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WASHINGTON — Phone 
calls, letters, e-mails and tweets 
still don’t beat the communication 
value of a handshake and eyeball- 
to-eyeball contact.

After visiting their senators 
and representatives during the 
United Motorcoach Association’s 
annual Capitol Hill Days, the own-
ers and senior executives of 57 
motorcoach companies know they 
will be remembered as more than 
a name the next time they need to 
discuss federal legislation.

“It’s important to let them 
know our stance and be able to 
have a face-to-face relationship,” 
said Tim Stout of Stouts Transpor-
tation in Ewing, N.J. 

“When they receive a corre-
spondence via e-mail or letter or 
phone call, they are able to put a 
face to the conversation and make 
the conversation more relative.

“Also, I feel that if we do not 
speak our opinion we do not have 
the right to complain about the 
outcome,” he said. “I would rather 
be involved in the process than 
stand by and wish I would have 
spoken up,” added Stout.

“When you meet people one-
on-one it impresses people more 
than just sending a letter or flyer,” 
agreed Joan Libby of Cavalier 
Coach Trailways in Boston. “I be-
lieve we got our points across. It 
was definitely worthwhile.”

Members and representatives 
of UMA conducted 284 appoint-
ments with elected members of 
Congress or staff members during 
this year’s Capitol Hill Days, 74 
more than last year.

The UMA-coordinated visi-

tors went armed with background 
information on critical issues of 
in te res t  to  the  motorcoach 
industry.

They discussed their views on 
the most recent federal highway 
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Leaders take industry message to members of Congress

In today’s compliance and safety 
game, there are no checked swings, 
do-overs, “gimme” putts, or mulli-
gans. Ties do not go to the runner.

If a federal referee or umpire 
visits your shop, it’s three strikes and 
you’re out. Maybe two strikes.

The 15-month-old enforce-
ment onslaught aimed at the mo-
torcoach industry by the Federal 
Motor Carrier Safety Administra-
tion has clearly put most operators 

on increased alert.
Still, despite all of the publicity 

the campaign has generated, oper-
ators continue to be caught short 
on safety compliance, and once 
they are shut down the owners may 
be forced to spend hundreds of 
thousands of dollars to regain op-
erating authority.

The return-to-service process 
oftentimes takes months and can 
outlive a carrier’s bank account 

with absolutely no guarantee of 
success, say industry safety con-
sultants and observers.

Only a handful of carriers hit by 
the feds’ Operation Quick Strike last 
year have returned to service. (See 
June 1 Bus & Motorcoach News.)

For that initiative, the FMCSA 
dispatched 50 “specially trained 
investigators” to conduct “in-depth 
reviews into the patterns and prac-
tices of the 250 most at-risk mo-

torcoach companies.” 
In the months s ince,  the 

FMCSA has focused its attention 
on upwards of 1,300 motorcoach 
companies that seldom, if ever, 
saw a regulator or inspector.  

“Do not think (these federal in-
spectors and auditors) are your 
friends,” admonishes safety con-
sultant Annette Sandberg.

“These people are out there to 
do enforcement. Carriers need to 

remember their objective is to shut 
you down if they can. That is their 
mind set right now. They count 
every carrier they shut down.”

Sandberg is the former admin-
istrator of the FMCSA, during the 
George W. Bush presidency, who 
now leads TransSafe Consulting of 
Spokane, Wash. 

She said the FMCSA crack-
down was unleashed in response to 

Safety consultants…on the hell of being shut down
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A Midwestern motorcoach op-
erator was shocked when he 
opened a bill of about $1,100 from 
a Wi-Fi provider for one month of 
service.

Subsequent bills ranged from 
$400 to $2,000 — and that was for 
a single coach. 

Clearly, the operator paid a 
hefty price, particularly when 

monthly Wi-Fi costs are more 
commonly less than $100. 

The experience of the Midwest-
ern operator is an extreme example 
of the costs associated with offering 
wireless service on a motorcoach if 
you don’t do your homework.

As operators work to stay on 
top of the most practical and cost-
effective ways of offering Wi-Fi to 

their passengers, some have hit 
pricey snags and inconsistent 
service.

Still, it’s little wonder opera-
tors remain eager to offer Wi-Fi on 
their coaches.

As of the first of this year, 90 
percent of American adults used a 
cell phone, 58 percent had a smart-
phone, and 42 percent owned a 

tablet computer, according to the 
Pew Research Center Internet & 
American Life Project.

The range of available options 
for accessing Wi-Fi service is 
broad, and each seems to come 
with its own pros and cons.

Bus & Motorcoach News sur-
veyed a handful of operators across 
the country to get an idea of the 

type of connectivity they’re opting 
for, what they pay for it, what they 
charge their passengers for the ser-
vice, and issues that crop up.

Here are snapshots of how 
coach companies — large and 
small — are incorporating the ser-
vice into their operations, plus a 
look at the increased demand for 

Wi-Fi is everywhere, including on buses, but it’s no simple matter
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Contact your ABC Account Manager for more info. 

WESTERN REGION  Costa Mesa, California  
800.322.2877   
MIDWEST REGION  Faribault, Minnesota  
800.222.2875  

SOUTHWEST REGION  Grand Prairie, Texas  
800.222.2877 

NORTHEAST REGION  Camden, New Jersey  
800.222.2873 

SOUTHEAST REGION  Winter Garden, Florida  
800.222.2871  

www.abc-companies.com

7/11/14

  Photos and info for pre-owned units available at  
www.abc-companies.com/inventory.asp

  View ABC’s pre-owned inventory at  
www.abc-companies.com & www.busbuys.com

Additional Van Hool C2045 Repower units available:
(All units have rebuilt Detroit Series 60 engines with 1 year warranty, 
serviced per ABC Sale Ready Select List, and include new white paint and 
aluminum wheels.)

    VIN   Year      Model        Eng/Trans       Price

47062 2006 VH C2045 Repower Detroit / Allison $265,000
47477 2007 VH C2045 Repower Detroit / Allison $274,000
47623 2010 VH C2045 Repower Detroit / Allison $395,000
47625 2010 VH C2045 Repower Detroit / Allison $395,000

•  Rebuilt Detroit Series 60 with 1 Year Warranty
•  Rebuilt Allison B500 with 2 Year Warranty
•   Serviced per ABC Sale Ready Select List
• Aluminum Wheels
• New White Paint
   $279,000

2007  
Van Hool C2045 Repower
VIN 47452 

Coach Repower Upgrades

All Used vehicles sold “As-is.” Actual coach may vary from photo. Conditions may vary by location.  
No warranties expressed or implied. Financing and special lease rates available to qualified customers.

2006 
MCI D4500 
VIN 56751

ABC Companies’ 
Featured Pre-Owned Equipment 

• 2012 Front Cap
• 57 Passenger
• Lift Ready
• DOT sticker

• New Seat Covers
• New White Paint
   $125,000

2001  
Van Hool C2045’s
VIN 45175, 45176, 45178, 45180

• Detroit / Allison
• 56 Passenger
• Seat Belts
• Both Under 222K miles

• Kneeling Bus
• Aluminum Wheels
   $259,000

2009  
Setra S417’s
2 available: VIN 00829, 00830  

Additional units available:
    VIN        Year/Model      Eng/Trans    Price         
52588 2000 MCI 102DL3 Detroit / Allison $65,000
52591 2000 MCI 102DL3 Detroit / Allison $65,000

• Detroit / Allison
• 55 Passenger
• 6 Monitor Video

• 480k Miles
• New Paint
  $200,000
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In mid-June, for the first time, 
four southeastern states collabo-
rated on a three-day traff ic en-
forcement blitz aimed at commer-
cial vehicles.

The initiative was dubbed Op-
eration Safe D.R.I.V.E on I-95.

The crackdown tentatively was 
slated to be repeated July 29-31, 
with at least a half-dozen law en-
forcement agencies from Florida, 
Georgia and North and South Car-
olina working to eliminate fatal 
commercial vehicle crashes.

In Georgia, the program has 
been strongly endorsed by the 
Georgia Motorcoach Operators 
Association.

When the Georgia Department 
of Public Safety and the Georgia 
State Patrol launched the initiative 
in the Peach State, leaders from 
the Georgia Motorcoach Opera-
tors Association were at a press 
event to support the stepped-up 
enforcement program.  

“This association has long sup-
ported improving our safety record 
as an industry,” said Brenda Tidwell, 
co-owner of Leisure Time Charters 
and Tours in Emerson, Ga., and 
president of the Georgia Motor-
coach Operators Association. 

“We are concerned that those 
in our care will have a relaxing, 

enjoyable — and safe — experi-
ence with motorcoach operators in 
Georgia. We’re partners with the 
Georgia Department of Public 
Safety.  We welcome every oppor-
tunity to work with them to pro-
mote safe operations and to make 
changes to Georgia laws dealing 
with safe travel in our state.

“We’re also actively involved 
in national bus organizations, 
which support safer federal oper-
ating standards for motorcoaches 
and constantly seek to add value to 
our customers’ travel experience 
through support of state and fed-

eral agencies whose mission is to 
implement safe operating practic-
es,” continued Tidwell.

“We commend the department 
(of public safety) for its leadership 
in this area, and look forward to 
continued partnership with them, 
as well as our federal agency 
partners.”

The Georgia Motorcoach Op-
erators Association urges groups 
and individuals who charter buses 
to go to the website of the Federal 
Motor Carrier Safety Administra-
tion and access the latest informa-

John Keys, who coordinates government affairs for the Georgia Motorcoach 
Operators Association, addresses Georgia and South Carolina law enforcement 
officers at the kick-off event for I-95 enforcement initiative.

Ga. operators support I-95 crackdown

NEW ORLEANS — The United 
Motorcoach Association is forecast-
ing record attendance at next year’s 
UMA Motorcoach Expo here.

UMA, which has been conduct-
ing Expos for 30 years, told its 
members that having the show in 
New Orleans “is sure to bring more 
attendees than ever before as we 
showcase our industry’s best from 
the Big Easy.”

And, in a message aimed at 
Expo exhibitors, UMA said that 
“with an anticipated record atten-
dance, buyers will be looking for 
your products and services.  

“Attendees who came to (Los 
Angeles for) Expo 2014 to buy 
spent an average of nearly $500,000 
each on equipment, products and 
services on-site,” UMA said.

“2015’s Expo is sure to drive 
sales to new heights,” the associa-
tion added.

Specifically, UMA is predicting 
the following about Expo 2015:

• Exhibitors will see nearly 
2,000 bus and motorcoach industry 
personnel over just a few days

• 4 out of 5 attendees will be de-
cision makers for their companies 

who make their decisions based on 
what they see at EXPO

• 78 percent of EXPO attendees 
will be company presidents, CEOs 
and top executives who will be mak-
ing major purchases on-site

Motorcoach Expo at Travel Ex-
change is the largest annual gathering 
of bus owners and operators in the U.S. 
The 2015 show will be Jan. 18-22.

On the first day of Expo — Sun-
day, Jan. 18, there will be a “new 
speed networking session.”

During the event, motorcoach 
operators will have an opportunity to 
meet with NTA tour operators and 
tour suppliers “to help you build 
your business and partnerships. 

“You will receive a speed net-
working appointment schedule at 
the beginning of the session.”

UMA says space for the speed 
networking event will be limited. 
Information on registering for the 
new program at Expo will be re-
leased in coming weeks.  

Industry vendors and suppliers 
interested in reserving exhibit space 
for the New Orleans Expo should 
contact Brian Carsten at (770) 810-
6974, or email uma@naylor.com.

UMA has big expectations
for Motorcoach Expo 2015

CONTINUED ON PAGE 9 c
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WASHINGTON — It’s looking 
increasingly likely the Senate and 
House will adopt similar legislation 
that will keep the federal Highway 
Trust Fund solvent until at least 
next May, avoiding possible wide-
spread shutdowns of federally fund-
ed highway projects.  

Both the House Ways and 
Means and the Senate Finance com-
mittees approved bills last month 
that would provide roughly $10 bil-
lion to keep a cash-strapped High-
way Trust Fund solvent for the next 
9 or 10 months. 

Despite strong objections raised 
by Democrats, the GOP-controlled 
House committee easily reported 
the bill to the floor. The full House 
will consider the measure before its 
August recess.  

The Senate Finance Committee 
reported a bill to the floor that 
would allow the transfer of $10.8 
billion to the highway account 
through next spring.

