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WASHINGTON — In just 
over three years, all new motor-
coaches sold in the U.S. will be 
equipped with lap-and-shoulder 
safety belts for passengers under a 
rule proposed by the federal gov-
ernment last month.

U.S. Transportation Secretary 
Ray LaHood announced the much-
anticipated rule, saying it would 
help prevent passenger ejections 
during collisions.

The rule is to take effect three 
years after the USDOT wraps up a 
comment period; makes any modi-
fications based on comments it re-
ceives, and gets the f inal rule 
drafted and published. 

“We’re committed to making 
sure that motorcoach travelers 
reach their destinations safely,” 
said LaHood. “Seatbelts save lives, 
and putting them in motorcoaches 
just makes sense.”

The National Highway Traffic 
Safety Administration, which au-
thored the proposed rule and has 
been conducting motorcoach safety 
studies, including crash testing, for 
the past three years, said wearing 
lap/shoulder belts could reduce the 
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Feds propose
belt mandate
for new buses

Olympics dispute lingers long after Winter Games
A bitter dispute between the or-

ganizers of the 2010 Winter Olym-
pics in British Columbia last Feb-
ruary and a Florida transportation 
management company is holding 
up payment of millions of dollars 
to dozens of U.S. charter opera-
tors, some of which could be 
forced out of business if they don’t 
get paid soon.

The operators are among the 
58 from the United States that sent 

500 motorcoaches and 1,000 driv-
ers to the Winter Olympics and 
Paralympics in Vancouver to help 
shuttle the thousands of athletics, 
spectators and others who attended 
the two international events.

Most of them have been wait-
ing for their money for as long as 
f ive months, raising concerns 
about their being able to continue 
in business and touching off talk 
about possible lawsuits.

The operators reportedly have 
been paid between 75 and 80 per-
cent of their money and the re-
maining funds have become the 
center of the dispute between the 
Vancouver Organizing Commit-
tee, commonly known as VANOC, 
and Gameday Management, the 
Orlando-based company the com-
mittee hired to direct the transpor-
tation operation. 

While not directly involved in 

the quarrel, the operators are caught 
in the middle because Gameday 
passed on the job of rounding up 
most of the U.S. motorcoaches to 
International Trailways, which 
signed individual contracts with 
each of the 58 operators.

He said/she said
VANOC maintains it has paid 

all of the approved claims for the 
transportation work to Gameday, 

and says operators that have not 
been paid fully should direct their 
claims to Gameday, not  the 
committee.

Gameday insists VANOC still 
owes it a substantial amount of 
money, which it needs to settle 
with Trailways and the operators. 

“VANOC was not and is not 
a party to the individual bus pro-
vider contracts and accepts no 
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Navy vet rounds out
industry knowledge

WALDORF, Md. — You would 
think operating nuclear subma-
rines or giant war ships would sat-
isfy just about anyone’s obsession 
with driving. 

Not so with Linwood Whiters.
The retired Navy lieutenant 

commander had a childhood 
dream of getting behind the wheel 
of a motorcoach.

“It’s just something I always 
wanted to do ever since I was a 
kid,” he said.

Whiters, who retired from the 
Navy 10 years ago, fulfilled his 
long-time goal in 2007 when Keller 

Transportation of Waldorf hired 
him as a driver. He did such an out-
standing job that within a year he 
was selected to be the company’s 
safety and training manager.

“Now I know that’s quite a ca-
reer switch from someone dealing 
with nuclear weapons to the mo-
torcoach industry, but it really has 
been worth it,” he said.

Whiters has broadened his 
knowledge of his safety and train-
ing responsibilities, as well as the 
motorcoach business in general, 
by becoming one of the latest 
graduates of the Bus and Motor-

coach Academy sponsored by the 
United Motorcoach Association. 

Whiters completed the f ive 

courses necessary to earn the  Ac- 
credited Passenger Transportation 
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Operator, MCI tangle over indemnification issue
PHOENIX — A lawsuit stem-

ming from a bus rollover that killed 
9 people and injured 44 others near 
Mexican Hat, Utah, more than a 
year and a half ago has led to a legal 
clash between a bus manufacturer 
and a motorcoach operator.

Motor Coach Industries of 
Schaumburg, Ill., and Busco Inc. 
of Norfolk, Neb., which does busi-
ness as Arrow Stage Lines, are fac-
ing off over a disputed provision in 
a bus purchase contract. The con-
tract clause is designed to protect 
the coach manufacturer from legal 
recourse if one of its buses is in-

volved in an accident caused by 
the operator.

The unusual fight stems from a 
civil damage suit filed in Maricopa 
County Superior Court here last 
year by the families of the passen-
gers who died in the accident and 
those who were injured.

Both MCI, which manufactured 
and sold the coach, and Busco Inc., 
which bought and operated it, were 
named in the initial suit.

The accident occurred in Janu-
ary 2008 in southeastern Utah near 
the Arizona state line when the 
charter coach ran off the road and 

rolled down an embankment while 
returning a group to Phoenix from a 
three-day ski trip in Colorado.

The National Transportation 
Safety Board, which investigated 
the accident, said the 71-year-old 
driver, who survived the crash, ap-
peared to be at fault. The coach 
was on a long slope that ended in a 
slight curve. The NTSB calculated 
the bus was traveling at 88 miles 
per hour when it left the road.

“The probable cause of this ac-
cident was the driver’s diminished 
alertness due to inadequate sleep 
resulting from a combination of 

head congestion, problems accli-
mating to high altitude and his 
sporadic use of his continuous pos-
itive airway pressure sleeping de-
vice during the accident trip,” the 
agency said in its final report on 
the accident.

The NTSB also cited — as a 
contributing factor to the severity 
of the accident — the lack of pas-
senger seatbelts.

Lawyers for the victims said 
they reached a partial and un-
disclosed settlement with Busco 
several months ago, but legal action 
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SEATTLE — A federal bank-
ruptcy judge has named an inde-
pendent trustee to oversee bankrupt 
motorcoach operator and invest-
ment fund manager Darren Berg’s 
bus companies and personal assets.

Appointment of the trustee was 
requested late last month by both 
Berg and the investors in seven 
Berg-run mortgage-investment 
funds — also now in bankruptcy.

Berg said in a statement he pro-
vided Bus & Motorcoach News that 
he had favored the appointment of a 
trustee since he filed for personal 
bankruptcy protection.

At the same time, investors in 
real estate funds that had been man-
aged by Berg said a trustee was 
needed because there is “compel-
ling evidence of fraud and dishon-
esty” by Berg.

In court documents, attorneys 
for Berg’s investment-fund credi-
tors also maintained that a court-
appointed trustee was needed be-
cause some of the $200 million 
they invested “was used for purpos-
es having nothing to do with the 
funds, including a lavish lifestyle 
for Mr. Berg.”

Berg, founder of MTR Western 

coach company and the Meridian 
Group investment conglomerate, 
filed for Chapter 11 bankruptcy 
protection in late July, but has re-
tained control of his personal as-
sets, including f ive bus-related 
companies. (See Aug. 15 Bus & 
Motorcoach News.)

If Berg remained in control of 
the bus companies, his most valu-
able assets, there was “definite 
risk” he could divert revenue from 
them to pay his personal expenses 
and lawyers, reducing the compa-
nies’ ultimate value to creditors, at-
torneys for the creditors argued.

Bankruptcy Judge Samuel 
Steiner agreed to appoint a trustee 
only after lawyers for Berg and his 
creditors stipulated Berg could 
keep any income he has earned or 
w i l l  e a r n  a f t e r  e n t e r i n g 
bankruptcy.

In his statement, Berg suggest-
ed he will need cash — “a lot of 
cash” — to pay his attorneys.

Berg’s base annual salary from 
the bus companies is $180,000, 
said Richard Birinyi, one of his at-
torneys. Berg’s other assets include 
two software companies, a home on 
Mercer Island, two boats, and two 

airplanes.
Judge Steiner named Seattle 

bankruptcy attorney Diana Carey 
as trustee of Berg’s personal bank-
ruptcy. She will be monitoring the 
operation of Berg’s companies, in-
cluding MTR Western.

One of the creditor lawyers, 
Alan Smith, said there was “very 
little chance” the trustee would re-
tain Berg to run the companies. 

Berg refuted that statement. 
“Alan Smith…doesn’t know the 
first thing about what he’s talking 
abou t  when  he  makes  th i s 

Trustee named to oversee MTR Western, Berg bankruptcy

WASHINGTON — A number 
of operators of Prevosts have been 
on the receiving end of an unwel-
come surprise this summer when 
they’ve sent their coaches to 
Washington.

Even though the operators 
have purchased District of Colum-
bia trip permits before entering the 
city, they have gotten costly cita-
tions anyway.

The reason? You’re not going 
to believe it; well, maybe you will.

When a Prevost operator ap-
plies online for a trip permit, the 

District of Columbia system auto-
matically converts the brand of 
coach listed on the permit from 
Prevost to Volvo. 

So, when the driver of a Pre-
vost is stopped, and a D.C. police 
officer checks the permit, it says 
Volvo, instead of Prevost. The cop 
then writes a ticket because he or 
she thinks the permit is not for the 
correct vehicle.

Volvo, of course, is the parent 
company of Prevost. But Prevost 
coaches are still Prevost coaches 
— everywhere, that is, except in 

the District of Columbia where 
they are Volvo coaches.

Industry trade associations and 
individual operators have been try-
ing for weeks to get the situation 
corrected, but about all they’ve 
gotten for their efforts have been 
emails saying the situation is being 
worked on — plus, an all-to-famil-
iar bureaucratic response. 

Instead of alerting D.C. police 
to the issue, or accelerating a fix, 
district off icials are providing 
guidance for appealing the tickets.  

The following email, written 

by a D.C. official, will give you an 
idea of what those trying to get the 
system fixed have been up against:

“Thanks for the opportunity to 
address this issue. I conducted an 
internal investigation and forward-
ed your inquiry to Ms. Cassandra 
Claytor, Chief Hearing Examiner 
– as a heads up for review. Ms. 
Claytor will assign your contesta-
tion to a Hearing Examiner. Citi-
zens may contest parking tickets 
by mail or by appearing at a walk-
in hearing within 60 calendar days 
of the ticket issue date.

“If tickets are not contested or 
paid within 30 calendar days of re-
ceiving the ticket, a penalty equal 
to the fine will be added, and the 
opportunity to have a hearing will 
be relinquished.  

“Please write in to contest the 
tickets and include your vehicle 
registrations. Recommend attach-
ing our correspondence. Thanks 
much.”

As one frustrated coach indus-
try executive observed: “This is just 
another example of the insanity in 

Prevost operators discover D.C. can be very costly
CONTINUED ON PAGE 12 c
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Tax exemptions: Confusion reigns
WASHINGTON — A leading authority on state 

taxation is urging motor carriers to educate them-
selves about state sales tax exemptions, and to be alert 
for changes, including the expiration of exemptions.

Robert Pitcher of the American Trucking Asso-
ciations says many motor carriers believe — incor-
rectly — they’re entitled to a sales tax exemption on 
their vehicle purchases as a matter of federal law.

The United Motorcoach Association reports get-
ting lots of calls from operators who think there is a 
federal law that exempts them from sales taxes.

“This is certainly not the case,” says Pitcher in the 
latest issue of a newsletter he edits for the ATA.

“Whether to grant an exemption and, if one is 
granted, and how broad it will be, are issues for each 
state to determine for itself,” he explains.

That aside, state sales tax exemptions for motor 
carrier rolling stock are widespread, and exemptions 
for parts and repair labor purchased by carriers are 
also common. 

In most states, however, to legally claim an ex-

emption, a carrier must first obtain a certificate of 
exemption from the state. This typically involves an 
application to the state, and some delay. 

“Unless the carrier presents an appropriate exemp-
tion certificate, a retailer is not supposed to sell an oth-
erwise taxable item tax-free,” Pitcher points out.

The issue of state sales tax exemptions resurfaced 
recently in a notice issued by the Nebraska Depart-
ment of Revenue. 

 “What the Nebraska notice points up is that ex-
emption certificates are often issued only for a cer-
tain term, and expire at the end of it,” notes Pitcher.

“In Nebraska’s case, all the certificates of exemp-
tion the state has issued for the past several years will 
expire October 31 this year, and carriers who want to 
keep their tax-free status in Nebraska must reapply 
for certification,” he points out.

“Other states will of course have other rules on 
this, but it would be a good idea for carriers that ex-
pect to make tax-exempt purchases in several states 
to keep track of their status in this respect.”

WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration has released individual 
safety assessments for interstate 
bus and truck companies as part of 
its new Comprehensive Safety 
Analysis 2010 initiative.

The assessments are available 
on the CSA “data preview” web-
site. The agency is strongly urging 
operators to visit the website, 
http://csa2010.fmcsa.dot.gov, to 
get familiar with how the new sys-
tem works and preview their data.

CSA 2010 is the new safety 
measurement system being imple-
mented by the FMCSA, replacing 
the current SafeStat program. 

