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ROCHESTER, N.Y. — Lead-
ers of the contract school transpor-
tation industry say the failure of a 
controversial agreement allowing 
a public transit agency here to bus 
students proves that such arrange-
ments are bad for taxpayers.

They say they hope fallout from 
the unsuccessful arrangement re-
verberates across the country and 
stops other federally funded transit 
agencies from unfairly trying to 
take school bus business away from 
the private sector.

“This great plan, this great ex-
periment, crashed,” said bus indus-
try consultant Jim Seal. “It can 
hugely backfire and offers no ad-
vantage to anyone. The story here 
is that there is a real purpose for 
dedicated school bus service — it 
protects the children, the parents, 
the school and the public at large.”

After a series of student fights, 
including a stabbing, the Roches-
ter-Genesee Regional Transporta-
tion Authority (RGRTA) an-
nounced last month that it would 
not renew its contract with the 
Rochester City School District be-
yond the current school year.

The transit authority started 
busing 9,000 Rochester students in 
2006, replacing routes that had 
been operated by private bus con-
tractor Laidlaw Education Servic-
es, now known as First Student. 
The arrangement was controver-
sial from the start, with private bus 
contractors arguing that it violated 
federal law banning taxpayer-
funded transit agencies from com-
peting with the private sector. 

Seal, on behalf of Laidlaw, 
 attempted to block the contract, 
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New coach sales climb during 2014, led by public sector
Combined private- and public-

sector sales of new MCI, Prevost, 
Setra, Van Hool and Volvo motor-
coaches rose last year, paced by a 
double-digit increase in purchases 
by public transit agencies.

In a remarkable coincidence, 
private operators purchased exactly 
the same number of new coaches 
last year as they did in 2013. While 
the aggregate number was the same 
for both years, the mix of purchases 

among the f ive brands shifted 
slightly.  

Total North American deliver-
ies of 45- and 40-foot monocoque 
models, including shells, by the 
five brands totaled 1,818 new mo-
torcoaches last year.

That was an 8.9 percent increase 
from the 1,670 new 45- and 40-foot 
coaches, including shells, delivered 
by the same brands in 2013.

Last year’s increase was entire-

ly due to increased buying by pub-
lic transit agencies.

In 2014, public transit systems 
purchased 355 new 45- and 40-foot 
coaches, a 71.5 percent increase 
over 2013 purchases of 207 new 
coaches.

Private operators and coach 
converters purchased 1,463 new 
45- and 40-foot models in both 
2014 and 2013. 

Last year, there were 1,373 new 

45-foot coaches purchased private-
ly, compared with 1,402 in 2013. 
However, twice as many 40-foot 
coaches — 20 — were purchased 
privately last year compared with 
the 10 purchased in 2013.

In addition, there were 70 coach 
shells sold last year, compared with 
51 in 2013, a 37 percent increase. 

Still, annual sales of new 45- 
and 40-foot models remain well 
below 2,000 units, a seemingly re-

ceding benchmark for the industry. 
Sales in 2014 marked the sixth 

consecutive year new-coach deliv-
eries in the U.S. and Canada have 
failed to approach 2,000 units. Dur-
ing the past 10 years, sales exceeded 
2,000 new coaches during the years 
2005, 2006, 2007 and 2008. 

The 2014/13 figures were com-
piled by the American Bus Associa-
tion Foundation, which took over 

House bill to block increased insurance limits advances
WASHINGTON — A bill that 

would block federal regulators from 
increasing the minimum liability in-
surance coverage required of motor 
carriers continues to move through 
the U.S. House of Representatives.

The House Appropriations 
Committee passed a $55 billion 
transportation and housing spend-
ing bill that includes the insurance 
provision after opponents tried un-
successfully to strip out that provi-

sion through amendments.
The full House is expected to 

consider the bill in early June.
The bill, which includes fund-

ing for the Federal Motor Carrier 
Safety Administration, would pro-
hibit the agency from using any of 
the funding it receives to imple-
ment an increase in the minimum 
financial responsibility require-
ments on companies that transport 
passengers or property.

The FMSCA has proposed at 
least doubling the current $5 mil-
lion insurance limit, and there has 
been speculation that the limit 
could be raised to as high as $20 
million per motocoach. Support-
ers say the increase is necessary to 
cover the increasing medical costs 
incurred by accident victims.

Opponents contend that the in-
crease is unnecessary because 
only a fraction of insurance claims 

have ever reached the current min-
imum liability amount. 

The insurance issue is a prima-
ry focus of United Motorcoach As-
sociation lobbying efforts and was 
prominently discussed during the 
2015 Capitol Hill Days in March. 

UMA officials are encourag-
ing members to contact their rep-
resentatives because the bill still 
has to pass the House and the Sen-
ate. Opponents are expected to 

continue their efforts to strip the 
insurance language from the bill.

UMA Vice President Ken Pre-
sley said that unless motorcoach 
operators are prepared for need-
less and substantial insurance pre-
mium increases, they should email 
their congressional representatives 
and ask them to support the bill.

“Congress is beginning to get 
a sense of what is actually going 
on at the FMCSA,” Presley said.

Busing students on public transit proves a failure

CONTINUED ON PAGE 16 c

CONTINUED ON PAGE 16 c

The public-transit authority in Rochester, N.Y., riled the 
private school bus industry when it began using feder-

ally funded buses to transport students, an arrangement 
that eventually failed. See related story on page 17.
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The ability to book a motor-
coach tour from a mobile device, 
create customized operations re-
ports, automatically track internal 
pricing or other changes to charter 
quotes, or be alerted to scheduled 
fleet maintenance — they’re 
among capabilities operators in-
creasingly expect from software 
that helps run their business.

Providers of tour, charter and 
maintenance software are respond-
ing with products and updates they 
say help motorcoach operators bet-
ter manage their business.

“Software systems in general 
probably are going to do the basics 

— they’re going to allow you to 
send out a conf irmation letter, 
they’re going to allow you to assign 
vehicles and drivers and maybe 
even do invoicing and receipts of 
payments, etcetera — but most of 
the operators here in North Ameri-
ca are looking for full solutions that 
do a heck of a lot more than that,” 
said Don Greenglass, president of 
Distinctive Systems Inc., which 
continually updates its software.

“We’re continually implement-
ing newer technology within our 
core systems and mobile is a great 
example of that,” he said of en-
hancements made within the last 

year to the company’s Tour Book-
ing System software. “The cus-
tomer-facing websites that our cli-
ents use for their customers to be 
able to see on the Web are mobile 
enhanced” if the operators are 
using the company’s tour product 
to display tours on their sites. Cus-
tomers also can book tours from 
their mobile devices.

Google maps
Another enhancement has been 

integrating Google Maps for Work 
into Distinctive Systems’ software. 
Through the company’s Coach 
Manager system, dispatchers can 

use the Google Maps to see live 
traffic updates, look at street views 
for roads that may be difficult for 
buses to navigate and communi-
cate with customers if they see a 
better pick-up or drop-off location 
nearby, Greenglass said.

Google Maps also can be used 
for sales and pricing, he said. A 
client’s itinerary can be loaded into 
the quoting section of software and 
Google Maps creates the route, 
travel times and mileage, both 
deadhead and loaded.

“Many of our clients are pric-
ing a trip by hours or miles or a 
combination of the two, or which-

ever is higher,” Greenglass said. 
“So within fractions of a second, I 
can price this trip for this client in 
a standardized way.”

Marketing assistance
Motorcoach operators also are 

interested in the software systems’ 
marketing capabilities and the 
image their websites present, 
Greenglass said. Operators, for 
 example, can automatically send 
pre-departure and follow-up emails 
to clients, he said, noting a follow-
up email could thank the clients 
for their business and include a 

Software to manage motorcoach companies continues to evolve
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DALLAS — Cummins Inc. 
has increased its investment in nat-
ural-gas applications despite the 
recent drop in diesel prices, the en-
gine maker announced during the 
annual Alternative Clean Trans-
portation Expo here.

Cummins will invest an undis-
closed amount in Agility Fuel Sys-
tems, which makes natural-gas 
fuel storage and delivery systems 
for heavy-duty trucks and buses.

Separately, Cummins West-

port, a joint venture between Cum-
mins and Westport Innovations 
that makes natural-gas engines, 
unveiled a new 6.7-liter engine for 
school and shuttle bus, medium-
du ty  t r uck  and  voca t i ona l 
applications.

Cummins and Agility said they 
will integrate their sales and after-
market support and distribution 
networks.

“Our goal has always been to 
deliver a diesel-like experience to 

the end user, making natural gas-
powered vehicles as easy to oper-
ate and service as diesel vehicles,” 
Agility CEO Barry Engle said. 
“By co-developing improved natu-
ral-gas solutions and utilizing the 
breadth of Cummins’ service net-
work, we believe we can accelerate 
the adoption of natural gas as a 
fuel for more vehicles, including 
heavy-duty trucks.”

The new ISB6.7 G natural-gas 
engine, which is based on Cum-

mins’ ISB6.7 diesel engine plat-
form, is in field trials, with full 
production expected in mid-2016, 
Cummins Westport President Rob 
Neitzke said.

He said the engine will offer 
customers low emissions with die-
sel-like performance, reliability 
and durability, along with the abil-
ity to use either compressed or liq-
uefied natural gas. It will be manu-
f a c t u r e d  a t  C u m m i n s ’ 
medium-duty engine plant in 

Rocky Mount, N.C.
Neitzke acknowledged that 

lower diesel prices have caused 
sales of the company’s primary 
natural-gas engine for heavy-duty 
trucking applications to remain 
flat from last year.

“There are some fleets that are 
on the fence with this fuel-price 
differential,” he said. “We had 
some growth planned for this year, 
but based on the fuel price, it 
hasn’t materialized.”

Cummins invests in natural-gas system, unveils engine
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GREENBELT, Md. — This is 
your final warning: Roadcheck is 
here. 

The annual North America-
wide safety blitz, operated under 
the aegis of the Commercial Vehi-
cle Safety Alliance, will be con-
ducted from Tuesday, June 2, 
through Thursday, June 4. 

Because Roadcheck is the 
largest targeted-enforcement pro-
gram of commercial vehicles in 
the world, motorcoach operators 
should be ready for 72 hours of 
rigorous and thorough destination 
and roadside inspections.

Last year, the out-of-service 
rate for motorcoaches increased 

for the first time in seven years. 
(See Sept. 15, 2014, Bus & Motor-
coach News.)

