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LOS ANGELES — The new 
45-foot model coach from Temsa, 
the TS45, got a thorough going 
over by operators at its West Coast 
unveiling during UMA Motor-
coach Expo here in mid-February.

The TS45 gives Temsa, and its 
distributor, CH Bus Sales, a fami-
ly of models in three lengths – 30, 
35 and 45 feet.

At Expo, Vandalia Bus Lines 
of Caseyville, Ill., was recognized 
for ordering the first TS45, receiv-
ing a plaque and acknowledge-
ment during a ceremony.

Vandalia is an 80-year-old 
coach operation that has been 
owned by the Streif family for 
nearly 40 years. It’s headed by 
President Dale Streif and Vice 

President Dennis Streif.   
Temsa and CH expect TS45 

demonstrators to be available in 
April, and customer deliveries are 
planned to begin in July or August. 
The 45-foot model was specifically 
designed and developed for North 
American bus operators. 

The 57-passenger coach uses 

Temsa introduces 45-foot model
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Lane departure, tire pressure monitoring and fire suppression systems are standard on the new 45-foot Temsa.

ALBANY, N.Y. — The Federal 
Transit Administration has told the 
public transit agency here it may 
not bid on a state commuter shuttle 
contract because it has been a re-
cipient of federal funding.

The New York (State) Office of 
General Services requested bids 
last year for commuter bus ser-
vice, transporting thousands of 
state workers from five parking 
lots to offices in the capital com-
plex in downtown Albany.

Among the bidders for the 
shuttles was the Capital District 
Transportation Authority, the pub-
lic transit agency serving Albany.

In November, Yankee Trails 
Inc., a motorcoach operator based 
in Rensselaer, N.Y., asked the FTA 
for an advisory opinion on wheth-
er the transit agency was eligible 
to provide the service to the state. 
(See Dec. 1 Bus & Motorcoach 
News.)

Yankee Trails asserted in its re-
quest for the opinion that the pro-
posed shuttle was “charter ser-
vice” under FTA regulations. And 
because the Capital District Trans-
portation Authority was a recipient 
of FTA funds, it should be barred 
from providing the service.

Yankee Trails has held con-
tracts for the service for more than 
40 years.

FTA Deputy Chief Counsel 
Dana C. Nifosi issued an opinion, 
agreeing with the Yankee Trails 
position.

According to Nifosi, “A recipi-
ent of FTA financial assistance is 
prohibited from providing charter 
service. FTA defines charter ser-
vice as, “Transportation provided 
by a recipient at the request of a 
third party for the exclusive use of 
a bus or van for a negotiated price.”

The federal charter service rule 

Ruling favors N.Y. operator
in commuter shuttle dispute

Postmaster: Please deliver on or before 3/1/14

Last spring, when the United 
Motorcoach Association conduct-
ed its annual UMA Membership 
Survey and Industry Assessment, 
the Patient Protection and Afford-
able Care Act was on the minds of 
many coach operators.

At the time, nearly 75 percent 
of the operators participating in 
the survey indicated they were 
“not ready” for full implementa-
tion of the act, which is better 
known as Obamacare.

Additionally, 60 percent of the 
operators responding to the survey 
said they were unsure of the impli-
cations of compliance with the law.

Despite considerable confu-
sion over the law and its mandates, 
diff iculties in implementing it, 
and changes to deadlines, it ap-

pears many operators muddled 
through, got smart on many as-
pects and nuances of the law, and 
did what they had to do to get and 
keep their employees insured.

For those who haven’t been 
paying attention, the Affordable 
Care Act is the largest U.S. expan-
sion of health insurance in more 
than 40 years. Among many other 
things, the law set up government-
run insurance exchanges where 
Americans can buy private health 
plans with the help of federal tax 
credits for those who qualify.

In the weeks after the Afford-
able Care Act took full effect on 
Jan. 1, Bus & Motorcoach News 
contacted upwards of 30 motor-
coach operators to ask them what 
happened regarding their com-

pany health-insurance plans at the 
end of 2013 and the start of this 
year. 

Here’s a sampling of what op-
erators told us.

In North Carolina
Tom Crouch, president of 

Young Transportation in Ashe-
ville, N.C., said the company de-
cided that for 2014 it would keep 
its “good (health insurance) plan.” 

“I think there are a few people 
(employees) coming on our plan, 
who looked at it both ways, and 
they’re coming on our plan be-
cause the (government-run health) 
exchange was more expensive.

“We’re not contributing to the 
exchange premiums and, in some 
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RICHFIELD, Ohio — Nation-
al Interstate Corporation’s days as 
an independently-operated, quasi-
public company appear to be 
numbered. 

As a “public company,” Na-
tional Interstate has an unusual 
ownership structure. Controlling 
interest is in the hands of Great 
American Insurance Co., which is 
a subsidiary of insurance giant, 
American Financial Group.

Cincinnati-based American Fi-
nancial Group announced last 
month it had launched a tender 
offer for all of the outstanding 
shares of National Interstate that 
Great American Insurance doesn’t 
already own.

There are just over 19,720,000 
shares of National Interstate shares 
outstanding, of which 10,200,000 

shares  are  owned by Great 
American.

The remaining 9,520,000 
shares are owned by a few hundred 
stockholders, the three biggest of 
which — as of a year ago — were 
T. Rowe Price Associates, which 
owned about 10 percent, or close 
to 2 million shares; Fidelity Man-
agement & Research Co., which 
owned just over 5 percent, or 1 
million shares, and Alan Spach-
man, National Interstate’s founder.

As of March 2013, Spachman 
owned nearly 1.7 million shares of 
National Interstate, or 8.6 percent. 
Additionally, he was the benefi-
ciary of trusts that held another 
463,000 shares of the company he 
founded as a motorcoach insurer 
in 1989.

Insurance giant makes offer
for National Interstate Corp.

CONTINUED ON PAGE 12 c

Obamacare
Some operators coping (nicely) with health law 
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AUSTIN, Texas — The legality 
of an ordinance — being contested 
by the United Motorcoach Associ-
ation — that imposes city regula-
tions on motorcoaches operating 
in Austin is in the hands of a fed-
eral judge following a full day of 
testimony here.

Attorneys for the association 
and the city faced off before U.S. 
District Judge Sam Sparks regard-
ing the ordinance that not only 
regulates charter buses but also 
imposes fees for operating coaches 
within the city.

Both parties were granted 10 
days to submit letters summarizing 
the facts of the case, as well as a 
proposed judgment.

Sparks said he will make a rul-
ing soon after.

From the start of the hearing, it 
was clear the attorneys did not 
share much common ground.

“We reached agreement last 
week, and the agreement is we’re 
diametrically opposed,” UMA at-
torney Dan Mastromarco said of 
city attorney Chris Coppola in his 
opening statement.

Mastromarco argued that the 
ordinance, approved in June, 
would hinder motorcoach opera-
tors from doing business in Austin, 
while Coppola emphasized its 
safety-related aspects, such as in-
spections and requirements for 
minimum insurance and commer-

cial drivers licenses.
Among major concerns ex-

pressed by Mastromarco — on be-
half of UMA — was the possibili-
ty that a violation by one bus could 
revoke entirely a carrier’s authority 
to charter buses.

The UMA lawsuit seeks to 
over turn the ordinance (No. 
20130620-051), pertaining to 
“Ground Transportation Passenger 
Services,” which in addition to im-
posing operating restrictions, re-
quires motorcoach operators to 
pay an annual fee of up to $400 per 
vehicle to the city or face im-
poundment of their coaches.

The premise of the UMA law-
suit is that the local rule violates 

federal law, imposes unnecessary 
costs and burdens on interstate 
commerce, and jeopardizes federal 
funding the state receives for safe-
ty enforcement.

A legal brief summarizing the 
city’s response to the UMA suit 
states that the “ordinance regu-
lating certain charter transporta-
tion service is not pre-empted and 
does not unduly burden interstate 
commerce in violation of the com-
merce  c l ause  (o f  t he  U.S . 
Constitution).”

But, according to the UMA 
suit, the ordinance “usurps (feder-
al) power to regulate ‘operating 
authority’ for interstate and intra-
state charter bus operators by im-

posing” discriminatory and unduly 
burdensome municipal require-
ments as a precondition to travel-
ing within the city.

“Mr. Mastromarco vastly over-
states the scope of the city’s reach,” 
Coppola said during the eviden-
tiary hearing. 

“We only regulate charter 
transportation that operates point 
to point within the city. That’s in 
the definition of charter service in 
the ordinance.…He’s said the fed-
eral regulations are more extensive 
than what the city requires. If that’s 
true, I don’t see why we’re here.”

Paul Arcediano, owner of an 
Austin-based company called 

BOSTON — Fung Wah Bus 
Transportation, the once-popular 
curbside Chinatown carrier shut 
down last year by federal regula-
tors for repeated safety violations, 
has lost its latest attempt to get 
back on the road.

