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The national average price of 
diesel fuel climbed just above $3 a 
gallon early this month, the first 
time it has been at that level since 
May, the U.S. Department of En-
ergy reported.

The average price of diesel is 
now roughly 42 cents a gallon high-
er than it was a year ago.

The motorcoach industry’s 
main fuel had been below $3.02 a 
gallon for roughly four months. 

The price increase followed a 
jump in crude oil prices, which 
have climbed above $80 a barrel in 
some markets. 

Gasoline, meanwhile, rose to 
around $2.75 a gallon, the USDOE 
reported. Gas is now 27 cents 
higher than a year ago.

Each week, USDOE surveys 
about 350 diesel filling stations to 
compile a national snapshot of 
 average prices.

CHARLESTON, W.Va. — 
Charter operators may start avoid-
ing West Virginia as the state wid-
ens its enforcement of a personal 
property tax assessed on carriers 
that travel through the state.

Some operators, which already 
have been notified they will have 
to pay the tax beginning next year 

even though they own no property 
in the state or only drive through it 
occasionally, say they may have to 
take the state off their service lists.

“I may never travel in West Vir-
ginia again,” said George Smith, 
owner of Lighthouse Travel and 
Tours, a one-coach operator in 
Whitesburg, Ky.

He said he and other small op-
erators he knows in the area were 
stunned last month when they re-
ceived tax forms and assessment 
notices from the West Virginia De-
partment of Revenue, informing 
them they have been identified as 
being subject to the property tax.

“Nobody could understand 

why we were getting tax forms for 
a property tax even though we 
don’t own any property in the 
state,” he said.

Tax off icials recently began 
expanded enforcement of the state 
property tax on utilities, and so far 
they’ve identified 20 charter com-
panies that should be paying the 

tax but were unaware of it.  
The tax brought in about 

$125,000 in revenue from motor-
coaches, limousines and railways 
last year, and is expected to produce 
another $25,000 next year from the 
newly identified carriers, accord- 
ing to department spokeswoman 

Despite bumpy economy
BusRates’ growth soars
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ALEXANDRIA, Va. — More 
and more people are discovering 
the best way to find the right mo-
torcoach company to handle their 
charter is conduct the search 
themselves.

And that doesn’t mean spend-
ing hours combing through web-
site after website on their comput-
ers, or thumbing through page 
after page of assorted telephone 
directories.

Instead, they are turning to 
BusRates.com, the self-help web-
site that puts travel planners in 
touch with nearly 1,000 reliable 
car r iers  f rom across  Nor th 
America. 

Founded just five years ago, 
the website now draws about 
110,000 hits a month from people 
looking to book charters for their 
o rgan iza t ions ,  b us ines se s , 
schools, churches and other 
groups. That’s up a whopping 

20,000 from just a year ago.
Of those visiting the website, 

more than 3,000 follow through 
each month and ask for a price 
quote  f rom as  many as  20 
carriers.

Several thousand more use the 
information available on the site 
to contact individual carriers di-
rectly, either by telephone or email 
to discuss pricing and availability.

And all of the thousands who 
search for carriers through the 
website aren’t just from the Unit-
ed States. Last fiscal year, more 
than 160,000 of them — that’s 
more than 13,000 a month — were 
from foreign countries, including 
Canada, Japan and most of the Eu-
ropean nations.

“We’re getting contacts from 
all over now,” says Eric Elliott, 
who manages the website from a 
small, two-person office housed 

Older drivers: They’re just as safe, says new study
WASHINGTON — A presti-

gious new study has concluded 
that older commercial vehicle 
drivers are no greater safety risk 
than younger and middle-aged 
drivers, and the study authors 
found no reason why older com-
mercial drivers should be treated 
differently when taking CDL tests.

The study was conducted 

under the aegis of the National Re-
search Council for the Transporta-
tion Research Board and was 
sponsored by the Federal Motor 
Carrier Safety Administration.

It is entitled “Older Commer-
cial Drivers: Do They Pose a Safe-
ty Risk?” and its publication 
comes amid reports the National 
Transportation Safety Board may 

be planning to use one of the pub-
lic meetings it conducts at the con-
clusion of a crash investigation as 
the forum for questioning the safe-
ty of older drivers.

Asked about the study find-
ings, Lancer Insurance, a leading 
motorcoach industry insurer, said 
its experience supports the study 
conclusions.

“Our claims data agrees with 
(the study) information regarding 
older drivers,” said Randy O’Neill, 
a senior executive at Lancer. 

“The only significant differ-
ence we see for drivers over 65 is 
the time of day when most of their 
accidents occur; that is, early after-
noon, peaking at 2 p.m.

“Fatigue experts call that time 

of day the ‘post-lunch dip,’ — a 
dangerous time of day for fatigue-
related accidents for all drivers, 
especially for those over 65,” said 
O’Neill. 

The Transportation Research 
Board study does not contain ex-
tensive new research. Instead, it is 
based on new interviews, as well 
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W.Va. pushes property tax on operators working in state

Affordable  
Luxury   

To learn more about Setra Certified 
Pre-Owned please visit:

www.setra-coaches.com

Setra Certified  
Pre-Owned

TWO NEW. IC Bus introduces what it says is the industry’s first 
fully-integrated small shuttle bus (above), and Lincoln says it’s aban-
doning the limousine industry’s long-time favorite, the Town Car, in 
favor of the MTK (below). See stories on Page 15.

Diesel fuel rises
above $3/gallon



View hundreds of other pre-owned equipment at www.abc-companies.com and www.busbuys.com

Midwest 
800-222-2875

Northeast 
800-222-2873

southeast 
800-222-2871

southwest 
800-222-2877

westerN 
800-322-2877

CaNada 
800-345-1287

A B C  C o m p A n i e s

Find us on

Call your aBC account executive today!

800-222-2871
  ➤ Jim Morrison, x77208
  ➤ Jeff Jolley, x77103
  ➤ Eb Vazquez, x77140
  ➤ Claude Payne, x77101
  ➤ Ryhan Cornell, x77107  

17469 West Colonial Drive, Winter Garden, FL 34787

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

2005 MCI J4500  

2001 Van Hool T2145S

2008 Stallion SLC938
$170,000
•  VIN# 38860 
•  Odometer 113,937
•  Cummins Engine 

•  Allison Transmission
•  38 passenger 
•  Aluminum Wheels     

$225,000
•  VIN# 62895 
•  Odometer 248,093

•  CAT C13 Engine
•  ZF AS-Tronic Transmission
•  56 passenger

Available Now at ABC Companies Florida

Quality Pre-Owned Equipment... Priced to sell!Quality Pre-Owned Equipment... Priced to sell!

$295,000 
•  VIN# 42209 
•  Odometer 290,353
•  Gold VIP
•  New interior 8/09

•  Detroit Series 60 Engine
•  Allison B500 Transmission
•  16 Passenger
•  Satellite sale pending

10-2010
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SAN FRANCISCO — It increasingly ap-
pears this ‘City by the Bay’ has aspirations of 
becoming as tour bus unfriendly as New York 
City. 

City fathers want to silence the amplified 
announcements coming from open-air sight-
seeing buses that visit San Francisco’s most-
popular tourist destinations.

In addition, the head of the Board of Su-
pervisors would like San Francisco to impose 
tougher penalties for idling buses.

Currently, commercial vehicles parked 
for more than five minutes with their engines 
running face an initial fine of $100. The pen-
alty can jump to $500 for multiple violations 
in a year. 

But supervisors President David Chiu 

wants to see even higher fines, and perhaps 
increase the transgression from an infraction 
to a misdemeanor to further discourage ex-
tended idling.

Chiu also has been working with the San 
Francisco Municipal Transportation Agency 
to develop a tour-bus management plan that 
focuses on parking and loading at Pier 39, 
Fisherman’s Wharf and Union Square.

And, if that weren’t enough, Chiu wants 
the agency to look at parking permits for tour 
buses to generate revenue that can be used to 
enforce the rules.

Specifically, Chiu has asked the city at-
torney to draft tour-bus regulations, including 
restricting loudspeakers used by tour guides 
to alert bus passengers to the sights they’re 

passing, including the Crookedest Street in 
the World, Coit Tower, City Hall, the Golden 
Gate Bridge, and Castro Street. The legisla-
tion also would address the issue of tour 
buses that idle too long at curbsides and 
block traffic.

“While we all recognize the importance 
of tourism as a major economic engine for 
our city, too many San Franciscans have had 
their quality of life impacted by tour buses,” 
said Chiu, who represents several San Fran-
cisco neighborhoods that are popular with 
tourists, including Fisherman’s Wharf, Chi-
natown, North Beach and Union Square.

Chiu envisions loudspeaker/announce-
ment limits similar to those in New York City. 
They would cover double decker and other 

open-air coaches where the sounds coming 
from within are not confined.

Bus operators are concerned about the 
city’s plan for new rules and its proposed 
blanket ban on amplified tours. Some opera-
tors say the city should go after those opera-
tors that are causing the complaints and not 
adopt sweeping policies that impact all 
operators.

A top official with the San Francisco 
Convention & Visitors Bureau told a local 
publication he was hopeful the city would be 
open to designing rules that could address the 
concerns of exasperated residents along the 
tour bus routes while not hurting San Fran-
cisco’s important $7.8 billion-a-year tourism 
industry.

San Francisco considers a load of tour bus rules

VANCOUVER, British Columbia — 
The dispute that has left dozens of motor-
coach operators waiting for millions of dol-
lars they say they are owed for transportation 
services they provided at the 2010 Winter 
Olympics in British Columbia last February 
may be headed for resolution.

The Vancouver Organizing Committee 
and Gameday Management say they will 
meet with a mediator in Vancouver Nov. 
8–10 in an effort to settle the disagreement.

The nonbinding mediation session was 
part of the contract the two signed when 
VANOC hired Gameday to manage the 

transportation for the games, and must be 
held before either side can take any legal ac-
tion against the other. 

However, Gameday President Tony Vit-
rano and others expressed hope the media-
tion will lead to a satisfactory settlement and 
finally bring an end the extended dispute.

“I am very confident that once we sit 
down at the table face-to-face, and with a 
third party mediator, we will be able to reach 
an agreement and I will have good news to 
report to everybody afterwards,” he said.

Gameday and VANOC are quarrelling 
over charges that Gameday billed VANOC 

for shuttle services provided by the 58 char-
ter companies it brought in to work the 
games. (See Sept. 1 Bus & Motorcoach 
News.)

VANOC maintains it has paid all of the 
approved claims to Gameday, and that the 
disputed bills include costs that far exceed-
ed what had been approved by VANOC. 
Gameday denies the claims by VANOC and 
insists the bills cover legitimate expenses. 

 Gameday needs the money so it can 
settle with Trailways International, the orga-
nization it hired to recruit the operators that 
supplied ground passenger transportation 

for the games. Most of the operators who 
took part in the games signed individual 
contracts with Trailways in a deal it made 
directly with Gameday.

