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One of the lessons from the in-
creasingly picky and hardnosed 
safety inspections motorcoach op-
erators are experiencing these days 
is that drivers need to stop carry-
ing their own booze anywhere on 
their coach.

That’s the word from the head 
of the nation’s top highway safety 
enforcement organization.

“I think it’s clear, either you 
have it or you don’t. If it’s any-
where on the bus,” said Stephen 

Keppler, executive director of the 
Commercial Vehicle Safety Alli-
ance, the  consortium of highway 
safety and law enforcement offi-
cers and industry executives.

He said no driver onboard 
booze is the law — Federal Motor 
Carrier Safety Regulation 392.5 
— and it has always been the law. 
The exceptions are for alcohol 
manifested and transported as part 
of a shipment, or possessed or 
used by bus passengers.

The issue of motorcoach driv-
ers having liquor on board their 
coaches surfaced last month when 
a pair of drivers were ordered out 
of service after inspectors asked 
them — during routine checks — 
if they had liquor on the coaches 
they were driving.

When the drivers answered 
truthfully they had liquor on the 
coach, even though it was stowed in 
the luggage bay, the inspectors or-
dered the drivers out of service. (See 

Aug. 15 Bus & Motorcoach News.)
Keppler says operators should 

expect bus inspectors to enforce 
the letter of the law when it comes 
to coach drivers and alcohol pos-
session, and that means no driver-
owned booze anywhere onboard.

And, while he asserts that the 
regulation and its interpretation 
have not changed, enforcement has.

He said last month’s citations 
may be a consequence of stepped-
up inspections at port-of-entry 

sites and other roadside locations 
that are part of on-going efforts to 
stem the safety problems with 
curbside operators.

Many operators contacted by 
Bus & Motorcoach News aren’t 
happy about the crackdown on 
drivers who have liquor on their 
coaches, and what they see as a 
change in inspection and enforce-
ment policy that has been adopted 
with little consideration for — and 

After f ive consecutive quar-
terly increases, a slump in buying 
by public transit agencies during 
April, May and June resulted in 
the f irst decline in new motor-
coach deliveries since the final 
three months of 2010. 

Sales to private operators, how-
ever, remained ahead of last year.

National Bus Trader magazine 
reported that total second-quarter 
2012 deliveries of new coaches 
were down 5.7 percent from the 
second quarter of last year. 

A total of 384 coaches were 
sold during the second three 
months of this year, versus 407 
delivered during the same period a 
year ago. 

“The single biggest reason for 
the decline in sales is because of 
the lack of commuter coach deliv-
eries,” said National Bus Trader 
Editor Larry Plachno.

“Commuter coach deliveries 
were substantially lower” in the 
second quarter of this year, com-
pared to a year ago…“more than 
account(ing) for the 23 fewer 
coaches” sold during the most re-
cent quarter.

This year’s second quarter pro-
duced a handful of interesting 
sales factors. 

All of the imported coach 
models tracked by National Bus 
Trader had higher sales in the 

Warning from CVSA: Keep driver booze off the coach

WWW.SETRA-COACHES.COM/PREOWNED

Finding a Pre-Owned Coach  
       Just Got Easier!

Visit our pre-owned web site for a whole new experience.
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New motorcoach deliveries
slip lower in second quarter

CONTINUED ON PAGE 14 cExcursions Trailways of Fort Wayne, Ind., is among operators that have added a Temsa TS-35 to their fleet, making it a top seller.

WASHINGTON — The crash 
early last year of a motorcoach op-
erated by Sky Express of Char-
lotte, N.C., that miraculously 
killed only four passengers, was 
the fault of a fatigued driver and 
the failure of the company to de-
velop and implement safe driving 
practices, the National Transporta-
tion Safety Board has found.

The board also unleashed blis-
tering criticism of the Federal 
Motor Carrier Safety Administra-

tion, accusing it of “lax safety over-
sight” of the line-run operator.

 On May 31, 2011, a 2000 Setra 
operated by Sky Express was 
heading northbound on Interstate 
95 from Greensboro, N.C., to New 
York City when it crossed rumble 
strips, wandered onto the right 
shoulder, striking a cable barrier 
and flipping over onto its roof, ac-
cording to the NTSB investigation 
and accident reconstruction. Four 
passengers died, and 49 of the 58 

passengers were injured, 14 
seriously.

 “This crash never should have 
happened,” said NTSB Chairman 
Deborah Hersman. “It was entirely 
preventable. Those travelers were 
failed at three levels: by the driver, 
the operator, and the regulator.”

 The NTSB’s 13-month investi-
gation found the driver’s work 
schedule, sleep times and cell 
phone use revealed “limited” op-
portunity for sleep in the 72 hours 

prior to the crash, resulting in 
“acute sleep loss, poor sleep qual-
ity and circadian disruption.”

The driver admitted after the 
crash he had fallen asleep at the 
wheel; he is facing criminal 
prosecution.

The investigation also found 
Sky Express had inadequate or 
nonexistent safety practices and 
oversight of the driver.

“Sky Express’s failure to exer-
cise even minimal oversight of its 

drivers’ rest and sleep activities 
enabled the drivers to drive while 
dangerously fatigued,” the safety 
board said.

FMCSA was cited as contrib-
uting to the accident because of its 
“repeated failure to enforce feder-
al safety regulations against the 
company.”  

 At the time of the crash, the 
company was operating only 
 because it had been granted a 

NTSB: Fatal 2011 coach crash ‘never should have happened’
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ABC LOCATIONS
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Van Hool motorcoaches from ABC Companies are known for 
style and comfort. And when they’re powered by a Detroit™ 
DD13® engine, they also offer a lower cost of operation. The DD13 
allows for a low-ratio differential to increase fuel economy. It has 
the longest service intervals in its class. And the engine is easily 
accessible when service is needed. No wonder 80%* of customers 
buy Van Hool coaches with a Detroit engine. ABC Companies has 
seven locations across the U.S. to service your vehicles. To learn 
more, visit www.abc-companies.com/detroit. 
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ELKHART, Ind. — In a major 
diversification move, ABC Compa-
nies has purchased TMC Group Inc., 
a manufacturer of small and midsize 
buses sold under the Ameritrans 
brand name.

“We believe this investment com-
plements our core transit and motor-
coach business and strengthens and 
diversif ies ABC,” said company 
President and CEO Dane Cornell.

“We look forward to growing the 
business founder Al Foris and his 
team have built.”

ABC has installed Barry Hines 
as general manager of Ameritrans 
Bus Inc., the new name of the com-
pany. Hines is an experienced, well-
traveled bus engineer and manufac-
turing executive.

He is a former director of engi-
neering at ElDorado National, the 
country’s largest small bus manufac-
turer, Metrotrans, and Blue Bird 
Corp. He also held the title of vice 
president and general manager, 
commercial bus at Blue Bird.

Additionally, he spent nearly four 

years at Hadley Products as vice pres-
ident in the transit business unit.   

While terms of the purchase 
were not disclosed, ABC said it an-
ticipates investing additional capital 
in the business to increase produc-
tion and capacity.

TMC Group/Ameritrans began 
producing cutaway buses 14 years 
ago in a 7,500-square-foot block 
building. Today, the company occu-
pies a 40,000-square-foot facility 
and has a dealer network from coast 
to coast.

ABC is expected to continue 
using Ameritrans’ distribution 
network.

Ameritrans has nine basic mod-
els, ranging from a 15-passenger 
shuttle to a 39-foot, 36-passenger 
cutaway bus. Virtually all of its mod-
els are available in a variety of seat-
ing and floorplan configurations, 
including glitzy limousine-like 
interiors.  

It uses Ford E350 and E450 chas-
sis for its smaller models, and a 
Freightliner chassis for its large units.

It has models that are sold as 
shuttles, paratransit vehicles, limo 
buses, executive shuttles, passenger 
buses, prison transport, and mobile 
medical or computer labs.

Its vehicles are built with an all-
steel wall, ceiling and floor frame. 
The aluminum bodies have a fiber-
glass front and rear cap and roof. It 
offers optional “glass ceiling touring 
windows” in some models.

Its product line also includes 
a Sprinter executive limousine 
conversion.

ABC Companies acquires manufacturer of cutaway buses

HARRISBURG, Pa. — Judg-
ing by phone calls and emails to 
the United Motorcoach Associa-
tion, Pennsylvania has stepped up 
efforts to collect corporate income 
or franchise taxes from motor-
coach operators. 

The state is targeting out-of-
state operators whose sightseeing, 
tour or charter coaches are traveling 
into Pennsylvania and making stops. 

When the Pennsylvania Depart-
ment of Revenue finds an operator 
it suspects may be making enough 
trips into the state to create a tax 
nexus, it sends a letter saying it has 
information indicating the compa-
ny is operating in the state without 

properly registering to pay taxes. 
Along with the letter comes a 

f ive-page Business Activities 
Questionnaire and a four-page tax 
bulletin. 

It’s believed the Pennsylvania 
Department of Revenue is picking 
up operator names from Interna-
tional Fuel Tax Agreement and In-
ternational Registration Plan fil-
ings. But, it’s also possible the 
state has “tax discovery special-
ists” checking popular motor-
coach destinations.     

Basically, a non-Pennsylvania-
based coach company has a tax 
nexus with the state if the operator 
travels more than 50,000 loaded 

miles in Pennsylvania and makes 
at least one trip where passengers 
are picked up or dropped off, or 
the operator has a Pennsylvania 
IFTA-apportionment fraction of 
more than 5 percent and has more 
than 12 trips with pickups or drop-
offs in Pennsylvania.

