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Whether at big events, like the 
Awards Dinner, above, or on 
the trade show floor in small 
groups, at right, attendees at 
UMA Motorcoach Expo 2014 
made business connections at 
every turn. Additionally, at Expo 
education sessions they got 
smarter; at social activities they 
had fun, and at lunches they, 
they…made more connec-
tions. Coverage of the industry’s 
 “Super Bowl” begins on Page 3.  

Photos by David Braun Photography, 
Las Vegas (www.DavidBraun.com)

LOS ANGELES — A doubling 
of the minimum amount of liability 
insurance motorcoach operators are 
required to carry not only would re-
sult in a hefty hike in premiums, but 
also lead to a substantial increase in 
the amount of damages lawyers 
would seek in accident cases, warns 
a top motorcoach industry insur-
ance executive.

And, he hinted that much of the 
additional money could end up in 
the pockets of “gun-slinger” 
lawyers.

Timothy D. Delaney, senior ex-
ecutive vice president at Lancer 
Insurance Co., told operators at-
tending UMA Motorcoach Expo at 
Travel Exchange here last month 
that if the mandated insurance cov-
erage is increased to $10 million, 
from the current $5 million, their 
annual premiums could jump by as 

much as 60 percent.
Such an increase, he said, 

would add another $150 million to 
the combined $250 million motor-
coach operators currently pay each 
year to insure their fleets.

The $400 million total would 
roughly equate to an average insur-
ance premium of $10,000 for each 
of the 40,000 motorcoaches now on 
the nation’s highways, up from the 
current average of about $6,250.

Delaney’s comments come as a 
closely watched study is being 
conducted by federal safety offi-
cials who are looking into insur-
ance requirements in the ground 
transportation industry, and have 
mentioned the $10 million figure 
as a possibility for motorcoaches. 

Increasing the minimum liabili-
ty coverage for commercial truckers 

Industry cautioned about
looming insurance issues 

Postmaster: Please deliver on or before 3/15/14
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HARTFORD, Conn. — The 
manager of a New Britain, Conn.-
based shuttle bus and motorcoach 
company has been sentenced to 14 
months in prison, followed by 
three years of supervised release, 
for falsifying and destroying driver 
records.

Dariusz Stzeborowski, 50, of 
Rocky Hill, Conn., pleaded guilty 
last year to violating Federal Motor 
Carrier Safety Regulations. (See 
May 1, 2013, Bus & Motorcoach 
News.)

Federal attorneys said Stze-
borowski scheduled drivers at 
Wisla Express for trips that ex-
ceeded federal hours-of-service 
rules and then had drivers falsify 
their logs. He later would destroy a 
paper trail he kept to assure drivers 
were being paid correctly.

In addition to the jail and su-

pervised release time, U.S. District 
Judge Alvin W. Thompson also or-
dered Szteborowski to pay a 
$20,000 fine.

The maximum prison sentence 
Szteborowski could have received 
was five years and he could have 
been fined up to $250,000.

Earlier this year, Wisla Express 
was sentenced to a five-year term 
of probation and ordered to pay a 
$75,000 fine.

“Wisla Express drivers, at Mr. 
Szteborowski’s direction, routinely 
drove many more hours than al-
lowed by federal transportation safe-
ty regulations,” said Deirdre M. 
Daly, U.S. attorney for Connecticut.

“Mr. Szteborowski then at-
tempted to cover up these viola-
tions by submitting numerous false 
driver logs to federal regulators.

Bus company manager headed
to prison for records tampering

CONTINUED ON PAGE 14 c
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HOW LOW
CAN YOU GO?

abc-companies.com

Van Hool service-friendly coaches are designed to deliver low cost of operation. 
Featuring interchangeable parts and standardized engine layouts, Van Hool models 
offer quick access to routine maintenance areas for fast, easy serviceability and parts 
replacement. Discover how simplified repairs, fast service turnarounds and reduced 
maintenance dollars add up to low total cost of owning a Van Hool coach.

VAN HOOL MOTORCOACHES AVERAGED < $0.20 PER MILE

                      in cost of operation for preventive and corrective  
maintenance repair in a recent analysis of operators  
maintenance records.
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Gene Wright of B&W Charters in Kalamazoo, Mich., at 
left, discusses tour-and-charter software with the team 

from Relational Bus Systems. From left, Walter Buist, 
Laura Horvath and Bob Schecter.

The UMA 30th-anniversary cake waits to be cut on the 
Expo floor. In the background, UMA President and CEO 
Victor Parra discusses the show with Alan Castillo of 

Indbus in Skopje, Macedonia. Indbus exports an over-
sized midsize bus to England, Europe and Australia. 
Information at www.indbus.eu.

Greg Lamberti of SuperSprings International in Carpin-
teria, Calif., a new Expo exhibitor, explains the com-

pany’s suspension components to Gene Wordekemper 
of Arrow Stage Lines in Denver.

Exhibitors flock to Expo,
new options for operators;
30th anniversary marked

LOS ANGELES — Thirty 
years ago, in the wake of bus in-
dustry deregulation, the United 
Bus Owners of America (now the 
United Motorcoach Association), 
created the industry’s premier 
trade show, Motorcoach Expo. 

Last month, the 30th-anniver-
sary edition of Expo was conduct-
ed over five balmy days in Los An-
geles, with a record number of 
industry vendors and hundreds of 
operators combining to produce 
what UMA President and CEO 
Victor Parra only half jokingly re-
fers to as the “Super Bowl of the 
motorcoach industry.” 

Typically, 150-170 industry 
vendors, suppliers and service pro-
viders exhibit at Expo. This year 
there were 190, 39 of which were 
first-timers.

The No. 1 headline of the show 
“had to be the expansion of ven-
dors,” said Brian Annett of Annett 
Bus Lines in Sebring, Fla.

“We had more vendor booths 
on the UMA show floor than ever 
before. Increased booth numbers…
is good news for operators as it 
brings new options when sourcing 
parts, services and vehicles. 

“I know, as an operator, I want 
every row of the tradeshow floor to 
be packed full of options to im-
prove my business; more vendors 
equal more options. Expo 2014 in 
L.A. provided a ton of options,” 
added Annett.

Parra agreed.
“Exhibit space was virtually 

sold out and that’s a testament to the 
fact that Expo delivers the kind of 
quality buyers that suppliers have 
come to expect from us,” he said.

“In Los Angeles, operators 
were able to see all of the estab-
lished vendors they already do 
business with and, at the same 
time, meet new vendors and see 
new products and services, too.” 

He continued: “Many opera-
tions are finding that it’s necessary 
to diversify their fleet and their of-
ferings to meet consumer demand. 
At Expo, we help them meet that 
need. Along with the full-size 
coaches attendees traditionally 
come to see, we had a variety of 
other equipment on the floor this 

year, like transit buses, midsize 
coaches, shuttle buses and vans.”  

“Operators really liked the di-
versity of equipment on the floor. 
That tells me that their business is 
evolving, with more attention 
being focused on contract work,” 
which often requires a more di-
verse fleet, Parra added.

Expanded education
The other common comment 

Parra said he heard from operators 
at the show involved the topics 
covered during Expo’s education 
sessions.

Operators said they were “right 
on the mark and very timely.”

“Looking back over the past 30 
years, including the 16 I’ve been at 
UMA, it’s clear the industry has 
matured and changed significant-
ly, and clearly for the better,” said 
Parra.

“Operators are looking for 
more high-level education to help 
them take their business to the next 
level. This was evident by the fact 
the education sessions were 
packed, even the ones on the 
(show) floor.

“And, to meet this demand, we 
expanded our educational offer-
ings and developed a whole new 
track of education sessions follow-
ing the close of the exhibit floor 
(on Wednesday) — and the opera-
tors stayed for it.

“This is a marked change from 
when I first arrived when the only 
reason to come to Expo was the 
trade show floor,” Parra said.

“Without question, operators 
are seeking solutions, not just in 
the new, better and more diverse 
equipment choices, but also are 
digging deeper to find new ways to 
expand their business and improve 
profitability.”

Travel Exchange II
Expo 2014 marked the second 

time the UMA show has been lo-
cated side by side with the annual 
convention of NTA, formerly the 
National Tour Association. The 
umbrella event is referred to as 
Travel Exchange. 

The advantages of such an 
CONTINUED ON PAGE 18 c
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LOS ANGELES — The mo-
torcoach industry is going to have 
its hands full keeping up with the 
array of federal legislative and reg-
ulatory issues it faces this year.

“It’s the nanny state gone wild,” 
industry lobbyist Becky Weber told 
operators at a special update ses-
sion at UMA Motorcoach Expo at 
Travel Exchange here last month.

She said key issues, ranging 
from possible tax increases to 
higher infrastructure spending to 
expanded transportation safety 
rules to the validity of third-party 
bus inspections, all bear close 
scrutiny by the industry.

Getting much of the attention 
currently is the development in 
Congress of a new federal highway 
and public transportation bill that 
will replace the expiring Moving 
Ahead for Progress in the 21st Cen-
tury Act. MAP-21 was adopted by 
Congress 20 months ago after near-
ly two years of wrangling.

Although no bills to replace 
MAP-21 have been introduced in 
Congress yet, both House and 
Senate committee leaders say they 
hope to have bills in place well be-
fore the law expires Sept. 30.

Weber said a top priority is 
making certain the measure con-
tinues to protect the motorcoach 
industry from federally subsidized 
public school districts operating 
charters in competition with pri-
vate carriers.

“We have to fight those all of 
the time,” she emphasized. 

She said the motorcoach indus-
try also will push for legislation to 
obtain the same federal fuel tax ex-
emption that public school district 
and public transit agencies receive.

Private motorcoach companies 
are eligible for a 17-cent-per-gal-
lon federal fuel tax exemption but 
still must pay 7.6 cents per gallon. 
Public transit agencies and schools 
pay no federal fuel taxes.

“There’s no reason you folks 
should pay anything,” she said, 
adding that a full exemption would 
save the industry $50 million a 
year.

Weber said another priority is 
legislation that would make the 
federal government the sole regu-
latory entity of the motorcoach 
 industry. Such a measure would be 
designed to address the growing 
industrywide concerns about 
third-party bus inspections. 

Changes to Obamacare also 
are on the motorcoach industry 
watch list. 

Weber said the industry sup-
ports proposed legislation that 
would change the definition of “full 
time” to 40 hours, from the 35 hours 
currently contained in the Afford-
able Care Act. Such a change would 
impact motorcoach operators who 
are required to offer medical insur-
ance to full-time employees.

On the regulatory side, the in-
dustry is facing more than 40 ap-
proved or proposed new rules, re-
ported Ken Presley, UMA vice 
president of industry relations.

He said a great deal of atten-
tion is being paid to the National 
Highway Traffic Safety Adminis-
tration, which is developing rules 
to follow up its mandate of last 
year that, beginning in late 2016, 
all new motorcoaches be equipped 
with three-point seatbelts. 

New mandates being devel-
oped by the agency would require 
new buses to have crush-proof 
roofs, anti-ejection windows, fire-
suppression equipment, and a 
number of other safety improve-
ments, all of which could signifi-
cantly impact the price of a new 
motorcoach. 

Presley said the industry also is 
closely monitoring a proposal by 
the National Labor Relations 
Board that would shorten the time 
for conducting a union organiza-

tion election from 31 to 14 days 
from the date a request is filed. 

“This would reduce the oppor-
tunity for employers to respond to 
the union,” he noted.

He said operators also need to 
be aware of a new rule that allows 
federal safety investigators to in-
clude in their Compliance Reviews 
the results of safety audits and other 
information for a motorcoach com-
pany going back three years. 

In the past, said Presley, regu-
lators concentrated largely on re-
cent operations during their inves-
tigations. But now they can look 
back and use past problems while 
doing their evaluations. “So, you 
need to pay close attention to your 
past,” he added. 

Presley also urged motorcoach 
operators to consider rejoining the 
Federal Transit Administration 
charter registration list, which 
would make them eligible to re-
ceive notices from public transit 
agencies that are considering 

doing charter work.
Operators are required to 

renew their inclusion on the list 
every two years.

“We now have less than 200 
operators on the list,” he said, not-
ing that at one time more than 
1,600 operators took part.

Presley has warned in the past 
that the lack of interest could lead 
to efforts by public transit agencies 
to change the federal charter rule 
that limits the type of charter work 
they are allowed to do without first 
offering the work to private carri-
ers in their area.

Industry faces busload of legislative, regulatory issues

UMA Vice President of Industry Relations Ken Presley reviews the industry’s regulatory challenges.

UMA lobbyist Becky Weber outlines key legislative issues.

Jack Van Steenburg

LOS ANGELES — The more 
than 4,000 motorcoach companies 
operating across the United States 
can expect to see continued ag-
gressive federal safety scrutiny.  

That was the bottom-line mes-
sage last month from the Federal 
Motor Carrier Safety Administra-
tion’s chief safety officer, Jack Van 
Steenburg. 

Three months on from its “suc-
cessful” Operation Quick Strike 
sweep that led to the shutdown of 
dozens of carriers between April 
and November, Van Steenburg put 
operators on notice that the 
FMCSA has no intention of relax-
ing its efforts to improve the safety 
of motorcoach travel.

“It is a different era,” Van 
Steenburg told operators attending 
the State Association Summit at 
UMA Motorcoach Expo at Travel 
Exchange here. 

He said the agency needs to 
continue its push to identify dan-
gerous companies and put them 
out of business before they get into 
crashes.

The eight-month Quick Strike 
effort involved detailed compli-
ance investigations of 214 compa-
nies and safety inspections of more 
than 1,300 vehicles.

A total of 52 bus companies re-
ceived orders to shut down, and 
out-of-service orders were issued 
for 340 vehicles.

Although 52 operators were 
ordered closed, 28 companies took 
corrective action to fix violations 
and avoided being shut down. 
Many of the violations incurred by 
the companies were administrative 
issues rather than breaches of safe-
ty rules. 

Van  S t eenb urg  s a id  t he 
 FMCSA’s primary safety enforce-
ment program, known as CSA 
(Compliance, Safety, Accountabil-
ity), remains a major part of the 
agency safety campaign.

“CSA is here to stay because it 
is a predictor of crashes,” he 
asserted.

Several independent studies 
have questioned whether CSA is an 

effective tool to gauge a company’s 
propensity to have a crash. (See 
March 1 Bus & Motorcoach News.)

The program, introduced in 
2010, was set up so safety enforce-
ment officers could utilize the re-
sources of the FMCSA and its 
state partners to identify carriers 
whose behavior could reasonably 
lead to accidents.

Meanwhile, motorcoach oper-
ators can expect to see more fed-
eral rules and regulations designed 
with safety in mind, said Van 
Steenburg.

Among them are mandates for 
driver drug and alcohol reporting 
(see story on page 26); an elec-
tronic logging device mandate (see 

Safety scrutiny of industry to continue

story on page 26); a registry of 
personnel allowed to give medical 
exams to drivers, and possible 
hours-of-service changes.
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LOS ANGELES — The mo-
torcoach industry’s top honors 
were handed out at UMA Motor-
coach Expo at Travel Exchange 
here last month, with seven major 
awards going to companies and in-
dividuals who were recognized for 
a range of achievements. 

The motorcoach industry’s best 
and brightest, along with those re-
ceiving awards from NTA, were 
honored at a variety of Travel Ex-
change events, including the Awards 
Reception and Dinner, the UMA 
Active Member Meeting, and two 
joint UMA-NTA luncheons.

UMA Expo, and now Travel 
Exchange, is the premier industry 
event for honoring motorcoach in-
dustry stars, and the ultimate 
awards given at the show are the 
twin UMA Vision Awards.

The awards recognize a pair of 
companies — a large and a small 
operator — that have established 
high standards of performance, 
raising the bar in such areas as 
marketing, maintenance, opera-
tions, safety and innovation.

The UMA Vision Award/
Small Operator (15 or fewer 
coaches) went to American Heri-
tage Trails of Fort Wayne, Ind., 
and its founders and owners, Bill 
McKinley and Matt Inlow. 

McKinley, who drove coaches 
part time during his college years, 
and Inlow, who owned a trucking 
firm, started American Heritage 
Trails 10 years ago — when both 
were in their 20s — with a single 
motorcoach.