Trailways attorney Ron Wall said media-
tion is a good sign that a settlement will be 
reached and the organization is hopeful it 
soon will get its money from Gameday so it 
can pass on final payments to operators.

Operators say they have been paid about 
75 to 80 percent of their money. 

“This is a good step in trying to resolve 
the situation and we are very hopeful that 
this will bring an end to it,” he said.

Olympics payment dispute to be mediated next month
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Booze testing: It does cut crashes
BALTIMORE — Fifteen years 

ago, mandatory alcohol testing 
programs for commercial vehicle 
drivers were implemented in the 
United States.

Surprisingly, since then no one 
has adequately evaluated the ef-
fectiveness of the testing require-
ment — until now.

Scientists at Columbia Univer-
sity in New York City conducted 
an epidemiological study of 24 
years worth of crash data and 
found, perhaps not surprisingly, 
that the mandatory alcohol testing 
program may have contributed to 
a very significant reduction in al-

cohol involvement in fatal com-
mercial vehicle crashes. 

  Using data going back 13 
years before the testing obligation 
went into effect and 11 years 
worth of data after the require-
ment became effective, the scien-
tists found that the occurrence of 
alcohol involvement in fatal crash-
es plummeted 80 percent among 
motor carrier drivers, a remark-
able statistical drop. 

The findings were published 
in the American Journal of 
Epidemiology.

“The study sample consisted of 
69,295 motor carrier drivers and 

83,436 non-motor-carrier drivers 
who were involved in 66,138 fatal 
multi-vehicle crashes,” reported 
study author J.E. Brady and her 
Columbia colleagues.

“Overall, 2.7 percent of the 
motor carrier drivers and 19.4 per-
cent of the non-motor-carrier driv-
ers had positive blood alcohol 
concentrations.

During the study period, the 
prevalence of alcohol involvement 
in fatal crashes decreased by 80 
percent among motor carrier driv-
ers and 41 percent among non-
motor-carrier drivers,” wrote 
Brady.

Congress will consider
electronic recorder bill

WASHINGTON — A pair of 
U.S. Senators have introduced a 
bill that would require electronic 
onboard recorders on all over-the 
road trucks and buses.

The measure is being support-
ed by some large trucking outfits.

Sen. Mark Pryor, D-Ark., in-
troduced the Commercial Driver 
Compliance Improvement Act, 
along with co-sponsor Sen. Lamar 
Alexander, R-Tenn.

Their bill would require elec-
tronic onboard recorders that pro-
vide real-time tracking of a vehi-
cle’s location and enable law 
enforcement to access the informa-
tion during roadside inspections.

Last June, a Federal Motor 
Carrier Safety Administration rule 
became effective that requires the 
devices for truck and bus compa-
nies with significant compliance 
problems.

Carriers with a 10 percent or 
greater occurrence of hours-of-
serivce noncompliance in a com-
pliance review now are mandated 
to have EOBRs for two years. 

That rule already faces a court 
challenge from independent 
truckers.

More recently, the FMCSA has 

said it was considering a more ex-
pansive mandate for EOBRs. The 
broader mandate would go beyond 
requiring the units for hazardous 
materials carriers and new trucking 
companies, which FMCSA already 
indicated it would propose. 

Under the proposed Pryor/Al-
exander bill, recorders would have 
to be linked to the commercial ve-
hicle’s electronic control module. 
They would have to identify the 
driver, record driving time, provide 
real-time location of the vehicle, 
give enforcement personnel access 
to the information and be tamper- 
resistant.

In addition, the rule would have 
to define a standard user interface, 
set up a secure process for driver 
identification and set up a process 
for approving eligible systems.

Of critical importance to oper-
ators, the bill sets forth limitations 
on how the data in the recorders 
could be used. 

The data would not be admis-
sible in any civil, criminal or ad-
ministrative proceeding for any 
purpose other than establishing 
compliance or noncompliance 
with the hours-of-service rule, un-
less the owner of the vehicle con-
sents, the bill says.

Truckers supporting the bill 
and onboard recorders for all com-
mercial vehicles say it will improve 
highway safety by applying tech-
nology to document driver compli-
ance with hours-of-service rules.

“Electronic logs take the non-
compliance issues off the table,” 
said one trucking industry official.

Additionally, some truckers 
contend electronic recorders are 
“the only salvation for the motor 
carrier community to collectively 
resist the power of the purse,” 
meaning the industry can better re-
sist demands of shippers who don’t 
care if truckers have to violate 
hours-to-service rules to meet their 
requirements. 

An unspoken factor is the fear 
among large trucking companies 
that they will be undercut by inde-
pendent truckers who willingly vi-
olate hours’ rules to achieve a com-
petitive advantage.     

Those opposing the recorders 
generally do so on the grounds of 
economics (the devices cost be-
tween $300 and $400) and efficacy 
(their viability and effectiveness 
needs more study).

Operators: Check those battery terminals
TORONTO — An Ontario mo-

torcoach operator has told the On-
tario Motor Coach Association that 
one of its coaches was put out of 
service because of corrosion on 
battery terminals.

Another operator reported it 
too had been written up for the 
same transgression when its coach 
was put out of service.

In both cases, the Ministry of 
Transportation officers told the 
coach drivers the terminals had to 
be “cleaned and greased” before 
their buses could return to service.

The North American Standard 

Out-of-Service Criteria, published 
by the Commercial Vehicle Safety 
Alliance, lists loose or corroded 
battery connections as an out-of-
service item.

The corroded terminals prohi-
bition is included in the criteria as a 
bus fire prevention measure be-
cause corrosion can indicate escap-
ing battery gasses.  

However, as the OMCA points 
out, the standard provides no guid-
ance to inspectors as to the extent 
of corrosion  — if any — that is 
deemed acceptable. 

“For example, if an inspector 

finds just a light trace or dusting of 
corrosion, does this warrant taking 
a coach out of service?” asks the 
association. 

The incidents have prompted 
the OMCA to ask the CVSA to re-
view the criteria for a possible 
amendment, or to provide interpre-
tive guidance to inspectors regard-
ing battery corrosion.

Meanwhile, operators traveling 
in Ontario should check their bat-
teries, get out their wire brushes 
and give the terminals a cleaning, 
and follow up with a light coat of 
grease. 
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NIAGARA FALLS, Ontario 
— The Ontario Motor Coach As-
sociation, working with the Niag-
ara Falls Bridge Commission, has 
come up with a system designed 
to reduce border crossing times at 
the Rainbow and Queenston-
Lewiston bridges.

Under the arrangement, the 
OMCA has obtained permission 
from the commission for bus driv-
ers and dispatchers to call a special 
phone number to obtain up-to-the-
minute information on the approx-
imate number of buses waiting to 
clear at the Rainbow and Queens-
ton-Lewiston bridges. 

The bridge commission has 
asked that the numbers not be 
given to the general public be-
cause the phone lines likely would 
become blocked in very short 
order, the OMCA warned.

Only coach drivers and dis-
patchers should use the numbers 
for current bus traffic information. 
The numbers are: (905) 354-5641 
Ext. 4161 (in Canada) or (716) 
285-6322 Ext. 4161 (in the U.S.).

Operators at these numbers 
have access to “real-time,” closed-
circuit TV pictures of the traffic 
lanes and can determine the ap-
proximate number of buses in line.

The OMCA is interested in 
getting feedback from operators 
as to whether the initiative is ef-
fective. Contact numbers for the 
association can be found on its 
website, www.omca.com.

Help for crossing
Canadian border

ARLINGTON, Va. — Here’s a 
surprise: Researchers at the High-
way Loss Data Institute say laws 
prohibiting motorists from texting 
while driving are not bringing 
down crash rates. 

In fact, the institute says crash 
rates tend to increase after a texting 
ban goes into effect.

One possible reason: Drivers 
are more careful to avoid being ob-
served while texting by moving 
their cell phones down and out of 
sight when they text. By doing so 
they recognize what they’re doing 
is illegal but it possibly exacerbates 
the risk of texting by taking drivers’ 
eyes further from the road and for a 
longer time.

“Texting bans haven’t reduced 
crashes at all. In a perverse twist, 
crashes increased in three of the 
four states we studied after bans 
were enacted,” says Adrian Lund, 
president of both the Highway Loss 
Data Institute and the Insurance In-
stitute for Highway Safety.

“It’s an indication that texting 
bans might even increase the risk of 

texting for drivers who continue to 
do so despite the laws,” adds Lund.

The institute’s new findings, to-
gether with the organization’s pre-
vious research on use of cell 
phones, “call into question the way 
policymakers are trying to address 
the problem of distracted-driving 
crashes,” Lund said.

“(The USDOT) is focusing on a 
single manifestation of distracted 
driving (texting) and banning it. 
This ignores the endless sources of 
distraction and relies on banning 
one source or another to solve the 
whole problem.”

U.S. Transportation Secretary 
Ray LaHood called the study mis-

leading, and accused the Insurance 
Institute for Highway Safety and 
the Highway Loss Data Institute of 
working to discredit his national 
anti-distracted driving efforts. He 
vowed to continue his campaign 
against distracted driving.

“This report is completely mis-
leading,” said LaHood. “Distracted 

driving-related crashes killed near-
ly 5,500 people in 2009 and injured 
almost half a million more. Lives 
are at stake, and all the reputable 
research we have says that tough 
laws, good enforcement and in-
creased public awareness will help 
put a stop to the deadly epidemic of 
distracted driving on our roads.”

Highway Institute: Texting bans don’t reduce crashes
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UMA safety seminar is Dec. 1-2
ALEXANDRIA, Va. — The 

2010 version of the popular United 
Motorcoach Association Safety 
Management Seminar, featuring 
topics ranging from understanding 
the new federal safety measure-
ment system, to what to expect dur-
ing a USDOT/DOD compliance 
audit, will be Dec. 1st and 2nd in 
Ashburn, Va., outside of Washing-
ton, D.C.

Among the featured elements 
at this year’s seminar are briefings 
by senior officials from the Fed-
eral Motor Carrier Safety Admin-
istration, the National Highway 
Traffic Safety Administration and 
the Department of Homeland Se-
curity Transportation Security 
Administration. 

The seminar is designed for 
those individuals who manage and 
direct bus safety and security op-
erations, as well as motorcoach 
company owners and managers. 

The seminar has two tracks, 
one for experienced safety and op-
erational executives, and the other 
for those who would benefit from 
having information about setting 
up or improving a coach company 
safety and risk management 
program.

The seminar will again take 
place at the training facility of the 

National Transportation Safety 
Board in Ashburn, which is near 
Dulles International Airport, off 
the Leesburg Pike west of Arling-
ton, Va. 

“The seminar will present 
valuable how-to information for 
both new operators and safety pro-
fessionals, as well as those who 
have been in business for years,” 
said Victor Parra, president and 
CEO of UMA.

