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New coach sales up 16 percent in first half of 2016
WASHINGTON — Sales of 

new motorcoaches continued to 
grow during the first half of 2016, 
surpassing sales for the same peri-
od last year by nearly 16 percent.

Combined private and public-
sector sales of new MCI, Prevost, 
Setra, Van Hool and Volvo motor-
coaches totaled 1,230 from Janu-
ary through June of this year, up 
from 1,063 during the same six-
month period in 2015.

At their current pace, annual 
coach sales could top 2,000 for 
only the second year since 2008, 
when sales totaled 2,017. 

Sales of new coaches dropped 
to 1,654 in 2009 and to 1,131 in 
2010 and have been gradually in-
creasing since then, reaching 2,141 
in 2015.

The sales numbers were com-

piled for the American Bus Asso-
ciation Foundation’s Coach Manu-
facturer Survey. 

Here is a breakdown of the 
sales figures for new motorcoach-
es sold by quarter in 2016: 

• In the f irst quarter, 558 
coaches were sold, up from 440 in 
the first three months of 2015.

• In the second quarter, 672 
coaches were sold, compared with 
623 during the second quarter of 
2015.

• Forty-five-foot coaches made 
up the bulk of the purchases during 
the first half of 2016, with private 
and public sales totaling 1,036.

• Thirty-seven 40-foot coaches 
and 157 30- to 40-foot coaches 
were sold during the six-month 
period.

ROCKINGHAM, N.C. — A 
fatal crash near here involving a 
“private carrier” church bus oper-
ating as a for-hire charter has 
raised concerns about whether 
such vehicles meet federal safety 
regulations and can legally — and 
safely — operate commercial 
trips.

The accident occurred last 
month when a 1993 MCI motor-
coach carrying a junior college 

football team blew a tire on U.S. 
74 near Rockingham, causing the 
vehicle to veer into the median. 

It struck a guardrail and a 
bridge support column, which 
peeled back part of the motor-
coach’s left side. Four passengers 
on the bus were killed and several 
others were injured.

The motorcoach, owned by the 
Sandy River Baptist Church in 
Chester, S.C., was carrying the 

Ramah Academy football team on 
a 122-mile trip to play its season-
opening game against the Univer-
sity of God’s Chosen in Raeford, 
N.C.  

Ramah Academy Coach Ba-
kari Rawlinson said he met the 
driver, Brian Andre Kirkpatrick, 
the night before the trip. He paid 
the fee out of his own pocket, un-
aware that the bus was not autho-
rized to conduct charters.

“If they would have told me it 
was a not-for-hire bus, if they 
would have told me this bus had 
issues or if they had told me any-
thing that might draw suspicion, 
we wouldn’t have been on that 
bus,” he told WBTV in Charlotte. 
“He gave us a very fair price that 
was cheaper than the competition 
in the area.”

That immediately raised ques-
tions about the trip arrangements 

from the media and the motor-
coach industry.

“Why would your church haul 
a football team that far and back 
for free?” asked Bob Garrett, pres-
ident of the Motorcoach Associa-
tion of South Carolina. “Churches 
are not supposed to be for-hire 
carriers.”

Garrett, who became an indus-
try spokesman in media coverage 

Fatal church-bus crash in S.C. raises safety questions

Sales of new motorcoaches have been rising over the past five years after falling off during the Great 
Recession. Southeastern Stages of Atlanta is among the operators purchasing new motorcoaches in recent 
months. The company bought two Prevost X3-45 intercity commuter coaches for use in South Carolina.

When seatbelts are required, will people wear them?
WASHINGTON – With three-

point seatbelts soon to become 
mandatory equipment on new mo-
torcoaches, a question remains: 
What if passengers don’t buckle 
up?

A National Highway and Traf-
fic Safety Administration rule re-
quir ing new vehic les  to  be 
equipped with three-point seat 
belts takes effect on November 28. 

And federal guidance for pre-

trip safety brief ings has been 
amended to add language that en-
courages passengers to buckle up 
for safety.

But it remains to be seen if 
enough passengers will comply to 
make a difference.

Installing more belts and re-
minding people to use them can 
only improve safety, said Scott Tall-
man, safety manager of Krapf Bus 
Companies in Kennett Square, Pa. 

“Absolutely. Seatbelts save 
lives,” Tallman said. “Lap and 
shoulder belts, when used proper-
ly, reduce the severity of injury 
and lower your likelihood of being 
ejected.”

But what if the belts are not 
buckled?

“I think people are better off 
with them. That is a no-brainer. 
Any time you stay in the vehicle in 
an accident you are going to be 

safer,” said Rick Thielen of Thiel-
en Bus Lines in Redwood Falls, 
Minn. 

“We spend an awful lot of 
money, around $15,000, to equip a 
bus with seatbelts, but if people 
don’t wear the belts it is not going 
to improve safety.”

Thielen is a board member of 
the Minnesota Charter Bus Opera-
tor’s Association, which defeated a 
state attempt this year to make bus 

drivers responsible for seatbelt use 
by passengers younger than 15.

While students seem to be ac-
customed to buckling up, adults 
are not, he said.

“I recently took a group of 
 students to a neighboring town and 
a lot of them did wear their belts. 
When you get into adults, you 
don’t see them worn that often. I 
think people naturally feel safe in 
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MADISON, N.J. — Following 
years of declines, the percentage 
of employees in the combined U.S. 
workforce testing positive for 
drugs has steadily increased over 
the past three years to a 10-year 
high.

An analysis by Quest Diagnos-
tics of nearly 11 million workforce 
drug test results revealed a fifth 

straight year of increases in detec-
tion rate of amphetamine and her-
oin and showed that marijuana 
positivity has increased 47 percent 
since 2013.

The Quest Diagnostics Drug 
Testing Index examined illicit 
drug use by analyzing millions of 
urine, oral fluid and hair laborato-
ry-based tests performed national-

ly by the company for employers 
in 2015.

Nearly one in 11 job applicants 
were unable to pass an oral fluid 
drug screen, while overall positiv-
ity in the workforce was highest 
in hair drug tests, which give a 
more complete drug-use history.

“Our nationally representative 
analysis clearly shows that drug 

use by the American workforce is 
on the rise, and this trend extends 
to several different classes of 
drugs and categories of drug tests,” 
said Barry Sample, senior director 
for science and technology at 
Quest Diagnostics Employer 
Solutions. 

The study examined test re-
sults according to three categories 

of workers: federally mandated, 
safety-sensitive workers, includ-
ing pilots and bus and truck driv-
ers; the general workforce; and the 
combined U.S. workforce.

“The 2015 findings related to 
post-accident testing results 
should be of concern to employ-
ers, especially those with safety-
sensitive employees,” Sample said.

SHERMAN, Texas — Twenty-
one states and a coalition of more 
than 50 business groups have filed 
separate lawsuits seeking to over-
turn a sweeping federal regulation 
designed to qualify millions more 
Americans for overtime pay start-
ing in December.

Attorneys general in Texas and 
Nevada filed their lawsuit on be-
half of their states and 19 others, 
arguing the Labor Department rule 
violates the U.S. Constitution and 
exceeds congressional authority.

The business coalition, led by 
the U.S. Chamber of Commerce, 
made similar allegations in its 
lawsuit.

Both suits were filed in the U.S. 
District Court for the Eastern Dis-
trict of Texas, Sherman Division.

The new rule focuses primarily 
on updating the salary and com-
pensation levels needed for execu-
tive, administrative and profes-
sional workers to be exempt from 
overtime, according to the Depart-
ment of Labor.

In short, it doubles the amount 
salaried workers must make to be 
exempt from overtime from the 
current $23,660 to $47,476. 

The rule would incrementally 
phase in the new threshold over the 
next three years, beginning with a 
50 percent increase this December 

to $35,984.
Each year following, the salary 

threshold would be raised by $74 
per week until Dec. 1, 2019, when 
it reaches the $47,476 threshold. It 
will then be updated every three 
years by indexing it to salary 
growth in the lowest income re-
gion of the country.

Supporters of the rule say the 
current overtime threshold, which 
was set in 2004, is horribly outdat-
ed and needs to be raised.

However, many employers 
have complained it will drive up 
their costs and cause them to cut 
workers’ hours, slow hiring of full-
time staff and turn salaried work-

ers into hourly employees. 
“We have heard from our mem-

bers, small businesses, nonprofits 
and other employers that the salary 
threshold is going to result in sig-
nificant new labor costs and cause 
many disruptions in how work gets 
done,” Randy Johnson, a senior 
vice president at the chamber, said 
in a statement.

The National Retail Federa-
tion, which is part of the chamber 
suit, said research it commissioned 
indicates that the regulation will 
force businesses to limit hours or 
cut base pay for workers to offset 
added payroll costs.

“Retailers are already strug-

gling to implement this new gov-
ernment mandate before the swift-
ly approaching deadline, and the 
automatic update included in the 
rule would make them do this 
same dance every three years,” 
David French, the trade group’s se-
nior vice president for government 
relations, said in a statement.

In addition to Texas and Ne-
vada, plaintiffs in the suit filed by 
states include Alabama, Arizona, 
Arkansas, Georgia, Indiana, Iowa, 
Kansas, Kentucky, Louisiana, 
Maine, Michigan, Mississippi, Ne-
braska, New Mexico, Ohio, Okla-
homa, South Carolina, Utah and 
Wisconsin.

States, business groups sue to block new overtime rule

Employees testing positive for drugs at 10-year high
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CHICAGO — Following oral 
arguments on a lawsuit seeking to 
derail the federal government’s 
electronic logging device man-
date, both supporters and oppo-
nents are anxiously awaiting a 
final ruling.

The Owner-Operator Indepen-
dent Drivers Association sued fed-
eral regulators earlier this year, 
asking the U.S. Court of Appeals 
for the Seventh Circuit to overturn 
the rule.

The Federal Motor Carrier 
Safety Administration, which is-
sued the ELD rule, responded to 

that suit recently, saying, in es-
sence, that the ends justify the 
means. FMCSA also labels as 
“meritless” the claims f iled by 
OOIDA. 