The Federal Motor Carrier 
Safety Administration said it could 
not allow the company to resume 
service between New York and 

Boston because Fung Wah had not 
shown a willingness or ability to 
comply with  federal  safety 
regulations.

“Notwithstanding finely word-
ed statements of policy and proce-
dure put forward on their behalf, 
Fung Wah is not willing and able 
to comply with the applicable fed-
eral requirements for operating 
authority,” the agency concluded 

in its latest review and formal re-
jection of the company’s applica-
tion for new operating permit.

Despite the setback, Fung Wah 
isn’t giving up and has filed a no-
tice with the FMCSA that it plans 
to appeal the ruling, Alexander 
Linzer, a New York attorney who 
represents the company, told Bus 
& Motorcoach News. 

“Fung Wah is ready, willing 

and able to get back on the road,” 
he said, adding he is confident the 
company wil l  prevail  in i ts 
appeal.

The FMCSA pulled Fung 
Wah’s operating authority just 
over a year ago after inspectors 
from the Massachusetts Depart-
ment of Public Utilities turned up 
significant safety violations that 
resulted in the issuance of an im-

minent hazard operations out-of-
service order. 

The order directed the compa-
ny to immediately park 21 of its 28 
motorcoaches, some of which had 
serious cracks in their frames. 

According to federal regula-
tors, Fun Wah also failed to in-
spect, repair and maintain its ve-
hicles, falsified inspection records, 

CONTINUED ON PAGE 16 c

Feds reject attempt by Fung Wah to return to service

Vast differences seen in contested Austin ordinance
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WASHINGTON — The Com-
pliance, Safety, Accountability en-
forcement program created and op-
erated by the Federal Motor Carrier 
Safety Administration has been 
successful in some respects but 
needs improvement, says the U.S. 
Government  Accountabi l i ty 
Office.

CSA, as the program is often 
called, has helped the agency ex-
pand its reach, among other bene-
fits, but because of data shortcom-
ings it is not as strong a predictor of 
crash risk as it could be, the watch-
dog agency said.  T h e  F M C S A 
should revise the Safety Measure-
ment System, which is the core 
component of CSA, and it should 
take the limitations of the system 
into account when it installs the 
pending safety fitness regime, the 
GAO said.

The Government Accountabili-
ty Office undertook the analysis of 
CSA at the request of U.S. senators 

concerned about the effectiveness 
of the program.

Many in both the motorcoach 
and trucking industries have regu-
larly expressed concerns about 
CSA since it was introduced more 
than three years ago.

 While many critics support 
CSA program objectives, they 
agree with the GAO findings that 
the scores produced by the pro-
gram don’t represent an accurate or 
precise assessment of the safety of 
many bus and truck operators and 
aren’t a good predictor of future 
crash risk.

Many critics also contend the 
FMCSA should remove operator 
CSA safety scores from public 
view.

“Since scores are so often unre-
liable, third parties are prone to 
making erroneous judgments based 
on inaccurate data, an inequity that 
can only be solved in the near term 
by removing the scores from public 

view,” said one trucking industry 
executive. 

The GAO did not look at that 
question, however.

“Due to ongoing litigation re-
lated to CSA and the publication of 
SMS scores, we did not assess the 
potential effects or tradeoffs result-
ing from the display or any public 
use of these scores,” GAO said in 
its report.

SMS shortcomings
The GAO said the FMCSA 

faces two challenges in assessing 
safety risk with CSA.

First, the regulations the agen-
cy uses to calculate safety scores 
are not violated often enough to 
strongly associate them with crash 
risk for individual carriers.

And second, there is not enough 
data to reliably compare most car-
riers’ performance with their peers.

“Most carriers operate few ve-
hicles and are inspected infrequent-

Shortcomings of CSA highlightedD.C. ticket cameras to go
after more traffic violators

WASHINGTON — The auto-
mated traffic cameras that have is-
sued hundreds of thousands of 
tickets to drivers who speed or run 
red lights in the District of Colum-
bia are now spitting them out for 
several other traffic infractions.

Motorcoach drivers beware.
The cameras, which have pro-

duced tens of millions of dollars 
in revenue for the district, are now 
positioned to catch drivers who 
block intersections, roll through 
stop signs, fail to yield to pedes-
trians, pass through an intersec-
tion at an unsafe speed, or take an 
“oversize” bus or truck on a street 
too small to accommodate it.

The fines for blocking an in-
tersection or rolling through a 
stop sign are $50.

 All of the other violations 
carry a $250 fine.

The cameras have been in 

place since November, but the 
district extended the normal 
three-day warning period until 
last month.

“Motorists have been duly 
forewarned,” John B. Townsend II 
of AAA told The Washington Post.

In addition to speeding and 
red-light cameras, the Metropoli-
tan Pol ice  Depar tment  has 
deployed:

• 32 portable stop-sign cam-
eras near schools

•  24 in te rsec t ion  speed 
cameras

• 20 gridlock camera units to 
identify vehicles that “block the 
box”

• 16 crosswalk or pedestrian 
right-of-way cameras to catch 
drivers who fail to stop for a 
pedestrian

• Eight “oversize vehicle” 
camera sites on residential streets

800.423.5350
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WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration is essentially one step 
away from publishing a rule that 
would create a national database 
containing driver drug and alcohol 
test results.

The proposal, a safety man-
agement tool that many in the bus 
and trucking industries have advo-
cated for years, has been cleared 
by the White House Off ice of 
Management and Budget.

In a notice published by the 
Office of Management and Bud-
get, the OMB noted that the 
FMCSA may have to make chang-
es to the proposal it submitted be-
fore it is published.

Typically, final publication of a 
rule follows shortly after OMB 
clearance.

In general, the proposed rule 
will mandate employers to report 
positive drug-and-alcohol test re-
sults and refusals to a federal 
clearinghouse. It also will require 
prospective employers to query 
the database, with the applicant’s 
permission.

The idea is to give bus and truck 
operators a way to make sure job ap-
plicants have completed the return-
to-duty process, and to assure carri-
ers are doing the required testing.

Details will not be available 
until the proposal is published but 
Congress spelled out what it wants 
the clearinghouse to do in last 
year’s highway and public trans-

portation law.
The law says the database 

should be maintained by a third-
party contractor and should have 
security protections to ensure 
privacy.

Employers would pay a nomi-
nal fee to use the system. There 
would be no charge for drivers 

who are requesting their own 
information.

Employers would have to make 
sure that a driver applicant has 
been tested within the past three 
years. If the test was positive, the 
driver must have completed the re-
quired return-to-duty process. 

The employer also has to check 

if a driver refused to take the test. 
And the employer would have to 
check the database once a year 
after hiring the driver.

An employer would have to get 
a driver’s consent before looking 
at his or her record. The clearing-
house administrator would have to 
notify a driver when the clearing-

house has received a record, when 
a record has been modified or de-
leted, and when a result has been 
released to an employer.

Drivers would be able to make 
sure their records are accurate, and 
could make updates if necessary. 
There would be a dispute proce-
dure, including an appeal process.

White House OKs drug-and-alcohol clearinghouse rule

SAN FRANCISCO — A fed-
eral appeals court has declined to 
rehear a legal challenge to block 
implementation of California’s 
low-carbon fuel standard aimed 
at lowering greenhouse-gas emis-
sions in the transportation sector.

By refusing to revisit the 
issue, the ruling by the U.S. 9th 
Circuit Court of Appeals here 
leaves standing a three-judge 
panel’s decision last year that al-
lowed the state to move forward 
with its plan to require California 
oil refiners to reduce by 10 per-
cent the carbon content in trans-
portation fuels by 2020.

In last year’s ruling, the panel 
called the regulation an “innova-
tive, nondiscriminatory regula-
tion to impede global warming.” 

The next step open to refiners 
would be to seek a review of the de-
cision by the U.S. Supreme Court.

Refiners and others contend 
the fuel standard will boost fuel 
prices in California.

Fuel standard 
for California
remains as is
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ly, providing insufficient informa-
tion to produce reliable SMS 
scores,” the GAO said.

One result is that the FMCSA 
has identified many carriers as 
high risk that have not been in-
volved in a crash, which may 
cause the agency to miss opportu-
nities to intervene with carriers 
that were involved in crashes.

GAO’s proposed solution is 
for the safety agency to score 
only the carriers that have more 
information. GAO noted, howev-
er, that this approach comes with 
a trade-off. Fewer carriers would 
have SMS scores, but those scores 
would be more reliable predictors 
of risk.

In revising its SMS methodol-
ogy, the agency should identify 
the limitations caused by the 
quantity of data and by variability 
in the carrier population, the 
GAO said. It also should identify 
limitations in the precision and 
reliability of the data.