Other highlights of this year’s 
program include:

• Identifying and managing 
transportation-related risk 

•  ADA requirements and 
considerations

• Wheelchairs, wheelchair lifts 
and securement devices

• Driver hiring and manage-
ment strategies

•  Complete injury investi-
gations 

• Encouraging driver fitness: 
Programs and success stories

• Behind-the-wheel training
• Understanding CSA 2010
• Making Bus & Motorcoach 

Academy a tool for your success  
Those attending earn a continu-

ing education certificate from the 
Bus & Motorcoach Academy.       

The seminar involves a day 
and a half of classroom presenta-

tions, with some sessions running 
concurrently. The first day begins 
at noon, and the second at 8 a.m. 
Lunch is served both days; a con-
tinental breakfast is available on 
day two.

The Marriott Spring Hill Suites 
Ashburn Dulles North is the host 
hotel for attendees, and shuttle 
transportation is provided. The 
hotel is offering special rates for 
seminar attendees, but reservations 
must be made by Oct. 30. Contact 
the hotel at (888) 287-9400.  

To register for the seminar, call 
UMA at (800) 424-8262, or go to 
www.uma.org and sign up online. 
The fee is $245 for UMA mem-
bers, $390 for nonmembers. The 
seminar has sold out every year 
since it began in 2004.

This year, there will be a spe-
cial day-and-a-half Business Man-
agement Seminar, presenting cur-
r i c u l u m  f r o m  t h e  B u s  & 
Motorcoach Academy, preceding 
the UMA Safety Management 
Seminar. The business seminar 
dates are Nov. 30 and Dec. 1. (See 
Oct. 1 Bus & Motorcoach News.)

For information about the Busi-
ness Management Seminar, see the 
flyer and article in the Oct. 1 Bus & 
Motorcoach News, or go to www.
uma.org.

60 Years Manufacturing Environmentally Safe Products

• Easy to Use
• Measured Dosage
• Powerful Odor Control
• Low Cost
• Super Concentrated
• Pleasant Fragrance
• Non-Staining Blue Dye
• Non-Formaldehyde
• Biodegradable
• Safe for Dump Valves

SINGLE USE
POT SHOT®

The power of POT SHOT in a

convenient, portion controlled,

single use bottle. Portion

Control POT SHOT is more

effective then any other

portion controlled product

on the market. Each bottle is

individually labeled with use

instructions. No more packets

that melt, stick together, and/or

damage dump valves.

UNIT CHEMICAL CORPORATION
(800) 879-8648 www.unitchemical.com

SEATTLE — Motorcoach op-
erators across the U.S. are being 
encouraged by fellow operators in 
Washington state to support the 
Republican candidate for U.S. Sen-
ate from Washington, Dino Rossi, 
who’s locked in a tight — and im-
portant — race with incumbent 
Democratic Sen. Patty Murray.

Murray is the politician Wash-
ington operators love to hate be-
cause of her efforts to weaken or 
demolish the federal charter ser-
vice rule. (See July 1 and June 15 
issues of Bus & Motorcoach News.) 

“As the head of the Senate ap-
propriations committee, Patty 
Murray is single handedly de-
stroying the charter rule. She ac-
tively supports allowing transit 
agencies to perform charter ser-
vices. With reauthorization (of 
federal highway and public trans-
portation legislation) coming up 
we can’t afford to allow her an-
other term at the helm of the ap-
propriations committee,” said Se-
attle operator Gladys Gillis of 
Starline Luxury Coaches in an 

email appeal to operators across 
the U.S.

“Dino Rossi can knock her out 
of off ice. We need your help 
today,” Gillis added.

Many national political ana-
lysts consider the Murray-Rossi 
face-off to be a bell- weather race. 
If Rossi is able to unseat Murray, 
the analysts say, the Republicans 
stand a good chance of capturing 
control of the U.S. Senate. If Mur-
ray wins, the Democrats retain 
their Senate majority.

Three weeks before the elec-
tion, Rasmussen Reports had 
Rossi leading Murray, 49-46, 
among likely voters. Other polls 
have the race even closer. 

The Northwest Motorcoach 
Association is soliciting contribu-
tions on behalf of the Rossi cam-
paign. The address of the associa-
tion is: Northwest Motorcoach 
Association, 2101 Ludwig Road, 
Snohomish, WA 98290. Or, direct 
contributions can be sent to: Rossi 
for Senate, P.O. Box 50713, Bel-
levue, WA 98015.

NW operators seek support
to help defeat Sen. Murray



Setra - A Daimler Brand

S
etra again delivers in exceeding expectations in luxury, quality, and 
innovation with the newly redesigned Setra TopClass S 417.  Over 
30 new innovations and features boost this motorcoach to the 
next level in luxury travel.  Passengers are pampered with greater 

comfort from the next generation Setra passenger seats with integrated 
three-point seatbelts.  Drivers are rewarded with a new seat, a redesigned 
color display, and a multifunctional steering wheel.  Safety continues to be 
key as Setra introduces a Front Collision Guard (FCG) system that protects 
the driver and passengers in the event of a forward collision.   

Even powering the S 417 is new with the reliable Mercedes-Benz OM 471 
engine with BlueTec – Daimler’s proven SCR system.  Keeping you on 
the road remains a focus with the Customer Assistance Network (C.A.N.) 
provided by Daimler Buses.  Contact us today to learn more about the  
S 417 and how you can expect more from Setra and the luxury  
TopClass S 417.

Perfecting Perfection 
Reintroducing the Setra TopClass S 417

Daimler Buses North america  • 1.800.882.8054 • www.setra-coaches.com • sales@DcBusNa.com
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A how-to for adopting distracted driving policies
By Anne B. Ellison 
Dinsmore & Shohl

In this age of instant informa-
tion gratification, it is easy to for-
get that the multitude of electronic 
devices we use for communication 
and entertainment (cell phones, 
MP3 players and other multimedia 
devices) can have a downside.

Electronic devices can com-
mand their user’s attention in a 
way that can have disastrous con-
sequences, especially when driv-
ing. This phenomenon, called 
“distracted driving,” presents 
unique challenges for employers 
who depend upon employees to 
perform errands, make deliveries, 
travel throughout work territories, 

or whose main function is to drive.
In the wake of the increasing 

number of motor vehicle accidents 
attributed to distracted driving, 
and because the leading cause of 
worker fatalities year after year is 
motor vehicle accidents, the U.S. 
Department of Transportation, in 
conjunction with the U.S. Occupa-
tional Safety and Health Adminis-
tration, has ramped up efforts to 
encourage employers to enact 
safety policies prohibiting em-
ployees from using electronic de-
vices while driving.

This initiative follows Presi-
dent Obama’s Oct. 1, 2009, issu-
ance of an executive order barring 
federal employees from texting 
while operating government-

owned vehicles. Also, the USDOT 
earlier this year announced guid-
ance under the Motor Carrier Safe-
ty Act of 1984, prohibiting texting 
by drivers of commercial vehicles.

In addition, approximately 30 
states have laws to prevent some 
drivers from using cell phones or 
text messaging while driving. 
However, some states have laws 
that target only a segment of driv-
ers, such as teenagers or those with 
learner’s permits.

Because a state may not have 
banned the use of these devices 
while driving, employers in these 
states should not be lulled into 
complacency. The potential for vi-
carious liability to employers for 
their employees’ accidents while 
talking or texting should provide 
the incentive for employers to ad-
dress this issue with their work-
force now.

An employer can be liable for 
its own negligence in failing to ad-
equately warn employees regard-
ing the risks of use of electronic 
devices while driving or failing to 
take other measures to reduce risk.

In Elender v. Neff Rental Inc., 
965 So.2d 898 (La. Ct. App. 2007), 
the employer was found vicarious-
ly liable because, at the time of the 
accident, the employee was using a 
cell phone the employer had pro-
vided and also had never prohibit-
ed the employee from using the 
cell phone while driving.

Other companies have been 
forced to settle costly cases arising 
from similar circumstances.

For example, a Fortune 500 
company settled a lawsuit for over 
$5 million following an accident 
that occurred after one of its em-
ployees, who was using a company 
cell phone, rear-ended a driver, 
causing her to lose an arm.

In Bustos v. Dyke Industries 
Inc., a lumber wholesaler settled 
for more than $16 million after 
one of its salesman, who was talk-
ing on a cell phone, hit and severe-
ly disabled an elderly woman.

In Virginia, a major San Fran-
cisco-based law firm was sued for 
$30 million by the parents of a 15-
year old girl, a pedestrian, who 
was killed by a car driven by one 
of the f irm’s lawyers, who was 
using a cell phone. A jury ordered 
the attorney to pay the family $2 
million and the law firm settled for 
a confidential amount.

The safety and liability risks of 
not having a policy banning use of 
electronic devices while driving 
are becoming too great. Employers 
need to incorporate such a policy 
into their everyday operations.

When establishing a policy to 
prevent employee distracted driv-
ing, employers may wish to con-
sider the following:

• Make clear that safety, for 
both the employee and the public, 
is of utmost importance, which is 
why the employee cannot be dis-
tracted while driving. 

• Ensure that all prohibited 
uses of electronic devices are 
clearly defined. 

• Ensure the definition of the 
electronic device is broad and in-
clusive to cover all wireless com-
munication devices, not simply cell 
phones. Policies should also in-
clude television screens, computers 
and other entertainment devices. 

• Ensure that everyone in the 
workplace (including management 
and contractors) is covered by the 
policy, and that both company-is-
sued and personal devices are cov-
ered while an employee is on com-
pany time or business. 

• Allow and explain when and 
where use of devices is permitted. 
For example, an employee may 
pull off the road into a safe area, 
such as a parking lot, to make a 
call. 

• When an employee is on an 
extended trip, determine a schedule 
by which the employee can safely 
stop, retrieve messages, and pro-
vide responses to those inquiries in 
need of immediate follow-up. 

•  Create consequences for 
those employees who violate the 
policy, and consistently enforce 
them. 

Dinsmore & Shohl is a Cincin-
nati, Ohio-based law firm. Ellison 
is with the firm’s Charleston, W.Va. 
office.

Letter to the Editor
I would like to comment on the 

“Mega Movements Perplex Oper-
ators” article (Oct. 1 issue):  

There is a very easy fix to get-
ting paid for service: DO NOT 
DO THE WORK WITHOUT 
BEING PAID FIRST.

At least have the job guaran-
teed with a credit card that you do 
a pre-authorization on. Really, it 
works. 

Since Hurricane Katrina, which 
we are still owed money for, and 
since they (partially) paid eight 
months after invoicing, we decided 
we would never do a trip for any-
one without payment — unless 
they were an established customer 
or we had that credit card.  

A convention service provider 
needed service this past July and 
when I told them we do not pro-
vide service without payment up 
front, guess what? Two weeks 
prior to the trip a check came for 

the full amount.  
For another service we provid-

ed for a festival in West Virginia, 
the organization said they “never 
pay in advance” and I said, “then 
we cannot provide service.” Guess 
what? A check was overnighted.  

Again, you, the bus company, 
are in control of your terms of ser-
vice. If we follow the customers’ 
terms, then we face the possibility 
of not getting paid.

When was the last time you 
bought an airplane ticket and gave 
the airline “your terms,” and they 
honored them? How is your cus-
tomer relationship different?