This latest milestone on the 
road to implementing CSA 2010 
allows carriers to see where they 
stand in each Behavior Analy-
sis and Safety Improvement Cate-
gory based on roadside data and 
investigation findings.

Each motor carrier’s BASIC 
(Behavior Analysis and Safety Im-
provement Category) assessments 
are visible only to them and to en-
forcement staff until December, at 
which time the assessments will be 
made available to the public.

Enforcement agencies will 
begin using the assessments later 
this year to prioritize the agency’s 
enforcement and compliance as-
sistance workload.

The FMCSA says it is provid-
ing motor carriers with this early 
look at the new system so they can 
see their performance data, identify 
unsafe behaviors, and address safe-
ty compliance issues right away.

The FMCSA recommends that 
motor carriers verify and update 
their motor carrier census data, in 
particular the number of vehicles 
and vehicle miles traveled on their 
MCS-150 form, and take the nec-
essary steps to correct unsafe driver 
and/or company safety practices.

FMCSA also has reiterated its 
commitment to stick to its sched-
ule for implementing CSA 2010. It 
said that before the end of the year, 
warning letters will go to carriers 
that do not make the grade, and 
roadside inspectors will start using 
the new data system to identify 
carriers for inspection.

The program will be fully im-
plemented state-by-state through-
out 2011 as states get up to speed.

As of mid-June, 11,000-plus 
motor carriers had logged into the 
CSA 2010 website to review their 
safety performance data. That 
leaves several hundred thousand 
truck and bus companies that have 
not — carriers that could be in for 
a rude awakening come December 
when the system goes live, en-
forcement officials say.

Feds move to next phase
of safety system upgrade

L OW E R  M A K E F I E L D 
TOWNSHIP, Pa. — One of the last 
toll-free bridges across the Dela-
ware River would charge commer-
cial vehicle tolls of $4 an axle 
under a plan to seek private inves-
tors to rebuild and operate the In-
terstate 95 Bridge that connects 
Pennsylvania and New Jersey.

The $310 million proposed 
rebuilding project calls for three 
lanes in each direction, plus aux-
iliary lanes and a wider median. 
Cars are expected to pay tolls of 
$1 to $2.

Nearly 60,000 vehicles a day 
cross the bridge. Delays and con-
gestion are commonplace.

Pa./N.J. bridge fix
may include tolls
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Vehicle towing is taxable in New York
ALBANY, N.Y. — New York operators that offer 

towing services probably should be collecting sales 
taxes for those services.

In an advisory opinion, the New York State De-
partment of Taxation and Finance has held that the 
service of towing and transporting disabled motor 
vehicles is subject to the state sales tax.

The tax applies, says the department, whether or 
not the service provider goes on to repair the vehicle 
it has moved. 

Although the transportation of property is gener-

ally exempt in New York, the opinion notes, moving 
a disabled vehicle is considered part of the taxable 
service of vehicle maintenance, even if the transpor-
tation is subject to a separate charge. 

There are some exceptions, however. For example, 
the sales tax does not apply to a charge for simply 
moving a vehicle from place to place, when this is not 
connected to vehicle maintenance, and when it is not 
connected with the delivery of the vehicle from seller 
to buyer, which is considered part of the sales price. 

The advisory opinion is No. TSB-A-10(25)S.
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OKLAHOMA CITY — As 
part of a state budget agreement, 
Oklahoma motor vehicle records 
will now cost $25 each — the 
highest fee for such records in the 
nation. 

And one Oklahoma motor-
coach operator says the new high-
er fee is an abomination.

“It is the most abusive, outra-
geous, purposeless increase I can 
imagine,” said Michael Kraft of 
KrafTours in Tulsa. 

Did it occur to anyone, Kraft 
asked, that many of the people 
who need a copy of their motor 
vehicle record might be out-of-
work commercial vehicle drivers, 
and $25 is a substantial amount of 
money.

“It is abusive in the extreme,” 
Kraft asserted.

With the passage of Senate 
Bill 1556, Oklahoma motor vehi-
cle records are going from $10 to 
$25. An additional fee of $2.50 
remains for online sales by NIC 
Inc., the company that operates 
the state’s website. The online 
charge was not raised.

The bill now goes to Gov. 
Brad Henry, but the increase was 
part of a budget agreement com-
pleted last month between the 
governor and legislative leaders.

Charges for motor vehicle re-
cords vary widely nationwide, ac-
cording to a compilation of rates 
by public records publisher BRB 
Publications Inc.

Rhode Island charges $19.50. 
New Mexico provides copies of 
the records for free, although it 
does charge $4.95 if they are or-
dered online.

More than 20 states charge 
extra fees for online access to the 
records.

Michael Sankey, president of 
BRB Publications and author of 
several books on motor vehicle 
records, said a handful of states 
increase the fees on those records 
each year.

It’s a money-making deal for 
states because the actual costs for 
motor vehicle records are far 
lower than what most states 
charge, he said.

The higher Oklahoma fees 
mean the state could make more 
than $30 million a year selling 
motor vehicle records to insur-
ance companies, data brokers, 
employment verif ication firms 
and individuals.

In the past five years, Okla-
homa has brought in about $13 
million each year for selling those 
records, according to records.

Driving record
fees are hiked
in Oklahoma

Turning the engine off is one of the easiest steps 

for drivers to take to improve air quality. 

This simple act will help drivers and companies 

avoid costly fines, save money and curb fuel use.  

For more information, visit 

TurnYourEngineOff.org.

Sen. Murray opponent picked for November
OLYMPIA, Wash. — Republi-

can real estate investor Dino Rossi 
and Democrat incumbent U.S. 
Sen. Patty Murray won Washing-
ton state’s Senate primary election 
last month, as the tea-party move-
ment that has energized voters in 
Nevada and Kentucky failed to 
overcome Washington’s traditional 

blue-state leanings.
In Washington’s so-called jun-

gle primary, the three-term senator 
had 46 percent of the vote, while 
Rossi, a former state lawmaker, out-
polled several more conservative 
Republican candidates, with about 
34 percent. The two will face off in 
the November general election.

The primary was of interest to 
motorcoach operators across the 
U.S. because of Murray’s efforts to 
weaken the federal charter service 
rule. She pushed through a provi-
sion last year that allows the public 
transit agency in Seattle to engage 
in charter service. (See June 15, 
July 1 and Aug. 1 issues of Bus & 

Motorcoach News.) 
Under Washington’s primary 

system, candidates are pitted 
against one another regardless of 
party affiliation, with the top two 
vote-getters advancing to the gen-
eral election. Supporters of that 
approach say it leads to more mod-
erate candidates.
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TORONTO — Most motor-
coach operators in Ontario aren’t 
happy with the current economic 
regulation of the industry and 
strongly support the idea of dereg-
ulation, a new survey has found.

Motor Coach Canada, in coop-
eration with the Ontario Motor 
Coach Association, hired a com-
pany to survey its bus operator 
members on the issue of economic 
regulation.

The survey consisted of three 
questions, and produced the fol-
lowing results:

1. Considering the existing 
economic regulatory system of the 
Ontario bus industry:

• 45 percent were ‘satisfied’ 
or ‘very satisfied’ with the exist-
ing economic regulatory system

• 55 percent were ‘dissatisfied’ 

or ‘very dissatisfied’ with the ex-
isting economic regulatory system

2. Assuming there will be ef-
fective controls to ensure safety is 
not compromised, does your com-
pany support or oppose economic 
deregulation of the Ontario bus 
industry:

• 69 percent support or strong-
ly support economic deregulation

• 31 percent oppose or strong-
ly oppose economic deregulation

3. How prepared is your com-
pany for the possible economic 
deregulation of the Ontario bus 
industry:

• 42 percent said they were 
‘fully prepared’

• 50 percent were ‘somewhat 
prepared’

• 8 percent were ‘not prepared 
at all’

Coach operators in Ontario
favor economic deregulation

OTTAWA, Ontario — Canada 
has a new transport minister.

Prime Minister Stephen Harp-
er named Chuck Strahl to the post.

Strahl is a member of Parlia-
ment from British Columbia and a 
former agriculture minister. He 

replaces John Baird, who had been 
leading Canada’s effort for a new, 
publicly owned bridge between 
Detroit and Windsor, Ontario.

Baird has been named the 
country’s Tory House leader, a key 
legislative position.

Canada gets new transport minister

USEPA upholds ‘endangerment’ finding
WASHINGTON — The U.S. 

Environmental Protection Agency 
is standing by its claim that green-
house gases threaten the public 
health and welfare of the Ameri-
can people and emissions from 
on-road vehicles contribute to that 
threat.

The agency rejected 10 peti-
tions that had challenged its en-
dangerment finding and asked it 
to reconsider its position. 

Several of the petitions said cli-
mate science cannot be trusted and 
asserted a conspiracy that invali-
dates the findings of the Intergov-
ernmental Panel on Climate 

Change, the U.S. National Acade-
my of Sciences, and the U.S. Glob-
al Change Research Program.

The EPA said it spent months 
considering the petitions, but 
found no evidence to support 
them.

“The endangerment finding is 
based on years of science from the 
U.S. and around the world,” said 
EPA Administrator Lisa P. Jack-
son. “These petitions — based as 
they are on selectively edited, out-
of-context data and a manufac-
tured controversy — provide no 
evidence to  undermine our 
determination. 

“Defenders of the status quo 
will try to slow our efforts to get 
America running on clean ener-
gy,” she said. “A better solution 
would be to join the vast majority 
of the American people who want 
to see more green jobs, more clean 
energy innovation, and an end to 
the oil addiction that pollutes our 
planet and jeopardizes our nation-
al security.”

Opponents have filed suit in 
federal appeals court to overturn 
the EPA’s finding. Arguments will 
likely not be heard until next 
spring, followed by a decision by 
summer 2011.
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Illinois tweaks red-light camera rules
SPRINGFIELD, Ill. — A new 

law in Illinois helps assure unifor-
mity of red-light camera ordinances 
throughout the state and makes it 
easier for drivers to appeal tickets.

Under the law, effective Jan. 1, 
independent verification of cam-
era violations will be needed be-
fore citations are issued.

In the counties of DuPage, 
Kane, Lake, Madison, McHenry, St. 
Clair and Will, violations must be 
reviewed and approved by law en-

forcement officers or retired offi-
cers in that county or municipality.

Violations in Chicago or Cook 
County must be reviewed by a law 
enforcement officer, retired offi-
cer or a “fully trained reviewing 
technician.”

Municipalities or counties with 
red-light cameras must also post 
the locations of the devices on their 
websites. They are also forbidden 
from charging violators an addi-
tional fee for choosing to exercise 

their right to contest the ticket. 
Another provision in the law 

gives drivers more flexibility 
when approaching the edge of an 
intersection. A complete stop still 
will be required before making a 
right turn on red, but drivers won’t 
be ticketed solely for coming to a 
stop after the painted stop line, un-
less a pedestrian is nearby.

In addition, vehicle owners must 
be able to access video evidence of 
their offense on the internet.
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By William E. Pippin

It seems the Vancouver Organizing 
Committee for the 2010 Olympic and Para-
lympic Winter Games (VANOC) wants to 
pretend the games did not exist.

I was there and personally witnessed the 
mistreatment and poor management of 
VANOC. VANOC seems to believe its per-
formance was unblemished. This is quite 
wrong.

All the stories are about the money and 
ignore the other blatant failings of VANOC, 
which caused the need for more transporta-
tion. It seems now they are pretending this 
did not happen.

I provided one of those last-minute bus 
additions. I saw the untrained, short-time 
college students that were hired who had no 
knowledge of transportation; they were put 
in charge at all levels of supervision. These 
people basically just stood around. This one 
critical mistake caused the bus service to 
under perform. 

VANOC would not allow Gameday 
Management to bring in seasoned bus peo-
ple. Oh, that’s right, keep the money in Can-
ada. International Trailways put out a call 
for (unpaid ) volunteers to help fix the prob-
lems caused by these untrained workers.

Bus owners and dispatchers rushed to 
Canada to save the event. Save the event 
they did — despite the incompetence of 
VANOC (Gameday runs these events all the 
time). It seems as if they are boxing up or 
throwing away evidence of their poor 
performance.

The phone system provided to the driv-
ers did not allow calls outside of network 
and the cell phone rates made it prohibitive 
for (drivers and others) to use their own 
phones, effectively making them prisoners. I 
provided cell phones to my supervisors that 
allowed me to communicate with them.

I spoke with them many times after 7 
p.m. to hear of their plight. They always 
were waiting for VANOC to provide their 
bus needs for the next day, which caused the 
dispatchers to be late providing schedule 
times for the drivers. Many had to stay 

awake waiting for a call that came as little as 
30 minutes before their shift transportation. 

Some had to stand to board a bus two 
hours before their shift and wait (standing) 
two hours after their shift to get back to their 
domicile. This was because VANOC did not 
care about safety — instead cutting back on 
transportation to save money.