The measure, sponsored by 
committee Chairman Ron Wyden, 
D-Ore., marks a significant step to-
ward guaranteeing federal dollars 
reach the states to pay for large-
scale infrastructure projects.

Transportation Secretary An-

thony Foxx has been warning law-
makers for months the Highway 
Trust Fund would fall short on cash 
in August, putting thousands of 
construction jobs at risk.

Both bills would approve the 
transfer of $1 billion from the Leak-
ing Underground Storage Tank Trust 
Fund and extend customs fees.

They also would rely on the ac-
counting practice known as pension 
smoothing as a source of funding. 
Pension smoothing allows compa-
nies with defined benefit retirement 
plans to assume higher interest rates 
when calculating the amount of 
money needed to contribute for em-
ployees’ retirements.

Wyden tweaked the Senate leg-
islation in an effort to ensure Re-
publican backing.

House Ways and Means Chair-
man Dave Camp, R-Mich., said the 
bill “is a much better approach than 
any proposal to just get us through 
the end of this year.” 

Before approving the bill, the 
committee rejected 23-16, along 
party lines, an amendment offered 
by Rep. Earl Blumenauer, D-Ore., 
that would have extended funding 
for the trust fund through the end of 
the year to give lawmakers time to 
approve a long-term surface trans-
portation funding plan. The amend-
ment also would have noted that it is 
the sense of Congress that long-
term transportation authorization 
should be enacted.

Two key Senate Democratic 
transportation leaders, Senate Envi-
ronment and Public Works Commit-
tee Chairwoman Barbara Boxer of 
California and Sen. Tom Carper of 
Delaware, have come out against 
the Wyden-Camp solution to high-
way funding. 

The “plan to kick the can down 
the road and pass a temporary patch 
for the Highway Trust Fund until 
next May derails the effort to pass a 
long-term transportation bill this 
year,” Boxer said in a news release.

Meanwhile, the U.S. Depart-
ment of Transportation announced 
it will begin rationing the reim-
bursements it sends states for high-
way work already done.

Transportation Secretary An-
thony Foxx notified the states by 
letter last month that, as of Aug. 1, 
reimbursements will be sent twice a 
month rather than daily. Also, the 
amounts will be only a share of 
whatever is in the fund when the 
checks are cut.

WORKS THE BEST - COSTS LESS 
WHILE OTHERS ARE CONTINUALLY CHANGING FORMULAS, SUPER 
STRENGTH POT SHOT’S QUALITY REMAINS UNSURPASSED. THERE’S 
SIMPLY NO BETTER ODOR CONTROL PRODUCT FOR THE RESTROOM.  
PLEASE CALL FOR COMPLETE INFORMATION AND YOUR FREE SAMPLE. 
POT SHOT IS AVAILABLE IN 2 OZ, 8 OZ, GALLONS, PAILS AND DRUMS 

(800) 879-8648  -  (702) 564-6454  -  www.unitchemical.com 

FORMULATED RIGHT THE FIRST TIME!!! 

60 Years Manufacturing Environmentally Safe Products 

POT SHOT 
TRY IT 

SPECIAL
128

PREMEASURED
SERVICES 
$37.95

DELIVERED
ANYWHERE
IN USA AND 

TERRITORIES

29¢
PER SERVICE 

LA JOLLA, Calif. — Think 
you’ve finally learned the ins and 
outs of the fed’s Compliance, 
Safety, Accountability program, 
and gotten its nuances under con-
trol? Think again.

Safety compliance expert Jeff 
Davis, principle officer for Fleet 
Safety Services, told a trucking 
symposium here that a tidal wave 
of add-on CSA regulations and re-
quirements is about to hit the 
commercial vehicle industry.

Citing “regulation fatigue” at 
the executive level, Davis never-
theless maintains that fleets will 
have to redouble their efforts to 
stay ahead of the curve on CSA to 
protect their BASIC scores, which 
are being closely monitored by 
many law enforcement agencies, 
insurance companies, and custom-
ers, as well as the Federal Motor 
Carrier Safety Administration, 
which created the safety octopus. 

“We’ve come through Phase 1 
of the CSA,” Davis explains, 
“which was the actual launch of the 
program and understanding how it 
would work. For better or worse, 
we now have that information.

“Now we’re entering Phase 2, 
which is the actual intervention 
phase, which CSA was all about 

in the first place.”
In other words, Davis says, 

fleets must shift from educating 
themselves about CSA to learning 
how to operate in a world largely de-
fined by how the program views 
them — a process made even more 
complicated by the fact that new 
CSA requirements are looming and 
the program itself is being used (and 
abused) in ways never intended.

‘Real’ reason for CSA
Davis told symposium attend-

ees that in his estimation, a pri-
mary internal purpose of the CSA 
program was to force motor carri-
ers into using electronic logs. He 
maintains that use of e-logs is the 
only way fleets today can accu-
rately track and control hours-of-
service compliance to head off 
detrimental CSA scores.

New CSA realities now re-
quire fleets to use doctors with a 
Medical Providers Certification to 
gauge the health of their drivers.

“The days of simply fogging a 
mirror to get a medical card are 
over. Your drivers must get a full, 
complete physical to drive.”

More annoying, David says, is a 
brand-new requirement he recently 
discovered that calls for the govern-

ment-certified doctor to, in turn, be 
re-certified by the fleet as well.

“You have to place a note in 
the driver’s f ile that the doctor 
who passed him or her as fit for 
duty is government certified,” he 
explained. “You have to go to the 
FMCSA website and verify they 
are certified. This regulation crept 
up on us and I had no idea it was 
even being considered until I ran 
up on it.”

Additionally, Davis believes 
that hair testing for CSA’s driver 
drug and alcohol clearing house 
may soon be required.

Be proactive
“My advice to fleets is to be 

proactive on this front now,” he 
stresses. “I recommend checking 
your database on every driver to 
ascertain whether they’ve had a 
prior drug or alcohol violation and 
follow up to make certain they are 
in compliance now.”

“The bottom line is that fleets 
are simply going to have to be 
more hands-on in helping their 
drivers get and keep their medical 
cards,” says Davis.

“It’s going to take more time, 
more resources and more people 
to do so.”

House, Senate committees
advance highway measures

More CSA-related mandates coming
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TUSCALOOSA,  Ala .  — 
 Randall-Reilly, publisher of a pair 
of leading trucking industry maga-
zines, Commercial Carrier Journal 
and Overdrive, has released in its 
Trucker Tools smartphone applica-
tion a new function to help drivers 
find medical examiners based on 
their location and via search.

Listings in the Trucker Tools 
app come directly from the Feder-
al Motor Carrier Safety Adminis-
tration, and Randall-Reilly says 
it’s updated each morning, keep-
ing the list current.

The FMCSA listings are avail-
able online, but the agency system 
can be hard to use from a mobile 
device and on the road, which is 
where drivers may f ind them-
selves when in need of a re-certifi-
cation of their medical cards — if 
they haven’t been paying attention 
to the expiration date.

To find an approved examiner 
from the registry, a driver opens 
the app and taps the Medical Ex-
aminers button.

The app will use the phone’s 
location services — both cellular 
network and GPS signal — to pull 
up a list of examiners within a 

 radius of up to 100 miles.
The listings are sorted by prox-

imity and give the name of the ex-
aminer, what type of examiner he 
or she is (M.D., nurse practitioner, 
chiropractor and the like), address, 
hours of operation, distance from 
the driver’s location, a button to 
call the facility and a button that 
launches a map with directions to 
the facility.

It’s suggested drivers have 
their phone’s GPS switched on 
when using the medical examiner 
functionality within the app.

The federal rule requiring 
drivers to see an FMCSA-ap-
proved medical examiner for their 
USDOT medical certif ication 
took effect in late May. (See June 
15 Bus & Motorcoach News.)

To learn more about the An-
droid version of the Trucker Tools 
app, go to https://play.google.com/
store/apps/details?id=com.sale-
bug.truckstop.

For the iPhone version, go to 
https://itunes.apple.com/us/app/
trucker-tools/id362413088?mt=8.

To learn more about the regis-
try, go to http://nationalregistry.
fmcsa.dot.gov.

transitsales.com | sblbus.com  •  (800) BUS-SALE

• World’s most diverse inventory
• We offer Quality delivered on time
• A Customer Service driven philosophy

Pre-owned Transit Buses for Sale & Lease
• Nation’s Largest CNG Transit Inventory
     • EPA/CARB Compliant Transit Buses

Variety of Different Models &
Configurations Available Immediately

App helps drivers in locating 
certified medical examiners WASHINGTON — Another 

8,000 health professionals have 
been added to the National Regis-
try of Certified Medical Examin-
ers since the new system for 
USDOT medical examinations 
launched at the end of May with 
an initial roster of 22,000 provid-
ers, the Federal Motor Carrier 

Safety Administration reported.
An additional 22,500 medical 

professionals have initiated the 
p r o c e s s  f o r  g a i n i n g  t h e i r 
certification.

All interstate commercial 
truck and bus drivers must pass a 
USDOT medical examination at 
least once every two years to ob-

tain a valid medical certif icate 
and maintain their CDL.

And, as required by federal 
regulation, all new USDOT medi-
cal examinations are required to 
be performed by a medical exam-
iner who has completed the re-
quired training and passed an 
FMCSA certification test.

Certified medical examiner roster jumps

VICTORIA, British Columbia 
— The western Canada province 
of British Columbia is boosting 
speed limits on more than 800 
miles of roadways.

Transportation Minister Todd 
Stone revealed the results of a pro-
vincial Rural Highway Safety and 
Speed Review last month, and an-
nounced speed limit increases on 
35 sections of highway covering 
1,300 kilometers, plus other 
changes.

The increases mean that 
stretches of highway, such as the 
Coquihalla from Othello Road 
near Hope to the Highway 1 junc-
tion near Kamloops, now permit 
drivers to travel at a maximum 
speed of 120 kilometers per hour 
(75 miles per hour), up from 110 

km/h (about 69 mph).
New speed limits are also in 

effect along stretches of the Fraser 
Valley, Sea to Sky Highway, and 
parts of Vancouver Island and the 
Southern Interior region.

The safety review indicated 
that targeted enforcement, driver 
education, improved vehicle tech-
nology and stiffer penalties have 
all contributed to a 28 percent de-
crease in serious crashes on pro-
vincial highways since 2003.

“The actions we’re taking 
were the subject of a thorough 
technical review by our engineers, 
and the ministry is committed to 
ongoing monitoring and evalua-
tion of speed limits and other 
highway safety measures,” Stone 
said in a statement.

B.C. boosts highway speeds

WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration has issued a clarification 
about printed copies of on-duty-
status records kept by drivers 
electronically.

The clarification, published in 
the Federal Register, is aimed at 
drivers who use laptop computers, 
tablets and smartphones to help 
them prepare the documents.

Federal law currently allows 
bus and truck drivers to use such 
electronic devices but they are not 
the same as electronic onboard re-

corders or electronic logs, which 
are connected to the vehicle en-
gine and which law enforcement 
officers can read. 

While the alternative devices 
are acceptable, along with elec-
tronic signatures, drivers also 
must be able to print out copies of 
their duty records upon request 
from enforcement officials, mean-
ing drivers better keep a printer 
handy.

Simply showing an officer the 
computer or smartphone screen is 
not acceptable.

FMCSA wants printed duty records
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Toyo Tires M144 Now Available Through Motorcoach Tire Sales, LLC.
FEATURING:

 Direct shipment from distribution center to operator
  The fi rst U.S. offered 75mph speed rated MOTORCOACH tire 
with a single load rating of 9,370Ibs.
 7% more tread than industry standard
 Utilization of “e-balance” technology
   “ SmartWay Verifi ed” Low-Rolling Resistance

“eRating” Qualifi ed
 Easy purchase terms

M144 MARKET FEEDBACK
“ ABC Service Centers have sold hundreds of 
Toyo tires with very happy repeat customers”
Roman Cornell, ABC Bus, Winter Garden, FL

“ We have been very impressed with the ride 
quality and performance of the Toyo tires”
Mike Dickson, President, Southeastern Stages, Atlanta, GA

“ We have been testing the Toyo tires and they 
have been performing extremely well”
Brian Scott, President, Escot Bus Lines, Largo, FL

“ The tires are doing great. Thanks for the 
good service and product”
Andy Barder, President, Corporate Coach, Ft Lauderdale, FL 

“ The Toyo tires we are currently running are 
giving us a superior ride and are showing 
better wear patterns than we have seen 
in many years. Customer service is A+, 
something that a lot of companies have 
forgotten about”
John Adams, President, Southern Coach, Dothan, AL

“ DATTCO has 20 sets running on our Van 
Hools and while we do not have mileage 
collected as of yet, the response from the 
drivers has been very positive concerning 
handling and ride quality”
Mike Verna, Fleet Manager, DATTCO Bus Lines, New Britain, CT

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

NOW 
AVAILABLE

685448_Motorcoach.indd   1 3/12/14   10:37 AM

SACRAMENTO, Calif. — 
Just over a year after a deadly fire 
focused new scrutiny on limousine 
safety in the state, a scathing new 
audit found the California Public 
Utility Commission fails to en-
force state safety laws, lacks prop-
erly trained investigators and is-
sues skimpy fines to transportation 
companies that it sometimes 
doesn’t even bother to collect.