Why are you not requiring the 
customer to adhere to your 
contract?

Why is the motorcoach indus-
try so afraid to say “NO?”

Jon Burke, CFO
Kewl Tours & Charters
Walkersville, Md.

State officials nix cell phone ban
KANSAS CITY, Mo. — The 

Governors Highway Safety Asso-
ciation has decided not to endorse 
complete bans on cell phone use 
while driving.

Citing difficulties in enforcing 
current state regulations, an asso-
ciation spokesman said the group 
did not act on a proposal from Cal-
ifornia that would have encour-
aged state legislatures to ban cell 
phone use while driving.

The proposal would have en-
dorsed a complete ban on all cell 
phone operation, including text 
messaging and hands-free use.

While 30 states and the District 
of Columbia ban text messaging 
while driving, and eight states and 
D.C. prohibit handheld phone use, 
no state has banned all use.

The governors’ association ta-
bled the proposal last month at its 
annual meeting here.
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ALEXANDRIA, Va. — The 
National School Transportation As-
sociation, which represents school 
bus contractors across the U.S. and 
Canada, has issued a no-nonsense 
response to an allegation-f illed 
statement issued last month by the 
Transportation Trades Department 
of the AFL-CIO.

In its statement, the Transpor-
tation Trades Department asserts 
that school transportation is being 
made unsafe by inconsistent rules 
and inadequate oversight.

In responding to the AFL-CIO 
Transportation Trades Department, 
the National School Transportation 
Association said it wanted to clarify 
the record of the school bus indus-
try in general and of private compa-
nies providing outsourced school 
transportation in particular.

While the NSTA said it agrees 
that the service its members pro-
vide — ensuring that students are 
able to access their education safe-
ly and efficiently every school day 
— is too often given short shrift, it 
strongly disagreed “with the (AFL-
CIO) statement’s reckless charac-
terizations of the industry and of 
private contractors.

“It is curious that (the Trans-
portation Trades Department) den-

igrates contractors, since it is con-
tractors who have worked to 
address many of the issues raised 
in the (AFL-CIO) statement,” said 
the school bus association.

Incorrect assertions
“For example, (the Transporta-

tion Trades Department) complains 
that school transportation and its 
employees are exempt from 
FMCSA and OSHA rules and over-
sight. In fact, contractors and their 
employees ARE covered by these 
agencies, and NSTA has long advo-
cated for equal standards for all 
school transportation operations.

“As far back as 2002, NSTA 
promoted idle-reduction strategies 
adopted by our members to ad-
dress the main cause of excessive 
diesel exhaust. We have worked 
with (USEPA) from the beginning 
of Clean School Bus USA to re-
duce emissions, and many of our 
members have retrofitted or re-
placed their older buses for the 
benef it of both passengers and 
drivers. 

“One of the most attractive 
benefits of privatization is the re-
placement of a district’s old fleet 
with the contractor’s new buses, 
buses that are ergonomically better 

for the driver, safer for the stu-
dents, and healthier for everyone.

“The employees of private con-
tractors ARE able to collect (un-
employment insurance) benefits 
during school vacation periods. 
That’s another of the advantages 
that employees gain when school 
districts privatize.

Checking drivers
“The criminal background 

checks that contractor employees 
undergo are required by the state in 
many cases, and by the school dis-
trict customer in others. The public 
demands that school bus drivers be 
thoroughly investigated before as-
suming responsibility for students, 
and our member companies take 
every precaution to ensure student 
safety.

“For more than a decade, NSTA 
has worked to improve the effi-
ciency of criminal record checks at 
both the state and federal levels.

“In 2003, NSTA met with offi-
cials at the federal Office of Special 
Education Programs to bring to 
their attention the failure of school 
districts to include transportation 
providers in special needs transpor-
tation decisions, and to provide ad-
equate training for drivers of stu-

dents with special needs.
“As a result, OSEP sent a mem-

orandum to all states reminding 
them of their responsibilities and 
directing them to instruct local dis-
tricts to include school bus drivers 
in special needs training. We agree 
that this is still too often neglected, 
which is why our members provide 
their own specialized training for 
their employees.

“School transportation is with-
out doubt the most highly regulat-
ed surface transportation mode at 
both the state and federal levels. 
The school bus industry has been a 
partner, not an adversary, in devel-
oping those regulations.

As a result, average annual 
school bus fatalities (have) dropped 
by 320 percent since the 1980s, to a 
remarkable 20 fatalities a year, 
compared to 800 annual fatalities 
among an equal number of students 
who do not ride the bus to school.

“School bus contractors have 
been in the forefront of these safe-
ty efforts. Our members take their 
responsibilities seriously: to their 
passengers, to their school district 
customers, and to their employees.

“They know that their employ-
ees are their most valuable re-
source, and that the difference be-

tween a successful school bus 
company and an unsuccessful one 
is the company’s workforce.

Why contractors
  “School districts turn to con-

tractors for many reasons: to re-
duce costs, to improve service, to 
upgrade the fleet, to eliminate 
headaches. Independent research, 
as well as our own surveys, show 
that in more than 90 percent of 
conversions (from school district-
provided transportation to that 
supplied by a contractor), districts 
save money through privatization; 
but what’s more important is the 
value they receive.

“That value is the product of the 
contractor’s commitment to high 
standards of safety, efficiency, and 
service — a commitment that 
reaches employees as well as stu-
dents and the entire community.”

To read the complete AFL-CIO 
Transportation Trades Department 
allegations, go to www.ttd.org, 
click on “Policy Library,” click on 
“Policy Statements,” click on 
“2010 Statements,” and scroll 
down to the statement entitled 
“Safe School Transportation at 
Odds with Inconsistent Rules and 
Inadequate Oversight.”

School bus association responds to union allegations
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as a thorough analysis of the best knowledge, infor-
mation and research currently available on the topic 
of older drivers, and it synthesizes that information 
into a comprehensive compendium.

The authors located and assembled documented 
information going back 36 years, identified all ongo-
ing research, and presented their results and conclu-
sions in the study.

“The synthesis findings suggest that older persons 
who are currently commercial drivers pose no greater 
safety risk than their younger and middle-aged coun-
terparts,” the study states.

At the same time, the study authors acknowledge 
that aging has the potential to reduce driver skills, but 
they suggest that continued reliance on medical test-
ing and evaluations should heavily influence deci-
sions regarding older driver fitness.  

“Some decline, which varies greatly from individ-
ual to individual, in the visual, cognitive and psycho-
motor abilities needed to drive safely is inevitable 
with normal aging, with the diseases that are more 
common among older people, and with the medica-
tions used to treat them,” the study observes. 

“Therefore, as the number of older persons, in-
cluding professional truck (and bus) drivers grows 
larger, it is important that crash data continue to be 
monitored for any trends that differ from these 
findings.

“The need for minimum qualifications for medi-
cal fitness to drive — that are evidence-based and are 
fairly and consistently applied — is widely 
recognized.

“However, the literature review and interviews 
conducted for this study show no reason that older 
commercial drivers should be treated differently by 
CDL testing and licensing jurisdictions.”

One interesting finding revealed by the study is 
that the preponderance of research that has been done 
on older drivers has focused on significantly older in-
dividuals than one typically finds in the commercial 
driver population.

Even for the general driving population, it is un-
common to find studies showing a significant in-
crease in crash risk for persons age 70 or younger, the 
study says.

“The literature review also suggests that even with 
the physical and cognitive changes in older persons, 
older drivers can often compensate for those changes 
by making better decisions and demonstrating better 
judgment while driving,” the study found. 

One 1995 analysis of active holders of commer-
cial driver licenses of all ages showed that drivers 
over age 60 made fewer errors and had fewer near 
misses than their younger counterparts. 

“Although this study was conducted in a driving 
simulator, feedback from industry indicates that these 
data support the general view of the older commercial 
driver,” says the new study.

The 1995 research also strongly suggests that 
healthy, active older commercial drivers need not pro-
vide an exaggerated risk to traffic safety.

Although counterintuitive, both the research and 
the (annual federal) large truck crash data support this 
stance, says the study.

Most important is the evidence showing that loss 
of function for any driver underlies a higher risk of 
crash causation, regardless of age.

Older drivers
CONTINUED FROM PAGE 1

AutoBusGlassDistributors.com

Our legendary service is only slightly more  
impressive than the cost savings we can deliver:  

• Save up to 25% off all of your glass needs.  
We’ve been keeping independant coach companies and major city  
transit systems moving for over 35 years.

Call us at 800-243-6546

See how clearly our

coach glass
 savings hold up.

ABERDEEN, Scotland — 
FirstGroup plc, parent company of 
Greyhound Lines, First Student, 
First Transit and BoltBus, has re-
leased preliminary numbers for the 
six months ended Sept. 30, showing 
modest growth but matching man-
agement expectations.

The numbers, said FirstGroup 
in a statement, confirm the compa-
ny is “on track to deliver moderate 
earnings growth target for the full 
(fiscal) year.”

FirstGroup said Greyhound 
“continued to deliver growth, de-
spite the challenging economic 
conditions and continued high un-
employment in North America, 
with like-for-like passenger reve-
nue increasing by 1.6 percent dur-
ing the period. 

“A relentless and rigorous man-
agement of the network has deliv-
ered revenue per mile ahead of 
(the) prior year and enables the 
business to achieve an improve-
ment in operating margin perfor-
mance,” FirstGroup noted.

The standout performer among 
FirstGroup’s North American oper-
ations during the half-year ended 
Sept. 30, was First Transit. “Our 
transit business continued to per-

form well with U.S. dollar revenues 
increased by 4.5 percent during the 
period. Following a period of new 
business wins, First Transit suc-
cessfully commenced the start up 
of a number of new contracts dur-
ing the first half.…With good op-
portunities for further profitable 
expansion with minimal capital in-
vestment, we remain encouraged 
by the prospects for this business.”

First Student, however, was hurt 
by school budget cutbacks.

“Full-year revenues in our stu-
dent business are expected to re-
main broadly in line with prior year. 
School boards continue to experi-
ence budgetary pressure as a result 
of lower tax revenues. …In this 
lower-revenue growth environment 
we continue to prioritize cost re-
ductions and efficiency improve-
ments to protect operating mar-
gins,” FirstGroup said.

For its businesses in the United 
Kingdom, FirstGroup reported that 
its U.K. bus unit continued to per-
form steadily during the first half of 
the fiscal year, with like-for-like 
passenger revenues increasing by 
1.3 percent.

FirstGroup also said cash gen-
eration remained strong.

FirstGroup, Greyhound see
modest growth for half-year



www.motorcoachexpo.com

EXPO 2011
Be a Part of the PREMIER 

Motorcoach & Travel Industry Event

TAKE ADVANTAGE OF 3 EXHIBIT DAYS
Plus Networking Events All Week!
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making new industry contacts? UMA Motorcoach Expo networking 
and hospitality events are a great way to get reconnected, share 
ideas, create new friendships, and build your professional contacts. 

