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WICHITA, Kan. — Wichita-
based Village Tours & Travel has 
completed its sixth acquisition in 
f ive years with the purchase of 
Letsgo Charters, based in Fort 
Smith, Ark.

Terms of the deal, which closed 
last month, were not disclosed.

With the purchase, Village Tours 
also gets a Letsgo office in Spring-
dale, Ark., 14 MCI motorcoaches, 
one 35-foot bus and 26 employees. 
The Letsgo name will go away, 10 of 
the 15 coaches will be rebranded 
under Village Tours and the remain-
ing five will be sold and replaced, 
said Jeff Arensdorf, president of Vil-
lage Tours LLC, who expects to re-
tain all the employees.

The deal brings Village Tours’ 
fleet to 87 coaches — 60 percent 
MCI, 36 percent Prevost and 4 per-
cent Temsa — and about 230 em-
ployees at six offices: Wichita and 
Salina, Kan.; Oklahoma City and 
Tulsa, Okla.; and Fort Smith and 
Springdale, Ark.

Letsgo’s owners were ready to 
retire and the company’s northwest 
Arkansas service area is a logical 
extension beyond Village Tours’ 
office in Tulsa, Arensdorf said.

“I liked the ter ritory that 
they’re in because it complements 
our Tulsa operation well and they 
built a nice little presence with the 
markets they serve, Fort Smith and 
Springdale,” he said.

“There are no other bus com-
panies located there, so people in 
that area have to bring coaches out 
of Oklahoma City or Tulsa or Lit-
tle Rock essentially. It just fits, it 
just expands our geographic foot-
print really about another 90 miles; 
it’s not that much farther than 
where we’re at in Tulsa.”

Letsgo’s owners, Lynn John-
son, 65, and Richard McMahan, 
73, started Letsgo in 2001 and also 
saw the Village Tours fit, Johnson 
said.

“They’re sitting in Oklahoma 
and Kansas, next-door neighbors, 
and it was a logical choice for 
them to pick up our two locations,” 
he said. “The other thing is, I like 
the way Village ran their operation, 
it’s pretty similar to the way we ran 
ours. They’re very good to their 
employees and we’ve always been 
employee-oriented also.”

Arensdorf, 41, and his father, 
Norman, 66, who’s semi-retired, 

have owned Village Tours since 
2000, but the company started in 
1980.

Village Tours has grown sig-
nificantly in the last five years, tri-
pling its fleet and adding scores of 
employees through its acquisi-
tions, which included:

• Salina Charter Coach in Sa-
lina and All-American Tours of 
Hays, Kan., in 2011

• Time Lines LLC of Oklaho-
ma City in 2012

• Prestige Bus Lines of Wichi-
ta in 2013

• Travel Tours of Wagoner, 
Okla., in 2014

Village Tours has established a 
good foundation and model since 
1980, Arensdorf said.

“So as there’s been opportuni-

ties to expand our footprint and 
take what we know will work in 
other markets, we’re open to that 
concept,” he said. “But do I see our 
footprint getting much bigger than 
what it is now? No, I don’t, be-
cause there still has to be a lot of 
controls in place and a lot of team 
effort and if you get much outside 
of this geographic area, it’s going 
to be more difficult for each branch 
…to be able to support each other. 

“And we rely a lot on our 
branches to support each other, 
with everything — motorcoaches, 
drivers, mechanics — because if 
one of the branches gets really 
busy, then we can easily lean on 
another branch to help out. And 
the farther you get away from 
Wichita and Oklahoma City, in 

particular, the more difficult that 
can get. So we’re trying to control 
the growth as best as we can and 
we do rely on our established loca-
tions to help out.”

For now, Village Tours’ exist-
ing markets present growth oppor-
tunities, he said.

“The markets that we’re in are 
not fully matured,” Arensdorf said. 
“We have room for growth within 
our existing markets, so that’s 
where the future growth, I believe, 
will be, letting these mature.”

Village Tours’ portfolio in-
cludes its tour and charter business, 
travel agency and line-haul busi-
ness for Greyhound between Wich-
ita and Pueblo, Colo. Village also 
manages the Greyhound station in 
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ATLANTA — UMA Expo 
2016 is the place to be for mem-
bers of the bus and motorcoach 
industry.

This year’s Expo at the Georgia 
World Congress Center in Atlanta 
has attracted more than 1,000 at-
tendees and nearly 200 exhibitors. 
Exhibit space was sold out by early 
January and late comers had to be 
placed on a waiting list.

UMA’s host hotel, the Hyatt 
Regency Atlanta, also sold out its 
block of rooms for Expo attendees, 
with the overflow moving to the 
nearby Hotel Indigo Atlanta 
Downtown.

“Our attendance numbers are 
strong,” UMA President and CEO 
Victor Parra said. “We’re tracking 
right along with New Orleans,” 
where Expo 2015 saw attendance 
rise 20 percent from the previous 
year.

“Everything is looking great 
for Atlanta. We’re very excited.”

This year’s Expo features the 

usual array of new and used buses 
and related products and equip-
ment, as well as topical education 
sessions, valuable networking op-
portunities, an awards ceremony, 
games and prizes.

It also includes Monday’s UMA 
luncheon, sponsored by Irizar/INA 
Bus Sales and featuring keynote 
speaker Lisa Earle McLeod, a sales 
leadership expert best known for 
creating the popular business con-
cept “Noble Purpose.” 

Her bestselling book, Selling 
with Noble Purpose, has been a 
game changer for leaders at global 
firms such as Flight Centre, Hoot-
suite, Merrill Lynch and Sunovion 
Pharmaceuticals.

The founder of McLeod  & 
More, Inc., a sales leadership con-
sulting firm, McLeod introduced 
the concept of Noble Purpose after 
her research with sales teams re-
vealed that salespeople who sell 
with Noble Purpose, who truly 

CONTINUED ON PAGE 28 c
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The members of Protective Insurance Company’s Loss Prevention & Safety Services Team 

are specialists in the transportation industry and use a collaborative approach to partner 

with our insureds to address their specific safety and risk management needs. Our team 

understands that no two companies are the same and solutions must be tailored to fit 

each one’s unique needs.

Visit www.protectiveinsurance.com/publictransportation to learn about our specialized 
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Uber experimenting with bus-like commuter service
SEATTLE — Ride-hailing 

company Uber, which has taken on 
the taxi cab and party bus indus-
tries, is now setting its sights on 
the city bus service in Seattle.

Uber’s latest innovation is a 
multi-person ride-sharing scheme 
that picks up and drops off passen-
gers along a pre-determined route 
— kind of like city buses.

Known officially as UberHOP, 
the idea supposedly blends a tradi-
tional wait-and-ride bus service 
with some of the on-demand con-
venience of Uber.