Fewer inspections
A total of 1,071 motorcoaches 

were inspected during Roadcheck 
2014, down from 1,471 inspected 
the year before. 

The out-of-service rate in 2014 
was 9.3 percent, up from 7.1 per-
cent in 2013 (see Oct. 1, 2013, Bus 
& Motorcoach News.)

The out-of-service rate for bus 
and motorcoach drivers during last 
year’s Roadcheck also moved 
higher, to 3.9 percent. In 2013, the 
driver out-of-service rate was 3.1 

percent and in 2012 is was 2.5 
percent. 

Each year, roughly 10,000 
 CVSA-certified local, state, pro-
vincial and federal inspectors at 
1,500 locations across North 
America perform bus and truck 
inspections. 

 Experts say the first line of de-
fense during a Roadcheck check is 
drivers. Drivers should be remind-
ed to keep a keen eye on their 
paperwork.

Your papers please…
“It’s not so much maintenance 

anymore; they’re getting nailed for 
paperwork,” says one safety 
specialist.

The CVSA offers its own 
set  of  t ips to get  ready for 
Roadcheck.

Brakes, fuel and exhaust sys-
tems, lighting, steering, suspen-
sion, tires, wheels, rims and hubs 
are all listed in a prep package on 
its website. Don’t forget battery 
terminals.

Roadcheck inspectors typical-
ly perform more than 70,000 truck 
and bus inspections during the 
three-day marathon, 65 percent of 
which are North American Stan-
dard Level 1 inspections — the 
most comprehensive type of 
inspection. 

Roadcheck has been around 
for 27 years.

DISTRICT HEIGHTS, Md. — 
Marcia Milton, president and CEO 
of First Priority Trailways, says 
registering her vehicles under the 
International Registration Plan 
was easier than she thought and is 
saving her money.

That should come as music to 
the ears of interstate charter bus 
operators who must register their 
vehicles under IRP by Jan. 1.

That’s when the 40-year IRP 
exemption granted to charter bus 
companies comes to an end and 
every motorcoach company that 
crosses state lines as part of its op-
eration will have to purchase ap-
portioned license plates under IRP. 
(See Feb. 1 Bus & Motorcoach 
News.) 

Milton made the switch three 

years ago.
“I thought it was relatively 

easy,” Milton said. “I was thinking 
it was going to be worse than it 
was.”

Her message to colleagues: 
“Go ahead and do it. Get through 
the first year and then you’ll find 
out how easy it is.”

One reason she made the 
change early was to ease manage-
ment of her company’s frequent 
trips into Washington, D.C. The 
district requires carriers without 
apportioned plates to buy $50 trip 
permits that last about a week, 
Milton said.

“It was costing a whole lot of 
money,” she said of the constant 
permit purchases, which she had 
to add to trip costs. There also was 

the added worry that permits were 
on the buses, or else face a $500 
fine.

With apportioned plates, those 
hassles, worries and costs are 
gone.

Under IRP, she uses her Inter-
national Fuel Tax Association re-
cords to calculate mileage traveled 
per state, sends that to the motor 
vehicle office in which her buses 
are registered — in this case 
Maryland — and taxes are calcu-
lated based on IFTA data.

Before Milton transitioned to 
IRP, she paid for tag renewals 
whenever they expired for her 17 
vehicles, which include 14 motor-
coaches and three minibuses.

“So with having so many dif-
ferent vehicles, literally I could do 

it every month,” she said. “But now 
with this, you do it all at one time 
and you don’t have to do it again 
for another year. All your expenses 
are at one time” for all states.

Milton said she’s saving 30 to 
40 percent in registration costs per 
vehicle, per year, under IRP. She 
said that overall, IRP has been a 
good change for her.

Under the full reciprocity plan 
of IRP, a bus and truck operator 
registering under IRP will automat-
ically be qualified every year — for 
purposes of vehicle registration — 
to operate in the 48 contiguous 
states, the District of Columbia and 
all Canadian provinces.

Not all operators should antici-
pate a similar outcome when con-
verting their fleet to apportioned 

tags. Depending 
on an operator’s 
current base state 
f e e s  a n d  t h e 
states they intend 
t o  t r av e l  i n , 
many, if not most 
operators will 
likely see an in-
crease in their license and registra-
tion fees.

Operators can find an online 
calculator to estimate fees at the 
IRP website, http://IRPonline.org. 
Operators should f irst consider 
which vehicles in their fleet re-
quire apportioned tags. It is un-
likely all vehicles will require ap-
portioned tags as some vehicles 
will only operate in local or intra-
state operations.
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WASHINGTON — It seems 
that barely a week goes by lately 
without some politician or govern-
ment agency trying to crack down 
on the Federal Motor Carrier Safe-
ty Administration.

This time it is the Department 
of Transportation’s Office of the In-
spector General.

Concerns over the timeliness 

and effectiveness of the FMCSA’s 
reviews of high-risk carriers led the 
Inspector General to launch of an 
audit of the agency.

The audit, announced in a 
memo from the Inspector General 
last month, comes two years after 
a National Transportation Safety 
Board repor t found that the 
FMCSA failed to adequately in-

vestigate four high-risk motor car-
riers subsequently involved in 
crashes  that  resul ted in  25 
fatalities.

“The investigations revealed 
that FMCSA conducted safety re-
views of these motor carriers prior 
to their crashes, one carrier only 
five days before, yet did not uncov-
er or act on certain preexisting 
safety deficiencies until after the 
crashes,” the memo said.

The memo also cited a motor 
carrier with a history of violations 

that was involved in a fatal crash in 
Illinois, leading Sen. Dick Durbin, 
D-Ill., to request that the DOT look 
into the case.

“The motor carrier had been 
flagged as high-risk in FMCSA’s 
system, but an investigation was 
not conducted,” the IG memo said. 
“Following the 2014 crash, Sen. 
Dick Durbin requested that we 
audit FMCSA’s investigative prac-
tices for high-risk motor carriers.”

Earlier this year, appropriations 
legislation also directed the DOT to 

review FMCSA’s compliance re-
view process.

The Inspector General’s memo 
said that “high-profile crashes and 
investigations have raised concerns 
about the timeliness and effective-
ness of FMCSA’s reviews” of 
motor carriers that pose a greater 
crash risk.

“Accordingly, our audit objec-
tive is to assess FMCSA’s processes 
for ensuring that reviews of motor 
carriers flagged for investigation 
are timely and adequate.”

DOT to audit FMCSA’s oversight of high-risk carriers

WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration has proposed that drivers 
with controlled diabetes be per-
mitted to operate interstate com-
mercial motor vehicles without 
obtaining a medical exemption 
from the agency.

According to a notice of pro-
posed rulemaking published last 
month in the Federal Register, 
drivers with insulin-treated diabe-
tes mellitus (ITDM) would be al-
lowed to obtain a Medical Exam-
iner’s Certificate at least annually 
if their treating clinician provides 
documentation to the medical ex-
aminer that the condition is “sta-
ble and well-controlled.” 

Currently, drivers with ITDM 

must obtain an FMCSA exemp-
tion that has to be renewed every 
two years.

The FMCSA said the new pro-
cedure would “adequately ensure 
that drivers with ITDM manage the 
condition so that it is stable and 
well-controlled, and that such a reg-
ulatory provision creates a clearer, 
equally effective and more consis-
tent framework than a program 
based entirely on exemptions.”

The agency added that its own 
evidence reports “indicate that 
drivers with ITDM are as safe as 
other drivers when their condition 
is well-controlled.” 

Comments on the proposed 
rule can be submitted on or before 
July 6 at www.regulations.gov.

Agency proposes streamlined 
diabetes exemption for drivers
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Alternative to Linnig Parts
Lang Part#                   OE Part # Description   Price     

47-008-2006  01.061.2 Coil LA17 Series   $216.25

47-009-0007  2.126 Pulley- -Rotor for LA17 .7.5.2 Series   $350.00

47-009-0008  2.129 Pulley- ‐Rotor for LA17 .7.5.3 Series   $350.00

022-0004   33.010 Bearing for LA17 .7.5 Series  $ 81.25

47-009-0009  B0145 Disc Armature LA17 Series  $195.00

47-2-007-008-06  LA17.7.5.2Y A/C Clutch O5G comp. 2A/2B  $625.00

47-2-008-008-06  LA17.7.5.3Y A/C Clutch O5G comp. 2B/2A  $625.00

10-1-036-032-00  N/A Tensioner Pulley-Van Hool  $286.25

73-1-179-000-00  KK73.1.179 A/C Clutch BITZER comp. w/o coil - Van Hool  $331.25

73-1-180-000-00  KK73.1.180 A/C Clutch BITZER comp. w/o coil - Van Hool  $331.25

73-5-174-000-00  KK73.5.174 A/C Clutch BITZER comp. w/o coil - Van Hool  $472.50

73-5-212-000-00  KK73.5.212 A/C Clutch BITZER comp. w/o coil - Van Hool  $472.50

73-008-1008   Smart Coil for 73.1 Series  $206.25

73-008-5008   Smart Coil for 73.5 Series  $275.00 

Prices subject to change without notice

SANTA BARBARA, Calif. 
— This seaside Southern Califor-
nia city is considering limiting 
parking for tour buses and ban-
ning them from using municipal 
bus stops throughout the city.   

Visiting tour buses currently 
are allowed use the city’s bus and 
shuttle stops, which are created 
for the Metropolitan Transit 
District.

But when they use them for 
parking, particularly along Ca-
brillo Boulevard next to the 
beach, it can cause problems 
when MTD buses and shuttles 
need to load and unload passen-

gers, transportation engineer 
Derrick Bailey said during a city 
Ordinance Committee meeting 
last month.

That has led city officials to 
consider redefining which buses 
can use the MTD bus and shuttle 
stops. Bailey said the city would 
work with commuter companies 
and local tourism companies to 
give them parking access.

As part of the proposed ordi-
nance changes, Santa Barbara 
may put time limits on waterfront 
tour bus parking, with overflow 
parking on a nearby street after 
passengers unload. Bailey said 

there is high demand for curb 
space in the city’s Funk Zone, a 
popular tourist and cultural area 
that includes artisan shops, art 
galleries, hip eateries, award-
winning microbreweries and a 
craft distillery.

MTD Executive Director 
Jerry Estrada said tour bus park-
ing in bus spots can create a prob-
lem, and the agency supports the 
proposed changes.