Welcome Reception
• The Welcome Reception is the offi cial start to Expo! It’s the perfect place to meet up with old 

friends and colleagues, and for new attendees to come and feel welcomed. This casual gathering 
is a great kick off for getting down to business. 

Motorcoaches Drive Tourism: A Tourism Cares Fundraiser – New for Expo 2011!
• UMA has partnered with Tourism Cares, the offi cial tourism industry philanthropy group, to host 
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7th Annual Ray Dupuis Memorial Golf Tournament
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a relaxing time on the green with colleagues while fi nishing up the business of the week.
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Air 1 by Yara North America, Inc........................................... 1006
Allison Transmission .................................................................. 731
Altro Transfl or ............................................................................. 713
Amaya Astron Seating .............................................................. 431
American Bus Association ....................................................... 622
American Seating ....................................................................... 301
AutoMotion Shade ...................................................................1033
Bauer’s Intelligent Transportation ...............................2, 4, 1306
Bergen Auto Upholstery Co. .................................................... 627
Berkeley County South Carolina ........................................... 1207
Bitzer US Inc. ............................................................................... 617
Bode Corporation ....................................................................... 707
Bosch ........................................................................................... 1327
BRC Coach & Transit .................................................................. 825
Bridgestone Americas Tire Operations, LLC (BATO) ......... 801
Buckman-Mitchell Inc. ...............................................................515
Budget Truck and Auto, Inc ...................................................... 906
Buffet’s, Inc. .............................................................................. 1210
Bus & Motorcoach NEWS ...................................................... 1025
Bus Exchange Magazines ......................................................... 723
Busline Magazine ....................................................................... 512
BusRates.com, Inc. .................................................................. 1024
BusRide Magazine .................................................................... 1312
C.E. Niehoff & Company ............................................................ 610
Caio North America, LLC .......................................................... 109
Capacity Coverage Company ................................................. 1310
Carrier Transport A/C .............................................................. 1015
Century Business Solutions ..................................................... 822
Chempace Corporation ..............................................................411
Coach Glass ................................................................................. 621
Commercial Vehicle Safety Alliance .................................... 1127
Continental Tire the Americas LLC ......................................... 524
Cummins Inc................................................................................. 601
Custom Radio Corporation ..................................................... 1107
D&W Diesel, Inc. ......................................................................... 826
DDS, eFleet Services Inc. ........................................................1115
Defense Travel Management Offi ce .................................... 1324
Detroit Diesel ............................................................................. 1319
Distinctive Systems Inc. ......................................................... 1021
EasyBus, Inc ................................................................................ 510

Company Name .................................................................... Booth#
Ecolab Vehicle Care ................................................................... 722
Elreg Distributors Ltd............................................................... 1122
Fabric Services/Somtex............................................................ 522
Firetrace International .............................................................. 808
FMCSA/USDOT ..........................................................................1114
Gerfl or/Industrial Rubber Supply ............................................ 521
Graphitek .................................................................................... 1126
Groeneveld Transport Effi ciency ............................................ 714
Harbor Graphics A Division of Vomela ................................. 1130
HMS Host Restaurants in Travel Plazas .............................. 1208
Holdsworth Fabrics .................................................................... 831
Horton Inc. .................................................................................... 612
IC Bus LLC ................................................................................... 1401
INTAPOL Uniforms ..................................................................... 727
ISRINGHAUSEN, Inc. ............................................................... 1001
J.J. Keller & Associates, Inc. ................................................... 615
Jim’s Truck & Trailer / Coachwerks ........................................ 721
Key Equipment Finance ..............................................................415
Kidde Aerospace & Defense .................................................... 525
Kingston Mobile .......................................................................... 712
La France Industries .................................................................. 527
Lancer Insurance Company...................................................... 631
Lantal Textiles ........................................................................... 1132
LINNIG Corporation ................................................................... 716
Long Beach, CA ......................................................................... 1212
Maryland Motorcoach Association ..................................... 1326
Metro Magazine .........................................................................1112
Mississippi Division of Tourism ............................................. 1216
Mix Telematics ............................................................................ 907
Motor Coach Industries .......................................................... 1139
Motorcoach Council ..................................................................1111
Motorcoach Movies ................................................................... 613
Motorcoach Services Group ...................................................1131
National Association of 
Motorcoach Operators (NAMO) ........................................... 1328
National Bus Sales Inc. ............................................................. 623
National Bus Trader, Inc. .......................................................... 625
National Interstate Insurance Company ............................... 924
National School Transportation Association ........................511
National Seating - Division of 
Commercial Vehicle Group .....................................................1330
National Tour Association (NTA) .......................................... 1220
Paradigm Technology Consulting, LLC .................................. 912
Prevost ...................................................................................... 1, 339
Protective Insurance Company ............................................... 812
Purosil ........................................................................................... 720

Company Name .................................................................... Booth#
Q’Straint ........................................................................................ 913
REI - Radio Engineering ............................................................. 317
Relational Bus Systems (RBS) ................................................. 820
Research Underwriters ............................................................. 813
Ricon Corporation ....................................................................... 925
Rodes Roper Love, 
Div of Euclid Insurance Agencies LLC ....................................811
Ron Turley Associates ............................................................... 824
Rosco Vision Systems ............................................................... 926
Rotary Lift ..................................................................................... 910
S.H. Smith & Company, Inc. ...................................................... 606
Safety Vision LLC .......................................................................1011
Sardo Bus & Coach Upholstery ............................................... 327
Saucon Technologies Inc. ........................................................1124
SEFAC, Inc .................................................................................... 931
Seminole Hard Rock Hotel & Casino Tampa ....................... 1221
Seon Design Inc. ......................................................................... 608
Setra - from Daimler Buses North America ......... 3, 7, 12, 1419
Spader Business Management ................................................711
Spheros North America, Inc. ................................................... 620
Stertil-Koni ................................................................................. 1007
Talfourd-Jones Inc. .................................................................. 1120
Tampa, FL .................................................................................... 1228
TCF Equipment Finance Inc ...................................................... 520
Team Coach Imaging .................................................................. 421
Telefl ex Canada LP ......................................................................911
Temsa ............................................................................................ 939
The Braun Corporation .............................................................. 706
Thermo King Corp. ...................................................................... 807
Trans/Air Manufacturing Corporation ................................... 516
Transit Sales International ....................................................... 616
Translite Enterprises - Bus Glass Distributors .................. 1133
Transportation Insurance Brokers ......................................... 827
Trimark Corporation ................................................................. 1031
Tropicana Casino & Resort ..................................................... 1206
Turbo Images ............................................................................... 701
Turtle Top ...................................................................................... 101
United Motorcoach Association ............................................. 916
University of Vermont 
Green Coach Research Project ............................................... 724
Viatour Software .......................................................................1117
Wells Fargo Equipment Finance, Inc. ..................................... 814
Whiting Systems Inc. ..................................................................611
Willingham Inc. ........................................................................... 508
ZF .................................................................................................... 501

2011 EXHIBITOR LIST

 PLATINUM SPONSORS  SILVER SPONSORS 

Booth # 924

More information is available at www.motorcoachexpo.com

LIMITED BOOTHS AVAILABLE!
Don’t miss your opportunity to give 2011 sales a head start in Tampa!

Call Scott Groves at 1-866-BUS-EXPO (287-3976) for exhibit information or email uma@naylor.com.

TESTIMONIALS

UMA is the most economical way to reach out to 
this many customers. It would be impossible for 
us to fl y around the country and visit with as many 
customers as we can see here during the week.

Roger Handren
Michelin – Greensville, SC
EXHIBITOR

If you are in the motor coach industry, UMA is a 
can’t miss event because everybody in the industry 
is here. 

Daniel Koehler
National Interstate Insurance Company – Richfi eld, OH
EXHIBITOR

As of 10.8.10

Booths # 1, 339 Booths # 3, 7, 12, 1419
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Coach Financing and Leasing “Specialists”
• Coach and School Bus Financing
• Terms Up to 84 Months
• Balloons and Skip Monthly Payments Available
•  100% Financing Available to 

Qualified Credits

• Low Fixed Rate Equipment Financing
• Fleet Refinancing
• Used Equipment Financing
• TracLeases Available

 www.shorefundingltd.com shorefund@aol.com

(800) 542-4767
TEL: (732) 842-2828   FAX: (732) 842-2281

IC Bus introduces first fully-integrated small shuttle
CHICAGO — IC Bus has un-

veiled what it says is the industry’s 
first fully-integrated small shuttle 
bus. 

By fully integrated (not inte-
gral), IC means its new AC Series 
shuttle is an IC product from the 
ground up — it has an IC chassis, a 
MaxxForce 7 diesel engine from 
parent company Navistar, and it’s 
manufactured in an IC plant in 
Texas.

What that means for operators, 
says IC, is “you’re covered from 
bumper  to  bumper” by one 
manufacturer.

Virtually all cutaway buses 
sold in North America are assem-
bled by body builders on chassis 
built by specialty chassis manufac-
turers, or by truck builders that sell 
their chassis to body builders. 

IC believes it will achieve a 
competitive advantage by offering 
a cutaway bus built on its chassis 
with its engine, assembled in its 

plant, and serviced by its dealers. 
“It’s fully backed by an exten-

sive, experienced and unparalleled 
dealer network,” said a company 
spokesman. 

IC also says the lifecycle of the 
AC model is “twice as long as sim-
ilar small shuttles.”

The AC Series has maximum 

seating for 31 in its 96-inch-wide 
body. Three wheel bases are avail-
able — 158, 169 and 195 inches. 
The GVWR ranges from 16,500 to 
19,500 pounds.

It features Freedman seating 
(forward facing or perimeter); an 
Allison 1000 Series transmission; 
ABS; all-steel body; parabolic sus-

pension;  lighted, stainless-steel 
stepwell, keyless entry; LED light-
ing, and polished aluminum wheels.

Options include IC Air (roof or 
skirt mounted); air-ride driver seat; 
air-ride suspension; tilt steering 
wheel; cruise control; rear luggage 
compartment, and wheelchair lift. 

“It’s a game changer for how 

you purchase, maintain and operate 
your fleet,” said the IC spokesman.   

The AC Series bus, along with 
IC‘s HC Series buses, are expected 
to be on display at UMA Motor-
coach Expo in Tampa, Fla., Jan. 
19-23.

For more information, go to 
www.icbus.com.

Ford shoots down
Lincoln Town Car

CHICAGO — During the next 
two to three years, limousine op-
erators will see one of the most 
dramatic product transitions ever, 
according to one limo industry 
publication.

The industry’s bread-and-butter 
vehicle for years, the Lincoln Town 
Car, is disappearing and is being re-
placed by a cross-over-utility-styled 
vehicle, the Lincoln MKT. 

Additionally, Lincoln plans to 
produce a livery MKT model with 
a beefed-up chassis that can be 
stretched up to 120 inches by Ford 
QVM manufacturers.  