One operator that recently got 
caught in the Pennsylvania drag-
net barely avoided the state taxing 
nexus. The operator exceeded the 
12-trip maximum, but his IFTA 
miles in Pennsylvania last year 
were under 4 percent.

“For what it’s worth, this would 
be a good incentive to not add any 
new Pennsylvania group tours to 

my catalogue,” said the operator.
“And, in the long run, what 

Pennsylvania might gain in tax 
revenue, it will more than lose out 
in hotel, restaurant and sightseeing 
revenue and the associated sales 
and hotel taxes.”  

The operator’s response has 
happened before in other states 
that have targeted the industry in 
similar fashion. Operators stop 
going and find other destinations. 
This could particularly hurt Penn-
sylvania which is trying to grow 
its gaming industry. 

Pennsylvania has published a 
tax bulletin specifically designed to 
help bus and truck operators deter-

mine if their activities meet Penn-
sylvania’s “de minimis activities 
for purposes of filing tax reports 
under the corporate net income tax 
and foreign franchise tax.”

The bulletin includes a Q&A 
section that covers a variety of 
specific issues and questions re-
lated to determining a taxing 
nexus with Pennsylvania.

To find the bulletin, go to the 
home page of the Pennsylvania De-
partment of Revenue (www.reve-
nue.state.pa.us/). Type in CT Bul-
letin 2004-01 in the search box in 
the lower left corner of the home 
page. The box is labeled “— search 
Revenue.”

Pennsylvania tax collectors targeting coach industry
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WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration plans to re-examine the 
costs versus benefits of mandato-
ry electronic onboard recorders.

The agency’s efforts to man-
date automated driver hours-of-
service logs, as well as new fed-
eral legislation that does the same 
thing, have been attacked by many 
in the trucking and motorcoach 
industries.

Critics contend such a man-
date would impose a $2 billion 
cost on the industries — a cost 
small motorcoach operators and 
truckers can ill afford — and re-
quire equipment the benefit of 
which has not been proven. 

In a posting on its website, the 
FMCSA notes that the $2 billion 
cost figure is based on the agen-
cy’s own “regulatory impact anal-
ysis” for the 2011 notice of pro-
posed rulemaking on EOBRs, 
which estimated total costs of 
$2.377 billion per year.

However, the agency said it 
believes costs for the devices have 
come down since it made that 
estimate.

The agency notes that the 
2011 regulatory impact analysis 
also estimated total benefits of 

$2.711 billion, resulting in an an-
nual net benefit of $344 million.

A significant portion of these 
benefits, the agency says, would 
come from $1.965 billion in annual 
paperwork reduction — a savings 
of $688 per driver each year — due 
to drivers no longer completing 
and submitting logbooks.

The FMCSA web posting goes 
on to say the agency is currently 
preparing a supplemental notice 
of proposed rulemaking that will 
re-examine the estimated costs 
and benefits (both paperwork sav-
ings and safety) associated with 
an EOBR mandate for carriers 
currently using handwritten re-
cords of duty status.

The agency noted that the $2 
billion-plus cost estimate was ac-
tually higher than the one in its 
2010 final rule (which was subse-
quently vacated by the court), be-
cause the 2010 rule focused on the 
least expensive device determined 
to be compliant. 

“The agency chose to base its 
calculations on the higher cost de-
vice in the 2011 (notice of pro-
posed rulemaking) because it did 
not believe that a sufficient num-
ber of the cheapest units would be 
available for a broad industry 

mandate, which would cover ap-
proximately 2 million units.” 

Changing market
FMCSA used Qualcomm’s 

Mobile Computing Platform 150, 
or MCP 150, to calculate that $2 
billion cost in its 2011 proposed 
rule. It retails for approximately 
$1,775. 

The agency says it now be-
lieves the market has changed 
since 2011, with the addition of 
new vendors supplying electronic 
logging devices without as many 
bells and whistles that are useful 
for fleet management. 

“The availability of these 
cheaper devices should signifi-
cantly decrease the estimated cost 
of the rule compared to that of the 
2011 RIA,” the agency says.

For example, Qualcomm’s new 
MCP 50 retails for about $900.

“Other vendors are advertis-
ing EOBRs at even lower prices, 
although not yet in suff icient 
numbers to meet a broad industry 
mandate,” including Continen-
tal’s VDO Roadlog, which retails 
for about $500, and a device from 
J.J. Keller available by lease for a 
$199 initial fee, plus a monthly 
fee.

FMCSA revisiting EOBR analysis

BOCA RATON, Fla. — Anne 
S. Ferro, administrator of the Fed-
eral Motor Carrier Safety Adminis-
tration, provided an update last 
month on what bus and truck op-
erators can expect in the months 
ahead in the way of new regula-
tions and changes to existing rules.

She spoke at the 10th annual 
PeopleNet User Conference here.  

“Going forward, we want to 
increasingly focus our attention 
on those companies who need it,” 
said Ferro. “We want to get bad 
actors off the road.”

To accomplish that, Ferro said 
her agency is using the data it’s col-
lecting via CSA and other means to 
“make sure we are focusing our at-
tention in the right direction.” 

Persistent violators can expect 
the agency to use its imminent 
hazard authority and other tools to 
bring unsafe operations into com-
pliance or to shut them down, she 
promised.

The FMCSA has a number of 
revisions to existing regulations, as 
well as new rulemaking initiatives, 
underway, and Ferro provided up-
dates on some of the most signifi-
cant pending actions, including 
electronic onboard recorders 

(EOBRs), Safety Fitness Determi-
nation, and crash accountability.

“The Safety Fitness Determina-
tion rule is due next year,” she said. 

Essentially, this rule would 
allow the FMCSA to hand out 
safety ratings based on safety data 
from crashes, destination and road-
side inspections, and violation his-
tories rather than having to use the 
standard compliance review.

A major goal is to use safety 
data to assess the performance of 
more operators, reducing the 
number of labor-intensive compli-
ance reviews. 

Crash accountability is anoth-
er hot button issue.

“We all know that not all 
crashes (involving commercial 
vehicles) are the fault of the com-
mercial driver,” Ferro said, “but 
we also know that crash history 
and unsafe driving are predictive 
of future (accidents).

“It will take about a year be-
fore we publish more modifica-
tions,” she said, but made it clear 
changes were coming.

When it comes to electronic 
onboard recorders, Ferro said 
publication of the much-anticipat-
ed rule is on target for the first 
quarter of next year.

“The OOIDA lawsuit sent us 
back to the drawing board on driver 
harassment,” she said. (See Sept. 
15, 2011, Bus & Motorcoach News.)

“We have also been working to 
identify what the right technical 
specifications should be and look-
ing at the supporting documents 
requirements, as well. The entire 
rulemaking process will take about 
two years, but “it is definitely on 
the way.”

Other measures Ferro expects 
to go forward include the creation 
of a “drug and alcohol clearing 
house” to enable operators to know 
if a driver applicant has previously 
tested positive or refused to be test-
ed for drug and alcohol use.

The new federal highway law 
calls for the FMCSA to establish 
standards for an “employer notifi-
cation system” that would alert 
companies when an existing em-
ployee has been cited for a civil or 
criminal action, including for mov-
ing traffic violations.

Some states already have such 
systems, provided on a subscrip-
tion basis, and Ferro encouraged 
companies to make use of them.

FMCSA status update:
Report on rulemakings

Advantage Funding has Dedicated Motorcoach 
Finance Specialists Ready to Assist With:

•	 Flexible	Finance	and	Lease	Terms	for	New	and	Used	Equipment

•	Up	to	7	Year	Trac	Lease	&	Balloon	Financing	on	New	Equipment

•	Refinancing	to	Unlock	Cash	in	Owned	Equipment

•	Deferred	Payment	Programs

•	 Refurbished	Coach	Financing

•	 “A”	Credit	Programs	with	Very	Competitive	Rates

Your Complete Source for 
Bus Financing.

WE HAVE MONEY TO LEND! CONTACT US TODAY.

SMART. FAST. EASY.

866-392-1300 ext. 375
www.AdvantageFund.com
sales@advantagefunding.us
1111	Marcus	Ave.,	Suite	M-27,	Lake	Success,	NY	11402
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WASHINGTON — The U.S. 
Department of Labor Occupation-
al Safety and Health Administra-
tion has published a final rule that 
addresses retaliation complaints 
under the “whistleblower” provi-
sion of the Surface Transportation 
Assistance Act.

According to the final rule, it is a 
violation for employers to “intimi-
date, threaten, restrain, coerce, black-
list, discharge, discipline, harass, 
suspend, demote, or in any other 
manner retaliate against any employ-
ee” for filing a complaint about an 
alleged safety or security violation. 

In recent years, OSHA has ac-
tively pursued complaints — filed 
under the provisions in the Sur-
face Transportation Assistance 
Act — by drivers who were termi-
nated after they refused to drive 
when they were out of hours or in 

unsafe weather conditions. 
However, to qualify for whis-

tleblower protection under the 
new OSHA rule, employees “must 
have sought from the employer – 
and been unable to obtain – cor-
rection of the hazardous safety or 
security condition.” 

Whistleblower complaints 
must be filed — either orally or 
written — within 180 days after 
the alleged violation occurred. 

Under the new rule, drivers 
cannot be retaliated against for co-
operating with a safety or security 
investigation by the U.S. Secretary 
of Transportation; the Secretary of 
Homeland Security; the National 
Transportation Safety Board, or 
any federal, state or local regula-
tory or law enforcement agency 
“as to the facts resulting in injury 
or death to an individual or dam-

age to property occurring in con-
nection with commercial motor 
vehicle transportation.”