The Ordinance Committee 
voted to forward the proposal to 
the Santa Barbara City Council, 
which will consider adopting the 
changes at an upcoming meeting.

Santa Barbara considers curbing tour bus parking
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By Rep. Lou Barletta 
 
In Pennsylvania, we have some 

of the most run-down roads and 
bridges in the country. According 
to the U.S. Department of Trans-
portation, 22 percent of our state’s 
roads have unacceptable pavement 
quality and 43 percent of our 
bridges are functionally obsolete 
or structurally deficient.

Earlier this month, I visited the 
Greenfield Bridge, where another 
bridge had to be built underneath 
to protect drivers from debris fall-
ing from Greenfield’s crumbling 
infrastructure.

 Both Republicans and Demo-
crats agree that at the federal level, 
we have a constitutional responsi-
bility to maintain our national 
transportation infrastructure sys-
tem and find a sustainable way to 
pay for it.

The Highway Trust Fund is es-

timated to go bankrupt this sum-
mer, unless Congress acts now. 
Unfortunately, this is not the first 
time this fund has almost run dry. 
Since 2008, we have made six 
transfers — in total more than $60 
billion — to the Highway Trust 
Fund from the General Fund, 
which is paid for by tax dollars and 
borrowing money from foreign 
countries such as China.

This is not sustainable or fis-
cally responsible. We need a bet-
ter, more affordable solution.

I have been working on lever-
aging private-sector savings on 
major infrastructure projects 
through public-private partner-
ships. My colleagues in the House 
and Senate are starting to talk 
about ideas to shore up the High-
way Trust Fund by repatriating 
funds from overseas, increasing 
tolls on our highways, increasing 
taxes on heavy-duty commercial 

vehicles, applying the gas tax to 
alternative fuels, and raising reve-
nue from oil and gas royalties on 
federal lands.

My constituents sent me to 
Congress to implement real solu-
tions, not to just talk about ideas. 
Therefore, I am proud to support 
Ohio Republican Rep. James B. 
Renacci’s Bridge to Sustainable In-
frastructure Act. This common-
sense legislation would create a bi-
partisan, bicameral committee to 
force Congress to fix the Highway 
Trust Fund and provide 10 years of 
investment in our roads and bridg-
es. All options are on the table. If, 
and only if, Congress fails to de-
velop a solution, the bill requires 
modifications to the gas and diesel 
taxes to make up for the shortfalls 
in the Highway Trust Fund.

The gas and diesel taxes are 
the sole funding source for the 
Highway Trust Fund, but they 

haven’t been adjusted for more 
than 20 years and are not indexed 
for inflation. The costs of building 
and maintaining our roads and 
bridges have soared, but the fund-
ing source for these projects has 
stayed the same. Since 1993, the 
number of cars and trucks on our 
roads has increased and, at the 
same time, their fuel efficiency 
improved — meaning more wear 
and tear, but less money to repair. 
Clearly, times have changed. With 
that being said, I have very real 
concerns that simply increasing 
the gas tax would be like betting 
on a dying horse.

Unfortunately, time is ticking. 
Congress must act now to pay for 
the infrastructure investment our 
constituents need. Today, we can 
ship our goods faster than anyone 
else anywhere in the world. We 
need a strong infrastructure system 
to maintain the competitive trans-

portation advan-
tages that Penn-
sylvania and our 
country have over 
other nations. But 
those other na-
tions are actively 
investing in their 
i n f r a s t r uc tu r e 
systems to chip away at our com-
petitive advantages. If we don’t 
take immediate steps to prevent our 
nation’s infrastructure system from 
crumbling, every day Americans 
will continue to lose money, jobs, 
and most importantly, their lives. 
I’m committed to a long-term high-
way bill to make our highways as 
safe and efficient as possible.

Rep. Lou Barletta, R-Pa., 
chairs the House Economic Devel-
opment, Public Buildings and 
Emergency Management Subcom-
mittee. This op-ed first ran in Roll 
Call.

We can’t afford to back down from infrastructure investments

A recent survey of U.S. em-
ployees reveals that employers can 
be doing more than increasing sal-
aries and providing benefits and 
professional development oppor-
tunities to keep good workers.

Two simple words—“thank 
you”—could be the difference be-
tween a happy employee and one 
with a foot already out the door, ac-
cording to The Workforce Institute 
at Kronos Incorporated, which 
bases the advice on results of an on-
line survey of more than 850 U.S. 
employees. The survey was com-
missioned by the Institute and con-
ducted in February by Harris Poll.

Noting that the intent of the sur-
vey was to explore the roots of day-
to-day happiness in the workplace, 
Kronos reports that 61 percent of 
employees have thought about 
searching for a new job in the past 

year, and 26 percent thought about 
it within the past week.

Focusing on the 61 percent that 
contemplated jumping ship in the 
past year, the survey found that 59 
percent of them either “do not feel 
appreciated” or said they feel 
“somewhat appreciated” at work. 
Only 11 percent  feel  “very 
appreciated.”

Pay not the answer
According to Kronos, pay rais-

es don’t always boost appreciation 
ratings, and if they do, they’re 
quickly forgotten. Nearly a quarter 
— 24 percent — of those who ever 
received a pay raise said it did not 
improve their motivation or general 
feelings of appreciation at work. 
Some 40 percent said a past pay 
raise improved their motivation or 
general feelings of appreciation for 

six months or less; 30 percent put 
the effect at a mere month or less.

Contrast those numbers against 
the power of ‘thank you’ — or 
more specif ically, a thank you 
from a direct manager.

When asked what gives them a 
high sense of satisfaction at work, 
employees said receiving a “thank 
you” from their direct manager (55 
percent) nearly doubled the impact 
of public recognition of a job well 
done (28 percent), even if this rec-
ognition is tied to rewards such as 
a gift card or company award.

Getting positive feedback from 
fellow employees at all levels gave 
the highest sense of satisfaction, 
with 70 percent of employees say-
ing it boosts their level of satisfac-
tion with work. Additional tips:

• Private, one-on-one commu-
nication is preferred over receiving 

positive recognition with others 
present or copied on a group email 
(59 percent vs. 26 percent).

• Sixty-one percent prefer ver-
bal recognition (either privately or 
in front of a group) over electronic 
communication such as email (24 
percent) when receiving positive 
feedback.

• While positive performance 
feedback from direct managers 
and co-workers both provide satis-
faction, only 39 percent of adult 
workers say positive feedback 
from their leadership team/execu-
tives does the same.

• Co-worker relationships are 
the No. 1 thing that employees 
who had a previous job miss most 
about the most recent job they left 
(32 percent), beating out compa-
ny benefits (22 percent), unique 
perks (20 percent), and relation-

ship with their previous boss (16 
percent).

Feeling appreciated
 Joyce Maroney, director of 

The Workforce Institute at Kronos, 
offers this advice in a statement 
about the survey: “Acknowledging 
employees’ efforts motivates and 
inspires much more than many 
people realize. It’s also easy to do 
and doesn’t cost a thing.

“This employee appreciation 
study shows that all of us, from 
part-time workers to senior lead-
ers, play a role in how much our 
co-workers feel appreciated at 
work. Fostering a culture of appre-
ciation could be the simple, secret 
ingredient to higher employee 
engagement.”

This article was published on 
March 15 at carriermanagement.com.

Say ‘thank you’ to good employees with words, not dollars

Rep. Lou Barletta
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By Dave Millhouser

I was wrong — but that isn’t 
unusual.

On occasion I’ve likened bus 
fires to appendectomies. The pas-
sengers and the appendix are al-
ways extricated dramatically at the 
last possible moment — disaster 
narrowly averted — according to 
whomever is telling the story.

My point was that bus f ires 
weren’t as fast, or dangerous, as 
the breathless media made them 
appear. Burning buses made great 
video, and the passengers got to 
watch comfortably from a safe dis-
tance. My concerns had more to do 
with preventing or mitigating 
“thermal events” than worrying 
about injuries.

Other than the tragedy follow-
ing Hurricane Rita, where a lethal 
mix of disabled passengers and 
oxygen tanks turned a brake fire 
into a catastrophe, I believe the last 
death in a motorcoach fire was in 
the 1950’s when a gasoline-pow-
ered bus was hit head-on and burst 
into flames. 

On May 11 a Great Big Busline 
coach bound for Boston on the 
Massachusetts Turnpike caught 
fire, and then exploded. A passing 

car warned the bus driver that the 
coach was trailing flames, and she 
managed to pull over and get the 
passengers off before an explosion 
in the cabin blew out all the win-
dows and torched the coach.

Lessons learned
The cause of this explosive fire 

is unknown at this writing, but al-
ready there are a couple of lessons 
here.

There have been a number of 
coach fires on the Massachusetts 
Turnpike — remember all the fun 
we had at the expense of the Chi-
natown carriers? Maybe it’s the 
road? 

Nah. One lesson is that when 
you’re on a highway it can take a 
long time for help to arrive. When 
problems turn up, drivers need to 
assume that they’re on their own. 
Save the customers f irst, then 
worry about the fire.

Another consideration is the 
presence of disabled or infirm pas-
sengers. We need to act quickly 
any time there’s a hint of fire. But 
golly gee whiz, if some of our cus-
tomers are wheelchair bound or 
frail, speed (and planning) are 
crucial.

One unforeseen consequence 

of escalating Environmental Pro-
tection Agency demands is the fact 
that modern engine compartments 
are packed tightly with hot compo-
nents. Ambient temperatures are 
up, and there are additional poten-
tial sources of ignition. 

Fire detection and suppression 
and tire-monitoring systems need 
to be maintained, and engines peri-
odically steam cleaned. 

The day after the 9/11 attack in 
New York, a bunch of us were re-
trieving buses abandoned at the 
Port Authority Terminal. We got 
them all running and were about to 
start through the Lincoln Tunnel 
when a policeman said, “Don’t you 
think you should check the lug-
gage bays?” Good thinking. Who 
knew if a bad guy had planted a 
bomb?

What are you carrying?
Whether their buses are carry-

ing passenger luggage or freight in 
the under-floor compartments, 
companies and drivers bear re-
sponsibility for anything that 
might create or contribute to a fire. 
There are regulations about what 
can be carried, and I’m not sure we 
pay as much attention as we 
should. 

Bear in mind that stored oxy-
gen tanks contributed to the Rita 
inferno. Lots of seemingly innocu-
ous items may be hazardous 
materials.