During the past decade, despite 
the tough economy, the company 
has grown to a fleet of 14 MCIs. 
Company services have expanded 
to include sightseeing tours, casi-
no runs, airport shuttles, college 
sports-team trips, senior citizen 
leisure travel and, of course, bread-
and-butter charters.

Nearly a half-dozen years ago, 
Inlow and McKinley added a 
trucking operation that now in-
cludes 35 tractor-trailers.

“When we started with one bus 
10 years ago, we had no idea we 
would be where we are today,” 
McKinley said in accepting the 
award.

Could there be something in 
the water in Fort Wayne, popula-
tion 255,000? American Heritage 
Trails is the second Fort Wayne-
based operator to win the UMA 
Vision Award for small operators 
in the past f ive years. At UMA 
Motorcoach Expo 2009 in Orlan-
do, Excursions Trailways walked 
away with the honor.  

The UMA Vision Award/
Large Operator (more than 15 
coaches) went to Northfield Lines 
of Northfield, Minn., and its prin-
cipal, John Benjamin. 

Northfield is known, and has 
been recognized previously by in-
dustry publications, for its safety 
record, driver professionalism, 
quality equipment, service, support 
for other operators, and providing 
enjoyable travel experiences.

In accepting the award, Benja-
min noted that it was 25 years ago 
that his late brother, Larry, wanted 
to buy a motorcoach company and 
have  John  jo in  h im in  the 
business.

John recalled that his brother 
enticed him by promising they 
could “take a vacation whenever 
we wanted to. You know how that 
turned out,” he smiled, the audi-
ence laughing at his sarcasm. 

Benjamin told Awards Dinner 
attendees that Northfield Lines 
had been able to grow and prosper 
over the years because of its strong 
staff.  

Northfield is a member of the 
International Motor Coach Group 
and operates a fleet of 30 motor-
coaches, 7 midsize buses and vans, 
and 75 school buses.

Larry Benjamin died just over 
two years ago of cancer at the age 
of 58.   

UMA Safety Leader: Godfrey 
LeBron of Paradise Travel in 
Franklin Square, N.Y. 

The safety leader award, which 
is co-sponsored and selected by 
the Daecher Consulting Group, 
honors an individual who has been 
instrumental in accomplishing in-
novative or benef icial safety 
achievements for their company or 
the industry. 

In presenting the award, Mat-
thew Daecher noted that LeBron 
has been an outspoken safety ad-
vocate at both the state level, as a 
president of the Bus Association of 
New York, and at the national 
level, as a chairman of UMA.

 He also has helped conduct 
seminars on motorcoach wheel-
chair safety and operator compli-
ance with ADA rules all across the 
U.S.

In accepting the award, LeBron 
said he was never much of a be-
liever in safety awards. “Motor-
coach safety,” he said, “should be 
like breathing. It should come 
natural.”

As someone who thinks that all 
critical safety decisions are made 
by drivers, LeBron is an advocate 
for strong management focus on 
drivers.

And young drivers, he said, 
have to be managed differently, 
with a more hands-on approach.  

LeBron and his wife Lauren 
started their company 25 years ago 
and operate in metropolitan New 
York City. 

UMA Green Highway Award: 
Northeast Trailways of Lewiston, 

Maine, and its founder, owner and 
president, Scott Riccio.

The award, which was estab-
lished a half-dozen years ago and 
is sponsored by Motor Coach In-
dustries, recognizes companies 
that demonstrate leadership in re-
ducing carbon emissions and a 
commitment to “environmental 
stewardship” — internally, exter-
nally and industrywide. 

Companies are recognized for 
implementing policies to conserve 
energy in their operations, offices 
and maintenance facilities.

In presenting the award, MCI 
Vice President Pat Ziska noted that 
Riccio and Northeast Trailways 
had taken a characteristic of the 
motorcoach industry, that it is in-
heritently “green” because it takes 
autos off roadways, and effectively 
promoted it as part of its market-
ing, urging customers to “make a 
difference in the environment” by 
choosing group travel provided by 
Northeast Trailways.

In accepting the award, Riccio 
said his company’s green philoso-
phy goes beyond touting the envi-
ronmental benefits of coach travel 
to include an extensive company-
wide program to “decrease our 
own carbon footprint.”

Here are a few of the ways 
Northeast Trailways contributes to 
a “greener Maine.” It:

• Makes extensive use of mo-
tion lights to save on electricity

• Has converted all of its lights 
to CFL and T5 bulbs

• Has installed fans with vari-
able speeds to push heat down to 
the garage floor and improve 
circulation

• Recycles all cardboard, paper 
and plastic products left on buses

• Has developed a bottle re-
demption program, even for buses

• Recycles all scrap metal 

from the garage
• Heats its service garage with 

natural gas and waste oil
• Uses 100 percent synthetic 

motor oil in all buses to reduce oil 
consumption

• Purchased a 6,000 gallon 
diesel fuel tank so it would fuel its 
buses on its property rather than 
driving to the closest fuel station. 
With the tank, the company says it 
saves 4,000 gallons of diesel fuel 
annually.

Riccio started Northeast Trail-
ways 15 years ago. The company 
has a diverse fleet of coaches, 
school and midsize buses, vans 
and limousines.  

The UMA Maintenance In‑
terchange Maintenance Compe‑
tition was conducted for the eighth 
consecutive year as part of Motor-
coach Expo. Those individuals at-
tending the Interchange are invited 
to participate in a competition in-
volving a written test and a timed 
diagnostic inspection.

The competition was conduct-
ed at the MCI sales and service fa-
cility in Los Alamitos, Calif. 

This year’s champion was Greg 

Lammers of Cavalier Coaches in 
Owatonna, Minn.

Lammers also won the mainte-
nance competition at UMA Motor-
coach Expo 2008 in San Francis-
c o ,  a n d  wa s  r u n n e r - u p  a t 
Motorcoach Expo 2011 in Tampa.

Dave Meyerhofer of Kobussen 
Trailways in Kaukauna, Wis., was 
this year’s runner-up. Meyerhofer 
won the competition last year at 
UMA Motorcoach Expo in Orlan-
do, and was runner-up at UMA 
Motorcoach Expo 2012 in Long 
Beach, Calif.

The second runner-up this year 
was Leo Wilt of All Aboard Amer-
ica in Mesa, Ariz. 

Lammers was presented with a 
plaque and took home $500. 

The UMA Maintenance Inter-
change and maintenance competi-
tion is coordinated by Kevin Whit-
worth of Whitworth Bus Sales in 
Dayton, Ohio. This year’s inter-
change was the 17th such event. 

Two motorcoach industry 
awards were presented during one 
of the joint luncheons.

Metro Magazine Motorcoach 

Industry standouts are recognized at Motorcoach Expo

Metro magazine Publisher Frank Di Giacomo, left, 
pre sents Metro’s Motorcoach Operator of the Year 

award to Larry and Lorna Hundt of Kitchener, Ont. Their 
daughter, Michelle, joined them for the presentation.

CONTINUED ON PAGE 6 c
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Obamacare
Expert: Latest changes good for employers

Prevost partners with UMA
to develop ‘Prevost Prep’ 

LOS ANGELES — Prevost 
and the United Motorcoach Asso-
ciation used UMA Motorcoach 
Expo here last month to officially 
launch the Prevost Preparatory 
School for Professional Motor-
coach Drivers, or “Prevost Prep.”

The initiative was developed 
to update and expand the driver 
education component of Bus and 
Motorcoach Academy, the online 
professional development school 
operated by UMA.

Prevost Prep is designed spe-
cifically to meet the driver training 
needs of the motorcoach industry. 

Prevost recognizes that motor-
coach operators are greatly chal-
lenged in recruiting, training and 
retaining qualified drivers, Pre-
vost CEO Gaetan Boulduc told 
Motorcoach Expo attendees. 

“Drivers are one of the indus-
try’s cornerstone resources and we 
must do what we can to encourage 
skilled drivers to enter the industry. 
Training is an important part of that 
attraction and retention,” he said. 

Federal Motor Carrier Safety 

Regulations require that bus and 
motorcoach operators ensure their 
drivers are knowledgeable and 
comply with safety rules.

Prevost Prep will help prepare 
drivers to pass the CDL written 
exam or, for those who already 
have a CDL, provide a thorough 
review of applicable industry 
rules and regulations. 

Through the program, driver 
training can be quantif ied and 
proven for insurance purposes. 
Participants who have completed 
the program satisfactorily will re-
ceive a letter of completion that 
can be submitted to an insurance 
company for insurance renewals. 

Prevost has committed to sup-
porting the program over the next 
10 years to expand the curricu-
lum, update existing courses, and 
provide scholarships for drivers.

To inaugurate the Prevost Prep 
program, Prevost also pledged 
$10,000 in scholarships of $200 
each towards tuition to the first 50 
companies that sign up for the 
spring 2014 semester.

Prevost CEO Gaetan Boulduc announces major commitment.

LOS ANGELES — The latest round of changes to 
the Affordable Care Act, announced last month, are 
good news for employers, says an expert on employee 
benefits.

The changes gave midsize companies a second, 
12-month reprieve to provide health insurance for 
their employees, and offered large companies more 
time to provide coverage to some workers.

Companies having 50 to 99 workers now have until 
2016 to offer insurance or face penalties of $2,000 per 
employee per year. The original deadline set for this 
year had already been pushed back once.

Under the revised rules, large companies with 100 
or more employees will have to offer coverage to 70 
percent of their full-time workers in 2015, and 95 per-
cent in 2016 and beyond. 

For purposes of the Affordable Care Act, “full-
time employees” are those who work an average of at 
least 30 hours per week.

Stephen Salinas, a certified employee benefits 
specialist, told operators attending UMA Motorcoach 
Expo here that the tweaks to the healthcare law are 
good news for companies.

“They’re more advantageous for you as an em-
ployer. Very, very little did they actually make more 
onerous,” he said.

Salinas works for BridgePort Benefits of Agoura 
Hills, Calif., which is a partner company of the United 
Motorcoach Association, providing the UMA Well-
Care program for members of the association. 

Small businesses, those with fewer than 50 full-
time workers, are generally exempt from the 2010 
law, which is commonly known as Obamacare. That 
includes a majority of motorcoach companies and 
some 96 percent of the nation’s businesses. 

However, Salinas cautioned that owners of multi-
ple companies should be aware of the law’s business 
aggregation rules, which may lump together employ-
ees of various business enterprises for purposes of the 
law. The aggregation rules may require some small 
businesses to offer coverage to their full-time employ-
ees, or risk penalties if they are part of commonly 
owned businesses.

He said people should not assume they are exempt 
“just because you (own) a small percentage, or it’s a 
really small company, or maybe it’s my wife’s com-
pany, or I put it in my kid’s name a long time ago.”

“A lot of people think that those are ways to get 
out of grouping companies together for the law, but 

it’s not,” he said. 
“You need to have somebody who understands how 

it works make sure to give you the proper guidance. 
This may require legal analysis and employers need to 
be aware of the possible implications.”

He also explained the two types of penalties large 
employers can face for violating the law, which he 
called “no play” and “some play” penalties.

“No play” is for companies that don’t offer cover-
age. It’s a $2,000 per full-time employee per year 
penalty. 

“Some play” is for employers that offer insurance, 
but with policies that fail to cover a set of essential 
services, such as outpatient care and prescription 
drugs, or are deemed not affordable, that is, costing 
more than 9½ percent of a worker’s gross wages. 

The “some play” penalty of $3,000 per worker 
kicks in when an employer fails to offer affordable 
coverage and an employee buys a subsidized plan on 
a state or federal exchange.

Salinas explained that employers can avoid paying 
the “no play” and “some play” penalties by offering a 
minimum essential coverage plan, or MEC, which 
covers an array of 60-plus preventative-only services, 
and a minimum value plan that matches the govern-
ment’s bronze level benefits at an affordable rate.

“It’s certainly going to cost you money, but in a lot 
of cases not huge amounts of money, and by offering 

Stephen Salinas

CONTINUED ON PAGE 16 c

Operator of the Year: Larry 
Hundt, owner with his wife, Lorna, 
of Great Canadian Holidays and 
Coaches in Kitchener, Ont.   

The award is given annually to 
an individual or individuals who 
have made significant contribu-
tions to their organization, as well 
as the industry. It was the 24th time 
the magazine has given the award.

Hundt was honored for his ser-
vice to the industry, both in Cana-
da and the U.S., as well as his re-
cord in building his company into 
one of Canada’s premier  — and 
most recognizable — tour-and-
charter operators. 

Hundt serves on the board of 

UMA and is chairman of its Meet-
ings Committee, which has respon-
sibility for overseeing the execution 
of UMA Motorcoach Expo. Hundt 
has adopted a strong, effective, 
hands-on approach to helping coor-
dinate Motorcoach Expo. 

Great Canadian operates a fleet 
of 52 motorcoaches which are dis-
tinguished by their patriotic livery. 
You want to know more about 
Canada, its history and accom-
plishments, read the sides of Great 
Canadian Holidays’ coaches. 

The award was presented by 
Metro Publisher Frank Di Giacomo.

BUSRide Motorcoach Indus‑
try Achievement Award: Sander 
Kaplan of A Candies Coachworks 
in Gainsville, Fla.  

In announcing the winner, 

BUSRide Editor David Hubbard 
noted that A Candies Coachworks 
had begun life as a limousine com-
pany “and morphed into a motor-
coach company.”

Kaplan founded the business in 
1986 and in 2006 it purchased its 
first motorcoach. Just over a year 
ago, Kaplan acquired much of 
what was left of Fabulous Coach 
Lines, a Florida coach company 
founded by one-time motorcoach 
industry wunderkind Ray Land. 

A Candies operates a fleet of 
17 coaches and, yes, the company 
name is what it is because Kaplan 
wanted to be among the first com-
panies listed in the Yellow Pages.

NTA, formerly the National 
Tour Association, which co-lo-
cates its annual convention with 

UMA Motorcoach Expo, creating 
what is called Travel Exchange, 
paid tribute to Sen. Mark Begich, 
D-Alaksa, honoring the senator 
with the NTA Pioneer Award for 
his “unwavering support for the 
travel industry.”

Since entering Congress in 
2008, Begich has sponsored or 
supported a stream of legislation 
aimed at advancing travel and 
tourism, including the Travel Re-
gional Investment Partnership Act 
and the Travel Promotion Act, 
which created Brand USA.

 Begich is co-founder of the 
Senate Travel and Tourism Caucus.

“We believe tourism is a criti-
cal part of our economy that is 
often forgotten,” Begich told the 
more than 1,000 travel and tourism 

professionals attending the NTA-
UMA Travel Exchange event 
where he was presented the award.

“We know what you’re doing 
every day to drive jobs, create op-
portunity and make people’s lives 
great.” 

The award was presented to 
Begich by Mark Hoffmann, NTA 
chairman and CEO.

Hoffmann noted that Begich 
has attended several NTA conven-
tions and has been a featured 
speaker for the past four years at 
NTA’s annual grassroots event in 
Washington, D.C.

The next UMA Motorcoach 
Expo will be Jan. 18-22, in New Or-
leans, with the show again co-locat-
ed with the annual NTA Conven-
tion, recreating Travel Exchange.

Industry honors
CONTINUED FROM PAGE 5
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ISSUE NO. 258

LOS ANGELES  — Members 
of the United Motorcoach Associ-
ation have elected three new board 
members and re-elected four 
directors.

The UMA board, meanwhile, 
also has a revamped slate of 
officers.

The new board members elect-
ed to three-year terms are:

• Dave Dickson, co-owner and 
fleet manager of Elite Coach in 
Ephrata, Pa.

• Alan Thrasher, president of 
Thrasher Brothers Trailways in 
Birmingham, Ala.

• Bob Greene, senior account 
executive, motorcoach division, 
Radio Engineering Industries in 
Omaha, Neb. 

Re-elected to the UMA board 
were Jeff Polzien of Red Carpet 
Charters in Oklahoma City; Den-
nis Streif of Vandalia Bus Lines in 
Caseyville, Ill.; James Brown Sr. 
of Magic Carpet Tours Bus Ser-
vice in Richmond, Va., and Mi-
chael Neustadt of Coach Tours in 
Brookfield, Conn. 

Polzien and Streif, who repre-
sent UMA Region I (the West), ran 
unopposed.

Brown and Thrasher were the 
top vote getters in UMA Region II 
(the Midwest and Southeast). 