Its safety inspectors some-
times base investigations solely on 
telephone calls with bus and lim-
ousine companies without ever 
visiting them or looking at their 
vehicles, the audit revealed.

And auditors found an investi-
gator even failed to take action 
after witnessing a “clear safety 
hazard” — a driver boarding 13 
passengers, including two children 
riding on adults’ laps, in a van li-
censed for 11 people.

The report raised questions 
whether the commission can han-
dle new, tough safety rules for 
limos and buses enacted after the 
gruesome limousine fire on the 
San Mateo Bridge in May 2013 
killed five women on their way to 
a bridal party. (See July 1, 2013, 
Bus & Motorcoach News.) 

“I really didn’t think it was 
going to be this bad, that we’d find 
such a lack of oversight and so 
many safety concerns,” said state 
Senate Majority Leader Ellen Cor-
bett, who requested the audit. 
“People aren’t doing their jobs.”

The PUC Transportation En-
forcement Branch lacks profes-
sional standards and properly 
trained investigators and seems 
incapable of correcting its defi-
ciencies, the audit states.

The transportation branch 
lacks “effective program leader-
ship,” state Auditor Elaine Howle 
said in a statement.

PUC Executive Director Paul 
Clanon wrote in a response to the 
audit: “We largely agree with the 
audit’s individual findings. We re-
spectfully disagree with the over-
arching conclusion that PUC fails 

to adequately ensure consumers’ 
transportation safety.” The agen-
cy’s efforts “have not been trivial, 
nor a failure.”

While the audit focused on the 
PUC’s oversight of limos, buses 
and passenger vans, the agency 
doesn’t inspect smaller limousines 
licensed to carry no more than 
seven passengers, like the Lincoln 
Town Car in last year’s fire.

No state agency performs safe-
ty inspections for smaller limou-
sines and has no rules governing 
the conversion of regular-size cars 
into stretch limos, which often oc-
curs in private garages where they 
are cut in half and lengthened with 
a long passenger cabin.

In light of the audit, Corbett 
questioned whether the PUC could 
enforce a bill she sponsored last 
year in response to the bridge fire 

that requires all limousines to have 
emergency exits, including older 
model cars that require retrofits. 
The bodies of the women who 
died in the burning limo were 
found crowded around the front of 
the car’s passenger compartment 
trying to follow four survivors 
who crawled one-by-one through 
the only exit: a small rectangular 
opening to the driver’s seat. 

“I am worried that if on-site 
visits aren’t being conducted, we 
might not have the oversight to en-
force these important regulations,” 
Corbett said. “I am going to be 
watching the PUC very closely.”

She also questioned whether 
the commission could handle reg-
ulating cars-for-hire through Inter-
net sites like Uber, Lyft and 
Sidecar.

Auditors also found that the 

PUC often fails to complete inves-
tigations and issue fines in a timely 
way, averaging a 46-day wait to 
begin investigations after receiving 
a rider complaint and taking 238 
days on average to complete it. 
Eight of 40 cases that were audited 
took more than a year to complete.

The audit also found fines are 
not issued on a timely basis and 
are often less than the maximum 
amount allowed. In one instance, a 
$12,000 fine was issued for a fatal 
van accident when a $20,000 fine 
could have been levied.

In other cases, no fines were is-
sued even through safety violations 
were found to have occurred. 

After the limo fire, the PUC 
fined San Jose-based Limo Stop 
$7,500 because the limo was car-
rying nine passengers — two be-
yond its limit.

Investigators blamed the fire 
on a “catastrophic failure of the 
rear suspension system” that 
caused the car to drop onto its 
drive shaft. The resulting friction 
ignited carpeting in the passenger 
compartment, which quickly filled 
with black smoke. No criminal 
charges were filed in connection 
with the incident

California bill on corporate taxes fails — barely
SACRAMENTO, Calif. — A 

bill that would have linked the rate 
of the state corporate income tax 
imposed on a company to the 
amount the company pays its top 
executive has failed — at least for 
now and not by much.

The bill would have put the tax 

rate at 7 percent for a company 
whose highest-paid employee’s 
salary was no more than 25 times 
the company median salary, and 
the scale would have topped out at 
13 percent for a company where 
that ratio exceeded 400-to-1.  

The current state tax rate is 

8.84 percent, which is among the 
higher corporate rates in the 
country.

The bill (S.B. 1372) received a 
majority vote in the state senate 
(17-15), but did not get the su-
permajority required for a tax 
increase.

Audit rips California PUC over limo, bus safety lapses
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repeated criticism of the agency, 
renewed after every fatal motor-
coach crash.

“There has been a lot of criti-
cism from the National Transporta-
tion Safety Board and Congress 
that they (the FMCSA) haven’t 
done enough,” she said. “They are 
reacting to that criticism and they 
are not giving anybody a bye.

“It used to be that if you had a 
couple of things wrong you might 
get a bye. Now you are going to be 
shut down.”

Others who work closely with 
motorcoach operators agree with 
Sandberg’s assessment.

“They are going through your 
paperwork with an eye, I would 
say, toward maximum enforcement 
action,” said Dru Carey, a New 
York City attorney who represents 
bus companies and led the forma-
tion of an association of Asian-
American carriers.

It may take 45 to 60 days for an 
operator to avoid a closure or re-
gain its operating authority, added 
a safety consultant who asked that 
he not be named. “We have seen 
some back as quickly as 30 days. It 
depends on what their defects 
were.”

On the other hand, Sandberg 
said, “I am working with two com-
panies that have been shut down 
for over a year and another that is 
approaching a year.”

And it’s not just companies that 
have been shut down that get 
caught in the FMCSA waiting 
game. A “conditional” safety rat-
ing has become the new purgatory, 
with operators waiting for weeks 
or (more likely) months before in-
spectors get around to a re-inspec-
tion that could result in a condi-
tional rating being upgraded. 

And while a company waits, 
the competition moves in like vul-
tures, making customers aware of 
the lowered safety status; insur-
ance rates become problematic, 
and lenders get nervous.

The wages of sin
The costs of recovering from 

an FMCSA enforcement action 
can be enormous.

“Attorney’s fees and consul-
tants’ fees and some of the correc-
tive actions can run over a couple 
of hundred thousand dollars,” 
Sandberg said.

“I have seen fines in the hun-
dreds of thousands. It depends on 
the carrier’s gross revenue and num-
ber of violations. For smaller carri-
ers, the fines can run from $5,000 to 
$30,000 or $40,000. Your insurance 
rates are going to go up. There will 
be other repercussions, like loss of 
customers. It’s going to take a long 
time to dig out of that hole.”

Adds Carey: “While you are 
out of service, you have to keep 

making insurance payments and 
bus payments. It can kill you. It can 
put you out of business.”

During the first half of this year, 
the FMCSA announced the shut-
down of eight more passenger carri-
ers on top of the 52 ordered out of 
service during Operation Quik 
Strike last year, declaring them im-
minent hazards or finding that their 
responses to unsatisfactory safety 
ratings were unacceptable.

A carrier facing the threat of 
shutdown should immediately or-
ganize the safety and compliance 
program it should have put in place 
years ago.

Some carriers simply don’t take 
safety and compliance seriously, 
said one consultant. “Companies are 
as safe and compliant as the owner 
wants them to be. The only thing 
they are worried about is the opera-
tions side. They are not worried 
about the compliance side. Eventu-
ally that is going to catch them.”

“As an agency administrator, it 
would frustrate me to see operators 
who would, by the seat of their 
pants, purchase a vehicle and, by 
the seat of their pants, start driving 
it,” Sandberg said. “They don’t do 
any of the filings or learn any of 
the rules. They need to view com-
pliance with the same importance 
as maintenance for their bus.

“They should invest the same 
time and money for their files. I tell 
companies if you don’t have the 
money to do the compliance stuff, 
you shouldn’t go into the business.”

Carriers are likely to come 
under scrutiny if they compile un-
favorable scores in the FMCSA 
Safety Measurement System, 
which tracks inspection results, ci-
tations and accident experience.

“When you have bad percentag-
es in just about any area, they are 

looking at you already,” said Carey.
Sandberg believes all carriers, 

however, will go under the micro-
scope eventually. “I am told they are 
doing every passenger carrier in the 
country. If there is a passenger carri-
er that hasn’t been audited, stand by.

“Take the time to have some-
body go through your program and 
help you. There are a gazillion reg-
ulations, so any investigators worth 
their salt can probably find a viola-
tion against any company.”

Delay can be devastating, she 
added. “If you are called and told 
you are going to get an audit, im-
mediately you should consider if 
you should have somebody help 
you. A lot of companies think they 
can handle it themselves because it 
is too expensive to hire someone. 
But it really is expensive to deal 
with these things after the fact.”

Importance of organization
A carrier should be as organized 

as a library with every record placed 
in the correct order in the correct 
file placed on the correct shelf at the 
correct time.

“You want your files to be clean 
and orderly. It is always better when 
they come in and see that your busi-
ness is squared away,” Sandberg said. 
“It is so much better if everything is 
organized by bus number and driver 
name. You want the auditors to see it 
is all done with some methodology. 
You want to prove to them that you 
are following regulations.”

 Successful compliance begins 
with hiring, one consultant said. 
“When a company is in trouble, we 
normally see that they don’t have a 
good hiring process that starts with 
hiring quality drivers.”

Major problems also can lurk 
in the drug and alcohol testing 
program.

“That can be fairly complex,” 
Sandberg said. “Test drivers before 
you hire them and do your randoms 
at the proper rate. Some bus compa-
nies have seasonal fluctuations in 
employment and get nailed for not 
testing at the proper rate. You need to 
base your testing on your average 
numbers for each quarter and not 
your average for the entire year. I 
have seen four companies nailed for 
that recently.”

Carriers must employ a drug 
and alcohol testing vendor who un-
derstands the complexities of trans-
portation regulations, she noted.

 “Some companies may have 
only dealt with state or local regu-
lations and don’t understand fed-
eral regulations very well. It is in-
cumbent upon the carrier to make 
sure they have a reputable compa-
ny to help them set up and follow a 
protocol. In the end, it is the carrier 
that is held accountable.”

In addition to maintaining me-
ticulous files, carriers need to guard 
against discrepancies between files.

Carey has found that some 
companies have not paid sufficient 
attention to alerts from their GPS 
(global positioning satellite) fleet 
tracking service.

“They are definitely looking at 
your GPS for speeding violations. 
If you are not responding to driver 
speeding violations you are seeing 
on your own, they are going to 
slam you.”

She also urged correlations of 
driver vehicle inspection reports 
and maintenance records, not only 
to confirm that repairs were made 
after drivers wrote up issues. “If 
they see a repair and don’t see the 
issue noted on the DVIR, they can 
say this DVIR is false because it 
didn’t cite the repair that was subse-
quently needed.”

When speed is justified
When the clock starts counting 

down toward a potential out-of-ser-
vice order or loss of authority, haste 
is needed.

“The most important thing is to 
get it done very thoroughly and 
very quickly,” Carey said. Carriers 
must give the FMCSA time to re-
view and respond to their correc-
tive action plans within the time 
windows specified in the adminis-
tration’s regulations. “If it takes too 
long, you are out of service. Once 
you are out of service, once you 
have lost operating authority, reap-
plying could take months.”

FMCSA regulations state that a 
proposed “unsatisfactory” safety 
rating can result in a rating of 
“unfit” “after 45 or 60 days if nec-
essary improvements are not made.”