This recent fire seems to have 
started in the engine compartment, 
but a substantial percentage of 
“thermal events” are caused by 
brake and tire failures. The drive 
axle (which conveniently has dual 
tires and the parking brakes) is 
right next to the luggage bay. What 
is stored there does matter.

The most troubling aspect of 
the video (www.necn.com/news/
new-england/Bus-Catches-Fire-
on-Mass-Pike-303326791.html) of 
this fire is that eight or nine min-
utes after the bus pulled over, there 
was an explosion that started in the 
far rear of the passenger cabin and 
blew orange flame all the way out 
the entrance door, knocking the 
side glass to the road. The com-
mentator called it “minor,” but 
best guess is that if you were in 
the coach you’d have been serious-
ly hurt.

In ye bad olde days we some-
times sprayed “starting ether” in 
the open window of a Scenicruiser 
while our buddy was repairing 
seats. About the time he smelled 

the ether, we’d 
torch it off, and 
there would be 
a  s a t i s f y i n g 
“whoomp” ac-
companied by 
bright orange 
flame and cre-
ative cursing. A 
bad idea, and 
we were lucky we never hurt 
anyone.

I’m old and have hung around 
buses for a long time, as the previ-
ous paragraph proves. I’ve done 
some dumb stuff. I’d always as-
sumed there was a lot that could 
burn in a bus, but nothing that ex-
ploded. I’ve never seen the interior 
of a coach blow up like the one on 
the Masspike. We really need to 
know what happened.

Until we do, and make sure it 
doesn’t happen again, my opinion 
has changed dramatically. There’s 
no time for dallying or gathering 
possessions. Get the passengers 
off quickly and to a safe place. A 
bus fire is much more like a heart 
attack than appendicitis.

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

Bus fires are more like heart attacks than appendicitis

Dave Millhouser
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    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 
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from any computer with internet 
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New release coming soon! 
Visit www.rbs2000.com for the latest 
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related to      Tour version 3.
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and contract management, vehicle 
inventory, scheduling and dispatch,
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Data Backup and Recovery: Remote 
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connection.
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Charter & Tour Software
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PALO ALTO, Calif. — Stan-
ford University, the academic heart 
of Silicon Valley and possibly the 
most-visited university in the 
western U.S., reports mixed suc-
cess with the strict tour bus poli-
cies it adopted just over a year ago.

The program includes a $200 
per hour bus fee, a mandatory res-
ervation system with an exacting 
cancellation policy, blackout visi-
tation dates and limits on the num-
ber of buses that can arrive hourly.

The policies are believed to be 
some of the most stringent adopted 
by a university to control on-cam-
pus access by bus tours and large 
groups.  

The Palo Alto institution, re-
nowned as the cradle of Google, 
Yahoo! and other high-tech com-
panies, adopted the rules follow-
ing “a dramatic increase” in tour 
bus visits to the campus.

A study, conducted about two 
years ago, showed the number of 
buses bringing visitors to the cam-
pus had doubled in 18 months. 
More than 50 buses per day visited 
the campus between 9 a.m. and 5 
p.m., when the census was conduct-
ed, with many more arriving in the 
early morning and evening hours.

On some days, more than 10 
buses arrived within a single hour, 
typically in the morning.

The Stanford Tour Bus Proto-
col adopted just over a year ago 
was designed “to accommodate 
Stanford’s many visitors while as-
suring that the campus community 
is able to conduct daily activities 
without disruption, as well as to 
ensure traffic safety and the safety 

of visitors on Stanford’s private 
property,” the university Depart-
ment of Public Safety said when it 
announced the program. 

Under the tour bus program, 
commercial tour operators and bus 
companies are required to register 
with university Parking & Trans-
portation Services within three 
days of their arrival to receive a 
confirmation number for a time 
slot between 6 a.m. and 6 p.m. No 
more than three buses are permit-
ted to arrive per hour. 

Initially, the requirements ap-
plied to third-party commercial 
tour operators bringing groups of 
nine or more tourists to the campus 
via bus, as well as large tourist 
vans.

School  g roups and other 
groups that have made prior ar-
rangements through Stanford are 
not required to purchase parking 
permits. Campus tours specifically 
for prospective students and their 
families continue to be operated 
by the university Visitor Center 
under a separate program.

Since the tour bus program 
went into effect, it has been modi-
fied to include small vans.

“We have done some fine turn-
ing, including removal of the 
eight-person-or-less exception to 
the policy,” Lisa Kwiatkowski, 
marketing manager for Stanford 
University Parking & Transporta-
tion Services, told Bus & Motor-
coach News. “We now require a 
charge of $100 per van per hour 
regardless of size.”

Asked whether the program 
was accomplishing the university 

goal of reducing (non-prospective 
student/parent) tour bus traffic, 
Kwiatkowski said, “We have made 
significant progress. There is still 
more we need to do to address tour 
bus companies that try to circum-
vent the reservation system to 
avoid paying the fee.”

Still, the university is meeting 
its goal of no more than three tour 
buses per hour arriving on cam-
pus, and the average number of 
tour groups visiting the campus 
has dropped sharply. 

Kwiatkowski said the number 
of groups varies by season, but she 
estimates an average of approxi-
mately nine to 10 tour groups a 
day are visiting the campus.

“We see the highest reserva-
tions during the summer,” she said. 
“From June to August, reserva-
tions are sold out almost every 
weekday (three reservations per 
hour).”

Besides the $200 reservation 
fee, the Stanford rules also state: 

• Reserving a time slot allows 
a tour group access to a specific 
tour parking spot in a staging area. 

• Groups arriving outside the 
reserved time slots will be denied 
access, may be fined and could 
jeopardize future access. 

• Cancellations must be made 
two weeks in advance to receive 
refunds. 

In addition, tour buses and 
small groups are barred from visit-
ing during major university events. 
This year, they will be prohibited 
June 11-15 (commencement week-
end), September 15-20 (new stu-
dent orientation), October 22-25 

(reunion homecoming),  and 
 several Saturdays in October and 
November (home football games). 

“Stanford University is private 
property and Stanford can estab-
lish and enforce rules regarding 
access to campus and use of cam-
pus space by visitors and third-
party businesses,” according to the 
university website.

It states that the institution “re-
serves the right to take appropriate 
legal action against those failing to 
comply with the policy, including 
actions under civil or criminal 
trespass laws” and that campus 
safety officials can ban tour-group 
and tour-bus operators from the 
campus for repeated failure to fol-
low such rules as:

• Do not disrupt campus and 
classroom activities.

• Do not talk loudly or smoke 
near buildings.

• Do not use amplified sound.
• Do not enter campus build-

ings. These are private workplaces 
and classrooms. Visitors should 
stay 20 feet away from campus 
buildings and refrain from open-
ing doors or peering into windows. 

The only buildings open to large 
tours without prior arrangements 
are the Stanford Bookstore and 
Tresidder Union.

• There are two public rest-
rooms located on each side of Me-
morial Church. These are the only 
restrooms open to the public in the 
Quadrangle area of the campus. 
Both the Stanford Bookstore and 
Tresidder Union have restrooms 
available for public use.

• Commercial photography 
and filming anywhere on campus 
is prohibited. Group photography 
and photography and filming in-
side classrooms and buildings is 
prohibited.

• Tour groups must be accom-
panied at all times by a tour guide 
or staff member, and members of 
group tours may not wander the 
campus unaccompanied.

• Tour groups and buses must 
have at least one person who 
speaks English to ensure effective 
communication.

For more information, go to 
http://tourbuses.stanford.edu; 
email tourbuses@stanford.edu, or 
call (650) 498-7882.

NEW YORK — Advantage 
Funding, which provides equip-
ment financing and leasing to the 
transportation industry, is being 
acquired by global banking com-
pany Macquarie Group Limited.

Under the agreement, expected 
to close in the middle of the year, 
Advantage Funding will become a 

fully owned subsidiary of Mac-
quarie’s Corporate and Asset Fi-
nance group. Advantage currently 
is owned by Marubeni America 
Corp.

“This transaction complements 
our existing leasing portfolio with 
a commercial vehicle finance plat-
form in the U.S.,” said Garry Far-
rell, head of Macquarie’s Corpo-
rate and Asset Finance group. 
“Advantage Funding has a demon-
strated track record of client satis-
faction and strong operational per-
formance. The acquisition builds 
on the strong growth of CAF’s 
global leasing business.” 

Advantage Funding CEO Al 
Damiani said he looks forward to 
working with Macquarie to pro-
vide customers with a broader 
range of transportation financing 
solutions and product capacity. 
“Macquarie’s complementary 
leasing and f inancing expertise 
will help us expand our service in 
U.S. markets and position us to 
further support our clients’ contin-
ued growth,” Damiani said.

Advantage Funding provides 
transportation financing and leas-
ing solutions to commercial vehi-
cle operators, dealers and manu-
facturers for the acquisition of 
motorcoaches, tow trucks, ambu-
lances, paratransit vehicles, limou-
sines and vocational trucks.

Macquarie, which operates in 
28 countries and has more than 
14,000 employees, provides bank-
ing, financial, advisory, investment 
and funds management services.

Stanford tour bus program sharply reduces visits

Advantage Funding acquired
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unique URL for a survey on their 
experience.

Enhancing motorcoach oper-
ators’ ability to manage their busi-
ness includes providing more than 
standardized reports from data the 
software collects, he said. It also 
includes creating user-def ined 

reports.
“Even though we publish hun-

dreds of reports with our software, 
we recognize that every one of the 
operators might want something a 
little bit different so they can cre-
ate their own user def ined-re-
ports,” Greenglass said.

All the reports can be exported 
to different formats, such as Excel, 
where operators can filter and sort 

information any way they want, he 
said.

Distinctive Systems also pro-
vides a vehicle maintenance soft-
ware system to track scheduled 
and unscheduled maintenance.

“It’s incredibly important that 
maintenance is done in a timely 
fashion and our software will pre-
dict when this particular bus needs 
to come in for its next 5,000-mile 

checkup or scheduled service,” 
Greenglass said.

Chris Barown, senior software 
developer at Relational Bus Sys-
tems Inc., said his company in the 
last few months added the ability 
to export to Excel spreadsheets.

Pivot tables
“That’s been huge for our cus-

tomers because we’re getting more 

and more requests for data in 
spreadsheets in a clean format be-
cause pivot tables have become a 
big deal,” Barown said. “We’re 
now able to export data in an Excel 
spreadsheet that’s usable to gener-
ate pivot tables.”

