
March 15, 2015

ASHBURN, Va. — When it 
comes to today’s federal safety 
oversight and enforcement, bus 
and motorcoach industry execu-
tives are learning to expect the 
unexpected.

That’s because companies that 
have undergone Federal Motor 
Carrier Safety Administration in-
vestigations during the past year 
are reporting significantly differ-
ent experiences and, outside of a 
very in-depth examination, no-
body really knows what to expect.

One company may be given a 
couple of weeks warning before 
investigators show up on their 
doorstep, while another may be 
given two days.

One investigation may last 
months, another a few days. 

One set of investigators may 
check every single driver’s physi-
cal, another may check every sin-

gle driver’s logbooks.
Some of these variations may 

be strategic.

Some may depend on who is 
conducting the investigations and 
how they were trained.

And some differences may 
align with regional goals, says 
Bob Crescenzo, vice president and 
director of loss prevention at 
Lancer Insurance Co.

Another possible explanation 
for the unpredictability is “there 
are locations in the country that 
are having a much more difficult 
time with managing investigations 
than other regions,” he adds. “It 
depends on where you are.”

In other words, like many as-
pects of safety and regulatory en-
forcement in the United States, in-
consistency and unevenness 
abound.

If there is any consistency bus 
company executives have identi-
fied, it is that investigations are 
much more thorough and in-depth 
than compliance reviews and au-
dits of the past, with investigators 
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Higher insurance minimums are seen as being devastating
WASHINGTON — Doubling 

the minimum liability insurance 
requirement for motorcoach oper-
ators will be devastating to the in-
dustry, forcing small companies 
out of business, throwing thou-
sands of people out of work and 
reducing competition, say the na-
tion’s largest motorcoach insurer 
and the largest association repre-
senting private bus owners.

 The United Motorcoach Asso-

ciation and Lancer Insurance 
Company, in separate documents 
filed with the Federal Motor Car-
rier Safety Administration, also 
claimed the FMCSA has insuffi-
cient information to justify in-
creasing financial liability mini-
mums for the industry.

But, at the same time, Grey-
hound Lines, the nation’s largest 
private bus company, told the 
FMCSA it supports at least dou-

bling the insurance requirement, 
arguing the current $5 million 
minimum “appears far too low to 
provide adequate protection to to-
day’s traveling public.”

The comments by the UMA, 
Lancer and Greyhound were in re-
sponse to an “advanced notice of 
proposed rulemaking” issued by 
the FMCSA last November for 
possible changes to “financial re-
sponsibility minimums” — or lia-

bility insurance coverage — im-
posed on motor carriers, freight 
forwarders and brokers.

They were among more than 
1,900 bus and truck operators, in-
dividuals and interest groups that 
submitted their opinions about the 
proposal before the comment pe-
riod closed at the end of last 
month.

 The FMCSA proposal calls for 
raising the insurance minimum on 

motorcoach operators to at least 
$10 million, and possibly as much 
as $25 million.

The UMA f iling with the 
FMCSA stressed that such increas-
es have the potential to “displace 
passengers and harm the growth of 
a robust mode of transportation that 
employs tens of thousands of driv-
ers, mechanics, dispatch and sales 
people. UMA implores FMCSA to 
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Legal system fails (again) to stop serial bus thief
TOLEDO, Ohio — The bus 

bandit has been busted again.
Former part-time coach driver 

Derrick Jones, who has been ques-
tioned, arrested, charged and con-
victed multiple times over the past 
decade in connection with stolen 
buses, was pulled over for speed-
ing in Michigan last month while 
driving a bus that had been stolen 

last May from Bestway Charter 
Transportation in Rosemont, Ill.

Jones reportedly had been 
using the stolen Van Hool T2145 
coach to run a charter service out 
of his hometown of Toledo, and 
was stopped by police while driv-
ing passengers to a Michigan 
casino.

Details about the latest inci-

dent are sketchy, but Mike Skopec, 
vice president of Bestway, said au-
thorities impounded the bus and 
were expected to return it to the 
company.

Skopec said he was told Jones 
was released after being stopped in 
Michigan, but the police were 
planning to issue a warrant for his 
arrest.

“I don’t blame him for stealing 
buses if he can get away with it,” 
Skopec said. “He has been making 
money with our bus for nine months 
without having to pay for it.”

Jones has a long and sordid his-
tory with stolen buses in the Mid-
west, including the theft in 2008 of 
a motorcoach from American Heri-
tage Trails in Fort Wayne, Ind.

In that incident, he was caught 
a few days later and eventually was 
convicted, spent time in jail and 
was ordered to pay restitution to 
American Heritage. However, he 
paid only part of the restitution, 
filed for bankruptcy after Ameri-
can Heritage sued him and was re-
leased from the obligation.

CONTINUED ON PAGE 18 c

Today’s safety investigations: A whole new mindset

Larry Goins of Village Tours & Travel called the investigators who inspected the company’s buses “very professional.”

CONTINUED ON PAGE 18 c
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Riders are responding well to a pair of 
luxury intercity shuttle services launched 
last spring in key Texas and East Coast com-
muter markets, say the operators, who are 
planning to expand their services to addi-
tional cities.

“Overall, we’re really pleased with the 
business in the first…seven months,” said 
Alex Danza, president of Vonlane, which 
started luxury service between Dallas and 
Austin. “The feedback from passengers is 
just amazing.” (See July 15 Bus & Motor-
coach News.) 

 Vonlane utilizes custom Prevost coach-
es conf igured with 16 premium leather 
seats, plus a six-seat conference room, for 
its service. The fare is $100 each way.

The other operator, Andy Seligman — 
who started Royal Sprinter luxury service 
between Washington, D.C., and New York 
City last April using custom Mercedes 
Sprinter vans with eight leather seats — re-
ports similar reviews. (See May 1 Bus & 
Motorcoach News.)

Feedback emails sent to every rider 
come back “nine and a half out of 10 times 
positive, which is great,” Seligman said.

The D.C. to New York City fare is $95 
each way.

Seligman even launched an additional 
business from the service: customizing 
Sprinter vans for anyone who wants one, in-
cluding company CEOs and professional 
athletes. 

“We can build anything anybody wants,” 
he said.

Seligman wanted more features for the 
vans on his route than large customizers 
could profitably accommodate. So, he hired 
a master technician from Mercedes and 
launched his own custom shop, Premier 
Sprinter, to outf it his newest and third 
Sprinter.

“It came down to necessity is the mother 
of all invention,” Seligman said of the idea 

for Premier Sprinter, which is based out of a 
shop in the Washington suburb of Gaithers-
burg, Md.

Seligman will use the third Sprinter — 
which will provide an additional layer of ser-
vice between midtown Manhattan and Wash-
ington — to provide a tangible example of 
the company’s customization capabilities, 
from mechanical to metal, carpentry, elec-
tronics and the like. The third Sprinter also 
will have one less seat, seven, to improve the 

customer experience even further.
“It’s continuing to learn what people 

want and to try to give it,” he said.
Seligman tweaked his Washington-New 

York service early on to improve the experi-
ence, including improving the vans’ suspen-
sion for a smoother ride, improving driver 
routes and communication to encounter the 
least traffic on the four- to four-and-one-
half hour trip, and adding stronger Wi-Fi 
routers to prevent interruptions in wireless 
service, he said. The trip includes a 10-min-
ute stop for stretching.

The schedule got an adjustment, too, in 
late February when the third Sprinter was 
added for a roughly 8 a.m. departure from 
New York, making for three roundtrips a day 
between the cities.

That Sprinter will complement depar-
tures from Washington at 7 a.m. and 9:30 
a.m. The vehicles will cross, with two leav-
ing New York in the afternoon or evening 
and the third leaving Washington in the late 
afternoon or evening.

Seligman says the addition of the morn-
ing departure from New York will get the 
Washington-New York market “where it 
needs to be,” after which Royal Sprinter will 
consider expansion into its next market, like-
ly Philadelphia.

He envisions launching Washington-Phil-
adelphia first, then New York-Philadelphia, 
sometime this year.

Start-up luxury shuttle services are already expanding

Motorcoach Tire Sales, LLC is pleased to announce it has partnered with
The United Motorcoach Association (UMA) to provide UMA member companies

exclusive discounted pricing on the Toyo M144 coach tire.*

FEATURING:

 Direct shipment from distribution center to operator

  The fi rst US offered 75mph speed rated MOTORCOACH tire 
with a single rating of 9,370lbs and dual rating of 8820lbs 
(NEW-6% more dual load rating than industry standard).

 7% more tread than industry standard

 Utilization of “e-balance” technology for smoother rides

   “ SmartWay Verifi ed” Low-Rolling Resistance
“eRating” Qualifi ed

 Easy purchase terms

For more information contact: www.motorcoachtiresales.com or Call: 678-463-4110

Motorcoach Tire Sales, LLC
now a UMA Affinity Partner!

NEW PROGRAM ADDITIONS:
Government/School District Transportation Discounts Available

Volume Discounts Offered
*14 tire minimum order required

724638_MotorCoach.indd   1 1/8/15   3:58 AM

CONTINUED ON PAGE 12 c

Alex Danza, president of Vonlane, said riders on the company’s Dallas-Austin luxury shuttle like the extra legroom.
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WASHINGTON — If the 
highway safety lobby has its way, 
the next federal mandate affecting 
the motorcoach industry will be 
automatic braking systems.

Such technology already is an 
option on many models of new 
motorcoaches.

Four highway safety groups 
have petitioned the National High-
way Traffic Safety Administration 
to initiate a rulemaking that would 
require forward collision avoid-
ance and mitigation braking sys-
tems on all new buses and trucks 
having more than 10,000 pounds 
gross vehicle weight.

The groups — Advocates for 
Highway and Auto Safety, the 

Truck Safety Coalition, the Center 
for Auto Safety, and Road Safe 
America — contend that the so-
called F-CAM technology, which 
alerts drivers to stopped traff ic 
and automatically brakes a vehicle 
if the driver does not respond, 
would markedly reduce crashes if 
it were mandated on commercial 
vehicles.