A three-judge panel of the 
court heard oral arguments last 
month and is expected to issue a 
ruling later this year.

FMCSA announced the rule 
Dec. 10, 2015. It is scheduled to 
become effective in December 
2017.

In addition to OOIDA, plain-
tiffs in the suit include truck own-
er-operators Mark Elrod of Indi-

ana  and  Richard  Pingel  of 
Wisconsin. OOIDA has 157,000 
members in the U.S. and Canada.

FMCSA statistics indicate that 
the new mandate will require 3.51 
million truckers and motorcoach 
drivers to switch to ELDs to track 
hours-of-service compliance.

The plaintiffs successfully 
challenged the U.S. Department of 
Transportation’s previous attempt 
to mandate ELDs in a 2011 law-
suit, and a spokeswoman for 
OOIDA said the association is 
“confident they will do so again.” 

However, backers of the man-

date said the judges appeared sup-
portive of the federal government’s 
position.

Rich Pianka, deputy general 
counsel for the American Trucking 
Associations, which backs the ELD 
mandate, told a trucking publica-
tion that the judges “showed little 
sympathy” for OOIDA’s arguments 
in favor of overturning the rule.

“In particular, the panel was 
extremely skeptical of OOIDA’s 
argument that the statutory re-
quirement that the devices be ‘au-
tomatic’ precluded any user input 
whatsoever, at one point suggest-

ing that this was tantamount to ar-
guing that Congress mandated a 
‘square circle’,” Pianka said.

He added that the panel “ap-
peared similarly unconvinced by 
OOIDA’s claim that ELDs will re-
sult in no compliance improve-
ments whatsoever. We look for-
ward to the Seventh Circuit’s 
decision in the case and fully ex-
pect the rule to be upheld.” 

OOIDA filed its latest suit in 
March, arguing the mandate vio-
lates truckers’ Fourth Amendment 
rights to privacy and protections 
against illegal search and seizure 
because it effectively calls for 
truckers’ locations to be tracked in 
real time and could lead to the ha-
rassment of drivers.

The plaintiffs also argue the 
rule doesn’t benef it safety and 
places an unfair cost of compli-
ance on small carriers.

OOIDA President and CEO 
Jim Johnston had said an ELD 
mandate could have “the single 
largest, most negative impact on 
the industry than anything done by 
FMCSA.” 

FMCSA disagrees, saying the 
mandate will improve hours-of-
service compliance, create a level 
playing field for all carriers and 
improve highway safety. FMCSA 
said it had asked drivers what ha-
rassment meant to them and ad-
dressed those issues in its rule-
making, plus added civil penalties 
for using ELDs to harass drivers. 

In its court brief, the agency 
also said that truckers should have 
lower expectations of privacy, 
given the “long tradition of close 
government supervision” of the 
industry.

WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration has issued a final rule al-
lowing certain vehicle safety 
technology to be mounted on 
windshield interiors.

The rule, which takes effect 
Oct. 23, stems from a section of 
the 2015 FAST Act highway bill 
that directs FMCSA to amend its 
regulations to allow for the “vol-
untary mounting on a windshield 
of vehicle safety technology.”

Current regulations state that 

antennas and other devices cannot 
be mounted more than six inches 
below the upper edge of the wind-
shield and must be outside the 
driver’s lines of sight to the road 
and highway signs and signals. 

The new regulations add an 
amendment to allow such devices 
as video event recorders, speed-
management systems, lane-depar-
ture warning systems, collision 
mitigation or warning systems, ac-
tive cruise control systems, and 
transponders and sensors.

Such systems can be mounted 
within the area swept by the wind-
shield wipers.

The devices covered in the 
amendment must be mounted no 
more than four inches below the 
upper edge or seven inches above 
the lower edge of the area swept by 
the windshield wipers, and must 
also be outside the driver’s sight 
lines to the road and highway signs 
and signals.

FMCSA clarifies in the rule 
that the amendments do not man-

date the use of any of the afore-
mentioned devices, but only al-
lows the devices to be voluntarily 
mounted where they would have 
previously been in violation of the 
regulations.

Additionally, any windshield-
mounted technology under a tem-
porary exemption when the FAST 
Act went into effect on Oct. 1, 
2015, is included in the amend-
ments to the regulations.

“The agency believes the po-
tential economic impact of these 

changes is negligible,” FMCSA 
said. “The amendments do not im-
pose new or more stringent re-
quirements, but simply codify the 
temporary exemptions granted 
(last year).

“More importantly, the amend-
ments do not mandate the use of 
any devices/technologies, but sim-
ply permit the voluntary use of the 
devices/technologies while mount-
ed in a location that maximizes 
their effectiveness without impair-
ing operational safety.”

Windshield safety devices allowed under federal rule
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NEW YORK CITY— It is un-
constitutional for the New York 
State Thruway Authority to use 
millions of dollars in toll revenue 
paid by commercial truckers to 
maintain the state’s canal system, a 
federal judge ruled. 

The opinion by the U.S. Dis-
trict Court for the Southern Dis-
trict of New York in an appeals de-
cision determined the Thruway 
Authority’s diversion of toll reve-
nue from truckers for the canals 
violates the constitution’s Dor-
mant Commerce Clause.

“Obviously commercial truck-
ers do not use the barge canals; 
they haul freight on the highway,” 
Chief Judge Colleen McMahon 
wrote in the decision.

“The truckers may wish to 
enjoy bike paths, hiking trails, and 
museums on a vacation, but they 
are irrelevant while sitting in the 
cab of an 18-wheeler. The state of 
New York cannot insulate the 
Canal System from the vagaries of 
the political process and taxpayer 
preferences by imposing the cost 
of its upkeep on those who drive 
the New York Thruway in inter-
state commerce.”

The tolls in question are 
charged on the Governor Thomas 
E. Dewey Thruway system, which 
stretches about 570 miles between 
Albany and Buffalo.

The Thruway Authority con-
tributes more than $61 million an-

nually, or roughly 10 percent of 
toll revenue, to maintain the ca-
nals, including the Erie Canal, 
which was once crucial for trans-
porting goods but is now obsolete 
and mainly a tourist attraction.

The ruling marked a signifi-
cant victory for American Truck-

ing Associations and three motor 
carriers that were plaintiffs chal-
lenging the Thruway Authority’s 
practice.

“ATA believed that the courts 
and Constitution were clear — 
revenue from tolls must be spent 
maintaining the roads they’re col-

lected on and not diverted to fi-
nance bike paths and waterways 
for recreational kayaking and ca-
noeing,” said Chris Spear, ATA’s 
president and CEO. 

“We hope today’s ruling will 
not only end this practice in New 
York, but dissuade other states 

from financing their budget short-
falls on the backs of our industry.” 

ATA deputy general counsel 
Rich Pianka added that “The resi-
dents of the state and those com-
munities — not trucks passing 
through the state — should bear the 
burden of supporting the canal.”

Using N.Y. toll revenue for canals is unconstitutional

Jack Wigley
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NEW YORK CITY — Mayor 
Bill de Blasio and Department of 
Transportation Commissioner 
Polly Trottenberg announced 
plans to add 75 miles of new bike 
lanes to New York City streets, 
with 18 fully protected bike lane 
miles, by the end of 2016.

The announcement is part of 
the mayor’s Vision Zero plan to 
expand the protected bike net-
work across the city’s boroughs.

The plan puts the city on track 
to exceed its initial 15-mile ex-
pansion of protected bike lanes, 
which it hopes will reduce fatali-
ties and injuries on the streets. 

“Our Vision Zero goal has al-
ways been to make sure that with 
the massive growth in its popular-
ity, cycling remains safe,” Trot-
tenburg said. 

By the end of the year, the 
DOT will have expanded bike 
lanes by at least 75 miles with 
only 14 of those being signed/
shared lanes. The city will have 
installed more exclusive bike 
lanes this year alone than it has in 
all previous years.

NYC planning 75
miles of bike lanes
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WASHINGTON — The U.S. 
Department of Transportation has 
announced grants totaling more 
than $759 million to support 18 
transportation infrastructure proj-
ects in 15 states and the District of 
Columbia. 

The first round of grant awards 
were part of the Fostering Advance-
ments in Shipping and Transporta-
tion for the Long-term Achieve-
ment of National Eff iciencies 
program, or FASTLANE. 

From 2016 to 2020, the FAST-
LANE grant program is autho-
rized to award $4.5 billion in dedi-
cated funding for projects of 
national or regional significance 

that address major issues facing 
the nation’s highways and bridges. 

DOT said the grants establish 
broad, multiyear eligibilities for 
freight infrastructure. 

Some of the major projects in-
clude $165 million to the Virginia 
Department of Transportation for 
the Atlantic Gateway project to im-
prove mobility across the Eastern 
seaboard; $54 million to the Arizo-
na DOT for Interstate 10 improve-
ments from Phoenix to Tucson; $60 
million to the Louisiana Depart-
ment of Transportation and Devel-
opment for I-10 freight corridor 
rehabilitation and expansion; $62 
million to the Oklahoma DOT for 

U.S. 69/75 improvements; and $42 
million to the Massachusetts Port 
Authority for Boston’s Conley Ter-
minal Intermodal improvements. 

Other FASTLANE project 
grant awards include: 

• SR-11 Segment 2 and South-
bound Connectors, California 
DOT and San Diego Association 
of Governments San Diego Coun-
ty, $49.28 million. 