Canadian hours of service are basically a 
mirror to U.S. standards with some minor 
variations. The Royal Canadian Mounted 
Police were obviously instructed to ignore 
the event and all the violations. Not one of 
my buses or drivers were stopped and in-
spected for violations throughout the events.

Shuttle service had to be increased be-
cause the drivers did not have enough hours 
of service to complete their runs (maybe this 
is some of the extra expense). No food was 
provided for the early shift. If you came to 
work early you got a breakfast coupon and 
nowhere to spend it.

By the time you got off duty it was almost 
dinner but not quite. Same situation in reverse 
at night. No one promised great food but 
sometimes there was no food. One bottle of 
water per shift was all VANOC would allow. 

My contract called for my drivers to be 
fed and sheltered each day from the time 
they left their home base until the time they 
returned. No food was provided when they 
had a day off. Most were trapped in their 
hotel room without any means to find food. 
Later on some shuttles were provided to 
allow the drivers to buy food in bulk (maybe 
some more of the extra expense).

Some of the staging areas were better 
than others. I had to provide microwaves and 
refrigerators so my people could eat. Inter-
national Trailways started providing extra 
food and water they paid for out of their own 
pockets.

The drivers could not afford to buy food 
because the prices were boosted to gouge 
the foreigners. My drivers were told if they 
deviated from their appointed routes to find 
food or water or for any other reason they 
would be apprehended by the RCMP.

As it did throughout the games and is 
still doing now, VANOC is pretending its 

performance was flawless when in fact it 
caused all the problems that required extra 
equipment. It now seems to be saying there 
is no record of any extra buses ordered dur-
ing this event.

My contract called for 90 percent of my 
funds to be held in escrow. (News articles 
clearly admit to this not happening.) I am 
told my contract is a mirror of all upstream 
of me. VANOC does not mention that the 
paralympics bus contracts were not secured 
until after the Olympics were over. Where is 
this money? 

Tony Vitrano at Gameday is now saying 
VANOC wants to only pay for days the 
buses were in service. This is not what my 
contract stipulates. No bus owner in their 
right mind would send buses that far away 
without a secure revenue stream. 

There would not have been an Olympics 
if bus owners had any inkling how irrespon-
sible VANOC would be in its administration 
from before the event until this day. Can 
anyone believe that a contract could be writ-
ten that basically states that company “A” 
will provide uncertain and unlimited servic-
es for a fixed price? Of course not. 

VANOC had a budget for transportation 
and hired Gameday to provide a certain 
amount of equipment. Let’s see the contract 
between VANOC and Gameday. I am told 
the extra buses ordered have been reim-
bursed. What specifically is VANOC talking 
about that would justify holding back 12.5 
percent?

Does Gameday allege they were asked to 
provide more services than VANOC will ac-
knowledge?  The big mistake everyone 
made was trying to make up for all of 
VANOC’s shortcomings. We do this in the 
bus business. It is called customer service.

Most times we do not even get a thank 
you. In this instance we are being told not 
only were the efforts not appreciated but ac-
tually in some ways did not happen. Basi-
cally a swift kick in the butt.

My company sent 13 coaches with 26 
drivers 2,400 miles one way to help make 
the Olympics a success. Gameday has noth-
ing to gain as this is what they do. If bus 
companies found out that Gameday was act-
ing not in good faith, Gameday would be out 
of business. VANOC is out of business.

An easy conclusion can be drawn. 
Gameday has nothing to gain here except 
moving on to the next event. VANOC keeps 
all it stole from the bus companies and gets 
to put it back in the general treasury.

A bigger question would be why VANOC 
paid for the sorry quality of all the food they 
provided. Oh, sorry, they were Canadian 
companies.

VANOC is a public organization. Let it 
prove what it says by showing payments 
made to Gameday. That would be a little too 
real wouldn’t it? Could it be possible that 
there was a 12.5 percent failure rate that 
caused money to be withheld to that ex-
treme? Absurd also.

Let the public entity be specific publicly 
about what the shortfalls are.

And then there is the Canada Revenue 
Agency. How can they justify keeping our 
money? Oh, that’s right, it stays in the Cana-
dian coffers. We were allowed to file a waiver 
for moneys paid after the waiver was accept-
ed. Why was the waiver not extended to cover 
the entire event? Why did VANOC not coun-
sel Gameday that this would be an issue? Oh, 
that’s right, the money stays in Canada. 

My bus company brings about 2,000 
tourists to Canada where they stay for at 
least a week. Do you know how many of 
these companies that are unpaid bring tour-
ists to Canada each year? Maybe we should 
set up our tours to stay in the states?

We jumped through hoops day after day 
for four months prior to the games to send 
help to Canada to make these games in 
North America a success. From the begin-
ning they were understaffed, disorganized 
and under planned, making it up as they 
went.

There were lots of people involved who 
tried to help but they were ignored. They 
tried to tell them the problems they would 
encounter but were ignored. They continued 
to help up to the point many organizations 
are in jeopardy, including International 
Trailways, Gameday, and many small-to-
medium-size bus companies. I guess they 
think those $500,000 buses don’t have to be 
paid for. Oh, let’s just keep the money in 
Canada and screw the Yanks.

William E. Pippin is president of Cow-
town Bus Charters in Fort Worth, Texas.

  How to contact us
To submit or report news, Letters to 
the Editor, articles, news releases or to 
report corrections:

E-mail:
bsankey@busandmotorcoachnews.com
Fax: (405) 942-6201
Mail:  3108 NW 54th Street

Oklahoma City, OK 73112
Call: (866) 930-8421

To subscribe or inquire about your 
subscription:

E-mail: 
ebalm@busandmotorcoachnews.com
Fax: (405) 942-6201
Mail:  3108 NW 54th Street

Oklahoma City, OK 73112
Call: (866) 930-8421

To advertise or to mail advertising-
related materials:

Call: Johnny Steger at (866) 930-8426 
E-mail:
jsteger@busandmotorcoachnews.com
Mail:  2200 N. Yarbrough, Suite B

Box No. 336 
El Paso, TX 79925

To send advertisements or 
photographs via the Internet: 

E-mail: BMNews@jezac.com

To contact the
United Motorcoach Association:

Call: (800) 424-8262
Online: www.uma.org

© 2010 by the United Motorcoach Association. Reproduction in whole or in part without 
written permission is prohibited.

 Staff

A	PUBLICATION	OF	THE	UNITED	MOTORCOACH	ASSOCIATION

Editor & Publisher: Victor Parra

Senior Editor: Bruce Sankey

 Sales Director: Johnny Steger

Industry Editor: Ken Presley

Associate Editor: Ellen Balm

Art Director: Mary E. McCarty

 Editorial Assistant: Amy Stalknecht

 Editorial Assistant: Michele Nosko

Editorial Assistant: Maggie Masterson

Accountant: Ted Williford

 Advisory Board
William Allen 
Amador Trailways 
Sacramento, Calif.

Brian Annett 
Annett Bus Lines 
Sebring, Fla.

Larry Benjamin 
Northfield Lines 
Northfield, Minn.

Dave Bolen 
New World Tours 
Bristow, Va.

Autumn Dipert Brown 
Dan Diepert Coaches 
Arlington, Texas

David Brown 
Holiday Tours 
Randlemann, N.C.

James Brown Sr. 
Magic Carpet Tours 
Richmond, Va.

Steve Brown 
Brown Coach 
Amsterdam, N.Y.

Gladys Gillis 
Starline Luxury Coaches 
Seattle

Larry Hundt 
Great Canadian Trailways 
Kitchner, Ontario

Dale Krapf 
Krapf Coaches 
West Chester, Pa.

Godfrey Lebron 
Paradise Trailways 
Hicksville, N.Y.

Joan Libby 
Cavalier Coach Trailways 
Boston, Mass.

Marcia Milton 
First Priority Trailways 
District Heights, Md.

Michael Neustadt 
Coach Tours 
Brookfield, Conn.

Jeff Polzien 
Red Carpet Charters 
Oklahoma City

Tom Ready 
Ready Bus Lines 
LaCrescent, Minn.

Brian Scott 
Escot Bus Lines 
Largo, Fla.

Michelle Silvestro 
National Interstate Insurance Co. 
Richfield, Ohio

Tim Wayland 
ABC Companies 
Faribault, Minn.

T. Ralph Young 
Young Transportation 
Ashville, N.C.

ISSUE	NO.	176

Letter to the Editor: Oh, Canada!



	9  September	1,	2010	 OPINION Bus & Motorcoach News	Bus & Motorcoach News 	 OPINION September	1,	2010	 9

By Dale J. Marsico

Last week, I was honored to be 
asked to speak at the 25th anniver-
sary of the Transit Excellence Pro-
gram awards dinner hosted by the 
West Virginia Department of 
Transportation and the West Vir-
ginia Public Transit Association.

The awards are given in recog-
nition of superior achievement by 
the men and women who are in-
volved in public transit across the 
state.

Those honored over the last 25 
years of these awards remind us of 
the commitment and contribution 
of so many who together have 
helped thousands of West Virgin-
ians go to work, get an education, 
obtain needed health care, and 
contribute to their community and 
their state. 

It is a snapshot of the larger 
picture that can be taken in thou-
sands of communities across 
America, every single day. 

In West Virginia much of the 
public transit story is deeply rout-
ed in small communities where 
what we now call public transit 
began as either a volunteer effort 
or one that was more of a social 

service — designed to provide 
transportation as part of some 
other important social program.

Social programs and priorities 
often change, but the need for mo-
bility is always a part of the transit 
experience. Mobility is a form of 
self-empowerment, and transit in 
places like West Virginia is easily 
identified by its key role in helping 
people to succeed. 

One of the special contribu-
tions to our industry that we’ve 
learned from people in West Vir-
ginia is that successful transit sys-
tems put communities first — and 
seek to work with people across 
every possible facet of community 
life to make things better. We have 
tried to include that approach in 
our own awards programs, our 
community-based institutes de-
signed to bring people together 
and in the work we seek to provide 
here in Washington as a national 
association.

We recognize that our path to a 
better place is through working 
together. 

In our country today we find 
ourselves divided over many is-
sues — political, social or eco-
nomic. For many, today is, like the 

line from Shakespeare’s Richard 
The Third, “...the winter of our dis-
content.” The entire line reads: 
“Now is the winter of our discon-
tent made glorious summer by this 
son of York.” 

Those using the phrase often 
only borrow the first part, rarely 
the whole line. In this case the 
whole line and the speech in the 
play it’s taken from remind us that 
people can make a difference.

In our case, the examples we 
saw in West Virginia are our 
“Dukes of York” in these difficult 
and often unsettled times. 

Earlier today, I received in my 
mail the most recent copy (Aug. 1 
issue) of Bus & Motorcoach News, 
published by the United Motor-
coach Association.

UMA used the term, “Summer 
of Discontent,” to describe the cur-
rent economic conditions of their 
segment of our industry, due to the 
current overall economic climate. 
They also included within this 
issue several articles relevant to 
public transit, each filled with ad-
ditional doses of discontent. 

Specifically, one of these arti-
cles dealt with the $77.7 billion 
bus and rail transit infrastructure 

deficit identified by USDOT/FTA, 
as well as weighing in on the value 
of transit services by questioning 
their efficiency and cost.

We’re treated to an “analysis” 
[their words] on the DOT/FTA re-
port that blames “unfettered feder-
al spending for public rail and 
transit,” which follows a descrip-
tion of the federal government as 
too bloated, too cumbersome and 
falling down on every front with 
critical infrastructure.

This seems a very slight anal-
ysis of our nation’s critical infra-
s t r uc tu re  needs ,  t r ans i t  o r 
otherwise. 

George Will once said that 
anger is not an argument, and the 
anger about transit in these articles 
is clearly misplaced. These critical 
comments are addressed against 
some transit systems we don’t 
know; obviously they are not the 
transit systems we celebrated in 
West Virginia last week, or the 
transit agencies we recognized at 
our own conference earlier this 
year in Long Beach.

There are no “Sons of York,” in 
this edition of Bus & Motorcoach 
News. 

In the way we like to work, I 
want to extend an invitation to the 
publishers and editors of Bus & 
Motorcoach News to meet with us 

to talk about the public transit we 
know.

To try to understand the quality 
of service our members and the 
members of the public transit com-
munity bring to American commu-
nities every day and to share with 
them the vision we put forth in our 
ideas for a 21st century mobility 
system that recognizes that all of 
us in the mobility business — pub-
lic, private and nonprofit — need 
to work together to make Ameri-
ca’s transportation system efficient 
and excellent. 

It’s time not for anger, but com-
munications, and to search for solu-
tions. I hope to hear from you soon. 

Dale J. Marsico, CCTM, is ex-
ecutive director of the Community 
Transportation Association of 
America in Washington.

* * * *
Editor’s Note: In the same 

spirit we met with Mr. Marsico 
during the sessions of the Charter 
Bus Negotiated Rulemaking Advi-
sory Committee, we will be happy 
to meet with him anytime to dis-
cuss the effectiveness of rural tran-
sit, and the participation of private-
sector operators in delivering the 
best value to taxpayers. 