“F-CAM technology uses 
radar and sensors to first alert the 
driver and then to apply the brakes 
when a crash is imminent,” says a 
statement jointly released by the 
petitioning groups.

The systems, which cost up-
wards from roughly $300 per ve-
hicle, use a combination of radar, 

cameras and computers to detect 
objects in front of the vehicle and 
then determine whether they pose 
a threat of an imminent crash. As a 
result, the coalition believes that 
installing them in trucks and buses 
could prevent more than 2,500 
crashes annually.

While the safety groups in-
clude “big buses” in their petition 
for the mandate, they focus mainly 
on big rigs.They cite several re-
cent fatal accidents involving 
semi-trucks crashing into the rear 
of vehicles that had slowed down 
or stopped.

John Lannen, executive direc-
tor of the Truck Safety Coalition, 
remarked that whenever traffic is 

significantly slowed or at a com-
plete stop, “cars are particularly 
vulnerable to being rear-ended by 
large trucks.

Trucks are overrepresented in 
fatal highway crashes, and they 
are even more so in fatal work 
zone crashes. This is why it is im-
perative that F-CAM technology 
is required safety equipment in 
large trucks.”

In making their case for a man-
date, the safety advocates also 
point out that “while nearly every 
truck manufacturer currently of-
fers some type of F-CAM system 
on new vehicles, there is no na-
tional standard for F-CAM system 
performance and not all buyers 

purchase this safety option. Thus, 
few trucks are actually equipped 
with the technology despite its 
availability.

“Only 3 percent of the more 
than 3 million standard tractor-
trailers (Class 8) on the road today 
are equipped with some form of 
this technology.”

Both the National Highway 
Traffic Safety Administration and 
the American Trucking Associa-
tions have stated that they are re-
viewing current data before com-
ing to any definite decision about 
making the braking devices 
mandatory.

The ATA believes that before 
mandating such a braking system 
the NHTSA should first pursue a 
new rule requiring large trucks to 
be electronically speed-governed/
limited at no more than 65 mph, 
“an approach ATA knows would 
reduce the frequency and severity 
of crashes.”

The safety groups point out 
that federal regulatory action has 
previously expedited the installa-
tion of vehicle safety equipment 
by requiring it as standard equip-
ment rather than as options. “Fed-
eral regulation remains the best 
and swiftest means to ensure the 
latest safety advances reach the 
majority of the traveling public,” 
the groups contend.

ALBANY, N.Y. — The 2015-
16 budget proposed by New York 
Gov. Andrew Cuomo calls for im-
position of a $100 inspection or 
re-inspection fee of all motor ve-
hicles transporting passengers.

The Bus Association of New 
York has issued a notice saying it 
intends to strongly oppose the fee.

New York operates one of the 
nation’s most aggressive state bus 
inspection programs. Frequent 

and detailed inspections are a way 
of life for New York operators.

In an email alert to members, 
BANY said it’s working closely 
with its lobbying firm “and will be 
calling all members into action 
shortly.

“Please watch your email for 
our legislative alert which will 
outline the actions we need to take 
to make our voices heard and de-
feat this proposed fee,” BANY 

told its members.
“We will need everyone to 

act.”
Under the proposed budget 

item, there would be a few exemp-
tions to the fee. Primarily the ex-
emptions would be for passenger 
buses operated under contract 
with a municipality to provide 
statewide mass transportation and  
other situations.

The state department of trans-

portation “may deny future in-
spection of any motor vehicle 
transporting passengers subject to 
the department’s inspection re-
quirements, as well as issuance of 
a certificate of inspection, if such 
fee is not paid within 90 days of 
receipt of an invoice,” reads the 
fee item in the budget. 

All fees charged and collected 
are to go to the state highway and 
bridge trust fund.

N.Y. State proposes $100 inspection fee

Safety groups want collision avoidance systems

WILMINGTON, Del. — By 
summer, state officials here plan 
to bump the limit on heavily trav-
el Interstate 95 to 65 mph be-
tween the Maryland line and the 
I-495 split south of Wilmington.

The change will put the offi-
cial limit closer to the average 
driver speeds. The current posted 
speed limit is 55.

The adjustment should make 
the road safer by reducing ex-
treme speed differences on the 
highway, Delaware Department 
of Transportation officials say. 
The change also will allow police 
to devote more attention to ag-
gressive and very high-speed 
driving.

“I don’t expect a significant 
change in driving speeds based 
on this change,” said Deleware 
DOT Chief Traff ic Engineer 
Mark Luszcz.

Delaware to boost
I-95 speed limit
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Unions to feds: Get tough on new entrants
WASHINGTON — The Trans-

portation Trades Department of 
the AFL-CIO, a coalition of 32 
labor unions, has called for stricter 
federal regulations on startup in-
tercity bus companies.

In a policy statement titled 
“Time to Raise the Bar on Market 
Entry in Motorcoach Industry,” 
the TTD said the growth of inter-
city bus transportation in recent 
years has resulted in “an influx of 
poorly regulated new entrants” at 
the expense of passenger and pub-
lic safety.

The organization contends that 
since the motorcoach industry was 
deregulated nearly 40 years ago 
there has been a steady deteriora-
tion of entry standards imposed on 
companies seeking to do business 
as interstate bus carriers.  

“The lowering of these stan-
dards has severely limited the abil-
ity to ensure that only well-capital-
ized companies willing and able to 
uphold federal safety requirements 
are granted operating authority,” 
the policy statement says.

The statement goes on to sup-
port the aggressive enforcement ef-
forts of the Federal Motor Carrier 
Safety Administration, which the 
FMCSA says are aimed at getting 

unsafe bus companies off highways.
However, the union adds, “we 

believe it is just as important to 
prevent bad actors from gaining 
operating authority in the f irst 
place by establishing a new floor 
for market entry standards.”

The TTD statement focuses on 
two specific areas. First, it calls for 
the elimination of the bus carve-out 
in the Fair Labor Standards Act that 
denies overtime protections for 
drivers “and in turn makes the bus 
industry more dangerous.”

The organization also throws 
its support behind the FMCSA 
proposal to raise the minimum 
level of financial responsibility re-
quired to be maintained by a pas-
senger motor carrier to satisfy lia-
bility claims and property damages 
resulting from a commercial bus 
accident. That proposal calls for 
raising the required liability insur-
ance minimum from the current 
$5 million to $10 million — and 
possibly as high as $25 million.

 When Congress imposed mini-
mum liability requirements in the 
1982 Bus Act, it intended for the 
new requirement to enhance safety, 
believing motor carriers would have 
greater incentives to create and 
maintain more effective safety pro-

grams to help keep their premiums 
lower. The $5 million minimum fi-
nancial responsibility requirements 
became effective in 1985.

“But to the detriment of safety, 
those minimum requirements have 
remained unchanged from the 
original levels established 30 years 
ago,” the TTD policy statement 
contends. “It is indefensible that 
the minimum liability insurance 
requirements in a safety-sensitive 
industry such as intercity bus 
transportation have been frozen 
since the 1980s.”

The TTD maintains that over 
the past three decades, medical 
costs and other expenses related to 
bus crashes have vastly increased 
due to inflation. According to a re-
cent FMCSA report, adjusting the 
1985 financial liability require-
ment for inflation would increase 
the current minimum level from 
$5 million to over $21 million for 
a large passenger carrier.

“But the minimums have lan-
guished, decreasing in real terms 
and thus eroding the ability of a 
carrier maintaining the current 
standard to adequately cover the 
growing costs of fatal or cata-
strophic injury crashes,” accord-
ing to the policy statement. “Fur-

ther,  as the minimums have 
eroded, the deterrent effect of re-
quiring adequate insurance cover-
age has eroded as well.”

Opponents of the increased in-
surance minimum, including the 
United Motorcoach Association 
and bus insurance companies, dis-
pute that argument, contending 
that only one-tenth of one percent 
of serious bus accidents over the 
past 30 years have exceeded the $5 
million threshold. (See related 
story on Page 1.)

The TTD maintains that in-
creasing the insurance minimums 
would eliminate “low-cost, risky 
carriers that notoriously pay their 
workers abysmal wages and violate 
safety regulations.” 

“It is time for our government 
to update bus market-entry stan-
dards, not as a new policy direc-
tion, but as a recognition that cur-
rent standards are out of date,” the 
policy statement concludes. 

“Absent these actions, we will 
continue to see bad actors flood 
the bus marketplace, placing carri-
ers that play by the rules at a com-
petitive disadvantage and ulti-
mately exposing bus passengers 
and employees to carriers that are 
unsafe and poorly insured.”
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Oregon, Indiana, Florida & Arizona Offering the latest innovations in mobile lifting technology, SEFAC lifts come in capac-
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more than 30 years manufacturing mobile lifts we have proven that our lifts are built 
tough and to the highest quality. See for yourself at sefac.com.

“WE Stand Behind Our Product 
So You Can Stand Safely Under Yours” 

WASHINGTON — The Fed-
eral Motor Carrier Safety Ad-
ministration has postponed next 
fall’s projected publication date 
for a final rule requiring com-
mercial motor vehicle drivers to 
use electronic logging devices.

The f inal rule, originally 
scheduled for publication in the 
Federal Register on Sept. 30, now 
is scheduled for publication on 
Nov. 9. The FMCSA announced 
the delay in the Department of 
Transportation’s February rule-
makings report, saying only that 
additional coordination was nec-
essary without providing details.

The FMCSA has worked for 
several years to require electron-
ic logging devises to measure 
compliance with hours-of-ser-
vice regulations. The agency said 
requiring the devices would im-
prove safety by reducing fatigue-
related crashes resulting from 
drivers falsifying their records to 
work more hours.