• Arlington Memorial Bridge 
Reconstruction Project, National 
Park Service and District of Co-
lumbia DOT, $90 million 

• Port of Savannah Interna-
tional Multi-Modal Connector, 
Georgia Ports Authority, Savan-

nah, Ga., $44 million 
• I-390/I-490/Route 31 Inter-

change, Lyell Avenue Corridor 
Project, New York State Depart-
ment of Transpor tation, $32 
million

• South Lander Street Grade 
Separation and Railroad Safety 
Project, Seattle, $45 million 

• I-39/90 Corridor Project; 
Wisconsin DOT, Janesville, $40 
million

• Truck Parking Availability 
Systems, Florida DOT, $10.77 
million

• Cedar Rapids Logistics Park, 
Iowa DOT, $25.65 million 

• U.S. 95 North Corridor Ac-

cess Improvement Project, Idaho 
DOT, Kootenai County, $5.1 
million 

• Maine Intermodal Port Pro-
ductivity Project; Maine DOT, 
Portland, $7.71 million 

• Cross Harbor Freight Pro-
gram; Port Authority of New York 
and New Jersey; Jersey City and 
New York, $10.67 million 

• Coos Bay Rail Line Tunnel 
Rehabilitation Project, Port of 
Coos Bay, Lane, Douglas and 
Coos counties, Ore., $11 million

• Strander Boulevard Exten-
sion and Grade Separation Phase 
3,  Tukwila,  Washington,  $5 
million.
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18 transportation infrastructure projects win grants

ALBANY, N.Y. — Municipali-
ties in New York State are being of-
fered $3 million in rebates if they 
purchase or lease zero-emission 
vehicles such as electric and hydro-
gen vehicles. 

The rebates will be provided 
through a record $300 million En-
vironmental Protection Fund in-
vestment in New York’s fiscal 2017 
state budget.

The funding will help New 

York meet its commitments under 
the Multi-State ZEV Memorandum 
of Understanding, which aims to 
put 3.3 million ZEVs on the roads 
in the participating states by 2025. 

The rebates will also advance 
the state’s goal to reduce green-
house gas emissions 40 percent by 
2030 under Gov. Andrew M. Cuo-
mo’s Reforming the Energy Vision 
strategy.

“New York is a leader in the 

f ight to reduce greenhouse gas 
emissions and combat climate 
change,” Cuomo said. “This fund-
ing will help reduce our carbon 
footprint by creating climate-resil-
ient communities and is another 
step toward a cleaner, greener and 
more sustainable New York for all.”

Under the program, adminis-
tered by the state Department of 
Environmental Conservation, mu-
nicipalities will be eligible for re-

imbursement of up $5,000 per ve-
hicle for purchasing or leasing 
eligible clean vehicles and up to 
$250,000 per facility for installa-
tion of eligible electric vehicle sup-
ply equipment or hydrogen fuel cell 
infrastructure.

DEC will accept applications 
for rebates on a first-come, first-
served basis through March 31, 
2017, or until the funds are 
exhausted.

A total of up to $750,000 will 
be available for clean vehicle re-
bates. Municipalities that pur-
chase a new clean vehicle on or 
after April 1, 2016, are eligible for 
the rebate.

Rebates of $2,500 are avail-
able for vehicles with a 10- to 50-
mile electric range. Rebates of 
$5,000 are available for vehicles 
with an electric range greater than 
50 miles.

New York cities offered zero-emission vehicle grants
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CHICAGO — Party bus driv-
ers will soon be held responsible 
for the behavior of their rowdy and 
inebriated patrons.

The Chicago City Council is 
cracking down on party buses in 
response to complaints by down-
town residents that buses are drop-
ping drunken passengers at bars 
and nightclubs so they can drink 
even more.

The crackdown requires drivers 
of the vehicles to take corrective 
action that ranges from evicting 
inebriated offenders to terminating 
the trip and returning all passengers 
to the point of origin.

During a committee hearing on 

the issue, Chicago city alderman 
Brendan Reilly described an inci-
dent over Labor Day weekend to 
justify holding party bus drivers, 
and ultimately company owners, 
responsible for the behavior of 
their customers.

“Two trolleys were side by side 
in the lane of traffic and the guests 
on each trolley were taunting each 
other and yelling at each other and 
threatening one another and ulti-
mately, a firearm was discharged,” 
Reilly said. 

“The police were very respon-
sive and they managed it. But they 
also had to deal with 80 very drunk 
trolley passengers. These trolleys, 

at a certain point, might literally 
turn into a rolling tinderbox full of 
inebriated individuals who are 
then delivered to the doorstep of 
bars and nightclubs.

“The people are already inebri-
ated and over-served. This be-
comes an issue not only for the 
venue’s security team but ulti-
mately the Chicago Police Depart-
ment,” he said.

Reilly called party buses a 
“major drain” on already strained 
police resources. He noted that the 
crackdown was inspired by the 
“grave concerns” expressed by po-
lice commanders. 

“There was a total lack of ac-

countability when it came to the 
driver managing his or her vehicle. 
A lot of shrugs and ‘Not my prob-
lem’ when confronted by officers 
about the condition of their 
guests,” Reilly said. 

The ordinance approved by the 
committee would prohibit charter/
sightseeing passengers under the 
age of 21 from consuming or pos-
sessing alcohol. Passengers would 
also be prohibited from engaging 
in disorderly conduct, possessing 
drug paraphernalia, discharging a 
weapon, hurling projectiles from 
the vehicle, committing indecent 
exposure, littering and unlawfully 
possessing or using marijuana.

If passengers commit any of 
those acts, the driver would be re-
quired to take “corrective action,” 
defined as demanding that the pas-
senger refrain from that behavior 
or leave the vehicle.

“If the recipient…does not 
comply with the demand, ‘correc-
tive action’ means to promptly ter-
minate the charter/sightseeing ser-
vice and return any passengers to 
the point of origin or make a 
prompt report of the unlawful 
act(s) to the Chicago Police De-
partment,” the ordinance states.

The ordinance would hold the 
owner of the sightseeing company 
responsible for driver violations.

Chicago cracking down on party buses, drunken riders

HARRISBURG, Pa. — Money 
from increased fees and gas taxes 
that drivers have been paying since 
2013 on the promise to fix Penn-
sylvania’s crumbling roads and 
bridges is increasingly being di-
verted to support the state police, 
the Pittsburgh Tribune-Review 
reports.

Government officials, legisla-
tors and construction industry 
members said the practice needs to 
stop, especially as the nation’s 

highest gas tax — ushered in by the 
2013 transportation funding over-
haul known as Act 89 — generates 
billions in new revenue for roads. 

Pennsylvania’s unfunded trans-
portation needs outweigh expect-
ed 12-year revenue by about $6 
billion, and that number will only 
grow if state police continue to re-
ceive money that would otherwise 
be spent on maintenance and in-
frastructure projects, PennDOT 
Secretary Leslie Richards said.

“What’s at stake is the actual 
promise of delivering on Act 89, 
which obviously is huge,” she 
said. 

But a better way to properly 
fund infrastructure improvements 
and public safety services eludes 
policymakers. The 2016-17 fiscal 
code lawmakers passed and Gov. 
Tom Wolf signed seeks to reduce 
the state police’s allotment from 
the Motor License Fund over sev-
eral budget cycles. 

But lawmakers and state offi-
cials have yet to come up with an 
alternative funding source for the 
nation’s 10th-largest police agen-
cy. The agency covers more than 
36,000 square miles, including 
nearly 1,300 municipalities that 
rely solely on state police for law-
enforcement coverage, and anoth-
er 400 that rely on it part time. 

“Working together we can 
come up with a solution,” Wolf 
spokesman Jeffrey Sheridan said. 

“What that solution is, I don’t 
know at this time.” 

Pennsylvania’s $6.5 billion 
Motor License Fund captures gas-
oline taxes, vehicle registration 
and licensing fees and other reve-
nue. It gets the new revenue gener-
ated by Act 89’s taxes and fee in-
creases — a funding stream 
expected to total at least $2.3 bil-
lion annually for transportation in-
frastructure projects by fiscal year 
2017-18.

Pennsylvania road funds being diverted to state police
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By Shawn Langlois
MarketWatch

When the self-driving-car rev-
olution f irmly takes hold, there 
will be carnage, according to Wolf 
Richter of the Wolf Street blog. 
Not the car-crash kind — though 
that is a prevalent fear — but on 
the employment front.

“The magnitude of this prob-
lem is breathtaking,” he wrote. Cit-
ing government figures, he says 
that 4.1 million jobs are at risk, in-
cluding chauffeurs and drivers of 
t rucks,  cabs  and r ide-share 
vehicles.

“These people can’t easily 
switch to writing software. There’s 
no room for them in manufactur-
ing. Even the fast-food sector is 
getting automated, as are many 
other jobs, including writing sto-
ries for the major wire and news 
services,” Richter said. 

“It all might be happening fast-
er than society is prepared to deal 
with it. And we’re not even talking 
about it.”

The potential savings will out-
weigh the human cost, as compa-
nies fight for profit margins, he 
explained. Drivers are one of the 
biggest expenses for transportation 

companies. And they have to sleep 
and take vacation. Not so their au-
tonomous replacements.

But Uber, a company expected 
to benefit from the advancements 
in a big way, said recently that it 
wouldn’t be phasing out drivers 
entirely. 

“We believe ride-sharing will 
be a mix — with services provided 
by both drivers and self-driving 
Ubers,” according to the Uber 
blog.

Nevertheless, it’s clearly a con-
cern of Uber drivers, who aren’t 
exactly thrilled about the notion of 
losing their jobs to some software. 

“We don’t expect Uber to move 
to driverless cars in New York City 
anytime soon, but they can expect 
we would launch an aggressive 
campaign, the likes of which they 
have yet to see, to halt such a 
move,” Jim Conigliaro Jr., founder 
of the Independent Drivers Guild, 
which represents 35,000 Uber 
drivers in the New York City area, 
said in an email. 

Uber started its self-driving 
pilot program in Pittsburgh recent-
ly, outfitting Ford Fusions for its 
“most loyal” users when they re-
quest an UberX ride. The car 
comes with a human sitting in the 

front seat to take over if something 
goes wrong.

Still, the naysayers — and 
there are plenty — just aren’t buy-
ing it. 

“Right now it is ALL HYPE 
and false hope to raise funds, bil-
lions and billions of funds,” writes 
one of the blog’s commenters, 
echoing a popular refrain.