The Federal Motor Carrier 
Safety Administration may “act as 
a friend of the court” during the 
proceedings and may receive cop-
ies of the documents in a case.

If an employer is found to have 
violated the law, the employer may 
be required to reinstate the em-
ployee to his/her former job with 
the same compensation, be re-
quired to issue back pay to former 
employees and pay their litigation 
costs, including attorney fees, and 
be forced to pay punitive damages 
of up to $250,000.

If companies fail to comply 
with the order, the U.S. Secretary 
of Labor may file a civil action 
seeking enforcement of the order in 
U.S. District Court.

OSHA publishes ‘whistleblower’ rule

KENNESAW, Ga. — The Oc-
cupational Safety and Health Ad-
ministration has ordered Interline 
Logistics Corp. of Kennesaw to 
rehire a whistle-blowing driver 
who reported that his truck had 
brake problems and had been or-
dered by the company to take the 
rig to the shop in violation of fed-

eral hours-of-service regulations.
According to OSHA investiga-

tors, a dispatcher told the driver to 
take the truck to a repair shop. He 
refused, stating that doing so 
would force him to work more 
hours than U.S. Department of 
Transportation regulations allow.

The company fired him for re-

fusing a dispatcher’s order.
The driver filed a proper com-

plaint with OSHA, which investi-
gated the claims and ordered In-
terline Logistics to reinstate the 
driver and pay him more than 
$190,000 in back wages, compen-
satory damages, attorneys’ fees 
and punitive damages.

OSHA orders driver reinstated, paid $190,000

RALEIGH, N.C. — North 
Carolina has a new law designed 
to crack down on companies that 
don’t have workers’ compensation 
coverage.

Lawmakers adopted the mea-
sure in response to public criti-
cism over lax efforts to enforce 
the state workers’ compensation 
law that’s supposed to assure in-
jured workers receive proper 
medical care and lost wages.

Under the law, information 
submitted by insurers on employ-
ers’ coverage status, collected by 
the North Carolina Rate Bureau, 
must be shared with the state In-
dustrial Commission, which is 
charged with assuring employers 
have coverage and adjudicating 
workers’ compensation claims.

Impetus for the legislation 
came from newspaper investiga-
tions of lousy state enforcement 
efforts. 

The Raleigh-based News & 
Observer, for example, ran a se-
ries of articles in May document-
ing how thousands of employers 
skipped coverage, leaving injured 
workers to fend for themselves.

The investigation found that 

although employers are required 
to inform the Industrial Commis-
sion when they purchase, renew 
or cancel a policy, the commis-
sion rarely accessed the informa-
tion from the Rate Bureau until a 
claim was filed, and rarely penal-
ized employers.

By requiring the commission 
to capture all the information 
from the Rate Bureau, lawmakers 
sought to improve the flow of em-
ployer data so the commission 
could enforce the law before a 
worker files a claim.

The measure was passed and 
signed by the governor despite 
opposition from media groups 
that objected to the fact the em-
ployer information will not be a 
public record. 

By allowing the Rate Bureau 
to claim the employer data is pro-
prietary, the media groups say it 
will block the transparency need-
ed to inform the public about the 
workings of the workers’ compen-
sation system.

Workers in North Carolina 
can go to the Industrial Commis-
sion website and check on their 
employer’s insurance status.

N. Carolina legislators adopt 
workers’ comp scofflaw law

You Purchase “State of the Art” Buses…
Why not Demand a “State of the Art” A/C Compressor?

Demand a BITZER Compressor from Your Systems Provider

                       Some of the Many Features:

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

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

Phone: 770-503-9226
Email: sales@bitzerus.com / mlish@bitzerus.com
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ST. PAUL, Minn. — A new 
law on the books in Minnesota 
covers a pair of items of interest to 
motorcoach operators — speeding 
and dealing with congestion.

One change that took effect 
last month could result in fewer 
speeding tickets on drivers’ re-
cords during the next two years.

Minnesota law previously pro-
hibited speeding violations of up 
to 10 mph in a 55 mph zone and 
up to 5 mph in a 60 mph zone 
from being reported to violators’ 
insurance companies.

The rule change included in 

HF2685 applies the 10 mph cap in 
both speed zones until Aug. 1, 2014.

A report on the impact of the 
drivers’ record change is due for 
legislative review by Jan. 15, 2015.

Alleviating traffic congestion 
is the focus of a separate provision 
in the new measure.

The law expands permission 
for buses to operate on freeway or 
expressway shoulders, sanctioning 
local road authorities (having ju-
risdiction over the roadways) to 
allow the practice.

Until now, the authority has 
been essentially limited to transit 

buses and to shoulders on Inter-
s t a t e s  and  ma jo r  i n t e rc i ty 
highways.

Now, buses with a seating ca-
pacity of 40 or more operated by a 
motor carrier of passengers, can be 
allowed to use shoulders but only 
when traffic speeds drop below 35 
mph.

The buses are limited to travel-
ing 15 mph faster than the flow of 
traffic, up to 35 mph.

The new law also permits 
speeds to be adjusted based on an 
engineering study conducted by 
the local authority.

In Minnesota: Speeders get break

TOPEKA, Kan. — The count-
down has begun in Kansas for re-
pealing the state’s long-running ad 
valorem, or motor carrier property 
tax.

The 56-year-old tax is based 
on the value of rolling stock and is 
collected on motor carriers, re-
gardless of base state, that use 
Kansas roads. 

Effective Jan. 1, 2014, the 
state will cease collecting the tax 
in exchange for an additional reg-
istration fee applied to intrastate 

and interstate operations. 
Out-of-state truck and bus op-

erators will pay the tax through the 
International Registration Plan.

Until the change is implement-
ed in 16 months the ad valorem 
tax will continue to be applied for 
the 2012 and 2013 tax years.

The change is expected to be a 
cost savings for bus operators and 
truckers, as well as the state.

According to a state analysis, 
although the new law will result in 
lost revenue for the state, it will 

save money that has been needed 
to keep the program running. Spe-
cifically, truck- and bus-related 
functions that are performed by 
three divisions at the Kansas De-
partment of Revenue will be 
consolidated.

Advocates said there will be 
an increase in payments from in-
terstate operations, which would 
pay the new fee along with the ap-
portioned registration. As a result, 
they say the change amounts to a 
wash for the state.

Kansas dumps motor carrier ad valorem tax

ATLANTA — Voters across 
Georgia resoundingly rejected a 
plan to tax themselves to pay for 
e x t e n s i v e  t r a n s p o r t a t i o n 
improvements.

Atlanta-area voters were 
among those who rebuffed a 
penny increase in the state sales 
tax to fund projects in the area.

The promise by tax advocates 
of new jobs, improved roads and 
safety with citizen oversight was 
not enough to sway support for as 
much as $18.7 billion in new 
money statewide for roads, bridg-
es and transit, plus additional fed-
eral money.

The referendum vote was the 
result of years of work at the 
statehouse to come up with a 
funding mechanism to pay for ex-
panded transportation work.

In 2010, then-Gov. Sonny Per-
due signed into law a bill that gave 
residents the final say on a 10-
year, penny increase in the state 
sales tax to get area projects done.

For the referendum, the state 
was broken into 12 multi-county 
regions, with separate votes to au-
thorize a list of local projects.

Nine of the statewide regions 

rejected the tax plan with only the 
Central Savannah, River Valley 
and Heart of Georgia districts ap-
proving the measure.

Voter approval in the three re-
gions will authorize more than 
$1.8 billion in transportation work.

Citing distrust of government 
and splintered transportation de-
sires, Atlanta-area voters rejected 
a plan to raise $8.5 billion over 10 
years for 157 projects in 10 coun-
ties surrounding the city. The tally 
was 63 percent opposed and 37 
percent in favor.

The results put more responsi-
bility on local governments to 
come up with funding for trans-
portation work. The two-year old 
law that created the tax vote man-
dated that regions rejecting the 
tax increase must pay a 30 percent 
match to receive state transporta-
tion funds. Areas endorsing the 
tax are responsible for putting up 
a 10 percent match.

The match disparity could see 
a legal challenge.

Gov. Nathan Deal’s adminis-
tration has indicated the governor 
will work on a transportation plan 
for the state’s metropolitan areas.

Voters in Georgia reject
huge transportation plan

UMA Safety 
Management
Seminar
Dec. 4 - 5, 2012
NTSB Training Center in Ashburn, VA

9th Annual
Coming Soon! 

Presented by:

Here’s what past a�endees have to say:
“This seminar is a must for anyone who manages risk associated with
motorcoach fleets!”  “The informa�on was great and it is something
that we all need to know.” “Well organized, informa�ve and helpful!”
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By Dave Millhouser

In the middle of a torrential 
downpour, I leaned against the rear 
of the old Scenicruiser — crying.

I was 23 and thought myself a 
manly man. But this was too much.

The bus had suffered an elec-
trical seizure near Custer, Mont., 
which is just down the road from 
Bighorn, Mont. Forty-five passen-
gers were waiting for their clueless 
driver (me) to “do something.” 

It was 9:50 p.m., and the only 
pay phone nearby was in a restau-
rant that closed at 10. If telephonic 
advice on how to f ix the coach 
didn’t come in ten minutes — it 
would be a long night.

The phone rang and my electri-
cal whiz buddy, Oakie, told me to 
jam the “810 relay” with a match-
book, and the bus would charge. 
Don’t try this at home folks, but in 
this case it got us going.