Neustadt and Dickson had the 
highest number of votes in UMA 
Region III (the Northeast).  

Greene was elected “non-
coachbuilder representative” to the 
UMA board. He becomes the first 
person elected to the position 
using a new voting procedure that 
mirrors the process used to elect 
UMA operator board members.

Previously, both the non-coach-
builder and coachbuilder represen-
tatives on the board were elected by 
the association’s associate members 

at a meeting conducted during 
UMA Motorcoach Expo. 

Under the new process, the two 
board representatives are to be elect-
ed via ballots mailed to the appro-
priate UMA associate and coach-
builder members. Non-coachbuilder 
UMA members vote for the non-
coachbuilder representative, while 
only coachbuilder members vote for 
the coachbuilder representative. 

Greene’s election also breaks a 
cycle. It has been more than a 
dozen years since anyone other 
than an insurance executive has 
been the non-coachbuilder repre-
sentative on the UMA board.

In recent years, Greene has 
been a vocal and active participant 
during the meeting of UMA asso-
ciate members held on the Expo 
show floor before the trade show 
begins each year. 

Thrasher grew up in the motor-
coach industry, washing buses as a 
preteen for his father’s company. 
After graduating from college, he 
drove entertainer buses for several 
years before eventually establish-
ing his own fleet of entertainer 
coaches.

Eventually, he assumed owner-
ship responsibilities of Thrasher 
Brothers Trailways with his sister, 
Alice. 

Dickson has been involved in 
the industry since 1997 when he 
joined his father- and brother-in-
law to purchase Elite Coach.  

Leaving the UMA board, and 
honored at UMA Motorcoach 
Expo here last  month,  were 
directors:

• Dan Shoup of Cardinal 
Buses in Middlebury, Ind. Shoup 
had been appointed to the UMA 
board three years ago to fill an un-
expired term.

• Tom Foley of TIB-Transpor-

tation Insurance Brokers, who held 
the non-coachbuilder representa-
tive seat for three years. Foley did 
not seek re-election.

• Steve Brown of Brown 
Coach in Amsterdam, N.Y. Brown 
served on the UMA board for three 
terms.

 For those keeping track, there 
now is only one individual with the 
surname of Brown on the UMA 
board — James.

Until a year ago, there had 
been three. Long-time board mem-
ber and former UMA chairman, 
David Brown, CEO of Holiday 
Tours in Randleman, N.C., did not 
seek re-election in 2012. Brown 
served 12 years (four terms) on the 
UMA board and two years as 
chairman, 2004-06.

Last year, Steve Brown did not 
seek re-election.

James Brown, however, stood 
for re-election and keeps the 
Brown name alive and well on the 
UMA board.

Following Expo, the UMA 
board reorganized, transitioning to 
a new chairman, electing three 
 officers, and making committee 
assignments.

Brian Annett of Annett Bus 
Lines in Sebring, Fla., became 
chairman, succeeding Bill Allen of 
Amador Stages Lines in Sacra-
mento, Calif.

Annett was elected vice chair-
man two years ago. Under UMA 
bylaws, Annett automatically 
moved into the chairman’s seat this 
year with the expiration of the two-
year term of Allen. 

 Being chairman of UMA was 
especially meaningful for Allen 
since his father, Alex Allen, was 
one of the founders of the associa-
tion. The senior Allen died last 
year. 

Elected vice 
chairman, suc-
ceeding Annett, 
was Dale Krapf 
of Krapf Coach-
es in West Ches-
ter, Pa. For the 
past two years, 
Krapf has chaired UMA’s impor-
tant Legislative and Regulatory 
Committee. He will become chair-
man in two years.

Elected board secretary, for a 
one-year term, was Gladys Gillis 
of Starline Luxury Coaches in Se-
attle. Gillis has served the past two 
years as UMA treasurer.

Elected treasurer was Tom 
Ready of Ready Bus Lines in La 
Crescent, Minn. Ready is a former 
chairman of UMA (2010-11) and 
long-time board member.

Under UMA bylaws, the secre-
tary and treasurer are officers of 
the association along with the 
chairman and vice chairman.

During a variety of UMA Mo-
torcoach Expo sessions, various 
speakers made strong pitches for 
motorcoach operators to come to 
Washington in late June to partici-
pate in the association’s annual 
Capitol Hill Days.

Many operators — who’ve pre-
viously participated in the event 
— describe it as a highly reward-
ing experience and perhaps the 
only time they felt their voice was 
heard in Washington. 

This year’s Capitol Hill Days, 
which involves briefings by legis-
lators and calling on House and 
Senate members or key members 
of their staffs, will be June 24-25.

Last year, a record number of 
industry executives — nearly 70 
— from across the U.S. converged 
on Capital Hill, spreading the in-
dustry message to dozens of con-
gressmen and women.

Those interested in participat-
ing should plan on flying or driv-
ing in on the 24th; there will be a 
reception for participants that eve-
ning. The next day, there will be a 
morning briefing followed by vis-
its to congressional offices. 

On the evening of the 25th 
there will be a reception and fund 
raiser for Rep. Bill Shuster, R-Pa., 
chairman of the important House 
Transportation and Infrastructure 
Committee. Shuster’s committee is 
responsible for writing the House 
version of federal highway and 
public transportation legislation.  

For more information or to 
sign up, contact Ken Presley at 
UMA at kpresley@uma.org, or 
call (800) 424-8262.

UMA gets new directors, officers; Capitol Hill Days pushed

Tom ReadyGladys GillisDale KrapfBrian Annet

Bob GreeneAlan ThrasherDick Dickson
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Hollywood:
Here we are
The famed Universal Studios 
Hollywood theme park was the 
site of the Motorcoach Expo 
2014 Welcome Reception. 
Park attractions, tours, shops, 
food and drink were there 
for all to enjoy and indulge. 
Below, Stan Holter, general 
manager of Richfield Bus Co. in 
Bloomington, Minn., at left, and 
Gene Farrell of Amaya-Astron 
Seating, catch-up on the Expo 
show floor. At bottom, Emily 
Gohman of Trobec’s Bus Service 
in St. Stephen, Minn., won 
one of UMA’s floor drawings 
and is presented her prize by 
association board member 
Dennis Streif of Vandalia Bus 
Lines in Caseyville, Ill.

Maintenance
matters at Expo
Motorcoach Expo attendees, 
who participated in this year’s 
Maintenance Interchange, pose 
for the traditional class photo. 
At left, Interchange coordina-
tor/guru, Kevin Whitworth, 
keeps the discussion on track.
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Show Stopper
There was a time when Marilyn 
Monroe could halt traffic on a 
dime. It didn’t work at Motor-
coach Expo. Attendees swal-
lowed up Marilyn, at right, as 
they swept onto the show floor 
after UMA Chairman Bill Allen, 
left, cut the ceremonial ribbon.

Show Stars
Industry icon and stand-up- 
comedian Lou Sardo, left, 
 welcomes attendees to the 
Sardo Upholstery stand. At 
right, NTA President Catherine 
Prather and UMA President 
Victor Parra jointly host a Travel 
Exchange event.
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Bronwyn Wilson, president of International Motor 
Coach Group, center, joins a group of UMA board 
members for the opening session of Motorcoach 

Expo 2014. From right, are UMA directors Tom 
Ready, Callen Hotard, Wilson, Bob Greene, James 
Brown and Dale Krapf.

Poised for one of the door-prize drawings at the 
UMA booth are, from left, J. Morgan Brown of 
Magic Carpet Tours Bus Service in Richmond, Va.; 

Daniell Mouzon of Unlimited Tours in Baltimore, 
and Eric David of Potomac Tours in Gaithersburg, 
Md.

Sharing a light moment, while discussing 
 destination-sign systems at the Aesys stand, were 

Evelyn McGregor, left, and Colin McGregor, center, 
of Aesys, and Skip Neff of Coach USA/megabus.

Husband-and-wife operators Cary and Gina Martin of Little Rock 
(Ark.) Tours talk with Greg Black of TIB, Transportation Insurance 
Brokers, center.

Far from the Minnesota cold, Dan Holter of Rochester City Lines, 
left, and Rick Thielen of Thielen Bus Lines in Redwood Falls, Minn., 
enjoy the Expo Cigars & Cordials after-dinner event.

Cigars & Cordials’ attendees socialize in the glow from an ice sculpture 
recognizing event sponsor Bridgestone Americas Tire Operations.

David Messick of Blue Ridge Coach Lines in Culpepper, Va., relaxes 
with a little light reading. He says he never misses an issue.
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to $3 million, from the current 
$750,000, reportedly also is being 
studied.

Payouts would soar
Delaney, who made his re-

marks during Expo’s State Associ-
ation Summit and expanded on 
them in an interview later, sug-
gested that — if the liability mini-
mum were increased — awards 
going to people involved in bus ac-
cidents would skyrocket because 
lawyers representing them would 
have a higher starting point when 
they file claims against a carrier. 

“They’ll go all the way,” he 
said, adding that annual payouts 
for bus accidents under the higher 
minimum coverage could jump by 
as much as $75 million. 

Although Delaney avoided 
voicing either support or opposition 
for higher minimum insurance lev-
els, his remarks did indicate a new 
mandate may not be necessary.

He noted, for example, that out 
of about 250,000 claims filed over 
the years with Lancer, only two 
were settled for over the mandato-
ry minimum. 

“That’s only two,” he empha-
sized. “Only two.”

If Lancer’s experience, as the 
industry’s largest motorcoach in-
surer, is projected across all insur-
ance companies serving the indus-
try, then the total number of claims 
exceeding the mandatory mini-
mum likely would total fewer than 
10 — out of hundreds of thou-
sands of claims.

He also noted that in 2012 and 
2013, fewer than 4 percent of 
Lancer’s motorcoach clients pur-
chased liability coverage higher 
that the required $5 million. 

Shunned by feds 
Additionally, Delaney surprised 

many in the audience by reporting 

that the federal regulators who are 
studying the insurance issues have 
yet to talk with Lancer, which 
claims a 32 percent motorcoach in-
dustry market share, or him, one of 
the top executives at the largest 
coach insurer in the U.S.

“No one has contacted me for 
my opinion,” he said.

If they do, they are likely to 
hear they should be looking at 
other options rather than increas-
ing the minimum insurance 
coverage.

One idea they should consider, 
he suggested, is to allow operators 
to collect a small surcharge for 
each charter they sell that could be 
used to create an industrywide loss 
fund or pool that could be used to 
cover catastrophic losses over the 
$5 million minimum.  

“With such a fund,” he said, 
“dollar for dollar could go to cover 
losses.” 

The discussion over raising the 
minimum coverage comes at a 
time when the insurance industry 
is struggling with a dramatic shift 
in the conditions surrounding the 
impact bus accidents have, both 
inside and outside the courtroom.

Diminished trust 
“The level of trust people have 

in us is down,” noted Delaney. “It’s 
mind boggling how juries have 
turned on us.”

He held that much of the shift 
is due to the increased use and 
popularity of the internet and so-
cial media, as well as 24-hour 
cable news, which he contended 
has raised the prof ile of even 
minor bus accidents and helped 
shape public opinion more toward 
victims and away from motor-
coach companies.

“The main problem is that our 
world has changed,” he said. “So-
cial media is now writing our safe-
ty standards.” 

He stressed that not too many 
years ago, a minor rear-end bus 

crash resulted in a small article in 
the local  newspaper, two to 10 
minor injury claims, and the attor-
neys seeking minimal amounts of 
damages.

Today, he said, those same ac-
cidents get national attention in 
the social and news media, 50 or 
more people go to the hospital 
with a wide range of injury claims 
and attorneys seek enormous 
settlements.   

Lawyer tactics
Additionally, he said many 

people who are injured in bus ac-
cidents hire “gun-slinging” law-
yers who spend large amounts of 
money pursuing their cases, in-
cluding one who spent $1 million 
to roll two new motorcoaches to 
show a jury what can happen in a 
bus crash. 

“We have to hire experts to 
counter their experts and that 
means more expenses,” he said.

Delaney said lawyers also have 
developed a new strategy to sway 

juries, including getting away from 
simply emphasizing the injuries 
suffered by a bus passengers and, 
instead, hitting much harder at a 
much broader impact.

“They now stress to jurors that 
the driver’s actions affect you and 
your community and you have to 
take action,” he said. 

Delaney also cited the aging of 
motorcoach drivers as another 
major contributor to the problem, 
noting that while the average age 
of drivers is 53.25, motorcoach op-
erators still employee many older 
drivers. He said the number of 
drivers 51 years and older is up 32 
percent, those 61 and older is up 
53 percent and those 71 and older 
is up 12 percent.

“You can SEE the outrage (by 
the public) when an older driver is 
involved in an accident,” he added. 

Older drivers: Sticky
He acknowledged that opera-

tors want to retain their experi-
enced drivers, but said they need to 

get better at recruiting new drivers 
and paying them better.

“It’s a very sticky situation,” he 
said.

To help turn the legal challeng-
es in favor of the insurance and 
motorcoach industries, he said op-
erators should urge federal safety 
regulators to do a better job getting 
unsafe motorists off the highways 
and call on Congress to tackle 
major tort reform. 

“They’re driving us out of 
business,” he said of the many 
problems bus accidents and law-
suits are creating in the motor-
coach industry.

Meantime, Delany said the in-
surance business remains a gam-
bling proposition, noting that 
Lancer last year recorded after-ex-
pense losses in its motorcoach 
business of between $12 million 
and $14 million.

Much of the loss, he said, was 
because of the settlement of a 
number of older claims.

“We had a bad year,” he said.

Insurance warning
CONTINUED FROM PAGE 1

Tim Delaney of Lancer Insurance presented a busload of facts and figures.

“We believe this investigation 
and prosecution may have prevent-
ed a highway tragedy caused by 
fatigued drivers, and we hope that 
this sentence will serve as fair 
warning to other commercial op-
erators,” Daly said.

According to court documents 
and statements made in court, 
Wisla Express, operates a fleet of 
vans and midsize buses to trans-
port individuals to and from air-
ports, and tour buses to locations 
outside of Connecticut.

Szteborowski was responsible 
for the day-to-day operations at 
Wisla Express, including scheduling 
driving assignments and maintain-
ing the company driving records.

According to the court record, 
between September 2008 and Sep-

tember 2010, Szteborowski sched-
uled and assigned drivers to trips 
knowing the drivers would be ex-
ceeding hours-of-service limits, and 
also instructed drivers and others to 
falsify driving logs by recording the 
drivers were off-duty during times 
when they were, in fact, driving.

To pay drivers for time actually 
spent working, Szteborowski in-
structed drivers to submit separate 
pay sheets and notes that accurate-
ly detailed their hours. 

Szteborowski then destroyed 
the pay sheets and other documen-
tation that accurately recorded the 
drivers’ work schedule.

In response to an FMCSA inves-
tigation of Wisla Express that was 
initiated in August 2010,  Sztebo - 
rowski produced the falsified driver 
logs and withheld other records that 
would conflict with the logs.

Last year, Szteborowski plead-

ed guilty to one count of submit-
ting a false statement to the U.S. 
Department of Transportation. The 
company pleaded guilty to the 

same charge.
During his three-year term of 

supervised release, Szteborowski 
and his wife cannot be involved, 

directly or indirectly, in Wisla Ex-
press or any other business under 
the jurisdiction of the U.S. Depart-
ment of Transportation.

Headed to prison
CONTINUED FROM PAGE 1

Stable: Property/casualty insurance market
SAN FRANCISCO — The in-

surance unit of one of the nation’s 
largest financial institutions, Wells 
Fargo, is predicting the property-
and-casualty insurance market 
will be stable and competitive this 
year, meaning likely rate stability.

The Wells Fargo Insurance 
2014 Insurance Market Outlook 
forecast comes on the heels of a 
generally profitable year for the 
property/casualty insurance in-
dustry in 2013.

The Wells Fargo outlook cov-
ers such insurance product seg-
ments as workers’ compensation, 
employment practices, property, 
and technology.

“We expect 2014 to be a good 
year for the majority of our com-
mercial property-and-casualty in-
surance customers,” said Simon 
Hodge, head of the professional 
risk group at San Francisco, Calif.-
based Wells Fargo Insurance.

“We anticipate signif icant 
marketplace capacity, excellent 
coverage quality in many areas, 
and do not expect a lot of pricing 
volatility.”

