials, and only a REAL accountant can pro-
vide them. Many operators have largely de-
pended on tax returns when applying for 
loans, but a complete financial package tells 
the lender far more of what it wants to know.

It used to be enough that you paid consis-
tently, but now the finance company will be 
looking for underlying cash flow indicators 
that demonstrate HOW you’ll pay THIS loan.

There are some extremely low interest 
rates out there, but only if you can convince 
the lender you are “worthy.” A top-flight ac-
countant can present your company in the 
most favorable light, and help sell you to the 
lender. If there are hiccups, the accountant can 

tell your story in the 
most favorable way.

It has been the 
norm in our industry 
that owners sign per-
sonally on loans. Fi-
nancial institutions are 
giving personal state-
ments more scrutiny 
because they under-
stand it’s possible to 
shift liabilities around. It’s worth considering 
having the accountant prepare them, too.

Another advantage of having a financial 
pro is their familiarity with the myriad of fi-
nancial products out there. They can help pick 
the right kind of financing, and the right time 
of the year to borrow. (Yup…it can matter.)

They can help with planning for growth 
and the best ways of dealing with the current 
market, while giving you some idea of how 
your business compares with others they serve.

Quality financial planning and the ability 
to present your company in a favorable light is 
critical right now. If you haven’t done so al-
ready consider biting the bullet and paying for 
solid advice, first-rate financial documenta-
tion and accounting, rather than reading a col-
umn by a guy who, just weeks ago, told you 
about hunting grizzly bears with a club.

Dave Millhouser is a bus industry mar-
keting consultant and freelance writer. Con-
tact him at: dave_millhouser@hotmail.com.

An unsettled environment muddles coach financing

Dave Millhouser



	Bus & Motorcoach News 	 INDUSTRY NEWS February	15,	2010	 19

STERLING, Va. — So, you just 
got word OSHA is on its way to in-
spect your garage.

Well, don’t panic.
And, you probably won’t if 

you’ve prepare for such a visit long 
before it occurs.

That’s the word from safety 
consultant Jeff Patrunak of Daecher 
Consulting Group, who says opera-
tors need to know their rights dur-
ing an OSHA investigation and 
have a comprehensive plan of ac-
tion they can rely on before investi-
gators arrive.

“It certainly can be stressful but 
don’t panic and just keep your cool 
and act professional,” he told oper-
ators at the sixth annual Safety 
Management Seminar conducted 
by the United Motorcoach Assn.

Patrunak said investigators are 
most likely to show up soon after an 
accident that either resulted in a 
death, or hospitalization of at least 
three people, or after an employee 
has filed a safety hazard complaint 
with the federal agency.

He said a company can insist 
that investigators obtain a warrant 
before allowing them inside the ga-
rage, but he advises against taking 
such a step unless told to do so by 
the company’s attorney because it 
only will irritate the inspectors. 

“And they’re going to get inside 
anyways, so there’s no need to upset 
them,” he said.

Before their arrival, he recom-
mends all employees be alerted to 
look around their work areas for 
possible safety issues and immedi-
ately correct any they might find.

While OSHA investigators are 
required to limit their work to the 
area under investigation, they are 
allowed to issue citations for unre-

lated violations that are in plain 
sight and can easily be seen. 

“Take them directly to the area 
they need to see and do not allow 
them to wander around, either with 
you or on their own,” he suggested.

To prevent inspectors from even 
seeing any other areas, he said one 
company draped curtains along the 
route they took to the scene of the 

investigation.
Patrunak said a company’s ac-

tion plan should include at least 
three designated employees to ac-
company the inspectors during the 
visit, including taking them to the 
area they need to examine. 

One of the employees should be 
familiar enough with OSHA regu-
lations and inspection procedures 

to be able to point out if the inspec-
tors attempt to do something that is 
beyond the scope of their investiga-
tion. The second person should take 
detailed notes of everything the in-
spectors say, and the third should 
take photographs of everything the 
inspectors discuss or they believe 
might be considered important. 

Patrunak warned, too, that em-

ployees should be careful not to say 
anything that could be considered 
an admission of guilt, including 
agreeing with any statements the 
inspectors might make about the in-
cident they are investigating.

“And have someone immedi-
ately fix any small violations that 
might be noted so you show good 
faith,” he said.

OSHA is coming to inspect, but that’s no reason to panic

Clorox offers
flu info packs

OAKLAND, Calif — Clorox is 
offering public transportation pro-
viders a free Flu Preparedness & 
Prevention Educational Kit, con-
taining informational posters, bro-
chures and checklists with H1N1 
and flu prevention protocols.

Kits also are available for of-
fice and workplace, and schools.

Seasonal flu activity typically 
peaks early in the year, but the flu 
virus can spread as late as May. 
This year, the 2009 H1N1 virus 
also is circulating.

According to Clorox, organi-
zations — particularly mass trans-
portation systems — need to be 
ready to combat and help prevent 
the spread of flu viruses.

To obtain the free Clorox mate-
rials, go to www.cloroxprofessional.
com and click on the “Flu Virus 
Preparedness Information” box.
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MYRTLE BEACH, S.C. — 
Nelson Jackson, founder of Sun-
way Charters and Tours here, died 
earlier this month just a few days 
short of his 90th birthday.

During a long career, Mr. Jack-
son built a diversified (and highly 
successful) business organization 
and, at the same time, became a 
well-known promoter of Myrtle 

Beach and the Grand Strand.
He and his wife of 68 years, 

Mary Emily, shared numerous 
awards for their impact on Myrtle 
Beach and South Carolina. In 2001, 
for example, they were named 
Citizen(s) of the Year by the Myrtle 
Beach Area Chamber of Com-
merce; they received the Order of 
the Palmetto from the governor in 

2004; the South Carolina House of 
Representatives named them Dis-
tinguished Citizens of the Year and 
designated June 2, 2006 as “Mary 
Emily and Nelson Jackson Day,” 
and they were awarded the 2007 
Ashby Ward Pioneer(s) of the Year 
by the Myrtle Beach chamber.