Another section of the regula-
tion adds, “If a proposed “unsatis-
factory” rating or a proposed deter-
mination of unf itness becomes 
final, FMCSA will, following no-
tice, issue an order revoking the op-
erating authority of the owner or 
operator.”

“With an unsatisfactory rating 
and 45 days to act, you cannot give 
them the corrective action plan on 
the 44th day,” Sandberg said. “You 
need to give the agency at least a 
couple of weeks to review your 
plan.”

Once the required time runs out, 
the clock slows to a crawl. “They 
are not in a big rush to get you back 
in business,” Sandberg said.

And, the proposed plan must be 
meticulous.

“It takes a rigorous, complete 
and thorough response that com-
pletely addresses in every single, 
tiny detail, every detailed complaint 
they have made,” Carey said.

The plan also must prove that 
the carrier has learned how it must 
perform going forward, she said. 
“The company needs to show that 
they don’t rely upon a consultant to 
understand the nature of what they 
were doing wrong. They need to 
show that they themselves — the 
owner, the management, the safety 
department — understand FMCSA 
regulations to the Nth degree and 
are monitoring their safety and 
compliance themselves.”

But some carriers fortunate 
enough to escape the wrath of an 
audit once will not learn their les-
son and have simply delayed an in-
evitable fate, a consultant said.

“They go right back to the 
same bad habits. Once they are put 
out of service a second time, they 
probably are not going to be turned 
back on a second time.”

The FMCSA “is using its au-
thority in a very broad manner. Car-
riers really need to be on top of their 
game,” Sandberg said. “Some of 
these regulations are a pain in the 
neck and some of them seem petty, 
but they really are about safety.”

WASHINGTON — The Federal 
Motor Carrier Safety Administration 
ordered Lakeville, Minn.-based On 
Eagles Wings Charters to immedi-
ately cease all passenger transporta-
tion operations after f inding the 
company was endangering the travel-
ing public by failing to assure the 
safety of its vehicles and drivers.

The FMCSA said the company 
operating practices presented an 
“imminent hazard.”

In a 16-page order, the FMCSA 
cited numerous defects in the com-
pany’s 10-bus fleet, as well as its 
failure to ensure its buses were sys-
tematically inspected, repaired and 
maintained.

According to the safety agency, 
an inspection of f ive company 
buses ready for dispatch resulted in 
four being placed out of service 
immediately.

“In all, 40 separate safety viola-
tions were recorded for the four ve-
hicles, including inoperative brakes 
and broken frame rails,” the FMCSA 

reported. “The fifth  motorcoach in-
spected was cited for inoperative 
brakes on one axle and multiple air 
leaks in the braking system, as well 
as a damaged windshield.”

The federal investigation also 
found the company had failed to as-
sure that its drivers were properly 
qualified and licensed to drive a com-
mercial bus and that they adhered to 
federal hours-of-service rules.

The FMCSA also cited On Ea-
gles Wings for missing records of 
duty status, exceeding hours of ser-
vice limits, and falsifying records of 
duty status.

However, it was one incident in 
April that sent federal regulators into 
orbit.

According to the FMCSA, sev-
eral On Eagle Wings buses were 
transporting a large group back to 
Minnesota from Louisville, Ky., 
when the driver of one bus became 
sick and couldn’t drive.

Company owner Mike LaDue 
allowed a passenger to drive the 

bus from Tomah, Wis., to Edina, 
Minn., a distance of 180 miles, and 
then falsified the driver’s hours-of-
service records to hide the viola-
tion and others.

LaDue told the Minneapolis 
StarTribune he succumbed to the 
pressure of demanding passengers 
and regretted his decision to allow a 
passenger to drive the bus, but vowed 
he would use the experience to pri-
oritize safety.

“I folded under pressure,” LaDue 
told the newspaper. “It was a terrible 
decision but I wanted to save the 
account.…I made some mistakes. I’m 
the first one to admit that. But I didn’t 
think I put anyone in harm’s way or 
put them in imminent danger.”

The feds didn’t agree.
 “Companies that choose to 

disregard vital safety regulations 
and put innocent lives at needless 
risk will be prohibited from operat-
ing on our highways and roads,” 
said U.S. Transportation Secretary 
Anthony Foxx.

Feds shut down Minnesota operatorConsultants weigh in
CONTINUED FROM PAGE 1
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RICHFIELD, Ohio — It looks 
like Alan Spachman, founder and 
former chairman of National Inter-
state Corporation, will be re-elect-
ed as a director of National Inter-
state despite leading two proxy 
fights during the past 15 months 
that were opposed by National In-
terstate’s corporate parent. 

Spachman, National Interstate, 
American Financial Group, and 
Great American Insurance Co. an-
nounced last month they had 
reached an agreement that likely 
will assure Spachman’s re-election 
as a National Interstate director. 

American Financial Group is 
the largest stockholder of National 
Interstate, owning 51.6 percent of 
the outstanding shares. Great 
American is a subsidiary of Amer-
ican Financial and holds the Na-
tional Interstate shares owned by 
American Financial.

Spachman is the largest indi-
vidual stockholder of National In-
terstate, owning roughly 9.2 per-
cent of the outstanding shares.

Earlier this year, Spachman led 
a fight to block American Finan-
cial and Great American from buy-
ing all of the outstanding stock of 
National Interstate not already 
owned by American Financial and 
converting National Interstate into 

a private company.
Spachman even filed a lawsuit 

to block the American Financial 
purchase offer, which was with-
drawn after a federal court indicat-
ed Spachman’s suit had substance 
and likely could lead to protracted 
and costly litigation.

As the litigation took shape, 
Spachman and American Financial 
traded ugly allegations, some of 
which were reported publicly. (See 
March 15 and April issues of Bus 
& Motorcoach News.)

Last year, Spachman led a 
proxy f ight, also opposed by 
American Financial, which result-
ed in his son being elected to the 
board of National Interstate.  

Under the agreement an-
nounced last month, National Inter-
state agreed to nominate Spach-
man, Patrick J. Denzer, Keith A. 
Jensen, and Ronald J. Brichler to its 
board at the 2014 National Inter-
state annual meeting next month.

Jensen and Spachman currently 
serve as directors of National Inter-
state; Denzer is founder and presi-
dent of LI Ventures, an independent 
investment and advisory services 
firm, and Brichler is executive vice 
president of Great American.

Under terms of the accord, the 
parties agreed to vote all of their 

National Interstate shares in support 
of each of the director nominees. 

 In addition, National Interstate 
agreed to recommend in its proxy 
materials that shareholders vote 
for the director nominees, and “to 
use commercially reasonable ef-
forts to cause Mr. Spachman’s 
election to the board of directors 
by supporting his nomination in a 
manner no less vigorous and fa-
vorable than the manner in which 
it supports the other director 
nominees.” 

For his part, Spachman agreed 

to abide by the terms of the agree-
ment, support the National Inter-
state director nominees, and op-
pose any effort by others to gain a 
seat on the National Interstate 
board.

If he and the others are elected, 
Spachman will serve another two 
years as a National Interstate 
director.

Days after the Spachman-
American Financial agreement 
was filed with the Securities and 
Exchange Commission, National 
Interstate announced that its 2014 

annual meeting will be at 9 a.m. 
Sept. 18, at the company head-
quarters here. 

Because the 2014 annual meet-
ing will be held more than 30 days 
after the anniversary of the 2013 
annual meeting, the company was 
obligated to inform shareholders 
of the revised deadline for the sub-
mission of shareholder proposals 
and director nominations for con-
sideration at the meeting.

Last year, when there was mar-
ginally less acrimony, the National 
Interstate annual meeting was May 2.
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I-95 crackdown
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Accord sets stage for Spachman return to Nat’l Interstate board

tion on Georgia motorcoach com-
panies. (http://www.fmcsa.dot.gov/
safety-security/PCS/Consumers.
aspx.)

“Travelers should use this in-
formation to make an informed 
decision on which company to use 
— and don’t just use price as the 
only standard for your decision,” 
says the association. 

To assure that the motorcoach 
operator is licensed to do business 
in Georgia, the association pro-
motes a link to the Georgia De-
partment of Public Safety website. 
(http://www.gamccd.net/LPCBus-
Carriers.aspx.)

At the kick-off press event, an-
nouncing the four-state initiative, 
John Keys, who coordinates gov-
ernment affairs for the Georgia 
Motorcoach Operators Associa-
tion, addressed event attendees 
along with FMCSA Administrator 
Anne Fer ro; Col.  Mark Mc-
Donough, commissioner of the 
Georgia Department of Public 
Safety; Col. Leroy Taylor of the 
South Carolina Department of 
Public Safety, and Harris Black-
wood of the Georgia Governor’s 
Office of Highway Safety. 

The enforcement surge in June, 
and the similar crackdown July 29-
31, will be followed by a third pro-
gram later in the year.

During the three days of the 

campaign in June, 859 citations 
and 369 warnings were issued to 
drivers of commercial motor vehi-
cles — most of them trucks. At 
least two buses were ordered out of 
service. 

A total of 833 citations and 
369 warnings were issued to driv-
ers of smaller vehicles. 

More than 400 troopers, offi-
cers and deputies from the four 
states patrolled the 900 miles of 
I-95 in those states June 17-19.

“Approximately 112 of the 900 
miles are within the state of Geor-
gia,” noted Major Gene Davis, 
Georgia Department of Public 
Safety Motor Carrier Compliance 
Division commander. 

The acronym D.R.I.V.E. repre-
sents the agencies’ focus on target-
ing distracted, reckless, and im-
paired drivers through high-visibility 
enforcement strategies.

Off icers  are  specif ical ly 
watching for commercial vehicle 
drivers who are speeding, texting 
while driving, following too close-
ly, and driving fatigued. 

“Officers will also be inspect-
ing commercial vehicles and their 
drivers at inspection sites, and our 
officers will not hesitate to issue 
out-of-service orders to any com-
mercial vehicle or driver found to 
be a safety hazard,” Commander 
Davis added.

Georgia ranks fourth in the na-
tion for fatal crashes involving 
commercial motor vehicles.
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Here’s a legal requirement you 
may not be aware of and one that 
carries more than a little potential 
for peril if ignored — in today’s li-
tigious world.

Under the federal Fair Credit 
Reporting Act, if a bus or truck op-
erator uses any information con-
tained in various “consumer re-
ports” to decide not to hire a job 
applicant, the carrier must provide 
a written “post-adverse action” no-
tice to the applicant, outlining in-
formation contained in the report 
that was used as a reason to not 
make the hire.

If the rejected job applicant asks 
for a copy of the report, the carrier 
must oblige within five days.

 A recent $870,000 settlement 
in a lawsuit brought by more than 
7,000 truck drivers against New 
England Motor Freight has again 
put in the spotlight the stringent re-
quirements for motor carriers 
when rejecting job applicants 
based on background checks.

A New Jersey federal court ap-
proved the settlement agreement 
between the New Jersey-based 
motor carrier and a court-certified 
class of truck drivers.

The drivers alleged in a 2012 
lawsuit that the carrier denied them 
employment after conducting crim-
inal background checks, obtaining 
credit reports and driver history re-
cords without their authorization.

The lead plaintiff in the lawsuit 
was a driver whom the carrier did 
not hire because it conducted, 
without his authorization, a back-
ground check that erroneously 
identified him as a convicted felon, 
said the driver’s attorney.

The New Jersey case was the 
latest in a series of driver lawsuits 
alleging violations of the Fair 

Credit Reporting Act, which con-
tains strict requirements when em-
ployers seek “consumer reports” 
on job applicants.

The reports can include crimi-
nal background checks, credit 
checks or driver history records.

The law requires that employ-
ers gain written permission prior 
to performing a background check. 

Motor carriers, however, are in 
some cases exempt from that pro-
vision and are permitted to obtain 
permission orally or by electronic 
means, according to transportation 
attorneys.

It’s not the first case of motor 
carriers failing to comply with the 
strict disclosures required by the 
Fair Credit Reporting Act. Nor will 
it likely be the last, say attorneys 
versed in the field. 

Other legal agreements with 
drivers under the Fair Credit Re-
porting Act have included a $4.4 
million settlement with Swift 
Transportation earlier this year, a 
$2.75 million settlement with U.S. 
Xpress last year and a $2.6 million 
civil penalty assessed in 2012 
against credit-screening firm Hire-
Right Solutions Inc. by the Federal 
Trade Commission.