Key f indings in the report 
include:

Larger companies are generally 
prepared to resist upward rate pres-
sure. Many have cut operating 
costs during the recession and in-

creased productivity, accumulating 
significant amounts of cash, which 
enables them to assume increased 
retentions to offset rising rates.

The majority of these compa-
nies cited regulatory change or in-
creased scrutiny and political un-
certainty among their top concerns. 
Other major risk concerns include 
cyber security and privacy risks, 
volatility of global financial mar-
kets and slow recovery/double-dip 
recession.

Wells Fargo says this year is a 
buyer’s market for property-and-
casualty insurance. It expects very 
low- to flat-rate reductions or in-
creases in 2014.



 15 March 15, 2014 OPINION Bus & Motorcoach News Bus & Motorcoach News  UMA MOTORCOACH EXPO March 15, 2014 15

PUBLIC TRANSPORTATION

MEDIUM FLEET TRUCKING   |   LARGE FLEET TRUCKING   |   PUBLIC TRANSPORTATION   |    WORKERS’ COMPENSATION  |   INDEPENDENT CONTRACTORS   EXCELLENCE IN:

p r o t e c t i v e i n s u r a n c e . c o m

SAFET Y THAT REVOLVES AROUND   YOU

Protective Insurance Company's loss prevention team members 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 loss prevention 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 

online training offerings for public transportation.

FOR COVERAGE THAT REVOLVES AROUND YOU, CONTACT STACY RENZ: (800) 644-5501 ext. 2570

Reptilian lawyers have bus industry in their sights
LOS ANGELES — It’s no se-

cret that plaintiff attorneys will go 
to great lengths to win cases and 
obtain hefty recoveries.

For the motorcoach industry 
and its insurers, that could mean 
facing an attorney willing to spend 
as much as $1 million to buy new 
motorcoaches to conduct his own 
crash tests.

And, facing attorneys who use 
a legal playbook of novel investi-
gative and trial tactics.

“We just have to assume today, 
in this world, with lawyers who are 
this good and will chase things this 
hard, any accident has the potential 
to be a big case, an expensive case, 
a case that means something to 
you in the long run and your busi-
ness,” said Paul Berne of Lancer 
Insurance Company.

He warned operators, during a 
session called “Bus Operators Be-
ware! Plaintiff Attorneys Have You 
in Their Crosshairs,” at UMA Mo-
torcoach Expo here last month that 
attorneys specializing in cases 
against the passenger transporta-
tion industry are aware that motor-
coach companies are required to 
carry at least $5 million in insur-
ance coverage.

“They know how to get to the 
Federal Motor Carrier (Safety Ad-
ministration) websites and get that 
information. Many years ago, we 
would normally encounter plain-
tiff ’s lawyers who would say, what 
are the limits,” he said.

Many attorneys at big f irms 
have “virtually unlimited resourc-
es” to develop cases, he said, 
pointing to James W. Vititoe of 
Vititoe Law Group in Westlake 

Village, Calif., who represented 
plaintiffs involved in a catastroph-
ic bus crash.

Vititoe, who was part of the 
legal team made famous in the 
movie “Erin Brockovich,” said in a 
video: “We bought two new buses 
and we rolled them to see what 
would happen. The testing showed 
that the lack of the seatbelts al-
lowed the ejection.

“We decided we would medi-

ate this case. We had to find the 
deep pocket to go after, and the 
one to look at was the manufac-
turer,” he said.

But even attorneys with small 
practices “have gone to school to 
learn how to target cases against 
commercial auto defendants and 
the motorcoach industry,” Berne 
said, citing the techniques and tac-
tics used by many lawyers:

• “They are going to over- 

emphasize irrelevant issues. Many, 
many accidents we face today are 
where the motorcoach company is 
clearly not at fault. After there has 
been an inspection of the vehicle, 
one brake is out of adjustment. . . . 
(I)f you’re a plaintiff lawyer, and 
you see something like that, you’re 
going to hone in on that and try to 
find other things that could show 
deficiencies in the operation. What 
else was going on that can move 
the case away from a simple acci-
dent to these other issues?”

• Use ideas from a book titled 
Reptile: The Manual of the Plain-
tiff’s Revolution, a primer for trial 
attorneys by Don Keenan and 
David Ball. “The technique is to 
solicit juror feelings of immediate 
and imminent danger, scare and 
upset them and get them to think 
that fair compensation can dimin-
ish the danger in their commu-
nity.…You take a very small acci-
dent and you begin to paint this 
picture of a company acting 
irresponsibly.”

• Claim the plaintiff has suf-
fered a traumatic brain injury. 
“Twenty, thirty years ago when 
there was a routine bus accident, 

CONTINUED ON PAGE 16 c

Paul Berne, left, and Bob Crescenzo explain tactics being used by gun-slinger lawyers.
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the probability that we would see 
anyone claim brain injury from 
that was probably less than 1 per-
cent. Now we’re beginning to see 
cases where individuals are alleg-
ing that they struck their head 
against something and that has 
caused slurring of speech, loss of 

memory, physical incapacity of 
some type.

“We’ve had brain injuries pre-
sented — as has anyone who is en-
gaged in this industry — in cases 
where there were 5 mile-an-hour-
or-less impacts. What should be a 
$10,000 or $15,000 case becomes 
a multiple-million dollar case.”

Berne turned to Bob Crescen-

zo, also of Lancer Insurance, to 
provide solace to operators, and to 
offer suggestions about potential 
lawsuits.

“You are probably thinking, 
how can we work with this? What 
can we do?” Crescenzo said. “I’m 
going to suggest that you go back 
to your very basic business man-
agement approach.

 “You’re running a company 
with a philosophy of safety, custom-
er care, customer service and re-
spect your employees. If you take 
that approach, and you build through 
that, we, if we’re defending you, 
we’ll be able to take that and demon-
strate your everyday activity.”

Here are some of his other 
ideas: 

• Establish a policy for hiring 
drivers and stick to it. “If you have 
a standard for hiring drivers and 
you deviate from the standard, a 
plaintiff attorney can easily say, 
here’s your standard, but this driver 
doesn’t meet that standard. Any-
time you deviate from the stan-
dard, you’re going to become lia-
ble for that even in a small crash.”

• Monitor your company’s 
FMCSA Compliance, Safety and 
Accountability and Safety Mea-
surement System scores monthly. 
“Look at the information, and use 
it in your regular operation. Work 
it into your driver training, your 
policies and procedures. Then, we 
can say, this is a company that is 
working very hard with the infor-
mation they have, and this was an 
accident, and it was minor.”

• Systematically use informa-
tion from onboard driver monitor-
ing and reporting equipment. “If 
you don’t give them additional 
training, if you don’t disciple 
them, or deal with the issue, it ap-
pears as if you are letting that driv-
er speed.”

GIVE YOUR GROUP THE
GRANDEST EXPERIENCE

From intimate to iconic hotels and locations — Los Angeles has what 
you’re looking for. And whatever size, budget or vibe you have in mind,  
our team will help you find it. We’ll help you choose among the best 
locations, organize transportation, and show you just how walkable  
our town can be. Let your creativity run wild. This global center of 
entertainment, excitement and culture will always deliver.
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or go to discoverLosAngeles.com/tourism
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Plaintiff  attorneys
CONTINUED FROM PAGE 15

Obamacare
CONTINUED FROM PAGE 6

(minimum value) coverage, along 
with the MEC, you’d eliminate all 
penalty exposure for yourself very 
affordably on a net-net basis,” he 
said.

He said employers also might 
want to consider augmenting the 
plans with offerings such as health 
reimbursement accounts (HRAs), 
health savings accounts (HSAs), 
flexible spending plans (FSAs), 
and gap plans. 

“These supplemental plans 
may be voluntary or an employer 
may contribute to the cost. That’s 
dependent upon your budget and 
your situation. But there’s no rea-
son that a plan has to have a huge 
financial exposure for an individu-
al,” he said. 

He also suggested that employ-
ers invest in benefits administration 
technology, such as decision- 
support tools that tailor communi-
cation to the employees’ gender, 
age, income and other criteria.

“Every study shows that when 
you implement technology, you ac-
tually save money. Not only money 
on administration, but you will save 
money on your benefits costs, espe-
cially when using a defined-contri-
bution model,” he said.

“When people have all of the 
information very readily available 
and the message is tailored to 
them, they tend to horde their 
money. They tend to buy less and 
make their money go as far as pos-
sible.…Which, in the end, saves 
you money.”
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LOS ANGELES — Even in a 
marketplace where “price, price, 
price” is the customer mantra, mo-
torcoach operators who stress 
value over rock-bottom prices can 
attract new clients, close more 
sales and attain higher profits. 

That was the message Peter 
Shelbo, president of Tour West 
America in Phoenix, and Gladys 
Gillis, CEO of Starline Luxury 
Coaches of Seattle, delivered dur-
ing the UMA Motorcoach Expo 
here last month.

“I can’t sell to this guy because 
he just wants this bus too darn 
cheap. How many of you deal with 
that?” Shelbo asked a roomful of 
operators at a talk on “Converting 
Price Shoppers to Value Buyers.”

The problem is pervasive 
enough that Scott A. Riccio, presi-
dent of NorthEast Trailways in 
Lewiston, Maine, devoted part of 
another session, “Smart Ways to 
Raise Prices,” to ways to combat it.

Here’s  advice  f rom both 
presentations:

Be certain a live person takes 
sales calls. “If you cannot send 
your call to a live person to help 
deliver the sale, you’re way be-
hind,” said Shelbo. “Please do not 
have your valuable, gold caller go 
to an answering machine.”

Said Riccio: “We get probably 
15 email inquiries a day and we 
usually follow-up via email, and 
then I make the sales people pick 
up the phone. You can’t create a re-
lationship via email. Pick up the 
phone. It makes a tremendous 
difference.”

Be diligent and listen to your 
customers. “Ask questions, build a 
relationship. Have a conversation,” 
Riccio said. “‘Have you traveled 
with us before?’ ‘How did you hear 
about us?’ Do they have any special 
needs or requests? Driver guides, 
coolers, maybe WiFi is important.”

Follow the formula: Feature 
+ Benefit = Value. Teach your 
sales staff to show how your com-
pany’s features, such as a good 
safety record or professional driv-
ers, will benefit the customer.

“The benefit (of professional 
drivers) to the person on the other 
end of the phone is that the drivers 
know where they’re going, where 
the pick up and drop off locations 
are, that means you can have con-
fidence in the driver’s ability to 
meet your needs while you’re out 
there,” Gillis said.

Lead a sales training session 
on “bridge statements.” Phrases 
such as “that means” and “this en-
sures” can be used to link features 
and benefits.

Gillis offered these examples: 

“We have professional drivers…
that means you can always count 
on them.” Or, “We have a diverse 
fleet size…that means we can help 
you manage your budget.”

Know your market. Try to an-
ticipate supply and demand, and 
price accordingly. “Is there a high 
season and a low season? Are you 
busy on the weekends, not so busy 
midweek or vice versa? Know 

where your price should be before 
divulging the quote,” Riccio said. 
“Shoot high, settle average, know 
when low is too low and you’re bet-
ter off leaving the coach in the yard. 
Don’t be afraid to say, ‘We can’t 
offer that rate. It’s just too low.’” 

Encourage your sales staff to 
ask for the sale. “That’s a tough 
thing to get your salesperson to 
say. I don’t know why that is, but it 

is,” Shelbo said. ‘The perfect bus 
is here for you.…can I reserve it 
for you right now?’”

Follow up if the answer is 
“no.” “Even if you don’t make the 
sale, send the potential customer a 
note, saying thank you for the op-
portunity. It’s a good way to build a 
relationship for the next time. I 
know a company that has a three-
by-five index card that they’ll send 

with a handwritten note.…Every-
thing else is pictures of their equip-
ment or people, whether it’s char-
ter bus, school bus, minibus, 
weddings (which can) give them 
ideas for next time,” Riccio said.

Check with your customer 
after the trip. Make sure their ex-
pectations were met. 

“Before you do this,  you 
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 arrangement to both organizations extend be-
yond the obvious economic benefits of being 
able to negotiate better convention center, 
hotel and other service rates for an event that 
has 3,500 attendees versus one that has 1,750, 
which had been the typical size of a UMA 
Expo and an NTA Annual Convention prior to 
co-locating the shows.

“I was extemely pleased with our second 
step in bringing these two shows together,” 
said Larry Hundt, a UMA board member 
and chairman of the UMA Board Meetings 
Committee, which oversees Expo. Hundt 
owns Great Canadian Holidays and Coaches 
in Kitchener, Ont.

“There was a great deal more exchange 
(this year) between the NTA and UMA par-
ticipants. More interaction and more appre-
ciation of all the additional benefits these 
two shows are bringing to our industry,” said 
Hundt.

“We have two associations, committed 
to truly serving, growing the market and 
bringing additional value to all of our mem-
bers,” he noted. 

Added Parra: “Now that we expanded to 
bring in the NTA members, we have every-
one involved in the entire group travel busi-
ness process from the tour operators who 
charter our members’ buses to the hotels 
where they stay, the restaurants where they 
eat, the amusement parks and destinations 
that they visit.

“As a result, we’re all learning about all 
the pieces that go into providing a high qual-

ity, safe experience for the customer. And 
more importantly, understanding that if one 
piece breaks down, then the entire customer 
experience is damaged. 

“This is what we’re trying to address 
through our partnership with NTA. If we can 
get everyone working together and under-
standing each other’s role in this business 
process, we can do a more effective job in 
growing the industry, the ultimate goal,” 
said Parra.

Attendance slips
Overall attendance at Expo 2014 dipped 

by more than 10 percent this year, reflecting 
the typical decline when UMA conducts its 
annual show on the West Coast.

There were other factors contributing to 
this year’s attendance fall-off, including more 
individuals calling at the last minute, saying 
they could not attend because of illness; bad 
weather in the Northeast and New England, 
and fewer International Motor Coach Group 
members in attendance because the annual 
IMG Maintenance and Safety Forum was 
held in Nashville in January.

Expo 2014 highlights included:
• UMA and Prevost announcing the es-

tablishment of the Prevost Preparatory 
School for Professional Motorcoach Driv-
ers, which will sponsor the driver education 
program of the Bus & Motorcoach Acade-
my. Prevost made a 10-year commitment to 
the effort. See story Page 6.

• Sixty-seven percent of the show floor 
space for Expo 2015 in New Orleans being 
sold before Expo 2014 closed. That is a near 
20 percent increase from the amount of 
2014 show-floor space sold before Expo 
2013 closed last year in Orlando. 

• Industry organizations, ranging from 
the Ontario Motorcoach Association, to the 
National Association of Motorcoach Opera-
tors, to the Hispanic Motorcoach Council to 
the California Bus Association, conducting 
meetings at Expo.

• A new association, the Faith Travel 
Association, being formally launched dur-
ing Travel Exchange.

• Dru Carey of the Asian American Mo-

torcoach Owners Association being on hand 
to spread the word about that newly formed 
group.

• UMA announcing it has added Scheig 
Associates to its offerings of member bene-
fits. Scheig supplies hiring systems so com-
panies can more easily identify top 
performers.

• The UMA WellCare program, provid-
ed by Bridgeport Benefits, being revamped 
to adapt to the Affordable Care Act, “mak-
ing this member benefit even more valu-
able,” said Parra.

• Expo’s 30th anniversary being marked 
with a cake and appropriate remarks at the 
UMA booth on the show floor. 

• The Awards Reception and Dinner 
again being the social highlight of the exposi-
tion, with its reception, banquet, awards pro-
gram, after-dinner cordials and cigars, danc-
ing, and — an addition this year — a “fashion 
show” featuring leaders of both UMA and 
NTA sporting outfits from Macy’s. Bridges-
tone Americas Tire Operations again spon-
sored the cigars and cordials event.

• The Welcome Reception being held at 
the famed Universal Studios Hollywood 
theme park, which was the exclusive do-
main of Travel Exchange attendees for sev-
eral hours.

• Many new products being unveiled, in-
cluding a 45-foot coach from Temsa, a Plati-
num Sponsor of Expo. 

The April 1 issue of Bus & Motorcoach 
News will contain a comprehensive run-
down on the new equipment exhibited at 
Expo 2014, plus a focus on many of the new 
products.