Mr. Jackson graduated from 
Clemson College in 1942, with a 

degree in textile engineering, weav-
ing and design. He and Mary Emily 
Platt married, following his gradua-
tion and just days before he joined 
the Army as a second lieutenant.

After World War II, he returned 
to Tryon, N.C., to work for the fam-
ily business, Jackson & Jackson 
Inc., selling fabrics.

According to his family, he en-

gineered an early motor home, 
using an old Trailways bus so the 
Jacksons, and their five daughters, 
could accompany him during sales 
trips across the U.S. 

Mr. Jackson eventually became 
president of Jackson & Jackson.

In 1970, at the age of 50, Mr. 
Jackson and his family moved to 
Myrtle Beach to develop the re-
nowned Ocean Lakes Family 
Campground, which opened in July 
1971, with 30 campsites and one 
bathhouse. Mr. Jackson’s father had 
acquired the land during the 1930s 
and the family was able to hold 
onto it.

Today, Ocean Lakes features 
893 campsites and 2,554 annual 
lease sites on 310 oceanfront acres 
with nearly a mile of beachfront, 
four bathhouses, and more than 360 
employees during the height of the 
camping season. It is the largest 
campground on the East Coast and 
one of the largest in the nation. On 
an average seasonal day, Ocean 
Lakes has 25,000-35,000 guests.

“We could do a lot of things 
with 310-oceanfront acres in Myr-
tle Beach, and we’ve had many lu-
crative offers, but we believe that 
everyone — the butcher, the baker 
and the candlestick maker — 
should have the privilege of enjoy-
ing God’s beautiful ocean,” Mr. 
Jackson was quoted as saying.

Once established in Myrtle 
Beach, Mr. Jackson and his family 
built The Jackson Companies into a 
diversif ied business enterprise 
comprised of the campground, 
Prestwick Golf & Country Club, 
Ocean Lakes Properties, Sunway 
Charters and Tours, Crystal Lake 
Mobile Home Village, Ocean Lakes 
RV Center, and a master-planned 
development called SayeBrook. 
Sunway Charters has a fleet of 
nearly a dozen coaches.

 Mr. Jackson’s businesses 
weren’t his only interest. He also 
founded and was a volunteer for 
many years on the Polk County 
Rescue Squad, and served on nu-
merous industry, community and 
civic boards. 

Sunway Charters and Tours 
general manager, Larry Thompson; 
charter manager, Heath Simpson, 
and off ice manager, Waddell 
Thompson, issued a joint notice, 
saying their boss “will be missed by 
many who loved and admired his 
leadership.”

Mr. Jackson is survived by his 
wife and daughters and their 
families.

A memorial in Mr. Jackson’s 
name has been established with 
The Jackson Center for Ethics and 
Values, Coastal Educational Foun-
dation, Coastal Carolina Universi-
ty, P.O. Box 261954, Conway, SC 
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WASHINGTON — David 
Strickland has taken over as admin-
istrator of the National Highway 
Traffic Safety Administration.

Strickland, 41, was senior Dem-
ocratic counsel to the Senate Com-
mittee on Commerce, Science and 
Transportation and its subcommit-
tee on Consumer Protection, Prod-
uct Safety and Insurance when he 
was nominated to head the NHTSA.  

Strickland has been hit with a 
number of very tough issues, in-
cluding the massive Toyota auto re-
call and questions about NHTSA’s 
handling of that issue. He also will 
oversee development of the seatbelt 
rule for motorcoaches.

ORLANDO — iTransit Inc. 
has announced the appointment of 
Rob Lambert as vice president of 
sales. 

“We are thrilled Rob is a part of 
the iTransit team,” said Mike 
Pouncey, president/CEO. “Rob is 
an expert in the field of new and 
pre-owned motorcoach sales and is 
an integral part of our company’s 
growth and expansion.”  

Lambert has been in motor-
coach sales for more than 10 years.  
He was a regional sales manager 
for ABC Bus Companies Inc., and 
most recently a regional sales man-
ager for Daimler Buses North 
America/Setra.

In his new position, Lambert 
will be responsible for the growth 
and expansion of both pre-owned 

sales, as well as iTransit’s new bus 
sales division.  (See related article 
on Page 26.)

Lambert is a member of the 
boards of the Virginia and North 
Carolina motorcoach associations.

CARLSBAD, Calif. — Angela 
Sutherland was honored by Lancer 
Insurance Co. as Driver of the Year 
at the California Bus Association 
Annual Convention. Sutherland has 
driven coaches for 15 years for 

H&L Charter Co. in Rancho Cu-
camonga. As a petite woman she 
used to break the ice with new 
groups by saying, “Yes, I can see 
over the steering wheel.”

Candidates for the driver award 
must have exemplary safety re-
cords. They are scored in several 
categories, including accidents, 
driving record, equipment models 
driven, and contributions to the 
industry. 

Lancer sponsors the award, in-
cluding an individual trophy and a 
$500 check.

LARGO, Fla. — Escot Bus 
Lines has recognized four drivers 
for being accident free for the past 
five years, and honored one of the 
four for 20 years of service to the 
company.

Escot CEO Brian Scott noted 
that Escot Lines has been in busi-
ness for nearly 27 years and driver 

Tom Tallakeen has been with the 
company for 20 of them. “In that 
time he has driven well over one 
million miles with no significant 
accidents or incidents, and has been 
a very valuable part of the Escot 
team,” said Scott.

The three other drivers recog-
nized for their five years of acci-
dent-free driving were Donald 
Kownack, Sam Simeona  and 
Charles Skaggs.

Curbside operators
get new D.C. stop

WASHINGTON — Three curb-
side operators are being allowed to 
use the bus deck of the Union Sta-
tion parking garage as a pick-up 
point for runs to New York City.