Users are paired with a driver in 
an SUV and up to five other pas-
sengers between designated pickup 
and drop-off spots Monday through 
Friday from 7 a.m. to 10 a.m. and 
4:30 p.m. to 7:30 p.m. The driver is 
directed to a pickup location and 
will drop off the passengers at a 
pre-determined stop so they can 
walk the last few blocks to work.

The fare is $5 per trip.
The de facto buses began run-

ning during commuting hours 
across Seattle late last year as part 
of a pilot program. Uber said the 

service is designed not to replace 
mass transit, but to augment it.

“Investment in mass transit is 
an important part of the solution,” 
the company wrote in a blog post. 
“But it’s expensive and not every-
one lives within walking distance 

of the subway or a bus stop. Uber 
helps use today’s existing infra-
structure more efficiently at no 
extra cost. 

“Today, 76 percent of commut-
ers in the US drive to work by them-
selves. If they could easily share the 
trip (and the cost) with one or more 
fellow commuters that would dra-
matically cut congestion, improv-
ing everyone’s quality of life.”

Uber already has several other 
ride-sharing services, including 
UberPOOL, recently launched in 
London, which allows users to 

share rides with each other.
The company also announced a 

second pilot program in Chicago 
for uberCOMMUTE, a program 
for private drivers who want to re-
coup the cost of their commute by 
sharing the trip. It is available be-
tween 6 a.m. and 10 p.m. and any-
one with a car will be able to take 
part if they give Uber access to 
their driving record and identity.

“By making it easy and afford-
able for people to share rides, we 
can get more butts into fewer cars,” 
the company said.

Alabama trucking company refiles suit against Pilot
MOBILE, Ala. — The only re-

maining lawsuit in the nearly 
three-year-old fuel rebate fraud 
case involving truck stop giant 
Pilot Flying J has been refiled in 
state court in Alabama.

A federal court had been over-
seeing the case.

Wright Transportation of Mo-
bile filed its suit in December in 
Mobile County, restating its 
claims that Pilot intentionally and 
fraudulently scammed carriers out 
of tens of millions of dollars in 

owed fuel rebates.
Pilot has already reached an 

$85 million class-action settlement 
with 5,500 trucking companies 
and a $92 million settlement with 
the Justice Department involving 
criminal accusations against the 
company.

Separate lawsuit
Wright, along with six other 

carriers, opted out of the class-ac-
tion settlement in order to pursue 
separate litigation.

All other carriers suing Pilot 
have either reached settlements 
with the company or have seen 
their claims dismissed on jurisdic-
tional grounds.

In its new suit, Wright again 
makes the claim that Pilot, its ex-
ecutives and its sales staff inten-
tionally scammed customers they 
deemed easy targets.

“Pilot’s policy was designed to 
lure innocent mom and pop truck-
ing companies…into purchasing 
diesel fuel from Pilot under the 

guise of receiving a discount or re-
bate,” the suit claims.

‘Retail-minus’
Pilot allegedly executed the 

scheme by offering carriers rebate 
incentives to buy diesel from the 
Knoxville, Tenn.-based company. 
It would offer either “cost-plus” or 
“retail-minus” pricing — a break 
on the at-pump price — and then 
send carriers a check for the dif-
ference between pump prices and 
the previously ag reed upon 

discount. 
Pilot, however, would fudge 

the numbers, carriers and authori-
ties claim, and send car riers 
checks for less than what they 
were owed.

Pilot says it has discontinued 
the practice of manually calculat-
ing the rebates, the apparent source 
of the fraud accusations. Since the 
FBI raided Pilot’s headquarters in 
April 2013, 10 Pilot employees 
have pleaded guilty to fraud or 
conspiracy charges.

‘ Uber helps use 
today’s existing 
infrastructure 
more efficiently’
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MCI
• (3) 1996 DL3, 55 pax
• (2) 1997 DL3, 55 pax
• (2) 1998 EL3, 54 pax
• (2) 2000 EL3, 54 pax
•  2002 G4500, 55 pax 

with lift

Executive Coaches
•  1998 16 pax
•  1999 H345 27 pax

PREVOST
•  1997 XL., 55 pax

COACHES FOR SALE
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Call 610-683-7333 Ext. 2101

or email dokraska@biebergroup.com
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It’s Not Just our Name
It’s What We Do

(800) 714-7171   (541) 684-7868
www.CoachGlass.com              Bus@CoachGlass.com

Featuring
The Industry’s Deepest Inventory
Quick Delivery & Shipping
Great Pricing, Exceptional Service

Warehouse Locations
Oregon, Indiana, Florida & Arizona

LOUISVILLE, Ky. — Federal 
Motor Carrier Safety Administra-
tion Acting Administrator Scott 
Darling says 2016 will be the year 
of partnerships between the agen-
cy and the industries it regulates.

Darling, speaking at the Amer-
ican Bus Association’s Market-
place in Louisville last month, 
pointed to the success of the agen-
cy’s proposed entry-level driver 
training program, which included 
input from representatives of in-
dustry groups, including the Unit-
ed Motorcoach Association.

He said FMCSA plans to pub-
lish a driver training proposed rule 
soon, with a final rule expected 
later this year.

The agency issued a safety fit-
ness determination proposal late 
last month to enhance its ability to 
identify non-compliant motor car-
riers. The proposed rule is subject 
to a 60-day comment period. 

“It will change the agency’s 

safety rating process by incorpo-
rating current on-road safety per-
formance data,” Darling said.

He said FMCSA was imple-
menting Phase 3 of the Compli-
ance, Safety, Accountability pro-
gram to better identify at-risk 
carriers so the agency can inter-
vene more quickly. 

“This year, we are setting a 
high bar for ourselves as we ad-
vance our safety mission.” Darling 
told Transport Topics.

“This is going to be an exciting 
year for us. We’re going to be 
working a lot with all our stake-
holders to make sure we get the 
FAST Act provisions implemented 

as quickly as possible. We had a 
big year in 2015, and we have a 
big year ahead of us in 2016. We 
are ramping up our efforts to 
broaden and deepen our partner-
ships with state and local govern-
ments, law enforcement, safety 
advocates, labor and the trucking 
industry. Our partners are our 

force multipliers. We perform at 
our highest level when we work 
closely with them.” 

Among those partners are the 
National Academies of Science, 
which Darling said is teaming 
with FMCSA to study CSA. The 
agency also is working with indus-
try partners to study the effects on 
drivers of round-trip commutes to 
work of more than 150 miles and 
is considering giving credits to 
carriers for voluntarily using ad-
vanced safety equipment, en-
hanced driver f itness measures 
and fleet safety management tools.