Pivot tables let operators ma-
nipulate data in different ways.

RBS also will generate cus-
tomized data reports, he said.

On its charter software, Go-
Chart, RBS is releasing Version 23 
in the fourth quarter with a signifi-
cantly improved customer man-
agement system, Barown said.

It will include the ability to au-
tomatically track changes to char-
ter orders. In the past, an operator 
trying to learn who made the 
change and when would have to 
call RBS, which would examine 
log files for the answer.

“In Version 23, they don’t have 
to call us, they have the ability to 
look that stuff up themselves,” he 
said.

Also in GoChart, RBS has inte-
grated online quote requests so that 
when a customer goes to an opera-
tor’s website, and requests a quote, 
inputting information about the 
charter they’re requesting, that data 
gets pushed directly into RBS’s sys-
tem. On the website the customer 
receives a quote number he or she 
can reference. The sales people in 
that company get an email that says 
the customer requested a charter 
and provides the quote number in 
the GoChart system. They can see 
the customer’s information, contact 
them about specifics and provide a 
price, Barown said.

Retyping unnecessary
“We actually build the charter 

in the GoChart system from the 
Web page, so all the customer’s in-
formation that they typed in is auto-
matically inserted into our system 
so they don’t have to retype it,” he 
said. “It’s only been, I’d say, in the 
recent past that we’ve had full inte-
gration with websites where it’s 
connected directly to the system 
and puts the quotes in. The old ver-
sion was more email-based.”

Previously, when a customer 
would seek a quote, an email was 
sent to sales with that data and 
sales would have to input the data 
into GoChart.

“We’ve evolved to a point 
where we actually serve up the Web 
page out of our system that’s used 
to make the quote request,” he said.

RBS also has integrated credit 
card processing into its software so 
operators can put customers’ credit 
cards into the system, charge those 
cards, have them authorized at the 
gateway and have the money de-
posited in their bank account, 
Barown said.

In its tour product, GoTour, 

www.motorcoachexpo.com

ALL ROADS LEAD TO 
UMA MOTORCOACH EXPO 2016
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NEW YORK CITY — If New 
Yorkers don’t appreciate tour 
buses coming into their city, then 
why do they keep opening mega-
attractions that appeal to motor-
coach travelers?

Last month, three such attrac-
tions, each national in scope, 
opened in the Big Apple with 

splashy local news coverage. 
The opening of any one of 

them would be cause for headlines 
aplenty but the opening of three in 
one month resulted in nearly six 
weeks of celebration.

New attractions for visitors to 
Manhattan are:

• A new Whitney Museum of 

American Art at a location in the 
Meatpacking District in Lower 
West Manhattan along the Hudson 
River. For information, go to www.
wh i tney.o rg ,  o r  c a l l  ( 877 ) 
947-5612.

• A completely re-done Ellis Is-
land National Museum of Immigra-
tion just off the lower tip of Man-

hattan. (Some New Jersey loyalists 
insist it’s within their state’s bound-
aries.) Go to www.nps.gov/elis/
index.htm.

• One of the most talked-about 
new attractions in the U.S. this year 
is the World Trade Center Observa-
tory, which was set to open May 29. 

The observatory is on the 

100th, 101st and 102nd levels of 
new One World Trade Center, the 
tallest building in the Western 
Hemisphere.

The attraction provides guests 
with spectacular panoramic views. 
The facility has 9,300 square feet 
of special event space on the 102nd 
floor.

Three major NYC attractions opened in May

67819 State Road 15, New Paris, IN   800-296-2105

Turtle Top Strong.
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RBS rolled out Version 4, which 
runs off the Amazon cloud and has 
an improved interface, Barown 
said. A navigation tree was added 
to make it easier to move around in 
the system.

“We’ve added the ability to 
email documents directly out of 
the GoTour system to customers 
instead of having to save the PDF 
and then email it to the customer 
through whatever mail client you 
use,” he said.

Customers who book a seat on a 
carrier’s tour are emailed a receipt 
directly out of the Version 4 system, 
which is new in the last year.

RBS also is developing for re-
lease later this year online booking 
for operators to list tours on their 
websites, from which customers 
can book and pay for the tours.

Software
CONTINUED FROM PAGE 12

Kiosks speed up
border crossings

TORONTO, Ontario — As a 
measure to speed up processing 
times for bus passengers entering 
the U.S. at the Rainbow Bridge 
(Niagara Falls) and Peace Bridge 
(Buffalo), U.S. Customs and Bor-
der Protection is installing docu-
ment reader kiosks.

The kiosks already are in place 
at the Rainbow Bridge and they 
will be installed at the Peace Bridge 
later this summer. The kiosks are 
user-friendly and are designed to 
speed up the inspection process. 

There are no immediate plans 
to install kiosks at the Queenston 
Lewiston Bridge due to space lim-
itations at that facility. Bus opera-
tors should notice an improvement 
in processing times when the ki-
osks are used. The passengers dis-
embark the bus and enter the pro-
cessing facility where they will see 
the kiosks.

They place their travel docu-
ment (passport, enhanced drivers 
license, Nexus card, etc.) on the 
reader.

The document is then queried 
by Customs and Border Protection 
and the results are available to the 
CBP officer before the passengers 
present themselves for processing.
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FARIBAULT, Minn. — ABC 
Companies has launched a new 
program to refurbish used Van Hool 
TD925 double-deck buses. The 
company plans to offer three design 
options, including converting the 
coaches to open-top sightseeing 
buses.

ABC said it would market the 
refurbished coaches to traditional 
tour and charter operators, day-tour 
and sightseeing businesses, corpo-
rate users, professional sports 
teams and conversion enthusiasts.

The 81-seat TD925 double-
deck buses entered the U.S. market 
in 2008 (Van Hool’s newer double-
deck model is called the TDX), and 
many used TD925s are still in 
service.

Roman Cornell, ABC executive 
vice president and head of the com-
pany’s Specialty Vehicles Division, 
said customer response to the refur-
bishing program has been positive.

“These units are proven per-
formers offering all the durability 
of a true double-deck bus, plus 
many exciting features for the 
sightseeing market segment,” Cor-
nell said. “Why not extend the life-
cycle of a viable market leader and 
offer a product that can still pro-
vide years of dependable revenue 
service?” 

He said ABC plans to offer 
three design options:

• A traditional charter fleet op-
tion that offers a refurbished TD925 
unit that has undergone a rigorous 
multi-point inspection for mechani-
cal and engineering components 

• The TD925 Sky Deck option 
that converts the coach to an open-
top sightseeing bus with an 85-pas-
senger capacity, 15 more seats than 
standard open-top competitors 

• A refurbished coach featur-
ing both a second open deck and a 
third “race deck” designed to ap-
peal to corporate customers, pro-
fessional sports teams and high-

end tailgaters
ABC said the TD925 Sky Deck 

model offers a true double-deck de-
sign with a robust suspension sys-
tem designed and built to carry two 
levels of flooring, seating and pas-
senger safely. 

The conversion involves remov-
ing the roof and taking the top deck 
down to its original wall frame 
structure and composite flooring. 
New perimeter wall panels and 
deck drains are installed to allow 
water to escape from the top deck 
area while keeping the lower level 
out of the elements. 

Seat tracks are installed to re-

ceive 61 new weatherproof seats 
that feature standard seatbelts, 
which are not typically offered in 
an open-top sightseeing bus. Next, 
the interior walls and deck of the 
upper level are prepped for installa-
tion of a weatherproof two-part hy-
brid modified polyurea seamless 
coating system and slip-resistant 
floor. Finally a stainless steel pe-
rimeter safety railing is installed.

Standard features on the coach 
include A/C on the lower level, rest-
room, PA system, low-floor ADA 
accessibility, aluminum wheels and 
paint and graphic design.

This isn’t the f irst time Van 

Hool TD925 double-deck coaches 
have been converted to open-top 
sightseeing buses. Three years ago 
Coach USA chopped the tops off 
six of its used coaches and convert-
ed them to open-air, hop on-hop off 
sightseeing buses for its Chicago 
Trolley & Double Decker Co. sub-
sidiary. (See June 1, 2012, Bus & 
Motorcoach News.)

ABC is taking that conversion a 
step further with its race deck de-
sign, which offers customers cus-
tom build-outs in a limousine-type 
interior that features all the com-
forts of home. Features include a 
living space with a full kitchen, di-
nette with seating for six and pow-
der room facilities.

Passengers can relax and enjoy 
sporting or corporate events from a 
custom race deck that features a 
collapsible roof railing or from an 
open deck that includes round-table 
seating for six and stairs to the low-
er-deck level.

Indoor accommodations in-
clude a master bedroom with front 
windshield view, a full-size bath 
and two additional bunks. The race 
deck can be custom-configured to 
any customer preference. ABC 
plans on building a demo unit that 
will be available for testing and in-
spection later this year.

ABC refurbishing double-deckers, offering open-top design
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                 Pick a 
    performance level  

that meets your needs.

 ULTRA-LITE
 ULTRA-CLASSIC
 ULTRA 2X
 ULTRA 4X
 ULTRA 6X
 ULTRA BIO

• Rapid Effervescent 
Dispersion

• The Most Active Odor 
Control Formula Available

• Amazing Fragrance
• Blue Non-Staining Color

• Non Formaldehyde

THE MOST POTENT PACKET AVAILABLE

ULTRA  

PowrPaks

800-974-7383 
817-478-3221 
817-561-1293 (fax)

111-118 Industrial Dr.
Kennedale, TX 76060

cpacex.com

ABC Companies is refurbishing used Van Hool TD925 
double-deck buses. The company plans to offer three 

design options, including converting the coaches to 
open-top sightseeing buses.
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LOS ANGELES — Two of the 
nation’s most-expensive vacation 
cities are popular motorcoach desti-
nations, while two of the most-af-
fordable cities also are well liked by 
motorcoach travelers.

GOBankingRates has ranked 
the 50 most- and least-affordable 
cities for travelers. The rankings are 
based on factors that impact travel-
ers’ budgets the most: hotel prices, 
food and drink costs, and transpor-
tation expenses.

Not surprisingly, New York City 
and San Francisco, which are pe-
rennially popular motorcoach desti-
nations, are two of the most expen-
sive vacation destinations, while 
more motorcoach friendly Las 
Vegas and Orlando are among the 
cheapest, according to the 2015 
GOBankingRates study.