But Richter stood by his stance. 
“There will be delays, set-

backs, and gruesome accidents,” 
Richter wrote. “Some people will 
call for putting an end to this. And 
others will refuse to get into those 
cars. But this is happening.”
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ISSUE NO. 317

Self-driving cars could result in millions of job losses

By Carl Morgan
Tigerbay

It is often the case today that a 
tour operator with fewer than 10 
people feels like it simply does not 
have the capacity to hire someone 
to manage its technology system.

The truth of it is there is an “all 
hands on deck” need for the entire 
team to be focused on selling prod-
uct and senior players don’t see, or 
have the time to explore, the value 
in hiring someone based on their 
technical skills.

I am concerned that this is not 
only an outdated approach, but 
also a costly mistake, and one that 
will become more so as other trav-
el players and new kids on the 
block do make investments in 
tech-savvy teams.

Fresh thinking is needed when 
hiring new talent in 2016 and be-
yond.  If high-performing websites 
and apps are crucial to the success 
of a business, then how can it af-

ford not to embrace those people 
who best understand how to make 
the most of the technology?

In an age when a niche opera-
tor’s website and digital presence 
has to be at least as good as the 
biggest tour operator — easy to 
find, visually impactful, simple to 
navigate and to make bookings on 
— it has to stay a step ahead of the 
pack.

Literacy is crucial
“Digital literacy” (Internet- 

enabled device knowledge) and 
“technology literacy” (how to 
work with suppliers of technology) 
are crucial. Understanding the dig-
ital universe, keeping up with au-
dience browsing and buying 
trends, following Google and SEO 
changes, design aesthetic and 
more are key.

Therefore, hiring someone 
with “literacy” is every bit as im-
portant as hiring for his or her tour 
operator know-how.

Smaller businesses can no lon-
ger afford to think that by out-
sourcing their technology they 
don’t have to worry about its up-
keep. They need to think more 
broadly about the sort of person 
they are looking to hire; someone 
who, on the one hand, is tech savvy 
and understands how tour operator 
product sells online but, on the 
other hand, also understands the 
tour operating business and its 
traditions.

There is no doubt that this is a 
new breed of employee; a person 
who has not traditionally been 
seen to fit into the tour operator 
mold. Quite often they are more 
expensive to employ.

However, tour operators need 
to seek out these hybrid team 
players if they are going to em-
brace and maximize the benefits 
tech suppliers offer.  They need to 
understand that just because 
someone is not necessarily a natu-
ral fit doesn’t mean they are not 

the right fit.
I think tour operators should 

be going out of their way to find 
individuals they might not nor-
mally consider, individuals who 
are far more at home behind a 
screen than they are in front of a 
customer, who understand user 
acceptance testing, apps and even 
gamification.

Adding revenue
Because when they do they 

will reap financial reward. Hiring 
these people is not just about look-
ing after technology, it is about 
adding significant sales and sig-
nif icant  revenue oppor tuni-
ties. And these benef its come 
without any real change to a tour 
operator’s business other than 
using its technology platform more 
smartly and more to the benefit of 
the business.

I estimate that a small tour op-
erator needs to spend, at a mini-
mum, 10 percent of its time on 

managing its tech strategy — 
pushing it harder, selling via mo-
bile and apps —each week. It 
should be time dedicated to tech-
nology by people who totally un-
derstand what they are doing.

Very few small operators are 
doing that at the moment. This is a 
shame.

I have personal evidence that 
businesses that do manage and 
push their technology see real con-
versions in sales and efficiencies 
that easily realize an increase in 
revenue of 35 percent.

So, just imagine how quickly 
niche players could f ind them-
selves ahead of the pack if they 
were to be more tech-minded in 
their hiring. That could be the dif-
ference between surviving or not, 
and in an increasingly competi-
tive market, I think that is a pretty 
compelling reason to look outside 
the norm.

This article first appeared on 
Tnooz.com.

Hiring tech-savvy employees can boost your bottom line
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2016 Safety Management Seminar 
Essential Topics.  Crit ical Information.  Invaluable Knowledge. 

 
The Safety Management Seminar features "how-to" applications of risk management to show you how to eliminate as much risk 
as possible. This must-attend event is for anyone who manages safety and compliance for motorcoach fleet operations. Topics 
will be focused on the industry's most pressing needs and provide take-away information that attendees can put into practice 
ASAP. The seminar also includes updates and forecasts from FMCSA, TSA, NHTSA, and NTSB. 

 Space is limited to 130 attendees—please register early! 
Platinum Sponsor: 

Wednesday, December 7, 2016 
8:00AM Shuttle Departs Hotel for NTSB Shuttles provided by: First Priority Trailways 

*8:30AM  – 9:00AM Welcome & Introductions 

9:00AM  – 10:00AM Preventing Passenger & Assistance-Related Injuries 

10:00AM – 10:15AM Networking Break  
Break sponsored by:  
 

   
10:15AM  – 11:15AM FMCSA Update 

11:15AM  – 12:00PM Back to Basics: Applications & Driving Histories 

12:00PM  – 1:00PM Lunch 
Lunch sponsored by:    

1:00PM   – 1:45PM Recognizing Modern Drug Abuse 

1:45PM  – 2:45PM Breakout Group Discussions (8 Groups) 

2:25PM  – 3:20PM Knowledge and Solution Sharing 

3:20PM  – 3:30PM Break 

3:30PM  - 4:30PM TWA Flight 800 Presentation (Optional) 

3:30PM  - 4:30PM ELDs:  The Enforcement Perspective 
 

4:30PM Shuttle Departs NTSB for Hotel 

Dinner on Your Own 

 
Thursday, December 8, 2016 
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10:00AM   – 11:00AM NSTB Update  
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2:45PM   – 3:20PM Shuttle Leaves for Hotel & Dulles International Airport 
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2016 Safety Management Seminar Registration Form 
  REGISTER EARLY! Space is limited to the first 130 registrants. 

PLEASE PRINT CLEARLY.       
 
First Name:  LAST Name:   

 
E-mail:   

 

Company Name:   
 

Mailing Address:   
 

City:  State:  Zip:   
 

Phone:  Fax:    
 

What type of vehicles does your company operate?  Motorcoach  School Bus  Low Floor (Transit Style)  Minibus  

Other:     
 

Please indicate any dietary considerations for lunch:  Vegetarian  Gluten free  Other      
 

Please indicate any special needs:    
 

UMA Safety Management Seminar 

Dates:    December 7-8, 2016    Location:  NSTB Training Center 
 

Registration Fees:  UMA Members -  $295.00 

Per person  Non-UMA Members  - $445.00   (Not a member? Visit www.uma.org to join and start saving today!) 

 
Cancellation Policy:  There is a $50 processing fee for all cancellations. This fee is assessed on a per person basis. 
There is no refund after November 25, 2016. All refund requests are at the discretion of UMA management. 

 
REGISTER EARLY! Space is limited to the first 130 registrants. 

 

REGISTER EARLY! Space is limited to the first 130 registrants. 
 

Make Checks payable to: United Motorcoach Association Fax Credit Card Payments to: 703.838.2950  

Mail all others to: United Motorcoach Association, 113 S.West St., 4th Floor, Alexandria, VA 22314-2824      

Comments? Questions?  Call 800.424.8262 or e-mail us at info@uma.org 

You can also register 
online at 
www.uma.org! 

  

Payment Information: 

Amount Due:   
 

 Check: Credit Card:  Visa MasterCard  American Express 

Card Number:  Expiration Date:   

Cardholder’s Name:      



 

 

Hotel and Travel Information 
The NTSB Training Center is conveniently located minutes from Dulles International Airport. 
UMA has reserved the Hampton Inn Dulles Cascades hotel located at 46331 McClellan Way, 
Sterling, Virginia 20165. 

The Hampton Inn Dulles Cascades offers: 
• Complimentary shuttle service to and from Dulles International Airport (upon request) 
• Complimentary breakfast 
• Complimentary high speed internet access 
• Complimentary parking 
• In walking distance to many local eateries 

 
 

Hotel rate for UMA seminar attendees is $104/night. Reservations can be made by calling the 
hotel directly at 703.450.9595 - you must ask for the United Motorcoach Association Block or 
you can visit www.uma.org to make your reservation online. You must make your reservations 
by Monday, November 28 to get the discounted attendee rate, but please make your 
reservation early to ensure rooms do not sell out. 

 

Shuttle service to and from the NTSB Training Center will be provided each day.  Transportation to 
Dulles International Airport will be provided on Thursday afternoon. 

 

Presented by United Motorcoach Association and Bus & Motorcoach Academy, in cooperation 
with Daecher Consulting Group and the National Transportation Safety Board Training Center. 

 

   

  Thank you to our sponsors for their generous support!  
 

platinum Sponsor 

Lunch Sponsor Networking Break Sponsor Networking Break Sponsor 

Shuttles 

First Priority Trailways, District Heights, MD 
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Here are just a few of the benefits Protective offers:

• Outstanding cash flow payment options

• Superior claims service

• Ability to package all lines of coverage, including auto liability, general liability, 

   physical damage and workers’ compensation

• Dedicated Loss Prevention & Safety Services Team that specializes in the transportation industry

COVERAGE THAT REVOLVES AROUND   YOU

PUBLIC TRANSPORTATION

p r o t e c t i v e i n s u r a n c e . c o m

Protective Insurance Company, rated A+ (Superior) by A.M. Best, has been providing specialized 

insurance policies to the transportation industry since 1950. Our hands-on approach to insurance 

allows us to understand the needs of our customers and form long-standing partnerships. We have 

a strong safety culture, a tenured Claims Department and superior customer service standards.

FOR COVERAGE THAT REVOLVES AROUND YOU, contact us at (800) 644-5501 or ptsales@protectiveinsurance.com.
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By Dave Millhouser

I found him. 
Assuming you memorize these 

columns, you’ll remember good old 
No. 473. 

Government statistics claimed 
that regulatory enforcement had the-
oretically saved 472 lives, and I won-
dered about the fate of No. 473. 

Now we know. He apparently 
was killed in a car accident. Despite 
the fact that automobile fatality sta-
tistics have remained relatively sta-
ble in recent years, it’s still far more 
dangerous to travel by car than by 
bus. 