That voluntary compliance pro-
gram will be the subject of a listen-
ing program with FMCSA officials 
on Sunday, Jan. 31, during the 
UMA Expo 2016 in Atlanta.

Among other issues FMCSA 
plans to tackle this year will be 
the launch of a pilot program for 
drivers younger than 21 who have 

2016 to be year of partnerships, FMCSA official says

States could see unexpected windfall
WASHINGTON — A little-

noticed provision in the five-year 
federal transportation funding bill 
that became law late last year 
might offer an unexpected funding 
bonus for state departments of 
t ranspor ta t ion  wi th  unused 
earmarks. 

According to the American As-
sociation of State Highway and 
Transportation Officials, the new 
law says that “notwithstanding the 
original period of availability” of 
the earmarks, the DOTs that were 

originally designated for these ear-
marks will now be able to access 
the unused funds.

The funds would be available 
for projects within 50 miles of the 
original site for up to three years 
after the states notify the U.S. De-
partment of Transportation how 
they will spend the money.

Sometime early in 2016, the 
Federal Highway Administration 
is expected to make available a list 
of all such earmarks, allowing 
state DOTs to begin the process of 

re-positioning the funds.
“It may cover quite a number 

of earmarks that might otherwise 
indefinitely remain unspent,” said 
Joung Lee, policy director for the 
American Association of State 
Highway and Transpor tation 
Officials.

Lee said the funds “may sup-
port a significant amount of new 
infrastructure investment based on 
money Congress already autho-
rized but that state DOTs could not 
actually spend.” CONTINUED ON PAGE 26 c
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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

Offering the latest innovations in mobile lifting technology,
SEFAC lifts come in capacities of 12,000lbs and 18,000lbs
per column/48,000lbs and 72,000lbs set of four.  With 
more than 30 years in the mobile lift industry we have 
proven that our lifts are built tough and to the highest
quality.  See for yourself at sefac.com

We STAND BEHIND Our Product
So You Can STAND SAFELY UNDER Yours!

sefac@sefac.com
1.800-826.3486 ext. 105
www.sefac.com

military experience. The agency 
also plans to issue a final rule on 
establishing a drug and alcohol 
database, but is waiting on the De-
partment of Health and Human 
Services before it can move ahead 

on hair testing. 
The Senate Commerce, Sci-

ence and Transportation Commit-
tee was scheduled to hold a hear-
ing Jan. 20 to consider Darling’s 
nomination to be FMCSA director. 
He was named acting director after 
Anne Ferro resigned as the agen-
cy’s director in August 2014.

Online registration system required of new carriers
WASHINGTON — The Feder-

al Motor Carrier Safety Adminis-
tration’s new, simplified online reg-
istration process for new-entrant 
carriers is now up and running.

The Unified Registration Sys-
tem, which had been delayed be-
cause of problems with website de-
velopment, has been required for 
new-entrant carriers that don’t have 
and never have been assigned 
USDOT numbers since December.

Carriers that already have a 
USDOT number will have to start 
using the system on Sept. 30 of 
this year.

FMCSA said when fully im-
plemented, the registration system 
will improve the registration pro-
cess for motor carriers, property 
brokers, freight forwarders, inter-
modal equipment providers, haz-
ardous materials safety permit ap-
plicants and cargo tank facilities 
required to register with the 
agency.

It also will streamline the ex-
isting federal registration process-
es to ensure FMCSA can more ef-
f iciently track these entities, 
identify unfit carriers and detect 
unsafe truck and bus companies 

seeking to evade enforcement ac-
tions by attempting to regain 
USDOT registration by registering 
as a purported different, unrelated 
business entity.  

FMCSA estimates the system 
will ultimately reduce costs to the 
industry by approximately $9 mil-
lion in time saved and fees in-
curred over a 10-year period. 

FMCSA said once the system 
is available for all carriers, there 
won’t be a need for separate provi-
sions for new applicants. 

The system will then be avail-
able for submission of all new 

registration requests, tracking ap-
plications, updating information 
and filing biennial updates, the 
agency said.

FMCSA is giving some carri-
ers an extra three months for com-
pliance to help the transition to the 
new system. Private hazmat carri-
ers and exempt for-hire carriers 
registered with FMCSA as of 
Sept. 30, 2016, will be given three 
months from then — to Dec. 30, 
2016 — to file their evidence of 
compliance with the financial re-
sponsibility requirements. 

FMCSA estimated a two-year 

period for development of the 
website for the system to imple-
ment the rule and had an initial 
compliance date of Oct. 23, 2015.

However, the agency post-
poned the launch until December 
after it “experienced challenges 
completing the IT system neces-
sary to fully implement” the rule.

The new system replaces four 
existing systems and combines 16 
forms motor carriers and others 
now use to register and update data. 

For more information about 
URS visit: http://www.fmcsa.dot.
gov/urs.

FMCSA
CONTINUED FROM PAGE 24

Cummins engines certified by EPA to meet 2017 standards
COLUMBUS, Ind. — Cum-

mins Inc.’s diesel and natural gas 
engines have been certified by the 
U.S. Environmental Protection 
Agency as being compliant with 
the second step in greenhouse gas 
and fuel-efficiency standards that 
take effect in January 2017.

Fuel eff iciency improved 
across the company’s full com-
mercial vehicle engine lineup 
from 5 liters to 15 liters.

The company attributed the 
gains to adjustments made through 

additional monitoring and sensors 
and said performance, reliability 
and efficiency refinements would 
continue in 2016.

“Cummins is committed to 
providing customer-focused inno-
vation as soon as it is ready,” said 
Amy Boerger, vice president of 
sales and support. 

Fuel Economy
Boerger said the 2016 ISX15 

400- to 475-horsepower engines 
will provide customers with fuel 

economy gains of 2.5 percent on 
the base engine and up to 7.5 per-
cent on engines with a SmartAd-
vantage powertrain, compared 
with the 2013 ISX15. 

The SmartAdvantage pow-
ertrain includes SmartCoast fea-
tures. With SmartCoast,  the drive-
line disengages on moderate 
downhill grades, the engine re-
turns to idle and drag is reduced.

Cummins said the latest certi-
fications build on efficiency en-
hancements it started in 2014 and 

2015 that enable its engines to 
meet EPA 2016 and greenhouse 
gas 2017 requirements.

“Onboard diagnostics require-

ments are met with enhanced mon-
itors, ensuring that exhaust tailpipe 
emissions stay within the EPA lim-
its,” the company said. 
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 3 TO CHOOSE FROM:
• (2) 28 passenger (1) 52 passenger  
•  All have Galleys and will be available 

in March
•  The 28 passengers are used for Sports Teams 

…could be promoted as Sports Team Coaches
•  One has a rebuilt transmission and they all 

range from 190,000 to 210,000 original miles 
since new

11 Mos. Left on Jasper 
Engine Warranty! 

•  28 Non-reclining Fabric 
Seats

•  Simulated Wood-look 
Flooring!