A previous rule concerning 
the use of electronic logging de-
vices was vacated in 2011 after 
an appellate court ruled that 
motor carrier operators could use 
the devices to harass drivers.

Electronic logs
rule is delayed
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Ten practical tips for getting caught up at work
By Joyce E.A. Russell

With the advent of enhanced 
technology and our 24/7 culture, it 
is becoming increasingly difficult 
for business owners and employ-
ees to ever feel they have all their 
work done.

In fact, as Tony Schwartz, Jean 
Gomes and Catherine McCarthy 
note in their book, The Way We’re 
Working Isn’t Working, today’s 
work ethic of “more, bigger, fast-
er” creates a trap for many.

Technology can create eff i-
ciencies but also overwhelm us 
and sap our creativity.

“We have more customers and 
clients to please,” they point out. 
“We have more emails to answer, 
more phone calls to return, more 
tasks to juggle, more meetings to 
attend, more places to go, and 
more hours we must work to avoid 
falling further behind.”

Rather than worrying about 
whether we have caught up, which 
can lead to feelings of inadequacy, 
we can try some of the following 
activities to restore ourselves and 
feel better about what we are 
accomplishing:

Let it go. Acknowledge that 
we can’t do it all, and that some 
things might not get done. If we 
keep telling ourselves we will get 
totally caught up, we may overly 
stress ourselves. I’m not saying 
give up. We just need to be 
realistic.

Sleep. More and more research 
is illustrating the importance of 
sleep in our lives. We need to re-
fresh and renew ourselves so we 
can perform at peak levels when it 
matters.

Enjoy a little recess. Taking 
breaks throughout the day can help 
a person recharge. At least once 
every morning and afternoon, get 

up and walk around without your 
cell phone attached to you. Give 
your mind a stretch break.

Call the pros. Are there things 
you can outsource so you don’t 
feel as overwhelmed? Can you 
learn stress or time management 
techniques? Can you give some of 
your least favorite activities to oth-
ers so you are saving your time for 
things you enjoy doing?

Lean on your team. Get help 
from colleagues or mentors. Fig-
ure out what roadblocks you have 
in front of you, and build a support 
network to help you navigate 
around these.

Get focused. Prioritize the one 
or two most important things you 
need to accomplish each day. Then 
make sure those things get done.

As Steven Covey points out in 
his book, First Things First, we 
should consider whether tasks are 
urgent and/or important. Focus on 

the urgent, important items first, 
followed by the important but not 
urgent.

If time permits, we can tackle 
the urgent but not important items 
or the issues that are neither urgent 
nor important.

Just say no. While tough to 
do at work, it is necessary to set 
boundaries. We can’t possibly do 
all the things we are asked to do, 
so sometimes we must say no. 
Pushing back on what is on our 
plates may be one thing that can 
help us the most in feeling caught 
up.

Celebrate wins. Give yourself 
a reward for accomplishing a goal.

One and done. Try to review 
emails and other messages only 
once. Instead of reading a message 
several times, try to take action the 
first time you read it — whether 
this means responding to it, flag-
ging it for follow-up or deleting it. 

Avoid the trap of reviewing emails 
all day long.

Clear your schedule. Set 
aside a catch up day or week where 
you can cut back on your regular 
work to get as caught up as you 
can on things that stress you. You 
will feel like you are more in con-
trol of your work when you re-
move the heaviest items from your 
checklist.

Getting caught up completely 
will always be elusive. So this 
weekend, resist the urge to check 
your in-box or sneak into the of-
fice. Instead, try opening a good 
book, exploring the outdoors or 
visiting relatives. You earned it.

Joyce E. A. Russell is the vice 
dean and the director of the Exec-
utive Coaching and Leadership 
Development Program at the Uni-
versity of Maryland’s Robert H. 
Smith School of Business. Reprint-
ed from The Washington Post.

Many riders face unwanted sexual behavior on L.A. buses, trains
LOS ANGELES — The Los An-

geles Times reported last month that 
more than one in five passengers 
riding Los Angeles County buses 
and trains were subjected to un-
wanted sexual advances or behavior 
during the first half of last year.

As part of a semi-annual cus-
tomer review, the Los Angeles 
County Metropolitan Transporta-
tion Authority asked more than 
22,000 bus and rail passengers if 
they had experienced “unwanted 
sexual behavior including, but not 
limited to, touching, exposure or 
inappropriate comments” over a 
six-month period. 

About 22 percent of passen-
gers, or 4,850 people, said yes.

“We don’t think this is accept-

able,” Metro spokesman Paul 
Gonzales told The Times. 

Last winter, Metro asked pas-
sengers if they experienced un-
wanted sexual advances that made 
them feel unsafe, and 18 percent 
said yes. That figure isn’t compa-
rable to this year’s 22 percent figure 
because the “feeling unsafe” por-
tion of the question was removed.

The question was reworded so 
Metro could compare responses to 
law enforcement statistics, said 
Jeff Boberg, an agency transporta-
tion manager who works with data 
and research.

Specific data
In the next survey, to get more 

specific data on what passengers 

are experiencing, Metro will ask 
additional questions about verbal 
harassment and unwanted physical 
contact, he said.

The Los Angeles County Sher-
iff ’s Department, which polices 
Metro, received 31 reports of in-
decent exposure in 2014 and made 
12 arrests; 62 reports of inappro-
priate touching and made 18 ar-
rests, and 6 reports of inappropri-
ate comments and made 2 arrests, 
Gonzales said.

One point of concern, officials 
said, is the relatively low number 
of police reports compared to the 
number of passengers who say 
they experienced harassment.

“Many people who are having 
this kind of experience aren’t re-

porting it,” Gonzales said. “We 
want passengers to know this isn’t 
a part of life.”

Violence prevention
Metro has partnered with Peace 

Over Violence, a sexual and do-
mestic violence prevention group, 
to create an awareness campaign 
that will launch next month.

Adding more deputies to bus 
or rail lines to prevent sexual ha-
rassment isn’t realistic, Gonzales 
said, because that would require 
hundreds of law enforcement per-
sonnel every day.

Instead, Metro depends on 
good information from passengers 
and drivers. When someone as-
saults or otherwise harasses some-

one, “that’s typically his regular 
bus,” Gonzales said. With a good 
police report, including a descrip-
tion, officers can board the same 
line later in the week and make an 
arrest, he said.

One has to wonder how preva-
lent sexual harassment is on the 
hundreds of commuter buses and 
transit-like services being operat-
ed by private and high-tech com-
panies in and around San Francis-
co and throughout Silicon Valley 
in Northern California?

While such shuttles are being 
attacked in some quarters as elitist 
and undercutting public transit, 
the L.A. County Metro survey cer-
tainly would seem to bolster the 
case for the private buses. 
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By Dave Millhouser

One of my favorite shows is 
“America’s Funniest Home Vid-
eos.” In one episode, a muscular 
biker prepares to leap a dozen 
buses on his Harley, launching 
himself at 90 mph up a ramp con-
structed of toothpicks and chewing 
gum — and I have to wonder, 
“What does he THINK is gonna 
happen?”

So, I’m looking out the win-
dow at 5-foot snow drifts, listening 
to forecasts of more to come, and 
what do I  think is  going to 
happen? 

Spring. Honest. 
Folks, now might be the time 

to nudge your A/C system out of 
hibernation so it’s ready for the in-
evitable (I hope) warm weather.

There are a couple of consider-
ations here. First, the fairly obvi-
ous one: many HVAC components 
have been resting all winter, and 
have probably used that time to 
plot against you. Other compo-
nents that do double duty and help 
out with heat, like motors and fil-
ters, may be tired. 

Just as the toothpick ramp may 
be a mistake, it might be foolhardy 
to assume that when your driver 

flips the switch marked A/C, ev-
erything will be cool.

Check it out
Aw heck, you get it. Check the 

system out before you need it, be-
cause modern coaches, with big 
sealed windows, need eff icient 
A/C even on a cool day.

If I was smarter, I could list all 
the stuff that needs to be checked, 
tweaked or replaced, such as belts, 
compressors, Freon, filters and a 
partridge in a pear tree. Fortunate-
ly, all motorcoach builders provide 
manuals. Many even have pictures 
(for us dullards).

The point here is that you prob-
ably should be thinking this way 
now, not in April. 

In the olden days a coach in the 
middle of a charter turned up at 
our facility one March morning 
with an anemic A/C, a panicked 
driver and sweaty passengers. This 
model bus had redundant motors, 
and over the winter several had 
quietly retired from active duty. 
No one had checked, and now, 350 
miles from home, there weren’t 
enough running to cool the coach. 

After he stuffed a couple new 
motors in, and the A/C still didn’t 
cool right, the mechanic took a 

peek at the air f ilters and…you 
guessed it. Then he found a giant 
dust ball insulating the thermo-
stat’s sensor, fooling it into believ-
ing that the temperature in the 
cabin was OK.

It’s only 5 years old
Thousands of dollars later the 

coach continued on the charter. Its 
owner called to ask if this was a 
warranty repair because the coach 
was “only” 5 years old. Apparently 
the HVAC on this bus had been un-
touched by human hands. 

This work could have been 
done incrementally, at much lower 
cost, if the owner only had known 
that warm weather was coming. 
And, he wouldn’t have annoyed his 
customers.

A properly functioning HVAC 
system can still be a problem if 
your drivers don’t know how to op-
erate it. 

It therefore might be good to 
refresh their understanding of your 
fleet’s HVAC systems. Many juris-
dictions have idling laws, so cool-
ing the coach before the passen-
gers board can be tricky. There is a 
delicate balance between cooking 
customers and expensive exces-
sive idling. Your drivers need to 

know the ordinances, and how fast 
their coach cools.

Generally the HVAC comput-
er’s motherboard knows best, but 
most offer manual modes of oper-
ation that can overcome problems 
— or create catastrophes of bibli-
cal proportions. 