The August 15 issue of Bus & 
Motorcoach News pointed out that 
United Motorcoach Association 
members reported increased busi-
ness, with improved revenues and 
profits. 

Great news. What could go 
wrong?

One industry executive pointed 
out that, “With all the regulations 
imposed on us, when you compare 
2010 with 2014 you f ind 4,000 
fewer coaches, 300 fewer operators 
and a 150 million fewer passenger 
trips since 2007, when the industry 
was comparable to the airlines in 
passenger travel.”

This may not be entirely the re-

sult of regulatory zeal, but then 
again, the government insists that 
the economy has been steadily 
improving. 

Think about it — 4,000 fewer 
buses. How did 150 million people 
get where they were going? Some 
simply didn’t travel. A few flew, one 
unfortunate took Amtrak, but the 
rest traveled by automobile.

Likely that’s where No. 473 met 
his demise. Feel free to question my 
mathematical reasoning, but it’s 
probably more reliable than the ra-
tionale that arrived at 472 lives saved 
by regulations.

There is an old saying that “the 
surgery was successful, but the pa-
tient died.” A case can be made that 
the added burden regulations im-
posed didn’t prevent deaths, it just 
transferred them to someone else’s 
turf.

While surviving operators are 
doing well for now, the industry is 
shrinking, and we need to give seri-
ous thought to how to reverse that. 
Think about it: population continues 
to grow, while we slowly shrivel.

If you’re reading this, your reac-
tion may be bland. After all, you are 
(so far) one of the survivors. The bur-
den of regulatory overreach is an irri-
tant to large carriers, but they’re smart 
enough to know that it’s slowly over-

whelming their smaller competitors. 
According to one observer, 

“Right now, many operators are hav-
ing record revenue years but the in-
dustry is in free fall all around them 
and they either do not know it or 
don’t care.”

A case can be made that minority 
owned companies are being impacted 
in greater proportion than is fair. This 
is in part due to the fact that they are 
often newer, and smaller, than their 
competitors.

Regulators are unwitting part-
ners in eliminating competition. 
Since many larger companies are 
unionized, behind the scenes there is 
also a political dimension that is 
rarely discussed. 

The same gentleman suggested 
that operators visualize our industry 
in three, five and 10 years, and com-
municate that vision to their associa-
tion leadership. 

State and national organizations 
view the current situation as good. 
After all, their members are thriving. 

They may be wrong.
Reductio ad absurdum would 

imply that eventually we will shrink 
to a single bus line that is quite prof-
itable. Good for them, bad for the 
rest of us, and the traveling public.

If you are currently doing OK 
and are tempted to enjoy the ride 

(pun intended), consider the transit 
industry. 

After WWII most city transit 
was privately operated. Many things 
collaborated in the private sector’s 
demise, but one was that operators 
were seduced into getting in bed 
with government. 

Ask yourself how many private 
transit operators remain (and how 
they are treated).

Local and national associations 
spend a lot of time trying to repair 
things by responding to perceived 
threats.

But are we like coach operators 
who are constantly repairing break-
downs when they should be doing 
preventative maintenance?

I’m not sure what that would 
look like, but I can see a few places 
where we’ve stumbled and perhaps 
could learn from.

Our industry, which legitimately 
claims to be the safest mode of travel 
on Earth, long ignored pleas by the 
public for improvements that would 
make us even safer. 

Instead of grunting “compart-
mentalization” every time they 
yelled “seatbelts,” we should have 
been testing ways to improve the 
safety in crashes and arriving at con-
sidered, rather than emotional, fixes.

We have more to lose than face-

less bureaucrats 
and should be in 
the forefront of 
visibly pushing 
for practical inno-
vation and creat-
ing a simpler, fair-
e r  a n d  m o r e 
efficient regulato-
ry environment.

O p e r a t o r s 
should be acting in tandem with sup-
pliers (who are hurt most by a 
shrinking industry). Early on the 
scuba industry recognized that if it 
didn’t actively regulate itself, the 
government would do it in the form 
of ham-handed rules that would sti-
fle the industry’s growth. 

It worked and they created a safe 
spo r t  w i th  min ima l  ou t s i de 
interference.  

Our industry has actual experi-
ence, and skin in the game. We should 
be proposing, not reacting. We should 
be bragging about our safety record, 
not defending it, and visibly pursuing 
new standards that promote safety 
rather than paperwork.

We owe it to the memory of poor 
No. 473.

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

Maybe we could have saved the life of poor No. 473

Dave Millhouser
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By Christian Riddell
Motorcoach Marketing Council

I t  has been 
said that to edu-
cate is easy, but 
to actually imple-
ment change is 
quite a bit more 
difficult. 

For the past 
three years I have 
been attending 

local, regional and national asso-
ciation meetings, teaching classes 
on the importance of marketing, 
especially marketing within the 
motorcoach industry.

Teaching is easy. You stand in 
front of a room and deliver a mes-
sage that is relevant to the audi-
ence. I have always tried to make 
the message timely and entertain-
ing, while also emphasizing the 
sore spots most operators know 
they need to be doing better at. 

But the Motorcoach Marketing 
Council is not just about educa-
tion. Truth is, it’s about trying to 
change cultural norms in this 
industry. 

And, as anyone knows who has 

ever tried to change culture, that is 
one of the biggest challenges any 
organization faces. 

So what are the cultural norms 
that we are trying to shift? 

A focus on marketing
The first thing to know is that 

most businesses are confused 
about the difference between sales 
and marketing, and that isn’t just 
confined to our industry. Sales, in 
any industry, is about responding 
to, or selling to, existing demand. 

Marketing, on the other hand, 
is about creating new demand for 
your product or service.

As many of you who have 
heard me speak can attest, I try to 
shine a light on the fact that, as an 
industry, we have a few fundamen-
tal issues we need to address. One 
of  those is  demand for  our 
product. 

While there are segments of 
our industry that remain strong, 
there are an alarming number that 
are shrinking. 

Let’s look at the senior market 
as an example. As a generation of 
people who were accustomed to 
using our services for vacations, 

outings and other events are aging 
out as consumers, we are not re-
placing them at a corresponding 
rate. 

I talk to a lot of operators who 
say things like, “We don’t need to 
increase demand; we are so busy 
dealing with existing demand.” 

The reality, however, is that 
when that coin flips and there is 
not enough existing demand to fill 
up the dispatch sheets, it will be 
too late to begin to think about 
building demand. 

Sales vs. taking orders
Most of you probably know 

that I started my career in this in-
dustry as a salesperson for a mo-
torcoach company. What that real-
ly meant was that I was responsible 
for drivers, dispatch, manager-on-
duty shifts, driving, cleaning 
buses, dumping toilets and any-
thing else that needed to be done. 

Oh, and answering the phone as 
well as trying to do outside sales in 
all my spare time. 

When I ask a room full of op-
erators how many of their compa-
nies have sales or marketing staff, 
almost every hand will go up. 
When I get a bit more specific by 
asking how many of those people 
are ONLY responsible for sales or 
marketing, and don’t take inbound 
calls or have any other role in the 
company other than sales, fewer, if 
any, hands go back up. 

We suffer, as an industry, from 
a belief that sales is about answer-
ing the phone and sending out 
quotes. A true salesperson is re-
sponsible for the growth of an or-
ganization, working hand-in-hand 
with marketing to strategically 
grow a company. 

If we seem to have a recurring 
hole in our dispatch sheets, they go 
and fill it up. If we have a certain 
type of equipment that is sitting, 
they get it rolling. If we have a 
type of business that is more prof-
itable than others, they go and get 
more of it. 

Sales is about being proactive, 
not simply reactive. 

A culture of follow-through
I recently did a survey at a 

meeting that shed some light on 
the issues around our follow-
through and close rates as an in-
dustry. The numbers showed that 
most of the companies were clos-
ing somewhere south of 50 percent 
of their quotes, and many were 
closing less than 30 percent.

In a competitive market, this 
may seem easy to explain: “They 
got a cheaper price from another 
provider and went with them.” 

The reality is actually a bit 
more sinister. 

Another question we asked 
about was follow-up. Let me just 
say that, if you have a knot in your 
stomach right now, you are not 
alone. Nearly all of the companies 
we spoke to failed to follow up 
with the quotes that had not been 
booked, and only a tiny percentage 
had even asked for the booking. 

This issue is about as distilled 
as it could possibly be. These are 
people who have a transportation 
need; they know enough to ask 
about your services, and they will, 
in most cases, eventually book 
with someone.   

Christian Riddell

Mission possible: helping operators sell more charters
Marketing Minute

I t ’s  t h e  Smar t  Move

“Exceptional 

Value 

on Executive 

Class Vehicles”
2004-2011 Setra S417

56 Passenger, Leatherette Seats,
DVD, Low Miles- Detroit/Allison

15 
Available

2012-2013 Setra S407
56 Passenger, Leatherette Seats,
DVD, Low Miles- Detroit/Allison

5 
Available

2013 Volvo 9700
54 Passenger, ADA Equipped

Volvo D13 – Low Miles

Pier 50 San Francisco, CA 94158
415-595-8164 * JasonR@BauersIT.com
www.BauersCertifi edPre-Owned.com

 Financing Available: OAC
415-274-2995

Certifi ed Pre-Owned Selection

2 
Available

794366_Bauers.indd   1 2/12/16   5:18 AM
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To think that we are closing 
less than half of these people 
should be a top-of-the-list priority 
for any organization. 

Commoditization of our services
When you book an airline tick-

et, how do you do it? If you are like 
most people, you hit up a service 
like Hotwire or Travelocity. You 
type in your dates and details, push 
the button, and the magical Inter-
net fairies scurry around and come 
back with a page of the options 
listed neatly in order of price. 

United, Delta, American, Jet 
Blue, Southwest … all the big 
players are there. Now, think about 
the last time you booked. Did you 
give any consideration to whether 
one airline was more concerned 
about your safety than the others? 
Did you think about their pilot 
training or how their flight atten-
dants dressed? 