The GAO also noted that the 
safety agency is preparing a rule 
for determining safety f itness 
using a carrier’s safety data. The 
agency should consider the limi-
tations in that data while it drafts 
that rule, the GAO added.

FMCSA had “significant and 

Study: CSA still isn’t well understood
ARLINGTON, Va. — The 

American Transportation Re-
search Institute has released a 
white paper indicating that com-
mercial motor vehicle enforce-
ment officers do not have a good 
understanding of the Federal 
Motor Carrier Safety Administra-
tion Compliance Safety and Ac-
countability program.

CSA was adopted nationally 
by the FMCSA more than three 
years ago after it was a pilot pro-
gram in several states.

The study also indicated that 
understanding of the program by 
the nation’s truck drivers is poor.  

Among enforcement person-
nel, respondents performed with 
66.5 percent accuracy on a CSA 

knowledge test.
“These findings suggest that, 

relative to the other testing groups, 
enforcement personnel have a 
moderate understanding of CSA,” 
the study reported.

The American Transportation 
Research Institute partnered with 
the Commercial Vehicle Safety 
Alliance to obtain a baseline level 
of enforcement personnel knowl-
edge of CSA.

Ninety-nine U.S. law enforce-
ment personnel completed the 
American Transportation Research 
Institute CSA knowledge test.

Of the respondents, 90 repre-
sented state-level enforcement, 
eight were local enforcement, and 
one represented federal-level 

enforcement.
On average, truck drivers re-

sponded to the CSA knowledge 
test with 42.4 percent accuracy, 
suggesting that drivers still do not 
have a clear understanding of CSA 
— three years into its implementa-
tion, according to ATRI.

Roughly 7,800 driver respons-
es were analyzed over a three-year 
period, examining perceptions, at-
titudes and knowledge of CSA.

ATRI said it’s expanding on 
the study’s findings, including the 
enforcement personnel results.

The research organization said 
it wants to further evaluate enforce-
ment personnel CSA knowledge 
“and the potential impact this may 
have on enforcement activities.”

GAO or CSA
CONTINUED FROM PAGE 4

substantive disagreements” with 
GAO during the drafting of the re-
port, which led to a rewrite in 
which GAO made it clear it is rec-
ommending that the agency do a 
formal analysis of its SMS meth-
odology rather than prescribing 
changes.

The FMCSA defended the 
CSA program, but said it will con-
sider GAO’s proposals.

“We are always looking for 
ways to improve our safety over-
sight methods, and will carefully 
consider the GAO’s latest recom-

mendations…,” spokeswoman Ma-
rissa Padilla said.

Volpe study likes SMS
WASHINGTON — Shortly 

after the GAO report was released, 
the FMCSA issued its own study 
that “confirms” the agency’s Safe-
ty Measurement System is more 
effective at identifying commer-
cial bus and truck companies of all 
sizes for targeted enforcement 
than the system it replaced.

Researchers working for the 
FMCSA reportedly analyzed the 

association between historical car-
rier data and future crash involve-
ment by taking two years of pre-
SMS safety data for a subset of 
carriers, running it through the 
system’s algorithm, and then fol-
lowing those companies’ crash re-
cords for 18 months.

Results show that the compa-
nies the SMS would have identi-
f ied for interventions such as 
roadside inspections, warning let-
ters and on-site investigations had 
a future crash rate of more than 
double the national average.

In addition, 79 percent of the 
carriers that SMS would have 
ranked as high risk in at least one 
of the seven safety categories it 
monitors, had higher future crash 
rates compared to those it would 
not have identified.

The FMCSA study was con-
ducted by the Volpe Center and 
peer-reviewed by independent ex-
perts, said the FMCSA.

The full report is available at 
http://csa.fmcsa.dot.gov/Docu-
ments/CSMS_Effectiveness_Test_
Final_Report.pdf.
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OURAY, Colo. — Crews work-
ing to stop a rock slide along U.S. 
Highway 550 over Red Mountain 
Pass near Ouray wrapped up work 
on a 360-foot-long by 24-foot-high 
fence to keep more rocks from fall-
ing onto the roadway. 

The Colorado Department of 
Transportation reopened the road-
way to 24/7 traffic. The road was 
closed after an initial slide onto the 
highway in mid-January.

The closure severed the only 
direct route from Ouray to Silver-
ton, normally a 70-mile drive. A 
detour over Dallas Divide and Liz-
ard Head Pass added nearly 100 
miles to the trip.

Red Mountain Pass
reopens in Colorado
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DETROIT — Motorcoach op-
erators using the Ambassador 
Bridge to cross between Detroit 
and Windsor, Ontario, don’t have 
to worry that their passengers, 
drivers and buses will be sharing 
t h e  s p a n  w i t h  h a z a r d o u s 
materials. 

The Michigan Department of 
Transportation announced it will 
not allow corrosive or flammable 
materials to cross the busy bridge 
between the U.S. and Canada. 

The MDOT announcement 
followed an eight-month review of 
an application filed by the bridge 
owners, Manuel Moroun and his 

family, who wanted to see hazard-
ous materials, including fuel, al-
lowed over the span.

As part of the review, a techni-
cal study of the issues was re-
leased in December 2012 and, af-
terward, MDOT held a series of 
public hearings where the public, 
law enforcement agencies and 
emergency responders on both 
sides of the border weighed in on 
the application.

MDOT said it “determined 
that no net improvement to public 
safety would result from granting 
the modifications requested by the 
[bridge owners].”

Now more than 80 years old, 
the Ambassador Bridge is the only 
crossing between Detroit and 
Windsor.  

Fuel tankers and most other 
trucks running hazardous materi-
als across the river must use the 
Detroit Windsor Truck Ferry or go 
60 miles north to the Blue Water 
Bridge in Port Huron, Mich.

Michigan and Canada are 
planning to build a new publicly-
owned bridge over the river, a plan 
Moroun has vigorously opposed.

Maroun criticized the MDOT 
decision and pledged to seek judi-
cial review.
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No hazmat loads on Ambassador Bridge

DETROIT — Bus and truck 
operators may have to wait even 
longer than expected for the New 
International Trade Crossing over 
the Detroit River.

The proposed bridge, connect-
ing Ontario to Michigan, could be 
delayed if the U.S. government 
doesn’t soon commit to paying for 
a customs facility on the U.S. side, 
according to a Toronto newspaper.

The Canadian government has 
said it’ll pay $2.1-billion to com-
plete the bridge, which will relieve 
congestion on the Ambassador 

Bridge in Windsor, but only if the 
U.S. pays for the $250-million cus-
toms plaza on the Michigan side.

The project has all the neces-
sary environmental approvals, but 
bridge administration has not yet 
asked Congress for the money.

“Until you get clarity or con-
f irmation of [the U.S. govern-
ment’s] intentions, there is con-
cern,” Roy Norton, Canada’s 
consul-general in Detroit, told the 
Globe and Mail.

He said the upcoming U.S. 
federal budget would be a good 

opportunity for Congress to allo-
cate the money.

Unless the U.S. secures the 
funds needed to build the plaza in 
the next few months, the Canadian 
government cannot move forward 
and find a company to build the 
bridge because the builder is re-
quired to also invest in the project.

The investment will be repaid 
through bridge tolls.

“There has to be traff ic for 
there to be tolls. There has to be a 
customs plaza before there can be 
traffic,” Norton said.

Proposed bridge still needs U.S. $$$

Diesel fuel prices climb,
highest since September

Diesel fuel prices rose in Feb-
ruary, climbing to a national aver-
age price of near $4 a gallon, led 
by price spikes in the Northeast.

The U.S. Department of Ener-
gy reported that the price of diesel 
in the New England and central 
Atlantic regions soared to more 
than to $4.30 a gallon.

The national increase left the 
motorcoach industry’s main fuel 
at its highest level since Septem-
ber. The February gains also were 
the biggest since then.

Despite the increase, the price 
of diesel is still a few cents a gal-
lon less than it was a year ago, the 
USDOE reported.

Gasoline, meanwhile, aver-
aged $3.30 a gallon, little changed 
from January. The motor fuel is 
roughly 25 cents a gallon below 
last year.

Analysts said cold weather 
was the main driver of higher die-
sel fuel prices, with the gains 
highest in the East Coast and 
Midwest regions — areas in 
which heating oil is widely used 
during the winter and often boosts 
diesel’s price, as both are distillate 

fuels.
“Higher diesel prices are al-

most entirely driven by the weath-
er and seasonal demand,” said 
Sean Hill, an analyst in the 
USDOE Energy Information 
Administration.

“We’ve had considerably 
colder weather than expected, and 
distillate stocks are dropping and 
tightening up the market for the 
f irst  t ime in a while,” Hill 
reported.