• Parcel Racks with Reading Lamps (no rear luggage)
• International Diesel Engine VT 365 with Auto
• 2 Monitors with DVD Player and PA
• Only has 84,000 Miles on it
Very clean and still in service!

2006 SETRAS FOR SALE

For more information please call 757-494-1480 or e-mail jimmy@venturebustours.com

$139,000 each / OBO

$29,000 / OBO

Also available
2009 International El Dorado Aero Elite

Low Mileage 
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Expo full
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want to make a difference to their 
customers, outperform salespeople 
who are focused on targets and 
quotas.

McLeod has appeared on the 
“NBC Nightly News,” the “Today 
Show,” Oprah.com and “Good 
Morning America.”

Expo also features a Monday 
morning speech by Andrew Young, 
a noted civil rights leader, diplomat, 
pastor and politician.

Young, a former ambassador, 
Georgia congressman and Atlanta 
mayor, will draw from his signifi-
cant leadership experience to ad-
dress how the same traits that made 
him successful in the public sector 
also are important in building a 
successful private business, includ-
ing a motorcoach company.

This year’s sneak preview after-
party will be held Monday night at 
the World of Coca-Cola. The multi-
media attraction presents the his-
tory of the famous beverage brand 
and is home of the 129-year-old 
 secret formula for Coca-Cola.

MCI plans education programs, prizes, German-style fun
ATLANTA — Motor Coach 

Industries will showcase the latest 
innovations on its best-selling MCI 
J4500 and the luxury Setra S 417 
Top Class coaches during UMA 
Motocoach Expo in Atlanta.

MCI also will present customer-
care programs, host a German beer 
and food fest and hold prize 
drawings.   

MCI’s booth (No. 1112) will 
include two 2016 MCI J4500 
coaches, now with a tighter-turn-
ing axle system with independent 
front- and tag-axle suspension, and 

smooth-stopping Bendix braking 
with an optional radar-based colli-
sion avoidance system.

MCI also will use the coaches 
to unveil an optional severe-duty 
package designed for harsh road 
environments.

The company will share data 
on the MCI J4500’s low total cost 
of operation, backing its claims of 
leading fuel economy and 10-year 
residual-value advantage.

MCI also will display its two-
door Setra S 417 Top Class with 
club corner lounge, featuring new, 

exquisitely trimmed Voyage Am-
bassador seats, TopSky glass roof, 
galley and a rear window.

Key Daimler and Setra repre-
sentatives from Europe will speak 
to customers about the Setra S 417 
advances and how the many luxuri-
ous options make the model a fleet-
differentiating choice for operators.

MCI Service Parts will provide 
details on new parts programs and 
technician training expansion, and 
it will demonstrate the new MCI 
Companion App. Smartphone 
users with MCI and Setra fleets are 

now able to rapidly connect to all 
things MCI.

The app features fast, mobile 
access to an interactive map of 
MCI service center locations and 
one-touch calling for technical and 
emergency roadside assistance, 
parts promotions, and product in-
formation and much more. 

MCI is inviting operators to 
nominate drivers for the eRating 
Driver of the Month Award. The 
award is sponsored by MCI but is 
open to drivers of all coach makes 
and models. Nominating forms will 

be available at the company’s booth.
The company will recognize all 

of the 2015 winners on Tuesday.
MCI is once again hosting a 

Setra Biergarten with a sampling 
of authentic German beers and 
snacks on Tuesday Feb. 2 from 
noon to 5 p.m.

The company will be giving 
away prizes, including an Apple 
iWatch (restrictions apply), with 
winners chosen from those who play 
its Reliability Driven Roadmap to 
Win game. The Grand Prize drawing 
takes place on Tuesday at 4 p.m.

45 (mostly new) reasons to attend Motorcoach Expo 2016
 ATLANTA — Forty-five ex-

hibitors — including coach opera-
tors, bus sales companies, high-
tech manufacturers and financial 
and insurance f irms — will be 
making their first UMA Motor-
coach Expo appearance this month 
or are returning after an absence.

These are the new and return-
ing exhibitors and their booth 
numbers (be sure and stop by to 
visit them during Expo):

•  Alliance AutoGas (AAG) — 
No. 445

• AMBEST, Inc. — No. 717

•  American Fleet Inc. — No. 422
•  AMF Bruns of America LP —  

No. 616
• Atlantic City — No. 527
• Blue1USA — No. 1102
•  Bode North America, Inc. — 

No. 1149
•  Bus & Motorcoach Academy 

— No. 722
•  Bus Parts Experts  —  No. 643
• BusesOnline.com — No. 621
• Busgraphix.com — No. 242
• Central Turbos — No. 331
• Cobbs Allen — No. 758
• D&W Diesel, Inc. — No. 324

• Edson Financial — No. 449
•  FSX Equipment, Inc. — 

No. 1106
•  Gerber Scientific Products 

— No. 845
• GPS Insight — No. 641
•  GreenRoad Technologies —  

No. 542
•  Insure and Go, USA — No. 547
• Irizar — No. 256
• J&J Chemical — No. 715
• KeepTruckin — No. 339
•  LimosandBuses4Sale — 

No. 426
•  Meet College Park GA CVB —  

No. 431
•  National Transporation Safety 

Board — No. 757
•  Onspot Automatic Tire Chains  

— No. 549
•  PF Distribution Center, Inc. —  

No. 335
•  PITT OHIO — No. 234
•  ProFusion Industries — No. 536
• Rear View Safety — No. 428
•  Rochester City Lines — No. 447
• Safety Step — No. 523
• Safety Vision — No. 328
• SEFAC, Inc. — No. 432
• Subout.com — No. 856

•  The Ridges Resort & Marina 
— No. 425

•  Transportation Information 
Systems — No. 427

•  Transportation Safety Systems  
— No. 657

• UBUS — No. 658
•  UC Davis Extension — 

 No. 1203
•  Ultra Seat Corporation — 

No. 440
•  Unit Chemical Corporation —  

No. 1104
•  Webb Severe Duty — No. 341
•  Wheeler Bros, Inc. — No. 1147
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www.amfbrunsamerica.com

AMF Protektor wheelchair 
restraint systems

For more 
information 
please call

877-506-3770

• The Global Standard

• Meet ADA, American and International 

 Safety testing and regulations

• Compatible with nearly all standard and 

 power wheelchairs

• Available in 2 levels:

 - Silver Series – fully automatic pull-out

 - Black Series – manual pull-out

• All retractors equipped with knob to

 ensure the most secure attachment 

 possible

ISO 10542-1 + 2, DIN 75078-2, CSA Z 605, FMSS/CNVSS, AS 2596, SAE J 49, 2001/85/ EC and ISO 9001

Europe’s #1 Selling Retractors 
Now Available in America

1797 Georgetown Road, Hudson, OH 44236

AngelTrax app tracks driver behavior
NEWTON, Ala. — AngelTrax, 

a mobile video surveillance provid-
er, has unveiled the new Moto-
Trax™ Driver Behavior feature, de-
signed specif ically to help fleet 
managers instantly identify their 
riskiest drivers in real time.