Driving a coach full of people 
clear across the country, in a tired 
bus, with resources a thousand 
miles away seems like a ton of risk 
and responsibility for a 23 year old. 

What was I thinking? (Very 
little, of course, I was 23.)

In hindsight, it changed my un-

derstanding of risk and responsi-
bility, and instilled a huge respect 
for the courage of people who ac-
cept them.

That would be YOU, the people 
who start and manage businesses.

A prominent politician has in-
timated that you “didn’t do it 
alone.” That public roads, employ-
ee contributions, protection of-
fered by police and fire depart-
ments, and other infrastructure 
were key to your success.

Horse pucky. 
All those things matter but 

you’re the one who used them to 
build something. We all drive on 
the same highways, you’re the one 
who manages to use them to move 
people and create jobs. 

In case you missed it, you’re at 
risk. When a business fails, em-
ployees lose their source of in-
come, but are paid for everything 
they’ve done. Owners can lose lit-
erally everything.

When the poopie hits the fan, 
you’re the one who gets the call, 
day or night. You’re the one who 
misses holidays and family gather-
ings ,  w i thou t  ge t t ing  pa id 
“overtime.”

Please understand, I admire 

and respect good employees. Many 
try to do more than they’re paid 
for, and take a genuine interest in 
their company. 

They’ve made a choice. Either 
they are unwilling to accept the 
stress that comes with running 
their own business, or they’ve de-
cided that other interests are more 
important to them.

We’ve all heard about actors 
who “wait tables” to support them-
selves, so they can pursue their 
dream. As long as they give their 
best at the “day job,” they’re good 
people.

Some folks want to devote 
extra time to their family; others 
have time-consuming hobbies, 
some want to be Olympic athletes. 
There are many admirable pursuits 
that benefit us all and that often 
preclude running a business. 

We make choices and must live 
with them. When that choice in-
volves working for someone else, 
it’s not fair to expect the same ben-
efits the company owner gets.

Choosing to be a “starving art-
ist” sometimes means starving. 

The people who own and oper-
ate businesses frequently make 
significant sacrifices in their pri-

vate lives to keep things going. 
Sometimes they reap huge re-
wards, and sometimes they lose 
everything.  

A problem arises when folks 
try to have it both ways.

It’s wrong for a company and 
its owner to ignore the contribu-
tions of employees. Workers de-
serve to be rewarded for all they 
do. It’s just as wrong for employ-
ees to assume that management 
somehow has it easy, and is getting 
more than its fair share.

If you want a larger share, start 
a business, and make the sacrifices 
and take the risks that entrepre-
neurs must make. The only job that 
is “yours” is one you create.

Class warfare is ugly and no 
one wins. If the entrepreneurs who 
start and run businesses are sup-
pressed too much, they quit, and 
we all lose the jobs and creativity 
they offer.

My career in the coach indus-
try spanned 40 years, and I was 
someone’s employee during that 
whole time. Most of the folks I 
worked for were terrific, and made 
huge contributions to my life. 
Thanks. Hopefully you know who 
you are.

A few were jerks.
I did my best for all of them 

and because I tried to be a good 
employee, if a job turned out to be 
destructive…I could move on. 

Business owners don’t have the 
luxury of moving on. For them it is 
sink or swim. Some sink. 

I admire everyone who tries to 
run a company. For letting it all 
hang out. And I am grateful for the 
opportunities employers gave me.

This is a clumsy way of ex-
pressing how much I respect those 
who run businesses, and those who 
work diligently for them, and all 
who understand how i t  f i ts 
together.

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

The danger of suppressing entrepreneurial creativity

Dave Millhouser

Call Kingston Distribution Today To Get Yours! (866) 733-2820
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In today’s competitive motor coach industry, passengers need safe, 
reliable power!  Introducing Vanner AC Power conversion kits, 
featuring Vanner inverters from Kingston.  Available in 6 to 40 
outlet configurations, these kits are completely scalable to your 
specific application and deliver clean, reliable Tru-Sine power to 
each outlet. 

Kingston & Vanner… Power you can trust!
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BOSTON — The first compre-
hensive study of the health effects 
of exhaust from diesel engines 
built during the past f ive years 
found no evidence of genetic dam-
age and only a few mild effects on 
lungs of laboratory animals.

The Advanced Collaborative 
Engine Study was conducted by 
the Health Effects Institute, a re-
search organization that is based 
here and funded in part by the U.S. 
Environmental Protection Agency 
and industry groups.

Results of the study, in which 
rats and mice were exposed to emis-
sions from 2007-model heavy-duty 
diesel engines, are expected to bol-
ster the view that new “clean diesel” 
technology is effective in control-
ling emissions that are suspected of 
causing cancer in humans.

In a commentary on the study, 
a review panel wrote: “Overall, 
these results indicate that rats ex-
posed to diesel exhaust for 16 
hours a day, five days a week…
showed few biologic effects relat-
ed to diesel exhaust exposure.”

The study results are “like a 
breath of fresh air,” said Allen 
Schaeffer, executive director of the 
Diesel Technology Forum, an orga-
nization based in Frederick, Md., 
that represents fuel suppliers and ve-
hicle and equipment manufacturers.

Schaeffer said all previous stud-
ies of the health effects of diesel ex-
haust were based on equipment 
built before EPA-mandated emis-
sions reductions began in 2002.

“That’s like looking in the rear-
view mirror to plot the course 
ahead,” Schaeffer said. “Now we 

know where we are. We can look 
forward.”

The first round of diesel emis-
sions reductions in the United 
States began in 2002 with the in-

troduction of emissions reducing 
technology. That was followed by 
the introduction of ultra-low-sul-
fur-diesel fuel.

In 2007, engine manufacturers 
added specialized filters to trap 
small particles or soot, and since 
2010, new engines have featured 
either selective catalytic reduction 
or advanced exhaust gas recircula-

tion technologies to reduce nitro-
gen oxide emissions to near zero.

The study found that exposures 
up to 12 months had effects on 
only a few health markers, includ-
ing mild hyperplasia (cell prolif-
eration) in the lungs and slightly 
reduced lung function.

Testing of rats will continue for 
up to 30 months, until December 
2012, providing the first system-
atic look at the effects of long-
term exposure to diesel exhaust 
emitted by engines that meet EPA 
standards, HEI officials said.

Over-the-road motorcoaches 
with cleaner-burning diesel en-
gines currently make up roughly 
20 percent of the total industry 
fleet of charter, tour, sightseeing, 
airport shuttle, commuter and 
scheduled service motorcoaches. 

Institute President Dan Green-
baum said results of the study 
could lead to new risk assessments 
for diesel emissions by public 
health agencies, including the In-
ternational Agency for Research 
on Cancer, which last month said 
diesel was a “carcinogen.” (See 
July 1 Bus & Motorcoach News.)

Also last month, the USEPA is-
sued a new standard for soot. (See 
July 1 Bus & Motorcoach News.)

“We will be communicating 
these results to IARC, the U.S. Na-
tional Toxicology Program and the 
EPA in order to ensure that the sig-
nificant improvements in emissions 
and effects for these new diesel 
technologies are considered and 
compared with the data on older en-
gines when those agencies reach 
their conclusions,” Greenbaum said.

MC CLEAN, Va. — An exami-
nation of the impact of the 2004-
10 federal emissions standards on 
commercial vehicles indicates the 
U.S. Environmental Protection 
Agency badly underestimated the 
cost of the rules.   

The study by the National Au-
tomobile Dealers Association and 
the American Truck Dealers says 
the USEPA emissions rules for 
model-year 2004 to 2010 resulted 
in substantially higher prices for 
commercial vehicles, lower sales 
and delay of  environmental 
benefits.

The study, “A Look Back at 
EPA’s Cost and Other Impact Pro-
jections for (Model Year) 2004-
2010 Heavy-Duty Truck Emis-
sions Standards,” said there has 
been little examination of EPA’s 
cost predictions, compared with 
the actual cost of meeting its motor 
vehicle emissions mandates.

The report showed that EPA’s 
original estimate of how much the 
new rules would cost vehicle mak-
ers and their customers was off by 
an average of two to five times, 
Doug Greenhaus, chief regulatory 
counsel for environment, health 
and safety issues for NADA and its 
ATD division, said in a conference 
call after the study was released.

For example, on average, the 
actual cost increases for model-
year 2010-compliant medium-
heavy trucks were more than twice 
what EPA projected, the study 
said. 

The agency had estimated that 
manufacturer surcharges for the 
2010 model year trucks would av-
erage $2,737, but ATD/NADA 
noted that the actual charges 
ranged from $3,868 to $7,300, de-
pending on manufacturer. 

EPA 2004-10 rules caused 
heavy-duty truck prices to spike by 

$21,000 over what tractors cost in 
2000, the study said. That added 
cost was for regulatory compli-
ance, although EPA had said those 
costs would be only $5,000, said 

Esteban Plaza-Jennings,  the 
study’s primary author.

“To work, fuel-economy im-
provements must be affordable. 
You can’t dictate what customers 
will buy. If our customers do not 
want to purchase these vehicles, 
we all lose,” said David Westcott, 
NADA’s vice chairman and presi-

dent of Westcott Automotive in 
Burlington, N.C. 

The ATD/NADA report looked 
at the 2004-2010 medium- and 
heavy-duty truck emissions man-
dates. “It shows what can happen 
when a regulatory proposal — 
based on far-in-advance predic-
tions — seeks to set mandates far 
in the future,” the study said.