If you are like most people, 
you didn’t. You believe that be-
cause they are operating under 
government regulations that keep 
them doing what they need to be 
doing, you’ll be safe on any one of 
them. So, you picked one that 
seemed to work well for your 

schedule and budget, and you 
clicked the button to book it.

I can only imagine that while 
this is certainly the reality of how 
you and I buy airline tickets, there 
is a marketing team, somewhere, 
working for one of these airlines, 
trying to figure out how to show 
that they are more invested in our 
safety than their competition. 

They are spending big money 
to try to help us see that differenc-
es exist and that those differences 
should matter to us as consumers. 

As we sit in meetings, there is 
no doubt that, while that level of 
industry-wide safety and “stan-
dardization” may indeed exist in 
the airline industry, it is not the 
same here. 

We all know of operators who 
are cutting corners (or worse), and 
we know that the investments in 
our own businesses, equipment, 
drivers and safety put us head-and-
shoulders above our competitors. 

But do our customers know 
that? Do they know that choosing 
an operator who is not doing what 
we are doing is about their safety? 
Do they know that just because an 
operator says it will take the job at 
half our rate it doesn’t mean they 
actually got a good deal? Do they 
understand the difference between 
a modern fleet and an aging, tired, 

worn-out bunch of buses? Do they 
know that the way we train our 
drivers matters and that often a 
good driver can make or break a 
trip? 

The truth is, in most cases they 
don’t, but they should. 

The mission
As a nonprofit organization 

with a total budget of around 
$150,000, we have set the bar high 
with our goals. Our mission is to 
help operators sell more charters, 
to more people, for more money. 

This mission requires more 
than just tools or training; it re-
quires us to help change a culture. 
This particular culture has been 
doing quite well by employing 
salespeople who are also drivers, 
spending a statistically minuscule 
amount of their annual budget on 
increasing the demand for their 
service, sending out quotes with 
very little follow-up, and spending 
a great deal of time competing on 
price. 

Culture is a difficult thing to 
change, but we are starting to see 
the needle shift. More and more 
companies are talking about what 
they need to do differently. They 
are realizing that while change like 
this is not easy, it is necessary to 
ensure a healthy tomorrow. 

And yes, there are those who 
are starting to use the tools, ideas 
and principles that the council has 
been developing. Consequently, 
they are beginning to see real, 
measurable  change in  their 
businesses. 

Do we believe that the phones 
will stop ringing tomorrow? No, 
most certainly not.

We believe that right now rep-
resents a critical moment in the 
history of the motorcoach indus-
try, one that will separate those 
who are willing and able to change 
from those who are not. 

We believe that the opportunity 
to prepare for a future of motor-
coach travel that looks different 
than it does today is now. Perhaps 
Bobby Unser, the famous racecar 
driver, said it best: “Success is 
where preparation and opportunity 
meet.”

The future is bright for this in-
dustry, particularly for those who 
take steps to “future-proof ” their 
businesses. Those who make the 
necessary changes today will in-
deed sell more charters, to more 
p e o p l e ,  f o r  m o r e  m o n e y, 
tomorrow. 

For more information about the 
Motorcoach Marketing Council 
and its programs, go to www.mo-
torcoachmarketing.org.
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Hampton Transportation Ventures, Inc.
Schoolman Transportation System, Inc.

GREENBELT, Md. — Law en-
forcement agencies throughout 
North America will engage in 
heightened traffic-safety enforce-
ment and education during the 
week of Oct. 16-22.

The Commercial Vehicle Safety 
Alliance’s annual Operation Safe 
Driver Week will focus on combat-
ing unsafe driving behaviors by 
commercial motor vehicle and pas-
senger-vehicle (car) drivers.

Unsafe driver behaviors con-
tinue to be the leading cause of 
crashes. The Federal Motor Carri-
er Safety Administration’s “Large 
Truck Crash Causation Study” 
cites driver behavior as the critical 
reason for more than 88 percent of 
large truck crashes and 93 percent 
of passenger-vehicle crashes.

CVSA’s Operation Safe Driver 
program was created to help re-
duce the number of crashes, deaths 
and injuries involving large trucks, 
buses and cars due to unsafe driv-
ing behaviors. 

To find out about Operation 
Safe Driver Week enforcement 
events, visit http://cvsa.org/contact- 
page /con tac t s / law-en force - 
ment-lead-agency-contacts.

Operation Safe Driver
Week Oct. 16 to 22

Marketing Minute
CONTINUED FROM PAGE 14
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• Private operators purchased 
the largest number of new coaches 
— 989 — while 241were bought 
by public-transit agencies.

Missing from the ABA Foun-
dation report are sales of Temsa 
and Caio coaches.

Sales of new smaller coaches 

— those between 30 and 40 feet 
long — have risen significantly 
this year, possibly reflecting the 
increased popularity of smaller 
specialty tours. 

Sales of smaller coaches to-
taled 157, up from only 23 during 
the first six months of 2015.

“The increase in sales of small-
er vehicles points to a shift the in-
dustry has experienced over the 

past few years as tours have be-
come more specialized, catering to 
smaller groups with more custom-
ized agendas,” said ABA President 
and CEO Peter Pantuso. 

Adapting to trends
“The great thing about the mo-

torcoach industry is that we can 
quickly adapt to trends and get to 
where the people are and get them 

where they want to be,” he said.
Cummins continued to be the 

dominant engine in new motor-
coaches and buses delivered dur-
ing the first six months of 2016, 
going into 601 new models sold by 
MCI and ABC/Van Hool.

By comparison, 385 Prevost 
and Volvo coaches were delivered 
with Volvo engines, which are only 
available in those brands. Detroit 

and Mercedes engines, which are 
essentially power-plant twins, 
went into 261 new MCI, Setra and 
Van Hool coaches.

Allison continued to be the 
dominant transmission.

All of the new buses sold dur-
ing the first six months of 2016 
had Allison transmissions except 
for nine with ZF and six with 
Volvo transmissions.

New coach sales
CONTINUED FROM PAGE 1

of the crash, said many churches 
in southeastern states have pur-
chased buses and motorcoaches. 

His association is concerned 
that many churches are operating 
older vehicles that are not properly 
maintained and may be riding on 
tires not intended for highway use. 

In addition, he questions the 
licensure and training of church 
drivers, who often volunteer.

WBTV attempted to deter-
mine how the team arranged for 
the charter by calling the church’s 
pastor, Keith Taylor, to ask if the 
church had been paid for the bus 
service or if someone else could 
have been operating the bus with-
out the church’s knowledge. Taylor 
said he was not making any state-
ments and hung up.

The crash killed the driver (a 
member of the church), two col-
lege students and an 8-year-old 
boy who was the son of a coach. 
The other 42 passengers were 
taken to hospitals, at least four of 
t h e m  a d m i t t e d  i n  s e r i o u s 
condition.

“Out of nowhere the tire 
popped and the bus driver couldn’t 
control it. He tried his best but he 
just couldn’t,” Raqwon Corbitt-
Washington, an injured passenger, 
told WRAL-TV in Raleigh, N.C.

The driver’s sister told the tele-
vision reporter, “He just loved help-
ing anybody. He hadn’t been driving 
long but anytime anybody called for 
him to drive he would do it.”

The motorcoach, purchased by 
the church two years ago, had 
passed its last required annual 
state inspection and was licensed 
for  in ters ta te  t r ips ,  WRAL 

reported.
However, “If the team was 

paying the church, (that) would 
make it a for-hire bus subject to 
commercial rules and inspec-
tions,” reported Time Warner 
Cable News in Charlotte. “The 
church isn’t licensed for that with 
the U.S. Department of Transpor-
tation and experts say any kind of 
chartering, particularly across 
state lines, automatically increases 
the church’s insurance liability by 
millions of dollars.”

The area’s media said church 
off icials declined to talk with 
them and directed questions to its 
agent at Southern Mutual Church 
Insurance.

The church is classified as a 
“private passenger non-business” 
carrier on its “company snapshot” 
on the Federal Motor Carrier Safe-
ty Administration website. The 

page indicates no vehicle or driver 
inspections have been conducted 
in the past 24 months. The church’s 
“licensing and insurance public” 
listing shows “No record found.”

The National Transportation 
Safety Board said it has launched 
an investigation into the accident.

“A lot of churches are buying 
their own equipment, thinking 
they are saving a lot of money,” 
said Garrett, vice president of 
Sunshine Travel & Express in 
Lancaster, S.C.

“Some of them don’t really 
need a bus — they like to see their 
name riding down the road.” 

Garrett and his wife, Shirley, 
started their company in 1999 to 
support her travel business and 
own five motorcoaches.

“Churches are listed as not-
for-hire carriers so they are not 
being inspected, but they are 

charging people to ride their 
buses,” he said. “A lot of churches 
don’t have people with the knowl-
edge to keep that equipment up. 

“I don’t blame them for trying 
to save money, but when they need 
a tire they buy one in the size they 
need and don’t realize the cheap-
est tire is not rated to go over 55 
mph. The last two fatal motor-
coach accidents in our area in-
volved church buses that had tire 
failures.”

A tire intended for a trash 
truck running city routes also fits 
a motorcoach wheel, he said. “You 
can’t expect that tire to run down 
the highway at 70.”

The quality of church buses 
ranges from brand new to one step 
from salvage, Garrett said. 

“Some of the megachurches 
are buying new coaches and those 

Church bus
CONTINUED FROM PAGE 1

the motorcoach — it is a big, com-
fortable vehicle.”

The proposed Minnesota law 
would have subjected motorcoach 
drivers to fines and court costs of 
up to $145 for each unbelted young 
passenger. Decades ago the state 
legislature passed a law that ex-
empted school bus drivers from 
such a mandate because it was con-
sidered unsafe for drivers to moni-
tor seatbelt compliance while they 
should be focused on safe vehicle 
operation. 

In lobbying against the appli-
cation of a seatbelt mandate to mo-
torcoaches, Thielen said, Minne-
sota operators found no other state 
that had passed or considered such 
a passenger compliance law. 