Driver Behavior is the most ad-
vanced feature in MotoTrax, the An-
gelTrax online surveillance manag-
er. The optional feature equips 
transportation directors with the 
data and analysis needed to pinpoint 
the drivers and behaviors that can 
cost the company the most in insur-

ance, litigation and maintenance.
With instant alerts, advanced 

scoring algorithms and easy-to-read 
comparison charts, the Driver Be-
havior feature delivers critical infor-
mation in a user-friendly interface.

Live, in-browser scoring can be 
accessed securely from any location 
with an active Internet connection, 
providing real-time vehicle, group 
and fleet comparisons. Video clips 
correlating with event alerts are 
downloaded directly to a computer 
to reveal the cause and effect of hard 
braking, swerving and other aggres-

sive or distracted driving habits.
“Instead of relying on a third 

party to send you only the video 
clips they think you ought to see, 
you now have access to every video 
clip tagged with an event marker,” 
said AngelTrax President and CEO 
Richie Howard. “When a fleet man-
ager is coaching a driver, showing 
the actual video of their own driving 
habits can make all the difference 
between an OK driver and the new 
safest driver in the company.”

To learn more, visit Expo Booth 
607 or go to www.angeltrax.com.

Complete Coach Works adding DPFs
RIVERSIDE, Calif. — Com-

plete Coach Works is in the pro-
cess of completing the installation 
of Diesel Particulate Filters (DPFs) 
on 20 motorcoaches for El Paso-
Los Angeles Limousine Express, 
Inc.

The project ensures that coach-
es operated by the company meet 
particulate emission standards for 
diesel-powered vehicles set by var-
ious regulatory agencies.

 Several days of data logging 
on each engine is performed to ob-
tain crucial information about the 
vehicle’s exhaust system.  

The data logger, which is tem-
porarily installed on each vehicle, 
documents exhaust temperatures 
during normal engine operation. 

Exhaust temperatures, which can 
be influenced by vehicle speed, 
load, idling, ambient air tempera-
tures and driver tendencies, can 
impact the operation of the proper 
filter. 

After data logging, each engine 
undergoes an assessment for flaws 
such as oil leaks, heavy smoke and 
exhaust leaks. 

The next step is the installation 
of the DPF, which is a three-day 
process. Every coach receives the 
same type of passive filter, which 
can be removed, cleaned and re-
placed while the coaches are in the 
shop for routine maintenance.

“These are tour buses,” Mando 
Aguirre of Complete Coach Works 
said. “They have a tight allocation 

for where the filter can be mount-
ed, but even with that challenge we 
were able to complete a successful 
installation.”

He said the project has allowed 
the company to prove its ability to 
provide sound, secure installations 
during a short time frame to avoid 
affecting the company’s scheduled 
operations.

“The most important thing is 
for our customers to know that…
they will have a filter that has been 
installed in a safe process with all 
the due diligence done in regards 
to safety and the safe operation of 
that filter,” Aguirre said.

For more information visit 
Expo Booth No. 928 or go to www.
completecoach.com.

GPS Insight releases new
FMCSA-compliant ELD

SCOTTSDALE, Ariz. — GPS 
Insight, a technology provider of 
GPS vehicle and asset tracking 
products for commercial and gov-
ernment fleets, has released a new 
electronic logging device (ELD).

The GPS Insight Hours of Ser-
vice system leverages Innovative 
Software Engineering’s eFleet-
Suite application and the ELD 
2000, a new GPS Insight-powered 
Android tablet, to deliver GPS 
fleet tracking, real-time electronic 
driver logs, Driver Vehicle Inspec-
tion Reports and navigation for 
FMCSA compliance.

The system is designed to elim-
inate paperwork, reduce manual 
input errors and ensure vehicles are 

repaired in a timely manner. Elec-
tronic driver logs automatically 
capture driver log information and 
comprehensive back-office report-
ing allows fleet personnel to make 
proactive decisions to avoid hours-
of-service violations.

It also provides navigation ca-
pabilities that improve routing 
efficiency. 

The GPS Insight Hours of Ser-
vice system complies with the cur-
rent FMCSA requirements and 
will be updated to comply with the 
ELD mandate that takes effect in 
December 2017.

For more information, visit 
Expo Booth No. 641 or go to www.
gpsinsight.com.

Rochester City Lines touting
plan to improve driver health

ROCHESTER,  Minn .  — 
Rochester City Lines is presenting 
a simple plan to help improve the 
health and wellness of drivers and 
associated staff during UMA Expo 
2016 in Atlanta.

Owners Dan and Clavonne 
Holter said they became interested 
in the Isagenix comprehensive 
system of products as a way of 
lowering their health insurance 
costs while benefitting the health 
and nutrition of their drivers.

They said that drivers with in-
creased alertness are safer and have 
greater job satisfaction, which leads 
to driver retention. And healthy 

workers results in fewer sick days. 
The nutrient- dense Isagenix 

product line is based on a scientif-
ic discovery that won the Nobel 
Prize in physiology and medicine 
in 2009. The products create the 
ability to age well and build lean 
muscle, and they also address 
other health challenges for people 
of all ages.

One- on- one free coaching by 
phone and advice is available from 
a team of health professionals. 

For free samples of the prod-
ucts, visit Expo Booth No. 447. 
More information is available at 
www.drscience.info.

Voyager introduces rear mirror monitor
ELKHART, Ind. — ASA Elec-

tronics has introduced a new re-
placement rearview mirror moni-
tor to assist drivers with changing 
lanes, merging into traff ic and 
backing up.

The Voyager Replacement 
Rearview Mirror Monitor provides 
real-time images of vehicle blind 
spots displayed on the rearview 
mirror. 

The monitor includes a seven-
inch LCD screen with a 16:9 as-
pect ratio. It supports three camera 
inputs for rear and side camera ap-
plications. The overall size is 10.2 
wide by 4.25 inches high by 1.8 
inches deep and includes an inte-
grated audio speaker. 