Victor Parra,
Editor & Publisher
Bus & Motorcoach News
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risk of motorcoach passengers 
being killed in a rollover by 77 
percent. 

Ejections account for 78 per-
cent of the fatalities in motorcoach 
rollover crashes and 28 percent of 
fatalities in nonrollover crashes, 
according to NHTSA. 

“We want motorcoaches to be 
as safe as possible and are working 
towards that goal,” said NHTSA 
Administrator David Strickland.

During its testing, Strickland’s 
agency did extensive comparisons 
between unbelted instrumented 
crash dummies, dummies re-
strained by lap belts, and dummies 
using lap-shoulder belts. 

The differences during the 
crash tests were pronounced and, in 
some cases, dramatic. Unbelted 
dummies were thrown about wildly. 
Dummies with lap belts often re-

ceived severe damage because their 
heads and necks banged into the 
seat in front of them. But lap-shoul-
der belts prevented critical head 
and neck injuries.

No surprise
“We have been expecting this 

announcement for some time and 
now that a rule has been proposed, 
we will help our members navigate 
through the ruling to ensure com-
pliance,” said Victor Parra, presi-
dent and CEO of the United Mo-
torcoach Association.

“It’s important to note that the 
proposal is for new motorcoaches 
only, used motorcoaches are not 
included at this time.”

The National Highway Traffic 
Safety Administration is seeking 
comments on the technical and 
economic feasibility of a retrofit 
requirement.

NHTSA estimates it could cost 
upwards of $1 billion to retrofit 

the nation’s existing motorcoach 
fleet with seatbelts. The agency es-
timates the cost of retrofitting at 
between $6,000 and $40,000 per 
coach, depending on whether lap 
belts or lap/shoulder belts are in-
stalled and the structural changes 
that would have to be made for 
coaches and retrof itted belted 
seats to meet strength and anchor-
age standards.

The agency questioned wheth-
er some coaches could even be ret-
rofitted to meet strength standards, 
and whether retrofitting made eco-
nomic sense.

The seatbelt announcement is 
the latest initiative from the 
USDOT, NHTSA, and the Federal 
Motor Carrier Safety Administra-
tion to improve motorcoach safety.

Earlier this year, the department 
released a Motorcoach Safety Ac-
tion Plan, outlining steps for ad-
dressing driver fatigue or inatten-
tion, and improving operator 

maintenance. 
Research aimed at improving 

motorcoach structures, fire safety 
protection and emergency egress 
also is under way and likely will 
lead to recommendations for new 
federal standards in the future. 

The National Highway Traffic 
Safety Administration is seeking 
public comment on the proposed 
seatbelt rule. To read the proposal, 
go to www.nhtsa.gov/staticfiles/
rulemaking/pdf/NPRM_Belts_on_
motorcoaches.pdf. 

Comments on the proposal are 
due on or before Oct. 18. 

Other elements of the proposed 
rule include:

• A “motorcoach” is defined as 
a bus with a gross vehicle weight 
rating (GVWR) of 26,000 pounds 
or greater, 16 or more designated 
seating positions (including the 
driver), and at least 2 rows of pas-
senger seats rearward of the driver’s 
seating position that are forward-

facing or can convert to forward-
facing. Comments on the definition 
are being requested by NHTSA. 

•  School buses and transit 
buses (sold for operation as a com-
mon carrier in urban transportation 
along a fixed route with frequent 
stops) are not included in the rule. 

• Shuttle buses are not includ-
ed in the rule but NHTSA is re-
questing comments as to whether 
shuttle buses should be excluded.

• Lap/shoulder belt anchorage 
and attachment hardware at all lo-
cations for new motorcoaches 
must meet Federal Motor Vehicle 
Safety Standard No. 210, “Seatbelt 
assembly anchorages.” 

• Lap/shoulder belts are to be 
installed in forward-facing seating 
positions, with the manufacturer 
having an option of installing either 
a lap belt or lap/shoulder belt for 
side-facing seating positions. 

• Lap/shoulder belts would be 
required for drivers.

Excerpts from proposed motorcoach seatbelt rulemaking
WASHINGTON — The U.S. 

Department of Transportation and 
the National Highway Traffic Safe-
ty Administration have issued a 
proposed rulemaking covering the 
installation of lap/shoulder belts in 
new motorcoaches. Here are ex-
cerpts from the proposed rule.

* * *
NHTSA’s safety research on 

motorcoach seatbelts, completed 
in 2009, shows that the installation 
of lap/shoulder belts on motor-
coaches is practicable and effec-
tive. We believe the seatbelt as-
semblies that would be installed 
on motorcoach passenger seats 
pursuant to this rulemaking could 
reduce the risk of fatal injuries in 
rollover crashes by 77 percent, pri-
marily by preventing occupant 
ejection in a crash.

* * *
This notice of proposed rule-

making…results from an exten-
sive test program completed in 
2009, involving a full-scale fron-
tal, 30-miles-per-hour barrier 
crash test (of a 45-foot coach) with 
instrumented test dummies; sled 
testing under a range of belted and 
unbelted conditions, and seat an-
chorage strength testing.

* * *
In the sled tests, we evaluated 

motorcoach seats without seat-
belts, motorcoach seats with lap/
shoulder seatbelts, and motor-
coach seats with lap only belts. We 
tested the seats with different size 
dummies and in frontal and 
oblique (15 degree) impact con-
figurations and with and without 
loading by unrestrained occupants 
in the rear seat. The results showed 
that lap/shoulder belts prevented 

critical head and neck injury val-
ues in almost all configurations 
using the crash pulse from the mo-
torcoach barrier test. 

* * *
Motorcoach transportation is 

an overall safe form of transporta-
tion. Over the 10-year period be-
tween 1999 and 2008, there were 
54 fatal motorcoach crashes re-
sulting in 186 fatalities. During 
this period, on average, 16 fatali-
ties have occurred annually to oc-
cupants of motorcoaches in crash 
and rollover events, with about 2 
of these fatalities being drivers and 
14 being passengers. However, 
while motorcoach transportation 
overall is safe, given the high-oc-
cupancy of motorcoaches, when 
serious crashes do occur (in) this 
vehicle type, they can cause a sig-
nificant number of fatal or serious 
injuries during a single event, par-
ticularly when occupants are eject-
ed. The goal of this rulemaking is 
to reduce occupant ejections.

* * *
Data from NHTSA’s Fatal 

Analysis Reporting System from 
1999-2008 show that most (63 
percent) fatal motorcoach crashes 
are single-vehicle roadside events 
(e.g., run off the road or hitting 
roadside objects) or rollovers. 
Ejections account for 78 percent 
of the fatalities in motorcoach roll-
over crashes and 28 percent of the 
fatalities in non-rollover crashes. 

* * *
We estimate that even at a min-

imum seatbelt-usage rate of only 
21 percent, the proposed rule will 
remain cost effective for motor-
coach passengers. Comments are 
requested regarding whether states 

would consider adopting manda-
tory belt-use laws for motorcoach 
passengers. Also, should motor-
coaches be equipped with “buck-
le-up” signs reminding passengers 
to use their belts? 

* * *
We estimate that installing lap/

shoulder seat belts on new motor-
coaches would save approximately 
1 to 8 lives and prevent 144 to 794 
injuries per year.

* * *
The total cost of adding belts 

(to new coaches) and making 
structural changes to the motor-
coach floor would be approxi-
mately $12,900 per vehicle, with 
the total cost being $25 million for 
the 2,000 new motorcoaches sold 
per year. Lifetime fuel costs due to 
an increased weight of the motor-
coach would be an additional cost. 

* * *
We are not proposing at this 

time that used buses be required to 
be retrofitted with the lap/shoulder 
belt system. The service life of a 
motorcoach can be 20 years or 
longer. We estimate that the cost of 
retrofitting can vary substantially. 
We estimate it could cost between 
$6,000–$34,000 per vehicle to ret-
rofit the vehicle with lap belts and 
with sufficient structure to meet 
today’s proposal. We also estimate 
it could cost $40,000 per vehicle 
to retrof it it with lap/shoulder 
belts and reinforced structure so as 
to meet FMVSS No. 210 to sup-
port the loads during a crash.

* * *
The existing fleet size is esti-

mated to be 29,325 motorcoaches. 
Hence, the fleet cost of retrofitting 
lap belts is estimated to range from 

$175,950,000 ($6,000 x 29,325) to 
$997,050,000 ($34,000 x 29,325), 
while the fleet cost of retrofitting 
lap/shoulder belts is estimated to 
be $1,173,000,000 ($40,000 x 
29,325). These costs do not in-
clude increased remaining lifetime 
fuel costs incurred by adding 
weight to the motorcoach. Weight 
would vary depending upon the 
needed structural changes, and 
lifetime fuel cost would vary de-
pending upon the age of motor-
coaches that would be retrofitted. 

* * *
Retrofitting used motorcoach-

es may not be structurally viable 
for many motorcoaches and may 
not be economically feasible for 
many motorcoach for-hire opera-
tors, many of which are small 
businesses.…Comments will help 
us determine whether we should 
issue a separate supplemental 
(rulemaking) to require retrofit.

* * *
The poor performance of the 

lap-belt restraint in the sled tests 
was consistent with the lap-belt re-
sults from the full-scale motor-
coach crash test. Compared to the 
unbelted dummies, the (lap-belt-
ed) dummy’s head typically hit the 
seat back in front at an earlier 
point in time due to the lap belt re-
straining forward motion and the 
upper torso pivoting about the lap 
belt. 

* * *
The data available for this 10-

year period for fatalities of occu-
pants in buses other than transit 
buses and school buses show that 
only 12 percent of the passenger 
fatalities were in buses with a 
GVWR less than or equal to 

11,793 kg (26,000 lb). We also 
found that among fatalities in 
these buses (buses other than 
school buses and transit buses) 
with GVWR greater than 11,793 
kg (26,000 lb), 87 percent were in 
tour/intercity buses, 4 percent in 
commuter buses, 7 percent in 
shuttle buses, 1 percent in buses 
used for school transportation and 
1 percent in buses modified for 
personal use. 

* * *
We propose excluding urban 

transit buses from the proposed 
definition of motorcoaches be-
cause fatality data for urban transit 
buses differ significantly from that 
of motorcoaches, and because of 
the stop-and-go manner in which 
urban transit buses are used.

* * *
Comments (on the proposed 

rule) must be received on or before 
Oct. 18, 2010. You may submit 
comments to the docket number 
(NHTSA-2010-0112) identified in 
the heading of this document by 
any of the following methods: 

• Federal eRulemaking Portal: 
Go to www.regulations.gov. Fol-
low the online instructions for 
submitting comments. 

• Mail: Docket Management 
Facility, M-30, U.S. Department of 
Transportation, West Building, 
Ground Floor, Rm. W12-140, 
1200 New Jersey Avenue, S.E., 
Washington, D.C. 20590. 

• Hand Delivery or Courier: 
West Building Ground Floor, 
Room W12-140, 1200 New Jersey 
Avenue, S.E., between 9 am and 5 
pm Eastern Time, Monday through 
Friday, except Federal holidays. 

• Fax: (202) 493-2251.

Seatbelt rule
CONTINUED FROM PAGE 1
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Pacific Western is named IMG Operator of the Year
NEW ORLEANS — Pacific 

Western Transportation of Cal-
gary, Alberta, has been named In-
ternational Motor Coach Group 
Operator of the Year. 

The award was presented last 
month as part of the IMG Strategic 
Alliance Meeting.

The IMG award recognizes a 
member company that excels in 
customer service, operations, safe-
ty, best practices, community and 
industry involvement, and overall 
engagement with IMG.

Pacific Western was singled 
out for its positive safety record, 

leadership in the communities 
where it operates and in the indus-
try, and customer commitment.

The company has been around 
for more than 50 years. It was 
founded by R.B. Colborne and is 
now headed by Michael Colborne, 
president and CEO.

As Canada’s largest ground 
passenger transportation company, 
with a fleet of more than 2,600 ve-
hicles, Pacific Western operates 
North America’s only fully-acces-
sible, scheduled, inter-city motor-
coach service; its airport shuttle 

operations carry more than 10 mil-
lion passengers annually; its transit 
fleets transport 8 million passen-
gers to work, school and home an-
nually; its charter operations travel 
7.6 million miles annually; its in-
dustrial employee operations move 
6.2 million people to work annu-
ally, and its school bus fleets carry 
45,000 students daily.

Separately, the IMG board 
elected officers for 2011. They are: 
chairman, Hank Garbee of Young 
Transportation in Asheville, N.C.; 
vice chairman, Geoff Lynch of 

Hampton Jitney in Southampton, 
N.Y., and secretary/treasurer, Ste-
phen Story of James River Bus 
Lines in Richmond, Va.

Larry Benjamin of Northfield 
Lines in Northfield, Minn., was 
elected to the board for a three-
year term.

The 2011 IMG Strategic Alli-
ance Meeting will be Aug. 10-12, 
in Lancaster, Pa. 