Gasoline supplies also fell but 
less than forecast.

The USDOE surveys about 
400 diesel filling stations and 800 
gasoline stations to compile na-
tional average prices.

Diesel prices also have pushed 
higher in Canada, with the cold 
weather boosting prices in Ontar-
io to the highest level in six years.

DEF prices fluctuate  
Meanwhile, DEF Tracker re-

ported the average price for all 
diesel exhaust fluid bulk supply 
modes in the U.S. and Canada 
bumped higher; 7 cents per gallon 
higher in the U.S. Truck stop DEF 
prices remained unchanged.
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cases, it’s more expensive anyway. 
Most people didn’t understand the 
exchange so we had a Blue Cross 
agent come to our company to ex-
plain their options and how it 
worked.”

On company health-insurance 
rates: “Our rates are going to go 
up. They went up 18 percent this 
year — our standard increase,” 
said Crouch.

“They may make us go com-
posite, so everyone will pay the 
same no matter what your age is. 
Your older people will save; 
younger people will get hurt.

“We pay 80 percent of individ-
ual coverage with a max cap of 
$600 a month. We just upped our 
coverage to 80 percent to soften 
the blow to them. It was 60 per-
cent .  We have  100 percent 
co-insurance.

“We had a good year last year 
companywide. We decided we’d 
up our benefits to the employees, 
but I don’t know how long we can 
do that. It’s a year-to-year thing,” 
said Crouch.

In Chicago
Carl Ekberg, vice president of 

Chicago Classic Coach in Mt. 

Prospect, Ill., said the advent of 
Obamacare didn’t cause a ripple 
for the company.  

“We offer (healthcare cover-
age) to employees, but (the Af-
fordable Care Act’s) a non-event. 
Actually, our premiums went 
down about 30 percent because of 
the fact they don’t look at previous 
conditions and now it’s just by age.

“Now, overall, that’s not going 
to be the case. It’ll get more ex-
pensive. (Reconsidering health-
care coverage) is something you 
have to do (as an employer); it’s a 
necessity.”

In Michigan
Trenton Stange, owner and 

president Compass Coach Inc. in 
Cedar Springs, Mich., said his 
company made changes to its 
health insurance coverage in the 
wake of Obamacare. 

“I used to offer full health cov-
erage for my full-time drivers,” he 
said. “I dropped it in May because 
my rates kept going up and the 
out-of-pocket expenses for my 
drivers kept going up, too.

“I was finding out it’d be less 
expensive for them to purchase 
their own policies. I told them to 
wait for the (Affordable Care Act) 
to go (into effect).

“My group policy was great 

but I can’t deny the spouses going 
on the policy, too. I had a couple 
spouses who weren’t very healthy, 
and that’s what increased my pre-
miums. I couldn’t do it anymore. 
For some reason you’re put in a 
group and the premium increases.

“Having the drivers buy their 
own policy has brought down my 
costs because I’m capped at $200 
per employee and I was at $330 
per employee per month before the 
increase. It went up to $385 in 
May. And that was just my portion 
of it.”

Stange said the majority of his 
employees have found health in-
surance via the government-run 
exchange. 

“Even with the part-timers, if 

they can’t afford it, they may be in 
a situation where they’ll get a tax 
credit and their health care will 
only cost $360 and they get a tax 
credit of $390, so they’re getting 
free health care (coverage).

“I’m giving them 60 percent, 
or up to $200, to purchase their 
own policy per month. Even in a 
worst case scenario, $6,000 de-
ductible, they’re protected and 
(capped). I think everyone should 
at least get on it and try it.”

Stange has become an advo-
cate of Obamacare: “I see it as an 
excellent thing. I wish people 
didn’t have such a negative re-
sponse to it and try it.

“It is (saving money for me as 
an employer). I have one of my 
gentlemen, who got his own poli-
cy through Obamacare, and he’s 
paying $150 less out of pocket 
than what I would’ve paid for that 
same policy. It’s much better. It’s a 
win-win.”

In Salt Lake City 
Dennis McElroy, manager of 

human resources at All Resort 
Group in Salt Lake City, said that 
company offers health insurance 
for full-time employees.

The company pays 81 percent 
of the monthly premium and the 
employee pays the remaining 19 

percent. This split has remained 
constant for about seven years. 

Premiums have remained un-
changed at All Resort Group… 
“so far,” says McElroy.

“But our coverage year is from 
June 1st thru May 31st. We have 
not had a premium increase in 
three years, which is unusual to 
say the least. Thus, we are proba-
bly going to have a premium in-
crease this year, but I will not 
know for a couple of months yet 
what it will be.”

At one point in his career, 
McElroy held a life and health in-
surance sales license for 10 years. 
He lobbied on insurance issues in 
Utah. Before that, he wrote grants 
for medical research and medical 
programs for nearly 20 years.

As a result of his experience, 
he holds strong opinions on as-
pects of the health insurance 
debate.

“I understand why the (Obama) 
administration went after insur-
ance companies first,” he said, and 
“I agree we do need healthcare re-
form in the USA.

“However, the administration 
really needs to go after hospitals 
and the pharmaceutical companies 
if we are ever going to get a true 
handle on healthcare costs. At 
least that is my opinion.”

failed to ensure its drivers were 
qualif ied and complied with 
hours-of-service regulations, and 
failed to meet drug and alcohol 
testing requirements.

In its effort to get back on the 
road, Fung Wah took undisclosed 
steps to correct many of its viola-
tions. In July, the company signed 
a consent agreement with the 
FMCSA that allowed the federal 
agency to upgrade the carrier’s 

“unsatisfactory” safety rating to 
“conditional.” 

However, the FMCSA said be-
fore the company could begin op-
erating again, it would have to 
apply for new operating authority.  

The FMCSA’s order denying 
the company new operating au-
thority contained few specifics ex-
plaining its decision. Instead, it 
listed a series of factors it said are 
considered by regulators when 
they make operating authority 
decisions.

Among them were the extent 

of existing or past violations and 
the degree they might affect safety 
operations, whether past violations 
were the result of willful failure to 
comply with regulations, whether 
safety management controls exist 
to ensure compliance with require-
ments, and the existence of correc-
tive action.

The FMCA did note that Fung 
Wah had refused during its inspec-
tions to allow federal regulators 
access to certain documentation 
that they sought to examine.

The FMCSA used that refusal 

as the key reason to revoke the 
company’s operating authority 
under a new enforcement tool that 
was contained in the Moving 
Ahead for Progress in the 21st 
Century Act (MAP-21) that went 
into effect last year.

Additionally, it said that after 
Fung Wah filed its application for 
a new permit, it submitted three 
separate applications for reinstate-
ment of its former operating 
authority.

Federal regulators suggested 
that those applications, which 

were filed in October, November 
and December, appeared to be an 
attempt by the carrier to avoid the 
FMCSA passenger carrier vetting 
process. 

Boston-based Fung Wah began 
offering curbside service to New 
York’s Chinatown about 10 years 
ago, during a period when sched-
uled bus service was in the 
doldrums.

Its low fares and express runs 
became so successful that a num-
ber of other companies began sim-
ilar service.

Obamacare
CONTINUED FROM PAGE 1

Fung Wah
CONTINUED FROM PAGE 3

‘ The administration 
really needs to go 
after hospitals and 
the pharmaceutical 
companies if we are 
ever going to get 
a true handle on 
healthcare costs.’
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By Dave Millhouser

It seemed like the bargain of 
the (last) century.

Money was tight and we’d 
found a “deal” on some slightly 
used tires. 

The size was right, they had 
tons of tread, and the ply rating 
seemed appropriate.

“Ply rating” was the old way of 
measuring tire strength…sorta. 

So, we blithely began mount-
ing them on coaches. 

We weren’t too sophisticated, so 
it came as a bit of a surprise when 
one of our resident geniuses noticed 
that the sidewalls were stamped 
“DO NOT EXCEED 50 MPH.” 

We’d bought used tires rated 
for transit use, and all that extra 
tread generated too much heat to 
be safely run at highway speeds. 

Athletes understand there’s a 
critical balance between weight 
and speed. If you’re fat, it’s hard to 
go fast and maneuver. 

One thing regulators are begin-
ning to take very seriously is mo-
torcoach weight, and its relation-
ship to speed and safety.

For years, most states didn’t re-
quire coaches to cross highway 
scales, and as a result we’ve been liv-

ing in a bit of a dream world. Increas-
ingly, buses are going to be weighed, 
and inspectors are going to look 
closely at weight-related factors.

Motorcoach builders and op-
erators have used weight estimates 
to determine coaches’ maximum 
seating and baggage capacity, but 
those calculations have been based 
on what our ancestors weighed.

The GVWR (gross vehicle 
weight rating) placard mounted in 
every coach is a no-nonsense indi-
cation of how much that vehicle 
can safely carry at its rated speed.