Executives from Ford Motor 
Co. and its Lincoln division made 
the announcement late last month 
at the LCT Leadership Summit 
here. While the news was antici-
pated, it “now sets in motion one of 
the most sweeping product transi-
tions the industry has ever experi-
enced,” wrote LCT Magazine Edi-
tor Martin Romjue. 

 “Most notable about the MKT 
decision is Lincoln’s departure 
from the traditional sedan body 
style that has defined successive 
versions of the Lincoln Town Car 
Executive L for decades,” reported 
Romjue. 

“But Ford managers made the 
bottom line very clear: The new 
‘taller’ and ‘longer’ MKT…will 
offer more legroom, headroom, 
cargo space and overall durability 
and flexibility — most notably a 
version with an all-wheel-drive 
power train that makes the vehicle 
more palatable to run in snowier 
northern climates,” Romjue noted.
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By Brad MacLiver
Washburn & Associates 

Uncertainty has become an ac-
curate description for the econo-
my, future legislation, healthcare 
costs and the like.

If your motorcoach business is 
seeking financing, you know how 
this uncertainty is affecting the 
perceptions of lenders. 

Although the loan process in-
volves debt ratios and other finan-
cial calculations, with the current 
economic uncertainty there is a 
greater “perceived risk” and this 
additional risk must be addressed 
by the operator who is seeking 
financing.

Several years ago it was accept-
able to submit a loan request based 
on the past performance of the 
company, with the assumption that 
everything in the upcoming months 
and years was fairly predictable. 
Those times have changed. 

Addressing uncertainty
When submitting a loan re-

quest for your motorcoach busi-
ness today, you will need to pro-
vide well-thought-out business, 
marketing and financial strategies.

How will healthcare costs af-
fect your business over the next 
five years?

What will the financial posi-
tion of the company look like after 
paying higher taxes? 

Is there pending legislation that 
will affect the motorcoach industry?

What are the expectations for 
new fuel taxes?

How will the economy, taxes, 
healthcare costs, and the like affect 
your customers?

You can be sure that if you 
avoid addressing difficult ques-
tions, the lender won’t.

No specifics, no loan
 Unfortunately, many loan re-

quests are submitted with simple 
uncorroborated statements, such as 
“the company’s expected sales 
growth,” without any explanation 
of how that  g rowth wil l  be 
obtained.

These ill-defined statements ap-
pear to be nothing more than blue-
sky predictions that make the com-
pany’s financial projections work 
for the borrower, but they don’t do 
anything other than motivate the 
lender to write a rejection letter.

Half-baked plans, blue-sky pre-

dictions and sales hype will not get 
your motorcoach business funded.

 If your local bank has said 
“no” to your efforts, do not stop 
your quest for capital.

It is estimated that 80 percent 
of business financing is not com-
pleted with banks. There are a 
large number of private finance 
companies, which can have more 
flexible terms than banks due to 
the fact they do not have the same 
federal regulatory constraints the 
banks are faced with.

To find the right finance com-
pany for your motorcoach business 
it may save time and expenses to 
enlist the services of a financial 
consultant who has associations 
and relationships with a large 
number of funding sources.

Going outside the box
 Alternative financing is avail-

able when your business requires 
financing other than a traditional 
loan. Some of the options include: 
equipment sale leaseback, ac-
counts receivable finance, or mer-
chant account advances. Also, if 
you are holding a real estate note, 
business note, or large equipment 
notes, you may be able to sell all or 

a portion of that note to obtain the 
capital your business requires.

 Acquisition financing for buy-
ers of a motorcoach business can 
be considered for either a single 
location, or multiple locations. Ac-
quiring several businesses in the 
same industry is referred to as an 
industry roll-up. A principal rea-
son for an industry roll-up is to 
achieve economies of scale in pur-
chasing, marketing, information 
systems, logistics, distribution, 
and top management.

Consolidated businesses can 
have less risk from recessions, new 
government regulations, or other 
aspects of the industry that may re-
duce profits when the companies 
remain as separate entities.

And, as you know, lenders like 
financing situations where there is 
less risk.

Tips, tips, tips 
1. Lenders may misperceive 

risk associated with your motor-
coach business, or the industry in 
general because they lack specific 
information. Without accurate and 
detailed information, lenders can 
make an incorrect judgment.

Provide lenders an appreciable 

amount of clear, concise and de-
tailed information to assist them in 
making the decision you desire.

2. Even when there is reliable 
statistics to address the common el-
ements of risk, be prepared to ad-
dress the lender’s perceptions of the 
economy, the industry, legislation, 
and so on. Reducing the uncertain-
ty reduces the risk and increases the 
potential for financing.

3. Garbage in, garbage out. Don’t 
take short cuts in presenting infor-
mation that will persuade a lender 
to fund your motorcoach business.

4. Any statement of fact, or rel-
evance, needs to be accompanied 
by supporting documentation.

5. It is understood that every-
one dislikes compiling a mountain 
of paperwork, but if the additional 
documentation is what navigates 
the lender to a “yes” decision then 
that is what you will need to do 
during these times of uncertainty.

MacLiver is vice president of 
acquisitions for Washburn & Asso-
ciates of Dutton, Va., and Colorado 
Springs. He also operates www.
BusinessFundingSecrets.com, a 
website and free monthly newslet-
ter providing tips and techniques 
regarding business financing.

Tel 800-826-3486 | Email sefac@sefac.com | www.sefac.com

Finding financing in a world filled with uncertainty
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By Dave Millhouser

Our employer was kind enough 
to lend Oakie and me a big mo-
torhome, and we had taken it from 
Orlando to the Florida Keys to 
meet friends for a couple of days 
of diving.

Before leaving, we asked the 
shop guy how to start and stop the 
generator, and were told that the 
procedure was beyond our meager 
skills; we should just leave it 
running.

On the return trip, after five 
consecutive days of generator op-
eration, and traveling 700 miles, I 
asked Oakie (several times) if we 
should stop and get fuel. 

Since that would involve 
spending our OWN money, each 
time he said “no.” 

We pulled into our facility on 
Sunday morning, drove through 
the gate and the engine died. You 
guessed it, it was out of fuel. Tim-
ing is everything.

The motorcoach industry is 
going through interesting times, 
unique in our history. The econo-
my remains something of a mess, 
the regulatory environment is 
growing increasingly complex, 

and costs keep rising.
Many operators are in pain, 

and troubled companies are being 
forced from the business, while 
there are fewer new entrants.

For contrarians, opportunity 
may be knocking.

A bright spot seems to be the 
arena of coach financing. Interest 
rates are at historic lows, and 
money is starting to flow because 
lenders have figured out they can’t 
make money without making loans.

One sophisticated operator 
told me he was buying new coach-
es because his business was doing 
well, and interest rates were low.

Please bear in mind there are 
two parts to that last sentence: He 
said he was doing well BEFORE 
he considered buying equipment. 
Timing. 

Adding debt (regardless of the 
interest rate) can only hurt if your 
business isn’t ready for it.

A veteran lender told me that 
every business should have at least 
two people smarter than the owner 
— a lawyer and an accountant. A 
smart accountant can help you de-
cide if you’re ready to either add, 
or replace, coaches. 

If your company is holding its 

head above water, now may be the 
time to rejuvenate your fleet. New 
engines and other mandated tech-
nology are about to significantly 
increase coach prices, and perhaps 
complexity. Any gains you make 
in your market are likely to grow 
exponentially as the economy 
recovers.

Some things to ponder if you’re 
considering buying buses — all 
stolen from finance people smart-
er than me. (I’m pretty sure it’s not 
plagiarism if I don’t remember 
who I stole them from.)

Finance companies want to 
make loans but they haven’t for-
gotten the pain of the past few 
years. Your personal credit will 
have to be in good shape too; so 
you may want to postpone having 
another child. ;-)

The quality of both the loan ap-
plication content and the presenta-
tion is key to being approved. Don’t 
be tempted to apply for a loan using 
a printout from QuickBooks.

Many lenders feel the way you 
present the data says as much as the 
numbers themselves. Your accoun-
tant can package your company in 
the most flattering (legal) way.

Lenders will let you know if 

you’re not ready. Prepare before ap-
plying, rather than asking them to 
insult you. Your pay history needs 
to be flawless, otherwise you have a 
“Kick Me” sign taped to your back.

There seems to be a polariza-
tion these days: Strong credits get 
favorable deals, while weaker op-
erators have difficulty borrowing 
at any rate.

You’re going to be asked for 
more information than in the past 
(Big Brother is watching the lend-
ers), and down payments are run-
ning higher. On the other hand, in-
terest rates on some loans are 
lower than a snake’s tummy. 

The lowest rates seem to be on 
the shortest loans. Financing a 
coach for five years gets you a bet-
ter rate then seven or eight.

Your accountant (they keep 
popping up here) can help you 
weigh the balance between high 
payments/rapid equity growth ver-
sus lower payments/increased cash 
flow. 

My druthers would be the five-
year plan because if cash flow is too 
much of a consideration — unless 
there is a huge long-term opportu-
nity — it might not be time yet.

None of this is useful to you if 

things aren’t 
going well. If 
that’s the case, 
r a t h e r  t h a n 
s p i n  y o u r 
wheels, spend 
time working 
with your ac-
c o u n t a n t 
(again?) ,  to 
shore things up, and present them 
in the most favorable way. It’s not 
likely interest rates are going to 
spike anytime soon. 

Despite our perfect timing, 
Oakie and I were left with a dilem-
ma. The dead coach was stalled in 
front of our company’s main en-
trance, and the next day our boss 
would figure out we’d brought that 
baby back dry. 

Oakie’s solution was brilliant. 
He went into the yard and fired up 
a used bus, snuggled up to the rear 
bumper of the motorhome, and 
shoved it into a parking spot. No 
way our boss would figure it out 
(unless he reads this).

Dave Millhouser is a bus in-
dustry marketing consultant and 
freelance writer. Contact him at 
his new email address: Davemill-
houser@gmail.com.

Doing reasonably well? Now may be time to buy coaches

Dave Millhouser

Protecting your business …
it’s our privilege and commitment.

Offering:

 � Traditional, deductible and captive insurance programs
 � Exceptional service and claims handling
 � Strength and stability – rated “A” (Excellent) VIII by A.M. Best Company

Contact us at:  800-929-1500 | marketing@NATL.com | www.NATL.com

DDS-0884  National Interstate General Ad 
Gayle Bentkowski | Media Media Relations Specialist | National Interstate Insurance Co. | 330.659.8900, ext. 1447
Deemer Design Studios | 216.544.6385

A
M BEST

 

   

A Excellent

Financial Strength Rating
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POSITION AVAILABLE
Job Title: General Manager • Reports to: President and CEO

Coordinates with: COO
Summary –  Responsible for effective management of all phases of operating company. 
Essential Duties and Responsibilities: Under the general direction and ultimate control of the 

President, the General Manager is responsible for the cost effective management of all re-
sources in the daily operation of the Company. The General Manager will directly supervise 
the managers of line run, charter, tour and limousine sales, school bus services, operation and 
finance. Will select and train direct reports, and assist in the selection and development of other 
exempt and non¬exempt employees. Will coordinate with COO in assuring that maintenance 
and safety are performed.  Will also coordinate with corporate office in policy development and 
implementation. With the assistance of corporate staff, responsible for all issues of compliance 
including Affirmative Action, OSHA regulations, EEOC, PUC, FMCSA and DOT. 