The primary goal of the EPA 
mandates was to reduce nitrogen 
oxides and particulate emissions, 
noted Dick Witcher, ATD chair-
man and CEO of Minuteman 
Trucks in Walpole, Mass.

But Witcher warned that set-
ting emissions standards, whether 
they’re large or small, is dangerous 
for any regulatory agency because 
the variables are too difficult to 
predict, at least with any accuracy. 

“The risks are too high, and the 
unintended consequences are too 
great,” Witcher said. “Any goals 

should be set in smaller incre-
ments of time.”

ATD and NADA said the les-
sons learned from this study now 
apply to the proposed model years 
2017-2025 fuel-economy regula-
tions for light and heavy vehicles, 
including over-the-road buses. 

“That rulemaking, combined 
with previous Obama administra-
tion fuel economy mandates, will 
raise the average price of a vehicle 
by $3,000, according to EPA and 
National Highway Traffic Safety 
Administration estimates,” the 
groups said. 

“When faced with unreason-
able federal regulatory mandates 
that increase motor vehicle costs, 
buyers of light-duty vehicles — 
similar to what commercial truck 
buyers experienced — will seek 
out less-expensive alternatives in 
the marketplace,” the study 
concluded.

‘ The study results 
are like a breath of 
fresh air.’

Study: EPA badly underestimates cost of engine rules

‘Cleaner diesel’ engines less harmful, study concludes

‘ When faced with 
 unreasonable federal 
regulatory mandates, 
buyers will seek less-
expensive alternatives.’
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IRVINE, Calif. — An employ-
ment background screening compa-
ny that provides reports to compa-
nies nationwide is paying $2.6 
million to settle Federal Trade Com-
mission charges it violated the Fair 
Credit Reporting Act.

According to the FTC, the com-
pany failed to use reasonable proce-
dures to assure the maximum possi-
ble accuracy of information it 
provided, failed to give consumers 
copies of its reports, and failed to re-
investigate consumer disputes, as re-
quired by law.

The case against HireRight Solu-
tions Inc. represents the first time the 
FTC has charged an employment 
background screening firm with vio-
lating the Fair Credit Reporting Act. 

The FTC action is seen as sending a 
message to the industry to clean up 
its act. There have been calls for the 
industry to be federally regulated.

As a consumer reporting agency, 
HireRight Solutions provides back-
ground reports that contain informa-
tion about prospective and current 
employees. Its reports are supposed 
to help employers make informed 
decisions about hiring and other em-
ployment-related issues.

Under the Fair Credit Reporting 
Act, the company’s reports qualify 
as “consumer reports.” They contain 
public-record information, includ-
ing the individuals’ criminal history. 

The FTC said that in many cases, 
when it provided consumer reports to 
employers, HireRight Solutions failed 

to take reasonable steps to assure the 
information in the reports was current 
and reflected updates, such as ex-
punged criminal records. Because of 
this, the FTC charged, employers 
sometimes received information that 
incorrectly listed criminal convictions 
on individuals’ records.

In addition, according to the 
FTC complaint, HireRight Solutions 
failed to follow reasonable proce-
dures to prevent the same criminal 
offense information from being in-
cluded in a consumer report multiple 
times, failed to follow reasonable 
procedures to prevent obviously in-
accurate information from being 
provided to employers, and in nu-
merous cases even included the re-
cords of the wrong person.

The FTC alleged these failures 
led to consumers being denied em-
ployment or other employment-re-
lated benefits.

Under the Fair Credit Reporting 
Act, consumer reporting agencies 
must allow consumers to access 
their own information and dispute 
any inaccuracies. 

In numerous instances, said the 
FTC, HireRight Solutions failed to 
comply with legal requirements. This 
includes failing to conduct investiga-
tions of disputed items in a consum-
er’s file after being notified of a dis-
pute, requiring consumers who 
wanted to dispute information in their 
file to have a copy of the report be-
fore the company would start a rein-
vestigation, and telling consumers 

who did not have a copy of their re-
port to request one before they would 
reinvestigate, delaying the dispute 
process and making it more difficult. 

In addition, according to the 
FTC, HireRight Solutions closed 
complaint investigations without 
providing written notice of the re-
sults to consumers, as required.

Finally, the complaint alleges 
HireRight Solutions failed to pro-
vide consumers with written notifi-
cation it had reported public record 
information about them to employ-
ers when it was being reported, as 
the law requires.

In addition to the civil penalty, 
the settlement bars HireRight Solu-
tions from engaging in a long list of 
prohibited activities.

Employment screening company is hit with $$$ penalty
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ROCKVILLE, Md. — Major 
trucking outfits continue to advo-
cate for the option of drug testing 
using hair — instead of urine — in 
federally mandated company driver 
pre-employment screening and ran-
dom testing.

The federal Substance Abuse and 
Mental Health Services Administra-
tion sets mandatory guidelines for 
U.S. Department of Transportation 
commercial driver drug testing.

Eight years ago, the agency con-
sidered using hair testing but later 
concluded the proposal needed fur-
ther research.

Hair testing is much more diffi-
cult to tamper with to avoid a posi-
tive result than urine analysis, a se-
nior vice president of one of the 
nation’s largest trucking companies, 
Schneider National’s Don Oster-
berg, wrote last month in a leading 
trucking publication.

According to Osterberg, hair test-
ing detects drug use over several 
months versus urine tests, which in-
dicate drug use for just a few days.

Four years ago, Schneider began 
including hair testing in its pre-hiring 
process for drivers before adding it to 
the company’s random-testing pro-
gram in 2011.

As of this past June, 120 prospec-
tive drivers failed the urine test, but 
1,400 prospective drivers had drug-

positive hair tests.
J.B. Hunt, Gordon Trucking, C.R. 

England and Roehl Transport are 
among carriers that conduct hair 
tests, in addition to urine tests.

Last year, England added hair 
testing after the Utah carrier’s trial 
run indicated hair tested positive at 
a rate of three times higher than 
urine alone.

American Trucking Association 
members that implemented hair test-

ing detected drug use in nearly 2.4 to 
10.4 percent more drivers than urine 
analysis alone, according to an ATA 
researcher.

In 2006, J.B. Hunt began using 
hair testing and by 2011, the Federal 
Motor Carrier Safety Administration 
indicated the Arkansas-based carri-
er’s rate of positive urine tests had 
dropped 75 percent.

See also March 1 Bus & Motor-
coach News.

Big truckers advocating for use of hair drug testing
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no warning to — the industry. 

Costly experience
Brian Scott of Escot Bus Lines 

in Largo, Fla., said one of his trust-
ed, long-time drivers was asked by 
a state inspector at the U.S.-Cana-
dian border in late July if any alco-
hol on board belonged to him. 

When the driver answered he 
had beer and mini-bottles of spirits 
in an ice chest in the luggage bay, 
he was cited and put out of service 
for 24 hours.

Scott was forced to hire a re-
placement coach and driver while 
his driver sat idle in a hotel.

“This episode cost us several 
thousand dollars, and a ton of ad-
ministrative headaches, and now 
we’ve got clients who are upset,” 
Scott explained.

And he’s concerned about the 
possible long-term consequences.

“(The driver’s) going to have a 
record on his license. When you 
read the violation, it sounds terri-
ble. It makes it sound like you’re 
driving down the road in a bus, 
drunk,” he said. 

“It effects our CSA score. 
We’re going to have a violation in 
the alcohol and controlled sub-
stances category of our CSA score. 
And that’s publicly available. It’s 
on the FMCSA website.”

Expensive aftermath
He said he plans to hire an at-

torney to fight the ticket in Ver-
mont, and to file a protest with the 
FMCSA and work to get the viola-
tion expunged from the driver’s 
record. 

“We’ve been in the bus busi-
ness for almost 30 years and cross-
ing the border for 25 of those 
years, and this never, ever hap-

pens,” he said. 
Scott and other long-time op-

erators say inspectors have tradi-
tionally taken a low-key approach 
when enforcing the alcohol-pos-
session rule during bus checks. 

“Only if (inspectors) suspect 
that a driver has consumed drugs or 
alcohol will they go further. Their 
interpretation of possession was…
‘within reach or in the driver’s 
area,’” one veteran operator said.

Keppler insists that is not what 
inspectors should have been doing.

“The rule says possession and 
that means anyplace on the vehi-
cle.… (T)here is no interpretative 
guidance from the FMCSA that 
says it has to be within reach,” he 
said.

“So, without that regulatory 
guidance, the inspector asks the 
driver, and the driver says that it’s 
his, so the inspector says that 
meets the rules, and that’s the ac-
tion he has to take.”

The new reality
According to Keppler, the strict 

interpretation and enforcement is 
what operators should expect from 
now on as regulators attempt to 
weed out noncompliant curbside 
and other operators. 

 “Our members are being more 
aggressive in their enforcement 
wherever they can,” he said. 
“Curbside operators are a big 
problem and that’s part of what 
we’re trying to deal with; to get at 
those operators because they are 
giving the entire industry a bad 
name.”

He said the FMCSA has provid-
ed additional funding during the 
past two years to states to certify of-
ficers trained to conduct motor-
coach inspections. “So that’s part of 
this increased presence,” he said.

What advice does he have for 
operators regarding alcohol and 
drivers?

“Obviously, once the driver is 

off duty and is using the coach in a 
personal conveyance capacity, 
then it’s OK. It is no longer a part 
of the official move,” he said.

“So if he or she has finished 
their run and they are no longer on 
duty, then they can go and pur-
chase alcohol if they wish. But 
while it is under a commercial 
move, don’t have it on the bus.”

A new message
For his part, Scott has set down 

a strict no-alcohol policy for Escot 
Bus Lines’ drivers.