The monitor can be powered 
manually or automatically trig-
gered by 12-volt DC power. Front 
side button control allows for man-
ual camera source selection and 
picture adjustment (via Menu). 
The Voyager mirror monitor works 
with all Voyager cameras and is a 
perfect replacement option for 
rearview mirrors on Ford, GM, 
Dodge and Sprinter chassis.

ASA Electronics has been de-
signing and manufacturing mobile 
electronic products for the marine, 
RV, van, commercial, bus and limo 

industries since 1977. 
For more information, visit 

Expo Booth No. 226 or go to www.
asaelectronics.com.
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GREENBELT, Md. — Collin 
B. Mooney has been named execu-
tive director of the Commercial 
Vehicle Safety Alliance.

Mooney has been with CVSA 
for the past 13 years and has been 
deputy executive director since 
2010. He was named acting execu-
tive director in 2015.

CVSA President Maj. Jay 
Thompson of the Arkansas High-
way Police said the organization’s 
Executive Committee conducted a 
comprehensive search before nam-
ing  Mooney its f ifth executive 
director.

“After 13 years with CVSA, 
through his unwavering commit-
ment to this alliance and its mis-
sion, his deep industry knowledge, 
and his devotion to transportation 
safety, Collin has demonstrated he 
has what it takes to lead this orga-
nization and we are confident he 
will move us forward in achieving 
our strategic goals and mission,” 
Thompson said.

Mooney has 27 years of expe-
rience in the transportation safety 
industry, all of which have been 
dedicated to large truck and bus 
safety. He began his public safety 
career began in Canada with the 
Saskatchewan Highway Transport 
Patrol working in various locations 
within the province.

He also spent more than a de-
cade as a transport officer with the 

C o m m e r c i a l 
Ve h i c l e  E n -
f o r c e m e n t 
Branch of Al-
berta Transpor-
tation (now Al-
ber ta  Just ice 
and Solicitor 
General).

“As a former 
transport officer 
and CVSA-certified inspector, I un-
derstand the many challenges our 
roadside inspectors face, each and 
every day, in order to ensure the safe 
and efficient movement of people 
and commerce throughout North 
America,” Mooney said.

“I’m excited about the oppor-
tunity to continue with my dedi-
cated service of promoting com-
mercial motor vehicle safety, by 
working collaboratively with 
member jurisdictions, all levels of 
government and the various indus-
try stakeholders to lead the alli-
ance into the future.”

Mooney’s responsibilities as 
CVSA’s executive director will be 
to provide leadership, direction and 
administration for all aspects of the 
alliance, respond to the needs of the 
membership, advocate CVSA’s 
public policy positions, provide 
quality programs and services to 
members and partners, and work 
toward the achievement of CVSA’s 
mission, vision and goals.

Collin Mooney named
CVSA executive director

See Us at UMA Expo
Booth 
#739

Collin Mooney

CARSON, Calif. — Bob Froe-
schle, a beloved, avuncular and hu-
morous Southern California vehi-
cle salesman for more than six 
decades, died on Jan. 1 in a local 
hospital.

By the calendar, he was 99, but 
only days shy of his 100th birth-
day. Froeschle was born Jan. 11, 
1916, about five years after the 
f irst mass-produced consumer 
cars hit U.S. roads. A resident of 
Carson, he died of natural causes 
after a brief hospital stay.

Froeschle had worked at multi-
ple auto dealerships in Southern 
California since he started in 1939 
at a Cadillac dealership in Santa 
Ana. But he was best known in the 
limousine industry as a salesman 
for Coach West in Carson, about 15 
miles south of Los Angeles, where 
he was hired in 1989 at age 73.

He had started selling stretch 
limousines in 1980 for another dis-
tributor, and eventually sold all 
types of limos, buses, funeral vehi-
cles and chauffeured cars to clients 
along the West Coast.

“He had to 
teach a lot of 
people how to 
drive when he 
f i r s t  s t a r t ed 
selling cars,” 
said Jay Real, 
owner and CEO 
of Coach West, 
who hired Froe-
schle. “Driving 
was still new to a lot of people back 
then.”

Froeschle embodied stamina, 
longevity, consistency and sheer 
joy of living. He regularly deliv-
ered vehicles to clients up to age 
94, drove his own car until age 98, 
and worked steadily selling vehi-
cles until the summer of 2015.

“He and I had a joke that he had 
a contract here until he turned 100,” 
Real said. “He was just an icon. He 
was usually the first one in the of-
fice, and the last one to leave.”

Froeschle’s sales approach was 
defined by a sense of humor and 
loyalty to the customer, Real said. 
“He touched a lot of people.”

Longtime limo and bus 
salesman Froeschle dies

Bob Froeschle
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By Christian Riddell
Motorcoach Marketing Council

According to the Chinese cal-
endar, 2016 is the Year of the 
Monkey.

But for business owners look-
ing to hire additional or better em-
ployees, this is the year of recruit-
ment marketing.

Finding good talent is a big 
challenge across the board for com-
panies big and small these days. Al-
though we can often feel alone as 
we look for new drivers or staff, the 
reality is that finding new, quali-
fied, interested, hardworking, con-
sistent, long-term employees is dif-
ficult for all companies. 

“Recruitment marketing” is a 
term that you will hear a lot in the 
news over the next year. Compa-
nies are shifting away from tradi-
tional methods of f inding new 
hires and looking for better ways 
to attract the talent they want. 

Recruitment marketing is de-
fined on smashfly.com as “…every 
tactic — content marketing, email 
nurturing, social recruiting, mo-
bile recruiting, career site, SEO, 
employee referrals, talent net-

works, job marketing, employer 
branding, recruiting events, re-
cruiting analytics, CRM — that a 
talent acquisition team uses to 
find, attract, engage and nurture 
leads in order to convert them into 
more qualified applicants to fill 
jobs now and in the future.” 

While that may seem like a 
mouthful, it also sheds some light 
on what it is that people are doing 
to find talent in the competitive job 
marketplace. The days of putting 
an ad on Craigslist or posting to a 
local job board are over and they’re 
quickly being replaced by compa-
nies that understand that recruits 
are looking for more than a job; 
they are looking for a place to 
land. 

These potential employees are 
looking to your social media, web-
sites, blogs, videos and more to try 
to decide if your company is really 
the place where they want to spend 
their time and effort. This new 
frontier is transforming the re-
cruitment job and becoming the 
new normal. 

If you are, like most compa-
nies, immediately feeling over-
whelmed, here are a few simple 

things you can do to move toward a 
better recruitment marketing 
strategy: 

Share your existing employ-
ees’ stories. A 30-second video 
with a loyal employee who loves 
working for your company and is a 
true company player is a powerful 
recruitment tool.  Never underesti-
mate the power of a few employees 
talking about how much they love 
to work for your company. 