“I’m surprised that we haven’t 
seen more,” attorney Rob Moseley 
of Greenville, S.C., told a leading 
trucking industry publication. 
“These are class-action cases just 
waiting to be filed. If I was a plain-
tiffs’ lawyer, this is where I would 
be digging.”

Other attorneys agree that the 
future legal landscape could in-
creasingly include Fair Credit Re-
porting Act “attacks” on motor 
carriers.

The Fair Credit Reporting Act 
mandate that appears to be the 

most problematic for companies is 
the requirement that they must pro-
vide a written “post-adverse ac-
tion” notice to job applicants, out-
lining information contained in the 
report that was used as a reason to 
not make a hire. 

Similarly, the requirement that 
the applicant must be supplied a copy 
of the report if they ask for it also is 
getting companies into trouble. 

“That’s the thing that’s getting 
everybody in trouble,” said one at-
torney. “Not many (carriers) are 
actually giving the adverse action 
notice.”

When a driver applies for a job 
in person, the carrier generally 
must f irst supply the applicant 
with a pre-adverse action notice 
before actually rejecting an appli-
cation, noted one attorney.

The pre-adverse action notice 
gives the job-seeker a chance to re-
spond to the report’s contents.

Perhaps the applicant was not 
the same person the record refer-
ences, maybe the report was inac-
curate or incomplete, or maybe an 
applicant can explain he was 
“young and foolish” at the time of 
a conviction, said the attorney.

“Or, maybe you were charged 
with a felony, but you pleaded it 
down to a misdemeanor, but the re-
port shows it’s a felony,” said an-
other attorney. “Maybe the report 
shows the same thing three or four 
times. There is a litany of things 
that can happen that a person can 
explain away.”

Another nettlesome problem 
has centered on carriers’ failure to 
obtain permission from drivers for 
background checks.

“You have to remember that all 
this may be taking place in a very 
fast-paced recruiting and orientation 

Legal Landmine
Background checks: Tread very carefully

Evolution at SW Airlines
Note: The greatest passenger 

transportation success story of the 
past half century has been the ad-
vent of Southwest Airlines. Starting 
in June 1971 with three planes fly-
ing between Dallas and Houston, 
and Dallas and San Antonio, 
Southwest has grown to a fleet of 
more than 550 737s, operating 
more than 3,400 flights daily, and 
employing 45,000. The following 
describes how Southwest is having 
to retool its business model be-
cause of market forces and chang-
ing times. If a behemoth like South-
west can change and adapt…   

By Gary Kelly

This month, we celebrate the 
43rd anniversary of Southwest 
Airlines.

When Southwest first took to 
the skies, there was nothing like it; 
flying was for the rich and elite.

Fares were high and service 
was low. But Southwest had a vi-
sion to offer low fares, friendly 
customer service, and a conve-
nient flight schedule. 

We offered short-haul, high-
frequency service and carved out 
a niche that has served us well.

We launched the low-fare 
 revolution, and we’ve since grown 
to carry more passengers within 
the domestic U.S. than any other 
airline.

But the world has changed 
greatly since 1971. For example, 
record-high energy prices have 
impacted demand; despite the fact 
that our short-haul market share 
increased during the timeframe, 
we served six million fewer cus-
tomers on short-haul routes in 
2013 than in 2000.

That’s significant, especially 
for an airline like Southwest.

We’ve responded accordingly, 
evolving our business model to 
meet our customers’ changing 
needs.

We’ve refreshed our cabin in-
teriors, installing Wi-Fi and offer-
ing free live TV onboard, thanks to 
DISH.

We’re bringing on larger air-
planes that are better suited for 
longer fights. We’ve expanded our 
service in big markets like New 
York and Washington, D.C.

We’ve revamped our Rapid 
Rewards Frequent Flyer program.

We’ve acquired AirTran Air-
ways, and we’re in the final stages 
of integrating our airlines to be-
come one by the end of this year.

That has set the stage for 
launching Southwest’s first flights 
to international destinations. (Ser-
vice to Aruba, the Bahamas and 
Jamaica began in July.)

By year’s end, we’ll offer 
Southwest service to al l  of 
AirTran’s current international 
destinations…with an eye toward 
expanding even further.

What started as a revolution is 
now undergoing an evolution.

But we haven’t changed what 
we stand for: low fares, a conve-
nient flight schedule, and the 
friendliest employees in the world.

Our purpose is to connect you, 
our valued customer, to the mo-
ments that are most important in 
your life through friendly, reliable 
and low-cost air travel.

That was true in 1971, and it’s 
just as true today. Thank you for 
allowing us to share the LUV for 
the past 43 years. Here’s to many 
more!

Gary Kelly is chairman, presi-
dent and CEO of Southwest. This 
column is reprinted from the June 
issue of Southwest’s Spirit magazine. 

process,” noted one attorney. “There 
is in many cases just a lack of aware-

ness of the requirements, and they 
are very strict requirements.
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members of

By Dave Millhouser

As the old folktale goes, three blind guys 
were examining an elephant.

The first grabs the tail and decides an el-
ephant is like a snake; the second gets hold of 
the trunk and is convinced it’s more like a fire 
hose. 

No. 3 wraps his arms around a leg and 
says “you dunderheads…clearly an elephant 
is like a tree trunk.”

Which one was right?
They all were, of course, and yet none 

grasped the whole picture.
In the July 1 issue, I said that coach manu-

facturer advertising claims were essentially 
honest, and they are. On the other hand, it 
might be wise to note that none necessarily 
present the whole picture. 

Fuel economy is a big deal when diesel 
fuel is approaching or above $4 a gallon, and 
virtually every coach builder claims an advan-
tage. So, it might be worth trying to give the 
elephant a physical.

There are a variety of factors that impact 
motorcoach fuel consumption, including 
weight, wind resistance, parasitic power loss, 
tires, gearing, and the drive train itself. (I 
probably missed a few others.)

The point is that each bus manufacturer 
has a pretty good idea of what they do best, 
and select a test protocol that stresses that 
trait. 

A coach with good aerodynamics fares 

better in tests above 40 miles per hour, a 
light bus thrives on stop and go, and if a mo-
torcoach has a particularly efficient acces-
sory drive system it doesn’t burn as much 
fuel at idle. 

Engines have a sweet spot — that small 
RPM range where they use the least fuel — 
and manufacturers try to install gearing that 
has the bus in the sweet spot during most of its 
duty cycle. Their problem is figuring out what 
ratios best serve most of their customers, and 
your problem is deciding if your operation fits 
their assumptions. 

Some engines and transmissions are more 
economical than others, but if they’re mis-
matched to the coach, they won’t do their best.

When different brands are compared for 
fuel economy, they should be equipped as 
nearly identically as possible — engine, trans-
mission, payload, tires, and final drive ratio. If 
a comparison is a serious part of your buying 
decision, ask to see the detailed protocol.

It also might be worth the effort to see 
which builder’s configuration most closely 
parallels your duty cycle. Some manufactur-
ers offer optional gear ratios, and since 
small fuel savings can save thousands of 
dollars a year, give it some thought when 
buying a coach. 

A friend who sells small buses taught me 
an important lesson. He had to hammer a 
builder to install a larger engine. They insist-
ed that the smaller diesel had a better power-
to-weight ratio than big, 45-foot coaches and 

was adequate. 
My buddy finally prevailed because he 

convinced them that the market they were tar-
geting operated at highway speeds, where 
power/weight was less relevant. The frontal 
area of a 35-foot bus is nearly the same as a 
45-footer, so accelerating above 50 mph de-
manded a ton more horsepower (and fuel) 
than just the weight of the bus suggested. 

A coach going 65 mph burns much less 
fuel than the same coach at 75, and rapid starts 
and stops guzzle diesel. According to one anal-
ysis, a heavy commercial vehicle traveling at 
75 miles an hour uses 39 percent more fuel 
than the same vehicle traveling at 55.

Even if one brand idles more efficiently 
than another, idling still wastes fuel, so driver 
education is always going to be the single-
most-important component in saving fuel.

If you’re going to rely on a manufacturer’s 
claims as you spec and buy buses, consider a 
couple of questions.

What does the builder advertise? If one 
builder touts aerodynamics and another light 
weight, the former will do better at speed, 
while the latter excels at stop/go. Which most 
nearly fits your operating profile? 

You’d be stunned at the amount of horse-
power and fuel that are consumed driving 
components like the HVAC, cooling fans and 
electrical systems. If your operation demands 
a lot of idling, give some consideration to how 
efficiently a coach powers its accessories. If 
most of your trips are long with few stops — 

aerodynamics matter most.
As usual, this topic is 

way beyond my intellect. 
It’s both complicated and 
ever changing. 

Ask yourself which 
manufacturer’s tests most 
closely fit your modus ope-
randi (a little Latin to im-
press you). 

I’m pretty sure I told you this one before.  
I’m old, so humor me.

We had put about 600 miles on the last 
fill-up in a Flxible, and were topping off be-
fore a long stretch with little fuel available. At 
30 gallons it burped and stopped drinking die-
sel, meaning — or so we thought — an im-
pressive 20 mpg. 

About 400 miles later, the 6-71 Detroit 
sighed and died. 

We were never sure why the coach burped 
at 30 gallons, but clearly we hadn’t actually 
FILLED the tank

If 20 mpg sounded too good to be true, it 
was. 

You can learn from bus builders’ advertis-
ing, they are honest. But, understandably, they 
put their best foot forward.

Like the elephant parts, no single one 
gives you the whole picture.

Dave Millhouser is a bus  industry market-
ing consultant and freelance writer. Contact 
h im by  emai l  a t :  Davemi l lhouser@ 
gmail.com.

Sorting out coach manufacturer fuel economy claims

Dave Millhouser
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WASHINGTON — A “mis-
sion restatement,” calling for a re-
duction in the “enforcement men-
tality” of federal motor carrier 
regulators, was among the mes-
sage points carried to members of 
Congress by motorcoach operators 
during the United Motorcoach As-
sociation annual Capitol Hill Days 
in late June. 

The Federal Motor Carrier 
Safety Administration has exer-
cised its imminent hazard and out-
of-service authority “recklessly” 
and without due process, accord-
ing to the briefing positions devel-
oped by UMA for participants in 
the lobbying effort. 

The message points provided 
to UMA members listed the 
FMCSA “mission restatement” 
last, but apparently not least, 
among the association’s legislative 
priorities.

“UMA believes the FMCSA’s 
current approach to passenger car-
rier safety seems solely based on 
an enforcement mentality instead 
of engaging in a partnership with 
the industry to improve safety and 
decrease the likelihood of crash-
es,” the message points stated.

The document noted that feder-
al law describes the FMCSA mis-
sion as “furtherance of the highest 
degree of safety and development 
of motor carrier transportation.”

The association called for 
more focus on the latter goal.

“UMA believes the ‘develop-
ment’ of the industry and safety is 
inseparable. Ultimately, safety 
professionals must mutually de-
velop and administer best practic-
es to achieve the other half of 
FMCSA’s congressionally man-
dated mission of safety.”

UMA proposes amending this 
section of law by adding this sen-
tence: “Development shall include 
promotion and expansion of a safe 
and viable private motor carrier 
passenger carrier industry.”

Motorcoach industry leaders 
also seek reforms in the FMCSA 
authority to order carriers out of 
service for safety violations.

“The FMCSA is increasingly 
declaring motor carriers as ‘Immi-
nent Hazard’ or ‘Out-of-Service,’ 
generally based upon a Compli-
ance Review or safety audit,” ac-
cording to the message points.

“UMA recognizes compliance 
with the Federal Motor Carrier 
Safety Regulations is a fundamen-
tal base line for risk mitigation and 
we endeavor to encourage and as-
sist our members to be fully com-
pliant with all regulations.

“UMA fully supports efforts to 
ensure motor carriers are safe.  
However, UMA believes FMCSA 
has exercised these specific au-
thorities recklessly and failed to be 
willing to work with carriers to 

correct violations.   
“Imminent Hazard and/or Out-

of-Service orders can mean the 
death of a company through loss of 
contracts, foreclosure, reposses-
sions and seizures, and these ac-
tions should only be taken in ex-
treme circumstances and after due 
process,” the document continued.

“Congress has not authorized 
the FMCSA to put carriers ‘out-
of-business’ (a term increasingly 
used by FMCSA), nor punish by 
arbitrary withholding of authority 
to operate. UMA believes that 
while drivers and vehicles may be 
placed out-of-service, the serious 
consequences alone dictate judi-
cial review of the facts before an 
entire carrier’s operation is deemed 
an “Imminent Hazard” and/or 
“Out-of-Service” and virtually 
dooming many carriers.”