IMG is a consortium of 57 mo-
torcoach companies operating in the 
U.S. and Canada. For more informa-
tion, go to www.imgcoach.com.

Coach Manager
Charter and Contract Booking System

Coach Manager is a start to finish 
solution for the management of  
charter and contract bookings.  
In addition to producing client 
quotations, confirmations, driver

orders and invoices, the system 
uses a highly visual scheduling 
tool to ensure the best possible 
utilization of both vehicles and 
drivers. 

“When DATTCO set out to replace our legacy system we knew we needed two 
things; a software solution that offered us the versatility to do things the way our 
business dictates and a partner that understood our needs. We found both in 
Distinctive Systems.”

Dennis Lyons – Vice President – DATTCO, Inc.

“Coach Manager is our central resource for sales, fleet allocation and customer 
billing. Distinctive Systems has been an outstanding business partner for Peter  
Pan and Coach Manager has increased our ability to utilize all company assets  
more effectively.”

Steve Manning – IT Director – Peter Pan Lines, Inc.

“Five years ago I set out to find the best motorcoach charter software available, 
and with Coach Manager, we are quite proud to say that we use the best 
charter software in the world.”

Ray Land – President – Fabulous Coach Lines

“Distinctive Systems’ ability for extensive customization allows each user to tailor 
the application to their unique business needs and procedures, creating a greatly 
fulfilling product. Coach Manager allows you to gather the information you need, in 
the form that you need it, to run a successful company. It gets an ‘A’ in my book!”

John Nichols – President – J. A. Nichols & Company

Visit our website for more information 
www.distinctive-systems.com/charter

Telephone: (646) 448-9981

Distinctive Systems Inc, 928 Broadway, Suite 1000, New York,  NY 10010

Motorcoach Council offering 
2 online contests to operators

DENVER — The Get Motor-
coachif ied consumer education 
campaign is sponsoring a pair of 
contests designed to bolster aware-
ness of the promotional program.

For both contests, the winners 
will be motorcoach operators, and 
both are easy to enter, says Motor-
coach Council Executive Director 
Heather Horton.

Here are the basics for contest 
No. 1:

• Contact Horton at the Motor-
coach Council and request the digi-
tal file for a graphic entitled Top 10 
Reasons to Get Motorcoachified.  
Next, upload the graphic to your 
own website and link it to the Get 
Motorcoachif ied website, www.
GetMotorcoachified.com.

• Finally, send proof of your 
link to heather@MotorcoachCoun-
cil.org.

That will automatically enter 
you to win a free group meal (for 
up to 45 guests) at any Golden Cor-
ral restaurant.

Nice.

But hold on pardner, there’s 
more. 

Visit the Get Motorcoachified 
Facebook community page and 
click on “Like” and post a picture 
of your coach, your group tour, or 
yourself on the road, and you’ll be 
entered to win a free Get Motor-
coachified rear-cap bus wrap, cour-
tesy of the Motorcoach Council.

All you need to do is ask others 
to “Like” your photo on Facebook. 
The photo with the most “likes” 
wins. The winners of both contests 
will be announced this fall. 

“Not everyone can win the con-
tests, of course, but all operators that 
participate will be providing their 
website visitors and potential cus-
tomers with access to information 
that reinforces their smart choice in 
traveling with their company and by 
motorcoach,” said Horton.

To learn more, or to request the 
digital file of the graphic, contact 
Horton at the Motorcoach Council. 
Call (720) 449-9000, or email 
heather@MotorcoachCouncil.org.

Entertainer bus operators
organize, set up council

WASHINGTON — Operators 
and leasers of entertainer motor-
coaches have formed an associa-
tion under the aegis of the Ameri-
can Bus Association.

The new Entertainer Motor-
coach Council elected a six-mem-
ber board that has been charged 
with getting the organization up 
and running.

Among other things, the board 
will work with other council mem-
bers to develop standards and best 
practices designed “to inspire a 
level of confidence in the safety, 
reliability and quality of service 
for the operations of entertainer 
motorcoaches employed on a char-
ter or lease basis,” the group said 
in announcing its formation.

The board also will provide 
strategic leadership, develop pur-
chasing programs and other bene-
fits, and actively promote enter-
tainer motorcoach services. 

The council directors are: Jay 
Adams, owner of Roadhouse Trans-
portation in Comfort, Texas; Renee 
Deymonaz, owner of Taylor Tours 
in Anthem, Ariz.; Gary Roberts, 
president of Roberts Brothers 
Coach Co. in Springfield, Tenn.; 
Rob Russell, owner of Russell 
Coach Co. in Knoxville, Tenn.; Mike 
Slarve, president of Four Seasons 
Coach Leasing in Lebanon, Tenn., 
and Olan Witt, owner of Coach 
Quarters Entertainment Transpor-
tation in Goodlettsville, Tenn.

Slarve was chosen to serve a 
one-year term as chairman of the 
council board and Renee Deymon-
az will be vice chairman.

Entertainer Motorcoach Coun-
cil members typically are coach 
operators and leasers serving the 
“entertainer market,” specifically 
performers and their staff needing 
tour accommodations as they trav-
el from one venue to another.
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By Michael A. Chaplar
Unit Chemical Corporation

Toilet deodorants are thankless 
products.

If the product you’ve been 
using is working, chances are 
you’ll never receive a compliment 
on how well your restroom smells. 
However, if there’s a problem in 
the restroom, you will undoubted-
ly hear about it.

I’m often asked which product 
works best. This used to be an easy 
question in that most operators 
where simply referring to which 
product was the most effective 
against controlling odors and 
breaking down solids.

However, when I’m asked this 
same question today, there are 
many other factors to consider, in-
cluding cost, convenience, type of 
usage (day vs. extended trips), —
environmental concerns, and sup-
plier issues.

Due to the increase in these fac-
tors, a motorcoach operator has 
many types of toilet deodorant 
products to choose from. The most 
common forms of toilet deodorants 
include: liquids and nonliquids 
(powders, packets and tablets).

With today’s technology and 
advancements in disinfectants and 
deodorants, there’s no reason for 
ANY motorcoach operator to ex-
perience an odor problem in the 
restrooms or any other section of 
the motorcoach. 

There also is no reason to sub-
stitute effectiveness for the sake of 
convenience.

However, many operators are 
doing just that and looking strictly 
at convenience and portion control 
while sacrificing performance.

Liquid deodorants
In general, liquid toilet deodor-

ants will provide the best overall 
coverage at the least cost per use. 
This is because more perfume can 
be added to a liquid product, com-
pared to a nonliquid product, 
meaning liquids perform better.

Remember, most people use 
the motorcoach restroom when the 
coach is moving. This leads to 
“misses” around the base of the 
toilet. The extra perfume in a prod-
uct will help to cover odors from 
these types of occurrences.

Liquid pros:
• Least expensive
• Best performance in toilet
• Best performance for toilet 

misses
• Best overall value
• Instant effectiveness (do not 

have to wait  for product to 
dissolve)

Liquid cons:
• Harder to portion control. 

(However, liquids are now better 
controlled with smaller bottles, 
pumps and/or metering devices.)

• Dyes can stain (Most compa-
nies make their toilet chemicals 
with dyes that have a tendency to 
stain. However, there are products 
now made with 100 percent non-
staining dye.)

Nonliquid deodorants
In most, if not all cases, non-

liquid products do not perform as 
well as liquids. And, if they even 
start to approach the performance 
of a liquid (they never meet it or 
exceed it), then the product begins 
to become cost prohibitive to use. 

The reason is that most non-
liquid products actually begin as a 
liquid that has had a drying agent 
or filler added to make the product 
into a solid form. (Quats, formal-
dehydes, perfumes, nonstaining 
dyes, detergents, and antifoam 
agents all begin as liquids.) 

Powders
Most powders have now been 

either packaged in packets or have 
been pressed into tablets due to the 
same portion control issues of a 
liquid. Therefore, a straight pow-
der out of a jar would not offer any 
better portion control over a liquid, 
would not work as well as a liquid, 
and would cost more on a per-use 
basis when compared to a liquid.

Therefore, this is why most 
powders are no longer available in 
bulk form and are packaged for in-
dividual usage. 

Tear-open packets
This sort of product has taken 

powders and placed them into 
some form of a portion control 
packet (i.e. cellophane or foil 
pouch). This type of packing is 
NOT water soluble and must be 
opened first and then poured into 
the holding tank.

Tear-open packets pros:
• Portioned controlled (As 

long as you can get the person to 
use just one.) 

• Package does not fail as often 
as water-soluble packets as humid-
ity and water will not cause pack-
aging to dissolve

• Minimal time needed to dis-
solve or activate product

Tear-open packets cons:
• Does not perform as well as 

liquids
• More expensive to use com-

pared with liquids
• Other packets offer greater 

convenience as they don’t need to 
be torn open prior to use. Spilling 
of contents is possible.

•  Por t ion control  can be 
thwarted. As is often the case, the 
person cleaning the restrooms will 
use more than one packet because 
of lack of performance issues.

• Dyes can stain (There are 
some products that do not stain.)

Water-soluable packets
This sort of product has taken 

powders and placed them into a 
water soluble portion control pack-
et. This type of packaging can sim-
ply be tossed into the holding tank; 
it does NOT need to be torn open 
before using.

Water-soluble packets pros:
• Portion controlled (As long 

as you can get the person to use 
just one.) 

• Extremely convenient. (Sim-
ply toss into the holding tank.)

• Minimal time needed to dis-
solve or activate product. (Not 
quite as fast as tear open packaged 
products.)

Water-soluble packets cons:
• Does not perform as well as 

liquids
• More expensive to use com-

pared with liquids
• Packaging has a tendency to 

fail and stick together when ex-
posed to humidity and water and 
may begin to dissolve prior to use

•  Por t ion control  can be 
thwarted. As is often the case, the 

person cleaning the restrooms will 
use more than one packet because 
of lack of performance issues.

• Dyes can stain (most compa-
nies make their toilet chemicals 
with less expensive dyes that have 
a tendency to stain). 

• Operators using recirculating 
toilets should be careful when 
using this type of product as undis-
solved packaging has been linked 
to recirculating pump failures.

• Ingredients used in many wa-
ter-soluble packets have been 
known to soften rubber gaskets and 
lead to leaky dump valves. Not an 
expensive fix, just a job that no one 
really wants to do. Also, material re-
leased from a leaky holding tank 
dump valve often is green in ap-
pearance and resembles anti-freeze 
which can cause all kinds of issues. 

• Cleaning products used to 
clean the toilet bowl can raise the 
PH and cause the water-soluble 
packet to either not dissolve or 
leave an insoluble stringy residue 
that clog filters, screen or recircu-
lating pumps.

 
Tablets

This type of product has taken 

powders, applied pressure, and 
created a portion-control tablet. 
This type of packaging can simply 
be tossed into the holding tank. In 
most cases, the packaging does 
NOT need to be torn open or un-
wrapped before using. Although, 
in some cases, some manufactures 
are individually wrapping their 
tablets in a tear-open packet.

Tablets pros:
• Portioned controlled (As 

long as you can get the person to 
use just one.) 

• Extremely convenient. Sim-
ply toss into the holding tank.

Tablets cons:
• Does not perform as well as 

liquids.
• More expensive to use.
• Can take some time to fully 

dissolve especially in cold water 
and cleaner may use additional 
tablets to obtain desired color or 
perfume. 

•  Por t ion control  can be 
thwarted. As is often the case, the 
person cleaning the restrooms will 
use more than one tablet because 
of lack of performance issues.

• Dyes can stain hands and 
coach areas

By Cathy Crawford
Chempace Corporatiion

In selecting which sanitation 
and odor-control products to use, 
motorcoach operators should con-
sider cost, quality and the envi- 
ronment. 

The most cost-efficient prod-
ucts are those that perform at 100 
percent effectiveness for the lon-
gest period of time.

Some products will last a full 
seven days. With such products, 
your customers will not notice the 
toilets and will simply enjoy the 
ride. 

The environment also is im-

portant to everyone.
Many restroom, sanitation and 

other cleaning products are safe to 
use and environmentally friendly. 
Whether liquid or packet, Mother 
Nature is comfortable with our 
green ingredients. 

In addition to “green” toilet 
treatments, there also are environ-
mentally friendly masking de-
odorizers. For example, there are 
concentrated deodorizers de-
signed for spraying in the coach, 
and there are hanging fragrances 
that last for months. 

Based on our more than 42 
years of experience, a happy pas-
senger is a repeat passenger.

Key items to consider when
buying odor-control products

SEPTEMBER 2010

10 Tourism Cares for Amer ica 
Day, National Mall and memorial 
parks, Washington, D.C. Info: Go 
to www.tourismcares.org/
volunteer-day.

12-15 Virginia Motorcoach 
Association Annual Convention, 
Doubletree Charlottsville, Va. 
Info: www.vamotorcoach.org.

27-30 Florida Motorcoach 
Association Appointment Show, 
Innisbrook Resort and Golf Club, 
Innisbrook, Fla. Info: Go to 
www.floridamotorcoach.org.