“If you go through (a) duty free 
(store) and someone offers you a 
bottle of wine, you can’t accept it. 
If you’re off duty for a few days, 
and you have a six-pack of beer in 
your hotel, and you have two left, 
and you want to put that in your 
coach, don’t do it,” he said.

“Don’t have any alcohol on the 
coach that belongs to you. You 
can’t have it. It’s not worth it.”

Driver liquor
CONTINUED FROM PAGE 1

WASHINGTON — The U.S. 
Department of Energy says an ex-
pected shortage of ultra-low-sul-
fur diesel fuel and gasoline in the 
Northeast will not be as bad as ini-
tially feared.

In late February, the USDOE 
Energy Information Administra-
tion warned supplies to the region 
would be significantly strained by 
the closing of two refineries and 
the potential closing of Sunoco’s 
Philadelphia Refinery, which was 

responsible for 24 percent of the 
ref ining capacity on the East 
Coast. (See March 15 Bus & Mo-
torcoach News.)

Since then, The Carlyle Group 
and Sunoco announced a joint 
ven ture  tha t  wi l l  keep  the 
335,000-barrels-a-day Philadel-
phia refinery operating, plus make 
upgrades and increase production.

In addition, Delta Air Lines is 
buying the 185,000-barrels-a-day 
Trainer, Pa., refinery from Conoco-

Phillips and plans to restart opera-
tions by mid-September. 

The EIA had predicted a po-
tential shortfall of 420,000 barrels 
a day of gasoline and ultra-low-
sulfur diesel fuel. The gap “is now 
expected to be just 50,000 barrels 
a day of (ultra-low-sulfur diesel), 
with the gasoline gap disappearing 
almost entirely,” the EIA said.

“Moving about 50,000 barrels 
a day of additional (ultra-low- 
sulfur diesel) to the Northeast 

should be well within the capacity 
of existing infrastructure,” the 
agency added.

The reason diesel still faces a 
shortfall is largely because de-
mand is expected to spike follow-
ing New York’s new requirement 
for ultra-low-sulfur diesel fuel in-
stead of traditional home heating 
oil, which went into effect July 1.

Meanwhile, the national aver-
age retail diesel price has climbed 
above $3.85 a gallon, according to 

the EIA.
During 12 straight weekly de-

clines from April 16 through July 
2, the price of diesel dropped near-
ly 50 cents a gallon; since then the 
price has climbed more than 20 
cents a gallon. 

The average U.S. pump price 
of diesel exhaust fluid fell in July 
to the lowest level on record, ac-
cording to Integer Research. The 
July price fell by 28 cents to $2.70 
per gallon.

USDOE: Potential diesel shortage averted in Northeast

 temporary extension of its operat-
ing authority by the FMCSA.

“You have to ask why an over-
burdened regulator, like FMCSA, 
with resources to conduct compli-
ance reviews on only 2-3 percent 
of operators each year, would visit 
the same operator year after year?” 
asked Hersman.

“And even more to the point — 
given all the reviews, that identi-
fied a myriad of safety deficien-
cies — why was Sky Express still 
operating?”

As a result of the crash, the 
NTSB is urging the FMCSA to be 
more assertive in monitoring fa-
tigue management programs.

The board cal led for  the 
FMCSA to establish a program to 
monitor and improve the fatigue 
management systems that bus and 
truck operators use. 

This follows on an existing 
board recommendation that all 
carriers have a fatigue manage-
ment program. 

While fatigue management 
programs are widespread in the 
motorcoach industry, they are by 
no means universal.

UMA members and fatigue
The latest Membership Survey 

and Industry Assessment by the 
United Motorcoach Association 
found that just over 62 percent of 
the operators participating in the 
survey had a fatigue management 
program.

That means, of course, nearly 
38 percent had no such program. 

The NTSB also wants new-en-
trant safety audits to include a re-
view of a structured safety man-
agement process so the new 
operators will know how to identi-
fy safety risks and maintain a safe-
ty assurance program. 

“Sky Express passed the Federal 
Motor Carrier Safety Administra-
tion new-entrant safety assurance 
audit despite safety shortcomings 
in its operation, which indicates 
the new-entrant audit process is 
not always keeping unsafe carriers 
from entering the motor carrier in-
dustry,” the board said.

Sky Express started operating 
in April 2005, but it didn’t have a 
new-entrant safety audit until Feb-
ruary 2007. It kept stalling the 
FMCSA and successfully putting 
off the new-operator inspection.

During its seven years of exis-
tence, Sky Express amassed a fleet 
of 31 coaches that were running up 

and down I-95 on a daily basis.  
Additionally, the NTSB urged 

the FMCSA to incorporate fatigue 
mitigation strategies into the 
hours-of-service rules for bus driv-
ers who work late at night, or dur-
ing early morning hours. 

In its recommendations the 
board referenced a joint FMCSA-
Transport Canada project to devel-
op a model fatigue management 
program.

The North American Fatigue 
Management Program, as it is 
called, aims to provide carriers with 
a best-practices manual for imple-
menting fatigue management in 
their operations. (See March 1 Bus 
& Motorcoach News.)

Development of the program, 
which has taken longer than it took 
the U.S. to create and execute the 
program that sent a man to the 
moon and back safely, reportedly 
is nearing completion.

According to Rebecca Brews-
ter, president and COO of the 
American Transportation Re-
search Institute, the project ex-
pects to launch a website by No-
vember that will provide program 
materials at no charge.

The materials, which will in-
clude training for drivers, dis-
patchers and management, have 

been developed and tested by car-
riers in the U.S. and Canada.

FMCSA responds
The FMCSA issued a state-

ment, commenting on the NTSB 
report.

 “Protecting the traveling pub-
lic by strengthening bus and truck 
safety is FMCSA’s number one 
priority,” said the agency.

“FMCSA closed the loophole 
that allowed 10-day extensions for 
passenger bus companies under-
going safety compliance reviews.

“It is also why our agency shut 
down 54 unsafe bus companies in 
2011. And this year, we conducted 
an unprecedented investigation 
that put 26 unsafe bus operators 
out of service using a new rule that 
links unsafe companies to their af-
filiated entities. (See June 15 Bus 
& Motorcoach News.)

 The statement pointed to the 
new federal highway and public 
transportation law, which the agen-
cy said will “enable FMCSA to en-
hance its registration system to bet-
ter identify reincarnated bus 
companies, conduct safety audits 
on new bus companies within four 
months of operation, ensure new 
companies understand federal safe-
ty laws before they can operate, and 

improve hours-of-service compli-
ance with a new rule on electronic 
onboard recorders.

 “We will continue to use the 
full force of our enforcement, reg-
ulatory and consumer outreach 
tools to make bus travel safe,” 
FMCSA said in the statement, 
“every trip, every time.”

Disturbing viewing
Operators with strong stom-

achs, low blood pressure and an 
extra two plus hours might find it 
worthwhile to watch the video of 
the NTSB meeting at which the 
board reported its f indings and 
made its recommendations regard-
ing the Sky Express crash.

Go to www.ntsb.gov. Scroll to 
near the bottom of the page, find 
the headings “Upcoming Events” 
and “Webcast of Events.” Click on 
Webcast of Events. Scroll to “View 
Archives” and stop at the first one, 
dated July 31.  Click on either 
“Flash Media” or “Windows 
Media,” at right, whichever works 
on your computer.

Enlarge the window and turn 
up the sound.  Be prepared to be 
outraged and mindful of the impli-
cations of Sky Express’ blatant 
noncompliance and rampant 
irresponsibility.

Sky Express crash
CONTINUED FROM PAGE 1
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RICHFIELD, Ohio — National Inter-
state Corporation has reported “disappoint-
ing” second-quarter financial results to its 
shareholders, as well as unwelcome news to 
its policyholders: higher rates are here or on 
the way.

Increased claims losses and a drop in pre-
mium income for one of its four principal 
business segments resulted in the lower sec-
ond-quarter earnings at National Interstate, a 
leading motorcoach industry insurer.

The company said it earned $7.26 mil-
lion during the three months ended June 30, 
or 37 cents per diluted share, compared to 
net income of $8.6 million, or 41 cents per 
diluted share, for the same period last year.

Said National Interstate President and 
CEO Dave Michelson: “We were disap-
pointed with the underwriting results for the 
2012 second quarter, which contributed to 
an elevated combined ratio for the first half 
of 2012. 

“We have experienced severity in several 
of our commercial products, and our spe-
cialty personal lines products are not im-
proving as quickly as we would like. The 
combination of timing of larger claims, loss 
cost inflation, and the delayed impact of the 
rate increases we are now getting in most 
products has contributed to the rise in our 
loss and loss-adjustment expense ratio. 

“On the positive side, our underwriting 
expenses are well controlled and have re-
mained flat,” noted Michelson. 

In both the first and second quarters of 

this year, National Interstate experienced 
higher-than-average claims in several of its 
commercial products, which the company 
said contributed to the higher-than-expected 
loss and loss-adjustment expense ratios.

Gross premiums written by National In-
terstate during this year’s second quarter to-
taled $160.1 million, an increase of 2.3 per-
cent over last year’s second period. 

Gross premiums for the first half of this 
year amounted to $290.4 million, essentially 
unchanged from the first six months of 2011.

National Interstate reported higher pre-
mium income from three of its four main 
business segments during the second quarter. 
Premium income rose 3.9 percent in its alter-
native risk transfer (captives) unit, 3 percent 
in its transportation component, and 4.3 per-
cent in its Hawaii and Alaska division. 