District of Columbia officials 
say they launched the “Intercity 
Bus Service Pilot Program” in 
partnership with the Union Station 
Redevelopment Corporation.

“Union Station is the heart of 
our transit network, where Amtrak, 
Metrorail, Metrobus, the (D.C.) 
Circulator and our f irst bicycle 
transit center all connect,” said 
Gabe Klein, director of the district 
department of transportation.

“So, it makes sense to add inter-
city bus service to that mix for trav-
elers coming in and out of the city.”

The Union Station parking ga-
rage pick-up point supplements 
other curbside locations used by 
the three car r iers ,  BoltBus, 
DC2NY and Washington Deluxe. 

Signs have been placed in 
Union Station directing individu-
als to the bus deck. The service 
will be evaluated after a six-month 
trial period.

People
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By Dave Millhouser

“What’s that up there on the roof?” I 
asked JR.

We were posing for photographs, next to 
the bus we’d been driving. Our passengers 
were kids on their way to camp, and who 
were under the mistaken impression we 
knew what we were doing. They wanted to 
immortalize us.  

It was a crack. The coach was 20 years old.
“Does it mean anything?” 
“Yup,” JR said. “It means the bus is 

breaking in half.”
You might logically expect that motor-

coaches wouldn’t break in half -- ever. Was 
it poor design or workmanship that caused 
that bus to sag and the crack to develop? 

Years ago, an operator changed the oil in 
his brand new Eagle. When his mechanic 
put the drain plug back he cross threaded it. 
A few miles later, in the middle of a trip, the 
plug fell out. The bus came to rest in the 
middle of a pool of oil with a seized 
engine.

The operator’s position was that, since 
he’d paid a Gazillion dollars for the bus 
(they were cheaper then), we should give 
him a new engine. If we didn’t, he would 
never buy from us again. 

We didn’t.
It’s often tricky to figure out who’s at 

fault when a problem develops. As a coach 

ages, the line becomes more blurred.
In these two cases, it would be hard to 

blame the manufacturer (but some folks do).
In a bus’s formative years, warranty is 

clearly defined, and maintenance responsi-
bility is spelled out. We all expect a coach to 
live long past its guarantee but, as time pass-
es, it’s reasonable to expect things to wear 
out. The coach’s reliability is increasingly 
dependant on duty cycle, the quality of ser-
vice it receives, and what sort of abuse it 
experiences. 

On the other hand, if a substantial per-
centage of a certain coach model has wid-
gets falling off after seven years of service, 
then maybe it’s not the operator’s fault. If it’s 
a safety issue, the National Highway Traffic 
Safety Administration wants and needs to 
know about it…and so do other operators. 

Every model of coach ages differently, 
and it’s worthwhile staying in touch with op-
erators who run your brand. The Mainte-
nance Interchange, conducted annually at 
UMA Motorcoach Expo, is one of the in-
dustry’s best forums for picking up intelli-
gence on potential problems and their 
solutions.

Manufacturers generally keep track of 
coaches long after warranties expire, and 
want to know about any problems that de-
velop as result of design issues. Make sure 
your coaches are on their mailing list.

 As a vehicle ages, things that were 

never a problem may become significant. 
When a manufacturer delivers a bus there is 
a pre-delivery inspection list that covers all 
known adjustments and potential failures.

The longer a model of coach is in pro-
duction, the more potential problems are 
discovered and added to the list. You end up 
with a BIG piece of paper, but a better bus.

Preventative maintenance programs for 
an aging bus should be similar. If a problem 
turns up a couple of times, add it to your 
check list. If other operators are seeing it, 
add it.  Some things wear out at 200,000 
miles. That’s not the builder’s fault, but best 
to catch it before buses in your fleet kick the 
bucket. 

Some problems are time or wear related. 
Others can result from abuse. As a coach 
ages, chafing and cracks can develop. You 
want your folks to be looking for those 
things every time they’re under a bus.  Expe-
rience with a particular model will tell you 
where to look.

In ye olden days, one of the key people 
in preventing breakdowns was the poor soul 
who went under the bus to grease it. With 
luck (and training) they spotted lots of 
things before they broke. 

No good deed goes unpunished, and now 
we have coaches that have few grease zerks. 
Since there are fewer reasons to go under the 
bus, problems can develop without being 
noticed.

Responsibility is 
shared between oper-
ator and builder. If 90 
percent of seven-
ye a r- o l d  “ c ave a t 
emptors” shed their 
widgets in a ball of 
fire, then the “cave-
at” needs to be re-
ported to NHTSA.

If an axle departs 
a coach, f ive years after a crack started 
when a driver hammered a curb at 60 mph, 
don’t blame the builder. There were five 
years to spot and fix the crack.

It’s a moving target, but as time passes 
the responsibility passes increasingly from 
the builder to the operator. In the end, it’s the 
operator who has most at stake, so it’s criti-
cal to look for problems before they down 
your coach. 

Manufacturers want to know about prob-
lems, so they can build better buses. If you 
report an endemic issue, they often will 
help, even after warranty expires. On the 
other hand, there’s a limit to what you can 
reasonably expect. Buses (like bus sales-
men) wear out.

If he’d have asked nice, maybe we’d have 
given “oil change guy” a new plug.

Dave Millhouser is a bus industry mar-
keting consultant and freelance writer. Con-
tact him at: dave_millhouser@hotmail.com.

When a bus part goes kerplunk, who’s rightfully to blame?

Dave Millhouser
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WASHINGTON — Members 
of the American Bus Association 
elected two new board members 
last month during the Capital Re-
gion Marketplace 2010 at the Gay-
lord National. 

The new members are: Anthony 
Fiorini, president of Silver State 
Trailways in Placentia, Calif., and 
John Percy, president and CEO of 
the Niagara Tourism & Convention 
Corp. in Niagara, N.Y., who will serve 
as 2011 Marketplace chairman.