Calendar

 comment,” Berg asserted. 
Berg’s business empire began 

to collapse earlier this summer. In-
vestors in several of his investment 

funds, which bought high-risk, un-
conventional mortgages, forced 
those funds into bankruptcy after 
scheduled interest payments were 
missed. Lawsuits filed by the in-
vestors charged Berg had misled 
them.

An attorney for one group of 
investors said in a court filing that 
the bankruptcy trustee represent-
ing the investment-fund creditors 
“has uncovered financial irregu-
larities regarding the funds and 
other entities controlled by Berg.”

Toilet deodorants don’t get much respect or ‘thanks’

D.C. with the permit requirement. 
Volvo owns Prevost but D.C. doesn’t 
seem to understand that. Instead of 
educating law enforcement, we’re 
having to appeal a ticket.”

And as a Michigan operator 

added: “This past weekend, we 
were issued two ($500) tickets and 
our efforts to correct this with the 
various officials in Washington, 
D.C., pretty much led to dead ends.

“We have spoken to various 
police departments and their rep-
resentatives; all indicate they are 
aware of the issue but there is 

nothing they can do about it and 
will continue to write the tickets if 
we don’t have it corrected.”

Prevost operators planning to 
send coaches to D.C. might want to 
call the permit phone lines and in-
quire about the issue. The numbers 
are (202) 729-7079, 729-7078 or 
729-7083.

D.C. parking
CONTINUED FROM PAGE 3

MTR Western
CONTINUED FROM PAGE 3
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Can pine oil fragrance improve driver performance?
By Rees Whitaker
Inca Gold Products

Smells from onboard motor-
coach toilets can reduce bus driver 
morale.

Using toilet chemicals that in-
clude a pine oil fragrance may im-
prove driver morale and performance. 

However, before we talk about 
the research behind pine fragrance 
and its affect on driver perfor-
mance, let’s first talk about how we 
perceive smell in our environment.

The Smell Report, published 
by the Social Issues Research Cen-
ter in the United Kingdom, states 
that humans have more than five 
million olfactory receptors. By 
comparison, dogs have more than 
220 million.

As any dog owner can tell you, 
the human sense of smell is noth-
ing compared to that of a dog, yet 
our sense of smell is more impor-
tant than many people realize. 

Recent research suggests that 
the human brain “may be more 
adept at distinguishing smells than 
previously thought,” according to a 
Science Daily article.

Research conducted by Leslie 
Kay, assistant professor in psy-

chology at the University of Chi-
cago, demonstrated the “impor-
tance of smell as a means for 
people to gather information about 
their environment.” 

Test it yourself
You can test this yourself pret-

ty easily by taking a walk in your 
neighborhood. What odors greet 
you as you walk past homes and 
what do these odors tell you? What 
emotions do you associate with 
them?

How do you feel about unfa-
miliar or “foreign” cooking smells, 
versus the smell of freshly mowed 
grass? What associations come 
into play when you smell some-
thing cooking on a grill or when 
you walk past someone’s odorifer-
ous trash cans?

What do you smell if someone 
has a junker car sitting in the drive-
way, and is this smell pleasant or not? 

How we perceive odors is sub-
jective and personal.

Terry Molnar, executive direc-
tor of the Sense of Smell Institute, 
a division of the Fragrance Foun-
dation in New York, in a Denver 
Post article, “Good Smell, Bad 
Smell,” wrote that “smell is pro-

cessed by the part of the brain that 
handles emotions. It is a matter of 
association.”

The junker car sitting in the 
driveway that smells of grease and 
oil can excite a car enthusiast who 
restores autos as a hobby, or it can 
make a neighbor angry who per-
ceives his property value declining.

In a recently publicized ker-
fluffle, Bob Dylan’s Malibu, Calif., 
neighbors noisily complained 
about the smelly porta-potty on 
Dylan’s property that wafted fumes 
over their high-priced properties.

The problem was that the cool 
ocean breezes, which in the past 
had held associations of peace and 
contentment, had now become an 
obnoxious irritant that detracted 
from people’s quality of life.

It works the same for bus driv-
ers who must deal with onboard 
toilets that produce unpleasant 
odors: what may seem a minor in-
convenience to some who don’t 
have to sit on the bus for days on 
end can become a powerful nega-
tive emotion for others.

Bus drivers can build bad 
memories and associations due to 
intense smells in the motorcoach 
— lowering concentration and a 

positive outlook toward one’s job 
and employer. 

Masking problems
U.S. consumers spend billions 

of dollars on home fragrance prod-
ucts, according to the Denver Post 
article, “Good Smell, Bad Smell.”

However, these fresheners 
don’t remove odors — they mask 
them. Air fresheners lay odor on 
top of odor, which can sometimes 
result in even worse odors as the 
brain detects the fragrance and the 
odor it’s supposed to be masking.

Many commercial toilet de-
odorizers use a sweet-smelling 
scent to combat odor; however, in-
stead of eliminating the odor, these 
products simply mask it. 

So, if smell is subjective and 
many air fresheners simply mask 
odors, which fragrance is best for 
eliminating odors? In one word: 
pine oil. Pine oil, a natural and 
nontoxic substance, is used in 
many products to help eliminate 
odors, including animal litters and 
cleaning products.

Pine vs. driver performance 
A study conducted by Wheel-

ing (W.Va.) Jesuit University and 

commissioned by AroMetrics, re-
vealed that “drivers were more 
alert and experienced less fatigue 
when the scent of pine was added 
to the car interior.

The study also revealed that 
drivers demonstrated a decreased 
level of anger and improved overall 
driving performance when exposed 
to strawberry and pine scents.

Sums up the Sense of Smell In-
stitute about the study: “The results 
of this study are consistent with 
previous independent research in 
olfaction and aromachology, some 
of which was funded by the Sense 
of Smell Institute, that has consis-
tently demonstrated pleasant scents 
can elevate mood, enhance quality 
of life, and improve performance.”

As motorcoach companies ad-
dress driver fatigue by changing the 
behaviors that cause it, manage-
ment may also want to consider the 
smell inside the coach interior and 
how it affects driver performance.

Using a toilet deodorizer that 
incorporates a pine oil fragrance 
can add that extra “oomph” in help-
ing to keep drivers happy and alert. 

And, of course, a fresh clean 
smell keeps passengers happy as 
well.
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 responsibility for Gameday’s sup-
plier arrangements to the extent 
they were not approved by VANOC 
as part of its contractual arrange-
ment with Gameday,” VANOC Vice 
President Terry Wright said in a 
statement.

He contends that bills submit-
ted by Gameday included costs that 
far exceeded what had been ap-
proved by VANOC and that most of 
the increased costs were due to bill-
ing errors, unapproved expenses 
and charges that had been specifi-
cally disapproved by VANOC.

“VANOC communicated to 
Gameday that Gameday would be 
responsible out of their consider-
able management fee for satisfying 
committed payments to bus pro-
viders that had not been approved 
by or communicated to VANOC,” 
he added.

It is not known how much 
Game day was to be paid for man-
aging the operation but published 
reports say VANOC had a transpor-
tation budget of $52.3 million and 
most of it was earmarked for mo-
torcoach transportation. A smaller 
portion went to rent cars that were 
used for Olympic off icials and 
dignitaries.

Talking still
Gameday President Terry Vit-

rano said the dispute with VANOC 
is down to disputed bills and each 
one is being discussed individually.

“We have several disputed 
items that we feel VANOC needs to 
address and we are moving forward 
to resolve them,” he said. “We had 
hoped that the problem would have 
been resolved a long time ago.”

He said more ta lks  with 
VANOC are upcoming and he 
hopes the issues that are holding 
up the payments can be settled in 
the next couple of weeks.

In addition to contracting with 
Trailways, Gameday also hired Ed-
ison Transportation of Orlando to 
provide 300 transit buses and 
Lewis Stages of Salt Lake City to 
furnish a fleet of specialty buses 
equipped for wheelchair passen-
gers. Gameday also contracted 
with 50 Canadian carriers for an-
other 250 motorcoaches. 

Vitrano said some of those 
vendors also are owed money — 
among them 15 Canadian carriers 
that have been shorted about 
$500,000 — and he is attempting 
to reconcile those bills as well.

Robert Hill of Edison Trans-
portation said his company still 
has several million dollars coming 
that is needed to pay the leasing 
companies that he hired to supply 
the transit buses. So far, they have 
been patient and are just waiting it 
out because it is out of our hands, 

he added. 
He said the argument could 

have an adverse affect on U.S. bus 
tours to Canada. “You know, we’ve 
all had good relations with Canada 
but this leaves a bad taste in your 
mouth, he said.

Taxes withheld 
The payment issue with the 

U.S. operators has been further 
complicated by the Canada Reve-
nue Agency, which seized for tax 
withholding purposes about $6 
million that VANOC paid Game-
day, leaving the management com-
pany with less money than it had 
anticipated having available for its 
obligations.

According to Vitrano, the CRA 
surprised the U.S. companies by 
requiring withholding of 15 per-
cent of their gross revenues rather 
than the usual 15 percent of net 
revenues.

By coincidence, the $6 million 
is the same amount Trailways at-
torney Ron Wall said Trailways is 
owed by Gameday — $3 million to 
$4 million the carriers have com-
ing, plus another $2 million or so 
for a number of other vendors, 
administrative costs and other 
expenses. 

He maintains that International 
Trailways simply does not have 
cash available to pay the carriers. 
“We are not sitting on any money, 
but waiting for VANOC to pay 
Gameday so they can pay us and 
we can pay our operators,” he said.

Still, Wall said he’s concerned 
that some operators are becoming 
inpatient for their money and could 
file legal action against Trailways 
if they are not paid soon. 

“At the end of the day, we owe 
the money to the operators,” he 
sais. “But it seems that many of 
them understand that we can’t pay 
until Gameday is paid and Game-
day can’t pay until they get their 
money from VANOC.”

Vitrano also cautioned against 
legal action, saying that Gameday 
is on the same side as Trailways 
and the operators. “We’re not argu-
ing that we don’t owe them the 
money, and we are fighting for the 
bus companies,” he stressed.

Dire implications
Wall emphasized that a settle-

ment needs to be reached soon or 
many of the operators will f ind 
themselves in more serious finan-
cial trouble than they are in now 
and some could even go out of 
business.

“There is concern now that some 
operators might not be around when 
the money finally is paid,” he said.

Alan Thrasher, chief operating 
officer for International Trailways, 
said the Olympic work initially 
was “God sent” because of the 
sour economy and depressed travel 

Olympic dispute
CONTINUED FROM PAGE 1

Operator designation offered by 
the academy’s Clarence Cornell 
School of Business.

He became interested in the 
program after attending a UMA 
safety seminar where the academy 
and the courses it offers individu-
als in the motorcoach business 
were discussed.

“I thought it would really help 
me in my business and in my ca-
reer and aid in my business 
growth,” he said.

And that’s just what it did, too, 
according to Whiters, who said the 
program has helped him see the 
motorcoach business from a dif-
ferent side other than a driver or 
safety manager.

“It provided me with the moti-
vation to look at the business dif-

ferent from a driver and see it from 
many different aspects,” he said.

Although he now has work du-
ties other than driving, he still en-
joys getting behind the wheel of a 
coach from time to time. However, 
he doesn’t do it as often as he 
would like because he worries that 
a possible accident might under-
mine his work as the safety and 
training manager.

“That would not be a good 
message and could discredit my 
program,” he said, quickly adding 
that he has never had a driving ac-
cident, either with a car, bus, ship 
or sub.

“And I have been driving since 
I was 16 years old,” he added.

The academy, which is present-
ed by UMA through a partnership 
with the College of Southern Mary- 
land, is designed specifically for 
the motorcoach industry with on-

line courses covering the issues the 
industry deals with on a daily basis. 

The APTO program through 
the Clarence Cornell School in-
cludes lessons in financial man-
agement, business and marketing, 
safety and compliance, and human 
resources, and is made possible by 
a generous contribution from the 
ABC Companies.

The academy also offers a Mo-
torcoach Operator and Driver Pro-
gram, which includes courses in driv-
er qualifications, passenger  issues, 
security and vehicle maintenance.

“We are proud of all our gradu-
ates,” says Ken Presley, UMA vice 
president of industry relations and 
the academy’s executive director. 
“Congratulations to Linwood 
Whiters, APTO. We know he will 
carry the designation with pride.”  

For more information, go to 
www.uma.org.

business and because it came at a 
time of the year when motorcoach 
travel is generally slow. 

“But now I have been told by 
some operators that this is causing 
them great financial harm,” he said.

He suggested the U.S. Con-
gress could get involved, noting 
that Trailways could encourage op-
erators from across the country to 
begin complaining to federal law-
makers in hopes that such action 
could raise enough noise to get 
VANOC to pay. 

Thrasher blames VANOC for 
the problems, charging that the en-
tities down the chain cannot pay 
those below them until VANOC 
pays Gameday.

“The direct pay recipient is 
Gameday, but International Trail-
ways and affiliated companies are 
the intended recipients,” he said. 