UMA also stated that FMCSA 
“does not prioritize review of cor-
rective action plans…allowing 
many carriers to lapse into ‘out-of-
service’ status.” 

It added, the “FMCSA is often 
not specific regarding corrections 
requested; leaving safety profes-
sionals unclear how to satisfy the 
FMCSA.”

The association also called 
upon the FMCSA to adopt a more 
cooperative approach in handling 
new-entrant applications. In ef-
forts to prevent “chameleon carri-
ers” from returning to service after 
being put out of service by en-
forcement actions, the federal ad-
ministration has burdened new en-
trants with unreasonable delays, 
UMA argued.

The message points noted a 
Government Accountability Office 
study that found that only 1.7 per-
cent of new entrants were chame-
leons yet “FMCSA is using the ma-
jority of its program resources to 
vet carriers that may not represent a 

higher risk of being chameleons.”
“The current process discour-

ages new entrants by delaying ap-
proval of applications by as much 
as six months,” UMA stated. 
“Many new entrant applicants are 
given no status report on their ap-
plications, or when they could an-
ticipate approval. UMA believes 
this is a terrible waste of capital as 
often applicants are making note 
payments on newly acquired 
equipment, insurance, rent/mort-
gage, and sometimes payroll while 
awaiting approval.

“UMA believes (this) serves 
no other purpose than creating a 
barrier to entry for over 98 percent 
of applicants. In an economy starv-
ing for capital investment and new 
jobs, the delays and lack of com-
munication discourages expansion 
of the passenger carrier industry. 
The FMCSA lacks motive to im-
prove this system and Congressio-
nal intervention is necessary.”

Under the heading of “Regula-
tory Reform,” the paper summa-
rized: “UMA believes regulators 
must strike a critical balance of 
regulation, enforcement and in-
dustry growth. Congressional 
oversight and legislative intent 
plays an essential role in this bal-
ance; assuring the traveling public 
systemic safety with an expanding 
market attracting investment and 
entrepreneurs.”

Other UMA legislative priori-
ties taken to Congress during Cap-
itol Hill Days:

Financial responsibility
UMA supports legislation that 

would prevent the FMCSA from 
ra is ing minimum insurance 
requirements.

The association believes the cur-
rent limits — $5 million for vehicles 
carrying more than 16 passengers 
and $1 million for vehicles up to 15 

passengers — are “adequate” and 
future changes should be the do-
main of Congress rather than “an 
agency rule-making procedure.”

Charter service rule
Noting that the federal govern-

ment provides more than 80 per-
cent of funding for capital equip-
ment and maintenance facilities 
costs for public transit agencies, 
“Congress has appropriately rec-
ognized that it is an unfair playing 
field for private tax-paying entities 
to compete with these entities in 
the provision of charter service,” 
UMA stated.

“The charter service rule is 
working well in most areas of the 
country and should not be weak-
ened or adjusted in any way.”

 
Fuel tax exemption

Congress is called upon to re-
store the full exemption from fed-
eral fuel taxes that the motorcoach 
industry was granted from 1978 to 
1990. 

“Currently, motorcoaches pay 
7.4 cents per gallon in federal tax 
on diesel fuel. The partial exemp-
tion has a tremendous impact on 
private operators’ ability to ensure 
passengers continued availability 
of this economic mode of travel,” 
UMA explained.

“Public transit, government 
and school bus vehicles continue 
to receive the full federal fuel tax 
exemption while motorcoach pas-
sengers are penalized…UMA 
strongly advocates that motor-
coaches should enjoy parity with 
public transit and school bus oper-
ations by resuming the full exemp-
tion from federal fuel taxes.

“UMA estimates the cost of re-
turning motorcoaches to full ex-
emption status would cost the U.S. 
Treasury only (about) $40 million 
annually.”

Transit programs
Two changes in federal transit 

programs are suggested by UMA 
to facilitate public-private partner-
ships that would provide transit 
services in the most cost-effective 
manner:

“Incentivize public transit op-
erators to contract out a percentage 
of their public transportation ser-
vice to private operators. For pub-
lic transit agencies that contract 
out at least 20 percent of their 
fixed-route bus service, the public 
transit agency would receive a 
higher federal share (up to 90 per-
cent) on future capital purchases 
utilizing federal funds.  

“Require states to consider 
whether private operators can 
 enhance intercity bus service 
through service agreements with 
existing private equipment before 
federal funds for intercity bus ser-
vice can be utilized for capital 
acquisitions.”

These proposals would benefit 
private operators and public agen-
cies, UMA contends. “The public 
is the ultimate winner with better 
and more efficient use of their tax 
dollars and improved transporta-
tion options.”

Federal pre-emption
UMA called for strengthened 

language in federal laws to empha-
size federal pre-emption of state 
and local regulations as applied to 
interstate operators, as well as in-
spections by third parties.

“UMA is increasingly receiv-
ing reports from carriers stating 
cities and airport authorities are 
requiring ‘authority’ to operate,” 
the association stated.

“While federal law permits 
safety oversight of the vehicle, 
roadways and insurance, the re-
quirement to obtain operating au-
thority runs afoul of current law.”

The association also hopes to 
end the practice of third-party in-
spection services that require fees 
from motorcoach operators to 
qualify for certain types of busi-
ness. In an opinion issued earlier 
this year, the FMCSA stated it 
could not regulate the practice.

“UMA believes these practices 
are already pre-empted by federal 
law,” the association stated, ex-
plaining that subscriptions to such 
inspection services begin at around 
$5,000 annually. 

“Small fleet carriers in rural/
semi-rural areas cannot generate 
sufficient revenue to pay these ex-
orbitant fees and must concede 
their markets to large fleet carriers 
with the capacity to pay the fees. 
This is an enormous threat to small, 
family-owned businesses and an 
impediment to new ventures.”

Critical industry positions staked out by UMA, members

Rep. John Mica, R-Fla., center, meets with mem-
bers of UMA lobbying team, from left: Tim Way-
land of ABC Companies; UMA Chairman Brian 
Annett of Annett Bus Lines; Michele Nosko of 

UMA; Mica; Michaela Grundman of CH Bus Sales; 
Becky Weber of Prime Policy Group, and Duane 
Geiger of CH Bus Sales. Later, UMA honored Mica 
for his long-time support of the industry.
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and public transportation law, MAP-21, the 
Moving Ahead for Progress in the 21st Cen-
tury Act that funds surface transportation 
programs, and a number of other legislative 
priorities.

Those issues included federal minimum 
financial responsibility limits, preservation 
of charter bus protections, return to a zero 
federal fuel tax for over-the-road buses, and 
increased opportunities for contracting with 
public transit agencies.

UMA also is pursuing regulatory re-
forms, including due process for imminent 
hazard and out-of-service orders, and prohi-
bitions on en route inspections, third-party 
inspection requirements and local govern-
ment requirements for registration of inter-
state charter bus operators. 

Frequent visitor
Scott Riccio of Northeast Charter & 

Tour Co. in Lewiston, Maine, was visiting 
his sixth Capitol Hill Days and met three of 
his state’s four members of Congress. 

“When motorcoach issues have arisen 
from the federal level, I have been able to 
reach out to these members for their sup-
port,” Riccio said. “Many have signed off 
because of the calls or letters I have sent 
them. They get to know you after a while.”

The meetings with the elected officials 
were arranged by Prime Policy Group, a 
government affairs firm used by UMA.

“Wow, to say our day was a success is an 
understatement,” said Victor Parra, UMA 
president and chief executive. “The feedback 
we’ve heard from our members on their 
meetings tell us they had a great experience 
and that this is exactly what we needed to 
make an impression on our regulators.

“This day may not provide the instant 
gratification we have all become accustomed 
to in this day and age, but I can promise you, 
the messages our members shared all over 
the Hill today will have a positive impact as 
we move closer to the reauthorization of the 
highway safety bill,” said Parra.

Making a difference
“Our members were incredible today,” 

added Ken Presley, UMA vice president of 
industry relations and chief operating offi-
cer. “It can be daunting to walk into a repre-
sentative’s or senator’s office and ask for 
their support on our issues, but they rose up 
to the challenge and made a difference.”

Describing the scope of the motorcoach 
industry was helpful for many elected 
officials.

UMA’s briefing packet noted the associa-
tion represents more than 900 bus and motor-
coach companies and more than 250 suppli-
ers, manufacturers and travel partners. 

“Even though the motorcoach industry 
is small in the state of Maine, we play a 
huge role, carrying Maine-based customers 
as well as people from around the world,” 
said Riccio. 

“Tourism is Maine’s No. 1 economic en-

gine. Making sure your senators and repre-
sentatives know our industry — how many 
people we employ, how much money we 
spend to run our operations and how we do 
it in a green and environmentally-friendly 
fashion — is key,” he said. 

“They want to hear how business runs 
successfully in their state.”

Libby met with seven members of the 
Massachusetts delegation to Washington.

“Some of the issues they already were 
aware of,” she said. “The people who sit on 
the transportation committees were very 
aware of most of the things we were bring-

ing forward,” Libby noted.
“As president of the Greater Jersey Mo-

torcoach Association, it was a great way to 
speak on behalf of the 60 companies that 
belong to our association,” Stout said.

The day of meetings concluded with a 
reception for UMA members and congres-
sional members and staff. Rep. John Mica, 
R-Fla., former chairman and current mem-
ber of the important House Transportation 
and Infrastructure Committee, attended and 
was awarded the inaugural “Motorcoach 
Champion Award” for his support of the pri-
vate bus and motorcoach industry.

SunTrust Equipment Finance and Leasing
Motorcoach, Transit, Shuttle, Livery and School Bus Financing

Contact Greg Berg at 817-488-7585 or greg.berg@suntrust.com
Please let us help you with all of your financing needs

How can we help you shine today?

HOW CAN WE
HELP YOU

SHINE TODAY?

HOW CAN WE
HELP YOU

SHINE TODAY?

Rep. Bill Shuster, R-Pa., chairman of the 
House Transportation and Infrastructure 
Committee, speaks at a UMA-sponsored 

fundraising reception.Sales. Later, UMA 
honored Mica for his long-time support 
of the industry.

Capitol Hill Days
CONTINUED FROM PAGE 1
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PERTH, Scotland — Combined 
operating profits of Coach USA, 
Coach Canada and megabus.com 
jumped more than 80 percent during 
the fiscal year ended April 30.

Stagecoach Group, corporate 
parent all three operations, reported 
that its North American division, 
which is largely composed of Coach 

USA, Coach Canada and megabus, 
had an operating profit of $38 mil-
lion in the 12 months ended April 
30, compared to a fiscal 2013 restat-
ed operating profit of $21.2 million. 

“Growth in our North America 
division is continuing to be driven by 
our intercity megabus.com services 
where we have further expanded our 

growing…network,” said Stage-
coach Group in its preliminary fiscal 
2014 year-end report.

“We have achieved our objective 
for the year, which was to deliver a sig-
nificant increase in the division’s oper-
ating profit” compared to fiscal 2013.

Combined revenue for the North 
American division climbed nearly 7 

percent during fiscal 2014, reaching 
$685.7 million, compared to restated 
fiscal 2013 revenue of $641.2 million.

Much of the revenue increase, like 
the improved profitability, was due to 
continuing growth of megabus.

Revenue at megabus during fis-
cal 2014 rose to nearly $178 million 
from $152.8 million the year before, 

or a 16.4 percent increase.
The various other segments of 

Coach USA/Coach Canada had a 
mixed revenue picture. 

Revenue from charter services 
declined 2 percent to $78.1 million, 
from $79.7 million in fiscal 2013. 
Sightseeing and tour revenue posted 
a 5.6 percent gain for fiscal 2014, 
reaching $22.6 million from the 
$21.4 million reported in fiscal 2013.

Scheduled-service and commut-
er revenue totaled $213.6 million in 
fiscal 2014, up slightly from fiscal 
2013’s $212.3 million.     

Two other segments had revenue 
declines in f iscal 2014. Contract 
business dropped 14.5 percent to 
$36.1 million, while school bus reve-
nue fell 5.3 percent to $1.8 million.