Ripley Hunter, president of 
WorldPass Travel Group in El Do-

rado Hills, Calif., rotated off of the 
board. 

Re-elected for additional three-
year terms on the board were: 
Doug Anderson of Anderson 
Coach & Travel in Greenville, Pa.; 
Chris Anzuoni of Plymouth & 
Brockton Street Railway Co. in 
Plymouth, Mass.; Michael Col-
borne of Pacific Western Trans-
portation in Calgary, Alberta; 
Bryan Cole of Super Holiday 
Tours in Orlando; Don DeVivo of 
DATTCO in New Britain, Conn.; 
Dan Eisentrager of Coach America 

in Sacramento, Calif.; Steve Had-
dad of Bieber Transportation in 
Kutztown, Pa.

Also, ABA Chairman Jim Jal-
bert of C&J Lines in Portsmouth, 
N.H.; George Maney of Coach 

America in Dallas; Ron Moore of 
Burlington Trailways in West Burl-
ington, Iowa; Stephanie Lee of 
Group Sales Box Office in New 
York; Frank Montgomery III of 
Capital Motor Lines in Montgom-

ery, Ala.; Brian Souter of Stage-
coach Group in Perth, Scotland; Al 
Spence of A.S. Midway Trailways 
in Baltimore, and Linda Spruill of 
Beau Rivage Hotel Resort & Casi-
no in Biloxi, Miss.

T O  T H E

V E G A S ,  2 0 1 0

BIG RIG COLLISION

For over 30 years we’ve been operating as Big Rig Collision, providing 
our customers with the ultimate in reliable, quality service, accurate 
estimating all backed by our “No Hassle” Lifetime Warranty.  Well now, 
you will be able to get that same great service right here in Las Vegas.  
Our new location will be opening mid 2010 under our new banner, 
BRC Coach & Transit.  You’ll find the same great service, full collision, 

refinishing, fire restoration and refurbishment all under one roof.

Look for the new sign of quality  
in coach and transit collision  

repair and refurbishment.  
BRC Coach & Transit.

Brad Field – bfield@bigrigcollision.com or phone 403.243.7400 ext. 108
Rob Pek – rpek@bigrigcollision.com or phone 403.243.7400 ext. 111

Toll-Free:  1.888.848.8686
www.bigrigcollision.com

Visit our booth #525 at UMA in February.

Visit us 
at Booth 

#525!

Get Motorcoachified.com
SM    PROMOTE MOTORCOACH

                    T
RAVEL NATIONWIDE.

To learn more about the Get Motorcoachified public awareness campaign, go to www.motorcoachcouncil.org/campaign, phone: 720.449.9000, or email: pr@motorcoachcouncil.org.

Visit us at Booth #833

ABA chooses new board members at annual Marketplace

Marketplace called success
WASHINGTON — The Amer-

ican Bus Association reports that 
than 3,200 ABA member delegates 
and industry professionals attend-
ed its 2010 Capital Region Mar-
ketplace last month at Gaylord Na-
tional in National Harbor, Md.

The ABA said the event raised 
record sums for charity, including 
$45,200 for the Yellow Ribbon 
Fund of the 2010 “Marketplace 
Gives Back” charity. The fund 
helps recuperating soldiers, as well 
as their families, with housing, 
transportation and other basics.

The ABA show also generated 
nearly $32,000 for disaster relief in 
Haiti, including $25,000 from the 
ABA and the ABA Foundation, 
more than $3,000 from delegates, 
with a matching contribution from 
Group Sales Box Office and a $1,000 
donation from the National Associ-
ation of Motorcoach Operators.

ABA reported that business-
booking was brisk among dele-
gates meeting on the Marketplace 
show floor. 

The 2011 ABA Marketplace 
will be in Philadelphia in January.

Osmonds expand Branson presence
BRANSON, Mo. — One of the 

most popular acts in this entertain-
ment mecca over the past two de-
cades, the Osmond Brothers, is 
moving its show from its own the-
ater to the Music City Centre The-
atre beginning in April. 

“We are very excited about our 
new home in the newly-remodeled 
Music City Centre Theatre,” said 
Jimmy Osmond. “It’s a great venue 
and gives us (a) prominent pres-
ence on the (State Route) 76 strip. 
The continued support we have re-
ceived from our audiences in Bran-
son is phenomenal since we first 
opened our theater here in 1992.” 

Additionally, the Osmonds are 
expanding their 2010 show sched-
ule to include dates in April, May 

and June, as well as fall and the 
holiday season.

“Music City Centre is a beauti-
ful complex and offers our indi-
vidual guests and the groups who 
travel here by motorcoach a com-
plete vacation package in the heart 
of Branson,” Osmond added. 

Music City Centre features sev-
eral shops, as well as a hotel. The 
facility has been without a headlin-
ing show since The Haygoods and 
Tony Roi relocated to the Ameri-
cana Theatre early last year.

“We are thrilled…to have 
America’s favorite family of enter-
tainment,” said Music City Centre 
Theatre co-owner Bryon Stevens. 
For additional information, go to 
www.osmondtheatre.com.
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STOP DRIVERS FROM 
TEXTING WHILE DRIVING

Using Dual-Vision™ will help deter drivers 
from engaging in unsafe practices

2 Cameras In •	
Single Enclosure
No Monthly Fees•	
One Time Cost •	
Self Managed Data•	  

G-Force, Panic & Speed Event Recording•	
Simple installation•	
Up to 15 hours of  high quality continuously recorded video &  •	
audio (optional) data stores on an SD card
Video/audio can be replayed on any computer, no special•	
de-coding subscription required•	
Shut-down timer allows continued recording with the engine •	
turned off
Optional security housing prevents removal of data card by •	
non-authorized personnel
Integrated GPS tracking•	
Integrated G-Shock sensor/accelerometer with individual X, Y •	
& Z axis adjustable to 0.25 G 
Speed, direction, location, vehicle number and date/time •	
stamp
Audio	and	video	can	be	converted	to	.avi	file•	
P/N: DV101 (Shown closest with standard mount)•	
P/N: DV101E (Shown far left with lockable security enclosure)•	

90-21 144th Place • Jamaica, NY 11435 
T: 718.526.2601 •  F: 718.297.0323 
www.roscovision.com
A Century of Automotive Vision Safety

fuel economy, which should be welcome news 
to coach operators battling higher fuel costs.