This starts to paint a picture of 
a company that not only talks a 
good game, but has employees 
who are happy to be there as well. 

Talk to your applicants. 
Again, use video and talk to your 
potential applicants. Have owners 
or managers tell those applying for 
a job just how much they care 
about  the  company and i t s 
employees. 

Tell them why your company is 
the best to work for and why they 

should care, and extend a personal 
invitation to them to join your 
team. 

Create Web pages specific to 
the job you are looking to fill. 
Regardless of whether you’re hir-
ing drivers, dispatchers or bus 
washers, build a page that talks 
about that particular position. 

Seventy-nine percent of those 
looking for a new job head online 
to do so. On these pages, tell them 
how much that job means to your 
organization, why you care about 
the people who work in those posi-
tions, and what they need to do (or 
be) to apply.

Use text and video to engage 
potential applicants before they 
even submit an application.

Make sure your career pages 
are mobile friendly. Mobile site 
usage is up dramatically and will 
continue to be more and more a 
part of the job market moving 
forward. 

Make sure you use website ele-
ments that work on both Apple and 
Android, and that you only choose 
ways to deliver content that will 
work universally. 

Those companies that do this 

have been proven to receive twice 
as many quality applicants as those 
that don’t.

Have an online pre-applica-
tion. One of the most frequently 
made mistakes by companies 
doing online recruiting is making 
it difficult to apply. 

Make your primary application 
just a few short questions that can 
be answered in less than one min-
ute. Use this data to pass appli-
cants on to the next step of the pro-
cess to a full application. 

This ensures that you capture 
their contact information and can 
continue to recruit them moving 
forward. 

Use images and videos in job 
ads. Even if you are posting on 
craigslist or Monster.com, remem-
ber to put images and videos to 
further engage your potential 
recruits.

Your mission here is to show 
them why you are different. Don’t 
just put up photos of the inside of 
your buses or your shop.

Put images of smiling, happy 
employees and driver meetings; 
videos of your employee parties; 

Let’s make 2016 the year of recruitment marketing

www.amerisearchbga.com
1-800-569-6133

ALLIANCE
BACKGROUND
AMERISEARCH• Domestic & Foreign           

 Criminal Checks

• Previous Employment &     
 Education Checks

• Drug Screening

• Social Media Searches

Making hiring
less of  a

guessing game

Marketing Minute

I t ’s  t h e  Smar t  Move
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The federal investigators found 
some problems in the maintenance 
shop and left a list of 33 safety and 
health violations worth $156,800 
in proposed penalties.

Prompted by a complaint, in-
spectors from the U.S. Occupa-
tional Safety and Health Adminis-
tration (OSHA) visited a Louisiana 
trucking company last year. The 
company was cited for a blocked 
and unmarked emergency exit, un-
grounded electric equipment, un-
guarded machine tools, an uncov-
ered electrical outlet box and 
various noise, respiratory and fire 
hazards.

The outcome should serve as a 
reminder to transportation compa-
nies across the country, said safety 
consultant Matthew Daecher, pres-
ident of Daecher Consulting 
Group in Camp Hill, Pa.

“If you don’t know anything 
about OSHA, whether you are not 
in compliance or your equipment 
is not up to safety standards, you 
have the higher potential of a seri-
ous injury in your facility,” he said. 
“Second, if a disgruntled employee 
makes a complaint, whether it is 

founded or not, they are going to 
investigate. If they find something, 
the fines can be significant.”

According to an OSHA bro-
chure, the agency cannot inspect 
all 7 million workplaces it covers 
each year. In fact, OSHA conduct-
ed 36,163 inspections in 2014, the 
last year for which statistics have 
been released. 

“The odds of being visited by 
OSHA are pretty low,” Daecher 
said. “It is not something people 
tend to focus on in this industry. 
We are so focused on transporta-
tion and DOT regulations, because 
that is where the largest risks are, 
and people don’t put a lot of effort 
into workplace safety and OSHA 
unless they have been stung by an 
inspection or a significant injury.”

Penalties for violations of 
OSHA regulations range from 
zero to $1,000 for an “other-than-
serious violation” and can reach 
$70,000 for a “willful” violation 
that “the employer intentionally 
and knowingly commits.” Repeat-
ed violations found in re-inspec-
tions can be penalized at $70,000 
and multiplied two, f ive or 10 

times depending upon the size of 
the business. 

An employer convicted of a 
criminal violation that results in 
the death of an employee could be 
fined up to $250,000 and impris-
oned up to six months or both. If 
the employer is a corporation the 
f ine  could  be  increased  to 
$500,000.

The offenders
Each month OSHA posts a 

couple of dozen press releases to 
its website, each announcing sig-
nificant penalties levied against 
workplaces written up for multiple 
violations. Only a handful of the 
2015 announcements appeared to 
involve transportation companies.

One of these was Transporter 
Maintenance and Inspection LLC, 
a trucking company with 33 em-
ployees in Port Allen, La. The most 
serious offense, termed a willful 
violation, was failure to provide 
guardrails or “personal fall arrest” 
systems for employees working on 
tanker trailers. Inspectors also 
found 27 “serious” violations and 
five “other” violations at the shop 

to tally a penalty total of $156,800.
In April OSHA announced 

penalties for two transportation fa-
cilities near Idaho Falls, Idaho, 
which were the sites of fatal inci-
dents involving mechanics. On 
Jan. 12, 2015, a mechanic per-
forming transmission work for VH 
Trucking & Construction LLC 
was crushed when a truck fell off 
wooden blocks. Two weeks later an 
employee of Cross’s Crashes Inc., 
a salvage yard, was killed when a 
van fell off of wheel rims.

An OSHA area director called 
the incidents “preventable trage-
dies.” The press release said nei-
ther company “had basic safety 
programs or precautions in place. 
Neither employer took the steps 
necessary to secure the vehicles to 
prevent them from falling.”

OSHA proposed f ines of 
$16,800 for VH Trucking and 
$9,800 for Cross’s Crashes.

Why Us?
“Pretty much any private oper-

ator is going to be subject to 
OSHA,” Daecher said. “Some 
states have more active state occu-

pational safety agencies but the 
federal standards are applicable. 
Some states have very active regu-
latory agencies and regulations 
that go above and beyond what 
OSHA does on a federal level.”

The odds of an OSHA visit in-
crease following a fatality or seri-
ous injury as well as the filing of a 
complaint. The agency’s statistics 
list “fatality/catastrophe investiga-
tions” as the prompts for 850 of 
the inspections in 2014. Com-
plaints led to 9,570 inspections.

The 36,163 inspections in 2014 
resulted in 67,941 total violations, 
including 439 that were willful, 
49,616 that were serious and 2,966 
that were repeated.