Most modern buses have a sep-
arate set of climate controls for the 
driver’s area. Just because the driv-
er is comfortable doesn’t necessar-
ily mean their passengers are.

Look for subtle hints 
Drivers don’t have to be techni-

cians, but should be well trained 
enough to know when things aren’t 
going right. A “failure” light on 
the dash is a clue, but often the 
HVAC system gives subtle hints 
before quitting entirely.

Even if your drivers are well 
schooled, it has been a long winter, 
and reviewing A/C operation and 
policy can’t hurt (and may bring 
hope).

We were setting up for a show 
in Boston one bitter January day. It 
was time to move the demonstrator 
Eagle from a parking lot across 
town to the convention center, and 
we sent Warren to pick it up. 

This bus had a new super duper 

HVA/C unit, and 
Warren didn’t 
have a clue how 
to work it. He 
f i r e d  u p  t h e 
coach, and fig-
ured  tha t  the 
switch marked 
“Manual Heat” 
must be better 
than the one marked “On,” so he 
flipped that puppy and headed 
across town.

“Manual” meant that  the 
HVAC system was going to do its 
best to cook the coach’s contents. 
It had no relationship with the 
thermostat, and tried diligently to 
make the cabin temperature equal 
the engine temperature. 

By the time Warren reached us, 
it was 120 degrees inside the coach 
and he was sweating like a pig and 
shedding clothing. 

A bit of training on the HVAC 
system would have saved some 
discomfort. And, if he’d used the 
“Manual A/C” switch on that bus 
incorrectly, it would have rained 
inside. Honest.

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

Spring is coming — honest — so get those A/Cs ready

Dave Millhouser
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TORONTO — A 10-year-old 
plan to construct an additional 
bridge linking Detroit and Wind-
sor, Ontario, appears to be moving 
forward, with Canada footing most 
of the bill.

Resolution of a key stumbling 
block was announced last month. 

Several news organizations re-
ported that a tentative deal, involv-
ing Canada, the United States and 
Michigan, had been reached re-
garding the planning and funding 
of a U.S. Customs plaza for the 
planned New International Trade 
Crossing, also known as the De-
troit River International Crossing.

Construction of the bridge has 
been stalled over the reluctance by 
the U.S. to allocate money for the 

$250 million plaza. Canada al-
ready has agreed to pay the $3.4 
billion tab to build the bridge, in-
cluding access road construction 
on the Michigan side.

Under the agreement, expected 
to be off icially announced this 
month, vehicle tolls reportedly 
will be used to pay for the plaza on 
the U.S. side of the border, remov-
ing one of the last roadblocks to 
the project.

Michigan officials have been 
lobbying Washington to allocate 
the money, arguing that construc-
tion of the bridge is expected to 
create 10,000 to 15,000 jobs over 
the five-year build-out. Many of 
those construction workers will be 
hired from Michigan. 

They also point out that Cana-
da is the United States’ largest 
trading partner, with $1.7 billion 
worth of goods crossing the border 
every day. A large portion of that 
commerce goes back and forth 
over the Detroit River, and the new 
bridge is expected to increase 
Michigan’s share of the trade.

Construction of the new bridge 
avoided another potential delay 
last month when the U.S. Supreme 
Court rejected a lawsuit by Matty 
Moroun, who owns the 85-year-
old Ambassador Bridge over the 
Detroit River. He tried to stop con-
struction of the new bridge, which 
will divert traffic from his bridge. 
The bridge is scheduled to be com-
pleted by 2020.

Canada-U.S. bridge deal funded

SARNIA, Ontario  — The U.S.-
bound span of the Blue Water 
Bridge at Sarnia, Ont., will close 
for three months, starting next 
month.

While the 75-year-old crossing 
to Michigan gets new blacktop, the 
second bridge, built in 1997, will 
carry all passenger vehicle and 
truck traff ic between Point Ed-

ward and Port Huron.
It normally carries traffic trav-

elling eastbound into Canada.
The repaving work, as well as 

waterproof undercoating of the 
original crossing, is scheduled to 
be f inished by July 1, reported 
Blue Water Bridge Canada.

Chief Operating Officer John 
Elliott said bridge off icials are 

building a “fairly elaborate traffic 
management component” into the 
project.

Only one lane of traffic will be 
open in each direction across the 
bridge, with two lanes available in 
each direction as vehicles ap-
proach the toll plazas. Wide loads 
will be limited to those less than 
11 feet (3.35 meters).

Delays looming for Sarnia crossing

LCD MONITORS  |  AUDIO • VIDEO SOLUTIONS  |  RADIO • PA SYSTEMS  |  OBSERVATION SYSTEMS  |  LCD MONITORS  

JENSEN® 15" LCD Bus Monitor

For more information contact:
www.BusElectronics.com • Toll-free: 877.378.2267 • Tim@RVCams.com

BUS ELECTRONICS

and now...

Buy 3 or more 
Monitors, 

get 1 FREE!
 Promotion runs 1/19- 4/1

JENSEN® 6.2" Touchscreen Multimedia System
and Voyager CMOS Rear Observation Camera

evaluation of      Chart or      Tour

Call us today at 1-800-448-7001 or 
visit www.rbs2000.com to request an 

go go

go

    Tour: Our browser based tour 
management system designed 
speciically for the motorcoach 
industry. Manages reservations, 
itineraries, receivables, payables, 
produces management reports and 
escort, driver and customer documents escort, driver and customer documents 
for group and retail tours. Real time, fully 
integrated credit card processing is 
available using a secure and reliable 
gateway service. Accessible 
from any computer with internet 
access. Hosted at RBS secure data 
facility. RBS professional staff manages facility. RBS professional staff manages 
server hardware and software and 
performs all updates and daily backups.

New release coming soon! 
Visit www.rbs2000.com for the latest 
news, timeline, features, and more 
related to      Tour version 3.

www.rbs2000.com

go

go

go

    Chart: Features include customer
and contract management, vehicle 
inventory, scheduling and dispatch,
accounts receivables, and numerous
accounting and operations reports.
Additional modules include: Prophesy
Mileage and Routing,      Mileage and Routing,      Mile (IFTA 
reporting). Driver Duty (payroll and time 
management), Email, Advanced 
Accounting and Advance Dispatch 
management and reporting; and more!

Web Manager Module: Provides online 
credit card processing, integrated quote 
requests, online access to Drivers' requests, online access to Drivers' 
schedules and other custom      Chart 
data access via the web.

Data Backup and Recovery: Remote 
services includes daily, scheduled 
backup of RBS data iles over a secure 
connection.

go

Tour Management System
Tourgo

Charter Management System
Chartgo

Charter & Tour Software

RELATIONAL BUS SYSTEMS

RIVERSIDE, Calif. — Com-
plete Coach Works has begun the 
delivery of 21 remanufactured 
Zero Emission Propulsion System 
(ZEPS) electric buses to Indianap-
olis Public Transportation Corp. 
(IndyGo). 

The ZEPS buses are former 
conventional, diesel-powered 
transit buses that have been con-
verted to electric power. They 
have been rebuilt with lightweight 
flooring and seats, low-rolling-re-
sistance tires and energy efficient 
heating and cooling systems to 
ensure a range of 130 miles on a 
battery charge.

Each 40-foot electrified bus 
has 36 seats and is equipped with 
air-operated doors, brakes and 
suspension, hydraulic power steer-
ing, stainless steel bike racks and 
LED lighting. 

Complete Coach Works’ ZEPS 
buses, one of which was displayed 
at UMA Motorcoach Expo 2014 
in Los Angeles, create significant 
lifecycle carbon savings by elimi-
nating activities involved in man-
ufacturing new buses. The electric 
ZEPS drive system replaces the 

original drive train, resulting in 
operational savings that benefit 
the environment, says Complete 
Coach Works.

“With the industry’s current 
drive towards developing efficient 
green technology, it’s exciting to 
be able to provide transportation 
agencies a way to double their 
fleets or reduce their purchasing 
cost to half, both within the same 
budget,” said company Vice Presi-
dent Richard Sullivan. 

He said IndyGo is receiving 
the country’s largest remanufac-
tured electric fleet at a fraction of 
the cost of buying new buses, 
helping Indianapolis residents and 
visitors reach their destinations on 
cutting-edge, clean-technology 
vehicles.

“This project is coming at a 
time when our ridership is at a re-
cord high, with over 10 million 
trips in 2014,” said Mike Birch, 
chief operating officer at IndyGo. 
“The project is another opportu-
nity to show the forward-thinking 
and progressive work being done, 
creating more interest in public 
transportation.”

Complete Coach Works 
delivers electric buses
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SAN FRANCISCO — Bay Area 
tour bus companies, already facing 
restrictions on driver-guides after a 
fatal bus-pedestrian accident, could 
be facing even more restrictions 
stemming from a racist, expletive-
laced rant by a tour guide.

A guide on a double-decker bus 
was videotaped last fall by passen-
gers as she launched into a tirade of 
Asian racial slurs while the bus trav-
eled through Chinatown. 

The video went viral on You-
Tube, prompting outcries from the 
Asian community.

The California Bus Association 
reported to its members that the inci-
dent also prompted San Francisco of-
f icials to consider requiring tour 
guides to have a city license.

The incident followed an earlier 
accident in which a motorized cable 
car struck and killed a 68-year-old pe-
destrian in a crosswalk in front of San 
Francisco’s City Hall. The driver was 
arrested for vehicular manslaughter 
because, police said, he was pointing 
out landmarks to sightseers instead of 
watching for pedestrians. 

The city is investigating whether 
it can ban bus drivers from simulta-
neously acting as tour guides, and 
require that all tours within the city 
limits use step-on guides. 

“The main concern is that there 
are a few violators in San Francisco 
that are creating problems with City 
Hall because they are not following 
the rules that are followed by legiti-
mate companies,” Ray Sargoni, presi-
dent and CEO of Gray Line of San 
Francisco, wrote in a CBA newsletter.