BCI this year also will shed its image as 
being one of the last builders marketing 
non-stainless steel coaches in North Ameri-
ca.  Buyers of 2010 models will have for the 
first time a stainless steel option.

“Besides a new-for-2010 power train, 
our Falcon 45 incorporates many lessons 
learned over the last four years and tens of 
millions of miles in fleet operations across 
the United States,” said Brennan. “We are 
excited to share these product improvements 
and other developments in Las Vegas.”

He said Motorcoach Expo has become 
important to BCI because it offers the com-
pany that opportunity to learn about the in-
dustry and helps operators understand how 
BCI coaches can address their needs.

Like other manufacturers, both large and 
small, BCI has tried to face down the sour 
economy so it can remain healthy enough 
for the rebound when it comes.

“We’ve had to cut some costs, increase ef-
ficiencies, and have not been able to expand 
as rapidly as we had hoped into new markets 
and new products,” said Brennan. “But we 
believe that, just as with our customer base, 
the measures the economy has forced us to 
take will make us that much better-positioned 
to take advantage of positive economic devel-
opments and opportunities.”

Credit challenges
He said the toughest challenge during 

the downturn has been the lack of available 
credit for operators who want to continue to 
upgrade their fleets with new coaches.

“Businesses that had all of the available 
credit they could use two years ago are find-
ing money much scarcer now,” he noted. 
“But we’ve managed to stay healthy in a 
down market, so that bodes well for the up-
turn that we all know will occur eventually 
and hopefully soon.”  

Brennan said changing government reg-
ulations have presented challenges as well 
and it requires constant vigilance to keep up.

“We are all watching the regulators very 
carefully and must ensure that our products 
not only meet or exceed important stan-
dards, but also permit the flexibility to ad-
dress future standards not even implement-
ed yet,” he said.  

He pointed out that BCI has already 
proved it is up for such actions because it 
was the first to provide passenger lap belts 
on its coaches even though no U.S. standard 
had been set.  

“We had to ensure that our product line 
was engineered to meet the tougher of the 
then-articulated standards so we would 
comply with the expected U.S. standard 
when announced,” he added.

Business challenges 
The economy and government regula-

tions haven’t been the only challenges BCI 

has faced during the past year. It lived 
through a high-profile company sale that 
never came off and lost one of its top execu-
tives in the midst of the acquisition attempt.

In May, the Canadian merchant bank 
SKANA Capital Corp. announced it had 
reached an agreement to acquire BCI. Six 
months later, after the stock sale agreement 
was altered twice, SKANA and BCI called 
off the purchase with the merchant bank 
saying it wanted to refocus on resource-
based opportunities.

“The bank said it wanted to stay with its 
main core of business and if you look at 
their core, it was not in operating companies 
and not in managing and developing trans-
portation businesses,” said Brennan.

At about the same time the sale went 
sour, BCI received a management jolt, los-
ing its chief operating officer, Chad Dixon, 
who left the company to become COO of 
Coach America in Dallas.  

“It was sad to see him go and we are 
going to miss him,” said Brennan. “But 
maybe our paths will cross again.”

In the past year, BCI also went through a 
major reconfiguring of its nationwide sales 
and service operation.

It pared down its repair facility in Las 
Vegas and transferred the operation to Or-
lando where it has a major service center 
that includes a pre-delivery inspection op-
eration and warehousing.

“As operators continue to purchase our 
products on the East Coach, we found it nec-

essary to shift there,” said Brennan. “We do 
not have a factory in the U.S. and are not 
bound geographically to a certain location, 
so we can take advantage of the opportunity 
to be anywhere.”

Eying expansion
He said the company now is looking for 

locations to build sales and service centers 
later this year in the northeast and in South-
ern California, probably in Orange County 
near Los Angeles.

BCI currently operates a service center in 
Kansas and has smaller repair operations in 
San Francisco, Chicago and Salt Lake City.  

There could be more challenges coming, 
too. According to reports circulating in the 
industry the company is looking for another 
manufacturer in China to build its buses.

Brennan called the talk “interesting ru-
mors,” but would not confirm or deny them. 
“We have strong a relationship in China and 
have more than one relationship, just like I 
suppose other companies that are involved 
in China do,” he said.  

Meantime, the company is looking ahead 
and sees many opportunities down the road.

Long term, according to Brennan, demo-
graphics, fuel costs and environmental 
awareness will play a key role in the future 
development of motorcoaches and how they 
are used.

“The big challenge will be to educate the 
public on the benefits of our industry,” he 
said.

BCI’s challenges
CONTINUED FROM PAGE 1
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RICHFIELD, Ohio — Nation-
al Interstate Corporation has re-
ported preliminary results for 
2009 that show sharply higher net 
income for the fourth quarter and 
full year.

The parent company of leading 
motorcoach industry insurer, Na-
tional Interstate, said it expects to 
report net income per share in the 
range of 64 to 73 cents for the 
fourth quarter of last year and 
$2.34 to $2.43 per share for the 
full year.

Those numbers are a signifi-
cant improvement over 2008 final 
results of 5 cents per share for the 
final quarter of the year and 55 
cents per share for full-year net 
income.

The earnings gains for 2009 
came despite lower four-quarter 
net-after-tax earnings from opera-
tions. National Interstate expects 
to report net after-tax earnings 
from operations of roughly 45 
cents per share for the final quarter 
of last year, versus 66 cents per 
share during the last quarter of ’08.