We’re chubbier than previous 
generations (with luck, taller too). 
If manufacturers assume that pas-
sengers weigh 150 pounds, but the 
average is closer to 200 — that’s a 
problem.

And, if every seat is occupied, 
with full luggage bays, the coach is 
probably exceeding its GVWR. 
Pull into a weigh station or inspec-
tion…and there may be trouble. 

Just because (obsolete) esti-
mates allow the manufacturer to 
install 57 seats, doesn’t mean the 
coach will always be under its de-
signed maximum weight if they’re 
all occupied. Don’t blame the 
builders; we’ve pushed them for 
more capacity.

A vehicle’s GVWR is based on 
a number of factors involving 
some variables. It makes supposi-
tions about operation, as well as 
factors directly under the opera-
tor’s control.

Manufacturers certify a vehi-
cle, assuming it doesn’t exceed its 
rated speed, and presuming that re-
placement tires and brakes are at 
least equal in performance to the 
ones originally installed.

If a builder rates a coach at 71 
mph, and it’s involved in an acci-
dent while fully loaded, at 75 mph, 
not only was it speeding…it was 
overweight. Lawyers and regula-
tors may have figured this out.

Tie your governors, speed lim-
iters, electronic engine control 
units or whatever you want to call 
‘em down to the manufacturer’s 
specification, or lower.

When a coach’s specifications 
call for “H” rated tires, and it’s 
running “Gs,” it’s not capable of 
safely operating at normal weight 
and speed.

Under-inflated tires can’t bear 
as much weight as when they’re 
fully inflated.

Folks, if I know this stuff, you 
can believe that increasingly so-
phisticated law enforcement peo-

ple (and lawyers) do too. 
This weight thing isn’t just 

about avoiding fines, it really is 
about safety. Blowouts and tire 
fires are serious business.

We can’t scale every coach 
each time it’s loaded (or another 
passenger climbs on). However, it 
might be instructive to check a 
fully loaded bus sometime. Fill the 
seats with employees and friends. 
(Customers may take offense at 
being driven over a scrap-yard 
scale.) You might be surprised to 
see how heavy it is.

When the Sumo Wrestling 
Club charters a bus…leave a few 
seats empty. They only wear loin 
clothes, so in their case, luggage 
weight might not be a factor.

Double down on tire mainte-
nance and awareness. If coach 
specs call for G rated tires...install-
ing H might buy an extra margin 
of safety. If some of your coaches 
call for H and others G…installing 
all H’s eases administration and re-
duces opportunities for errors. 

Legitimate spare tires need to 
be properly rated and inflated.

Tires last longer and save fuel 
when correctly inflated, but more 
important, they’re much less likely 
to fail catastrophically. 

On coaches 
that  have t i re 
pressure moni-
toring systems, 
m a k e  s u r e 
they’re working 
cor rectly,  and 
that drivers and 
mechanics heed 
a l e r t s .  T h e y 
should understand that sensors 
need to be mated with the coach 
the tire is mounted on. Systems get 
confused when you take a tire from 
one coach and stick it on another 
without proper introduction.

Other than the Sumo wrestlers, 
tires seem to be the weight critical 
item operators can control most.

Rather than just shopping 
price, find a first-rate supplier who 
can keep you informed on ratings 
and all the other stuff you know a 
little about…because knowing A 
LOT is becoming critical.

I f  we’d known more,  we 
wouldn’t have needed to try selling 
transit tires to tug boats for use as 
fenders. Darn few tugs where we 
were — in Colorado.

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

The importance of knowing (a lot) about tires, weight

Dave Millhouser
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Today, National Interstate is  a 
leading motorcoach industry insur-
er and has diversified into several 
other niche insurance markets.  

When American Financial 
Group announced the tender offer, 
the offering price was $28 per 
share — in cash.  The share price 

quickly traded above that level, in-
dicating investors thought AFG 
should have offered more for the 
shares.

The $28 per share price gave 
the deal a value of $266.6 million, 
according to documents filed with 
the U.S. Securities and Exchange 
commission.

Additionally, the $28 price rep-
resented a 26 percent premium 

over National Interstate’s closing 
price of a little over $22 a share on 
the day the announcement was 
made. 

Others quickly pointed out, 
however, the offer was measurably 
below National Interstate’s 52-
week high of $36.36 per share. 

American Financial Group said 
if the tender offer is completed, and 
Great American Insurance ends up 

with at least 90 percent of the shares 
outstanding of National Interstate, 
then it “intends to cause a…short-
form merger of National Interstate 
into a subsidiary of AFG.”

The 90 percent figure would 
seem to indicate Spachman might 
have difficulty blocking the deal 
— if he were inclined to do so.

The tender offer and withdraw-
al rights expire at midnight March 

6, unless the offer is extended or 
earlier terminated in accordance 
with SEC rules, American Finan-
cial added.

American Financial, a $40 bil-
lion company, is financing the pur-
chase internally; it is not borrow-
ing money to complete the deal. 

Two days after American Finan-
cial Group made its announcement, 
the board of National Interstate said 
it intended to advise shareholders 
of its position regarding the offer in 
a filing with the SEC. 

The board recommendation is 
likely to be an interesting tap dance. 
That’s because the National Inter-
state board is dominated by direc-
tors who are employees of American 
Financial Group, Great American 
Insurance or National Interstate.

Only three of the current 10 di-
rectors are “independent” in accor-
dance with NASDAQ Stock Market 
listing standards and Securities and 
Exchange Commission regulations.

However, National Interstate is 
not required to have a majority of 
independent directors — as would 
otherwise be required by the rules 
of the NASDAQ Stock Market — 
because of the “controlled compa-
ny” exemption from the rules that 
apply to corporations where more 
than 50 percent of the voting power 
for the election of directors is held 
by an individual, a group or another 
company.

In the case of National Inter-
state, Great American Insurance 
holds roughly 52 percent of the 
voting power for the election of 
directors. 

Despite the controlled-compa-
ny exemption, law firms quickly 
began soliciting stockholders, 
questioning the $28-per-share of-
fering price.

The offer by American Finan-
cial Group comes in the wake of 
lackluster financial performance by 
National Interstate in recent years.

National Interstate’s return on 
equity has dropped annually from 
19 percent in 2009 to around 4 per-
cent last year.

Despite the run-up in the stock 
market during 2013, National In-
terstate’s share price underper-
formed the S&P 500 index, declin-
ing nearly 23 percent from its price 
level of a year earlier. 

Overall, company earnings 
have been weak. A week before the 
American Financial offer was re-
vealed, National Interstate an-
nounced its fourth-quarter 2013 net 
income was essentially flat despite 
a 14 percent increase in gross pre-
miums written during the quarter.

Full-year 2013 earnings per 
share were expected to be down sub-
stantially from year-ago results — 
even as gross premiums written in-
creased 10 percent during the year.

Analysts have forecast another 
weak year for 2014.
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FORT LAUDERDALE, Fla. 
— A south Florida motorcoach 
company has teamed up with a 
central Florida tour operator to 
streamline their operations by fo-
cusing on their strengths.

Corporate Coaches of Fort 
Lauderdale purchased the trans-
portation division of Orlando-
based Florida Dolphin Tours.

Prior to the purchase, both 
companies offered a mix of travel 
and leisure-time services that, 
while varied, also overlapped.  

Andy Bardar, president of Cor-
porate Coaches, explained it this 
way: “Florida Dolphin Tours has 
done a great job of designing and 
marketing tours, while Corporate 
Coaches’ expertise is in operating 
motorcoaches.

“Florida Dolphin Tours will 
now be able to devote all their en-
ergy to offering the best possible 
tour experience, while we handle 
the ground transportation compo-
nent.…We will each do what we 
do best, and our customers will 
benefit.”

The acquisition of Florida Dol-
phin’s motorcoaches increases 
Corporate Coaches’ fleet to 70 ve-
hicles, including 38 Van Hools. 

Corporate Coaches was found-

ed 15 years ago and has grown into 
one of Florida’s larger and more 
diverse bus operations. Besides 
standard motorcoaches, its fleet 
also includes double-deck Van 
Hools, midsize buses, limousines, 
SUVs, town cars and limo vans.

It primarily provides charter, 

casino and limousine services. 
Andy James, president and 

CEO of Florida Dolphin Tours, 
said the “strategic alliance with 
Corporate Coaches is a perfect fit, 
with each of us able to concentrate 
on our strengths.  Many of our cli-
ents are global, which opens nu-

merous opportunities for both of 
us in current and future business.”

Founded in 1996, Florida Dol-
phin Tours started by providing 
scuba diving tours around Florida. 
It transitioned to a full-service ex-
cursion and sightseeing company, 
offering 45 different products, 

ranging from swimming with dol-
phins and manatees to daily excur-
sions to Kennedy Space Center 
Visitor Complex, to weekend 
sporting events of all types. 