Remaining on the books is a 
Minnesota law mandating seatbelt 
usage by motorcoach passengers, 
he said.

“If law enforcement is so in-
clined, they can write a ticket to 
every passenger over 15 who isn’t 
wearing a seatbelt.”

He does not believe that is a 
workable approach to seatbelt 
compliance. 

“It is totally unrealistic. I hate 
to use the word harassment, but I 
don’t want buses to be pulled over 
to see if the passengers are wear-
ing seatbelts.”

Thielen believes safety brief-
ings will boost belt usage but thinks 
stricter federal regulations are in 
the motorcoach industry’s future. 

“The federal government has 
mandated that passengers in com-
mercial trucks need to be wearing 
a seatbelt. Sooner or later the feds 
are going to get around to mandat-
ing seatbelt usage if the bus is 
equipped.”

The Federal Motor Carrier 
Safety Administration rcently an-
nounced an amendment to its pre-
trip safety guidance recommend-
ing that the motorcoach industry 
encourage passengers to use lap/
shoulder seatbelts.

FMCSA stated in the notice 
that its safety belt action has been 
presented as a guidance “because 
of the operational variances in the 
industry, making it inappropriate 
to apply one basic regulatory ap-
proach universally.”

Therefore, “FMCSA decided to 
allow motorcoach companies the 
flexibility to conduct pre-trip safety 
briefings that are tailored to each 
individual company’s overall safety 
and operational procedures.”

The notification lists two new 
recommendations for pre-trip 
safety presentations or literature:

“Require all passenger motor 
carrier operators to (1) provide 
passengers with pre-trip safety in-
formation that includes, at a mini-
mum, a demonstration of the loca-

tion of all exits, explains how to 
operate the exits in an emergency, 
and emphasizes the importance of 
wearing seatbelts, if available; and 
(2) also place printed instructions 
in readily accessible locations for 
each passenger to help reinforce 
exit operation and seatbelt usage.”

The agency also encouraged 
operators to update their website 
guidance to include information 
on the mandated three-point re-
straints effective next month.

FMCSA’s amended pre-trip 
safety list now includes seven top-
ics – emergency exits, seatbelts, 
making emergency contacts by 
calling 911 on cellphones, follow-
ing driver directions, fire extin-
guishers, restroom emergency 
push button or switch, and avoid-
ing slips and falls.

The guidance presents several 
examples for methods of present-
ing safety information, such as 
distributing printed information 
during boarding, providing a driv-
er briefing or playing a recorded 
safety message over the motor-
coach audio or video system.

Presentation timing may vary 
according to the nature of the trip 
or service, the guidance adds.

“Demand-responsive motor-
coach operations, such as charters 
and tour services, should present 
the safety information to motor-
coach passengers after boarding 
and prior to movement of the mo-

torcoach. Fixed route motorcoach 
service operations should present 
the safety information at all major 
stops or terminals, after any new 
passengers have boarded and prior 
to movement of the motorcoach.”

Tallman said any educational or 
enforcement effort that encourages 
the use of seatbelts is a good idea.

“Each company should estab-
lish a policy requiring seatbelt 
usage by their drivers and strongly 
encourage passengers to partici-
pate,” he said. “Adding this mes-
sage to a pre-trip safety briefing 
could save lives.”

On the other hand, the safety 
benefits of mandatory belt installa-
tion and encouraging people to use 
them may be minimal, said Dennis 
Streif, vice president of Vandalia 
Bus Lines in Caseyville, Ill.  

“Perhaps they could improve 
safety in some isolated accidents 
such as a rollover, but most motor 
coach accidents are very minor,” 
Streif said.

Also, “very few” adult passen-
gers buckle up, he said. “It is dif-
ficult to enforce and monitor by 
just a driver. Adult groups travel-
ing in a charter bus will do what 
they care to do. A chartered motor-
coach is not like a scheduled air-
plane flight that has people to 
monitor belt use.”

The safety belt dilemma could 
be long-lived, said Alan Thrasher 
of Thrasher Brothers Trailways in 

Birmingham, Ala.
“Sure, they will improve safety 

if they are all worn during the 
 extremely unlikely event of a cata-
strophic crash. In any minor colli-
sion usually the compartment al-
ization concept continues to work 
just fine,” he said. “I might see 
three or four people wear them on 
a casino trip. I’m told that teachers 
will get little kids to wear them, 
but high school, college and adult 
travelers rarely, if ever, use them.”

Thrasher said he doubts that 
regulations are a workable solution 
for buckling seatbelts.

“Regulations do not improve 
safety – they are only effective if 
they succeed in changing attitudes 
and habits. How can any law en-
forcement agency monitor seatbelt 
use on a bus?”

He is concerned about poten-
tial repercussions following an ac-
cident involving unused seatbelts. 

“Could a bus company or driv-
er be held liable if a passenger 
chooses not to wear a belt? How 
much money will lawyers make 
debating this question for the next 
20 years? 

“Until we have laws and en-
forcement on par with the FAA 
and bus attendants to walk the 
aisle making sure everyone is 
buckled in under threat of arrest 
and removal, my belief is that they 
are too uncomfortable to wear for 
any long trip.”

Seatbelts
CONTINUED FROM PAGE 1
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evaluation of      Chart or      Tour

Call us today at 1-800-448-7001 or 
visit www.rbs2000.com to request an 

go go

go

    Tour: Our browser based tour 
management system designed 
speciically for the motorcoach 
industry. Manages reservations, 
itineraries, receivables, payables, 
produces management reports and 
escort, driver and customer documents escort, driver and customer documents 
for group and retail tours. Real time, fully 
integrated credit card processing is 
available using a secure and reliable 
gateway service. Accessible 
from any computer with internet 
access. Hosted at RBS secure data 
facility. RBS professional staff manages facility. RBS professional staff manages 
server hardware and software and 
performs all updates and daily backups.

New release coming soon! 
Visit www.rbs2000.com for the latest 
news, timeline, features, and more 
related to      Tour version 3.

www.rbs2000.com

go

go

go

    Chart: Features include customer
and contract management, vehicle 
inventory, scheduling and dispatch,
accounts receivables, and numerous
accounting and operations reports.
Additional modules include: Prophesy
Mileage and Routing,      Mileage and Routing,      Mile (IFTA 
reporting). Driver Duty (payroll and time 
management), Email, Advanced 
Accounting and Advance Dispatch 
management and reporting; and more!

Web Manager Module: Provides online 
credit card processing, integrated quote 
requests, online access to Drivers' requests, online access to Drivers' 
schedules and other custom      Chart 
data access via the web.

Data Backup and Recovery: Remote 
services includes daily, scheduled 
backup of RBS data iles over a secure 
connection.

go

Tour Management System
Tourgo

Charter Management System
Chartgo

Charter & Tour Software

RELATIONAL BUS SYSTEMS

WINNIPEG, Manitoba — 
New Flyer Industries, corporate 
parent of Motor Coach Industries, 
announced that its largest stock-
holder, Marcopolo S.A., had sold 
4.5 million shares of New Flyer.

The sale represented roughly 
7.4 percent of the issued and out-
standing common stock of New 
Flyer.

In a public disclosure, Brazil-
based Marcopolo said a secondary 
share sale was made through a 
block trade arranged by a syndi-
cate of underwriters led by CIBC 
Capital Markets. CIBC is an in-
vestment banking affiliate of the 
Canadian Imperial Bank of Com-
merce of Toronto.

The buyer was not revealed. 
The sale leaves Marcopolo 

with 6.6 million common shares of 
New Flyer, or about 10.8 percent 
of New Flyer’s issued and out-
standing stock.

Shares of New Flyer dipped 
more than 5 percent in the two 
days following the sale announce-
ment. Still, the stock remains with-
in 10 percent of its 52-week high.

Marcopolo’s initial investment 
in New Flyer occurred more than 
three years ago and it remains the 
company’s largest shareholder.

New Flyer said the sale allows 
Marcopolo to monetize a portion 
of its holdings for its own capital 
allocation purposes. 

For its part, Marcopolo indi-
cated the transaction was part of a 
corporate strategy that includes 
expansion of activity in export 
markets, reducing expenses and 
indirect costs, increasing opera-
tional efficiency through the adop-
tion of LEAN concepts, and con-
solidation of Neobus after the 
acquisition of full control of that 
company early this year.

In 2014, Marcopolo sold 13,400 

buses in Brazil, mostly for the over-
the-road and urban segments. Neo-
bus sold 3,000 vehicles, most in the 
microbus segment. 

Marcopolo said its actions 
would further strengthen its com-
petitiveness in both the Brazilian 
and world bus markets. 

In a statement, New Flyer 
noted that it and Marcopolo have 
re-aff irmed their ongoing com-
mercial cooperation initiatives 
under their 2013 memorandum of 
understanding, pursuant to which 
the two companies have been ex-
ploring opportunities to cooperate 

on engineering, technical, pur-
chasing and operational matters, 
and assessing Marcopolo’s tech-
nology and products for possible 
introduction into the Canadian and 
U.S. markets through New Flyer, 
as well as New Flyer’s technology 
and products for potential distribu-
tion into global markets.

Marcopolo has eyed the North 
American market for more than a 
decade.

Paul Soubry, president and 
chief executive of New Flyer said, 
“Marcopolo has been an outstand-
ing shareholder and partner of 

New Flyer since their investment 
in the company in 2013. We look 
forward to continuing our success-
ful relationship with Marcopolo, 
including continued investigation 
of opportunities for commercial 
cooperation under the memoran-
dum of understanding between the 
companies.”

Marcopolo said its chairman, 
Paulo Cezar da Silva Nunes, will 
continue as a member of the board 
of New Flyer.

Marcopolo S.A., based in the 
southern Brazilian city of Caxias 
do Sul, manufactures bodies for a 
whole range of buses, including 
midsize, transit, urban and school 
buses, plus intercity and touring 
coaches. It produces more than 
half of the bus bodies made in Bra-
zil and exports its coaches to more 
than 60 countries.