Sargoni said such violations in-
clude failing to run clean-air vehi-
cles in the city, driving through areas 
that have been designated as no-
tour-bus zones, and keeping vol-
umes of PA systems too high on 
open-air vehicles.

Meanwhile, Sargoni noted that 
the Marin County Board of Supervi-
sors voted to restrict tour buses to 
using the main road to Muir Woods 
and to restrict the size of buses on the 
road to 36 feet. The vote resulted 
from complaints from area residents 
about buses cutting through residen-
tial neighborhoods.

S.F. considers
restrictions on 
tour guides

Family Values
Lancer heartily congratulates all of this year’s bus 
and motorcoach award winners presented by ABA, 
IMG and UMA, especially the several winners that are 
family owned or operated companies…and longtime 
Lancer policyholders.

As a second generation company ourselves, the 
Delaney family truly appreciates the passion and 
commitment it takes from all employees to not only 
exceed, but be recognized for excellence by your  
industry peers.

Keep up the great work!

SPIRIT AWARD
Starr Transit Company

Trenton NJ

OPERATOR OF THE YEAR
Starline Transportation

Seattle, WA   
WOMEN IN BUSES 

H & L Charter Company
Rancho Cucamonga, CA

VISION AWARD
Pacific Coachways
Garden Grove, CA 
Silverado Stages

San Luis Obispo, CA 

GREEN SPIRIT 
Sun Diego Charter
National City, CA 

Northwest Navigator 
Luxury Coaches

Portland, OR 

ABC Cos. launches revamped corporate website
WINTER GARDEN, Fla —

ABC Companies announced the 
launch of a redesigned corporate 
website.

The retooled site, at www.abc-
companies.com, has what ABC 
describes as a “fresh new look” 
and includes updated information 
about company products and ser-
vices, including digital brochures 

offered in a “flipbook format.”
The site offers a sleek, unclut-

tered design, while providing 
users with a content-rich experi-
ence, explained Dan Leo, ABC 
C o m p a n i e s ’  d i r e c t o r  o f 
marketing.

Additionally, the redesign in-
cludes technological and aesthetic 
enhancements, which will provide 

better-organized, search engine 
optimization-focused content, Leo 
added.

The website contains all of the 
information operators need to 
learn about ABC Companies and 
its full range of equipment brands, 
parts and service, and financial of-
ferings while providing visitors 
with a more informative and effi-

cient online experience, he said.
Included on the revamped 

ABC website are:
• New e-book equipment bro-

chures for Van Hool, New Flyer 
and Ameritrans

• In-depth equipment informa-
tion, including specifications and 
features 

• Faster, instant downloads of 

spec sheets, technical bulletins 
and equipment manuals

• Photo gallery
  “Our goal was to create a vi-

sually stimulating and informative 
website that provides users with 
easy access to ABC Companies 
and our brands,” said ABC Presi-
dent and Chief Commercial Offi-
cer Tim Wayland. 
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“I think a lot will depend on 
how well the New York-in-the-
morning service goes,” he said.

Vonlane’s Danza is preparing 
to add a new route in early April 
that will connect Dallas and Hous-
ton. Schedules and fares have not 
been established, but he’s consid-
ering two to four departures a day 
from each city. He’s added a third 
Prevost coach, which is being out-
fitted, to kick off the service.

Asked about possible Dallas-
San Antonio service sometime 
soon, Danza said nothing immedi-
ate is on the horizon, but Vonlane 
plans to continue adding markets.

“We wanted to kind of get our 
feet under us with Dallas-Austin 
and now the hope is to start speed-
ing up rolling out into other cities,” 
Danza said. “We get a lot of re-
quests for San Antonio, so it’s ob-
viously a city we’re going to look 
at in the future. We get a lot of re-
quests for Austin to Houston, so 
we’ll be looking at that as well. We 
get San Antonio-Houston requests. 
We’re really getting…inquiries 
from cities all over the state.

“We’re just having to explain to 
people it takes time; one, to build 
these coaches, and two, to outfit the 
interiors — so it’s going to take us a 

little bit of time to get everywhere.”
Riders particularly like the 

extra legroom, complimentary 
Wi-Fi and satellite TV and radio, 
snacks, beverages and onboard at-
tendant, he said.

Passengers post
 A Twitter post from one pas-

senger reflected on those features 
in July: “Just plugged in my lap-
top, sent an email & got a snack! 
@Vonlanemotors: like 1st class 
without TSA & more amenities.”

Danza won’t share financial or 
operating performance data, but he 
suggested that the answer to how 
the company is doing is in its plans.

“We’re pleased with perfor-
mance and obviously we’re doing 
well enough to add vehicles and 
expand to new markets,” he said.

Seligman, meanwhile, esti-
mates Royal Sprinter is running 
about 50 percent occupancy, say-
ing it’s not where it needs to be, 
but not bad, either.

“I’d say that’s pretty good for 

new service,” he said, adding that 
he expects the company to break 
even its first year. That’s a good 
barometer but, more importantly, 
the company is expanding, he said.

The airline comparison
He likens the luxury service to 

airline passengers willing to pay 
extra for first class.

Amenities include reclining 
seats to extend one’s legs, Direc-
TV, Wi-Fi, complimentary regular 
and sparkling bottled water, and 

gourmet snacks. Drivers contact 
passengers, who are picked up and 
dropped off at upscale hotels 
where riders can wait in comfort, 
by name.

Business and leisure travelers 
are about evenly split, Seligman 
said.

Vonlane is seeing about 70 per-
cent business travelers, 30 percent 
leisure travelers, Danza said. The 
company runs four trips a day be-
tween Austin and Dallas midweek, 
and one a day on weekends.

Customer comments indicate 
the service is converting fliers and 
people who normally drive them-
selves, he said. Riders find the re-
laxation and productivity during 
the approximately three-hour trip 
rewarding.

“Once they’re on, they’re 
hooked and they don’t want to 
travel any other way,” Danza said. 
“If somebody hears about us and 
they ride with us, I am extremely 
confident they will be a repeat cus-
tomer and we’ve seen that in our 
first seven months of operations.”

The service operates from a 
Wyndham Hotel in Dallas and the 
Hyatt Regency in Austin.

Royal Sprinter operates from 
the Park Hyatt in Washington and 
the Embassy Suites at Chevy 
Chase Pavilion and the Loews Re-
gency in New York City.

YOUR TURNKEY 
SOLUTION

transitsales.com | sblbus.com
 800-BUS-SALE

WORLD’S LARGEST INVENTORY

CUSTOM INTERIOR OPTIONS

ALL SEATING CONFIGURATIONS

CERTIFIED CNG/EPA COMPLIANT  

HIGH & LOW FLOOR MODELS

PRE-OWNED TRANSIT BUSES FOR SALE & LEASE

QUALITY DELIVERED ON TIME

Luxury shuttles
CONTINUED FROM PAGE 3

Royal Sprinter operates luxury service between Washington, D.C., and New York using custom Mercedes Sprinter vans.
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By Christian Riddell
Motorcoach Marketing Council

Over the past few months, one 
of the most common questions 
I’ve received is this: “How are we 
supposed to get good photos of our 
coaches?” 

Let’s face it. Every day your 
coaches hit the road to do interest-
ing things, filled with interesting 
people and yet, when it comes time 
to drop a few key shots into the 
Motorcoach Marketing Council’s 
online toolbox to make that pretty 
new brochure, you’re left choosing 
from a stack of images that are old 
and tired. 

Here are a few of the things I 
hear when it comes to photography 
in the motorcoach business. The 
first is: “It is so expensive.” 

The truth is that if you called 
and hired a photographer to come 
out and take photos of your coach-
es every day or week, you would 
be right.

Photographers, myself includ-
ed, do cost real money and, while 
they definitely have their time and 
place, it certainly is not taking 
photographs of day-to-day opera-

tions. While photography is not 
necessarily free, it does not have to 
be expensive. 

The second thing I hear is: “No 
one in our office is really a good 
photographer.” Now, if we were 
talking about shooting a wedding 
or taking pictures that will appear 
on the cover of a magazine that 
may be true.

However, what we are talking 
about here is good photographs of 
your coaches and smiley-happy 
people on those coaches. The old 
adage of even a blind squirrel 
finds a nut occasionally definitely 
applies here. With the increased 
quality of point-and-shoot camer-
as, as long as you keep pointing 
and shooting…you are bound to 
find a few good shots in the stack. 

Here is a plan to help you get 
more images of your coaches 
doing the things you want your po-
tential customers to know you are 
an expert in. 

Driver photo program 
The basics of this plan are fair-

ly simple.
First, buy no less than four 

cheap point-and-shoot cameras 

from your local big box store or 
online outlet. A quick search on 
amazon.com for “point-and-shoot 
camera” produces a No. 1 result of 
a decent-quality Sony camera for 
$68. A few of those shouldn’t 
break the bank. Although they are 
not “professional-grade” cameras 
you won’t have to swallow hard 
when one gets broken or lost. 

Next, and this is the fun part, 
you se tup your  dr iver /s taff 
program.

Although we call this the driv-
er program, the same idea applies 
to step-on guides, on-site manag-
ers or the like. Basically anyone 
who is already working on a coach 
or on-site could have a few extra 
minutes in the day to shoot 
photos. 

This program also is designed 
to reward those taking pictures for 
you. We will cover the ways some 
people are doing that later, but 

first we want to talk about how to 
start.

Break the compensation into 
two or three categories. Social 
media photos, photos used on your 
website, and photos you use in 
print. If you are going to only do 
two, use social media as one and 
the others as the second. 

The point here is to create a 
flow of photos. In social media, 
photos are a great way to share a 
message without saying much. For 
example, if you have photos of 
your coaches doing weddings, you 
don’t have to harp on the fact that 
you do them. The same goes with 
any market you are trying to reach.

As you plan your compensa-
tion, remember the point is to have 
a lot of useful photos, so make 
sure you don’t create a monster 
that will suck you dry. Creating a 
monthly budget is a great way to 
start. 