A portion of the increase posted by the 
transportation unit, which includes part of 
National Interstate’s motorcoach insurance 
business, resulted from rate increases that 
“are starting to occur with some regularity.”   

National Interstate also insures motor-
coach companies through its captive (alter-
native risk transfer) program. 

Meanwhile, the company’s specialty 
personal lines segment, which includes in-
surance for RVs and smaller commercial ve-
hicles, saw premium income decline 8.7 
percent during the first half of this year.

“We expected flat top-line results 
through the first half of 2012 because of the 
actions we took last year related to two prod-
ucts in the program business portion of the 
(alternative risk transfer) component, which 
comprised 8.2 percent of 2011 second-quar-
ter gross premiums written, and underwrit-
ing actions related to the specialty personal 
lines products,” said Michelson.

“However, we are encouraged by the 
modest overall increase in gross premiums 
written for the quarter and growth in three of 
the four components. 

“Our top line is performing as expected 
and improved investment income has added 
to our profitability. However, our underwrit-

ing results for the first six months of 2012 
are below our expectations of a combined 
ratio in the low-to-mid 90’s. 

“Adverse claims, including large claims 
in traditionally well-performing products 
have impacted the results. We have and will 
continue to closely monitor all large com-
mercial accounts not meeting our underwrit-
ing expectations for appropriate action, and 
we are getting rate increases in most of our 
commercial products.

“In our specialty personal lines compo-
nent, we have filed rate increases in virtually 
all states in both the recreation vehicle and 
commercial vehicle products. We believe all 
of these actions will have a favorable impact 
going forward,” said Michelson. 

National Interstate directors approved a 
dividend of 10 cents per common share, 
payable Sept. 4, to shareholders of record 
Aug. 20.

In a separate announcement, National 
Interstate said it is expanding its trucking in-
surance program by targeting heavy haul, 
crane and rigging operations.

The program is offering coverage for 
auto liability, physical damage, workers’ 
compensation and general liability.

“The heavy haul, crane and rigging in-
dustry is highly specialized, and we have 
creative insurance solutions to meet the 
needs of this market,” said George Skuggen, 
assistant vice president of truck products. 

For information about the company, go 
to www.nationalinterstate.com.

National Interstate disappoints shareholders, policyholders

New Jersey steps up efforts to catch speeders
TRENTON, N.J. — The administration 

of New Jersey Gov. Chris Christie has 
awarded $2 million in grants to bolster en-
forcement on the state’s most dangerous 
highways.

A total of 53 municipalities will share 
the money to crack down on speeding and 

other driving infractions on 14 10-mile seg-
ments of highway determined to be the 
most prone to accidents, the state Depart-
ment of Transportation said.

Segments of U.S. routes 1, 9, 22, 40, 46 
and 206, as well as state routes 47 and 93, 
will receive money for the current fiscal year.
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WOBURN, Mass. — For the 
second consecutive year, Lancer 
Insurance Co., a leading motor-
coach industry insurer, has been 
named to Ward’s Top 50 perform-
ing companies in the U.S. property 
casualty insurance industry.

The award for 2011 comes a 
year after Lancer was recognized by 

Ward’s for its performance in 2010.  
In making the announcement, 

Ward Group Partner Jeff Rieder 
noted that the 50 companies se-
lected, which includes Chubb 
Group, Progressive Insurance, 
USAA, and The Travelers, distin-
guished themselves from the more 
than 3,000 companies analyzed by 

demonstrating the ability to thrive 
in challenging economic times.

The Ward Group is the leading 
provider of benchmarking and best 
practices research studies for in-
surance companies.

It specializes in analyzing staff 
levels, business practices and ex-
penses for all areas of insurance 

company operations.
“In selecting the Ward’s 50, we 

identify companies that pass fi-
nancial stability requirements and 
measure their ability to grow while 
maintaining strong capital posi-
tions and underwriting results over 
a 5-year period,” said Rieder. 

Companies are measured and 

ranked in performance based on 
their five-year record for the fol-
lowing metrics,  Average return on 
equity, average return on assets, 
average return on total revenue, 
growth in net premium written, 
improvement in leverage ratio, and 
average combined ratio.

In accepting the designation, 
Lancer President Dave Delaney com-
mented on the company’s perfor-
mance during the challenging busi-
ness environment of recent years.

He credited company manage-
ment and staff for achieving the 
Ward’s 50 benchmark of remain-
ing profitable and strengthening 
surplus at a greater rate than the 
overall property casualty insur-
ance industry.

FORT McMURRAY, Alberta 
— Prevost motorcoaches are being 
featured in a television and print 
advertising campaign aimed at 
promoting Canada’s homegrown 
oil and natural gas industry.

Developed by the Canadian As-
sociation of Petroleum Producers, 
the ads focus on the far-reaching 
economic impact energy producers 
have on the Canadian economy.

The ads also deliver a more sub-
tle message that members of the as-
sociation, which produce more than 
90 percent of Canada’s natural gas 
and crude oil, also are saving energy 
by using motorcoaches to transport 
their workers to Canada’s famed oil 
sands in northern Alberta.

Roughly 400 Prevost motor-
coaches move upwards of 20,000 
workers daily from communities 
to mines and drilling operations in 
the oil sands region.

Prevost supplies between 25 
and 45 new coaches annually to oil 
sands transportation companies. 

“Prevost is extremely proud of 
the shared economic influence 
generated by Prevost and (the Ca-
nadian Association of Petroleum 
Producers),” said Gaetan Bolduc, 
Prevost CEO.

“Whenever I visit the Alberta 
oil sands and see the abundance of 
activity and hundreds of motor-
coaches, I am reminded of the influ-
ence our industry has on the econo-
my and the contribution Prevost 
makes to the people of Canada.

“Prevost recognizes the posi-
tive environmental impact our 
product has, and we applaud (the 
Canadian Association of Petro-
leum Producers) for incorporating 
this green solution into their strat-
egy,” added Bolduc.

One of the television ads can 
be viewed at: http://youtu.be/
MT-lSmfNVKw.

Prevost coaches
‘star’ in TV ads

Lancer again named a top insurance industry performer 
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CARROLL, Iowa — Windstar 
Lines Inc. has purchased the assets 
and bookings of Rochelle, Ill.-
based Dixon Meyers Bus Lines 
from long-time owners Marv and 
Bev Binkley. 

With the acquisition, Windstar 
Lines opens its first terminal in Il-
linois, and sixth overall. The for-
mer Dixon Meyers facility is in 
Rochelle, which is roughly 80 
miles west of Chicago near the 
junction of Interstates 39 and 88.

 Windstar Lines has four loca-
tions in Iowa (its home base in 
Carroll, plus Cedar Rapids, Des 
Moines and Dubuque), as well as a 
location in Lincoln, Neb. 

“Marv and Bev (Binkley) have 
been in the industry a long time, 
and decided it was best to focus on 
their trucking operation at this 
time,” said Jeff Greteman, presi-
dent of Windstar Lines.

“This acquisition will work out 
great as having a terminal near Chi-
cago has always been on our radar; 
it’s our most popular destination.” 

All former Dixon Meyers’ 
drivers, office staff and shop per-
sonnel were offered employment 

by Windstar.
One of Dixon Meyers’ four 

motorcoaches was acquired in the 
purchase, and that bus is being re-
painted, refurbished and branded 
with Windstar livery. The Dixon 
Meyers Bus name is disappearing. 

Dixon Meyers Bus Lines was a 
family-owned charter bus opera-

tion serving northern Illinois, as 
well as metro Chicago, for nearly 
40 years. It also was a long-run-
ning member of Trailways.

A sister trucking company, 
Dixon Meyers Transportation, 
continues to operate and is leasing 
part of the Windstar facility in 
Rochelle.

Windstar Lines is the largest 
motorcoach company based in 
Iowa, operating more than 50 
coaches. Founded in 1995, Wind-
star was ranked as the 33rd largest 
motorcoach fleet in North Ameri-
ca by Metro Magazine.

Early this year, Windstar was 
chosen as the 2012 winner of the 

United Motorcoach Association 
Vision Award for large operators at 
UMA Motorcoach Expo in Long 
Beach, Calif. 

Three Twenty-One Capital Part-
ners, LLC (321 Capital), a Balti-
more-based investment banking 
firm, assisted the Binkleys with the 
sale of their coach company.

Dixon Meyers Bus is acquired by Windstar Lines of Iowa
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 second quarter of 2012 than during 
the same quarter last year. 

The Temsa TS-35 was the 
fourth-best-selling coach in North 
America during the most recent 

quarter, delivering 27 coaches. 
That means for the first half of 
2012, 55 Temsas were sold, putting 
the Turkish-built coach and its dis-
tributor, CH Bus Sales, on track to 
sell more than 100 for the year, a 
genuine milestone.   

All but four domestic models 

either equaled or exceeded sales in 
the second quarter of 2011. Two of 
the four models that had reduced 
sales were commuter coach mod-
els hit by the slowdown in public 
transit orders.

“Hence, our private-sector sales 
are doing fine and, except for (the) 
four models, we have an across-the-
board increase from last year,” said 
Plachno. 

Developments at three North 
American motorcoach suppliers 
either impacted sales during this 
year’s second quarter or will im-
pact sales in future quarters.

Bailing out 
ABC Companies, which dis-

tributes Van Hool coaches, in-
formed Plachno it would no longer 
be supplying sales figures for its 
TD925 double-decker model. 

“We will report on Cs (C2045 
models) and Ts (T2145 models) 
but will not be reporting on TD’s 
for competitive and confidential 
reasons,” ABC said.