“That makes our problem VANOC.”

Victims: Operators
Frank Montgomery of Capital 

Trailways in Montgomery, Ala., 
which had 29 coaches in the opera-
tion, said payments to the carriers 
went well until the very end when 
they suddenly stopped. He said his 
company is owed about $200,000.

“I can’t speculate as to who is 
to blame, but there is no specula-
tion as to who the victims are — 
me,” he added. 

The United Motorcoach and 
American Bus associations have 
also gotten involved, warning 
VANOC in separate letters that the 
affected carriers are in serious 
trouble and need their money 
immediately.

“There is no question that 
VANOC’s failure to remit this out-

standing balance is resulting in tre-
mendous financial harm and could 
result in business failures for some 
of our members,” wrote Ken Pres-
ley, UMA’s vice president of in-
dustry relations.

ABA President Peter Pantuso 
shared the concerns in his letter, say-
ing “Please understand the urgency 
of this matter as most of the U.S.-
based companies involved are not 
corporate conglomerates, but are 
rather mom-and-pop, family-owned 
small businesses that are operating 
on some of the thinnest margins after 
a down global travel economy.”

Wright, in his statement, said 
VANOC regrets that bus suppliers 
have encountered financial hard-
ships, but emphasized that their 
disappointment, frustration and 
payment demands should not be 
directed to VANOC.

Academy grad
CONTINUED FROM PAGE 1

Linwood Whiters, left, accepts Bus & Motorcoach Academy certificate from UMA’s Ken Presley
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Visit Our All New Website At www.Chempace.com!

DeODOriziNg • ODOr CONtrOl • CleANiNg SOlutiONS

800.423.5350

Your opinion is important to us and we want to know  
what you think about our new site...

if you visit our new site and drop us a line  
we’ll give you a SpeCiAl Offer for your next order!

Take a Look around... 
then Click the Sales/promotions - “Special Offers” link

things You’ll find in Our Motorcoach Section:
New packet Size - extreme powrpaks!
Complete line of Cleaning products  

for inside & Outside of Your Coaches!
indoor Odor Control products And More!!

Promo pricing
thru August 31st!

By Dave Millhouser

At the top of a steep grade, humming along 
at 70 mph, Nevada’s portion of U.S. 50 
stretched into the distance — straight as an 
arrow for at least 40 miles.

We were empty, just me and a co-driver, 
who was sleeping on the floor at my feet. So, I 
kicked the Scenicruiser into neutral just to see 
what that puppy would do.

WHAT was I thinking? 
The speedometer pegged at 80, but we 

were doing north of 100 mph when I nervously 
tapped the brakes. They turned cherry red, like 
the Space Shuttle’s heat shield, and we contin-
ued to accelerate.

As we approached the perigee (bottom), we 
hit a bump and my formerly sleeping partner 
went weightless, bouncing high enough off the 
floor to glare at me.

Thankfully, we eventually rolled to a soft 
landing.

My buddy analyzed the situation, grabbed 
my shirt and yelled, “what did you think was 
going to happen?”

The take away? Before making a major de-
cision, devote some thought to what might 
happen. 

Until 1980, the regulatory environment 
made it difficult to enter the bus business. You 
needed major resources to buy, or originate, 
operating authority.

People who are spending serious bucks 
usually think carefully before writing a check.

When the industry was “deregulated,” the 

pendulum swung too far. The cost of obtaining 
“operating authority” dropped to mere hun-
dreds of dollars, while the “rights” that existing 
companies had counted as equity became near-
ly worthless. 

Many tour brokers, bus drivers, limousine 
companies and other entrepreneurs thought 
they’d spotted a goose laying golden eggs, and 
began chasing it. New bus companies were 
hatched overnight. 

A few made it, many did not. Some exist-
ing operators failed to adjust to the new go-go 
pace, and went to “Bussy Heaven.” Safety suf-
fered and our ability to price trips at sustain-
able margins withered.

You’re thinking I’m taking a shot at gov-
ernment’s failure to anticipate the impact of 
deregulation. Taint so. The old system wasn’t 
fair. It was an “old boys network” whose idea 
of competing was to keep outsiders — out. 

Government thinking may have been that, 
in the brave new bus world, safety regulation, 
f inance company vetting, and insurer con-
straints would somehow make it all work. 

You can’t use a hammer to saw wood, and 
hoping these disparate entities do more than 
their job hasn’t worked.

There is increasing support for a require-
ment that new companies, known as new en-
trants, understand the basics of the business 
they are entering. This would benefit our in-
dustry because smart competitors don’t behave 
poorly in ways that reflect on us all. 

It would be good for startups because it 
would give them some understanding of how 

complex and difficult operating a coach com-
pany is, helping them avoid a costly “what-did-
you-think-would-happen” moment.

USDOT has already seen some question-
able applicants walk away when asked for the 
basic information currently required.

Enforcement is on the rise, and at the same 
time the rules are being revised. Yet, many op-
erators don’t even know what the rules are, or 
how to find out. For an idea, take a peek at 
http://fleetowner.com/management/news/
csa-intervention-risk-0806/.

The United Motorcoach Association and 
other industry organizations are pushing for an 
entry exam as part of the USDOT application 
process, requiring start-ups to demonstrate 
knowledge of Federal Motor Vehicle Safety 
Standards. They are readily available in book 
form (UMA offers them at a discount). 

Forcing entrants to understand (and abide) 
safety regulations accomplishes several things. 
No. 1, of course, it will help them run their 
company more safely. It also gives them some 
indication, before they’ve spent a ton of money, 
of the complexities of the industry.

Once they’ve passed a knowledge test it be-
comes more difficult to plead ignorance to a 
regulator. Playing dumb won’t save them if an 
accident reveals shoddy safety practices.

UMA’s Ken Presley says “UMA believes 
policymakers and regulators should focus on 
closing the knowledge gap that many new en-
trants enter the industry with, and focus on 
noncompliant operators.”

So far, I suspect I’m preaching to the choir, 

but it might not be a bad 
idea to have existing 
companies periodically 
tested. UMA, and other 
trade organizations indi-
cate members ask more 
questions about regula-
tory stuff than anything 
else. Many are unsure 
where to f ind infor- 
mation.

Preparing for a test would be less painful 
than having an inspector kick your shin for 
noncompliance, and would keep you up to date 
on rule changes. 

Most of the rules make sense and are help-
ful. The only way to find the ones that are not 
useful (and ask for changes) is by reading 
them.

Operators could study the regulations on 
their own, or use such resources such as the 
Bus and Motorcoach Academy. Many insurers 
leap at the opportunity to educate customers. 

A couple of caveats. 
Never, EVER put a bus in neutral while in 

motion. Only an idiot would do that.
And, you’re probably thinking “that’s the 

dumbest thing he’s ever done.”
Obviously you haven’t heard the story in-

volving an ex-girlfriend and an airplane that 
had no door. 

Dave Millhouser is a bus industry market-
ing consultant and freelance writer. Contact 
him at his new email address: Davemillhous-
er@gmail.com.

New-entrant rules make lots of safety/economic sense

Dave Millhouser
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continues against both Busco and 
MCI.

MCI, however, maintains it 
should be released from any finan-
cial responsibility because its sales 
agreement with Busco requires 
Busco to defend, indemnify and 
hold it harmless from any claims 
resulting from an accident in 
which Busco or its employees were 
negligent or reckless.

MCI, according to court re-
cords, asked Busco to defend it in 
the original lawsuit under the 
agreement, but Busco has failed 
and refused to do so. “The duty to 
defend arose at the time that plain-
tiffs filed their original complaints 
against MCI and Busco, and that 
duty exists at this time,” MCI said 
in its court filing.

MCI included as part of the fil-
ing a copy of the sales agreement 
for the bus that crashed. 

The agreement covered the 
purchase of six MCI J4500 models 
for $2.339 million and was signed 
by a Busco executive in July 2007. 
The provision that MCI contends 
indemnifies it from responsibility 
appears in capital letters on the 
fifth page of the six-page contract. 
Each of the pages contains the ini-

tials of the Busco executive who 
signed the agreement. 

Busco, in its court response to 
MCI’s charges, denied most of the 
claims and said it never agreed to 
the indemnification provision. “As 
an affirmative defense, cross de-
fendant Busco alleges that the pur-
ported indemnification provision 
in the purchase agreement was nei-
ther negotiated or agreed upon by 
the parties, or supported by valid 
and sufficient consideration,” it 
said in its filing. 

Additionally, Busco said the 
initial suit filed by the victims and 
their families zeros in on the bus 
itself as being defective, and Busco 
had no part in designing or manu-
facturing it.

“Busco further affirmatively 
states that plaintiffs’ claims against 
cross claimant (MCI) involve the 
design and manufacture of the mo-
torcoach with unreasonably dan-
gerous defects, namely the lack of 
seatbelts and insuff icient roof 
strength and integrity, of and in 
which Busco had no participation 
or involvement,” the company 
wrote.

Busco’s attorney Bill Schrank 
of Phoenix maintains that the pro-
vision in the sales agreement that 
is under question cannot be en-
forced because the integrity of the 

bus is believed to be a major cause 
of the deaths and injuries of the 
passengers.

“The indemnity provision does 
not obligate Busco to indemnify 
MCI for its wrongful acts or 
wrongdoings,” he contends. 

He notes, too, that under fed-
eral regulations, the NTSB report 
of the accident, which suggests the 
driver likely was at fault, cannot be 
used in civil lawsuits. He said fed-
eral investigators count on the co-
operation of everyone involved in 
an accident and if their statements 
could later become part of legal 
proceedings they could be discour-
aged from cooperating.

Patricia Ziska, vice president 
and chief customer officer at MCI, 
stressed that the indemnity provi-
sion in the sales contract is stan-
dard in many commercial agree-
ments. She also asserted that the 
action against Busco is aimed at 
protecting MCI in a situation in 
which nobody claims the coach 
design or manufacturer caused the 
accident.

“This is an unfortunate situa-
tion and is the first time in our his-
tory that we have found it neces-
sary to ask a court to enforce the 
indemnity provision in our agree-
ment to purchase,” she noted. “We 
believe past precedents and our 

current vigorous defense of our 
product in the Mexican Hat litiga-
tion prove that MCI stands behind 
its products in each and every situ-
ation. We value our customer rela-
tionships immensely.”

She said MCI believes it has 
done nothing wrong and is simply 
aggressively defending its product 
against what it contends are merit-
less allegations, while at the same 

time asking the court to decide the 
parties’ relative rights and obliga-
t i ons  unde r  t he  i ndemni ty 
provision. 

MCI asks the court to order 
Busco to indemnify and hold it 
harmless of any damages resulting 
from the suit and to reimburse it 
for its legal fees, while Busco asks 
that the case be dismissed and that 
it be awarded legal expenses.

Legal battle
CONTINUED FROM PAGE 1

PHOENIX — The legal dis-
pute between Motor Coach Indus-
tries and Busco Inc. centers on a 
provision contained in an “Agree-
ment to Purchase” the two compa-
nies signed in June 2007, covering 
the purchase by Busco of six MCI 
J4500s.

Below is the key provision, 
which appeared on the fifth page 
of the six-page sales contract and 
was printed in capital letters:

“TO THE FULLEST EX-
TEND PERMITTED BY LAW, 
BUYER SHALL DEFEND, IN-
D E M I N I F Y,  A N D  H O L D 
HARMLESS SELLER, ITS AF-
FILIATES, AND THEIR RE-
SPECTIVE PRESENT AND 
FORMER OFFICERS, DIREC-
TORS, EMPLOYEES, AGENTS, 
SUCCESSORS AND ASSIGNS 

FROM AND AGAINST ANY 
A N D  A L L  C L A I M S ,  D E -
MANDS, ACTIONS, CAUSES 
O F  AC T I O N,  DA M AG E S , 
LOSSES, COSTS, AND EX-
PENSES (INCLUDING ATTOR-
NEYS’ FEES, EXPERT WIT-
NESS FEES,  AND OTHER 
LITIGATION EXPENSES) RE-
SULTING FROM, ARISING 
OUT OF OR IN CONNECTION 
WITH (A) ANY ACTUAL OR 
ALLEGED NEGLIGENCE, 
RECKLESS OR INTENTIONAL 
MISCONDUCT BY BUYER OR 
ANY OF BUYER’S EMPLOY-
EES, AGENTS, OR CONTRAC-
TORS, OR (B) ANY BREACH 
BY BUYER OF ANY OF THE 
PROVISIONS,  TERMS OR 
C O N D I T I O N S  O F  T H I S 
AGREEMENT.”

Contract provision is heart of dispute

Click. Learn. Succeed.

www.uma.org/academy

Fall semester begins October 5, 2010.
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Meetings business picks up
Travel organizations, hotels 

and convention bureaus are report-
ing a rebound in business from 
group customers, an important 
segment that includes companies, 
associations, sports teams, reli-
gious groups, social organizations 
and the military.