Here are the top 10 cities for af-
fordable vacations: 1. Las Vegas; 2. 
Jacksonville, Fla.; 3. Orlando; 4. 
Kansas City, Mo.; 5. Detroit; 6. Al-
buquerque, N.M.; 7. Grand Rapids, 
Mich.; 8. Salt Lake City; 9. Mem-
phis, Tenn., and 10. Denver.

The top 10 cities for most-ex-
pensive vacations are: 1. New York 
City; 2. Santa Barbara, Calif.; 3. 
San Francisco; 4. Jersey City; 5. 
Honolulu; 6. Charleston, S.C.; 7. 
Boston; 8. Los Angeles; 9. Miami, 
and 10. Houston. 

Find the complete GoBanking-
Rates list at www.gobankingrates.
com/personal-finance/10-worst- 
best-vacation-cities.

Firefighter theme 
BRANSON, Mo. — Silver 

Dollar City, the sprawling theme 
park here, has opened a firefighter-
themed attraction.

Fireman’s Landing is an $8 mil-
lion addition with 10 family adven-
tures, modeled after a community 
fair of a century ago and showcas-
ing mock training activities of vol-
unteer firefighters.

The storyline for the area is 
aimed at creating an atmosphere of 
the rides serving as “training” ad-
ventures for recruits for the Silver 
Dollar City Fire Brigade.

More information at www.sil-
verdollarcity.com.

John Wayne museum 
WINTERSET, Iowa — This 

small southwestern Iowa commu-
nity (population 3,700-plus) 
opened the John Wayne Birthplace 
Museum last month.

Local officials say more than a 
million people have visited the 
area to tour the four-room home 
where the legendary movie star of 
the 1930s, 40s, 50s, 60s and 70s 
spent his formative years. Wayne 
died in 1979. 

Now off icials hope the new 
6,100-square-foot museum will 
provide added appeal to the mil-

lions who remember the actor who 
specialized in roles that offered 
him up as a tall, strong hero.

It is the only museum dedi-
cated to Wayne.

The facility features a movie 
theater and the largest diversified 
exhibit of John Wayne artifacts, in-
cluding movie posters, film ward-

robe, scripts, letters, artwork and 
sculpture, plus one of his custom-
ized automobiles.

For information, go to http://
johnwaynebirthplace.museum, or 
call (515) 462-1044.

For sedentary travelers
SCOTTSDALE, Ariz. — The 

Scottsdale Convention & Visitors 
Bureau has announced the avail-
ability of Pedego Electric Bikes for 
those who want some other force to 
do the pedaling for them while 
touring the streets of the city.

The bike rentals include a hel-
met, bag or basket, lock and a 
complimentary bottle of water.

There are a number of possible 
routes renters can take, including 
11 miles of bike paths along the 
Indian Bend Wash Greenbelt.

Rates start at $15 an hour, or 
$65 a day.

For information, go to www.ex-
periencescottsdale.com, or call 
(800) 782-1117.

Motorcoach destinations: The latest news about where to go
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INTRODUCING THE NEW FORD TRANSIT

The 2015 Transit Wagon with the high roof 
has a CENTER AISLE THAT’S 6'5" HIGH.*

 *Medium roof shown.

THE NEW 
2015
TRANSIT

UP TO 
100.5 CU. FT.
Hauling lots of people usually means 
hauling lots of their stuff. The Transit 
Wagon offers generous cargo space behind 
the last row of seats.† There’s plenty of room 
for briefcases, computer bags, luggage and 
steamer trunks. All are easily accessible, 
thanks to widely opening rear swinging doors 
and a cargo fl oor as low as 28.2 inches.†

CONFIGURATIONS
SEATING6

With available seating for 8, 10, 12 or 15 
passengers, you can choose the Transit 
that best fi ts your needs. All 15 passengers 
can take their seats easily,† thanks to a 
center aisle. And to make sure no one feels 
boxed in, it’s available with fl ip-open windows 
on both sides, front and rear.

The new 15-passenger Transit Wagon is 
equipped with the industry’s fi rst 5-row 
side airbags.†† Standard. And with multiple 
safety features designed to help protect 
passengers, safety is clearly the top priority 
in Transit.

•  T H E  N U M B E R S  D O N ’ T  L I E  •
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15 PASSENGERS
5 ROWS

 1 AMAZING 

INNOVATION

BEST-IN-CLASS FACTORY-BUILT CARGO CAPACITY 
 IN A 15-PASSENGER WAGON**
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reporting of industry sales figures 
two years ago. Previously, the num-
bers had been assembled by Nation-
al Bus Trader magazine.

Missing from the ABA Founda-

tion report are sales of Temsa and 
CAIO coaches. 

During the final three months 
of last year, 631 new 45- and 40-
foot MCI, Prevost, Setra, Van Hool 
and Volvo coaches, including 
shells, were delivered to public and 
private operators, making the 

fourth quarter of 2014 by far the 
strongest sales period of the year 
and 9.5 percent ahead of 2013’s 
final quarter. 

By comparison, 497 new 45- 
and 40-foot models, including 
shells, were sold by the five brands 
during the second quarter of last 

year, with 412 coaches delivered in 
third quarter and 280 in the first 
quarter, typically the slowest sales 
period of the year.  

During the final three months 
of 2013, 576 new 45- and 40-foot 
MCI, Prevost, Setra, Van Hool and 
Volvo coaches, including shells, 

were delivered. Second-quarter 
2013 sales totaled 426 new 45- and 
40-foot models by the five brands, 
with fewer than 350 coaches deliv-
ered in both the first and third quar-
ters of 2013. 

In 2013, it was private-sector 
bus operators that signif icantly 
stepped up their purchases of new 
coaches, increasing buying by 20 
percent.

Cummins continued to be the 
dominant engine in new motor-
coaches delivered last year, going 
into 820 new models sold by MCI 
and ABC/Van Hool. Cummins’ 
share of the engine market was 45.1 
percent in 2014. That was down, 
however, from 2013 when Cum-
mins’ share of the motorcoach sec-
tor was 47.1 percent.

By comparison, 548 Prevost 
and Volvo coaches were delivered 
last year with Volvo engines, which 
are only available in those brands. 
That meant Volvo engines went 
into 30.1 percent of the coaches 
sold in 2014. In 2013, the Volvo en-
gine share was 29.5 percent.

Detroit and Mercedes engines, 
which are essentially power-plant 
twins, went into 450 new MCI, 
Setra or Van Hool coaches in 2014, 
or 24.75 percent of the market. That 
compares with a Detroit/Mercedes 
engine market share of 23.2 percent 
in 2013.   

Allison was again the dominant 
transmission, accounting for 94 
percent of the market.

Bus sales
CONTINUED FROM PAGE 1
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www.vdoroadlog.com

Call: (855)-ROADLOG 
Visit: www.vdoroadlog.com  |  E-mail: roadlog-sales@vdo.com

VDO RoadLog is a complete compliance reporting solution 
that eliminates handwritten log books and automates your 
“back end” for HOS, IFTA and IRP reporting. And, unlike 
other ELD systems, RoadLog is available with no contract 
and no monthly fees. 

RoadLog automatically keeps an accurate, up to 
date record of driving time, so drivers can focus on 
passengers. And, RoadLog provides an instant log 
printout that shows complete HOS & DVIR data – 
roadside inspections have never been faster.

Visit www.vdoroadlog.com to hear testimonials from 
real RoadLog users and to find out where to get yours.

“  No more messy logs... 
it is a nice, easy to understand 

format…and RoadLog catches 

the violations as well.”

John Coakley 

Manager of Operations and Safety 

Klein Transportation, Inc.

CO3074 Bus_and_MotorCoach_RoadLog_No more messy logs_HalfH_6-15_V1.indd   1 5/8/15   9:35 AM

and in 2007 the Federal Transit 
Administration ruled that the 
transit authority was providing il-
legal service for the school dis-
trict by replacing Laidlaw’s fleet 
with buses that had been subsi-
dized with federal tax dollars.

An FTA administrator ruled 
that the RGRTA operated more 
than 100 routes that were designed 
for students and only incidentally 
served the public. Like the federal 
charter service rule, the school 
service rule prevents public transit 
agencies from using taxpayer-
funded equipment to compete for 
contracts with private businesses 
that pay some of those taxes.

However, U.S. District Judge 
David Larimer later struck down 
the FTA’s ruling, allowing the 
agreement to go forward. The judge 
stated that the RGRTA had struc-
tured its service so it hypothetically 
qualified under FTA regulations as 
“tripper” service that could be uti-
lized by the general public.

In response, the FTA under-
took a rule-making procedure to 
close this loophole. The result was 
a 17-page document that “clarifies 
its policy with respect to its inter-
pretation of ‘tripper service’ and 

‘school bus operations’ under fed-
eral law.”

Under the regulations, it is per-
missible for a public transit agency 
to carry students in “tripper ser-
vice, which is defined as regularly 
scheduled public transportation 
that is open to the public and de-
signed or modif ied to meet the 
travel needs of school students and 
personnel using various fare col-
lection or subsidy systems.”

The service must be designed 
so there is no signage or “any other 
indication that the bus may not be 
open to the general public.” All 
stops “must be accessible to the 
public and must be clearly marked 
as public stops.”

New transit center
Last November, the RGRTA 

opened a $50 million transit center 
in downtown Rochester. Buses 
crossing the system drive into the 
building so 20,000 passengers 
each day can transfer in a climate-
controlled environment. The FTA 
provided 80 percent of funding for 
the center, which has 30 bays and 
can handle 100 buses hourly.

The transit center provided 
more opportunities for high school 
students to mingle with classmates 
and rivals from other schools. It 
also led to a series of student fights 

that exposed the downside to the 
Rochester blend of student and 
public bus travel.

“Several student-related inci-
dents at the transit center have fos-
tered a perception among custom-
ers of all ages and across our 
community that the transit center 
is not a safe environment,” system 
Chief Executive Officer Bill Car-
penter said in a statement.

“Because of our concern for the 
well-being of everyone we serve, 
(we) will no longer provide trans-
portation to the Rochester City 
School District after the current 
school year ends in June. Our cur-
rent model, customized to serve 
large volumes of students, no longer 
works. (We) cannot sustain the op-
erational, safety, financial, custom-
er service and reputational impacts 
resulting from these incidents.”