Expo highlights
CONTINUED FROM PAGE 3

Victor Parra
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LOS ANGELES — Rather 
than focusing exclusively on 
what’s going on in Washington, 
D.C. these days, motorcoach oper-
ators need to pay closer attention 
to what’s happening in their own 
states.

If they don’t, they just might 
see new rules and regulations that 
could impact all phases of their 
operations.

That was the warning industry 
leaders delivered to operators at 
the annual State Association Sum-
mit during the UMA Motorcoach 
Expo at Travel Exchange here last 
month.

“The battleground has shifted 
from the federal government to the 
states and what you are doing at 
the state level has become much 
more important than ever before,” 
stressed UMA President and Chief 
Executive Victor Parra.

He said that while activity at 
the federal level remains at a high 
level and still warrants close moni-
toring, state legislators and regula-
tors have turned up their desire to 
get more involved in the motor-
coach industry and they need more 
scrutiny, too.

“The states don’t believe they 
can rely on Washington, D.C. any 

more — and who can blame them 
— so they want to take things into 
their own hands,” he suggested.

Parra’s observations won a 
quick endorsement from summit 
moderator Godfrey LeBron a for-
mer chairman of UMA and former 
president of the Bus Association of 
New York State, who emphasized 
that operators run the risk of fac-
ing damaging regulations if they 
do not monitor the activities of 
state and municipal officials.  

“The battle isn’t just states ver-
sus Washington now, but it is with-
in each state,” he said. “State and 
local officials need to hear from 
you and you need to support your 
state association.”

He and others suggested that 
the need for increased involvement 
at the state level is magnified by 
concerns that if one state is success-
ful in developing a regulation that 
the motorcoach industry opposes, 
others could pick up on it and de-
velop similar rules of their own.  

Operators in a number of states 
are facing a variety of issues rang-
ing from old standbys, such as 
school districts running illegal 
charters, to new problems such as 
whether wine tour bus drivers 
should be allowed to collect fees 

for wine tasting. 
California Bus Association 

President Tom Giddens said opera-
tors in his state continue their never 
ending tussle with school districts 
that want to operate charters. 

“It’s one battle at a time,” he 
said. “You win one and there’s an-
other one right afterwards.”

Additionally, he said operators 
are struggling with a series of city 
issues, including a police officer in 
Culver City who has been strictly 

enforcing a state law that bans 
buses over 40 feet from traveling 
on certain roads (see Feb. 15 Bus 
& Motorcoach News) and a regu-
lation in San Francisco that pro-
hibits coach traffic in some areas 
of the city where residents have 
complained about increased noise 
and traffic (see Dec. 15 Bus & Mo-
torcoach News).

Meanwhile, the ongoing federal 
discussion on raising the minimum 
wage nationally is spreading to 

some states and cities, including 
Maryland where an increase from 
$7.25 to $10.10 has been proposed, 
and Seattle, Wash., where a starting 
wage of $15 is being considered.  

Operators in Maryland say they 
believe state legislators likely will 
settle on a much smaller increase, 
possibly $1, which would raise the 
minimum pay to $8.25, while in 
Washington, operators are unsure 
of where the proposal is headed.  

Don’t lose sight of state/local issues, operators urged
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Joe Gillis of NW Navigator Luxury Coaches in Port-
land, discusses safety initiatives in Oregon at the State 
 Association Summit. To his left is his wife and partner, 
Roxanne; Mary Presley of the Maryland Motorcoach 

 Association; Tim Wilson of Gunther Charters in Ha-
nover, Md., and Jim JeBran of Trans-Bridge Lines in 
Bethlehem, Pa., a director of the Greater New Jersey 
Motorcoach Association.
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LOS ANGELES — Interested 
in drumming up (some or more) 
tour business for your motorcoach 
company?

Well…it could be easier than 
you might think.

That’s the message tour indus-
try veteran Jim Reddekopp, owner 
of Hawaii-based Earth Bound 
Tours, delivered to motorcoach 
operators at a UMA Motorcoach 
Expo seminar here last month.

In addition to the obvious steps 
of selecting tour specialties, choos-
ing an attractive logo, creating an 
effective web page and developing 
a broad media campaign, he sug-
gested checking out Internet blog-
gers as well.

“They’ve become the new tour 
operators,” he said.

“Now they’re called tour 
designers.”

Reddekopp said there are more 
than 180 million bloggers out there 
today — up from 63 million just a 
few years ago, and many of them 
are writing regularly about the 
places or activities that operators 
can feature on a tour.

To get started, operators can 
simply do an Internet search of the 
niches they want to cover on their 
tours and they’ll find a number of 
bloggers who not only write about 
them, but have a pretty decent size 
following of regular readers, too.  

Additionally, they are the same 
bloggers potential tour customers 
would find when they search the 
places or activities they are consid-
ering for a tour.

Reddekopp said once an opera-
tor identifies a favorite blogger or 
two who specializes in the niche 
they plan to cover, they need to 
contact them and work a financial 
deal to have their name, logo and 
other company information fea-
tured on the bloggers’ websites.

“The bloggers might even want 
to go on a tour,” he said.

Reddekopp said Internet tour 
sales have been rising steadily the 
past several years and now are be-
lieved to represent 95 percent of 
all of them. 

“It really is wide open if you 
just put your mind to it,” he 
stressed.

Bloggers could assist in
expanding tour business 

Getting customers
CONTINUED FROM PAGE 17

should do your own diligence and 
check with the driver and dispatch 
or maintenance to make sure the 
trip went OK. Did they have an 
A/C malfunction? (I)f they had a 
bad experience, pick up the phone 
and say, ‘I’ve talked to mainte-
nance, I’ve read the report, I talked 

to the driver and I understand we 
had some issues, I’m hoping we 
can talk about that and make it 
right for you.’ That can make a big 
difference,” Riccio said.

Be part of your community. 
“When they call us for a quote, we 
invite them to our shop. Come 
look at our equipment, let me take 
you around, meet our staff, meet 
our drivers,” said one operator at-

tending the session.
“We work with different non-

profits in the area. We’ve built alli-
ances with them. If you send us 
your client, if you put us on your 
invitations for your events, we will 
donate 3 percent back to you for 
every person you bring to us.…
You get the right clients, they’re 
not going to call you for price, 
they’re going to call you for value.”

BUS WASH

Experience the Monochem difference today call us 512-267-5190
or visit us at www.worldwidemonochem.com

For Variety of Road-Related Soils & Stains
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Peter Shelbo of Tour West America in Phoenix and 
Gladys Gillis of Starline Luxury Coaches in Seattle 

conducted a session and give-and-take discussion on 
pricing right to win customers. 
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Gladys Gillis of the Northwest 
Motorcoach Association said she 
has serious concerns about the im-
pact a $15 minimum wage would 
have on businesses, especially start-
up companies, many of which don’t 
last more than three to five years.

She suggested that if a minimum 
wage is adopted, new businesses 
should be exempt from it for the 
first five years of their existence. 

In addition to the minimum 
wage proposal, Seattle operators 
also are facing a possible new re-
quirement that employees earn one 
hour of paid time off for every 40 
hours they work. 

A paid time off regulation in 
Portland, Ore., has created a book-
keeping nightmare, according to 
operator Joe Gillis. He said the rule, 
which provides mandatory paid 
time off for employees who work 
more than 240 hours in a quarter, 
has created hourly tracking prob-
lems because it only impacts mo-
torcoach drivers when they are 
driving within the city limits.    

“It’s very diff icult to f igure 
out,” he said.

Operators in Virginia are bat-
tling an unusual proposal in their 
state that they say could damage 
their popular wine tours, according 
to operator J. Morgan Brown Jr. 

He said state officials are con-
sidering prohibiting tour carriers 
from collecting the fees for wine 
tasting at the vineyards. Currently, 
passengers who want to sample 
wine while on a tour can pay the 
fee on the bus, even though they 
don’t get to taste any wine until 
they are at the vineyard.

“They just don’t want us to col-
lect the fee,” Brown said in an ef-
fort to explain what possibly might 
be behind such a regulation.

Meantime, operators were 
urged to continue their involvement 
with federal issues by attending the 
annual UMA Capitol Hills Days in 
Washington, June 24-25, when op-
erators will get to speak directly to 
their representatives in Congress.

State summit
CONTINUED FROM PAGE 19

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

MARCH 2014

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 Motor‑
coach Association Winter 
Meeting, Bally’s Atlantic City 
(N.J.). Info: www.gnjma.com or 
email monica@gnjma.com. 

20 California Bus Association 
General Membership Meeting, 
Masonic Temple, Sacramento. 
Info: www.cbabus.com. 

APRIL 2014

8 Bus Association of New York 

Lobby Day, State Capital, Albany, 
N.Y.  Info: tammy@alleventsinc.
com, or go to www.banybus.org.

13-16 Ontario Transportation 
Expo Conference & Trade Show, 
Sheraton Toronto Airport Hotel 
and the International Centre, 
Toronto. Info: www.omca.com. 

JUNE 2014

12-14 The Bus History Associa‑
tion 2014 Annual Convention, 

Country Inn & Suites at Mall of 
America, Minneapolis. Info: 
www.bus-history.org.

18-21 New England Bus Asso ‑ 
ciation 2014 Annual Conference, 
Hilton Mystic, Mystic, Conn. Info: 
mitch.guralnick@mcicoach.com.

24-25 UMA Capital Hill Days, 
Washington, D.C. Info: Ken 
Presley at UMA, email kpresley@
uma.org, or call (800) 424-8262.

Calendar

Further expansion
of megabus in SE

ATLANTA — megabus.com 
has expanded its network in the 
southeastern U.S.

The latest route additions mean 
the nation’s largest curbside bus 
company is operating in 34 states, 
plus the District of Columbia and 
the Canadian provinces of Ontario 
and Quebec.

In mid-February, megabus.
com began service between Co-
lumbia, S.C. and Fayetteville, N.C.

Additional service also was 
being introduced between Atlanta 
and Athens, Ga., and Durham, N.C.
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Fight develops over offer for National Interstate
RICHFIELD, Ohio — The ef-

fort by American Financial Group 
to convert leading motorcoach in-
dustry insurer National Interstate 
Corporation into a private compa-
ny turned into a multifaceted 
stockholder fight last month.

At least two class-action law-
suits were filed challenging the fi-
nancial fairness of the American 
Financial Group offer and seeking 
to halt the transaction.

Additionally, National Inter-
state’s two largest independent 
stockholders, company founder and 
former chairman, Alan Spachman, 
and the mega-investment firm of T. 
Rowe Price Associates, announced 
in separate, strongly worded state-
ments they too opposed the deal, 
calling it unfair, inadequate, trou-
bling, and coercive.

Spachman also raised the spec-
ter that American Financial Group 
had directed that National Interstate 
loss reserves be increased during 
2013, the affect of which was to re-
duce company earnings, resulting 
in a drop in the price of National 
Interstate shares. National Inter-
state’s reserves were increased by 
roughly $25 million last year.  

In a letter sent to National In-
terstate Chairman Jeff Consolino, 
and five other “non-independent” 
company directors, a pair of 
T. Rowe Price vice presidents said 
the investment firm did not “in-
tend to participate in the tender 
offer disclosed on Feb. 21 under 
the terms offered.” 

Last month, American Finan-
cial Group announced it wanted to 
purchase all of the shares of Na-
tional Interstate Corporation that 
were not already owned by Great 
American Insurance Co., a subsid-
iary of AFG. (See March 1 Bus & 
Motorcoach News.)

There are just over 19,720,000 
shares of National Interstate out-
standing, with 10,200,000 shares, 
or about 52 percent, owned by 
Great American. 

Even though National Inter-
state is effectively controlled by 
American Financial Group and 
Great American, it operates as a 
quasi-independent public compa-
ny by virtue of having 9,520,000 
shares that are publicly traded and 
owned by several hundred stock-
holders.  If American Financial 
Group acquires enough additional 
National Interstate shares it plans 
to take the company private. 

When American Financial Group 
announced its plan to purchase the 
9.5 million shares not owned by 
Great American, it offered to pay $28 
per share, making the total value of 
the deal $266.6 million. 

Roughly two weeks after the 
initial offer was made, American 
Financial Group bumped the offer-
ing price to $30 per share, increas-
ing the value of the proposed trans-
action to more than $285 million. 

American Financial Group 
also stated that the $30 per share 
“is our best and final price.”

T. Rowe Price clients own 1.57 
million shares of National Inter-

state, representing roughly 8 per-
cent of the outstanding stock.

Straight talk from T.
“As experienced investors in the 

U.S. smaller companies market-
place broadly, and the property-
and-casualty insurance industry 
specif ically, we understand the 
value that can be created as a result 
of the well-executed combination 

of complementary businesses. We 
also understand the dynamics of in-
dustry consolidation within the 
P&C business well,” wrote T. Rowe 
Price vice presidents Preston G. 
Athey and J. David Wagner. 

“We do, however, always apply 
extra scrutiny to any transactions 
involving a conflict of interest be-
tween the negotiating parties, such 
as Great American Insurance Com-

pany’s offer for National Interstate. 
This approach is based on many 
years of investment experience, 
which have made clear that such 
conflicts are exceedingly difficult 
for boards of directors to manage 
while also meeting their duties of 
loyalty to all shareholders.

“Having analyzed this transac-
tion carefully, we note that we have 

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
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rarely come away with concerns as 
substantial as those we have iden-
tified here. In short, we are quite 
troubled about both the process the 
National Interstate board under-
took to evaluate the transaction, as 
well as the consideration offered. 

“In our view, four of you, as di-
rectors on the National Interstate 
board, face a direct conflict in 
terms of serving both the interests 
of Great American, where you are 
professionally affiliated, and the 
interests of the National Interstate 
shareholders you represent.

“. . . we would have expected 
the board to have made every ef-
fort to mitigate its conflict, to the 
best of its ability, using well-estab-
lished techniques such as (a) es-
tablishing an independent review 
committee comprising the inde-
pendent members of the board; (b) 
facilitating the use of separate 
legal counsel and valuation exper-
tise by the independent review 
committee, and (c) insisting on 
some form of a majority-of-the-
minority clause for shareholder 
approval of the offer. 

“In our experience, when a con-
flicted board takes the care to em-
ploy some or all of these proce-
dures, it provides at least some 
measure of comfort to the minority 
shareholders of the entity being ac-
quired that their interests were con-
sidered alongside the (conflicting) 
interests of the majority owner. 
Such procedures also ensure that 
more information is made available 
for the minority shareholders fac-
ing a voting or tender decision. 

“With the Great American ten-
der offer, none of these procedures 
was employed, and therefore none 
of the incremental information they 
would have produced is available to 
us,” wrote Athey and Wagner.

‘We are appalled’
“We are particularly appalled 

that no fairness opinion was ob-
tained for the most recent offer. 
With a fiduciary duty to the advi-
sory clients we represent, we are 
hampered in our ability to make 
this tender-offer decision on their 
behalf without any assurance that 
a fair, thorough and independent 
assessment of National Interstate’s 
value was ever undertaken.

“For this reason, we have elect-
ed not to participate in the offer at 
this time. Our concerns are so 
strong about the lapses in basic 
standards of corporate governance 
evident in this situation that we 
will file this letter with the U.S. 
Securities and Exchange Commis-
sion in order to make public our 
position.

“In an effort to be fair and 
transparent, we felt it was appro-
priate to first notify you, the non-
independent directors responsible 
for this improper tender-offer pro-
cess, about our intentions.”

Spachman weighs in
Not only did T. Rowe Price 

demur at both American Financial 
Group offers, but so did National 
Interstate founder, Alan Spach-
man, and two groups of stockhold-
ers who sued. 

In a statement filed with the 
Securities and Exchange Commis-
sion, Spachman noted that based 
on his experience with National 
Interstate and its operations, finan-
cial performance and the volatility 
of its share price since he founded 
the company in 1989, he “does not 
believe the increased offer price 
reflects the fair value of the 
shares.” He noted that company 
shares traded above $30 for a sig-
nificant portion of last year.

Spachman owns nearly 1.7 
million shares of National Inter-
state, or 8.6 percent.

In his filing, Spachman also 
said he believed the offer by Amer-
ican Financial Group “was oppor-
tunistically timed to take advan-
tage of the shares trading near 
their 52-week low price.”