Full-year ’09 earnings from 

operations are expected to be 15 
percent higher than those of 2008.

National Interstate’s net earn-
ings from operations include un-
derwriting income and recurring 
investment income.

Fourth quarter 2009 gross pre-
miums written of $65.1 million 
decreased 4.3 percent, while 2009 
full-year gross premiums written 
totaled $344.9 million, or a decline 
of 9.3 percent compared to the 
same periods in 2008. 

The decreases were partially 
attributable, the company said, to 
fewer insured vehicles for its com-
mercial customers “due to the dif-
ficult economic conditions.”

National Interstate said it has 
“maintained its disciplined under-
writing practices throughout the 
prolonged competitive insurance 
cycle.”

The company will release final 
numbers for ’09 later this month.

Separately, National Interstate 
announced its board had approved 
a dividend increase. The first divi-
dend at the new higher rate of 8 
cents per share will be paid March 

12, to holders of record March 1.
The 8-cents-per-share dividend 

represents a 14 percent increase 

over the quarterly dividend paid in 
2009.

Since National Interstate began 

paying dividends in 2005, its rate 
has doubled from 4 cents a share to 
8 cents.
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LAS VEGAS — iTransit Inc., the Orlando-based 
transportation services company, will unveil a new 
shuttle bus, the VersaBus LF25, at UMA Motorcoach 
Expo here later this month.  

“We are excited to add this bus to the United 
States motorcoach industry,” said Mike Pouncey, 
iTransit president and CEO.

“As the exclusive North American distributor of the 
VersaBus LF25, we are happy to give motorcoach 
companies another option for their midsize bus needs.”  

The VersaBus LF25 is a low-floor, rear-engine 
shuttle. One of its key features is the ease of accessi-
bility for passengers with disabilities. Its design al-
lows the driver to load and unload wheelchair passen-
gers much quicker and efficiently than traditional 
transit and shuttle buses, said Pouncey.

Manufactured in Szeghalom, Hungary by CSM 
Metal Zrt., the VersaBus LF25 is equipped for 25 pas-
sengers, as well as two wheelchairs. 

It has a self-supporting monocoque design fabri-
cated from stainless steel and uses a patented V-drive 
power-train configuration.

Its 96-inch width and 25-foot length is ideal for a 
variety of applications, says Pouncey, including shut-
tle and transit service, school charters, transfers and 
other uses.

“With its quality construction and design, the 
Versa Bus LF25 is an economical bus that will last for 

iTransit to unveil shuttle at Expo

many years,” said Jack Farrell, director of vehicle ser-
vices at iTransit.

For more information about the VersaBus LF25, 
e-mail Pouncey at mpouncey@i-Transit.com or call 
(407) 545-2880.   

iTransit, which operates a large service center in 
Orlando, also announced it is offering a special labor 
rate for members of motorcoach associations. Upon 
verification a company is a member of a state or na-
tional motorcoach association, it will receive a dis-
counted labor rate of $75 per hour. The standard retail 
rate is $85 per hour.

The VersaBus is equipped with a Cummins-Allison powertrain.

Nat’l Interstate reports gains
in anticipated ’09 net income
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OMAHA, Neb. — Radio Engi-
neering Industries Inc. and mobile 
broadband technology provider 
WAAV Inc. announced they have 
signed a two-year agreement to 
market onboard WiFi and internet 
connectivity solutions for charter 
buses and motorcoaches.

REI is the long-time supplier of 
audio/video entertainment and se-

curity systems for motorcoaches, 
transit buses and other vehicles. 

The onboard WiFi system to be 
marketed by the two companies 
will use WAAV’s AirBox mobile 
routers that allow “dozens of users” 
on a moving vehicle to use the in-
ternet simultaneously.

Currently, WAAV AirBox rout-
ers are used to provide onboard in-

ternet connectivity for thousands of 
passengers daily on coaches oper-
ated by Greyhound Lines, BoltBus, 
Washington Deluxe and Peter Pan 
Bus Lines. 

Designed and built for bus and 
train installations, the AirBox Tran-
sit Edition is a toughened router 
that provides connections for pas-
sengers and vehicle data to fleet 

operators.
Vehicle information can be de-

livered in real-time, with options 
ranging from security camera 
video, to vehicle diagnostics, GPS 
location and other operating data. 

“The quality and innovative 
mobile design made WAAV equip-
ment and REI a natural fit,” said 
Dave Ruback, REI president. 

“Combining our advanced tech-
nology in communications with the 
bus industry’s leading on-board 
electronics provider gives custom-
ers a single device with capabilities 
not available anywhere else,” said 
Brett Wilson, WAAV’s director of 
enterprise solutions.

For more information, go to 
www.radioeng.com.

REI teams with high-tech supplier to offer onboard WiFi

Daimler retools
product support

GREENSBORO, N.C.  — 
Daimler Buses North America has 
announced changes to its product 
support management team, as well 
as the “top performers” among its 
various bus units.

Daimler Buses said it has con-
solidated its product support func-
tions for all brands under Daimler 
Buses Product Support, and head-
ed by Steve Batho, vice president 
product support.

“Steve’s 20 years of experience, 
combined with his attention to de-
tail for customer solutions allows 
us to take the next step in optimiz-
ing our product support for all of 
our customers,” said Patrick Scully, 
chief commercial officer for Daim-
ler Buses North America.

“Consolidating the product sup-
port of all of our brands into one 
group helps synergize our efforts 
and maximize our resources, which 
will only benefit our customers.”

For the Setra brand, Paul 
Conover is transitioning into the 
role of manager, service engineer-
ing from his previous role as Setra 
product support manager. Scully 
said Conover will focus on manag-
ing field issues for all brands.

Eddie Stout has taken over the 
supervision of the Setra product 
support field team. Stout previ-
ously served as head of Setra’s 
training academy.