Carpenter added that the tran-
sit center is not the cause of con-
flict among the students, “but it 
has become a popular destination 
for the few disruptive individuals 
who choose to engage in poor 
behaviors.”

RGRTA Chairman James Red-
mond said, “People have a right to 
move safely through our system, 
and we are here to serve our 
customers.”

According to the Rochester 

Democrat and Chronicle, “Car-
penter said no single incident trig-
gered the authority’s decision, but 
two recent incidents at the transit 
center were particularly signifi-
cant — a fight in which a bystand-
er was knocked down and a stab-
bing two days earlier.”

At a May meeting, the transit 
authority’s board heard a report on 
surveys that showed declines in 
satisfaction among both passen-
gers and employees, which Car-
penter attributed largely to fights 
at the transit center.

The decision to end the con-
tract will cost the transit authority 
$11 million of its $90 million an-
nual budget and force it to cut 144 
jobs. The school district is faced 
with the possibly insurmountable 
challenge of securing contracted 
bus transportation for the next 
school year.

Inappropriate arrangement
“The bottom line is, transit op-

erations are inappropriate for 
transporting students to and from 
school, and illegal in every part of 
the country with the exception 
being Rochester,” said Ken Pres-
ley, vice president of industry rela-
tions and COO of the United Mo-
torcoach Association. “With the 
withdrawal of RGRTA, FTA has 

an opportunity to insure they do 
not reenter the business and that 
taxpayer funds are not wasted on 
unintended services.”

Seal, who now works on federal 
school bus regulation issues for the 
National School Transportation As-
sociation (NSTA), said the failure 
of the arrangement was inevitable. 
“We couldn’t put this in our com-
plaints, but we predicted this could 
happen,” he said. “When you are 
not providing direct home-to-
school service, students can get out 
of the bus anywhere they want to 
and comingle in the transit center.

“The Rochester transit system 
had a problem — their regular 
route ridership was declining pre-
cipitously. It is interesting that the 
transit agency was so overwhelmed 
with complaints they had to cancel 
their own service. They don’t want 
their $50 million transit center to 
sit empty because the rest of the 
public is going to vacate the sys-
tem,” he said.

Rochester Mayor Lovely War-
ren asked the transportation author-
ity to stop transferring students at 
the transit center. “Logic dictates 
that you stop creating these congre-
gations” of students, she said.

She ordered the city police de-
partment to boost its presence in the 

Rochester transit
CONTINUED FROM PAGE 1
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They met in the aisle of a yel-
low school bus. Friends say they 
were made for each other.

School districts and private 
transportation companies recently 
have found much in common. 
School administrators need to 
pinch pennies wherever possible 
but maintain the high standards 
that parents expect in student 
transportation.

Bus and motorcoach execu-
tives are knocking on school doors 
bearing candy, flowers and a 
wealth of experience in running 
safe, efficient road transportation 
systems.

“An explosion of privatization” 
was described in a recently re-
leased study conducted by The 
Mackinac Center for Public Policy. 
Fewer than 4 percent of Michigan 
school districts contracted for 
transportation services in 2003. 
Now 24 percent of the state’s 
school districts (131 in all) con-
tract out bus services, according to 
the center’s Michigan School 
Privatization Survey 2014. The 
total grew by 24 districts in the 
past year.

“Districts have largely been 
propelled to contract out for these 
services based on a desire to save 
money,” the survey explained. 
“The more efficiently districts can 
provide these non-instructional 
services, the more resources they 
can devote to their core function 
— providing educational opportu-
nities to students.”

More expertise
“I believe the contractor can, 

over time, do a better job at a 
slightly lower cost than what the 
school can do, mainly because we 
have expertise in driver training, 
bus maintenance and safety,” said 
Jeff Polzien of Red Carpet Char-
ters in Oklahoma City.

In 2005 he added yellow buses 
to his fleet of Van Hools by open-
ing Student Transportation Spe-
cialist in McKinney, Texas.

“Good small- and medium-du-
ty companies can do a good job 
with school districts and save them 
substantial money,” said Dale 
Krapf of Krapf’s Coaches of West 
Chester, Pa., which operates 2,600 
school buses in five states. “We 
have been the proud recipients of 
some of that change-over.”

Krapf’s Coaches recently took 
over transportation for a Virginia 
school district that had never out-
sourced. “It was not very well 
run…We saved them $750,000 
during the first year of operation,” 
he said.

“After 9/11 I decided it was 
time to f ind something steadier 
and more recession-proof,” Pol-
zien said. After deciding there was 
no market for scheduled commuter 
service in his region, he looked 
into school transportation. He now 
operates about 400 school buses 
for nine districts in New Mexico, 
Texas and Louisiana.

“It is a steady income,” Polzien 
said. “You take out some of the 
risks of a downturn in the econo-
my and other things that can affect 
the charter business.”

Polzien finds it rewarding to 
improve transportation services 
for his customers. “School admin-
istrators spend their careers learn-
ing how to teach kids, not how to 
run a bus shop. When we come in 
we find significant problems with 
maintenance and driver training.”

Woodlawn Motor Coach in 
Baltimore was founded in 1929 as 
a family-owned school bus ser-
vice. It now f ields 158 school 
buses for two public school dis-
tricts and a number of private 
schools, said Barbara Bayer, the 
company’s general manager.

“It has been a very good busi-
ness for us,” she said. “We know 
we are running five days a week. 
From the bus transportation, we do 
a lot of charters and sports teams, 
then day camps and recreation 
centers in the summer. It is steady 
income at least 10 months of the 
year.”

Contracting student transpor-
tation is a good deal for schools, 
Bayer said. “Private companies 
can do it more efficiently than the 
government. It should be a savings 
to them.”

While many motorcoach com-
panies have diversified into school 
transportation, Woodlawn expand-
ed the opposite way, adding coach-
es to its fleet in 1984.

“We have 13 motorcoaches 
and three minicoaches,” Bayer 
said. “We keep charter tags on all 
of our school buses. The good 
thing about having both is that if a 
group calls and can’t afford a mo-
torcoach, they possibly can afford 
a school bus.”

Krapf’s Coaches was founded 
as a school bus operator in 1942. It 
now works for school districts in 
Pennsylvania, Delaware, Virginia, 
Illinois and Minnesota. In 1982 
the company started running char-
ters and now has a fleet of 18 mo-
torcoaches in addition to 50 transit 
buses and 85 paratransit vehicles.

Diversification
School transportation is “abso-

lutely” a good means of diversifi-
cation for a motorcoach operator, 
Krapf said. “I think the motor-
coach business is in a little bit of a 
downswing at the moment. It is my 
impression that it is more seasonal 
than it once was. It makes good 
sense not to have all of your eggs 
in one basket.

“There are a lot of synergies. 
We are still turning wheels. We 
have all the building blocks – 
training, safety, maintenance, the 
back room, HR. We have the tem-
plate in place and that can be trans-
lated into cost savings. When a 
school district is worried about 
training drivers all the time, safety 
and record checks and all the 
things they don’t normally do, it is 
quite a mine f ield for them to 
navigate.”

Dean Transportation of Lan-
sing, Mich., became a school bus 
contractor in 1969 and added mo-
torcoaches to its fleet in 1994. Ini-
tially the coaches were needed to 
carry special needs students on 
longer trips from Michigan’s 
Upper Peninsula to the Michigan 
School for the Blind in Lansing 

and the Michigan School for the 
Deaf in Flint.

The motorcoach operation 
grew into Dean Trailways. Dean 
Transportation, meanwhile, has 
grown to 1,500 school buses under 
ownership or management across 
Michigan. Those buses carry about 
60,000 students daily for more 
than 80 school districts.

“We provide transportation in-
dustry expertise so the districts 
can focus on the classrooms and 
not have to worry about the buses,” 
said Patrick Dean, president of 
Dean Transportation and a second-
generation member of the family 
business. “In Michigan in the last 
decade we have seen a steady in-
crease in contracting for transpor-
tation due to the inability of our 
districts to replace equipment and 
invest in the technology and exper-
tise that contractors are available 
to provide.”

Hurdles to clear
“The school bus industry is a 

great industry. It provides a stan-
dard schedule in terms of keeping 
the buses moving down the road,” 
Dean said. “The biggest hurdle 
people find is the significant regu-
lations that play into operating 
school buses, even more so than 
motorcoaches.”

While endorsing school trans-
portation as a good way for a mo-
torcoach operation to diversify, 
these experts warn that it is tough 
to win those first contracts – espe-
cially the very f irst contract. A 
school district is reluctant to trust 
its kids to a carrier that has no 
track record in caring for other dis-
tricts’ kids.

“We do see requests for pro-
posal that require a minimum of 
five years of experience in school 
transportation,” Dean said.

To open the door, an operator 

may need to buy a company al-
ready in school transportation. An-
other avenue is hiring people with 
expertise that will satisfy school 
administrators. “I found some peo-
ple who had those resumes and 
hired them to get started,” Polzien 
said.

It might be possible to ease 
into school transportation by seek-
ing charter work, such as field and 
sports trips, that builds relation-
ships and trust, Dean said.

There is no sure way to get the 
first school contract, said Krapf, 
also a second-generation operator. 
“It is all over the place. If a motor-
coach operator is well known in his 
area as a good operator and the 
school district decided to put their 
contract out for bid, I think that con-
tractor would have as good an op-
portunity as anybody to win that 
contract. His biggest obstacle would 
be knowing how to cost it out.”

Krapf once picked up a con-
tract from a school district that 
thought long and hard about out-
sourcing its transportation. “I 
worked on that nine years before it 
happened. It depends on the stars 
lining up.”

National competition
The motorcoach suitor seeking 

its first date with a school district 
may be squared off against one of 
three national school transporta-
tion providers.

First Student Inc. of Cincinna-
ti, according to its website, oper-
ates 49,000 school buses for 1,350 
school districts in 38 states and 
eight Canadian provinces. Durham 
School Services of Warrenville, 
Ill., fields 17,000 buses for 400 
districts in 32 states. Student 
Transportation Inc. of Wall Town-
ship, N.J., claims more than 12,000 
buses serving 360 school districts 
in 20 states.

An operator with a good repu-
tation in its region can handle this 
competition. “We sit across the 
table and compete with them regu-
larly,” said an operator who asked 
not to be identified. “Our quality 
of service is much better.”