The closing share price on the 
day prior to the AFG offer was 
$22.17, slightly higher than the 
52-week low closing price of 
$21.82 on Jan. 8. The 52-week 
high closing price was $35.68 on 
July 17, 2013.

Actions questioned
Further, Spachman “believes 

the share price prior to the com-
mencement of the tender offer was 
influenced by the actions” of AFG. 

“In particular, Mr. Spachman 
notes that the share price was neg-
atively affected by reserve increas-
es made by the company during 
2013.

“For many years, (American 
Financial Group) has provided ac-
tuarial services for the company. 
As part of these services, (AFG) 
has reviewed the adequacy of (Na-
tional Interstate’s) loss reserves.

Until 2013, (AFG) opined on 
the adequacy of the company’s 
loss reserves only after the com-
pany had closed its books for each 
financial quarter. In 2013, howev-
er, (AFG) actuaries began to rec-
ommend signif icant changes to 
the company’s loss reserves for the 
prior quarter before the company 
announced its financial results for 
that quarter. This new process,” 
said Spachman, “was implement-
ed by management without ad-
vance review by, or knowledge of, 
the company’s full board or audit 

committee.
“As a result of this new pro-

cess, loss reserve def iciencies 
were reported, and reserves in-
creased, in the second, third and 
fourth quarters of 2013.

“Following release of the com-
pany’s 2013 second-quarter earn-
ings on July 29, 2013, which was 
the first time the company’s results 
were impacted by reserve increas-
es resulting from this new process, 
the share price declined by approx-
imately 18 percent.” 

Spachman also said the share 
price immediately prior to the com-
mencement of the AFG tender offer 
also was negatively affected by the 
early release by the company of 
preliminary fourth-quarter and full-
year 2013 earnings (which included 
additional reserve increases).

“The acceleration of the re-
lease of the company’s preliminary 
year-end results was a departure 

from the company’s historical 
practice. The tender offer was 
commenced three trading days fol-
lowing this accelerated release. 
During those three trading days, 
the company’s stock price declined 
by approximately 5 percent.”

‘Flawed process’ 
Spachman accused AFG and 

National Interstate’s non-indepen-
dent directors of having “orches-
trated a flawed process designed to 
deny shareholders a fair price for 
their shares.” 

  After AFG announced its pur-
chase plan, Spachman and Nation-
al Interstate’s three other indepen-
dent directors “requested that the 
board form an independent special 
committee to evaluate and negoti-
ate the tender offer on behalf of the 
company’s public shareholders 
and to make a recommendation to 
such public shareholders.

“Despite the ubiquitous use of 
such committees to protect the in-
terests of minority shareholders in 
similar situations, the request was 
denied” by the six non-indepen-
dent National Interstate directors.

Spachman also said he object-
ed on multiple occasions to the ef-
forts by Consolino, the chairman 
of National Interstate, and the 
other non-independent directors 
“to control the process of advising 
the company’s public shareholders 
concerning the tender offer and ac-
tively undermine the possibility of 
meaningful independent review of 
the tender offer.”

Additionally, Spachman ques-
tioned whether the non-public di-
rectors had violated the company 
“Code of Ethics and Conduct,” and 
said he believed the tender offer 
was “being conducted in a coer-
cive manner that denies the com-
pany’s shareholders the benefits of 
a fair process designed to achieve 
a fair price for their shares.” 

Short deadline?
He criticized the March 6 

deadline for shareholders to act, 
saying it did not “provide the com-
pany’s board with reasonable time 
to consider and respond to the ten-
der offer on behalf of unaffiliated 
shareholders in an appropriate 
manner.”

Three days before the March 6 
deadline, AFG changed the expira-
tion date of the offer to March 17.

“The tender offer has been de-
signed to be extremely coercive,” 
continued Spachman.…“The co-
ercive effect of this structure is 
magnified by the fact that, under 
Ohio law and the company’s orga-
nizational documents, (AFG) can 
unilaterally effect certain signifi-
cant corporate actions once it ob-
tains ownership of two-thirds of 
the outstanding shares, which 
would require the purchase of only 
an additional 15 percent of the out-
standing shares in the tender offer.”

Spachman requested that AFG 
suspend its offer and the National 
Interstate board appoint an inde-
pendent committee to negotiate — 
with AFG — on behalf of the com-
p a ny  a n d  t h e  u n a ff i l i a t e d 
shareholders.

Suits challenge deal
The two lawsuits challenging 

the American Financial Group 
offer were filed in separate state 
courts in Ohio. One was filed by 
Robert Bernatchez, who was iden-
tified as a former employee of Na-
tional Interstate.

That complaint alleges the 
AFG offer is coercive because 
AFG could cash out National In-
terstate shareholders who do not 
tender their shares in the offer at a 
lower price than the offer price, 
and because there is a limited 
amount of time for National Inter-
state’s shareholders to make a de-
cision regarding the offer. 

The complaint alleges the pro-

cess undertaken by National Inter-
state’s board involved conflicts of 
interest and that the offer price was 
unfair.

A subsequent motion asked the 
court for a temporary restraining 
order and preliminary injunction 
prohibiting AFG from taking any 
steps toward completing the tender 
offer. 

In early court action, the judge 
hearing the suit rejected the re-
quest for a restraining order to 
block the offer. 

The second class-action suit 
was filed by Cambridge Retire-
ment System, which accuses AFG 
of breach of fiduciary duty and 
aiding and abetting a breach of fi-
duciary duty by National Inter-
state’s directors.

Like the other suit, it also says 
the tender offer is unfair and 
coercive. 

In filings with the SEC, AFG 
said it intended to defend itself 
“vigorously” in both suits. 

AFG assertions
In statements f iled with the 

SEC by AFG, the Cincinnati-based 
company insisted the $30 offering 
price was fair.

To assess an appropriate pre-
mium to be paid to National Inter-
state’s unaffiliated shareholders, 
AFG said it reviewed prices paid 
by acquirers in selected minority 
transactions since 1998 where the 
acquirer owned at least 50 percent 
of the target before the transaction, 
and the buyer and/or target were 
U.S. insurance companies. 

AFG said the median premium 
for the transactions it examined 
was 24.6 percent, compared to the 
26.3 percent premium of the initial 
offering price of $28 per share for 
National Interstate stock. The $30 
offer amounts to a “35 percent pre-
mium,” said AFG. 

Additionally, AFG said it had 
concluded “that the offer and the 
merger, including the going-pri-
vate transaction relative to the 
offer and merger, are both substan-
tively and procedurally fair to Na-
tional Interstate’s unaff iliated 
shareholders (whether those share-
holders tender their shares in the 
offer or decline to tender and elect 
instead to remain as shareholders 
of National Interstate until the 
merger is effected).”

It noted, too, that none of the 
five independent research analysts 
who follow National Interstate 
common stock had a “buy” rating 
for the shares, and the highest 12-
month target price identified by 
any analyst was $28 per share. 

Finally, AFG pointed out that the 
offer represented a 70 percent pre-
mium over the company book value 
per share of $17.63 on Sept. 30.

National Interstate
CONTINUED FROM PAGE 23

‘ We are particularly 
appalled that no 
fairness opinion 
was obtained.’

‘ The share price 
was negatively af-
fected by reserve 
increases made by 
the company.’
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PHILADELPHIA — A Penn-
sylvania motorcoach operator 
with an Atlanta address and four 
misleading Philadelphia addresses 
has been declared an imminent 
safety hazard and ordered shut-
down by the Federal Motor Carrier 
Safety Administration.

STSC Transportation Services 
Inc. was launched with consider-
able fanfare last year, operating 
daily scheduled service between 
Philadelphia and New York City 
with a fleet of five coaches.

The operator’s voice mail indi-
cates the company also traveled to 
Duluth, Ga., before it was ordered 
out of service in late February. 

Federal safety auditors, at-
tempting to examine the compa-
ny’s records found, “widespread 
and serious noncompliance with 
federal safety regulations,” the 
FMCSA order stated, adding that 
STSC coaches ordered out of ser-
vice for mechanical violations last 

year were found back on the road 
without repairs.

According to the order, STSC 
“does not have a systematic vehicle 
inspection, repair and maintenance 
program” and “does not maintain 
all required vehicle records with 
the date and nature of inspections, 
repairs and maintenance conducted 
on its motorcoaches.

“Further, STSC Transportation 
also fails to correct safety-related 
defects listed on driver vehicle in-
spection reports and roadside in-
spection reports.”

As for driver records, the order 
said STSC Transportation does not 
have safety management practices 
in place to assure its drivers are 
complying with regulations cover-
ing duty status, hours of service 
and mandated controlled substanc-
es and alcohol use and testing.

The order listed instances re-
corded last August and September 
in which STSC coaches were re-

peatedly cited by Pennsylvania 
and New York safety enforcement 
officers for the same defects.

The defects included an inoper-
able brake warning device, defec-
tive emergency exit handle, loose 
side mirror, inoperative windshield 
washer fluid system, inoperative 
tail lamp and an engine oil leak.

These incidents triggered a full 
investigation of the carrier.

Buses absent
The FMCSA also asked the 

Pennsylvania State Police to con-
duct Level 1 inspections of the 
company’s five motorcoaches.

“On the date of the inspec-
tions, STSC Transportation only 
made three motorcoaches avail-
able for inspection,” said the im-
minent-hazard order. All three 
were placed out of service.

“The Pennsylvania State Po-
lice contacted STSC Transporta-
tion several times to schedule a 

date to inspect the other two mo-
torcoaches. STSC Transportation 
failed to respond to the repeated 
requests, however, and has yet to 
make the two motorcoaches avail-
able for inspection. 

“STSC Transportation’s refusal 
to provide two motorcoaches for 
inspection shows its intent to avoid 
compliance and cover up its 
noncompliance.”

Auditors found no maintenance 
records, inspection forms or repair 
receipts “showing that any vehicle 
defects had been corrected.”

Information f iled by STSC 
with the FMCSA gives an Atlanta 
address for the company, but the 
out-of-service order called this 
misleading “because only two em-
ployees are located in the Georgia 
office and its motorcoaches are lo-
cated in another state. STSC 
Transportation conducts a signifi-
cant portion of its business in 
Philadelphia.”

Inspectors found the compa-
ny’s Philadelphia addresses also 
were “misleading.” Addresses 
given by the carrier were found to 
house a restaurant, a travel agency 
and an auto repair shop. A fourth 
address was described as “a multi-
story red brick building.”

Avoiding compliance
“STSC Transportation’s use of 

misleading addresses on its re-
cords and filings evinces the car-
rier’s continual intent to avoid 
compliance and cover up its non-
compliance with the (Federal 
Motor Carrier Safety Regula-
tions),” said the order.

According to news reports, 
STSC buses went into service last 
April and opening ceremonies 
were held in July. 

“The company, launched by 
 attorney Jeremy Walker and two 

FMCSA shuts down Philadelphia-to-New York operator
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WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration has formally issued a rule 
that would establish a national da-
tabase of bus and truck drivers 
who have failed or refused to take 
drug and alcohol tests.

The rule delineating the drug 
and alcohol clearinghouse was 
published in the Federal Register 
late last month. 

It was announced last month 
that the rule had cleared the White 
House Office of Management and 
Budget and would be published 
shortly. (See March 1 Bus & Mo-
torcoach News.)

The rule will require motor 
carriers and medical personnel to 
“report verified positive, adulter-
ated and substituted drug test re-
sults, positive alcohol test results, 
test refusals, negative return-to-
duty test results and information 
on follow-up testing.”

The information will be re-
ported to what is called the “Com-
mercial Driver’s License Drug and 
Alcohol Clearinghouse.” Essen-
tially, operators and medical per-
sonnel will upload information 
regarding positive drug test results 
to the clearinghouse. 

The rule also will require em-

ployers to search the clearing-
house database for positive drug 
and alcohol test results, and refus-
als to test, on an annual basis for 
current employees, and as a part of 
the pre-employment process for 
prospective employees.

Currently, employers must 
rely on information provided by 
the driver, “who might not dis-
close prior positive drug or alco-
hol test results, or refusals to 
test,” the rule says.

Drivers will be allowed to ap-
peal results by requesting adminis-
trative review by submitting a 

written request and a written ex-
planation of why he or she thinks 
the clearinghouse has er red. 
FMCSA would then make a deci-
sion within 60 days.

If a driver successfully com-
pletes the return-to-duty process 
after failing a drug test, positive 
results will remain accessible for 
either three or f ive years, per 
FMCSA’s proposed rule.

If a driver does not complete 
the return-to-duty process, the in-
formation will remain in the clear-
inghouse indefinitely.

In a situation where a DUI ar-

rest does not lead to a conviction 
the FMCSA would be required to 
remove a driver’s information 
from the database within two busi-
ness days.

FMCSA says it hopes to have 
two levels of queries — full que-
ries and limited queries. Full que-
ries would allow carriers to see 
reportable information in a driv-
er’s record and would require writ-
ten consent from a driver.

The limited query would not 
allow carriers access to specific 
reportable information, but would 
acknowledge whether there is in-

formation in the database about a 
driver.

The limited query would be 
primarily used for the annual cur-
rent employee screenings, FMCSA 
says, while the full query would be 
for pre-employment queries.

FMCSA will be required to re-
port information back to a carrier 
within seven days of a query.

Carriers will be required to 
submit their DOT numbers and the 
name of the person or persons they 
authorize to access the clearing-
house, and that information would 
be updated annually, per the rule.

Publication of the rule in the 
Federal Register kicks off a 60-day 
period during which the public can 
submit comments by multiple 
means, including a federal website. 

Public comments can be made 
via the Federal eRulemaking portal 
at www.regulations.gov; via fax, 
(202) 493-2251; by mail, Docket 
Management Facility, U.S. Depart-
ment of Transportation, West Build-
ing Ground Floor, Room W12-140, 
1200 New Jersey Ave. SE, Wash-
ington, D.C. 20590; or hand deliv-
ered to the same address.

All public comments must 
u s e  t h e  d o c k e t  n u m b e r 
FMCSA-2010-0031.

Driver drug/alcohol database rule is made official

Logging device rule deadlines slip, slide
WASHINGTON — It has 

been a year since Federal Motor 
Carrier Safety Administration Ad-
ministrator Anne Ferro told mem-
bers of Congress — at a House 
subcommittee hearing — that she 
expected her agency to publish a 
proposed rule mandating the use 
of electronic logging devices (also 
known as electronic onboard re-
corders) in six months.

On March 14, 2013, in front of 
the House Transportation and In-
frastructure’s Highways and 
Transport Subcommittee, Ferro 

said she expected the rule to be 
published in September.

That was then backed up to 
Nov. 18.

Which was backed up to Dec. 
23.

Then Jan. 28.
Then Feb. 27.
Feb. 27 came and went last 

month, of course, and the rule still 
hadn’t cleared the White House Of-
fice of Management and Budget.

Of course, the FMCSA can’t 
force the OMB’s hand on clearing 
rules, so the agency is not exclu-

sively to blame for the continual 
set-and-miss dates for the rule’s 
unveiling.

But they are well behind 
schedule.

The current MAP-21 federal 
highway funding law directed the 
agency to publish a rule within 
one year of its passage.

MAP-21 was signed into law by 
President Obama 19 months ago.

The regulation could clear the 
OMB any day.

But, at this point, does it 
matter?

Tolls cut for Verrazano-Narrows Bridge
NEW YORK CITY — Fre-

quent users of the Verrazano-Nar-
rows Bridge, which connects the 
city boroughs of Staten Island and 
Brooklyn, will pay reduced tolls 
starting next month. 

New York Gov. Andrew Cuomo 
and legislative leaders endorsed a 
plan that they then shoved off on 
the board of the New York MTA, 
which owns many of the city’s 
bridges and tunnels, including the 
Verrazano-Narrows Bridge.

Under the plan that was rub-
berstamped by the New York MTA 
board late last month, commercial 

vehicles using the Verrazano-Nar-
rows Bridge more than 10 times a 
month would receive a 20 percent 
discount on tolls.

That means the toll for a three-
axle motorcoach will be reduced 
to $25.29 from the current $31.52. 
For a two-axle bus, the new toll 
rate will be $15.43, down from 
$19.24.

The discounts only apply to 
vehicles using New York E-ZPass 
transponders and cross the bridge 
10 times or more a month.