Daimler Buses presented its 
“Top Performers of the Year 
Awards” at its annual sales, ser-
vice, parts, and marketing meeting 
in Greensboro.

Scully said Daimler Buses “en-
joyed a successful year in 2009, 
which is a direct result of the dedi-
cation of all of our employees.”

In a separate announcement, 
the company has singled out six 
employees who embody “our val-
ues and corporate culture,” giving 
them “the  recogni t ion they 
deserve.”

This year’s top performers are:
Sprinter sales, Roger Hawkins; 

Orion sales, Michael Coote; Setra 
support, Dennis Walker; Orion 
support, Wren Mumphrey; parts, 
Dave DeVerteuil, and marketing, 
Lynn Aikens.
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Renew 
Workers‛ 

Comp!

ABC service network grows
with Knoxville repair facility

KNOXVILLE, Tenn. — ABC 
Companies and Premier Transpor-
tation of Knoxville have announced 
that Premier has become an autho-
rized service facility for the new-
coach brands sold by ABC.

“We’re bucking the trend,” said 
Ashley Cornell, ABC vice presi-
dent of customer care.

“At a time when manufacturers 
are tempted to scale back on sup-
port, we’re looking for ways to 
serve our customers better,” said 
Cornell. “Including Premier, with 
(its) first rate staff, facility and lo-
cation in ABC’s service network is 
a huge plus for our customers in 
Georgia, Tennessee, Kentucky and 
the Carolinas.”

Jim Stratton, Premier’s general 
manager, noted that as a coach op-
erator, Premier’s staff understands 
how critical it is to have quick, reli-
able repairs and service.

“We have three bays dedicated 
to serving customers. We offer ev-
erything from bus wash and lavatory 
service, to body and chassis work. 
Our technicians are trained in all 
areas of repair, are ASE certified for 
air conditioning repairs, and have at-
tended ABC’s service schools.

“We have people who are 
USDOT certified for brake work 
and we have the technology and 
expertise to diagnose and repair 
Cummins, Detroit Diesel and Alli-
son problems, as well as trouble-
shooting multiplex electrical sys-
tems,” Stratton said.

Premier will maintain a stock 
of Michelin and Firestone tires and 
can arrange emergency towing. 
There is a lounge for drivers while 
their coaches are serviced.

Premier will be acting as a sub-
let warranty facility for ABC Com-
panies and authorized to perform 
warranty work on GCA M1235 
and 3035RE midsize buses, as well 
as Van Hool motorcoaches.

Although customers will pay 
for repairs on site, Premier person-
nel are trained in ABC’s warranty 
policy and will be able to offer as-
surance as to what repairs will be 
reimbursed.

The Premier facility is at 1500 
Breda Drive in Knoxville, off In-
terstate 640 and close to the inter-
section of I-275 and I-75. It is open 
normal business hours Monday 
through Friday, with after-hours 
emergency service available.

ABC marks 60th anniversary at Expo
LAS VEGAS — ABC Compa-

nies is marking its 60th year in 
business by holding a low-key cel-
ebration at UMA Motorcoach 
Expo here later this month.

Expo attendees are being en-
couraged to stop by ABC’s stand to 
help acknowledge the milestone.

ABC management and staff 
will be on hand to answer ques-
tions, provide information and 
share insights and memories about 
the industry and the firm over the 

past five decades.
ABC’s forerunner company, 

Faribault (Minn.) Bus Co., was 
founded by Clarence ‘Clancy’ 
Cornell in 1950.

By 1972, Cornell launched 
ABC Bus as a sales, leasing and 
service business.

Since then it has grown into a 
diversified bus sales, parts, distri-
bution and service enterprise. The 
Cornell family retains control, 
with second- and third-generation 

leadership.
Dane Cornell is president and 

CEO; Roman Cornell is national 
vice president of sales, and Ashley 
Cornell, is vice president ABC 
Customer Care.

“Despite the challenging eco-
nomic times, ABC continues to 
evolve via a diverse product lineup 
and a comprehensive after-sale 
support model, designed to sup-
port our customers’ business 
goals,” said Dane Cornell.

The ABC-Premier center will service all buses distributed by ABC Companies.
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COSTA MESA, Calif. — It 
was elbow-to-elbow at the annual 
Maintenance Seminar of the Cali-
fornia Bus Association last month.

 The popular event was con-
ducted this year at ABC Compa-
nies’ new sales, service and parts 
facility here. 

The 40-year-old California 
Bus Association is the nation’s 
largest state motorcoach trade 
group and its maintenance forum 
is one of its best-attended events. 

This year, 52 technicians, rep-
resenting 29 coach operators, reg-
istered for the two-day forum, as 
well as 23 suppliers and represen-

tatives from the California High-
way Patrol.

“By providing this training to 
CBA members, as well as non-
members, it’s apparent the Califor-
nia Bus Association takes the re-
sponsibility of transporting people 
seriously,” said CBA maintenance 
committee member Mark Waters, 
regional maintenance manager for 
Coach America.

To assure all attendees could 
see and hear his presentation, Pa-
cific Coachways’ Mark Richards 
used a closed-circuit TV hookup.

So, instead of having techni-
cians crowd around a coach, mak-

ing it difficult to observe, a live 
picture of the bus was transmitted 
to a large monitor inside the facil-
ity. The cameraman would focus 
on the parts being discussed and 
every participant could see and 

hear clearly.
Having the forum at ABC 

Companies’ newly opened facility 
allowed attendees to familiarize 
themselves with the complex, 
which includes 11 double-length 

service bays, and a large ware-
house, containing a $2 million 
parts inventory.

“We’re proud to host this 
event,” said ABC Regional Vice 
President Clint Guth.