Qualifications –  To perform the primary functions of this position the individual must 
possess minimum skills set in the following areas:

Education: Minimum of four-year degree from college or university with emphasis in areas of 
Business Administration, Accounting, General Management, and/or communications. 

Experience: Minimum of 10 years general management experience with responsibility for bottom 
line profitability, preferably in bus or tour operations. 

Communication Skills: Must demonstrate ability to effectively communicate in written and ver-
bal forms. Must be willing and comfortable to do group presentations and communicate with 
employees on all levels. 

Fiscal Skills: Must understand and be able to read all company financial statements and adjust 
expenses and revenue accordingly.  Must be able to prepare annual budget and monitor monthly 
status reports to meet company financial goals. 

Leadership: Above all other skills, the General Manager must be able to motivate and direct his/
her teams of employees.  The individual must have demonstrated the ability to create a positive 
work environment and capitalize on available talent.

Physical Demands: The employee is regularly required to walk, sit, talk and hear. Must also pos-
sess a valid driver’s license and be available for limited travel from time to time.

If interested please write and submit your resume to:
Aerial Fullington Weisman, President & CEO
The Fullington Auto Bus Company
316 East Cherry Street, P.O. Box 211
Clearfield, PA  16830

in the headquarters of its owner, the United 
Motorcoach Association.

UMA purchased controlling interest in 
the business in January 2009, from founder 
Mark Greer, to bolster the services it offers its 
members and to help them grow their charter 
business.

What’s behind the growing interest in the 
charter search website?

“A lot more people are buying off the in-
ternet now and that’s certainly part of it,” ex-
plains Elliott.

But, he notes that one of the keys has been 
the game plan the company developed to get 
its name and services in front of potential 
computer-savvy customers.

The goal of the plan was to make certain 
that when someone searched for operators 
that provide charters, BusRates.com would 
always be among the first few businesses to 
pop up.

“We have it now where of the 100-most-
common search terms for bus charters, Bus-
Rates.com comes up in the top three on all of 
them,” Elliott said.  “We hit all of the search 
words on the head and that’s why we are 
ranked so high.”

Elliott said the company goes a step fur-
ther to assure that its name also gets a high 
profile spot from the few search words or 
phrases where BusRates.com is not among 
the top responses. The company buys small 
ads for those words so that its name and web-

site link still show up on the first page. 
To maintain the top spots, BusRates.com 

continually monitors the search words and 
terms to make sure that its name stays as far 
out front as possible.

While getting potential customers to visit 
a website may be the first order, getting them 
to work the site and eventually use it to make 
a buy is paramount to success.

And, according to Elliott, that’s where 
BusRates.com excels.

Unlike a bus broker that handles the actu-
al booking for its customers, BusRates.com is 
something of a phantom middleman that 
doesn’t actually get between the customer and 
the motorcoach company. Instead, it hooks 
them up and then gets out of the way.

Travel planners simply go to the website, 
check the type of vehicle they are looking for 
— motorcoach, minibus, trolley, limo or 
whatever — and add the city and state where 
the charter would begin. Instantly, companies 
that meet the request appear. 

But that’s not all. A few more mouse 
clicks and up pops comprehensive and valu-
able information about each of the compa-
nies, including their U.S. Department of 
Transportation data and safety history.

There also are reviews of individual com-
panies written by happy and unhappy custom-
ers, and company responses to any criticism 
that a customer might have mentioned in a 
review.

A few more clicks and detailed requests 
for quotes go out to as many as 20 carriers at 
one time. Plans are in the works to trim that 

back to possibly 10 carriers because some op-
erators aren’t pleased with getting in the mix 
with so many companies.

Elliott said the services — all of it free to 
both the customers and the carriers — is a 
step or two above bus brokers because bro-
kers generally mark up their prices by at least 
25 percent.

“By going through BusRates.com, our 
customers get to deal directly with the carrier 
and save money, too.” he adds.

Plus, carriers get to bid more realistic 
prices than when they are dealing with 
brokers.

“Since we are not a broker, we help to pro-
vide bus companies the ability to charge their 
cost for each charter,” he notes. “And since 
most brokers go with the lowest bidding bus 
company, we allow bus companies to sell 
their services at their pricing levels.”

Elliott said all of the carriers in the Bus-
Rates.com database asked to be there. The 
only criteria to be included is that they own 
their own buses, are properly licensed and 
certified by the U.S. Department of Transpor-
tation, and carry the required limits of insur-
ance necessary to remain approved by federal 
and state transportation regulators.

Because all of the services provided by 
BusRates.com are free, the company earns 
money by selling advertisements on its web-
site to motorcoach operators and other trans-
portation-related businesses. 

“We have bus companies pay for ads on 
the website so we can keep it free to all of our 
customers,” he said.

BusRates
CONTINUED FROM PAGE 1

TAMPA, Fla. — At UMA Motor-
coach Expo here in January, the United 
Motorcoach Association will honor an 
individual who has demonstrated effec-
tive leadership in the field of motor-
coach safety. 

The award, sponsored by Daecher 
Consulting Group of Camp Hill, Pa., is 
given annually at Expo’s Vision Awards 
banquet. UMA Expo 2011 will be Jan. 
19-23.

“A demonstrated commitment to 
safety is the leading criteria for this 
honor,” said Matt Daecher of Daecher 
Consulting. 

Other criteria includes involvement 
in the industry for at least five years; ac-
tive in industry initiatives and organiza-
tions, and demonstrated achievements 
for his or her company and/or the 
industry. 

Nominations for the 2011 award are 
being sought. The deadline for submit-
ting nominations is Dec. 31. A panel of 
industry professionals will review the 
nominations and select the winner. 

To obtain a nomination form, go to 
www.safetyteam.com/safetyleader or 
send an email to vsknepp@safetyteam.
com.

Nominees wanted
for safety award
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Mich. operator conducts roadeo, plans bigger one in ’11
CEDAR SPRINGS, Mich. — 

A Michigan charter operator, 
Compass Coach, has conducted its 
first bus roadeo and based on its 
success the company plans to in-
vite other operators to participate 
in a bigger event next year.

“It was an extremely success-
ful event and we hope to invite 
more bus companies to attend in 
2011,” said Trenton Stange of 
Compass Coach.

The initial roadeo was orga-
nized by Compass Coach Safety 
Director Dale Richardson. Twenty-
four drivers from Compass Coach 
and an affiliated company, Ameri-
can Tour Club of Gladwin, Mich., 
participated.

Richardson designed a pro-
gram that included an obstacle 
course with 11 different driving 
challenges and a test of Federal 
Motor Carrier Safety Regulations. 
There also was a pre-trip inspec-
tion component, and a wheelchair-
lift demonstration.

Helping judge the event were 
representatives from the Michigan 
State Police Motor Carrier Division 
and the Michigan Department of 
Transportation Bus Division, plus 
John West, regional service repre-
sentative from ABC Companies. 

Dave Bunting from the Michi-
gan DOT said the event was the 
first motorcoach roadeo in Michi-
gan he could remember. 

The overall winner was Tom 
Smith, a driver for Compass 
Coach, who was awarded a 32-
inch, flat-screen television set, a 
trophy. and the right to brag for the 
next 12 months. 

“I was excited about giving our 
drivers (and those of American 
Tour Club) the opportunity to 

showcase their knowledge and 
skills,” said Richardson. 

Stange and Richardson held 
the roadeo in conjunction with 
Compass Coach’s quarterly safety 
meeting in an effort to enhance the 
company driver training program. 

The event was conducted in the 
parking lot of Fifth Third Ballpark, 
a minor league baseball field in 
Comstock Park, Mich. Richardson 
said he already is in discussions 
with the ballpark operators about 
using the site again next year.

Breakfast and lunch for drivers, 
judges and organizers was supplied 
by Compass Coach; American Tour 
Club; Educational Tours, a Holt, 
Mich.-based tour operator, and the 
NAPA store in Cedar Springs. 

A press release announcing the 
roadeo went out to local news orga-
nizations a week before the event. 
Three television stations reported 
on the roadeo, including on-camera 
interviews with Richardson.

Compass Coach has a fleet of 
17 charter coaches. It also operates 
daily casino trips from western 
Michigan under the name Lucky-
777coach.com.

Drivers prepare for the written safety test portion of roadeo.

Driver, Tom Smith, right, was the 
overall winner. Bud Brovonche 
participated. Compass Coach Safety Director Dale 

Richardson is interviewed by TV 
station.

Two judges watch as coach completes obstacle course.

Cleverly designed banner promoted the roadeo.
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 Kimberly Osborne. 
Under West Virginia tax rules, 

operators who visit the state are re-
quired to file annual reports that 
include detailed information about 
their businesses, including how 
many miles their coaches travel in 
the state.

The information is used to set 
an appraised value of the business 
in the state, which is then convert-
ed into an assessment of 60 per-
cent of the appraisal. The business 
then is taxed an average of about 
2.25 percent of the assessment.

An operator whose travels in 
West Virginia are appraised at 
$100,000 would be assessed at 
$60,000, and be taxed about $1,350. 
The tax percentage varies slightly 
in each case because each of the 
state’s 55 counties has a different 
tax rate.  

State officials began looking 
for motorcoach companies that 
were not being taxed by reviewing 

records of the state Public Service 
Commission and scouring internet 
advertisements placed by carriers 
in nearby states that offered char-
ter services in West Virginia. 

Some of the operators who have 
been targeted said they were told 
the state found them by looking at 
advertisements they have on Bus-
rates.com, a national internet ser-
vice that puts potential customers 
in touch with charter businesses.

“Thus, we are now notifying 
companies that operate in border 
areas — where there are strong in-
dications they operate in West Vir-
ginia — that they need to file an-
nual reports with the property tax 
division,” one tax analyst wrote to a 
carrier who inquired about the tax 
after receiving an assessment notice. 

Smith of Lighthouse Travel 
said the annual tax report he has 
been asked to complete is very de-
tailed, complicated and long. “You 
should see the information they 
want,” he said. “You need to be a 
CPA to fill it out.”

He said he turned over the 

form to his accountant to see if 
there is anything that can be done 
about it.

In addition to fingering out-of-
state carriers, the sweep by tax of-
ficials even identified a small West 
Virginia operator who knew noth-
ing of the tax and wonders what it 
is all about.

Jon Brakef ield of the two-
coach carrier Coal County Coach 
in Coal City, W.Va., said he pays 
the state fuel taxes for business he 
does in the state and was unaware 
of the need to pay additional taxes. 

“I just can’t see having to pay a 
property tax for driving on the In-
terstate,” he said. “I know there’s 
probably nothing I can do, but if 
there was, then I would do it.”