“Like-for-like charter revenue 
declined as we continued to adjust 
our charter fleet size to reflect chang-
es in demand, and the decline in con-
tract revenue reflects the (expiration) 
of certain contracts previously oper-
ated by the group,” Stagecoach said. 

“The like-for-like growth in 
scheduled-service and commuter rev-
enue includes declines in revenue on 
certain airport express services that 
we have restructured with a view to 
improving their profitability. The like-
for-like growth in sightseeing and tour 
revenue included good growth in rev-
enue at our Chicago sightseeing oper-
ations,” the company noted.

The profit margin for the North 
American operation increased more 
than 200 basis points during fiscal 
2014, rising to 5.5 percent from 3.3 
percent in fiscal 2013. 

While revenue growth in North 
America continues to outpace other 
divisions of Stagecoach Group, the 
company does not expect an increase 
in earnings during fiscal 2015 on the 
order of that achieved in fiscal 2014.

“Although we would not expect 
the level of increase in operating 
profit in the year ended April 30, 
2014, to be repeated in the new finan-
cial year, we remain positive on the 
prospects for the North America divi-
sion,” said Stagecoach.

Added Stagecoach Group Chief 
Executive Martin Griffiths: “We be-
lieve there is a huge opportunity to 
encourage motorists to switch from 
the car, and our expansion plans are 
well on track.

“Our other wholly-owned opera-
tions in North America are perform-
ing satisfactorily and we are also 
pleased to have made progress in re-
solving the way forward for our Twin 
America sightseeing joint venture.”

The progress Griffiths was refer-
ring to at Twin America involves the 
resolution of two-year-old litigation. 

The U.S. Department of Justice 
and the New York Attorney General 
sued Twin America and its joint ven-
ture partners, which include two 
Stagecoach U.S. subsidiaries, in 2012.

The suit alleged that the formation 
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megabus drives growth of Stagecoach Group in U.S./Canada

CONTINUED ON PAGE 15 c
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We Help Operators
Sell More Charters
To More People.

Easier. Faster. Far More Effective.

MotorcoachMarketing.org

Chris Knittel
Owner/General Manager
New Mexico Texas Coaches, LLC

In regards to the Motorcoach Marketing 
program, we love it.  So far, we have made 
the 1000 postcards, and we did some full page 
handouts.  We just got a stand up banner.  
When I get some time, I’ll be making new rack 
cards for both offices. We made 500 church 
theme postcards and 500 in the safety theme.  
We sent out the church cards through a local 
mailing company to every church within 50 

miles.  So far, we have had a great response and 4-5 people booked trips from it.  I plan on 
using the safety ones soon by sending them to our new customers.  All of our staff and drivers 
love the modern design and the finished products.  Only one of my staff has watched the 
videos  so far, but we will be working on that next month.  So far I’m very happy with the 
service.  It works well and looks great!

Stagecoach Group
CONTINUED FROM PAGE 14

of the Twin America joint venture 
sightseeing operation in New York in 
2009 was anti-competitive. Stagecoach 
owns 60 percent of Twin America. 

Separately, private plaintiffs 
brought a claim based on the same 
allegations on behalf of a proposed 
class of customers. 

Stagecoach Group and the other 
defendants have not admitted any li-
ability but have agreed to a cash set-
tlement of $19 million with the pri-
vate plaintiffs to resolve the private 
litigation. That settlement has re-
ceived preliminary court approval. 
Final court approval is anticipated in 
the next six to nine months.

In f iscal 2014, Twin America 
produced revenue of $81.6 million 
for Stagecoach Group, down from 
$88.7 million in fiscal 2013.

The Stagecoach share of the oper-
ating profit at Twin America fell to 
$9.1 million in f iscal 2014, from 
$19.3 million in fiscal 2013. The oper-
ating margin at Twin America dropped 
to 11.2 percent in fiscal 2014, from 
21.8 percent in fiscal 2013.

The slide in numbers at Twin 
America reflects the increasingly com-
petitive New York bus sightseeing mar-
ket, with the entry of major new com-
petitors. Of course, 22 percent profit 
margins tend to attract competitors. 

During fiscal 2014, Coach USA 
and Coach Canada disposed of a 
handful of business units. It sold the 
former Raz Transportation of Port-
land, Ore., to DMC Transport for 
$800,000, and it sold several small 
Canadian operations to Pacif ic 
Western Transportation for $4.6 mil-
lion Canadian. 

The Canadian sales included the 
last of the school bus operations, a 
local transit contract business, and 
shuttle services to Pearson Interna-
tional Airport in Toronto. 

Also during fiscal 2014, Stage-
coach Group spent $10.5 million on 
double-decker Van Hool coaches for 
megabus. 

megabus expands reserved seating to 30 cities in North America
NEW YORK CITY — mega-

bus.com, the curbside coach ser-
vice owned by Coach USA, an-
nounced last month that it is 
expanding its reserved-seating 
program on select routes to and 
from 30 cities in North America.

The service option allows cus-
tomers to choose from 10 “popular 
seats” for a fee. 

Tickets for specific reserved 
seats can be purchased at www.
megabus.com now, with service 
beginning Sept. 10. 

megabus initiated reserve seat-
ing at the end of May on select 
routes in Baltimore, Boston, Phila-
delphia, New York and Washington, 
D.C., and June 18 in Canada in To-
ronto, Kingston and Montreal. 

Now the program is being ex-

panded to nearly two-dozen more 
cities, ranging from Austin, Texas, 
to San Francisco, to Toledo, Ohio.

“We’ve heard our customers’ 
desires to secure some of the most-
popular seats and we’re providing 
that opportunity,” said Mike Alv-
ich, vice president of marketing and 
public relations for megabus.com/

Coach USA.
“With reserved seating, custom-

ers no longer need to arrive over an 
hour early to make sure they get the 
most-popular seats. Now they can 
simply book them in advance.” 

By purchasing adjoining re-
served seats, friends and family 
members are guaranteed to sit next 

to each other.
The reserved seats are visually 

distinct with solid blue upholstery 
and are identified by a large number 
embroidered onto the seat fabric. 

The number will correspond to 
the specific seat number custom-
ers select on the megabus.com 
website at the time of purchase.  

The reserved seating is only 
being sold in certain cities on se-
lect routes and times, and is only 
valid on the trip scheduled. 

megabus currently provides 
service to more than 120 cities 
across North America.

More information is available 
at www.megabus.com.
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Laissez les bons 
temps rouler!

Good Times.
Good Friends.
GREAT Business.

ABERDEEN, Scotland — 
FirstGroup, the corporate parent of 
Greyhound Lines, reported last 
month that revenue at Greyhound 
climbed 3.4 percent during the 
three months ended June 30.

FirstGroup largely attributed 
the year-over-year increase to a 
more stable U.S. economy.

The gain at Greyhound, said 
FirstGroup, was a continuation of 
“the improving trends” occurring 
at North America’s largest line-run 
operator during the past year, ex-
cluding the impact of the severe 
winter weather during the three 
months ended March 30. 

Additionally, “there was strong 

demand for our long-distance op-
erations and Greyhound Express, 
which benefits from the passenger 
feed from our unique national net-
work,” said FirstGroup.

Greyhound Express posted 
revenue growth of 6.9 percent dur-
ing the three months ended June 
30, compared to the same period a 

year ago. 
FirstGroup said the expansion 

of Greyhound Express continues 
to be profitable with the new ser-
vices in the Southwest.

In FirstGroup’s f iscal f irst 
quarter trading update, the compa-
ny said the ambitious program to 
bring airline-style yield manage-

ment to the traditional Greyhound 
route system continues on sched-
ule, including the necessary infor-
mation technology development, 
staff recruiting and training.

Greyhound also is continuing 
to expand its sales channels, driv-
ing increased online transactions 
through dedicated mobile applica-
tions and the recent launch of a 
mobile version of its website.

FirstGroup has a medium-term 
goal of achieving a 12 percent 
profit margin at Greyhound. The 
f iscal 2013/14 profit margin at 
Greyhound was 8.3 percent.

Regarding FirstGroup’s other 
North American operations:

• First Student continued to 
make progress with its contract 
portfolio pricing program

• First Transit continued its 
strong financial performance with 
modest capital requirement

FirstGroup reiterated that de-
livering a turnaround at First Stu-
dent “is a key priority. We have ac-
celerated our program to address 
contract portfolio pricing, insuring 
an appropriate level of return on 
contracts won or retained. 

“Our results to date in this 
year’s bidding season, which we 
are currently two thirds of the way 
through, are at the upper end of our 
planning range. We have achieved 
average price increases of 4 per-
cent, with many instances of sig-
nificantly greater rises.”

AUGUST 2014
5-8 International Motorcoach 
Group Strategic Alliance 
Meeting 2014, Hilton Branson 
Convention Center, Branson, Mo. 
Info: www.imgcoach.com.

14-17 National Association of 
Motorcoach  Operators 2014 
Annual Conference, Shreveport 
(La.) Hilton. Info: www.namo-
coaches.org.

17-20 2014 South Central 
Motorcoach Association, 
Alabama Motorcoach Associa-
tion and Georgia Motorcoach 
Operators Association, Hilton 
Shreveport Hotel & Convention 
Center, Shreveport, La. Info: 
www.alabamamotorcoach.org. 

24 Pacific Bus Museum Open 
House (11 a.m.-3 p.m.), Pacific 
Bus Museum storage facility, 
37974 Shinn St., Fremont, Calif. 
Info: http://pacbus.org. 

25 30th annual Martz/ 
American Cancer Society Golf 
Tournament, Wilkes-Barre (Pa.) 
Wyoming Valley Country Club. 
Info: (570) 821-3860. 

Calendar

Greyhound continues to show gains, says parent company
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CUMBERLAND HILL, R.I. 
— Eugene R. Conway, who spent 
roughly six decades helping build 
the family motorcoach company, 
Conway Tours, while simultane-
ously serving as a high school sci-
ence teacher for nearly three of 
those decades, died here last 
month. He was 92.

Mr. Conway was a life-long res-
ident of Cumberland Hill, a com-
munity of about 8,000 residents 
that is 14 miles north of Provi-
dence, R.I., where he was a respect-
ed businessman and educator.

His family said lessons learned 
from early success at selling ap-
ples from the family orchard 

helped him grow Conway Tours, 
which the family started when Mr. 
Conway was four years old. He 
was the seventh of eight children. 

He graduated from Mt. St. 
Charles Academy, the University 
of Rhode Island, and attended the 
U.S. Naval Academy.

Mr. Conway was 19 when 
World War II broke out and he 
joined the Navy. He was buried 

with military honors.  
When assignment to duty in 

Canada threatened to put his wed-
ding to his high school sweetheart, 
Rita Charland, on hold, Rita chose 
to fly on a twin-engine plane 
through a blizzard and they were 
married on Naval Station Argentia 
on the tip of Newfoundland.

Mr. Conway was the only per-
son Rita knew at her wedding; they 

were together for 68 years.
After his military service, he 

joined the family business and 
took on the additional responsibil-
ity of teaching science at Cumber-
land High School in the mid-
1950s. He retired from teaching in 
1983, but continued at the bus 
company for another two decades.

He was a supporter of the New 
England Bus, American Bus and 

United Motorcoach associations.
He also was a member of the 

National Teachers, Rhode Island 
Teachers and Blackstone Valley 
Retired Teachers associations.

In addition to his wife, he is 
survived by sons Robert, Michael, 
Thomas and Peter; daughters 
Kathleen Peck and Julia Conway, 
and sisters Barbara Brown and 
Rita Moran.

Long-time Rhode Island operator Eugene Conway dies

TORRANCE, Calif. — Ed 
Bobit, founder and chairman of 
Bobit Business Media, publisher 
of Metro and School Bus Fleet 
magazines, was buried last month. 
He died quietly at the age of 86.

Mr. Bobit founded his compa-
ny and Automotive Fleet magazine 
in late 1961, with $6,000 he had 
saved while working at publishing 
giant McGraw-Hill.

During the past 50 years, the 
Bobit company has grown to pub-
lish more than 20 trade magazines, 
covering five markets. In 1964, 
Mr. Bobit acquired both Metro and 
School Bus Fleet.

Last summer, Mr. Bobit under-
went heart valve-replacement sur-
gery and had been working pri-
marily from home. 

Mr. Bobit was described by his 
family as a man of outsized plea-
sures, many of which were wrapped 
up in work and family, which often 
were one and the same.