In a survey of members by 
Meeting Professionals Internation-
al, which represents meeting plan-
ners, 61 percent responded they 
are seeing more favorable business 
conditions, including attendance, 
budgets and number of meetings. 

In August last year, only 15 per-
cent reported an up-tick.

The U.S. Travel Association 
forecasts a 7 percent increase in 
meeting and convention spending 
this year, to $90.7 billion.

That follows a 15 percent de-
cline in 2009, when organizations 
canceled meetings, sent fewer em-
ployees to trade shows and insisted 
on bare-minimum amenities.

Still, it remains largely a buy-
er’s market. Hotel room rates re-
portedly remain flat or lower in 
many places.

Ford’s Theatre closes this month
WASHINGTON — The Na-

tional Park Service and the Ford’s 
Theatre Society have announced 
that Ford’s Theatre National Histor-
ic Site, comprising the theater, mu-
seum and Petersen House (the house 
where President Abraham Lincoln 
died), will close for two days this 
month for routine maintenance.

The museum will close Sept. 15 
and reopen Sept. 16. The Petersen 
House will close Sept. 16 and re-
open Sept. 17. The theater will 
close both days, Sept 15 and 16 and 
reopen to the public Sept. 17. 

Go to www.nps.gov/foth and 
www.fords.org for more infor-
mation.

WASHINGTON — Foreign 
travel to the U.S. appears to have 
picked up during the first quarter 
of this year.

The top f ive U.S. travel in-
bound markets, Canada, Japan, 
United Kingdom, Mexico and 
Germany, posted increased book-
ings to the U.S. for the first three 
months of 2010, according to the 
U.S. Department of Commerce-
sponsored Travel Trade Barome-
ters for each country.

The f ive countries typically 
account for more than 70 percent 
of inbound foreign visitors to the 
U.S. Here’s a quick rundown on 
each country:

• Canada. Bookings increased 
10 to 15 percent, compared to first 
quarter 2009. For the second sur-
vey in a row, the exchange rate 

was listed as the top motivator for 
travel in the next six months. This 
was followed by the level of pro-
motion by U.S. destinations and 
businesses, accommodation rates 
and the economy in Canada. 

The collection of travelers’ per-
sonal information and enhanced —
security measures ranked as the top 
two deterrents for travel to the —
United States in the next six months. 

• Japan. Bookings increased 1 
to 3 percent. Also, nearly all of the 
respondents projected an increase 
in bookings for second quarter 
2010. The top motivator listed for 
travel from Japan to the United 
States in the next six months was 
the exchange rate to the U.S. 
dollar. 

• United Kingdom. Bookings 
increased 4 to 9 percent. Accom-

modation rates ranked as the top 
motivator, followed by the level of 
promotion by U.S. destinations 
and businesses. 

• Mexico. Bookings increased 
10 to 15 percent. Accommodation 
rates continued to be listed as the 
top motivator for travel to the 
United States. Enhanced security, 
visa processing and entry-exit re-
quirements were the top three de-
terrents to travel to the U.S. 

•  Germany. Bookings in-
creased 1 to 3 percent. The level of 
promotion by U.S. destinations and 
businesses was the only motivator 
listed for bookings in the next six 
months. 

For more information on the 
Travel Barometer Program, go to 
http://tinet.ita.doc.gov/research/
programs/barometer/index.html.

Bookings up from top inbound markets

Tourism spending in Canada rises in first quarter
VANCOUVER, British Co-

lumbia – Tourism spending in 
Canada increased during the first 
quarter of this year despite a drop 
in visitors from the U.S.

The Canadian Tourism Com-
mission’s latest National Tourism 
Indicators report shows tourism 
spending rose percent during the 
first three months of this year.

Here are the numbers:
•  Total  tourism spending 

reached $13.8 billion.
• Accommodation, food and 

beverage services, as well as trans-
portation, saw the biggest gain in 
total revenue (5 percent).

• A large jump in the price of 
vehicle fuel (19 percent), along 
with repairs and parts (9 percent), 

played a significant role in the rise 
in transportation revenue.

• Gains from overseas visitors 
(4 percent) were offset by U.S. 
travelers making 7 percent fewer 
trips to Canada. 

• The number of tourism jobs 
went down another 2 percent to 
599,600 ful l-  and par t- t ime 
positions.

Disney becomes more expensive
ORLANDO, Fla. — Walt Dis-

ney World has increased its admis-
sion price to $82 for adults, up from 
$79. Prices for children over 9 
climbed to $74, up $6. 

In California, admission to Dis-

neyland will cost $76 for adults (up 
from $72) for a single-day, single-
park ticket and $68 for children. 
The one-day price of a two-park 
pass (for Disneyland and Disney’s 
California Adventure) will be $101.



	18  September	1,	2010	 CLASSIFIEDS / INDUSTRY DEATHS Bus & Motorcoach News

REPOS FOR SALE
Variety of makes and models of 
“Bank Repos” across the United 

States and Priced to Sell!
1-877-737-2221 Ext. 30716 for more information!

Calif. operator Wilburn Peppers dies
NAPA, Calif. — Wilburn Pep-

pers, who spent nearly 50 years in 
the bus industry, owning several 
bus operations, died here last 
month. He was 93.

Mr. Peppers began his industry 
career with Greyhound Lines 1939 
as a bookkeeper and terminal man-
ager. In 1943, he drove for Men-
docino Transit before being ap-
pointed manager of the Napa City 
Bus Line. 

In the late 1940s, he purchased 
Napa City Bus and began operat-
ing it as Napa Transit Company 
with five buses. He purchased his 
first charter bus in 1952.

In 1955, Mr. Peppers won a bid 
to operate part of the Bracero Pro-
gram that had been created by the 
federal government during World 
War II to bring tens of thousands 
of Mexican laborers to work in the 
agricultural fields of California, 

Oregon, Washington, Arizona and 
Colorado. At one point, Napa 
Transit reportedly transported 
more than 265,000 men to and 
from California alone.

In the 1960s, Mr. Peppers ob-
tained a pilot’s license to help grow 
his far flung enterprises.

Over the years, Mr. Peppers 
owned and operated several bus 
lines and school bus services. In 
1969, he started a charter bus com-
pany, All-West Tours of Napa, 
which operated throughout the 
western U.S., and Economy Tours, 
a travel agency. 

A flood in 1986 sent eight feet 
of water through his yard, flooding 
his buses, parts room and adminis-
trative offices. Mr. Peppers con-
tacted Farwest Bus Sales, contract-
ing with Dan Eisentrager and 
Marshall Deems to sell the coach-
es that were running and help get 

the flooded engines and transmis-
sions repaired.

A year later, Mr. Peppers sold 
All-West to Farwest Bus Sales, 
which rebuilt the company and oper-
ated it out of Sacramento and Napa 
as All-West Coachlines. In 2000, 
All-West was sold to Coach USA. 
Today it is a unit of Coach America.

Through his bus company and 
the Napa Grange, Mr. Peppers sup-
ported children’s activities, includ-
ing Napa Little League teams and 
high school band activities. After 
many bus trips, a Napa Valley 
Baton & Dance Club was named 
The Pepperettes, after “Peppers,” 
as he was often called.

Mr. Peppers was an honorary 
member of the California Bus 
Association. 

He is survived by his wife, 
Bonnie; two sons, three daughters 
and a sister.

Get Motorcoachified.com
SM    INCREASE

         RIDERSHIP NATIONWIDE.

REDUCED * ONE OWNER * MCI E4500
Excellent Condition

None Nicer! Low Miles
Michelin Tires, Alcoa Rims, 

CD/DVD, Cordless Mic, 
Partial Financing O.A.C.
Delivered to West Coast

Trades for clean MCI D & 
DL models considered
$239,000

Marc 808.832.6261 for photos and more info

WANTED: 
Michigan Coach Operator 
for Megabus Expansion 

Quality Operator wanted to 
partner with megabus for express 
scheduled service network based 

in the Michigan area.

Interested parties please contact
Dale Moser at 201-225-7575 or

dale.moser@coachusa.com for more details

MCI – BUSES FOR SALE

1990–1999 Eleven to choose from starting at
$15,000 for more info call Joe 800-282-4287 x311

or visit our website www.usedbusdeals.com

(2) ’99 Van
Hool T-945’S
57 PAX, + 1 Escort

Seat, $89,500
REDUCED to $55,500
w/tires – New Paint

All buses are Clean
Well Maintanied

Excellent Condition
For more Photos:

http://s259.photobucket.com/albums/hh298/amaralbus/
Call Joe: 508-993-4503 or

e-mail joe@amaralcompanies.com

N.J. operator Anthony DiDomenico dies
NORTH BRUNSWICK, N.J. 

— Anthony ‘Sonny’ DiDomenico, 
who spent more than 40 years in 
the bus industry, owning and oper-
ating three companies, died here 
last month. He was 81.

Mr. DiDomenico owned Do-
menico Bus Service in Bayonne, 
N.J., for 30 years, after which he 
founded and operated Eagle Bus 
Company and Carol Coaches in 
Bayonne for 15 years.

His family reported he was one 
of the first operators of regular-route 

service to Atlantic City casinos.
During his career, Mr. DiDo-

menico also innovated mass transit 
bus service in the New York City 
borough of Staten Island, and grew 
his business into “the largest pri-
vately-owned charter and commut-
er bus company” in New Jersey at 
the time.

He also operated several school 
bus companies, serving special ed-
ucation students in New York City.

Mr. DiDomenico, an Army vet-
eran of the Korean War, was a for-

mer president of the Bayonne Junior 
Chamber of Commerce. He also 
was active in local politics, serving 
as a Democratic committeeman. 

He was born in Bayonne where 
his father was once the mayor.

He is survived by his wife, 
Carol; a son, Jay, and a daughter, 
Wanda Lempa.

A memorial in Mr. DiDomeni-
co’s name has been established 
with the American Heart Associa-
tion, 1 Union St., Suite 301, Rob-
binsville, NJ 08691.

Carolina associations’ board member dies
CHARLOTTE, N.C. — Cynthia 

Boyd Curry, a former associate 
member of the boards of the North 
Carolina Motorcoach Association 
and the Motorcoach Association of 
South Carolina, died here last 
month after a years-long struggle 
with cancer. She was 62.

Following a 19-year career 
with Eastern Airlines in the reser-
vations and vacation planning de-

partments, Mrs. Curry was em-
ployed by Paramount Carowinds, 
the amusement park company, in 
sales and marketing. 

When she met people for the 
f irst time she would smilingly 
point to her name badge, which 
spelled out her name and title — 
Fun Technician. 

While with Paramount Carow-
inds, she became involved with the 

tourism industry in Charlotte, 
which led her to the Greater Char-
lotte Hospitality and Tourism Alli-
ance. She served two years as 
chairwoman of the alliance.

She is survived by her husband, 
Bill, and two daughters. 

A memorial has been estab-
lished with the Pleasant Hill Pres-
byterian Church, 15000 York Rd., 
Charlotte, NC 28278



The u l t imate c lass.

When you invest in a motorcoach at the top of its class, you expect a superior level of service 

to go with it. Our service personnel are skilled specialists. They’re certifi ed for bumper-to-bumper 

maintenance and repair for all Prevost and Volvo brand coaches and Nova buses. They’re recognized for

 their extensive training and job tenure. And they stay informed on the technical advances that will keep your 

coaches on the road and on schedule.

Prevost quality service and parts are never far away. Our network includes seven strategically located Prevost 

Service Centers and over 100 Prevost Service Providers across North America. And with Prevost Action Service 

System, you’ll have 24/7 access to immediate call center assistance. With Prevost, you can count 

on the best in parts and service, no matter where your trips and tours take you. 

That’s our Red Carpet promise. That’s your peace of mind. 

A motorcoach at the top of its class.
With service to match.

Parts & Service Centers:
USA New Jersey 1-800-223-0830  •  Florida 1-800-874-7740    
Tennessee 1-877-299-8881  •  Texas 1-866-773-8678  •  California 1-800-421-9958    
CANADA Quebec 1-866-870-2046  •  British Columbia 1-604-940-3306

Parts Customer Service: 
USA 1-800-621-5519 & 1-877-999-8808  •  CANADA 1-800-463-8876 
Online Ordering: www.prevostcar.com
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You know the scenario. You have issues with your 
brakes, and the drum guy blames the friction guy while 
the friction guy blames the drum guy. And you? You’re 
stuck in the middle... Unless you specify Webb.

Webb gives you the benefits of single-source 
accountability with drums and friction that 
are tested and perfectly matched for 

optimum performance over a wide temperature range. 
Plus, our Super-Kits have everything you need to get the 
job done right in one, convenient time-saving package.

As a Marmon Highway Technologies/Berkshire 
Hathaway company, Webb has the resources to keep 

you ahead of the curve today...  
and down the road.

©2010 • Webb Wheel Products, Inc. Transit Business Unit • 2411 7th Avenue S.W • Cullman, AL 35055

www.webbwheel.com • 800-931-DRUM (3786)

Your one-stop-shop for perfectly matched friction and drums

Let’s put the brakes on 
finger-pointing.
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