For more information, go to 
www.corporatecoachesfla.com and 
www.floridadolphintours.com.

Florida coach operator, tour company announce alliance

integral monocoque construction, 
with stainless steel framing. It’s 
equipped with a Cummins/Allison 
powertrain  — 425-horsepower 
ISX engine and B500 Gen5 
transmission.

Standard features include LED 
headlights, a six-cylinder Bitzer 
compressor on the HVAC system, 
ISRI driver seat, and three-point 
belted driver and passenger seats. 

Key standard safety features 
include lane departure warning, 
tire pressure monitoring and en-
gine fire suppression systems, rear 
parking sensor, and a brake pad 
wear monitoring system.

Said Duane Geiger, executive 
vice president of sales and service 
at CH Bus Sales: “We are excited 
about adding the TS45 to the mar-
ket. …Operators can expect the 
same high-quality driving experi-
ence that they have come to know 
through the Temsa TS30 and TS35 
coaches.”

 CH Bus Sales is the exclusive 
distributor of Temsa coaches in the 
U.S. Temsa is a wholly-owned sub-
sidiary of Sabanci Holding, the 
leading industrial and f inancial 
group in Turkey. 

More information at www.ch-
bussales.com and www.temsa.com.

Temsa TS45
CONTINUED FROM PAGE 1
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bars public transit agencies that re-
ceive U.S. taxpayer money for bus 
purchases and maintenance from 
competing with private  bus 
companies.

“FTA finds that the proposed 
service that (the New York Office 
of General Services) requests in its 
RFP is charter service under 49 
C.F.R. part 604. Each of the three 
basic elements of charter service is 

present,” the opinion states.
“First, the service is being re-

quested by and funded by an out-
side third party (the New York Of-
fice of General Services). Second, 
the state employees will have ex-
clusive use of the buses. The con-
tractor will be picking up riders at 
parking lots designated exclusive-
ly for state employees, only state 
employees will be able to board 
the buses and presumably they will 
need to show their state identifica-
tion badges to board the bus. The 

bus routes will be express to state 
offices in downtown Albany.

“According to the RFP, (the New 
York Office of General Services) 
explicitly retains the sole authority 
to control the passengers who will 
be allowed to utilize the service…
Third, (the New York Office of Gen-
eral Services) will be paying a nego-
tiated price for the service.”

The opinion also states that 
“the requested service does not 
qualify for any of the regulatory 
exceptions to the charter service 

prohibition.” Among the excep-
tions would be service for official 
government business limited to 80 
hours or service which no private 
operator is interested in providing.

“In order for a recipient of fed-
eral financial assistance such as 
(the Capital District Transporta-
tion Authority) to provide service 
similar to that set forth in the RFP, 
it must constitute public transpor-
tation, which would require sig-
nif icant modif ication from the 
current configuration as charter 

service. Public transportation ser-
vice must be open to the general 
public, have a regular fixed route 
and regular schedule, and a regular 
fare paid by each rider, essentially 
regular and continuing general 
transportation,” Nifosi wrote.

“The current proposed (the 
New York Office of General Ser-
vices) service is charter service 
under 49 C.F.R. part 604. (The 
Capital District Transportation 
Authority), a recipient of FTA 
funds, is prohibited from provid-
ing charter service.”

Bids for the commuter service 
were due to be opened last May 29 
and the five-year contract was to 
commence Oct. 1. Due to the dis-
pute over the Capital District Trans-
portation Authority bid, Yankee 
Trails continues to provide the ser-
vice under the previous contract.

Stephen Tobin, president of Yan-
kee Trails, said he has been informed 
that state officials will schedule a 
meeting soon to discuss their next 
steps in handling the contract.

A “certificate of bid opening” 
posted last year by the Office of 
General Services listed four ven-
dors seeking the work at that time 
— Capital District Transportation 
Authority, Yankee Trails, North-
east Shuttle and Center Transpor-
tation Services.

Carm Basile, chief executive 
officer of the Capital District Trans-
portation Authority, wrote to Tobin 
last May 9 after the dispute began, 
“Rest assured we do not operate 
‘charter service’ and do not have 
any plans to do so in the future.”

However, he added, “In keep-
ing with our mission and purpose, 
we will continue to explore oppor-
tunities to improve on and promote 
public transportation services to 
the people of the Capital Region 
— including New York state em-
ployees and others that work in 
downtown Albany.”

The service schedules con-
tained in the New York RFP for the 
Albany area list about 200 daily 
departures from commuter lots 
containing 3,600 parking spaces.

Six months before Yankee Trails 
requested its advisory opinion from 
the FTA, the United Motorcoach 
Association wrote to the Capital 
District Transportation Authority, 
asking that it not submit a proposal 
to compete for the New York state 
employee shuttle contract. 

In its letter, UMA noted in 
great detail how the proposed ser-
vice appeared to violate the federal 
charter service rule, and the transit 
agency should do the right thing 
by withdrawing from the process.

The Capital District Transpor-
tation Authority provides transit 
services to Albany, Rensselaer, 
Saratoga and Schenectady coun-
ties, an area of 2,300 square miles, 
according to its website. It oper-
ates 306 vehicles and carries 15.7 
million passengers annually.

Take YOUR
Business 
to the   

Next Level

The Bus & Motorcoach Academy’s
Clarence Cornell School of Business
will help increase your business and
operational knowledge...helping you
take YOUR business to the next level.

www.uma.org/academy

Yankee Trails
CONTINUED FROM PAGE 1
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DES PLAINES, Ill. — Motor 
Coach Industries has retooled ele-
ments of its sales and marketing 
team, including promoting four 
executives to vice president and 
adding new roles in marketing. 

“With these moves, we are fur-
thering the leadership of some of 
our best sales talent while realign-
ing other positions into marketing 
to better meet sales objectives,” said 
Patrick Scully, executive vice presi-
dent of sales and marketing at MCI. 

Here are the changes: 
Mitch Guralnick, who has been 

at MCI for 15 years, including di-
rector of pre-owned coaches since 
2008, has been promoted to vice 
president of pre-owned coach 
sales. He continues to lead the di-
vision’s sales and marketing func-
tions, reporting to Scully.

Darril King becomes vice 
president Setra sales specialist 
from vice president regional sales. 
He had been expected to retire at 
the end of last year.

The popular King joined MCI 
when the company gained Setra 
North American distribution rights 
18 months ago. He will be the 
“Setra brand ambassador,” work-
ing closely with MCI sales repre-
sentatives. He continues to report 
to Patricia Ziska, MCI vice presi-
dent of sales.

Tom Wagner has been promot-
ed to vice president of public sec-
tor sales from executive director of 
business development, public sec-
tor. Wagner, who joined MCI in 
2005, will continue to oversee 
MCI’s public sector accounts and 
assist MCI regional sales staff, 
now responsible for sales to both 
private and public sector accounts. 
He continues to report to Scully.

Louis Quaglia was promoted to 
vice president of regional public 
sector sales from business develop-
ment director. Quaglia retains ac-
count responsibility for large public 
sector accounts in the eastern U.S., 
including New Jersey Transit and 
New York City MTA. He continues 

to report to Tom Wagner.
Brent Danielson, based at 

MCI’s Winnipeg plant, becomes 
director of sales engineering and 
product planning, where he will 
work with sales, engineering and 
production to improve information 
flow and customer satisfaction. He 
reports to Brent Maitland, vice 
president of marketing and prod-
uct planning.

Brad Noeske has been promot-
ed to manager of product planning 
and analysis from sales analyst, a 
position he has held since joining 
MCI seven years ago. In his new 
role, he will track market and cus-
tomer information, working with 
product development and engi-
neering to bring features and prod-
ucts to the market. He also reports 
to Maitland.

MCI promotes four to vice president, bolsters marketing team

Drivers Wanted.

Introducing the Bus & Motorcoach Academy’s 
Prevost Preparatory School for Professional
Motorcoach Drivers. 

Developed to help new drivers prepare for
their CDL, Prevost Prep also gives 
experienced drivers an opportunity to keep
current on the unique skills and responsibilities
of a professional motorcoach driver.

www.uma.org/academy

RIVERSIDE, Calif. — Fleet 
Financing Resources announced 
the promotion of Jonathan Tillery 
to finance officer.

In his new role, Tillery will 
lead Fleet Financing Resources’ 
regional sales efforts. He will be 
responsible for developing, imple-
menting and exploring opportuni-
ties to provide leasing and financ-
ing services  to  commercial 
operators of buses, livery-related 
transportation equipment and spe-
cialized vocational vehicles.

He has worked at Fleet Financ-
ing Resources for six years.