Since 2007, Mr. Bobit’s son Ty 
has run the company, holding the 
title of CEO. His eldest grandson 
Blake joined the business four 
years ago.

Mr. Bobit said the idea for Au-
tomotive Fleet grew out of his no-
tion that there were not enough re-
sources for the men and women 
who manage large fleets. He was 
inducted into the Fleet Hall of 
Fame in 2009.

In the school bus industry, he 
was acknowledged for his support 
of the National Association for 
Pupil Transportation. He was in-
ducted into the association Hall of 
Fame in 1999.

One of his greatest passions 
was any sport played by his be-
loved Michigan State University, 
where he played during his under-
graduate years. 

He is survived by five children.

Metro publisher 
Ed Bobit dies
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Join the Club.
UMA membership provides programs and benefits to help your business succeed, but it
also provides so much more.  UMA members are a community of motorcoach operators
who can learn from each other, share experiences with each other and help each other 
in times of need. 

If you’re not already a UMA member, don’t miss out on these valuable relationships—
join the club today.

Visit www.uma.org to learn more about UMA or to join, 
or contact us at 800.424.8262!

“Our company wanted to thank UMA and all of its resources. When it came time for us to 
increase our fleet, and add insurance and benefits, our UMA membership really paid off 
and we were able to reach out to our UMA partners to help us with our needs.”

— Ray Sargoni, President
Gray Line of San Francisco, San Jose & Monterey
UMA member since 2007
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Excellent Condition–none nicer! 
Cummins • B500 • 58 pax w/lav 

170K TCM Michelin Tires 
Alcoa Rims • Cordless Mics 

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

$325,000/OBO
Trade for MCI D or DL3 Considered • More available 

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

NEWLOWERPRICE!

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” 

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

Call 866-930-8421 
or email changes to:

ebalm@busandmotorcoachnews.com

CLASSIFIED ADVERTISING

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

Wi-Fi to which coach manufactur-
ers are responding.

Royal Excursions, 
Mishawaka, Ind.

 President and owner Shannon 
Kaser experienced the unpredict-
able charges noted above.

These days, however, he has 
found a way to keep his costs 
under control.

“Instead of going with the newer 
4G, we back stepped and went to a 
3G card with Sprint,” he said. “Now 
it’s not a variable cost — I don’t 
cringe when I open my bill.”

Rather than go to a big-box 
electronics store to purchase $100 
routers that would serve only 5 to 
10 passengers, Kaser paid the 
$1,000-per-router cost that enables 
an entire coach full of passengers 
to go online.

He pays a flat fee of about $70 
per month for an unlimited data 
plan, which he found necessary after 
initial efforts to limit passengers’ use 
of streaming data (such as watching 
videos on YouTube) weren’t entirely 
successful. That’s what led to the 
pricey overage fees.

“I would say because people 
have devices, they’d probably rath-
er have Wi-Fi than watch a movie 
on the bus; I’d say it’s just as popu-
lar — if not more,” Kaser said.

The Royal Excursions fleet in-
cludes about 60 vehicles, coaches, 
minibuses, limos and transit buses 
— some of which have wireless 
capability.

In the past,  the company 
charged charter groups a $75 fee 
for Wi-Fi service but now that’s at 
$25 because it’s considered more 
of a standard feature, compared to 
when Royal Excursions first of-
fered it in 2008. 

These days, “it’s not such a 
novelty,” noted Kaser.

Travel Lovers Tours, 
St. Petersburg, Fla.

This small operator with three 
coaches and a single Wi-Fi unit (a 
broadband router and a wireless 
card) takes a different tack.

“We charge a nominal daily fee 
to keep people from saying they 
want it but not using it,” said owner 
Barac Wimberly.

This works for Travel Lovers 
because the unit is moved from 
coach to coach. The company 
charges $5 to $10 per day for an 
entire charter group to have unlim-
ited use and pays Sprint $42 per 
month for unlimited 3G/4G Wi-Fi, 
Wimberly said. The card cost 
about $30, and the broadband 
router cost about $300.

“We find 40 to 50 percent of 
our clientele ask about it,” Wim-
berly said. 

“If it’s a senior group they’re 

usually not requesting it, but stu-
dent groups do.”

Plus, he said, he uses it when 
he’s helping out driving — he can 
run his office from the road using 
his cellphone and tablet.

“It’s not free of problems,” 
Wimberly said. The cellular-based 
service doesn’t cover everywhere 
the coach travels, and sometimes 
the router drops out in areas that 
should have Wi-Fi.

Cedar Valley Transit Lines, 
Cedar Rapids, Iowa

General Manager Doug Deck-
er is still working to find the sweet 
spot between affordability and 
meeting demand from passengers.

“It’s requested all the time — 
everybody expects it,” he said. 
“But we’re finding that technology 
hasn’t kept up with the demand. 
(The routers) worked fine a few 
years ago when five or six or seven 
people on the bus used it, but not 
now when the majority of people 
want it.”

In this case, the Autonet boxes 
Decker’s company uses cost $300, 
and they pay about $40 per month 
for a 5GB data plan.

“Now that everybody’s got a 
smartphone, that 5GB gets used up 
before you’re halfway to Florida,” 
Decker said. Reliability is an issue 
as well — so much so the company 
doesn’t charge passengers for 
Wi-Fi “because it’s something 
that’s not dependable,” he noted.

Lorenz Bus Service, 
Minneapolis

Wi-Fi maintenance has been an 
issue for Mike Canine, charter op-
erations manager for this family-
run company.

 After offering the service for 
about five years, Canine recently 
did a good deal of research on 
Wi-Fi options when his provider, 
Sprint, changed their product of-
fering from 3G/4G cards to 4G 
LTE.

He describes the research as “a 
quite cumbersome and annoying 
process.”

He considered the WiFi in Mo-
tion Moovbox, a product from Sin-
glePoint Communications that cre-
ates a mobile Wi-Fi hotspot that 
will travel with a bus.

It includes a 3G/4G router and 
a rugged antenna that mounts atop 
the vehicle. He found its interface 
appealing because it offers a fairly 
simple way to restrict data usage 
— such as blocking YouTube, for 
example — and also liked the op-
tion to e-log trip information, but 
found the initial cost to be more 
than he wanted to pay.

So, instead, he ended up buy-
ing a CradlePoint router that can 
be plugged into a lighter or used 
with an adapter.

“There is some manual upkeep 
to this approach but it does provide 

a lower price point,” Canine said. 
“The pitfall is that the cards some-
times need to be updated.”

Since then, Canine said he has 
learned of another way to provide 
Wi-Fi onboard a coach: the system 
offered by Saucon Technologies, 
which is best known in the motor-
coach industry for its GPS track-
ing, reporting options and dispatch 
tools. (www.saucontds.com/solu-
tions.php.) 

He said the Saucon system of-
fers a “locked-in, cheaper rate for 
data plans.”

The benefit is that the same 
Wi-Fi for customers also powers 
the GPS and there’s one cost for 
both. 

Lorenz Bus uses 40 routers for 
its 200 vehicles, which includes 
school buses, motorcoaches and 
city-style transits for shuttle work. 
Some of the routers are perma-
nently installed and some are not.

 
The coach builders

Motorcoach manufacturers re-
port seeing a surge in the demand 
for Wi-Fi-ready vehicles, and also 
are adapting to the changing ex-
pectations by retrofitting Wi-Fi on 
older models.

Clint Guth, senior vice presi-
dent at ABC Companies, confirms 
that demand for Wi-Fi has in-
creased — made evident by the 
fact that about 50 percent of new 
coaches sold by ABC are delivered 
Wi-Fi capable.

“We do some prewiring at our 
factory,” he said. “They’re called 
shark f ins, and it’s antennas, a 
whole bunch of them, on top of the 
motorcoach.”

The company also can retrofit 
an existing coach for about $2,000 
for the necessary hardware, and 
operators can expect a monthly 
maintenance fee on top of that.

Prevost also builds coaches 
that are Wi-Fi-equipped, but Di-
rector of Marketing and Commer-
cial Administration Michael Power 
said it’s hard to quantify the per-
centage of such outfitted buses be-
cause it’s often an aftermarket 
addition.

“We’re seeing a positive trend,” 
he said. “More and more operators 
are looking for it. People use local 
providers for the systems. We 
might install the router for them or 
they might work with a third-party 
installer.”

He said he often hears opera-
tors reaching the same conclusion 
as the folks at Cedar Valley Transit 
Lines

“It’s very difficult to charge a 
rate for Wi-Fi,” he said. “You can’t 
charge more because if it doesn’t 
work, or if it’s in a zone that doesn’t 
work, there’s an expectation from 
customers.”

At Motor Coach Industries, 
retrofitting has become part of its 
business as well.

Basics of  Wi-Fi
CONTINUED FROM PAGE 1

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

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

corporation the Aerotech 
is sure to please!

With 80” of interior 
headroom and over 250 

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

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

transport up to 33 
passengers.

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

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

Call for Details



When your most valuable business asset has wheels, you need mobile solutions for managing critical 
operations. Prevost helps you turn your smartphone into a powerful tool that can increase effi ciency 
and decrease downtime. Our Locator app helps you fi nd the nearest Prevost service center from 
anywhere in North America, while our Tools app and driver’s side QR codes give you instant access 
to valuable Prevost service resources like maintenance manuals, driver’s guides, contact information, 
and service bulletins. The available Operator Marketing Tools help you to more effectively market 
your business. Plus, our digital interior design tools let you customize and see your coach before we 
start production, which helps you make better business decisions from the very beginning. No one is 
more invested in your success than Prevost. 

WE HELP YOU RUN 
YOUR BUSINESS FROM 
THE PALM OF YOUR HAND.

www.prevostcar.com



California
800.777.4101

new Jersey
800.262.1287 

illinois
800.428.7626

florida
800.390.0287

Texas
800.248.4942 

Canada
800.663.3328

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

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

Get a Close Look at a Reliable  
MCI

 

Pre-Owned Coach.

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

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

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

CAT, ZF. WCL, DPF, Extended Coverage 
by CAT, 55 Passenger, Amaya Seats, 
Aluminum Wheels, 6 Monitor Video System. 
VIN #58486. Was $250,000 Now only 
$220,000!

2008 MCI D4505

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

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

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

©MCI Sales and Service, Inc. 2014, All Rights Reserved

Find our latest 
news and offers:

Detroit Diesel, B-500. New White Exterior 
Paint, 56 Passenger, American Seats,  
Aluminum Wheels, 6 Monitor Video System.  
VIN #61454. Only $115,000!

Detroit Diesel,B-500. Available As Is,  
56 Passenger, White Exterior, Aluminum 
Wheels. VIN #61848. Was $127,000  
Now only $75,000!

2001 MCI E4500

2002 MCI E4500

deal

Detroit Diesel, B-500R. 56 Passenger, 
Aluminum Wheels, 7 Monitor Video System. 
VIN #00268. Was $175,000 Now only 
$150,000!

2005 SEtra S 417

Detroit Diesel, B-500R. 56 Passenger, Setra 
Light Blue Seating, Aluminum Wheels,  
4 Monitor Video System. VIN #00078.  
Was $175,000 Now only $150,000!

2004 SEtra S 417

deal deal

deal

deal

Detroit Diesel, B-500R. “West Coast/
Southern” Unit, 56 Passenger, Setra Seats, 
Blue Interior/Silver Exterior, Aluminum Wheels. 
VIN #00317. Was $185,000 Now only 
$150,000!

2005 SEtra S 417

deal

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

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

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

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

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

Plus, pick your components from 
these three main categories: 

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

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

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

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

your fleet

Driving Pre-Owned
Back to New

NEWLY

AVAILABLE

CAT, ZF. DPF, 56 Passenger, Amaya Seats,  
White Exterior, Aluminum Wheels, CAT 
Extended Coverage. VIN #64897. Was 
$263,000 Now only $250,000!

2008 MCI J4500

deal

Detroit Diesel, B-500. Available As Is, 55 
Passenger, National Seats, White Exterior, 
Steel Wheels, 4 Monitor Video System. 
VIN #52030. Was $55,500 Now only 
$44,000!

1999 MCI 102DL3

outlet

Detroit Diesel, B-500. 55 Passenger,  
National Seats, White Exterior, Steel 
Wheels, 4 Monitor Video System.  
VIN #27998. Was $85,000 Now only 
$79,000!

2003 PrEvoSt LEMIragE XLII

outlet NEWLY

AVAILABLE
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