There are a number of ways to 
deal with the reward part as well. 
The first is cold hard cash. Simply 
put a bounty on the different 
groups of photos. For example, 
pay $5 for social media photos you 
use and $25 for the others you use 

or that end up in print. 
Another way I have seen it 

done well is to offer a point system 
towards a company store where the 
employees build points and can 
spend them on some sort of re-
ward. These companies usually 
buy things they think their staff 
may like. They shop for items at 
deep discounts and create a way 
for them to buy it when they have 
earned enough points. 

The last way we have seen it 
done is where each photo gets 
them some number of entries into 
a drawing. At the end of each 
month, a ticket is drawn for a prize 
(think tablet or cash). This option 
has its benefits as the winner gets 
something really good, but the 
downside can be that someone 
who took a lot of pictures and did 
not win has the tendency to 
disengage. 

The next step, once you’ve de-
cided which way you’re going to 
go as far as compensation is con-
cerned, is to assign someone on 
your staff to manage the logistics. 
Here are the things you need to 
need to consider: 

Getting much better fleet photography (for less $$$)

CONTINUED ON PAGE 14 c

Protective has been a huge partner 
within the busing industry. Their 
reporting form procedures have 
protected our cash flow and 
allowed our company to grow 
by 30–40% since we teamed up 
in 2008. We are very impressed 
with their customer service and 
personal commitment. 

— David Benedict, President, David Thomas Trailways

David Benedict
President

For coverage that revolves around you, contact stacy renz:  
(800) 644-5501 ext. 2570 | protectiveinsurance.com

Marketing Minute

I t ’s  t h e  Smar t  Move
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First, the cameras need to be 
checked out by a driver/staffer 
who wants to use them and they 
need to understand they are re-
sponsible for it while it is checked 
out. This can be tricky if the return 
yard time is well after closing or 
the starting time is before opening. 
Some companies will actually as-
sign cameras with dispatch paper-
work to drivers that are traveling to 
destinations they would like pho-
tographed. Others have it on a 
“take-it-if-it-is-available basis.” 

The coordinator also needs to 
assure that the photos are gone 
through quickly after a trip and 
that the appropriate compensation 
is given or at least recorded. In the 
case of cash, many people f ind 
that actually handing out the cash 
at driver meetings can be a good 
motivator to get more people 
involved. 

One of the questions that will 
inevitably come up is what if peo-
ple want to use their own cameras.

Our recommendation is that 
you publish minimum quality 
standards such as 1280x720 for 
social media images at 72 DPI 
(dots per inch), and 1800x1200 at 

300 DPI for print quality. This 
print quality is a 5 inches by 7 
inches equivalent. 

It can be troublesome to scale 
up, but will work for most ads and 
brochures. If they are going to 
send you images from their own 
cameras, you will want to set up 
some sort of a way for them to give 
them to you that is not just email. 
These are large files and can bog 
down a company’s email server in 
a hurry. You can use services like 
dropbox.com, flickr.com, yogile.
com and others to create shared 
folders that your drivers can up-
load to.

Try to avoid people coming in 
and handing you a phone and say-
ing “There are some shots on 
here.” You may need to send an 
email,  or print a form, with 
instructions. 

Another question you will in-
evitably run into is the right to use 
photos with your customers on 
your coaches.

There are a number of ways to 
handle this. First, and probably the 
easiest is to make a global change 
to your contract that states that you 
reserve the right to capture images 
of their group on your coach and 
use them in your marketing 
efforts. 

There are other methods, such 
as having people in the photos sign 
releases. However, this adds a step 
that few drivers are willing to take. 
The golden rule here is that if any-
one ever asks to have you remove a 
photo, or not to use it, simply re-
spect that.

If you are making a large in-
vestment (like a billboard or some-
thing) with a photo and you won-
der if the person could take issue 
with it, ask them. I will save you 
time and money. 

Now, like any marketing, once 
you have this program up and run-
ning, don’t forget to use the photos 
you are buying. I recommend that 
if you are buying social media im-
ages, make the prerequisite that 
you post them before you pay for 
them. If the photographer has an 
account on the network that you 
post it on, tag them in the photo or 
mention them. This will help peo-
ple get engaged with the content 
and will drive more viral results. 

This program will get you lots 
of images. Most will be no good, 

some will be all right, and a few 
will be wonderful. This is a great 
way to involve your staff in the 
collection of these images and a 
fantastic tool to engage them all in 
the overall goal of paying attention 
for opportunities to promote the 
company. 

There are lots of great videos 
to teach even the most hesitant 
camera operators how to use a 
camera, how to compose a shot 
and how to deal with lighting. If 
you find your image quality is so 
low you can’t use them, maybe 
spend some time in a drivers meet-
ing watching a few. 

Photos can be the difference 
between landing more charter 
work and buses sitting in the yard.

You know you are great at ev-
erything you do, but as motor-
coach operators you can’t expect 
your customers and potential cus-
tomers to take your word for it. 

A good image IS worth a thou-
sand words and a great one even 
more. I hope this helps you get 
more photos and you will use 
those photos to take your business 
to new heights. 

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

Marketing
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Hiring
Keep your employees in Line

People
DES PLAINES, Ill. — Motor 

Coach Industries has named 
Steve Batho vice president of 
technical support, a new position 
at the coach manufacturer.

Batho will 
lead company 
efforts to im-
p r o v e  M C I 
f ield support, 
technical train-
ing and road-
side assistance. 
He reports to 
Wolfgang Win-
zer, MCI vice president and gen-
eral manager of aftermarket, and 
will be based in Ontario. 

Batho previously spent 17 
years with Daimler Buses North 
America, most recently as vice 
president of product support. He 
also served as director of plant 
and equipment at London Tran-
sit Commission, the public tran-
sit system in London, Ontario. 

“Steve is highly experienced in 
the technical arenas of both the 
private and public sectors,” Winzer 
said. “His talent and skills will be 
used to set a new industry bench-
mark in technical support.”

Steve Batho 

‘ A good image IS 
worth a thousand 
words.’
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You Purchase “State of the Art” Buses…
Why not Demand a “State of the Art” A/C Compressor?

Demand a BITZER Compressor from Your Systems Provider

                       Some of the Many Features:

- Highest Reliability
- Lightest and most Compact Design in the World
- Highest Speed Range of any Transit Compressor in the World
- German Designed, American Built

BITZER U.S., Inc.
To learn more, visit www.bitzerus.com

Phone: 770-503-9226
Email: sales@bitzerus.com / mlish@bitzerus.com

RICHFIELD, Ohio — Nation-
al Interstate Corporation’s net in-
come declined by 37 percent last 
year, due mostly to a rise in truck 
accident claims, even though the 
company increased premiums by 7 
percent and shed $40 million in 
poor-performing policies.

National Interstate’s 2014 net 
income totaled $11 million, or 56 
cents a share, down from $17.6 mil-
lion, or 89 cents a share, in 2013. 

The company reported a simi-
lar decline in the fourth quarter of 
last year, with a net income of $4.9 
million, or 25 cents a share, com-
pared with $8.6 million, or 43 
cents a share, a year earlier.

Dave Michelson, president and 
CEO of National Interstate, said 
the company experienced an ele-
vated number of severe claims 
“primarily concentrated in com-
mercial auto liability coverages for 
several trucking products.”

“We had another challenging 
year in 2014,” Michelson said. 
“Although we will never make ex-
cuses or be satisfied with com-
bined ratios near or worse than 
breakeven, we note that our com-
mercial auto liability results are 
consistent with industry trends.”

He said the company’s risk se-

lection and pricing have improved 
as evidenced by approximately 
$105 million in policy non-renew-
als over the past two years and 
continuous rate increases since 
2012. He added that many of the 
company’s specialty niche insur-
ance products have performed well 
on an accident-year basis.

Shedding losing business
Michelson said National Inter-

state continues to closely monitor 
the commercial auto liability line 
of business with an enhanced 
focus on re-underwriting to im-
prove performance, including pric-
ing and risk selection on new and 
renewal business.

In 2013, the company got rid 
of unprofitable business, including 
commercial vehicle product, and 
priced away or chose not to renew 
more than $65 million of business. 
The company shed another $40 
million in business through non-
renewals or rate actions in 2014. 

He added that the company av-
eraged rate increases on renewed 
business of approximately 7 per-
cent in 2014, which has remained 
relatively consistent throughout 
the year and across all products. 
The underwriting expense ratio of 

approximately 20 percent during 
the past two years remains favor-
able, he said.  

Net investment income of 
$35.5 million for last year was 6 
percent ahead of 2013, the com-
pany reported. The increase in in-
vestment income was primarily at-
tributable to an increase in average 
cash and invested assets. The com-
pany generated net realized gains 
from investments of $6.8 million 
in 2014, including net gains from 
sales, impairments and holdings in 
limited partnership investments.

The company experienced top-
line growth throughout 2014, re-
sulting in full-year gross premi-
ums of $689 million, an increase 
of 9 percent from 2013, primarily 
from growth in the alternative risk 
transfer (captive insurance) and 
transportation components. Each 
of the components, except for spe-
cialty personal lines, experienced 
growth for the 2014 fourth quarter 

and full year.
Specialty personal lines con-

tinued to show a year-over-year 
decline in gross premiums written, 
partly due to the runoff of the com-
mercial vehicle product that was 
discontinued in in the third quarter 
of 2013.

Top-line growth
“Improving the underwriting 

margin remains the primary focus 
over top-line growth as evidenced 
by the rate increases on renewed 
business the company obtained in 
2014, which accounted for a signifi-
cant portion of the overall top-line 
improvement,” the company said.