The plan will bring the E-
ZPass rate for passenger vehicle 

drivers who live on Staten Island 
to $5.50, compared with the cur-
rent $6 for drivers who cross more 
than three times a month, and 
$6.36 for less-frequent drivers.

The discounted rates take ef-
fect April 1.

The reduction many only be 
temporary, however. 

The plan will cost $14 million, 
with $7 million coming from the 
state budget and the other $7 mil-
lion from the MTA budget.

If funding for the program is 
cut in future years, the toll relief 
will disappear.

Tunnel tolls slip in Hampton Roads, Va.
HAMPTON ROADS, Va. — 

Initial tolls on the Midtown/
Downtown tunnels here are half 
the level originally expected. Toll-
ing began last month.

The tolls are being use to pay 
for construction of the $2.1 billion 
Elizabeth River Tunnels project, 
which includes building a new 
Midtown Tunnel tube, and reha-
bilitating the existing Midtown 
and Downtown tunnels.

The toll for buses using the 
Midtown/Downtown tunnels dur-
ing off-peak hours is $2.25 one-
way, and the peak-hour rate is $4 
for those with E-ZPass.

Originally, buses were looking 
at a peak-hour, round-trip rate of 
$16. The off-peak rate for passen-
ger vehicles is 75 cents, down 
from $1.59, and the peak-hour toll 
rate is $1, down from $1.84.

Virginia Gov. Terry McAuliffe 

directed his transportation secre-
tary to take the lead in reducing 
the tolls “so they would lessen the 
financial burden on commuters 
and businesses who use the tun-
nels every day.”

 McAuliffe calls the construc-
tion of a third tunnel “a critical 
project that must be built to re-
duce congestion, improve safety 
and propel economic opportuni-
ties for the region.”

WASHINGTON — The na-
tional average price of diesel fuel 
has pushed past $4 a gallon for 
the first time in almost a year, to 
just over $4.01, the Department 
of Energy reports.

The motorcoach industry’s 
main fuel, which has risen steadi-
ly during the past month and a 
half, had not topped $4 nationally 
since March 25, 2013, according 
to DOE records. 

Despite the increase, diesel 
remains roughly 14 cents a gallon 
less than a year ago when it hit 
$4.159 a gallon — the highest 
price since the record-setting 
summer of 2008.

Gasoline, meanwhile, has 
climbed to $3.45 a gallon, the 
highest price in f ive months, 
DOE said.

The nation’s No. 1 motor fuel 
has climbed nearly 15 cents a gal-
lon in recent weeks, its sharpest 
rise since jumping 14.7 cents a 
gallon in mid-July.

Still, gasoline is about 30 
cents a gallon below a year ago, 
but is the highest it has been since 
it was nearly $3.50 a gallon at the 
end of September, according to 
DOE records.

The escalating prices for die-

Price of diesel
surges past $4

sel and gasoline are mirroring the 
price of oil, which is the highest 
since October.

The nation’s headiest overall 
diesel fuel prices are on the East 

Coast, where they average around 
$4.42 cents a gallon. On the West 
Coast and Rocky Mountain re-
gions, which often have the highest 
prices, diesel is around $4.04 and 

$3.95 per gallon, respectively.
Each week the USDOE sur-

veys about 400 diesel filling sta-
tions and 800 gasoline stations to 
compile national average prices.

WA S H I N G TO N  —  T h e 
Obama administration has pro-
posed an additional set of carbon-
dioxide emissions and fuel-econo-
my improvements for heavy- and 
medium-duty trucks and buses that 
would go beyond standards that 
take effect this year and in 2017.

President Obama ordered the 
U.S. Transportation Department 
and Environmental Protection 
Agency to develop a second 
major rule by March 2016.

The USEPA and DOT’s Na-
tional Highway Traffic Safety Ad-
ministration wrote the 2011 rule 
that set carbon emissions and fuel 
standards for trucks and buses that 
went into effective in January and 
the follow-on requirements that 
are mandated for 2017.

The president said he wants 
EPA and NHTSA to have a pro-
posed rule completed by the end 
of March 2015 and the final rule 
done a year later — about 10 
months before he leaves office.

While the effective date would 
be contained in the actual rule, 
people familiar with the regula-
tory process said January 2020 is 
a reasonable estimate.

Obama seeks
tougher rules
for emissions
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ATLANTIC CITY — The 
Federal Transit Administration has 
again been asked to examine the 
charter activities of the Atlantic 
City Jitney Association.

The new request, which comes 
from a private transportation com-
pany that operates in the area, al-
leges the jitney association is using 
federally-paid-for buses and a 
maintenance facility to improperly 
provide charter service in competi-
tion with private companies.

A year ago, the FTA’s chief 
counsel, Dorval Carter, issued a 
cease-and-desist order to the At-
lantic City Jitney Association after 
f inding the association was “in 
violation of the FTA’s charter ser-
vice regulations when (it) used 
federally-funded vehicles for char-
ter service.”

The opinion was requested by 
Richard Adelizzi, owner of Five 
Mile Beach Electric Railway Co. 
of North Cape May, N.J. Five Mile 
Beach Electric offers a variety of 
bus and shuttle services, including 
charters, convention transporta-
tion, local resort transit, trolley 
tours and casino runs.

The company operates under 
the names Great American Trolley 
Co., Cable Car Concepts and At-

lantic City Trolley Tours.
The Five Mile Beach Electric 

complaint accuses the Atlantic 
City Jitney Association of violat-
ing terms of a federal grant used to 
buy many of its shuttle buses by 
providing charter services, includ-
ing private transportation to wed-
dings, parties and sporting events.

Because the jitney association 
received “millions of dollars in 
taxpayer money,” Adelizzi com-
plained, it was in “the enviable po-
sition of being able to offer lower 
prices on charters than a private 
carrier can.”

The jitney association ap-
pealed the 2013 order, arguing that 
only part of its fleet was purchased 
with federal assistance.

Tom Woodruff, president of 
the association, said 100 of its ve-
hicles were purchased with federal 
grants awarded in 2009 and 2010, 
but there were 90 buses purchased 
with private funds.

The association said the FTA 
agreed it should abandon some 
private charter service at the local 
airport but could continue to offer 
charter service using privately-
purchased buses.

The jitney association de-
scribes itself as “190 individually 

owner-operated vehicles who ser-
vice Atlantic City 24/7, 365 days a 
year. We also provide shuttle bus 
service from the Atlantic City Rail 
Terminal to the various casinos lo-
cated throughout the city.”

On Nov. 19, Adelizzi filed a 
new complaint with Kathy D. 
Breeden, ombudsman for charter 
services at the FTA. The com-
plaint, filed on the letterhead of 
the Great American Trolley Co., 
alleges the Atlantic City Jitney As-
sociation was continuing to pro-
vide charter service in violation of 
federal charter service regulations, 
as well as the previous cease-and-
desist order.

Continued violations
Adelizzi also said the jitney as-

sociation had not f iled the re-
quired compliance plan for last 
year’s order. Further, he wrote, 
“ACJA has continued to do charter 
work, supposedly using the pri-
vately-funded vehicles only, but 
facts and observations indicate 
ACJA is doing charter service 
with federally-purchased vehicles 
as well.”

In addition, Adelizzi wrote, the 
jitney association used federal 
funding to install compressed nat-

ural gas fuel systems in all of its 
jitneys, including vehicles pur-
chased without federal assistance. 
He stated that the association also 
received federal funding for a fuel 
and storage station “where the jit-
neys are fueled and most of the jit-
neys are stored.”

The jitney association uses 
“the ‘locally-funded’ argument as 
a ruse to circumvent the order by 
performing charters with a mix of 
privately purchased and federally 
funded vehicles,” Adelizzi contin-
ued. “Moreover, it turns out the 
‘so-called’ privately purchased ve-
hicles were not wholly locally 
funded and had substantial federal 
assistance.

Ongoing damage
“The predatory pricing of 

ACJA continues to damage our 
company, as well as several local 
carriers and several small cab 
companies. ACJA can cut their 
prices because most of their vehi-
cles and all of their fuel systems 
were paid for with federal money, 
moreover their vehicles are fueled 
and stored at a federally funded 
facility.”

Adelizzi wrote that “there has 
been no oversight or enforcement” 

of last year’s cease-and-desist 
order” and asked FTA “to elimi-
nate the subterfuge.”

Keith A. Davis, an attorney for 
the Atlantic City Jitney Associa-
tion, responded with a letter to 
FTA. “All of the allegations raised 
by complainant are denied,” he 
wrote.

He argued that public funds ap-
plied to the purchase of the CNG 
fuel systems and fueling station did 
not make the association’s jitneys 
ineligible to provide charter service 
because the federal charter “prohi-
bition only applies to assistance for 
the purchase of buses and vans.” 
Also, he said, the fueling station is 
not owned by ACJA.

As for the jitney association’s 
operation of airport charter ser-
vice, he stated that proper notice 
of this service was provided and 
“no charter operator expressed in-
terest in operating this charter in a 
timely manner.

“Complainant (Great Ameri-
can Trolley Co.) is attempting to 
broadly construe these regulations 
to affect buses that were not pur-
chased with federal funds to gain a 
competitive advantage. We submit 
that the FTA cannot allow this to 

Charters run by jitney association again challenged

CONTINUED ON PAGE 28 c
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investors, is actually the f irst 
black-owned and operated trans-
portation company in Philadel-
phia,” reported a publication 
called The Network Journal.

The South Hill Enterprise 
News called Walker “one of Phila-
delphia’s trailblazing entrepre-
neurs” and said he had been prac-
ticing law through his own firm 
since 2006. Telephone calls to the 

carrier’s office were answered by 
a voice mail system. A call to 
Walker’s law office had not been 
returned by deadline.

The carrier initially charged 
flat fares of $10 and later raised 
those to $12 each way. There were 
eight daily roundtrips between 
Philadelphia and New York City. 
A city councilman who attended 
the grand opening said STSC 
filled a void left in Chinatown 
after another bus company went 
out of business in 2012.

Operator shutdown
CONTINUED FROM PAGE 25

occur,” Davis wrote.
“Complainant makes the pre-

posterous assertion that ACJA is 
guilty of ‘subterfuge’ because of its 
successful and cost-effective pri-
vate charter operations. If anyone 
is culpable of subterfuge with re-
spect to this matter it is the com-
plainant. Complainant’s continu-
ous stalking of ACJA members 
who are attempting to earn a living 
and these repetitive and frivolous 
complaints filed with the FTA are 
nothing more than harassment, in-
tended to gain a competitive advan-
tage in the marketplace.”

That line of reasoning con-
cluded: “We would respectfully 
ask the FTA to direct complainant 
to cease utilizing the FTA’s com-
plaint process as a means of ha-
rassing ACJA to gain a competi-
tive advantage.”

Then a thinly-veiled threat: 
“All civil legal rights are specifi-
cally reserved by ACJA.”

Great American Trolley re-

sponded with a letter that disputed 
the process used to notify other 
operators of requests for the air-
port charter service.

Adelizzi said the “customer 
contact information is ACJA’s 
contact information. How can any 
registered charter provider do any 
customer contact when the only 
contact is ACJA?”

He also argued that federal 
funding rules previously addressed 
the issue of fleets comprised of 
both federally- and  privately-funded 
vehicles. He attached a section of 
FTA charter service “Q&A” pub-
lished in the Federal Register on 
Aug. 1, 2008. It states:

“If the recipient receives FTA 
funds for operating assistance or 
stores its vehicles in a FTA-fund-
ed facility or receives indirect 
FTA assistance, then the charter 
regulations apply. The fact that the 
vehicle was locally funded does 
not make the recipient exempt 
from the charter regulations.”

Further, Adelizzi said, federal 
money was involved in the con-
struction of the CNG fueling sta-

tion used by ACJA and it should 
not matter “what federal program 
the transit money came from.”

The Great American Trolley’s 
submission concludes: “It is clear 
that ACJA views the complaint as a 
nuisance that will hopefully go 
away but small private operators 
like our company and several other 
carriers affected have no other re-
course but FTA for assistance…
FTA is the only entity powerful 
enough to enforce the rules against 
this type of unfair competition.”

Davis and the jitney association 
filed a response to that letter in Jan-
uary. The attorney argued that 
Great American Trolley had no in-
terest in the questioned airport 
charter service because neither it 
nor any other carrier expressed in-
terest in providing the service.

The jitney association reiterat-
ed the argument that the federal 
charter rule should be applied 
only to buses purchased with fed-
eral funds.

“The FTA rules do not cover 
funding in which there is merely a 
‘federal interest’ as GATC sug-

Jitneys challenged
CONTINUED FROM PAGE 27

Anthony Foxx

Foxx nixes fuel tax increase
to pay for highways, transit

WASHINGTON — Transpor-
tation Secretary Anthony Foxx 
says the Obama administration 
still believes there’s a better way 
to raise the money needed to up-
grade the nation’s highway infra-
structure and bolster public trans-
portation than to raise the federal 
fuel tax.

Private investment and corpo-
rate tax reform are preferable 
ways to come up with money, 
Foxx said at a U.S. Chamber of 
Commerce transportation confer-
ence last month.

“In my view, we should stop 
aiming just to get the Highway 
Trust Fund level again,” Foxx 
said. “We should aim to cut into a 
bigger piece of the infrastructure 
deficit.”

The Congressional Budget Of-
fice has estimated the highway 
fund could be insolvent by the end 
of the fiscal year, which is Sept. 30. 

Foxx has predicted it could 
run out of money in August.

In the past the fund has been 
bols te red  wi th  genera l  tax 
revenues. 

Fuel taxes II
WASHINGTON — House 

Transportation Committee Chair-
man Bill Shuster, R-Pa., said he 
wants a five- to six-year highway 
bill but is not backing higher fuel 
taxes to pay for improvements and 
new capacity for the nation’s roads 
and bridges.

The chairman’s rejection of 
higher fuel taxes came a year after 
he assumed the committee chair-
manship, saying at the time he 
would consider all funding op-
tions for transportation.

“I just don’t think that there’s 
the will out there with the Ameri-
can public or the Congress. Even 
our president has said we’re not 

Bill Shuster

going to do that,” Shuster said of 
a fuel tax increase. “So we’re 
going to have to f ind different 
ways at this time.”

Shuster made the comments 
at a transportation and infrastruc-
ture event held last month.

Asked to name alternatives 
for generating infrastructure in-
vestment, Shuster said a tax on 
vehicle miles traveled is one 
alternative.

Two other speakers at the 
forum, former Pennsylvania Gov. 
Ed Rendell and former U.S. 
Transportation Secretary Ray La-
Hood, called for higher fuel taxes, 
saying the nation is in the midst 
of an infrastructure disaster.

In-vehicle cameras OK’d in California

Plans to shrink U.S. military
would impact coach industry

WASHINGTON — The mo-
torcoach industry is eying, with 
more than a little apprehension, 
the Obama administration’s push 
for a smaller U.S. military.

Reducing the size of the mili-
tary likely would adversely impact 
many motorcoach operators that 
contract with the Department of 
Defense to transport military 
personnel. 

Last month, Defense Secre-
tary Chuck Hagel proposed 
shrinking the Army to its smallest 
size in three-quarters of a century, 
hoping to reshape the military 
after more than a decade of war in 
Iraq and Afghanistan, and roped 
in by f iscal constraints set by 
Congress.

In announcing the proposed 
cutbacks, Hagel said the Pentagon 
was “repositioning to focus on the 
strategic challenges and opportu-
nities that will define our future: 
new technologies, new centers of 
power and a world that is growing 
more volatile, more unpredictable 
and in some instances more threat-
ening to the United States.” 

At its core, the Pentagon cut-
back plan sees the U.S. military as 
no longer sized to conduct large 
and protracted ground wars. In-
stead, more emphasis will be on 
versatile, agile forces that can 
project power over great distanc-
es, including in Asia.

The active-duty Army would 
shrink from 522,000 soldiers to 
between 440,000 and 450,000. 
That would make it the smallest 
since just before the U.S. entered 
World War II.

Other contentious elements in-
clude proposed Army National 
Guard reductions, and domestic 
military base closings.

The last time the active-duty 
Army was below 500,000 was in 
2005, when it stood at 492,000. Its 
post-World War II  low was 
480,000 in 2001, according to his-
torical tables provided by the 
Army.

In 1940 the Army had 267,000 
active-duty members, and it 
surged to 1.46 million the follow-
ing year as the U.S. approached 
entry into World War II.