New Flyer is the largest transit 
bus, motorcoach manufacturer and 
bus parts distributor in North 
America with fabrication, manu-
facturing, distribution and service 
centers in Canada and the U.S. It 
employs nearly 5,000. 

MCI, the largest motorcoach 
manufacturer in North America, 
was acquired by New Flyer late 
last year.

Marcopolo sells 40-plus percent of its New Flyer shares

OTTAWA — International 
tourism to Canada is up signifi-
cantly this year, with big jumps in 
visits from residents of the United 
States, China, South Korea and 
Mexico.

Figures released by Statistics 
Canada show international visits 
were up 11 per cent for the first 
seven months of 2016 compared 
with the same period last year, 
with about 11.2 million people 
traveling to the country.

Americans, by far the biggest 
source of foreign tourists to Cana-

da, made 7.9 million overnight 
trips to Canada between January 
and July, up 11 percent. About 3.3 
million visitors came from other 
countries.

The biggest increase — 23 per-
cent — came from China, which is 
now the third largest source of for-
eign tourists in Canada after the 
United States and Britain.

The volume of tourist travel to 
Canada has almost climbed back 
to the levels of the early 2000s. In 
the first seven months of 2001, al-
most 11.5 million people visited 

Canada, a record that has not been 
hit since.

With a more favorable ex-
change rate, increased air access, 
lower visa requirements for sever-
al countries and a solid advertising 
and marketing effort, Canada has 
become more attractive.

“We are rowing with all oars,” 
said David Goldstein, president of 
Destination Canada, the agency 
responsible for marketing Canadi-
an travel outside the country. “We 
have hi t  a  sweet  spot  as  a 
destination.”

More international tourists visit Canada
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HANOVER, Germany — 
Daimler has announced plans to in-
troduce three electric vehicles, in-
cluding a bus, with an eye toward 
improving urban transportation. 

The Mercedes-Benz Future 
Bus, Urban eTruck and Vision Van 
— currently concept vehicles — 
will make urban transportation 
“more efficient, safer and connect-
ed,” said Wolfgang Bernhard, head 
of Daimler Trucks’ global truck 
and bus division. 

“In the coming 10 years, more 
will change in our vehicles than in 

the past 120 years,” Bernhard said. 
With studies showing that an 

estimated 70 percent of the world’s 
population will reside in urban 
areas by 2050, Daimler is focusing 
on a three-part strategy to address 
the growing need to improve effi-
ciency and environmental aspects 
of transportation for cities around 
the globe.

The company said its Future 
Bus utilizes “CityPilot,” an adapta-
tion of the Highway Pilot system 
that is the basis of Daimler’s au-
tonomous trucks. 

The company said CityPilot can 
drive safely through intersections 
equipped with traffic lights, detect 
pedestrians on the road and auto-
matically brake in response to them. 
It also can drive up to bus stops, 
open and close doors automatically, 
and even drive through tunnels.

Urban eTruck offers a range of 
124 miles and utilizes a lithium-
ion type battery, and the Vision 
Van is part of an expanded strategy 
to provide enhanced last-mile de-
livery, which accounts for the ma-
jority of the total delivery cost.

Call 866-930-8426 for Advertising

MCI & VANHOOL COACHES FOR SALE
MCI E4500s: (1) 2001 – (4) 2002 – (2) 2004 models

58 pax, Carrier HVAC, Restroom, DDC S60 engine w/Jake, 
Allison B500 trans, REI 6-monitor video, excellent interiors, 
paint & body, aluminum wheels, mileage 600K to 800K. Priced 
to sell: 2001 –  $64,900, 2002 – $84,900, 2004 – $119,900.

Vanhool T2145s: (2) 2004 – (2) 2005
57 pax, Carrier HVAC, restroom, Cummins and DDC S60 w/Jake 
available, Allison B500 trans, REI 6- monitor video, excellent 
interiors, paint & body, aluminum wheels, mileage 600K to 800K. 
Priced to sell: 2004 non-lift – $119,900, 2004 lift – $124,900, 
2005 – $139,900.

Florida buses…NO CORROSION! Contact Brian Scott 
at 727-545-2088 or brian@escotbuslines.com

Shop Manager needed for a 24-hour shop located 
in  Orlando, FL. We are looking for a strong diesel mechan-
ic with great communication and leadership skills. Must be 
experienced in HVAC, electrical, air systems, brakes, diesel 
engines, and suspension systems. Must have tools and Class 
B commercial driver’s license with a passenger endorsement 
or the ability to obtain one within 90 days. Will be responsible 
for all mechanics on all shifts and the overnight wash crew.  
Salary determined with experience and qualifications. Ben-
efits include a wellness program with dental and  vison dis-
counts, health insurance, paid vacation, paid holidays, 401K, 
uniforms and cleaning provided as well as continuing ed-
ucation opportunities. Pre- employment drug screening and 
background required.

400 West Landstreet Rd., Orlando, FL 32824
Phone 727-545-2088 • Fax 727-536-7848 

or email sherry@escotbuslines.com

Excellent Condition…none nicer! 
100k TCM • OEM 3 Point Seat Belts 

Cummins B500 • 58 pax w/lav • CD/DVD 
Michelin Tires • Alcoa Rims • Lots more options 
Lower Price: $369k • Partial Financing O.A.C.

Trade for MCI D or DL3 Considered 
More available 

Call or Email today for more 
photos and info! 808.832.6261

sales@royalstarhawaii.com

REPOS FOR SALEREPOS FOR SALE
•“Bank Repos” across the US   • Priced to Sell

• Variety of Makes & Models

1-877-737-2221 x30716
www.Bus-Buys.com — View “Repo Inventory” 

Four (4) 
2013 

VanHool 
C2045 

Model Tour 
Buses

Contact Paul for details paulohlander@gmail.com

will be all right for a few years. If 
they don’t keep up the proper 
maintenance, they will start to 
have problems. Most churches in 
our area buy used buses. They can 
spend from $5,000 on up to buy an 
old motorcoach. 

“When New Jersey Transit re-
placed the vehicles in its fleet some 
of the old transit buses ended up 
with churches in this area. I hear 
they were sold for $8,000 to 
$10,000 but needed $40,000 to 
$50,000 to fix them up. All the 
parts that normally wear out need-
ed to be replaced. But the churches 
thought they bought a bus and they 
were going to ride.”

Garrett also is worried about 
driver training. Some church bus 
drivers may have commercial 
driver’s licenses but no experience 
operating a motorcoach. 

“I know of one guy driving a 
church bus who didn’t even have a 
CDL,” he said. “The churches are 

not required to have any of the 
things we are expected to have, 
like driver files.”

He knows that some of his 
drivers do volunteer service for 
their churches. “They drive their 
church bus for free when they can, 
but they absolutely tell their 
churches that the bus should only 
be driven for a church activity.”

Leaders of many churches are 
not aware of federal regulations or 
the technical details of motor-
coach maintenance and operation, 
Garrett said.

“I am not down on churches. I 
lead music in a church. They are 
not doing anything intentionally 
wrong,” he said. “They just don’t 
know any better. When we try to 
warn them that things like this ac-
cident could happen to them, they 
just think we don’t want any 
competition.”

However, he suspects that 
some churches are aware of the 
regulations but see opportunities 
to make money. 

“Even if they take up a love of-

fering to cover expenses, that would 
be charging for the trip. They don’t 
see anything wrong with that when 
we tell them about it.”

Garrett said he hadn’t heard of 
Sandy River Baptist Church until 
the fatal crash.

“If I knew this guy was haul-
ing passengers, I would have said 
something because it could have 
saved those lives,” he said. “These 
accidents give us all a black eye. 
Those fatalities go on the statistics 
for motorcoaches.”

The state motorcoach associa-
tion often has encouraged federal 
and state inspectors to pay atten-
tion to South Carolina’s church 
bus fleet, he said. 

“They say they don’t have the 
manpower to do it. It seems like 
they don’t want to fool with it. I 
think the government has let the 
churches down by not having a 
program to indoctrinate them 
when they get a bus. I don’t know 
how in the world the government 
would solve this problem but they 
need to do something.”

Church bus
CONTINUED FROM PAGE 16

Daimler planning electric ‘Future Bus’

October 2016

16-18 California Bus Associa-
tion 43rd Annual Convention 
& Trade Show, Westin Mission 
Hills Resort Golf & Spa, Rancho 
Mirage, Calif. www.cbabus.com.
23-25 Bus Association of New 
York Annual Meeting and 
Marketplace, Otesaga Resort, 
Cooperstown, N.Y. More informa-
tion: www.banybus.org.
26-27 Greater New Jersey 
Motorcoach Association Fall 
Meeting & Marketplace, 
Harrah’s Resort, Atlantic City, N.J. 
Info: www.gnjma.com.
30-Nov. 2 Ontario Motor 
Coach Association Market-
place, Scotiabank Convention 
Centre & Hilton Hotel and Suites 
Niagara Falls/Fallsview, Niagara 
Falls, Ont. Info: www.omca.com/
event/marketplace.

Calendar



OUR REPUTATION FOR 
SERVICE IS FUELED BY
 EXPERIENCE.
Every Prevost coach is backed by a highly skilled service team that’s committed to 
keeping you productive and profitable. From our 24-hour emergency assistance to our 
coast-to-coast network of certified providers, we’re here with uptime support that’s 
unmatched in the industry.
 
www.prevostcar.com



THE smart choice

…for EASIER Maintenance. CH Bus Sales and Temsa know that time is money, which is why 

we want to get you back on the road in no time at all.  So, we make it a priority to provide 

you with the easiest maintenance routine in the industry. The handling and performance of 

Temsa coaches has always been superior. Now, we’ve added the enhanced TS-35E with tool-

free, three-piece doors for the front bumper and rear engine for easy access.  With the #1 

midsize coach on the road, it’s easier than ever to stay efficient.

When you buy a Temsa, you become our partner in success and a part of our family.
 

We believe in relationships that last, and service that comes in first.

For more information, contact CH Bus Sales at:
877-723-4045 or visit www.chbussales.com

CH Bus Sales is the exclusive distributor of Temsa motorcoaches in the U.S.