Seeking Campaign Director
 for Get Motorcoachified  Image Campaign

The Motorcoach Council is seeking a marketing and sales professional to work as an 
outside contractor to boost participation in the motorcoach industry’s first nationwide 
image campaign entitled, “Get Motorcoachified.” The Campaign is designed to boost 
ridership on private motorcoaches and buses. The primary vehicle for promoting the value 
of motorcoach transportation will be the motorcoach itself. To that end, specific graphics 
and a variety of taglines have been developed touting the ways in which both travelers and 
the environment benefit by more people using motorcoaches for their transportation needs 
vs. other forms of transportation — cars, planes, trains and others.

The initial focus of this campaign and the immediate responsibility of this individual will 
be to promote and drive placement of the Get Motorcoachified graphics on buses. 

Position Goals and Responsibilities:

•  The objective is to get 100 or more of the industry’s motorcoaches to participate in 
the campaign and display campaign graphics within the first 90 days. Participation 
should be broad-based and geographically-dispersed.

•  Within the first two weeks, develop a marketing plan consisting of Goals, Objectives, 
Strategies, Tactics, Timetables and Budgets.

•  Submit the plan to direct report (Board member of the Council) for review and 
approval by the Motorcoach Council. 

•  Utilize all available industry communications publications including but not limited 
to Bus & Motorcoach News, ABA Insider, Bus Exchange, Bus Ride Magazine, Metro 
Magazine, Busline Magazine and others.

•  Reach out to trade publications in the group travel and tour industries to promote the 
campaign and increase the deployment of the Get Motorcoachified graphics.

•  At the end of the contract period, the Campaign Director shall provide a complete 
activities report and recommendations for next steps to help achieve the Campaign’s 
goals and objectives.

Interested individuals should respond with a resume and list of marketing and sales 
accomplishments to:

Heather Horton
email: pr@motorcoachcouncil.org or call 720-449-9000

www.MotorcoachCouncil.org

REPOS FOR SALE
Variety of makes and models of 
“Bank Repos” across the United 

States and Priced to Sell!
1-877-737-2221 Ext. 30716 for more information!

USED COACHES FOR SALE
(2) 2007 BCI 

Falcon45 coaches, 
$267,500 each

(1) 2008 BCI 
Falcon45 coach, 

$290,000
For more information contact Kyle Fitzgerald 

at 800-207-9286 ext. 217
 or e-mail kylefitzgerald@fccef.com

C L A S S I F I E D  A D V E R T I S I N G
2000 MCI DL3

Southern Coach: New Paint, 
Alcoa Wheels, Front End Kit,12.7 
Detroit, Allison B500, 6 Monitors, 
Webasto, Good Rubber & Brakes, 
Nice Interior, DOT Inspected, Only 
120,O00 on Transmission, Cold Air 

Call 507-56-5310 or 507-583-4585 with any Questions
All Fair Offers Considered! Let Us Help You With Financing! 

This Coach Is Ready To Go To Work! Asking $122,000 Obo
2005 H3-45 PREVOST

56 Passenger, Detroit Series 60, ZF 
12 Spd, Alcoa Wheels, New Paint, 

DVD Player w/4 Flat Screen Monitors, 
Kneeling Feature, Good Michelin Tires, 
Flush Toilet. Ready To Go To Work! 

Asking $299,000 Obo

NOW is the time to buy a mid-sized coach!

Visit www.GoAndersonSales.com for a 
complete listing of vehicles for sale!

Keith Gates - 1-800-345-3435, ext. 514

50% better fuel efficiency 
then a full size coach!

Approximately 1/2 of the 
initial investment! 

Equipped with all of the 
features of a full size coach! 

DEMO SALE!

AMERICAN 

MADE

California Bus Association maintenance forum packs ’em in

Fuel additive
cuts emissions

PERTH, Scotland — A com-
pany that produces sophisticated 
fuel additives says Stagecoach 
Group has reduced CO2 emissions 
from its bus fleet in the United 
Kingdom by more than 100,000 
tons during the past five years by 
using a hi-tech fuel additive called 
Envirox.™ 

Stagecoach Group also re-
vealed it has started using the ad-
ditive in its Coach Canada opera-
tions, which cover Quebec and 
Ontario. Coach Canada began 
using Envirox in December, and it 
will be in use companywide within 
the next few months.

The additive is supplied to 
Stagecoach Group by Energenics 
Holdings Ltd. of Singapore, which 
purchased Envirox last year from 
Oxonica plc of Oxfordshire in the 
UK. 

Stagecoach started using Envi-
rox in its 7,000-bus UK fleet in 
December 2004. Those buses trav-
el roughly 330 million miles 
annually.

According to Energenics Hold-
ings, Envirox has enabled Stage-
coach Group to achieve a 5 percent 
reduction in fuel consumption and 
associated emissions.

The additive is based, says the 
company, on an oxidation catalyst 
widely used in catalytic convert-
ers. The material has been re-engi-
neered using nanotechnology to 
allow it to be delivered as a fuel-
borne catalyst. This ensures a 
cleaner burn within the combus-
tion chamber, resulting in im-
proved fuel efficiency and lower 
emissions. 

No engine modifications are 
required to use Envirox. It has no 
impact on lubricant performance 
and the optimum dose rates are 
low, says Energenics.



Once again, Prevost has raised the bar. Our newly redesigned H-Series will transport you 

to the next level of performance, style and comfort. Passengers enjoy the ultimate in luxury seating, 

with upscale amenities and appointments that make every trip more memorable and leave them ready to return 

for more. Our innovative design lets passengers and drivers ride higher for a better view, while creating the 

largest under-fl oor luggage capacity in the industry. And multiple safety features, including advanced braking, 

stability and monitoring systems, provide you peace of mind. Call for complete information about Prevost 

H-Series models and options. We’ll show you how to elevate your standards. And your reputation.

Elevate your standards.      And your passengers’ view.

The u l t imate c lass.

Please contact your Prevost Regional Sales Manager for more information.

USA 1-877-773-8678 CANADA 418-883-3391 www.prevostcar.com
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