He said a “Big 3” company 
sometimes might submit a bid that 
is cut to the bone in order to buy 
market share. “They can bid a con-
tract cheaper than what it is going 
to cost to provide the service.”

Another operator said the na-
tional carriers are as good as their 
managers in the field. “In my area 
(one of the nationals) runs a very 
good operation. I hear rumors that 
is not the case everywhere they 
operate.”

A growing number of school districts are looking 
to contract out student transportation to private 

com panies, which can be a steady source of income 
for coach operators looking to diversify.

Coach operators and school districts make a perfect match
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transit center but said, “Providing 
this level of special service within 
the transit center is not the responsi-
bility of the police department. 
These patrols represent an unfair 
imposition on city taxpayers and de-
prive other areas of the city with the 
police resources they deserve.”

Two weeks ago about 300 
friends and members of Amalgam-
ated Transit Union Local 282 pro-
tested at RGRTA headquarters, 
carrying signs that read, “Fire 
Bill.” Jacques Chapman, president 
of the local, said the agency should 
fire Bill Carpenter for administra-
tive actions leading to the loss of 
the 144 jobs.

Chapman told reporters that 
the transit authority should pursue 
other options, such as arranging 
routes that would avoid dropping 
off students at the transit center.

Rock and a hard place
However, Agency Chairman 

Redmond said the RGRTA could 
not do that because, ironically, fed-
eral school bus rules “allow the 
transit system to serve students 
only with public routes accessible 
to all passengers.”

Carpenter said in mid-May that 
the RGRTA agreed to continue 
student busing for the Rochester 
summer school sessions at a cost 
of $350,000. 

School Superintendent Bolgen 
Vargas told WROC-TV that he 
continued to seek a new contract 
with the transit authority. The dis-
trict has little choice because no 
other company can ramp up by the 
fall to serve 9,000 middle and high 
school students.

“This is a huge story that needs 
to get out,” Seal said. “This whole 
model failed.”

Public transit agencies and 
school districts across the country 
continue to pursue similar ar-
rangements, however. School dis-
tricts are trying to cut expenses 
and transit agencies are seeking 
the extra income.

“It is expanding,” said Ron 
Kinney, also a consultant to NSTA. 
“Right now in Iowa a number of 
urban areas are considering this.”

More than half of students at-
tending public schools in the U.S. 
— about 26 million — ride each 

day on about 480,000 yellow 
buses, according to the American 
School Bus Council. About a third 
of those buses are owned by pri-
vate contractors, reports the maga-
zine School Bus Fleet.

Since the Rochester complaint 
was filed in 2006, the FTA has is-
sued four rulings that blocked 
other attempts by federally funded 
transit agencies to contract with 
school districts.

The Pekin Municipal Bus Ser-
vice was found in violation of fed-
eral regulations in 2007 following a 
complaint from the Illinois School 
Transportation Association.

Co-mingling operations
The association complained 

that Pekin Bus was bidding against 
private contractors for school 
transportation work. The bus ser-
vice claimed it maintained sepa-
rate vehicles, parts, labor, garages 
and equipment for its municipal 
transit and school transit opera-
tions. However, the FTA found 
that both operations were main-
tained on city property and over-
seen by the same manager.

The 2007 Rochester-Genesee 
federal court ruling was cited by 
the Bay Area Transportation Au-
thority of Traverse and Leelanau 
counties in Michigan, which 
claimed that its “Sutton Bay Flex 
Routes,” using former school 
buses painted white, qualified as 
“tripper service.”

While Bay Area Transportation 
claimed that this service was open 
to the public as well as students, 
the FTA noted in 2013 that a pri-
vate investigator who boarded one 
of the buses was told by the driver 
that he was “the first adult person 
to ride on this particular Flex 
Route alone.” After the investiga-
tor’s trip, school district personnel 
called the sheriff ’s office with a 
complaint that a suspicious person 
was riding the bus, out of concern 
for the children.

The FTA, citing its regulatory 
clarif ication that followed the 
Rochester-Genesee federal case, 
found that the Flex Routes “ap-
peared to have been designed spe-
cifically to meet the needs of stu-
dents” and were not operated in a 
manner to solicit riders from the 
general public. Bay Area Trans-
portation was given 90 days to end 
the service.

In March, the Roscommon 
County Transit Authority of Mich-
igan was found in violation when 
it contended that it was operating a 
“demand-response” service using 
former school buses painted white. 
This differentiated them from the 
authority’s other vehicles, the FTA 
noted.

Roscommon’s white buses are 
generally filled in advance with 
student bookings, making it diffi-
cult for public riders to schedule 
transportation. The FTA said that 
“a reasonable person could con-
clude that these bus routes are pri-
marily designed to accommodate 
students and school personnel.”

On May 5, the FTA told the 
Northeast Colorado Association of 
Local Governments that it was vi-
olating the federal school bus rule 
by operating a “demand-response” 
bus service. The association uses a 
“full-sized, unmarked school bus” 
to pick up about 40 children a trip, 
taking them directly from their pri-
vate property to their schools.

“No member of the general 
public has been denied service,” 
the FTA noted, but “a reasonable 
person could believe” the service 
“exclusively transports students.”

Honesty and candor
The FTA recognized the Colo-

rado association’s “honesty and 
candor” for requesting the opinion 
on its own, but found the organiza-
tion “currently in violation” and 
advised it to end or modify the ser-
vice by the beginning of the next 
school year.

While the FTA ruled against 
transit agencies in all of these 
cases, it could be more pro-active 
in enforcement of the school bus 
regulation, Seal said.

“The way FTA is set up, they 
have performance reviews where 
the transit agency signs an agree-
ment that they will not do charter 
service or school bus service. It is 
up to the consultants that FTA 
hires to go into the records to find 
if they are running illegal service. 
It doesn’t happen. They never find 
anything illegal,” he said.

“The burden of proof is on 
those that are harmed by the school 
bus rule to file a complaint, gather 
the information and go to FTA. 
Depending on how big the agency 
is, like Rochester they could take it 
to the courts.”

CLASSIFIED ADVERTISING

To place a Classified Ad, 
call 866-930-8426

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 

200k TCM • Michelin Tires 
Alcoa Rims • Cordless Mics 

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

$264,900
Trade for MCI D or DL3 Considered • More available 

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

NEWLOWERPRICE!

FOR SALE – 5 Thomas 30 Foot Transit Buses
2008 Model Year, 30 perimeter seats + standees, double door, 
MBE Engine, Allison B300 transmission, Carrier A/C, clean 
white paint, excellent interiors, mileages vary from 233,000 

to 255,000. All owned and operated since new by ESCOT Bus 
Lines in Florida – NO corrosion. Priced to sell: $30,000 each. 
Call Brian Scott for information at (727) 545-2088

June 2015
25-28 New England Bus 
Association Annual Conference, 
Mountain View Grand Resort & 
Spa, Whitefield, N.H. Info: www.
newenglandbus.org.

August 2015
8-12 Georgia, Alabama and 

South Central Motorcoach 
Associations Regional Meeting, 
Lake Lanier Islands, Ga. Info: 
www.alabamamotorcoach.org.

10-11 2015 Midwest Bus & 
Motorcoach Assoc. Conven tion, 
Hotel Fort Wayne, Fort Wayne, 
Ind. Info: www.mbmca.org.

20-23 Motorcoach Associa-
tions of South Carolina, North 

Carolina and Virginia Regional 
Meeting, Doubletree by Hilton, 
Columbia, S.C. Info: www.
scmotorcoach.org.

October 2015

17-20 42nd Annual California 
Bus Association Convention and 
Trade Show, Tenaya Lodge at 
Yosemite, Fish Camp, Calif. Info: 
www.cbabus.com.

Calendar

POSITIONS OPEN
Bauer’s Intelligent Transportation in San Francisco, CA 
is in an expansion mode and is in need of experienced, 
mid- to high-level executive positions:

• Human Resources Director
• Human Resources Generalist
• Marketing Manager
• Business Development Executive

Experience in the Transit or Motorcoach Industry is preferred.  
Documented experience in the above fields required.

Please send cover letter 
and resume to

HR@BauersIT.com
No phone calls please

FOR SALE
3 MCI F Model 

Coaches
2–2001 & 1–2002 models, 
36 passenger, ThermoKing 
HVAC, Cummins ISC 8.3L 

285 HP engine, Allison 
B400 trans, restroom, REI 3 monitor video, re-furbished interiors, 

good paint & body, Florida buses priced to sell: $39,000 each. 
Call Brian Scott for information at (727) 545-2088

Rochester transit
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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 field 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-certified 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.

www.prevostcar.com



April 28  Dallas, Texas
May 13  Des Plaines, IL
May 21  Winter Garden, FL
June 9  Blackwood, NJ
June 30  Los Alamitos, CA
October 13  Montreal, Canada

RSVP to: mcicoach.com/open-house *Speak to your MCI sales representative for details.  **Certain restrictions apply.

MCI All-Star 
Open House
& Reliability Rally
Join MCI as we celebrate our all-stars: the 
D-Series, overall top-seller for the year, and the 
MCI J4500, top sales leader for 11 consecutive 
years. Learn how Setra’s “The Sign of 
Excellence” slogan reflects the Daimler coach 
brand’s focus on perfection and aesthetics —
exemplified by the Setra S 417 TopClass.

Bring your teams to meet ours. Enjoy food, 
friends and fun at these MCI Service Center 
Open-House Celebrations...

Special  
down-payment 

discounts* on MCI 
demos and in-stock 

2015 inventory

A discounted  
$59 per hour** 
labor rate on all 

service scheduled 
during open house

Receive  
$5,000 OFF the 

price of a pre-owned 
coach purchased on 
the day of the event

10% OFF all parts 
purchased in-person 

on day of event

SPECIAL OFFERS

10:00 am to 3:30 pm

You’re invited!


Win  
an MVP  

Baseball  

Package  

 Tour and learn about MCI’s Service Center

 Overview of MCI’s and Setra’s latest product updates

 Take a test drive of our new and pre-owned coaches

 Aftermarket support and service—meet with your team!

 Virtual Technical Diagnostics can maximize uptime

 Learn how to improve fuel economy

 Nominate your driving team for driver of the month

 Tips on servicing Bendix and ZF systems for J4500

 Q&A on regeneration and preventing road failures

 Wheelchair lift service and preventative maintenance

including  

seats, jersey, snacks/

drinks, plus  

other great  

prizes!

Platinum SPonSorS GolD SPonSorS
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