Most TD925s are purchased by 
megabus.com, which has adopted 
the double-decker with success on 
its intercity routes, but is locked in 
a tough competitive battle with 
Greyhound, BoltBus, Peter Pan, 
Chinatown and other discount op-
erators, and a handful of Trailways 
companies.  

Plachno has decided against ad-
justing delivery figures for previous 
quarters — to assure more accurate 
comparisons — “since it appears 
that most of the Van Hool double-
decks either replaced conventional 

single-deck coaches or were expan-
sion of new routes,” he said.

This year’s second quarter is 
the f irst that doesn’t include 
TD925 deliveries.

Starting next quarter, sales of 
Setra coaches likely will be report-
ed by Motor Coach Industries, 
which is taking over distribution of 
the German-made coaches from 
Daimler Buses North America (see 
May 15 Bus & Motorcoach News). 

In addition to Setra, Van Hool 
and Temsa, National Bus Trader 
also tracks sales of new models 
produced and sold by MCI and 
Prevost Car, plus the Mexican-
built Volvo 9700 sold by Prevost.

There is one new model being 
tracked by National Bus Trader, 
the Prevost X3-45 VIP conversion 
shell, which replaces the Prevost 
LeMirage XL II motor home con-
version shell. 

The magazine has published 
annual motorcoach industry sales 
f igures since 1985 and issued 
quarterly sales reports since 2001.

Old favorites favored
Sales of MCI J4500s, Prevost 

H3-45s and Van Hool C2045s rep-
resented a combined market share 
of 50.5 percent of all seated 
coaches sold during this year’s 
second quarter. 

In recent quarters, the three 
best-selling seated coaches had a 
market share below 50 percent. In 
fact, during this year’s first quar-
ter, the three top-selling seated 
models had a market share of less 
than 36 percent. In the fourth quar-
ter of last year, the market share 
was 39 percent.

The 50.5 percent figures means 
buyers concentrated their purchas-
es on fewer models than at any 
time during the past year or so. 

There were 143 Van Hool, 
Setra and Temsa coaches sold in 
the second quarter of 2012, up 
from 128 coaches in the second 
quarter of 2011.

The market share of imported 
coaches in this year’s second quar-
ter was 37.2 percent, compared 
with 31.4 percent a year ago. 

“While the 37.2 percent market 
share for imported coaches is very 
high, it should be noted that since 
commuter coach sales are domes-
tic coaches, the decline in public-
sector sales in this second quarter 
would automatically increase the 
percentage of import sales to some 
extent,” Plachno noted. 

Canada is steady 
Purchases by Canadian opera-

tors, traditionally around a 10 per-
cent market share, have fluctuated 
in recent quarters. The Canadian 
market share came in at 41 coach-
es, or 10.7 percent of the total, in 
this year’s second quarter.

The most popular seated coach 
models during this year’s second 
quarter, following the MCI J4500, 
Prevost H3-45, Van Hool C2045 
and the Temsa TS-35, were the 
MCI D4000, reflecting a large sale 
to Los Angeles DOT, the Van Hool 
T2145 and the Setra S 417.  

All five of the reporting manu-
facturers had a model on Plachno’s 
“Hit Parade” of most-popular seat-
ed models.

Conversion shell sales in this 
year’s second quarter totaled 16 
coaches, or a market share of 4.2 
percent. That was up from 14 
coaches in the second quarter of 
2011, but down from 20 in the first 
quarter of this year. 

Auto stick-shift transmissions 
were installed in 27 coaches in this 
year’s second quarter, representing 
7 percent of the total. This is down 
from 59 coaches, or 20.2 percent 
of the total, in the second quarter 
of 2011.

For more information, contact 
Plachno by email at lplachno@
busmag.com.

CLASSIFIED ADVERTISING
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•“Bank Repos” across the US   • Priced to Sell

• Variety of Makes & Models
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Over 500 K miles. All have Series 60 Detroits, B500 Allison Transmissions. 
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with Flip Seats
Approx. 240,000 original miles 
Detroit Diesel Series 60 Engine 

Allison B500R transmission 
(hydraulic retarder) 

Michelin Tires (not retreads) 
Enhanced sound system w/ 
AM/FM/CD/DVD/PA system 
Cordless mic & 6 monitors  

Marc: 808.832.6261
or sales@RoyalStarHawaii.com

Asking $199,000 OBO

2003 E4500 ~ Low Mile ~ One Owner ~ 58 Seats
Lift Equipped Coach • 8 Tie Down Stations

ODOR CONTROLLER
SUPER CONCENTRATED FORMULA

is a non-staining, non-formaldehyde soluble based solution. Its long-lasting 
odor control comes in sweet smelling cherry scent. It is guaranteed, in its diluted 

form to eliminate and control odors. It maintains a fresh scent 
even on long trips. This product will lower your cost while 

maintaining a clean and fresh scent in your bus lavatories.
One 7 gallon pail makes four 55 gallon drums – 3 oz p/toilet.

Crawford Distributing & Detail
760-403-8298

www.crawforddistributing.com

Coach sales
CONTINUED FROM PAGE 1

Mark Your Calendar Now!

FEATURED COURSES

For more informa�on or to
register today, visit 

www.uma.org/academy

Business & Marke�ng I
Business & Marke�ng II

Human Resources  

Driver Qualifica�ons
Passenger Issues

Vehicle Maintenance

Bus & Motorcoach Academy fall semester begins October 11th

‘ Three traditionally 
popular models – the 
MCI J4500, Prevost 
H3-45 and Van Hool 
C2045 – increased 
market share in the 
second quarter.’



Even for the safest operators, accidents are part of the motorcoach business. But recovering from a collision shouldn’t 

require extensive downtime. Simply count on Prevost Service for bumper-to-bumper repairs for your Prevost, Volvo and Nova 

coaches. All work is performed by skilled technicians and welders who are committed to the high standards used in factory 

production. Following ISO-certifi ed protocols, our experts access the latest technical and engineering data for your specifi c 

coach. Immediate access to OEM parts means accident work proceeds without delay, and replacement coaches help you 

meet your passenger obligations. Prevost collision repair. The only way to get your coach back to assembly-line perfection. 

And the  fastest  way  to get back on the  road.

The u l t imate c lass.

Please contact your Prevost Regional Service Manager for more information.

USA 1-877-773-8678 CANADA 418-883-3391 www.prevostcar.com

Prevost Service Locator Mobile App. Available for iPhone and Android.
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California
800.777.4101

new Jersey
800.262.1287 

illinois
800.428.7626

florida
800.390.0287

Texas
800.248.4942 

Canada
800.663.3328

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

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

Get a Close Look at a Reliable  
MCI

 

Pre-Owned Coach.

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

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

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

DD S60 12.7L, Allison B-500R, Newly  
available. VIN #00281.  Only $207,800!

2005 Setra S417 HDH

deal

* See www.mcicoach.com/preowned for complete POC limited warranty details.

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

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

©MCI Sales and Service, Inc. 2012, All Rights Reserved

Find our latest 
news and offers:

DD S60 12.7L, ZF Astronic, Steel wheels.  
VIN #62499. Only $180,000!

2004 MCI J4500

deal

DD S60 12.7L, ZF Astronic, Recently  
discounted. VIN #28135.  Was $146,000 
(CDN) Now only $130,000 (CDN)!

2004 PrevoSt LeMIrage XLII

deal

CAT C-13 410HP, ZF Astronic, West coast/
southern unit, aluminum wheels.  
VIN #63428.  Only $201,000!

2006 MCI J4500

deal

DD S60 12.7L, Allison B-500, Wheel chair 
lift, aluminum wheels. VIN #14506.   
Only $162,800 (CDN)!

2003 PrevoSt H3-45

deal

DD S60 12.7L, Allison B-500R, Newly  
available. VIN #00496.  Only $247,900!

2007 Setra S417 HDH

deal

Volvo D-13, Volvo I-Shift, Low mileage,  
aluminum wheels, warranty in effect on  
engine/transmission. VIN #40337.   
Only $297,500!

2010 voLvo 9700

deal

Introducing, MCI 
Re-Energized  
Pre-Owned 
Coaches
To our valued customers,

Get a coach the way you want it—
Re-Energized and with the options 

you want. We choose sound coaches 
from the South and the West and put 
them through our 210-point inspection 
at MCI’s repair facility in Loudonville, 
Ohio.

We do the body work, paint, perform 
mechanical repairs and update the 
powertrain as required, including 
installing new ECMs and harnesses. We 
clean or retrofit interiors, clean the A/C 
returns, scrub the floors and add the 
finishing touches. You can add desired 
options including 110-volt outlets, 
Wi-Fi, Satellite TV, new 
seats with seatbelts, 
a wheel chair lift or 
anything else we 
can install for you. A 
Re-Energized coach will 
offer many, many more years of great 
service to you and your customers. 
So please contact one of our Sales 
Representatives who will be able to 
assist and help you add one of these 
coaches to your fleet.

Sincerely,

Mitch Guralnick
Director of Pre Owned Coach Sales

Log in to

MCI’s FREE Webinar Training
www.mcicoach.com/webinar
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Motor Coach Industries

Identity

CAT C-13 410HP, Allison B-500, Competitor 
premium, west coast/southern unit, recently 
discounted. VIN #44838.  Was $275,000 
Now only $254,000

2007 van HooL t2145

deal

CAT C-13 410HP, ZF Astronic, Recently  
discounted. VIN #47144.  Was $208,000 
Now only $170,000

2006 van HooL C2045

deal
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