The alternative risk transfer 
component had the highest growth 
rate — 14.7 percent — as a result 
of the addition of new customers, 
as well as rate and exposure in-
creases on renewal business in the 
group and national account prod-
ucts. The transportation compo-
nent increased 7.5 percent in 2014, 
attributable to rate increases as 
well as new business from recently 
introduced programs, including 
expanded limits to trucking cus-
tomers, waste operations, tradi-
tional crane and heavy haul, tradi-
t i o n a l  a m b u l a n c e ,  a n d 

home-delivery insurance.
“Commercial auto liability is 

the primary coverage we offer and 
has been one of the most challeng-
ing proper ty-  and casualty- 
insurance sectors over the past sev-
eral years,” Michelson said.

“Adverse claims severi ty 
trends and insufficient insurance 
rates have eroded our margins 
since 2010, similar to many other 
commercial auto insurers.

“Except for 2011, accident 
year results since 2010 have been 
slightly better than breakeven with 
2014 showing improvement at a 
98.4 percent accident year com-
bined ratio. 

“We believe we have signifi-
cantly improved the quality of our 
inforce policies and are writing 
new and renewal business at ap-
propriate rates. Continued im-
provement in our underwriting 
margins in 2015 is our primary 
focus,” Michelson added.  

National Interstate again in-
creased its dividend, a practice it 
has followed every year since its 
initial public offering in 2005. The 
company board approved a quar-
terly cash dividend of 13 cents a 
share, payable March 24 to share-
holders of record March 10.

National Interstate had ‘challenging year,’ earnings fall
‘ Adverse claims…and 
insufficient insurance 
rates have eroded our 
margins since 2010.’
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reconsider its approach and devel-
op accurate metrics to determine 
appropriate and sustainable mini-
mum financial responsibility limits 
and a plan with common sense 
predictability.”

The current financial responsi-
bility minimum of $5 million for 
vehicles carrying 15 or more pas-
sengers was set in 1982. Supporters 
of raising the amount argue that it is 
necessary to cover the significant 
increases in health care costs over 
the past 30 years. Opponents coun-
ter that only a fraction of serious 

crashes have resulted in damage 
claims in excess of $5 million.

“Since we issued our first poli-
cy in 1985, we have professionally 
managed over 70,000 claims for 
the bus and motorcoach industry, 
including nearly 24,000 occur-
rences involving a wide range of 
bodily injuries,” Lancer said in its 
filing. “Of this total, after applying 
appropriate factors for loss-cost 
inflation, approximately one tenth 
of 1 percent of the liability occur-
rences we managed would have 
exceeded $5 million in damages.”

UMA President Vic Parra, in a 
recent legislative update to associ-
ation members, warned that the 

“trial lawyers and safety commu-
nity have an agenda on this. We 
have heard figures as high as $30 
million (minimum coverage) for 
passenger vehicles.”

$5 million unreasonable?
The motorcoach industry con-

sidered the $5 million minimum to 
be so unreasonable three decades 
ago that many in the industry view 
the level as being sufficient today.

“The vast majority of passen-
gers will never incur an incident 
and only .09 percent of crashes are 
estimated to exceed the current 
minimum financial responsibility 
limits,” UMA stated.

“We face very similar circum-
stances today as the industry did in 
1982. No studies or credible analy-
sis was made available to justify 
raising the existing minimum fi-
nancial responsibility limits. By 
all credible accounts the limits for 
passenger carriers ($1 million for 
more than 15 passengers) were ad-
equate and appropriate. Raising 
the limits to a ‘minimum’ of $5 
million was so excessive that today 
less than 5 percent of passenger 
carriers have assets and needs to 
acquire additional insurance limits 
in excess of the current minimum 
financial responsibility limits.”

Factoring for 33 years of infla-
tion, the $1 million liability limit 
of 1982 would be valued now at 
$2,453,223, UMA estimates. Even 
assuming the higher rate of medi-
cal cost inflation, the former cov-
e r a g e  m i n i m u m  wo u l d  b e 
$4,704,227 today.

“These numbers likely explain 
why 99.91 percent of claims re-
main adjusted under the current 
limit…UMA ultimately concludes 
FMCSA cannot appropriately 
apply inflation factors to current 
minimum financial responsibility 
limits to determine appropriate 
new minimum limits as the estab-
lished limits were not recognized 
as adequate or appropriate at the 
time but rather entrenched in hy-
pothetical goals for circumstances 
that do not exist 30 years later.”

The association noted that stu-
dents and senior citizens account 
for about half of passengers served 
by its motorcoach-operator mem-
bers. Military services and reli-
gious groups account for another 
16 percent.

“While these segments of pas-
sengers may have the need and 
time for travel, all typically share 
budget constraints and are sensi-
tive to fares and charter rates.…
Motor carriers must pass along all 
capital and operational costs to 
their customers or face going out 
of business,” UMA said.

“Is the FMCSA prepared to 
displace passengers who may be 
compelled to select less safe 
modes of travel, or no travel, for 
higher minimum financial respon-
sibility limits?”

Unique market
The commercial insurance 

market vastly differs from the 
business of covering personal, 
home and auto insurance lines, 
UMA explained. Motorcoach op-
erators aren’t in line for “safe-driv-
er discounts” — commercial in-
surance rates are based on factors 
beyond the control of the transpor-
tation industry.

“Rates and underwriting are 
largely market-driven and ex-
tremely cyclical. The large swings 
are principally attributed to insur-
ers’ appetite for risk, premium dol-
lars, investment market, and im-
p r ov i n g / d e t e r i o r a t i n g  l o s s 
conditions. Premiums often tran-
scend logic by falling despite poor 
loss history and rising in spite of 
safe operations and fewer losses,” 
UMA submitted.

UMA included a listing of 
minimum financial responsibility 
levels set by the states, which have 
authority to exceed federal limits. 
No state has established higher 
minimums. UMA said state legis-
latures “understand the barriers to 
entry created by unrealistic limit 
requirements.”

The best way to secure insur-
ance premiums on more favorable 
terms is to operate a large fleet, 
UMA noted, pointing out that most 
operators have smaller fleets that 
do not qualify them for volume 
discounts.

The ultimate large fleet is op-
erated by Greyhound Lines, whose 
website boasts of “1,200 active 
buses,” making it “the largest pro-
vider of intercity bus transporta-
tion.” In its comments to the 
FMCSA, Greyhound contended it 
is time to raise the financial re-

Insurance
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sponsibility limits.
“Despite having the statutory 

authority to do so, the Secretary (of 
Transportation) has not increased 
those minimums for almost 30 
years. Greyhound believes that 
such an increase is fully warranted 
at this point. The current $5 million 
minimum translates into slightly 
more than $90,000 per passenger 
on a fully loaded 55-passenger mo-
torcoach,” the company stated. 

“That may have been an appro-
priate minimum level in 1985, but 
given the health care-cost inflation 
of the last 30 years, it appears far 
too low to provide adequate pro-
tection to today’s traveling public.

“Greyhound believes that the 
minimum level of insurance for 
motorcoaches should at least be 
doubled from $5 million per acci-
dent to $10 million per accident…
Although most established carriers 
already have substantially more 
than the $5 million, there will be 
some smaller carriers who will 
have to increase their insurance 
substantially. Thus, it makes sense 
to have a 2-year phase-in period 
similar to what FMCSA autho-
rized in the 1980s.

“Going forward, Greyhound 
recommends that FMCSA estab-
lish a mechanism for automatical-
ly adjusting the minimums based 
on an appropriate index linked to 
medical costs.”

The UMA document pointed 
out that a motorcoach operator is 
not likely to be the sole party found 
responsible following an accident:

“Crashes with significant con-
sequences often result in injured 
parties seeking restitution from an 
array of entities that often include 
vehicle and component manufac-
turers, maintenance and repair fa-
cilities, travel agencies, brokers, 
and various institutions having 
s o m e  c o n n e c t i o n  w i t h  t h e 
transportation. 

“Inasmuch as other parties are 
often culpable, this must be con-
templated when considering the 
likelihood of inadequate financial 
responsibility limits. Increased fi-
nancial responsibility limits will 
not mitigate other parties’ liability 
nor prohibit injured parties from 
seeking public and/or private re-
sources, as they may be available.”

Correlation with safety?
Higher insurance premiums 

would limit carrier investments in 
other parts of the business, such as 
safety, the UMA filing argues.

P rev ious  s tud ies  by  the 
FMCSA and the Volpe National 
Transportation Systems Center did 
not consider the costs of higher 
premiums or other increased costs 

for motorcoach operators:
“In 1982 the typical cost of a 

new motorcoach was between 
$150,000 and $175,000. Today a 
new motorcoach compliant with the 
Federal Motor Vehicle Safety Stan-
dards and accessible equipped can 
easily exceed $600,000. Capitaliz-
ing high insurance premiums diverts 
financial resources that otherwise 
can be spent on training, mainte-
nance, compliance, and fleet mod-

ernization. It is logical to conclude 
that diverting financial resources to 
insurance premiums will inhibit the 
modernization of the nation’s pas-
senger carrier fleet; therefore, slow-
ing the introduction of vehicles with 
the latest safety components.

No credible data
“Despite 30 years of recent in-

surance history, neither Volpe nor 
FMCSA offer any credible data 

demonstrating financial responsi-
bility limits have any measurable 
correlation with improved safety.”

UMA asked federal regulators 
to conduct further study. “Consid-
ering the harm imposed on passen-
gers and the industry by inappro-
p r i a t e  m i n i m u m  f i n a n c i a l 
responsibility limits, UMA further 
concludes FMCSA should estab-
lish criteria and analysis that ben-
efit the largest numbers of passen-

gers while doing no further harm 
to the industry.

“UMA concludes that current 
minimum financial limits are ade-
quate today and for the immediate 
future, allowing ample time for 
FMCSA to develop proper criteria.

“In summary there is no logic 
in simply ‘raising the limits be-
cause they have not been raised in 
a long time,’” the UMA comment 
document stated.
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requesting information never be-
fore requested and diving into it 
deeply.

Investigators are also doing ex-
tensive online research ahead of 
time to see what has been reported 
and said about the company.