People

Mitch Guralnick Darril King Brent Danielson Brad Noeske
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R&R Limousine and Bus that does 
an estimated 90 percent of its work 
in Austin and central Texas, testi-
fied about the ordinance’s poten-
tial reach.

“My largest concern is that if 
this is passed in Austin, next thing 
you know Georgetown is going to 
do the same thing, then Driftwood 
and other towns,” Arcediano said, 
mentioning communities sur-

rounding Austin. “My main con-
cern is that other cities will follow 
suit and add fees.”

That elicited a comment from 
Judge Sparks: “That does sound 
like a pretty good encumbrance.”

Arcediano also estimated that 
his company would owe the city 
about $20,000 in fees under the or-
dinance’s permitting requirements.

Carlton Thomas, transporta-
tion regulatory supervisor and act-
ing parking enterprise manager for 
the city, oversees ground transpor-

tation operations and enforcement 
for the city.

Speaking from the witness 
stand, Thomas said the city’s juris-
diction does not include buses 
bringing passengers into Austin 
from outside the city, and he said 
that citations given out by his de-
partment “are Class C misdemean-
ors — it doesn’t lead to you losing 
your authority to do business in 
Austin.”

For example, he said, “If a fire 
extinguisher is not in place, we 

would first speak to the driver and 
ask him to put it back where it be-
longs. He would be cited if there 
was not a f ire extinguisher. It 
would be a Class C misdemeanor, 
punishable with a f ine of up to 
$500.

“The purpose of the ordinance 
was to update an ordinance that 
hadn’t been addressed in a number 
of years,” Thomas said. “We’d had 
issues with charter services in 
town.…When we made changes to 
the code, we didn’t change the au-

thority — that already existed.”
Coppola reiterated that much 

of the ordinance was designed to 
make a distinction between charter 
buses and taxis.

Also testifying was Jeff Pol-
zien, the Oklahoma City-based 
owner/operator of Red Carpet 
Charters, who talked about the po-
tential impact of the ordinance 
when his motorcoaches are con-
tracted for local shuttle service in 
the city.

He testif ied he’s most con-
cerned about the requirement for 
an entire fleet to have matching 
paint jobs.

“We’re changing our logo and 
paint scheme to redo our market-
ing,” Polzien said. “That will take 
two to three years, so I will have a 
mixed fleet for two to three years.”

Though the ordinance language 
mentions a unified appearance for 
fleets, Thomas said city inspectors 
are likely to view chipped or faded 
paint jobs as signals of a general 
lack of maintenance.

“Although they don’t focus on 
the appearance, it allows us to 
weed out unprofessional opera-
tors,” he said. “There’s a correla-
tion with those that violate these 
items and those who violate other 
rules.”

UMA Vice President of Indus-
try Relations and Chief Operating 
Officer Ken Presley pointed out 
later that it’s difficult to have a uni-
form fleet.

“Even Greyhound doesn’t have 
a uniform fleet in terms of mark-
ings,” he noted. “It’s unattainable 
and has no known relationship to 
safety.”

Mastromarco took that a step 
further and said “the vast majority 
of these 38 points (are) not related 
to safety.”

Among the points are require-
ments in the ordinance requiring 
motorcoaches carry a chemical fire 
extinguisher within the driver’s 
reach; carry a spare tire, jack and 
lug nut wrench; be equipped with 
two-way communication equip-
ment, and have air conditioning.

The ordinance imposes a lon-
ger list of aesthetic requirements: 
The vehicle must be reasonably 
clean, have matching wheel cov-
ers, and bear paint that “may not 
be noticeably rusted, flaked, 
scraped or faded.” Damaged trim, 
paint and upholstery must be 
repaired. 

All portions of the interior up-
holstery must match in color. All 
vehicles operated by a company 
must carry matching logos. The 
operator must carry an annual ve-
hicle inspection by the state, evi-
dence of more than 30 minutes ad-
vanced booking and a “trip ticket” 
listing the names of all passengers 
on board, a phone number for each 
passenger, and the fare informa-
tion charged.

Austin ordinance
CONTINUED FROM PAGE 3

I am
UMA

Join the Club.
Stop by UMA’s Booth # 923 at UMA Motorcoach EXPO at Travel Exchange to pick up
your “I am UMA” pin and show your support for your industry’s association.

While you’re at the booth, be sure to ask us about ALL of the member services 
available to you!  
Here’s  just a partial list:
UMA Comp Motorcoach-specific Workers’ Compensation Insurance for UMA members only. 

UMA Background Check UMA has partnered with Amerisearch Background Alliance to provide you
with secure and comprehensive screening services. 

UMA Michelin Advantage Tire Discount Program Through a special discount program UMA has
worked out with Michelin, UMA members can save significant money on the purchase of new tires. 

UMA 20Groups Effective peer-to-peer and management groups that will provide you with the 
intelligence and knowledge to strategically position your company on the path to success. 

UMA WellCare Making Affordable Health Care...actually affordable.

Scheig Associates - Hiring and Performance System Imagine possessing the power of knowing
who will make the best new hire.Scheig Associates helps employers consistently identify and hire top
performers. UMA members receive a 10% discount on this valuable program.

Discounts on J.J. Keller Products Save money on the products you use every day! 

Free Process Agent Service Why pay for this service when UMA members get it free with their
membership?

Bus & Motorcoach NEWS The industry bible! Filled with timely legislative, regulatory, and industry
news—all members get a free subscription and exclusive access to online article archives.

BusRates.com An easy-to-use online database for consumers chartering coaches and planning
travel for groups. UMA Members receive discounted rates off a standard subscription. 

Visit www.uma.org to learn more about UMA!



www.motorcoachexpo.com

WE ’ L L S E E YOU NEXT YEAR !
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REPOS FOR SALEREPOS FOR SALE
•“Bank Repos” across the US   • Priced to Sell

• Variety of Makes & Models

1-877-737-2221 x30716
www.Bus-Buys.com — View “Repo Inventory” 

Excellent Condition–none nicer! 
Cummins • B500 • 58 pax w/lav 

<150K TCM Michelin Tires 
Alcoa Rims • Cordless Mics 

CD/DVD • Lots more options 
 Partial Financing O.A.C. 

Starting at $350,000/OBO 
Trades for clean MCI D model considered • More available 

Call / Email today for photos and more info! 
sales@royalstarhawaii.com / 808.832.6261

Ray Chaplar of Chemical Unit: 
Bus industry inventor, engineer

HENDERSON, Nev. — Across 
the vast spectrum of U.S. business, 
it’s probably safe to say that the mo-
torcoach industry is not widely per-
ceived as a hotbed of invention.

In fact, many within the indus-
try probably aren’t familiar with 
the names Unit Chemical Corpo-
ration and Ray Chaplar. 

However, most everyone read-
ing this newspaper likely knows 
the product invented by Chaplar 
and manufactured by Unit Chemi-
cal: Pot Shot.

Fifty years have passed since 
Chaplar joined Unit Chemical and 
40 have gone by since he invented 
Pot Shot.

Chaplar was lured to — some 
might say he was bamboozled into 
joining — Unit Chemical by a fel-
low engineer and former classmate 
at the University of California at 
Los Angeles. 

Both were working at General 
Motors Corp. in the early 1960s 
and Chaplar’s fellow UCLA alum 
said they would make a great team 
working together at the chemical 
company owned by the classmate’s 
father.

But the “team” only lasted a 
few months. 

The classmate’s real plan was 
to find his replacement so he could 
escape from his father, leave Unit 
Chemical and attend film school.

Chaplar remained. 
During the 1960s, the majority 

of Unit Chemical’s business re-
volved around supplying disin-
fectants and deodorants to the fed-
eral government, with most of it 
going to the national fallout shelter 
program. 

As business from the shelter 
program began diminishing, Unit 
Chemical started looking for busi-
ness elsewhere.

And, as regulation of disinfec-
tants became increasingly restric-
tive, Unit Chemical decided to 
focus more on the deodorizing 
side its business, which led to the 
development of Pot Shot.

Here’s how Chaplar recounts 
events:

“Pot Shot toilet deodorant was 
developed in 1973 at the request of 
Bob Holland, the director of main-
tenance at Greyhound Bus Lines.

“Greyhound had been using a 
formaldehyde-base toilet deodor-
ant for many years. Greyhound 
asked Unit Chemical Corporation 
to design an environmentally-safe, 
quaternary-based toilet deodorant 
that would work as well as the 
Turco Odor Shield product, with-

out the irritating formaldehyde 
fumes, and cost no more than they 
were currently paying (six cents 
per toilet).”

“Then, in 1978, Super Strength 
Pot Shot was developed at the re-
quest of Trailways.

“This new product incorporat-
ed an improved formulation with 
superior tank cleaning ability and 
the first use of a new, longer-last-
ing baby powder fragrance. Trail-
ways wanted to incorporate the 
baby powder fragrance into their 
entire interior cleaning products.”