SACRAMENTO, Calif. — 
Bus and truck operators in Cali-
fornia can use recordings from in-
veh ic l e ,  d r ive r-mon i to r ing 
cameras for disciplinary purposes, 
the state’s attorney general con-
cluded in an opinion.

Attorney General Kamala 
Harris said commercial vehicle 
operators have not violated any 
state laws by using the data to take 
action against a driver.

Harris’ opinion deals with 

companies contracted by carriers 
to provide the monitoring, and she 
stated carriers can use the third-
party services to record drivers 
and inspect the video.

Typically, the third-party ser-
vices use front-facing and driver-
facing cameras to record in a con-
tinuous loop until a triggering 
event, like hard braking or swerv-
ing ,  make  them re ta in  the 
recording. 

California law, Harris said, al-

lows carriers to store no more than 
30 seconds before and after a trig-
gering event.

If a carrier uses the video for 
disciplinary purposes against a 
driver, the recording must be avail-
able to the driver or the driver’s 
bargaining representative.

State Sen. Jerry Hill asked Har-
ris for the opinion due to concern 
over the potential for the recordings 
to violate an 85-year-old state stat-
ute prohibiting blacklisting.

Tickets issued in Connecticut
under snow/ice removal law

HARTFORD, Conn. — State 
law enforcement officers in Con-
necticut have issued 230 tickets 
to drivers of commercial vehicles 
and other motorists who failed to 
remove snow and ice from the 
roofs of their vehicles.

Tickets carry f ines ranging 
from $120 for motorists, to $500 
for commercial drivers, which 
means the state has issued at least 
$27,600 worth of them since the 
law took effect Jan. 1, the Associ-
ated Press reported last month.

Connecticut has had 12 major 
snowstorms this year.

The so-called “ice missile” 
law is designed to reduce the 

chances that ice would fly off a 
vehicle and hit another one. It 
was passed in 2010. New Jersey 
and Pennsylvania have similar 
laws. (See Feb. 1 Bus & Motor-
coach News.)

Critics of the law say it is 
often very diff icult to comply 
with for operators of large com-
mercial vehicles because there 
are few options for removing 
snow and ice from the roof of a 
tall vehicle.

Commercial drivers are sub-
ject to the large fine if snow or 
ice falls or flies off their vehicle 
and damages another one or 
causes a crash.

gests…“We submit that GATC’s 
complaint is without merit and re-
spectfully ask the FTA to dismiss 

it in full.”
The parties await a ruling from 

FTA.
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By Dave Millhouser

My Great Aunt Gertrude always 
cheated. 

DeeDee (“Great Aunt Gertrude” 
was too cumbersome a sobriquet for 
our young brains) often babysat my 
brother and I, entertaining us with 
board games.

She constantly changed the 
rules…to make sure we won. She 
controlled the outcome and, for us, it 
was always happy. 

Everyone needs a DeeDee ... 
someone who thinks you’re perfect, 
and is always on your side (even 
when you’re wrong).

Problems can arise when those 
who control the rules have a less 
pleasant agenda, and possess the 
power to change them any time things 
aren’t going as they wish.

We’re currently in the throes of a 
seemingly well-intended safety cam-
paign by the federal government.

But officials often appear to ei-
ther change the regulations periodi-
cally, or allow individual enforce-
ment folk to interpret them as they 
see fit.

Make no mistake, there’s an 
agenda, otherwise they wouldn’t pro-
claim the number of accidents pre-
vented, or lives saved. 

Just how DOES one tally an ac-

cident that didn’t happen?
Why do press releases trumpet-

ing the closing of unsafe operators 
often include the same miscreants 
time and again? 

Is it about safety or making the 
regulators relevant? (Or, to be fair, 
both?)

It’s disturbing when a top admin-
istrator suggests we sacrifice profit 
for more safety. After all, safety costs 
money and paying for more driver 
training and the latest, greatest and 
safest equipment comes FROM 
profits.

There are plenty of existing — 
very powerful — incentives for most 
bus companies to operate safely. 
Mess up and you’re out of business; 
mess up BIG and you may be person-
ally bankrupt and in jail. 

Toll booths are demonstrably un-
safe, but government keeps building 
them because it needs the revenue. 
I’m not saying tolls are unnecessary, 
I’m just weary of the hypocrisy. 

It was a big deal when that ad-
ministrator did a “ride along” in a 
truck. 

I ride airplanes a lot, but I 
wouldn’t presume that translates into 
significant knowledge about how to 
pilot one, let alone regulate the air-
line industry.

When a regulator blows it, they 

MIGHT be disciplined, or even trans-
ferred to another bureaucracy.

In recent years, companies that 
had just received the highest rating 
possible were involved in serious ac-
cidents (then forced out of business 
when re-inspected).

What happened to the functionar-
ies who gave the initial stamps of 
approval?

Have we given serious thought to 
whether what they’re measuring has 
serious impact on safety in real life?

It would be refreshing if there 
were a significant presence in the 
regulating agencies of people who’ve 
actually participated in the industry 
they control, who actually earned the 
profits necessary to build and operate 
a safe company.

Having hearings and listening to 
operators at meetings is OK but, in the 
end, regulators have no stake in the in-
dustry surviving or thriving. 

One of the worst maritime disas-
ters in history occurred when the 
steamer Eastland capsized at her Chi-
cago dock. A major contributing fac-
tor was the (heavy) lifeboats installed 
on her upper decks, making the ship 
unstable.

They were retrofitted as the result 
of standards adopted in the wake of the 
Titanic disaster three years before. It 
wasn’t the only cause, but a well in-

tended, but poorly executed, regulation 
helped kill more than 800 people.   

Ever wonder what “denatured” 
alcohol is?

During Prohibition, authorities 
were frustrated by bootleggers abili-
ty to obtain, and resell, industrial al-
cohol. They cleverly decided that if 
they forced industrial distillers to 
add poison to their product, the pub-
lic would take notice, and stop try-
ing to drink it.

Wanna guess what happened?
A well-intended (that phrase 

again) regulation was responsible for 
killing thousands of the folks it was 
meant to protect.

Two key points:
Good intentions are no substitute 

for competence. The more real indus-
try exposure regulators have, the more 
likely they are to get it right.

Populating agencies with individ-
uals who eventually will move on is 
not a good solution, nor is f illing 
them with bureaucrats whose prima-
ry goal seems to be to justify their 
jobs. 

No matter how sincere, and well 
intended, real safety will always be a 
secondary goal for those folks. These 
bodies need to include some experi-
enced transportation professionals, 
not as witnesses, but as participants.

And, enforcing arbitrary rules for 

the sake of ap-
pearances, look-
ing  l ike  we’re 
“ d o i n g  s o m e -
thing,” making 
sure that every 
company inspect-
ed has some mea-
s u r a b l e  ( a n d 
“fineable”) viola-
tion, may accomplish the opposite of 
what’s intended. 

Regulatory perfection doesn’t 
equal safety.

The least safe bus is still less dan-
gerous than the safest automobile. 
When regulation — that has a mar-
ginal impact on real world safety — 
drives coach companies out of busi-
ness, people will be forced into cars, 
with the congestion, pollution and 
traff ic deaths that accompany the 
shift.

Those deaths will be just as hard 
to measure as the accidents and 
deaths “prevented” by the current 
regulatory blitz.

DeeDee was truly “well intend-
ed” and I cherish her memory. But 
the current regulatory regime is not 
my Great Aunt Gertrude.

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

Are today’s safety campaigns grounded in reality?

Dave Millhouser

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

ALLIANCE
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 Criminal Checks

• Previous Employment &     
 Education Checks

• Drug Screening

• Social Media Searches

Making hiring
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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

Greyhound museum founder, Gene Nicolelli, dies at 88
HIBBING, Minn. — Gene Ni-

colelli, who channeled his passion 
for history into creating one of the 
North American bus industry’s 
best-known museums, has died at 
the age of 88.

Mr. Nicolelli was the founder 
and moving force behind the Grey-
hound Bus Museum here, where 
Greyhound got its start 100 years 

ago, and was the museum’s dedi-
cated custodian and curator for 
more than two decades.

Nicolelli opened the museum 
in September 1989, in the Hibbing 
Municipal Building under the 
name Greyhound Bus Origin 
Center.

The story is that Mr. Nicolelli, 
who was the longest continuous-

serving Hibbing City Council 
member at 16 years, found a 
plaque in the abandoned local 
Greyhound Terminal, honoring the 
town as the birthplace of the bus 
industry.

After discovering the plaque, 
Mr. Nicolelli asked a simple ques-
tion: Why don’t we have a Grey-
hound museum? He then proceed-
ed to develop one.

Today, the museum has its own 
building and a fleet of more than a 
dozen antique and vintage buses, 
including a 1914 Hupmobile, 1936 
“Super Coach,” 1948 “Silverside,” 
1956 Scenicruiser, and 1977 MC8 
Americruiser.

Exhibits in the museum tell the 
story of Greyhound, acknowledg-
ing its role in moving America, es-
pecially its soldiers during World 
War II, and displaying memorabil-
ia from its history.

That Nicolelli was able to ac-
complish what it did in a commu-
nity of just over 16,000 residents, 
that is miles from nowhere, is re-
markable. Hibbing is in northern 
Minnesota, roughly 200 miles 
north of Minneapolis, 75 miles 
northwest of Duluth, and built on 
the rich ore of Minnesota’s famed 
Mesabi Iron Range.

At the edge of town is the larg-
est open-pit iron mine in the world.    

Mr. Nicolelli’s son, Gene Ni-
colelli Jr., says his father, like 
many people who were caught on 
the wrong side of the Great De-

pression, had an impoverished 
childhood.

“As an adult, he turned his hum-
ble beginnings into a most remark-
able life. He never dwelled on the 
past and instead focused on all the 
wonderful possibilities that laid in 
front of him. He was a true optimist 
in every sense of the word.”

At the age of 17, Mr. Nicolelli 
enlisted in the Navy. He served as 
a pharmacist’s mate during World 
War II, and a hospital corpsman 
during the Korean War. 

After leaving the Navy, he 
worked for National Foods, starting 
in a store produce department and 
eventually rising to district manag-
er. He left the grocery business 
after 23 years and became a sales 
representative for Prudential Insur-
ance for 15 years before retiring.

In Hibbing, he volunteered for 
everything and was a huge pro-
moter of the community. He served 
on committees, was a member of 
civic organizations, and worked on 
projects of all sorts. 

His proudest civic achieve-
ments were the saving of The An-
droy hotel and the founding of the 
Greyhound Bus Museum. The An-
droy was a grand hotel built in 
1921 by a mining company. It 
served as the focal point of Hib-
bing’s business and social life until 
it closed in 1977. After standing 
vacant for 14 years, a demolition 
permit was approved by the city.

Mr. Nicolelli and others led a 

g ra s s roo t s 
effort to save 
the structure 
and restore 
i t .  To d ay, 
The Androy 
is a combi-
nation of se-
nior housing 
u n i t s  a n d 
commercial 
space.

Mr. Nicolelli also rang the bell 
for The Salvation Army red kettle 
at Christmas, delivered meals-on-
wheels on Saturdays, and was the 
host of a local television program, 
“Talk of the Town.”

“However, if you were to ask 
him what he enjoyed most,” said 
his son, “he would certainly say 
being invited to give talks or giv-
ing tours at the bus museum for 
grade-school children.”

He also was an artist. He de-
signed and built many of the dis-
plays at the Greyhound museum. 
He also built displays for the Min-
nesota Museum of Mining and for 
the Hull Rust Mine.

For his funeral last month, 
Greyhound donated a coach to 
transport friends, colleagues and 
admirers from Minneapolis to 
Hibbing. Two Greyhound execu-
tives were among the mourners.

Besides his son, Mr. Nicolelli 
is survived by his wife of 60 years, 
Norma, and a daughter, Lori 
Harter.

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.

352-430-7977 • 908-413-6453

Gene Nicolelli

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

Trailways launches giving program at annual meeting
MIRAMAR BEACH, Fla. — 

Trailways kicked off the spring 
motorcoach industry meeting sea-
son early this month by conducting 
its 78th annual conference here.

Trailways used the event — 
March 9-11 — to launch an initia-
tive designed to benefit charities in 
the community where it conducts 
its annual meeting.

This year’s conference was at 
the beachfront Sandestin Golf and 
Beach Resort, on northwest Flor-

ida’s “Emerald Coast,” between 
Pensacola and Panama City, and 
eight miles east of Destin. 

 Five Destin-area groups bene-
f ited from the initial program, 
which is being f inanced via a 
funding-raising auction conducted 
during the conference.

Proceeds from this year’s auc-
tion were earmarked for a diverse 
group of charities: 

• Fisher House Foundation, a 
network of homes where families 

can stay at no cost while a loved 
one is receiving treatment. The 
homes are typically located at 
major U.S. military and VA medi-
cal centers.  

• Fishing & History Museum. 
•  Boys  & Gir l s  Club of 

Destin.
• Sharing Hands Network, 

which aids the poor and homeless. 
• Shriners Hospitals for Chil-

dren of Florida. 
Tony Fiorini, chairman of the 

Trailways board and owner of Sil-
ver State Trailways of California 
and Nevada, developed the charity 
program for the organization.

“This is the first year of our 
donation program. We want to give 
to various organizations that help 
the local community in different 
ways. Sometimes a little can go a 
long way.”

Roughly $5,000 was raised to 
launch the program. 

“We hope to build the program 

in the future to give even more,” 
Fiorini said. 

More than 125 company own-
ers and industry leaders attended 
the Trailways conference, with a 
dozen coaches in Trailways livery 
on hand to symbolize the event.

Trailways was founded in 1936 
with five companies, and today in-
cludes a network of 76 ground trans-
portation companies with a fleet of 
roughly 8,500 vehicles, serving 
2 million customers annually.

Cummins keeps top market share
SOUTHFIELD, Mich. — En-

gine maker Cummins Inc. main-
tained its North American-leading 
market share last year, at 40.4 per-
cent, even though most proprietary 
engine builders said their share in-
creased during 2013, WardsAuto.
com reported.

Gains in diesel engine sales by 
Daimler AG, Volvo Group and oth-
ers did not erode Cummins’ over-
all share because the Columbus, 
Ind.-based manufacturer sold 

more engines to Navistar.
Daimler boosted its engine 

market share to 25.9 percent in 
2013 from 24.2 percent the year 
before, Ward’s said.

Volvo increased its share to 
17.5 percent, up from 16.5 percent.

Though Cummins’ market 
share remained above 40 percent, 
its sales volume fell nearly 11 per-
cent, to 98,256 engines in 2013 — 
closely mirroring the 11 percent 
decline in industry-wide engine 

shipments, to 243,003.
Some analysts are forecasting 

similar results for this year and 
Cummins probably will offset 
losses by growing its business with 
Navistar.

Cummins, the No. 1 engine in 
the motorcoach industry, as well as 
the transit bus sector, supplies die-
sel power plants to such coach 
builders as MCI, Van Hool, Temsa 
and Caio, plus a large number of 
cutaway bus makers.



A motorcoach is only as good as the people who stand behind it. Every Prevost is 
supported by a professional service team with over 500 years of bus and motorcoach 
service experience, knowledge, and integrity. Our fi eld service experts are dedicated 
to doing whatever is necessary to keep you on the road. What’s more, every Prevost 
motorcoach is backed by the Prevost Action Service System (PASS) 24-hour 
emergency assistance line, our eleven Prevost service centers across North America, 
and more than 150 Prevost-certifi ed service providers who are experts in the Volvo 
Powertrain. While unforeseen downtime is inevitable, Prevost will have you up and 
running in no time at all. 

ONE TEAM WITH ONE JOB:
TO HELP YOU 
KEEP DOING YOURS.

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



www.chbussales.com

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

If there’s one thing that doesn’t sit right with a motorcoach owner, it’s 
having more bus than you need. That’s why Temsa motorcoaches are 
such a smart choice. Coach sizes in 30, 35 and 45 feet mean more full 
buses more often—just what your business needs to turn a 
comfortable profit. Best-in-class ride and powerful, efficient engines 
come standard, too. Call CH Bus Sales today and reserve the Temsa 
motorcoach that’s just the right size for your business.

WE’RE THE RIGHT FIT

CALL US TODAY!  877-723-4045