One other thing is clear: Bus 
company executives operating in 
this new enforcement-oriented re-
ality need to change their mindset 
and no longer consider these ac-
tions to be audits — they are now 
“investigations.”

“This concept of an investiga-
tion is changing your mindset,” 
Crescenzo told attendees at De-
cember’s United Motorcoach As-
sociation 2014 Safety Manage-
ment Seminar.

“It’s important to recognize 
that the investigators are not your 
friends. They are not there to help 
you. This is meant as an investiga-
tion with investigation tech-
niques,” such as those used by law 
enforcement.

Think: The FBI has come to 
check EVERY facet of your 
company.

One company experience
Which is not to say the investi-

gators are unprofessional or con-
frontational, according to Pete 
Stolze, safety director at WindStar 
Lines in Carroll, Iowa. In fact, he 
said, they were very cordial and 
professional throughout the inves-
tigation at that company’s facilities 
last summer.

“I thought the gentlemen from 
the FMCSA approached it very 
professionally,” Stolze told Bus & 
Motorcoach News. “They did in-
form us they were conducting an 
investigation, but they were not 
hostile.”

Which was good because they 
ended up working together for al-
most two months, with six weeks 
of investigation spread over an 
eight-week period.

“The length of time was what 
really stood out,” Stolze said. “The 

previous year was about four days.
“They were very up front that 

this is the new wave of passenger 
carrier inspections,” Stolze contin-
ued, adding that a transportation 
official present at the inspection 
one day commented that govern-
ment regulators are not concerned 
with company profits, but compa-
nies that invest in safety may be 
more profitable.

Inspectors also were upfront 
with company executives about the 
reason for the length of the investi-
gation, Stolze said.

Since WindStar Lines is a 
newer and fast-growing company, 
with 70 motorcoaches in its fleet 
and 25 purchased in the last two 
years, FMCSA officials told them 
they wanted to be sure safety 
wasn’t falling by the wayside as 
the company grew.

Extensive interviews conduct-
ed by investigators of a variety of 
company executives at WindStar 
headquarters in Carroll, along 
with managers at sites in other 
states, helped investigators estab-
lish whether safety processes and 
procedures were consistent com-
panywide, Stolze said. 

The inspectors also visited a 
number of company facilities to 
check buses, resulting in two of 
the firm’s 70 buses being put out 
of service for a short time, pending 
minor repairs, Stolze said.

System scrutinized 
More surprising, however, was 

the interest they showed in the in-
stallation of the Saucon system the 
company uses for bus tracking and 
maintenance records, Stolze said 
at the UMA Safety Seminar.

The investigators accessed the 
company’s Saucon records to com-
pare its data with driver record-of-
duty-status logs. Because the com-
pany’s buses have had some 
connectivity problems with the 
Saucon system, the investigators 
suspected drivers had found a way 
to deactivate it, he said.

They spent almost a day and a 
half with a company technician 
“tearing a bus apart” and going 

through the complete installation 
of the Saucon system, talking with 
Saucon management and learning 
more about how the system works.

In the end, they simply recom-
mended the company relocate the 
system’s antenna, Stolze said.

Overall, it was a “stressful situ-
ation” to have the company’s op-
erations and records investigated 
in such depth, Stolze conceded, 
but added, “I think our industry 
bene f i t s  f r om hav ing  s a f e 
operators.” 

And, in the end, WindStar 
Lines emerged with its “satisfac-
tory” safety rating intact. 

On the other hand… 
Other companies have not been 

so fortunate.
One smaller operator in the 

Southeast, who asked not to be 
identified, complained the week-
long investigation of his company 
seemed to be designed to enforce 
the letter of the law and ultimately 
resulted in the company safety rat-
i n g  b e i n g  d ow n g r a d e d  t o 
“conditional.”

“The agent was very pleasant, 
but he was strictly by the book,” 
the company president said.

“We have had audits before 
and have passed with flying colors, 
but this was almost like he was de-
termined to find something and 
put us out — that was the attitude.

“It was like, ‘I’m going to keep 
looking until I find something.’”

The investigator contacted the 
company late on a Friday announc-
ing he would be there Monday 
morning, the president said, giving 
the company little time to prepare.

Late one afternoon during bus 
inspections, the investigator found 
two of the company’s three buses 
(one of which was leased at the 
time) had oil-cooled alternators 
that were weeping oil into a metal 
crate. The inspector immediately 
put them out of service as an im-
minent fire hazard, the company 
president said.

“My mechanic came over and 
said, ‘If you put that bus out of 
commission for that alternator 

weeping you’ll have to put all of 
those buses (of the same make and 
model) out because they all do 
that.’” 

To which the inspector replied, 
“You may know engines, but I 
know the (regulation) book.” 

Mechanics replaced the seals 
to get the buses back on the road, 
but the company lost two days of 
business. The company also or-
dered and installed an air-cooled 
alternator for the bus it owned to 
avoid a repeat of the problem in 
the future.

The final nail
But it was an off-duty compa-

ny driver who had volunteered to 
drive a bus for a local college that 
most likely got the company safety 
rating degraded, according to the 
company president.

Since the driver was a volun-
teer and not compensated for his 
time, he did not believe he had to 
record his time on his off-duty log. 
Even though the inspector ac-
knowledged the time the driver 
spent driving for the college would 
not have resulted in an hours-of-
service violation, he nevertheless 
recorded it as a falsified log book.

“He said it was a key viola-
tion” that prompted the downgrade 
and it is “the duty and the respon-
sibility” of the company to ensure 
drivers file accurate log books, the 
president said.

The conditional status lasted 
about five months and the compa-
ny’s first attempt to file a correc-
tive-action plan failed, so the com-
pany hired an attorney who said 
the company had filed everything 
he would have filed himself. 

After a few small adjustments, 
the attorney refiled the paperwork 
and this time it was accepted, rein-
stating the company’s satisfactory 
rating.

With attorney fees, lost reve-
nue, and mechanical upgrades, the 
investigation cost the company 
roughly $13,000.

“This is the first time (an in-
vestigation) has cost us this kind of 
money,” the company president 
said.

Getting out front
Going forward, the company 

has purchased an electronic log 

checker program and is double-
checking any and all work a driver 
may perform for other companies, 
along with making sure every re-
ceipt on every trip is collected and 
signed.

“Believe you me, if one ‘i’ is 
not dotted, and one ‘t’ is not 
crossed, they are going to find it,” 
he said.

And then there was the experi-
ence of Wichita, Kan.-based Vil-
lage Tours & Travel, which oper-
ates 70 buses in Oklahoma and 
Kansas.

That company was given two 
weeks’ notice for its investigation 
and was asked if the proposed date 
would be convenient.

“Had that not been acceptable, 
I probably could have changed the 
date, so I was pleased,” said Safety 
Director Larry Goins. The two in-
vestigators who showed up clearly 
had worked together before and 
“were very professional and 
knowledgeable.” 

The investigation lasted four 
days, and during that time the in-
spectors probably reviewed 300 to 
400 driver logs and compared 
them with electronic GPS track-
ing, Goins said. They also inspect-
ed several vehicles, checked the 
maintenance files and a sampling 
of the DVIRs for that bus for that 
month. 

The only thing that Goins said 
struck him as unusual was the time 
the investigators took to talk with 
people throughout the company, 
such as in dispatch, payroll and 
charters.

“I bet they met every person in 
our building, probably 35 people,” 
he said. 

While they reviewed many 
company records, the investigators 
appeared more interested instead 
in company procedures and pro-
cesses, Goins continued, quizzing 
h im deeply  about  company 
operations.

“They were not just looking to 
see if we had dotted the i’s and 
crossed the t’s, they were more in-
terested in looking into our proce-
dures and how I did things.” 

Outside of that, “it was pretty 
much what I would have expected 
in an audit,” Goins said. 

Which might be the most un-
expected thing of all.

Bill McKinley, vice president of 
American Heritage, said Jones also 
has been connected with the thefts 
of buses from Lakefront Lines, 
Ground Transportation Specialists 
and Miller Transportation (twice).

No stopping him
“Someone needs to do some-

thing about it or he will keep doing 
it and doing it,” McKinley said. 
“We need to get the word out to the 
motorcoach industry and tell peo-

ple to watch your buses. He’ll steal 
them.”

About three years ago, Jones 
made an apparent attempt to go 
legit, but that didn’t work out. He 
started a bus operation, Destiny 
Tours, in Toledo that lasted less 
than a year before the Federal 
Motor Carrier Safety Administra-
tion discovered he was operating 
outside his authority. The company 
subsequently was placed out of 
service.

Jones apparently did not com-
plete the registration process and go 
through the normal new-entrant vet-

ting procedures. According to the 
FMCSA, on at least five occasions 
between May 2012 and February of 
2013, Jones operated as a for-hire 
carrier in interstate commerce with-
out the authority to do so.

In addition, during the 11 
months or so Jones was operating, 
he underwent three inspections 
and his coach was ordered out of 
service twice. 

To get a flavor for Jones’ past, 
see the June 1, 2013; June 15, 
2012; May 1, 2009; Dec. 1, 2008, 
and July 1, 2003 issues of Bus & 
Motorcoach News. 
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17 Pennsylvania Bus Associa-
tion Marketplace 2015, Valley 
Forge Casino Resort, King of 
Prussia, Pa. Info: www.pabus.org.

17-18 UMA Capitol Hill Days, 
Cambria Suites, Washington. 
Info: www.uma.org/capitolhill.

20 Maryland Motorcoach 
Association Annual Group 
Leader Travel Showcase, Hunt 
Valley (Md.) Inn. Info: www.
marylandmotorcoach.org. 

20 Greater New Jersey 
Motorcoach Association Winter 
Meeting, Hunterdon Hills 
Playhouse, Hampton, N.J. Info:  
www.gnjma.com or email 
monica@bnjma.com.

Calendar
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