Fifteen years ago, the company 
began offering Pot Shot in nine 
other fragrances, including cherry, 
bubble gum, mulberry and lemon. 
Of course, the company still offers 
Pot Shot in the original baby pow-
der fragrance but it is no longer the 
most popular fragrance. Cherry is 
No. 1.

In 2005, Unit Chemical moved 
its manufacturing to Henderson 
from Los Angeles, which had been 
home for more than 50 years.

Chaplar is particularly proud 

of the fact that when the company 
moved from California it did not 
have to do any environmental re-
mediation. “Not many chemical 
companies can say that after vacat-
ing a factory after more than 50 
years,” he notes.

The facility in Henderson has 
more than 40,000 square feet of 
manufacturing area, which pro-
vides plenty of room to grow. 

Asked why so much manufac-
turing space was acquired, Chaplar 
says “it was crazy for me to make 
an out-of-state move back in 2005, 
when I was 67 years old; it would 
be impossible for me to make an-
other move like that at age 75. 

“I’m happy to have the extra 
room for growth.”

Unit Chemical has been a fam-
ily-owned and -operated company 
for 65 years. It offers an extensive 
line of professional cleaning prod-
ucts in nine categories, ranging 
from bus and motorcoach to swim-
ming pool chemicals, restaurant 
and bar cleaning aides, and gener-
al janitorial supplies.

MANUFACTURER REP NEEDED
The ideal candidate will represent 

Coach-Transit Components a manufacturer 
of coach body components And other parts 
companies as well. Territory will focus on 

the West Coast primarily California.
Call or visit us at UMA Booth 329

352-430-7977 • 908-413-6453

The Industry’s best-selling 
bus is a workhorse.

Whether purchasing for 
mass transit, tour and 
leisure, a retirement 
community, colleges, 
churches or a private 

corporation the Aerotech 
is sure to please!

With 80” of interior 
headroom and over 250 

floor plans to choose from, 
the Aero Elite is ideal for 
long road trips. Every bus 

is built to meet all 
applicable Federal Motor 
Vehicle Safety Standards, 
meaning you can safely 

transport up to 33 
passengers.

Family Owned & Operated Since 1972 
361 N. Main St., Miamisburg, Ohio 45342

Phone (937) 859-3331  •  Fax (937) 859-7086
www.WhitworthBusSales.com

Call for Details

Pot Shot inventor Ray Chaplar, with grand-daughter Jillian, daughter of Unit 
Chemical Vice President Michael Chaplar.

MARCH 2014

9-11 2014 Trailways Annual 
Stockholders Meeting & 
Conference, Sandestin Golf & 
Beach Resort, Destin, Fla. Info: 
www.trailways.com.

19 Pennsylvania Bus Associa-
tion Marketplace 2014, Valley 
Forge Casino Resort, King of 
Prussia, Pa. Info: www.pabus.org.

20 Maryland Motorcoach 
Association Marketplace 2014, 
Valley Forge Casino Resort, 
King of Prussia, Pa. Info: 
www.marylandmotorcoach.org. 

20 Greater New Jersey 
Motorcoach Association Winter 
Meeting, Bally’s Atlantic City 
(N.J.). Info: www.gnjma.com or 
email monica@gnjma.com. 

Calendar

Be sure to update your 
mailing information 
with us so you don’t 
miss a single issue!

Call 866-930-8421 
or email changes to:

ebalm@busandmotorcoachnews.com



For more information:  USA 336-393-3929  Canada 418-883-3391 
www.prevostcar.com

When you pair unbeatable operational efficiency with the highest standard for service in the industry, you have one 
powerful machine on your hands. The Volvo 9700 uniquely combines the proven performance and fuel efficiency of 
the Volvo D13 engine with the exceptional and experienced network of Prevost professional service. But it doesn’t stop 
there. This workhorse ups the ante on fuel economy with integrated features, like the I-Shift transmission, which ensures 
that the engine runs at the ideal speed for maximum fuel savings. Advanced safety features and passenger comfort 
round out the list of features that make the Volvo 9700 the best investment your business can make.

VOLVO PERFORMANCE BACKED BY unparalleled SERVICE. 
TALK ABOUT A WINNING COMBINATION.



California
800.777.4101

new Jersey
800.262.1287 

illinois
800.428.7626

florida
800.390.0287

Texas
800.248.4942 

Canada
800.663.3328

M C i  s a l e s  &  s e r V i C e  C e n T e r s

Price quoted is in U.S. dollars and does not include any applicable 
sales or excise tax, title, license, documentation or environmental 
fees  or handling charges. All coaches are available for, and subject 
to, immediate sale to the first qualified buyer.

Get a Close Look at a Reliable  
MCI

 

Pre-Owned Coach.

one-year limited warranty*, and 60 days/30,000 miles scheduled maintenance!**

60-day limited warranty, plus 60 days/30,000 miles scheduled maintenance!**

Low prices on all makes and models. These are some of our most amazing deals!

DD S60 12.7L, Allison B-500. Newly available, 
West coast/Southern unit, 57 passenger, 
Amaya seats, WCL, 5 monitor video  
system. VIN #46921. Only $345,000!

2010 Van Hool C2045

* See www.mcicoach.com/preowned for complete POC limited warranty details. Warranty effective on purchases beginning 6/1/13

** Scheduled preventative maintenance inspections and recommended fluid and filter changes at an MCI service center included 
for 60 Days/30,000 Miles, whichever comes first, as determined by the maintenance manual applicable to the coach. Service 
intervals assume mileage is zero at date of pre-owned coach delivery.

Call our Coach 
Concierge at 1-877-428-9624

©MCI Sales and Service, Inc. 2013, All Rights Reserved

Find our latest 
news and offers:

DD S60 12.7L, Allison B-500. Sold as is, 
55 passenger, white and steel exterior, steel 
wheels, 4 monitor video system.  
VIN #26552. Only $37,000!

DD S60 425, Allison B-500. New paint, 
white exterior, 55 passenger, National seats 
with new upholstery, retarder, good tires. 
VIN #49575. Only $45,000!

1998 PreVost leMirage Xl-451997 MCi 102Dl3

outlet

CAT C13-410HP, ZF Astronic. 55 passenger, 
low mileage, aluminum polished wheels, 6 
monitor video system. VIN #58487.  
Only $240,000!

2008 MCi D4505

CAT C12-410HP, ZF Astronic 12 speed. 56 
passenger, Amaya seats, burgundy exterior, 
aluminum wheels, 6 monitor video system. 
VIN #63025. Only $189,500 CAD!

2005 MCi J4500

Cummins 410 ISM, Allison B-500. West coast/
Southern unit, 52 passenger, upgraded Amaya 
seats, back-up camera, rear mini galley.  
VIN #44350. Only $300,000!

2009 Van Hool t2145

DD S60 12.7L, Allison B-500. 51 passenger, 
Prevost seats, blue/grey exterior, aluminum 
wheels, 2 monitor video system.  
VIN #28013. Only $115,500!

2003 PreVost leMirage Xlii

deal dealdeal

deal

deal outlet

DD S60 12.7L, Allison B-500R. 56  
passenger, Setra seats, light silver exterior, 
aluminum wheels, DVD, 6 monitor video 
system. VIN #00104. Only $192,300!

2004 setra s 417 HDH

deal

DD S60 425, Allison B-500. 44 passenger, 
upgraded leather Setra seats, 110v outlets, 
aluminum wheels, 5 monitor video system. 
VIN #00399. Only $174,000!

2006 setra s 417

deal

Best bargains, lowest prices, everything goes! Outlet MCI’s Re-Energized Program provides 
options to significantly update your, or 
one of our, pre-owned coaches to OEM 
standards and with OEM warranty on  
D, J and E model coaches.

ü		RePower with an OE remanufac-
tured engine and transmission. 

ü		RePair critical items based on MCI’s 
201+ inspection.

ü		ReUpholster seating with newer 
fabrics, and upgrade flooring to match. 

ü		ReNew for a like-new coach with 
MCI’s and OE powertrain warranties.

Plus, pick your components from 
these three main categories: 

Safety and Compliance. Add Amaya/
A2Ten/Torino G+seats or National 4210 
with three-point passenger seatbelts, 
tire pressure monitoring, fire suppression 
systems and more

Mechanical and Operational. Create 
an entirely new interior from the entryway 
to reflooring  and switch to a brushless 
evaporator and condenser motors 

Appearance and Amenities. Upgrade 
to LED lighting and Wi-Fi

For a complete listing, go to  
mcicoach.com/reenergize/210inspection 
or call 877-428-9624

your fleet

Driving Pre-Owned
Back to New

BMN_POCad_020714.indd   1 2/7/14   12:45 PM