State officials said operators 
who question the appraised value 
of their operations in the state can 
meet with the Board of Public 
Works in October and December, 
and if errors are found they will be 
corrected. The tax bills based on 
the final assessments then will be 
mailed to the operators next July.

W. Va. tax
CONTINUED FROM PAGE 1

Washington state pushes
‘trailing nexus’ concept

Olympia, Wash. — Never, 
never, never ever underestimate the 
creativity of state government bu-
reaucrats in developing twisted 
ways of extracting greater tax reve-
nue from businesses — especially 
businesses located in other states.

The U.S. Supreme Court has 
ruled on a number of occasions 
that one of the requirements for a 
state to tax an interstate business is 
what the court calls “nexus.”

That means, to be taxed, the 

business has to have some substan-
tial connection (or nexus) with the 
taxing state.

If the business lacks nexus, the 
tax violates the U.S. Constitution.

Tax collectors in Washington 
state appear bent on stretching the 
concept.

A release from the Washington 
Department of Revenue declares 
that an out-of-state business that 
has nexus for purposes of Wash-
ington’s business-and-occupation 
(gross receipts) tax must continue 
to report and pay the tax even after 
the business stops whatever activ-
ity it had in Washington that cre-
ated the nexus.

This continuing obligation, or 
“trailing nexus” as the department 
calls it, lasts for the remainder of 
the year in which the activity ceased 
and an additional calendar year.

For the state sales tax, accord-
ing to the department, there’s a 
trailing nexus of an additional four 
years. Yes, four years.

One state laws’ expert says he 
knows of no other state with rules 
like Washington but, he cautions 
ominously, “ideas do have a way of 
spreading.” 

Motorcoach drivers now have 
three more locations where they 
can access on-the-road health and 
wellness services.

Roadside Medical Clinic + Lab 
and Pilot Travel Centers announce 
the opening of additional clinics in 
Oklahoma City, East St. Louis, Ill., 

and Waco, Texas.
For more information and other 

locations, go to www.roadsidemed.
com.

Clinics opened at Pilot Travel Centers

GREENBELT, Md. — The 
Commercial Vehicle Safety Alli-
ance has set Oct. 17-23 as Opera-
tion Safe Driver week, in which 
enforcement of road safety rules 
will be stepped up throughout 
North America.

The stepped-up enforcement 
for all commercial vehicles will in-
clude safety-belt checks, roadside 
vehicle and driver safety inspec-
tions, and educational programs.

The campaign is being orga-
nized by CVSA and the Federal 
Motor Carrier Safety Admin- 
istration.

Safe driver week set



	Bus & Motorcoach News 	 INDUSTRY NEWS October	15,	2010	 21

Business 
Management 

Seminar
November 30, 2010  
- December 1, 2010

NTSB Training Center 
Ashburn, VA

1st Annual

And introducing...

UMA Safety 
Management
Seminar
December 1 - 2, 2010

NTSB Training Center 
Ashburn, VA

7th Annual

Register today at www.uma.org!

DENVER — The bid by the Motorcoach Council 
to win a large grant from the Pepsi Refresh Every-
thing Project has been put on hold. (See Oct. 1 Bus & 
Motorcoach News.)

Owing to a “technical difficulty,” the council’s 
grant application is not being voted on this month and 
will have to wait until December for another chance.

“Pepsi has invited us to submit a new application 
in November,” said Pamela Wolff, director of strate-
gic partnerships and alliances for the council.

“Unfortunately, although applicants have a pre-

liminary indication they have been accepted, Pepsi 
does not announce the final grant competitors until 
the day the voting begins.

“We are only delayed, however.…We will not 
give up on this opportunity and will use this month to 
prepare and to submit our application again,” said 
Wolff. 

Pepsi is awarding grants of up to $250,000 each 
month to help fund ideas that positively impact com-
munities. The council grant application touted the 
“green” benefits of motorcoach travel.

Motorcoach Council bid for grant hits snagManufacturers of tires
boosting prices (again)

AKRON, Ohio — It appears 
another round of tire price increas-
es is in the offing. 

Most manufacturers of over-
the-road truck and bus tires in-
creased prices in May and June, 
and several tire makers announced 
price increases late last month and 
early this month on consumer and 
medium truck tires.

Goodyear Tire & Rubber Co. 
raised its medium truck tire prices 
up to 8 percent effective this month. 
All Goodyear-owned brands were 
included in the increase.

Kumho and Hankook will raise 
prices by up to 6.5 percent on their 
full lines of passenger, light truck 
and medium truck tires, effective 
Nov. 1. The amount of the increase 
will vary.

The latest price increases were 
primarily triggered by rising prices 
for raw materials.

Bridgestone, Firestone, Good-
year and Michelin all increased 
bus and truck tire prices from 3 to 
8 percent in May and June. (See 
May 15 Bus & Motorcoach News.)

BRANFORD, FLA. — Ray-
mon J. Land III, owner of Fabu-
lous Coach Lines in Branford, is a 
finalist in BusinessWeek’s Ameri-
ca’s Best Young Entrepreneurs.

The award honors business ex-
ecutives, age 25 and under, from 
across the nation. Voting ends Oct. 
21, and the top five vote-getters 
will be announced on the Small 
Business channel Oct. 28.

Land started his company in 
high school after finding charter 
buses lacking when he had hired 
them for class trips. He bought his 
first bus, a used, 49-passenger Van 
Hool, online for $25,000 — using 
a loan and $5,000 of his own sav-
ings — and set up the fabulous-
coach.com website in 2004.

Land says company revenue 
reached $3 million last year, and 
he forecasts $4.5 million this year. 
His company employs 77 and has 
more than 40 vehicles.

People

OCTOBER 2010
23-26 California Bus Associa-
tion Convention & Trade Show, 
Rancho Las Palmas Resort & 
Spa, Rancho Mirage, Calif. Info: 
Go to www.cbabus.com.

24-27 19th National Rural 
Public and Intercity Bus 
Transportation Conference, 
Sheraton Burlington Hotel & 
Conference Center, Burlington, 
Vt. Info: Go to www.trb.org.

NOVEMBER 2010
8-9 International Conference 
on Commercial Driver Health 
and Wellness, Baltimore. Info: 
Go to www.trb.org.

Calendar
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NAPPANEE, Ind. — A major 
bus refurbishing project involving 
250 Greyhound coaches was offi-
cially launched here late last month 
with a ceremony at the plant set up 
to handle the job.

Greyhound Lines contracted 
with ABC Companies earlier this 
year to refurbish the 250 MCI 
102DL3 coaches. (See June 1 Bus 
& Motorcoach News.) 

ABC leased a former recre-
ational vehicle plant in this north-
ern Indiana community specifi-
cally for the project and has 
converted it into a remanufactur-
ing center. Scores of laid-off RV 
assembly workers have been hired 
to do the work.  

Citing the unique combination 
of Nappanee’s skilled workforce 
and state of the art facilities, Lee 
Loper, the ABC vice president 
who is managing the Nappanee 
Refurbishment Center, pointed out 
that the current downturn in the re-
gion’s RV business made the loca-
tion both ideal and available. 

Most of the coaches being re-
habbed have more than a million 
miles on them, and Greyhound is 
investing in both improving pas-
senger comfort and extending the 
useful life of the buses. 

Coaches built for operation in 

North America typically are de-
signed to run for millions of miles, 
and Greyhound has a history of re-
furbishing its fleet. A half century 
ago, many of its original Sceni-
cruisers successfully traveled more 
than three million miles while un-
dergoing several such programs.

ABC has completed similar 
projects for Greyhound in the past. 

“We are pleased to be working 
with ABC to improve the Grey-
hound passenger experience,” said 
David Leach, Greyhound presi-
dent and CEO. “The new ameni-
ties and design of the Greyhound 
motorcoach will provide our cus-
tomers with a more comfortable 
travel experience.”

The new refurb program in-
cludes installing factory rebuilt en-
gines, transmissions, axles, bear-
ings, brakes and A/C compressors.

The new differentials and en-
gine electronic control modules are 
set up to improve fuel mileage.

The undercarriage is cleaned, 
new suspension parts fitted, and 
reinforcing kits are installed in the 
engine compartment. All systems 
are checked, and repaired as need-
ed to meet original specifications. 

The coach interiors are being 
stripped, new rubber flooring is in-
stalled, and seats are refurbished 

with leatherette covering and are 
re-installed in the bus configured 
to maximize leg room. Grab rails 
and step treads are upgraded with 
bright yellow trim for safety, and 
an improved driver’s safety com-
partment is installed.

Body damage is repaired, the 
coaches are painted with a Dupont 
Elite base/clearcoat specifically 
formulated for Greyhound, and the 
company’s new retro-look graph-
ics package is applied.

Among the passenger amenities 
being added are Aesys electronic 
destination signs, WiFi systems and 
110-volt outlets at each seat.

When completed, it would be 
difficult for most passengers to 
distinguish a refurbished coach 
from a new one.

Loper said the program was 
jointly designed by ABC staff and 
Greyhound’s engineering depart-
ment. “We worked together to de-
cide what made sense, with a great 
deal of emphasis on safety. Grey-
hound has lots of good ideas on all 
sorts of things that enhance the 
customer experience and protect 
its passengers.”

Walking into the facility has the 
same feel as a new coach factory.

Production Manager Matt Ir-
ving explained that the line is set 
up like a manufacturing plant, with 
each process being performed at 
its own station by a team of work-
ers dedicated to that task.

Currently, the facility is com-
pleting one bus per day with a 
workforce of 120, and the program 
is expected to last 12 to 18 months. 
The total price tag for rehabbing the 
250 coaches is believed to be be-
tween $30 million and $40 million. 

Loper and Irving are working 
to accelerate the production pace 
to one and a half to two per day.

Irving said the program is not 
only thorough but efficient.

“We recycle 96 percent of the 
materials we take off the buses. 
We’ve been at this for four months, 
and have yet to fill a trash dumpster.” 

Loper feels that with new 
coaches becoming more costly, re-
furbishing will make sense to 
many operators, and ABC wants to 
fill that need.

In addition, ABC is looking at 
the possibility of retrofitting seat-
belts and wheelchair lifts. 

“We’re saving the energy and 
resources needed to build new 
coaches by maximizing the life of 
existing ones. We’re recycling 96 
percent of the materials we take 
off, and helping Greyhound oper-
ate vehicles that remove cars from 
the road, eliminate emissions, and 
save fuel. That’s ‘green.’”

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!

CLASSIFIED ADVERTISING
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

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
$229,000

Marc 808.832.6261 for photos and more info

Greyhound rehab project recycles buses, components

Engines, transmissions go as rehab of Greyhound coaches begins.

Drive and tag axles, plus rear suspensions, are replaced/rebuilt.

The exterior of the coaches get a complete makeover.

Rebuilt seats with leatherette coverings highlight interior upgrades.

Like-new coach is ready for another million miles.
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with upscale amenities and appointments that make every trip more memorable and leave them ready to return 

for more. Our innovative design lets passengers and drivers ride higher for a better view, while creating the 
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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.
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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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