Federal law authorizes OSHA 
investigators to inspect work plac-
es without advance notice, but re-
ceipt of a complaint is likely to re-
sult initially in a phone call.

“They will decide whether to 
investigate depending upon your 
response to the call,” Daecher said. 
“If they call and you don’t have the 
right knowledge or right vocabu-
lary for talking to them, that might 

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
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lead to a higher possibility of them 
coming on site.”

Familiarity with OSHA prac-
tices requires more effort than 
placing a guidebook on the shelf, 
said Daecher, who advises clients 
on safety matters.

“It certainly does take effort. 
There are hundreds of OSHA stan-
dards and regulations. You have to 
understand which ones apply to 
transportation operations and 
which ones are applicable in the 
types of facilities you operate. 

Then you have to understand the 
actual regulations,” he said.

“You can’t just buy a book, put 
i t  o n  t h e  s h e l f  a n d  b e  i n 
compliance.”

Safe work practices and condi-
tions should be a responsibility of 
every employee, Daecher advised.

“Almost every OSHA regula-
tion has a training component. A 
lot of training is required before an 
employee serves one minute in 
whatever job they are going to do. 
When you hire a guy, you should 
provide him with OSHA-required 
training before he starts working 
in the shop on day one,” he said.

January 2016

31-Feb. 4 UMA Motorcoach 
Expo 2016, Georgia World 
Congress Center, Atlanta. Info: 
www.motorcoachexpo.com.

31-Feb. 4 Travel Exchange/
NTA Convention, Georgia World 
Congress Center, Atlanta. Info: 
www.ntaonline.com.

February 2016

2 National Association of 
Motorcoach Operators Semi-
Annual Members Meeting, 
Georgia World Conference 
Center, Atlanta. Info: www.
namocoaches.org.

2-5 2016 Van Hool Training 
Workshop, Winter Garden, Fla. 
Info: http://abc-companies.com/
service/training-and-support/
workshops/register.

9-12 Spader Workshop: Total 
Management 2, Ft. Lauderdale, 
Fla. Info: www.spader.com.

21-23 Trailways Stockholders 
Meeting & Conference, Westin 
Cape Coral Resort at Marina 
Village, Cape Coral, Fla. Info: 
www.teamtrailways.com.

March 2016

7-10 Spader Workshop: Total 
Management 2, Calgary, Alberta, 
Canada. Info: www.spader.com.

15 Greater New Jersey Motor-

coach Association Spring 
Meeting & Awards Luncheon, 
Bally’s Hotel & Casino, Atlantic 
City, N.J. Info: www.gnjma.com.

15-18 2016 Van Hool Training 
Workshop, Costa Mesa, Calif. 
Info: http://abc-companies.com/
service/training-and-support/
workshops/register.

30 Pennsylvania Bus Associa-
tion Marketplace…a Group 
Leader Show, Spooky Nook 
Sports Complex, Manheim, Pa. 
Info: www.pabus.org.

31 Annual 2016 Maryland 
Motorcoach Association Group 
Leader Travel Showcase, 
Spooky Nook Sports Complex, 
Manheim, Pa. Info: www.
marylandmotorcoach.org.

Calendar

UNLIMITED 4G LTE 

WIFI ON-BOARD

REAL TIME VIDEO & GPS

E-LOG & DIVR

• MOBILE VIDEO CAMERAS •   GPS   •   UNLIMITED WIFI ON-BOARD
• PASSANGER MEDIA SERVER •  E-LOG   •  CUSTOMER COUNTING
C A L L  F O R  A  F R E E  D E M O  C A L L  1-888-668-6698

ALERTS & EVENTS

WEB-BASED APPLICATION

WWW.EYERIDEONLINE.COM

INTELLIGENT ALL IN ONE FLEET MANAGMENT SOLUTION
                                  VISIT US AT THE                                  BOOTH#340

REAL TIME LIVE VIDEO STREAMING

Wichita. On the line haul, Village 
Tours makes Greyhound connec-
tions east and west out of Salina on 
Interstate 70 and in Pueblo.

Business last year was good for 
Village Tours, as was 2014, Arens-
dorf said.

“We start every year not really 
knowing how it’s going to go be-
cause we don’t sit on a lot of con-

tracts that repeat every year,” he 
said. “And you hope that the busi-
ness comes back and it has been, 
so I think we’re doing things the 
right way.”

Arensdorf expects 2016 to be 
better than 2015, based on the 
trend of the last five years.

“Revenues have been going up 
— obviously, a lot of acquisitions, 
so that should drive revenues, too 
— but we’ve also been keeping our 
expenses in check and maintaining 

the kind of margin that we need to 
keep going,” he said.

Johnson, who intends to do 
some part-time driving for Village 
Tours, said he and McMahan fo-
cused on a diversif ied base of 
charter customers for Letsgo and a 
safe fleet.

“Richard and I always just ran 
our operation that if we wouldn’t 
put our grandchildren on that bus, 
we wouldn’t put anybody on that 
bus,” Johnson said.

Village Tours
CONTINUED FROM PAGE 21

or anything else that will convince 
them that choosing your company 
would be better than going with 
one of your competitors. 

Recruiting is big business and 
we, as an industry, have a long way 
to go to become better at it. Not 
only do we need to show recruits 
that we are a great company that 
focuses on customer service, has 
good equipment, offers competi-
tive prices and makes safety a top 
priority — all of which are good 
things — we also need them to 
know that their lives will be better 

if they choose us.
As you think about your re-

cruiting strategy this year, think 
about how your company culture 
and philosophies will impact your 
employees. Think about your goals 
as an organization and what growth 
opportunities may exist for top 
performing employees.

And think about what you can 
do to breathe life into your online 
ads and what strategies you’ll im-
plement to turn 2016 into the year 
of better recruitment marketing! 

For more information about the 
Motorcoach Marketing Council 
and its programs, go to www.mo-
torcoachmarketing.org.

Marketing Minute
CONTINUED FROM PAGE 32

OSHA
CONTINUED FROM PAGE 33



“TEMSA”,  “TS35” and Circle Design marks are trademarks owned by TEMSA GLOBAL SANAYI VE TICARET ANONIM SIRKETI.

TM

With top quality manufacturing, fully stainless steel exterior, and luxurious 
comfortable interior, your customers are sure to be satisfied.  We offer 
coaches of 30, 35, and 45 feet to accommodate a group of any size and 
help you best utilize your fleet.  Reliability that’s affordable. 

RELIABLE TRAVEL
RELIABLE COACH  RELIABLE SERVICE

877-723-4045 or visit WWW.CHBUSSALES.COM
For more information, contact CH Bus Sales at:


