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Congress asked to block action to hike insurance minimums
WASHINGTON — Eight trade 

groups, including the United Mo-
torcoach and American Bus associ-
ations, are urging Congress to step 
in and halt the Federal Motor Car-
rier Safety Administration’s rush to 
increase the minimum required lia-
bility insurance on passenger 
coaches and big rigs.

Currently, Section 425 of the 
U.S. Department of Transportation 
fiscal 2015 appropriations bill con-
tains a provision that would prohibit 
the agency from moving forward 
with increasing the required mini-
mum level of liability insurance. 

The groups sent a letter in sup-
port of Section 425 to Rep. Tom 

Latham, R-Iowa, chairman of the 
Subcommittee on Transportation, 
Housing and Urban Development in 
the House, as well as Ranking Mem-
ber Ed Pastor, D-Ariz.

Others signing onto the letter — 
besides UMA and ABA — were the 
Owner-Operator Independent Driv-
ers Association; National School 

Transportation Association; Na-
tional Federation of Independent 
Businesses; Petroleum Marketers 
Association of America; American 
Truck Dealers, and National Ready 
Mixed Concrete Association.

The FMCSA has fast-tracked what 
it has deemed a “high priority” rule-
making to increase the current mini-

mum levels of liability insurance.
Currently, motorcoach oper-

ators are required to carry $5 mil-
lion, while truckers must carry 
$750,000. Hazmat operations must 
carry $1 million.

“The department announced in 
April 2014 that it was moving for-
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When the United Motorcoach 
Association released its 2014 
Membership Survey and Industry 
Assessment earlier this year, the 
No. 1 item — that is, the item 
rated the most important by mo-
torcoach operators — was not 
driver recruitment and retention, 
or rising costs, or even onerous 
regulations.

It was driver training.
Surprised? You shouldn’t be. 
That’s because driver training 

is an operational issue that affects 
many other areas of critical im-
portance, according to a sampling 
of safety directors at motorcoach 
companies nationwide. 

They view driver training as 
the sweet spot of the bus industry, 
the place where operators can 
achieve maximum impact on a 
range of issues for a given amount 
of effort. Good driver training can 
set the foundation for a successful 
company, and it can circumvent 
problems before they arise.

“We put a lot of emphasis on 
the importance of our training 

program with the philosophy that 
if our drivers don’t succeed, we 
don’t succeed,” said Eric Gregory, 
operations manager at Certified 
Transportation Services in Santa 
Ana, Calif. 

Scott Tallman, safety manager 
at Krapf’s Coaches in West Ches-
ter, Pa., said he isn’t surprised by 
the focus on driver training.

“I think that in the current cli-
mate where it’s a heavily regulated 
industry, with a lot of attention 
from the press, most owner-opera-
tors and companies are very con-
cerned that they’re putting safe, 
road-worthy vehicles on the road, 
and that their staff is trained prop-
erly and that they’re maintaining 
compliance,” Tallman said.

“Driver training is f irst and 
foremost in all of our minds main-
ly because this is where we’re 
starting behavior and, potentially, 
changing behavior,” he said.

So, how do safety off icers 
 assure their companies’ driver 
training programs are successful? 

The No. 1 issue with operators is no surprise, or is it?

Weight issue causes busload of confusion across U.S.

CONTINUED ON PAGE 16 c
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There has long been specula-
tion that overloaded motorcoaches 
routinely travel the nation’s road-
ways. But, until the past couple of 
years, it hasn’t been an issue that 
received much attention.

Now, however, with a growing 
number of states requiring buses to 
stop at weigh stations, motorcoach 
operators are finding they need to 

be extra vigilant about loading 
their coaches, as well as the laws 
and policies concerning vehicle 
weight in the states they used to 
travel through unencumbered.

A recent survey by the Com-
mercial Vehicle Safety Alliance 
found that at least 18 states now 
require buses to stop at open weigh 
stations, just like big rigs.

And, because of a patchwork of 
state laws concerning vehicle 
weights, it is possible for a motor-
coach to be in compliance with 
weight regulations in one state but 
considered overweight in another.

Gold Star Coaches & Charter of 
Fond du Lac, Wis., found that out 
the hard way in September when 
one of its motorcoaches bound for 

New York was stopped at a weigh 
station along Interstate 80 in Penn-
sylvania, which has been requiring 
buses to stop at weigh stations for 
just over a year. (See Sept. 1, 2013, 
Bus & Motorcoach News.)

“The trooper told the driver he 
was over the axle weight on the 
second axle,” said Jared Jozaitis, 
president of Gold Star. “He told 

him he wouldn’t allow the bus to 
continue with all of its passengers, 
so we had to hire a bus company to 
take some of the group the rest of 
the way.”

The driver was cited and the 
passengers were forced to wait at 
the weigh station for three and a 
half hours before the trip resumed.

CONTINUED ON PAGE 14 c

Driving simulators, such as this MCI model, provide diverse and realistic training experiences.



Keep your fleet on the road with one of the largest inventories 
of motorcoach replacement parts, components, custom kits and 
accessories in North America.

© 2014 ABC Companies. All rights reserved.

*Some exclusions may apply

DON’T BE LEFT WITHOUT 
THE RIGHT PART.

CALL US TODAY! 
877.427.7278/option 4,  
or visit www.abc-companies.com/parts. 

ALL MAKES 
AND MODELS 
carried in stock* 

24-HOUR  
SHIPPING 
on in-stock items*

FREE SHIPPING 
for ground orders  
over $100

2% DISCOUNT  
with online orders



 Bus & Motorcoach News  INDUSTRY NEWS November 1, 2014 3

MESQUITE, Nev. — Arrow 
Stage Lines announced last month 
it has purchased a small motor-
coach company here, increasing the 
number of Arrow locations to 12. 

At the same time, Motor Coach 
Industries announced Arrow had 
purchased the 7,000th J4500 coach 
produced by MCI since the model 
was introduced in 2000.

Arrow acquired Mesquite Bus 
Co. from Ann Casey. Mesquite 
Bus was founded by her father, 
Bill Regan, 15 years ago. Its four-
bus fleet primarily offered charter 
service in Nevada and southern 
Utah, along with shuttle runs to 
McCarran International Airport in 
Las Vegas.

Mesquite is a community of 
15,000 plus located 80 miles 
northeast of Las Vegas along Inter-
state 15. It’s just inside the Nevada 
state line with Arizona and rough-
ly 40 miles from St. George, in ex-
treme southwest Utah.   

Mesquite has a growing retiree 
population, along with a handful 
of casinos and nine public golf 
courses.

The Arrow location in Mes-
quite is being operated by Jeff 
Howes and Darlene Mullins as co-
managers. The two also co-man-
age the Arrow location in Las 

Vegas. Howes is primarily respon-
sible for operations, while Mullins 
handles sales.  

“We are excited about this re-
cent acquisition,” said Arrow 
Stage Lines Chief Operating Offi-
cer Luke Busskohl. “This will be a 
great addition for our western 
fleet. We will now be better 
equipped to handle business in 
Utah, and the growing Las Vegas 
market.”

All Arrow vehicles at the Mes-
quite location will be compliant 
with California emissions rules so 
the company can serve tour and 
athletic markets while traveling on 
the West Coast.

“This puts us in a great posi-
tion to serve various types of cli-
ents,” added Mullins. “With the 
addition of the new facility and 
more equipment, we are extremely 
excited about our new business 
opportunities.”

Arrow took delivery last month 
of two new MCI J4500s, including 
the 7000th model to roll off the E- 
and J-model assembly line at the 
M C I  p l a n t  i n  Wi n n i p e g , 
Manitoba. 

During the past 10 years, the 
J4500 has been the most popular 
motorcoach model sold in North 
America. Coincidentally, MCI has 

sold 4,500 J4500s during the 
decade. 

The Js purchased by Arrow — 
Nos. 7000 and 7001 — are the 
first to be equipped with a new ZF 
axle system, with independent 
front- and tag-axle suspensions, 

and a Bendix braking system de-
signed to complement the model’s 
recently added MCI Dynamic Sus-
pension System (MDSS). (See 
June 1 Bus & Motorcoach News.) 

MCI says the technology up-

Arrow adds location, gets 7,000th MCI J4500

LARGO, Fla. — Escot Bus 
Lines has purchased the two re-
maining Horizon Coach Lines’ 
operations in Florida, increasing 
the size of Largo-based Escot by 
more than a third, according to 
company President Brian Scott.

Escot acquired the assets of 
the Horizon operation in Orlando 
and its smaller unit in Largo, part 
of the Tampa Bay area.

The deal included about 35 
transit buses, 6 motorcoaches and 
7 passenger vans, bringing Es-
cot’s total fleet to more than 100 
vehicles.

Along with the equipment, 
Escot picked up Horizon’s con-
tracts for shuttle service to Uni-
versal Studios theme park and Al-
legiant Airlines; assumed its 
existing charter commitments, 
and acquired its customer lists.

Escot, a family-owned compa-
ny founded in 1983, hired about 
35 former Horizon employees, in-
cluding key sales and operational 
staff members and maintenance 
personnel, Scott said.

Horizon units
in Florida go
to Escot Lines

CONTINUED ON PAGE 18 cCONTINUED ON PAGE 18 c

Toyo Tires M144 Now Available Through Motorcoach Tire Sales, LLC.
FEATURING:

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

“eRating” Qualifi ed
 Easy purchase terms

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

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

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

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

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

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

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

NOW 
AVAILABLE

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

One of Arrow Stages Lines’ new J4500s on the streets of Omaha.
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Wireless inspection plan
getting final test by feds

WASHINGTON — The feder-
al government’s testing of wireless 
roadside inspection technology 
will enter its third and final phase a 
little over a year from now.

Beginning in December 2015, 
the Federal Motor Carrier Safety 
Administration will — over the 
course of a year — perform road-
side inspections of logbooks, li-
censes and much more as buses and 
trucks move at highway speeds.

The FMCSA has been work-
ing with engineers and scientists 
for seven years to develop wire-
less roadside inspections and turn 
the idea into reality.

It has contracted Innovative 
Software Engineering of Coral-
ville, Iowa, to help it conduct next 
year’s field test and to help the 
agency determine the viability of 
wireless roadside inspections.

Essentially, the wireless road-
side inspection initiative is aimed 
at using mobile communications 
technology to transform the way 
bus and truck inspections are per-
formed, with major implications 
for the FMCSA Compliance, 
Safety, Accountability program 
and motorcoach companies. 

Depending on the capabilities 

that ultimately are built into the 
system, or added later, and how 
widely it is deployed, commercial 
vehicle enforcement personnel 
could perform vehicle and driver 
inspections of virtually any com-
mercial vehicle on the highway at 
any time. 

Right now, 20 inspection sites 
in the southeastern U.S. are ready 
for the field testing phase, includ-
ing locations in Mississippi, Ten-
nessee, Georgia, Kentucky and 
North Carolina. The number of lo-
cations is expected to grow before 
the December 2015 testing begins.

ISE is working to build an in-
terface for the FMCSA wireless 
roadside inspection system. It will 
use the inspection sites to form 
what are called “geofences.”

When a bus or truck crosses a 
geofence, software will transmit 
current logbook status and other 
credentials and vehicle informa-
tion to the system.

Information transmitted to en-
forcement personnel will notify 
them whether the vehicle and driver 
need to be pulled over for review.

If the driver is in compliance, 
he or she will be instantly green-
lighted — via an in-vehicle notifi-
cation — to bypass the inspection 
point. A red-light notif ication, 
however, would signal the driver 
to pull over.

Enforcers can update the fence 
locations, too, to create new in-
spection sites daily.

ISE is trying to recruit compa-
nies to participate in the f inal 
phase test.

Motorcoach operators inter-
ested in participating in the field 
test will have to purchase ISE’s 
eFleetSuite system, which also 
comes with applications to record 
electronic logs and electronic 
driver vehicle inspection reports.

The hardware costs $625, and 
the service costs $22 a month. 
Once testing begins, however, the 
$22 monthly fee will be waived.

Any fleets or operators inter-
ested in participating in the wire-
less roadside inspection program 
may contact ISE at (888) 316-3533 
or info@isefleetservices.com.

A handful of motorcoach com-
panies participated in earlier phas-
es of the program. The FMCSA 
would like to see upwards of 10 to 
15 percent of the companies par-
ticipating in the final testing be 
passenger carriers. 
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AUSTIN, Texas — Voters in 
Texas will consider a state consti-
tutional amendment that would 
authorize sending annual dis-
bursements from the state oil and 
gas production tax collections to 
the state highway fund.

The ballot proposition, which 
legislators approved last year, will 
be voted on this month. 

If approved, an estimated $1.7 

billion would be transferred into 
the highway fund in the first year.

Supporters of the measure say 
the amendment would provide a 
significant step toward meeting 
the unmet funding needs for trans-
portation projects in Texas. 

The first-year amount would 
be roughly a third of the Texas De-
partment of Transportation’s $5 
billion annual highway building 

shortfall.  
The ballot language for the 

proposition reads:
“The constitutional amend-

ment providing for the use and 
dedication of certain money trans-
ferred to the state highway fund to 
assist in the completion of trans-
portation construction, mainte-
nance, and rehabilitation projects, 
not to include toll roads.”

Texans voting on road $$$ shift

Citizens in at least three Flori-
da counties will cast ballots this 
month on transportation issues.

In Polk County, voters will de-
cide on a sales tax referendum to 
benefit roads and public transit. 
Revenue from the proposed 1-cent 
sales tax increase would be split.

Half of the funds raised would 
be applied to expansion of the 
Polk transit system. The rest 
would be used for road improve-

ments in the county located be-
tween Orlando and Tampa along 
Interstate 4.

It’s estimated the penny in-
crease would raise $64 million 
annually.

Voters in Alachua County, 
which includes Gainesville, will 
choose whether to raise revenue 
fo r  va r ious  t r anspor t a t i on 
projects.

The referendum would in-

crease the local sales tax by one 
cent for eight years. The revenue 
would be used to fund about $30 
million a year in road and transit 
work throughout the county.

In Pinellas County ballots will 
include a question to increase the 
county sales tax by 1 cent to ex-
pand bus service and build a light-
rail system linking St. Petersburg 
and Clearwater. The tax would 
take effect January 2016.

Transportation issues on Florida ballots

MIAMI — A billion-dollar un-
derwater tunnel that gives vehicles 
leaving the port of Miami faster 
access to highways has opened.

The tunnel is available to all 
vehicles, but its main goal is to en-
courage big rigs and other cargo 

trucks to go under Biscayne Bay, 
easing surface traffic in downtown 
Miami. 

The tunnel took four years to 
construct.

Vehicles can now drive straight 
to the port from Interstate 95 and 

state Road 95, avoiding downtown.
The tunnel is part of a $2 bil-

lion capital-improvement plan at 
the port, which is preparing for the 
larger ships that will pass through 
the  Panama Canal  af ter  i t s 
widening.

Miami tunnel could ease downtown traffic
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Tips: Avoiding common vehicle, driver CSA violations
A senior editor for transporta-

tion safety at J.J. Keller & Associ-
ates has identified six common safe-
ty violations — three for drivers and 
three for vehicles — that should be a 
focus of commercial vehicle safety 
compliance efforts.

Daren Hansen, writing for Truck-
ingInfo.com, noted that Greek phi-
losopher Plato once observed that “a 
good decision is based on knowledge 
and not on numbers.” 

“Too bad,” says Hansen, Plato 
“wasn’t around when the govern-
ment was coming up with CSA.”

“Now four years old, the safety 
enforcement program known as Com-
pliance, Safety, Accountability relies 
on almost nothing but numbers.

“And as numerous studies keep 
telling us…those numbers are not 
always reliable,” notes Hansen.

“At the top of the list are your 
CSA scores, perhaps flawed but vis-
ible to the world and used to decide 
if the USDOT needs to pay you a 
visit, or at least send you a letter.

“Pull the curtain on those scores 
and you can find a mass of interest-
ing and (arguably) more reliable 
data: the raw numbers coming in 
from enforcement personnel on the 
front lines.

“Besides giving insight into 
your CSA scores, the enforcement 
data can reveal important clues 
about your drivers and overall safety 
management.

“It can tell you where to focus 
your compliance efforts.

“Let’s examine the top three 
CSA violations for both vehicles 
and drivers…and discuss practices 
that can help bring the numbers 
down,” writes Hansen on the truck-
ing website.

The Vehicle  
Violation: Lighting 

Ironically, broken lights are 
among the most “visible” of all vio-
lations. Maybe that’s why a whop-
ping 28 percent of all roadside ve-
hicle violations last year, out of 2.4 
million inspections, dealt with lights 
or reflective materials.

“A broken or missing light, re-
flector, or reflective tape is like an 
“Inspect Me!” sign and can result in 
a loss of six severity points in CSA 
for each violation (Three points for 
reflective tape).”

Prevention: Drivers and main-
tenance personnel need to be aware 
that every light and reflector listed 
in Sections 393.11 and 571.108, 
even the license-plate lamp, needs to 
be operational at all times. The only 
way to verify compliance is to in-
spect the vehicle on a regular basis.

By conducting adequate pre-trip 
and post-trip inspections and report-
ing what they find, drivers should be 
able to spot violations — and get 
them fixed — before an inspector 
does. Carrying spare fuses is re-
quired, and spare bulbs can help too. 

Violation: Brakes 
One-fourth of all vehicle viola-

tions are for brakes, with over 1 mil-
lion brake violations last year, each 
with four CSA points.

As with lights, brakes need to be 
inspected before and after every 

trip. Hansen says drivers need to be 
fully trained and qualified before at-
tempting a brake adjustment.

Prevention: Training is key. 
Make sure drivers know what to 
look for and when to get assistance 
with their brakes. The only way to 

find a brake adjustment problem (on 
a drum brake) is to carefully mea-
sure the stroke, and adjusting a 
brake that has an automatic adjuster 
may make the problem worse. 
Violation: Tires 

As with lights, bad tires are a 

sure-fire way to be…inspected. The 
biggest culprit: tread depth. Overall, 
11 percent of vehicle violations are 
for tires (half for tread depth), with a 
CSA severity of eight points.

Steer tires must have 4/32 inch 
CONTINUED ON PAGE 6 c

“ We had a great experience purchasing our coach bus 
through Advantage Funding. We received low rates, and 
the application process was easy with a fast approval. It 
was a pleasure working with a company who supports and 
understands our industry.”

Tim S., Stout’s Transportation

  Same Day Turn-Around 

  Skip Payment Options

  Flexible Finance & Lease Terms  
to 84 Months

  Trac Leases

Call Us Now
888-876-4728

Your Expert Source for  
Coach Financing and Leasing

Black Car   |   Limousine   |   Limo Bus   |   Mini/Shuttle Bus   |   Charter Coach   |   Funeral

Advantage Funding is the largest  
Independent Commercial 
Transportation Lender in the U.S. We 
have the flexibility to provide solutions 
when banks and others can’t.  
Use us to your Advantage!
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of tread depth; other tires must have 
2/32 inch.

Prevention: A comprehensive 
maintenance program that includes 
regular tire inspections is a must, 
including pre-trip and post-trip in-
spections. Drivers need to know 
how and when to check inflation 
(with a gauge) and when it’s time 

for a replacement. 

Drivers 
Violation: Logs

So-called “form & manner” 
and “log not current” violations 
make up one-fourth of all driver 
violations, far and above any other 
violation. A form/manner viola-
tion carries just one CSA point, 
but a log that isn’t current is worth 
five.

These violations are often ob-
vious and easily correctable.

Drivers need to fill out all re-
quired information on their logs 
and keep them current to the last 
time their duty-status changed.

Prevention: First, make sure 
your drivers know what’s required 
and what’s not required on their 
logs (see Sec. 395.8), and when it 
has to be filled in, says Hansen.

When a driver is stopped for an 

inspection, the log must be current 
up to the time at which the driver 
got behind the wheel.

Make sure your policies rein-
force these requirements. Review 
your CSA data to find the worst of-
fenders and re-educate them on the 
rules.

Finally, investigate two things 
that can help eliminate many of 
these violations: pre-printing of 
common log entries (address, etc.), 

and electronic logs (which will be 
mandatory soon enough).

Violation: Medical issues 
One in eight driver violations is 

related to medical issues, often a 
failure to have a valid medical cer-
tif icate. These carry a low CSA 
point value of one or two, although 
driving while physically ill is a 10-
point violation.

Prevention: Track the expira-
tion of your drivers’ medical cards 
and make sure they get updated, 
placed in drivers’ files, carried in the 
vehicle and turned in to the state li-
censing agency. Make sure drivers 
know exactly what’s required of 
them, and have consequences in 
place for those who fail to comply.

Some of these violations may go 
away now that we have the National 
Registry of Medical Examiners, and 
once interstate CDL drivers no lon-
ger have to carry their medical cards 
(in Feb. 2015).

Violation: English ability 
This violation has surged in re-

cent years, currently at 9 percent of 
all driver violations and carrying 
four CSA points.

Compliance is complicated be-
cause there is no yes/no standard. 
Key for a roadside inspection is 
being able to f ill out paperwork, 
speak with officers and answer their 
questions, all in English.

Prevention: Hiring practices 
should filter out drivers who simply 
cannot meet the standard — even if 
most customers/passengers don’t 
speak English. With marginal Eng-
lish speakers, use training and prac-
tice to help drivers know how to re-
spond to typical questions about their 
logs, their trips, their insurance, reg-
istration, license and their vehicle.

“Even if you don’t pull the cur-
tain on your CSA scores, a little 
training on these common violations 
may go a long way in improving 
them,” says Hansen.

Contact Hansen at transportedi-
tors@jjkeller.com. 

www.motorcoachexpo.com

Laissez les bons 
temps rouler!

Good Times.
Good Friends.
GREAT Business.

CSA tips
CONTINUED FROM PAGE 5

CSA alert service
upgraded by firm

SAN DIEGO — Data-analytics 
provider Vigillo announced it has 
upgraded its daily CSA alert e-
mails to provide more detailed up-
dates on a company’s performance 
under the federal Compliance, 
Safety, Accountability program.

Vigillo said the e-mail alerts 
now incorporate information gen-
erated by its Athena data-mining 
software.

“It is critical to successful 
CSA management that safety de-
partments don’t manage CSA in 
30-day leaps,” says CEO Steve 
Bryan.

Vigillo says its CSA score-
card service is available for mo-
torcoach operators. More infor-
mation at www.vigillo.com.



855-546-6060 
www.DonBrownBus.com

Federal Limo Bus/FC162
FREIGHTLINER - SILVER - custom limo interior with Lavatory - 27 
Passengers + Co-Pilot - Altro wood floor - Rear Luggage - Audio/Video 
Package - Frameless Windows - 130K BTU AC/Heat - Air Suspension

$159,995.00

Grech 650/GM0066
37 Passenger + co-pilot, Amaya Seating, Plug Style Door, Woodlook Floor, 
Overhead Luggage Racks, Rear Luggage, 8 TV Package, Back-up Camera, 
Outlets in all rows, Frameless Windows, 140K BTU Roof Top AC/Heat

$166,995.00

Newport Freightliner/NC0003
White M2 - 47 Exec Seats + co-pilot, Woodlook Floor, 6 15” TV’s, 1 42” 
TV, Overhead luggage Racks, Rear Luggage, Backup Camera, Outlets at 
all rows, Frameless Windows, 140K BTU Roof Top AC/Heat

$164,995.00

Newport F550/NC0026
27 Exec Seats + co-pilot, Ride-Rite Suspen, Woodlook Floor, 4 15” TV’s, 
1 42” TV Overhead luggage Racks, Rear Luggage, Backup Camera, 
Outlets at all rows, Frameless Windows, 110K BTU Roof Top AC/Heat

$113,995.00

Grech Freightliner/GM0101
Black/Skirt M2 - 39 Exec Seats + co-pilot, 2 Tables, Plug Style Entry 
Door, Woodlook Floor, Overhead luggage Racks, Rear Luggage, 8 TV 
Package, Backup Camera, Outlets at E/O row, Frameless Windows, 140K 
BTU Roof Top AC/Heat

$181,295.00

Grech 650/GM0070
37 Passenger + co-pilot, Amaya Seating, Plug Style Door, Woodlook Floor, 
Overhead Luggage Racks, Rear Luggage, 8 TV Package, Back-up Camera, 
Outlets in all rows, Frameless Windows, 140K BTU Roof Top AC/Heat

$162,995.00

Grech 550/GM0057
Black/Skirt Diesel, F550 -27 Exec Seats + co-pilot, Plug Style Entry Door,M/R 
Suspen, Woodlook Floor, Overhead luggage Racks, Rear Luggage, 6 TV Pack-
age, Backup Camera, Frameless Windows, 110K BTU Roof Top AC/Heat

$125,995.00
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Nominations being sought for prestigious UMA awards
ALEXANDRIA, Va. — The 

United Motorcoach Association is 
seeking nominations for the most 
prestigious honors private motor-
coach operators can receive, the 
UMA Vision Awards, which go 
annually to a large and small coach 
company. 

In the past, UMA has relied on 
its associate members to nominate 
operators for the awards and that 
will continue for the 2015 awards.

But new for the awards to be 
presented in January, UMA is ask-
ing motorcoach operators to nomi-
nate peer companies they think are 

deserving of the honor.  
The 2015 awards will be pre-

sented Jan. 20, as part of a much-
redesigned awards event during 
UMA Motorcoach Expo at Travel 
Exchange in New Orleans. 

“The Vision Awards are pre-
sented to the best and brightest 
companies in our industry — those 
companies that are innovative, ex-
citing and raise the standards and 
profile of the entire motorcoach 
industry,” said UMA President and 
CEO Victor Parra. 

The awards recognize motor-
coach operators that: 

• Engage in sound business 
practices 

• Have an excellent safety 
record 

• Regularly employ innovative 
marketing, operations and custom-
er service approaches 

• Are good corporate citizens 
in their communities 

• Raise the standards for all 
motorcoach companies 

• Are financially sound 
After a company’s nomination 

form has been submitted and re-
viewed, UMA will reach out to the 
top-nominated companies to ob-

tain financial information. 
This information will be evalu-

ated on a confidential basis by an 
independent certified public ac-
countant who will assure the nomi-
nated company is financially sound. 

There are two Vision Awards, 
one that goes to a large operator 
(15 coaches or more) and the other 
for a small operator (fewer than 15 
coaches). 

To be eligible, a nominated 
company must: 

• Have current operating au-
thority as required by federal, state 
and local laws. 

• Have a USDOT “satisfacto-
ry” safety rating and/or compara-
ble rating(s) as provided by appli-
cable state agencies. 

• Be a member in good stand-
ing of UMA. 

The UMA Vision Awards give 
vendors the opportunity to recog-
nize customers for their excellent 
work on behalf of the industry. 
And, now, for 2015, this opportu-
nity also is available to motor-
coach operators to recognize their 
peers for excellence. 

 The event at which the awards 
will be presented is being rede-
signed to add new elements, in-
cluding exciting entertainment and 

fun food. The evening will be ex-
clusively for UMA members and 
Expo attendees, and the dress will 
be business casual.

 While much about the event 
will be new, attendees still will 
have an opportunity to celebrate 
the brightest professionals in the 
industry, mingle and network with 
peers and customers, and conclude 
the evening with the traditional ci-
gars and cordials.

UMA members — both opera-
tor and associate — interested in 
nominating coach operators for the 
Vision Awards can go to the Expo 
website, www.motorcoachexpo.
com.  A nomination form can be 
found under the “What’s New” 
section of the homepage. Or, go 
directly to www.motorcoachexpo.
com/2015vision.pdf. There also is 
a form inserted in this issue of Bus 
& Motorcoach News. 

Or, contact Maggie Vander 
Eems at UMA by calling (800) 
424-8262,  or  e-mai l  mvan-
dereems@uma.org.  

The deadline for nominations 
is Nov. 19. 

UMA Motorcoach Expo at 
Travel Exchange will be Jan. 18-22. 
For information or to register, go to 
www.motorcoachexpo.com. 

‘User’s Guide’ aims to help
Motorcoach Expo attendees 

NEW ORLEANS — To help its 
operator members navigate their 
way through the myriad opportuni-
ties available to them at the upcom-
ing UMA Motorcoach Expo here in 
January, the United Motorcoach 
Association has  developed a four-
page “User’s Guide.”

A copy of the guide has been 
inserted into this issue of Bus & 
Motorcoach News.

The visual aide, which is enti-
tled “User’s Guide: Get the most 
out of your visit to UMA Motor-
coach Expo at Travel Exchange,” 
provides a graphic breakdown of a 
typical motorcoach operation by 
department and then provides a 
concise description of which Expo 
sessions and activities would be 
most beneficial for the employees 
of each department. 

For instance, someone in the 
sales or marketing department 
could benefit by participating in 
the new speed networking session 
with NTA attendees, or someone 
in the safety and compliance de-
partment could benefit from at-

tending UMA’s Legislative and 
Regulatory Update session. 

UMA says the goal is to help op-
erators more easily sort out which 
sessions to attend to maximize their 
participation and return on invest-
ment in Expo and, therefore, help 
them grow their business.

“By coming together with 
NTA at Travel Exchange, there are 
many more opportunities available 
for every aspect of a motorcoach 
business and we find that not ev-
eryone is aware of these additional 
opportunities,” said UMA Market-
ing and Membership Director Mi-
chele L. Nosko.

“They say a picture is worth a 
thousand words, so we wanted to 
come up with something that 
shows — rather than tells — our 
members that there is something 
for everyone in their operation at 
Travel Exchange.”

More information about 2015 
UMA Motorcoach Expo at Travel 
Exchange can be found at www.
motorcoachexpo.com. Expo will 
be Jan. 18-22.

Don’t miss a single issue!
 Call 866-930-8421 or email changes to:
  ebalm@busandmotorcoachnews.com
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No country for unproven motors and pumps.
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Whether your coach is running tours through the Badlands or passengers
between cities, choosing brushless motors and pumps on price alone could
cost you way more than the dollars you saved on the initial buy. That’s why

ROTRON’s brushless products are always
the best value, providing the lowest overall

cost-of-ownership. Lasting two to three times longer than 
bargain brushless products, ROTRON motors and
pumps — featuring our 60,000-hour signature pump

design—let you spend more time on the road, less in the shop.
ROTRON reliability is also unsurpassed, with products backed by a 

warranty of up to five years and product support to quickly respond to 
any of your concerns. It all adds up to ROTRON products and people so
proven, they’re priceless. 
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NEW YORK CITY — A re-
capitalization of Motor Coach In-
dustries, the No. 1 supplier of new 
motorcoaches in North America, 
has been completed by its owners, 
KPS Capital Partners.

KPS announced it had ar-
ranged a $130 million term loan 
in conjunction with an amend-
ment and extension of MCI’s ex-
isting $115 million asset-based 
revolving credit facility. 

Proceeds of the recapitaliza-
tion, according to KPS, are being 
used to refinance outstanding debt 
— at better interest rates, to fund a 
$120 million cash distribution to 
investors, and to support the com-
pany’s continued growth.

“This successful recapitaliza-
tion validates the incredible trans-
formation MCI has made under 
KPS ownership and we are 
pleased to return capital to our 
stockholders,” said MCI CEO 
Rick Heller.

“Our conservative capital 
structure and the financial support 
of our stockholders provide us 
with the resources to support our 
customers and important growth 
initiatives.  We thank our custom-
ers, suppliers and employees for 
their contributions to our remark-
able success,” Heller added. 

Not  unremarkably,  KPS 
viewed the refinancing similarly: 
“Following the recapitalization, 
MCI remains conservatively capi-
talized with the continued support 

of its controlling shareholder, 
KPS, a private equity firm with 
more than $6.1 billion of assets 
under management.” 

KPS, Daimler North America 
Corp. and MCI management con-
tinue to own 100 percent of MCI 
following the recapitalization.

The revamped asset-based re-
volving credit facility was provid-
ed by a syndicate of banks with 
Wells Fargo Capital Finance act-
ing as the loan arranger, and the 
term-loan financing was provided 
by TCW Direct Lending Group.

In an interview with a Winni-
peg, Manitoba, newspaper, Heller 
noted that under KPS ownership, 
MCI has “probably spent about 
$20 million in the last few years 
(on capital improvements) and 
maybe about $1 million per year 
in training.”

KPS, a private equity fund, has 
owned MCI since the end of 2010, 
taking control of the company as 
part of a multi-stakeholder recapi-
talization of MCII Holdings, the 
corporate parent of MCI.

The ownership change oc-
curred roughly 17 months after 
MCI emerged from bankruptcy 
reorganization in early 2009.

Two years ago, MCI conclud-
ed a deal with Daimler Buses to 
become the exclusive North 
American distributor of Setra 
coaches.

That deal gave Daimler a mi-
nority ownership stake in MCI.

ABERDEEN, Scotland — Fi-
nancial results for the first half of 
fiscal 2015 were generally higher 
at FirstGroup plc, corporate parent 
of Greyhound Lines and the larg-
est passenger carrier company in 
North America and the United 
Kingdom, a preliminary report is-
sued last month shows.

FirstGroup management said 
trading for the six months ended 
Sept. 30 was “in line with expecta-
tions” and the company continues 
“to make progress with our bus 
transformation plans.”

Full half-year numbers will be 
announced Nov. 5. For its U.S. op-
erations, FirstGroup announced 
these preliminary results:

• Greyhound revenue growth 
continued “despite the ongoing 
economic challenges faced by our 
core customers.”

• First Student had “encourag-
ing results” stemming from its 
contract portfolio pricing strategy 
during the 2014/15 bid season.

• First Transit delivered “good 
financial performance with mod-
est capital requirements.”

Despite headlines indicating 
continued modest expansion of the 
U.S. economy, “Greyhound’s core 
customers are still not seeing that 
improvement reflected in their dis-
posable incomes.

“As a consequence, Grey-
hound’s expected like-for-like U.S. 
dollar revenue growth of 2.7 per-
cent for the first half was at the low 
end of our range of expectations,” 
said FirstGroup.

“We continue to flex our cost 
base to respond to demand trends, 
and we expect some margin im-
provement year on year. In the pe-

riod, we made further progress 
with our program to improve Grey-
hound’s tools for stimulating de-
mand and managing yields, which 
will reduce its dependence on the 
economic cycle and increase mar-
gins toward our 12 percent target 
over the medium term,” FirstGroup 
noted.

“Greyhound Express contin-
ued both to grow volumes on exist-
ing routes and to develop new 
routes profitably, with like-for-like 
revenue growth (excluding new 
routes) of 5.8 percent expected for 
the first half.”

At First Student, the largest 
school bus contractor in the U.S., 
FirstGroup said that during the fall 
bid season “we progressed our 
plans to achieve an appropriate 
level of return on capital on our 
contract portfolio, achieving aver-
age price increases of approxi-
mately 4.5 percent on the business 
up for bid this year (approximately 
one third of the division’s overall 
bus portfolio).

“Our retention rate of 90 per-
cent on contracts up for bid was at 
the upper end of our expectations, 
and this — together with new busi-
ness outsourced for the first time, 
share shift from our competitors, a 
small bolt-on acquisition, and 
modest organic growth on existing 
contracts — means we are confi-
dent that revenues for the 2014/15 
financial year will be around the 
top end of our planning range.”

Still, for the first half of fiscal 
2015, FirstGroup expects revenue 
to be 1.6 percent lower than a year 
ago because there are fewer oper-
ating days in the first half of the 
current fiscal year than last year 

due to the timing of the Easter 
school vacation. 

FirstGroup expects First Stu-
dent to achieve an operating mar-
gin in excess of 7.5 percent for the 
year.

At First Transit, FirstGroup ex-
pects U.S. dollar revenue to in-
crease by 9 percent for the first 
half of f iscal 2015, reflecting a 
number of contract start-ups with 
major awards in Palm Beach 
County, Fla.; Austin, Texas, and 
Denver.

Growth is expected to moder-
ate during the second half of the 
fiscal year “with fewer start-ups 
and a number of larger contracts 
rolling off.

“For the year as a whole, we 
expect to achieve margins in line 
with our medium-term target of 
around 7 percent and revenue 
g rowth  of  approximate ly  4 
percent.

For FirstGroup’s other units, 
the company reported that revenue 
growth and margin improvement 
were on track at UK Bus, “under-
pinned by our actions to increase 
passenger volumes,” and that its 
UK Rail division had “robust pas-
senger revenue growth and a 
strong operating performance.”

However, on the same day 
FirstGroup announced its prelimi-
nary results for the first half of fis-
cal 2015, the British f inancial 
press reported the company “sur-
prised investors” with news it had 
lost its ScotRail franchise, which it 
has operated since 2004, to the 
Dutch firm Abellio.

FirstGroup didn’t specify the 
f inancial impact of losing the 
ScotRail contract, except to say 

KPS Capital completes
recapitalization of MCI

Greyhound, too

FirstGroup results show gains

that the loss “does not alter the 
group’s stated medium-term 
targets.”

There was speculation that los-
ing the franchise would result in a 
short-term loss of earnings. One 
analyst projected that losing the 
revenue generated by 86 million 

passengers could shave around 
$21 million from FirstGroup oper-
ating profits next year.

UK Rail accounted for 43 per-
cent of FirstGroup’s overall sales, 
and 20 percent of its operating 
profits in fiscal 2014, according to 
one report.
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By Dave Millhouser

“Iced tea” is what my wife or-
dered at the restaurant. I heard her 
distinctly. 

Within minutes of getting her 
drink, she became giddy.

There are many words to de-
scribe Susan — smart, charming, 
beautiful (she does read this col-
umn sometimes), but giddy is 
NOT one of them.

The last time she was giddy was 
years ago as we were sitting with 
her former landlady, toasting our 
recent marriage with champagne. 
Ruth, at age 87, drank us both under 
the table. Didn’t take much.

Remembering that occasion, I 
took a sip of her drink and con-
cluded the server had provided 
Long Island Iced Tea. It tastes a lot 
like sweet tea but is about 1,000 
percent alcohol. 

Liquids are tricky and under-
standing what you have, and how 
it’s supposed to act, is just as im-
portant in bus maintenance as it is 
in dining out. 

As motorcoaches grow more 
sophisticated, new fluids are being 
added to the repertoire and exist-
ing ones are becoming more 
specialized. 

A recent addition is DEF (die-

sel exhaust fluid). By most ac-
counts it’s working OK (does that 
matter, since it’s mandated for new 
coaches?), but there are some 
amusing anecdotes circulating 
about what happens when you 
pour it in the wrong opening. 

One story involves a gentle-
man driving a new bus when the 
low-coolant light illuminated. He 
rummaged around the storage 
bays, but couldn’t find any anti-
freeze…when suddenly a jug of 
DEF mischievously presented 
itself.

What could go wrong? 
Everything.
Evidently DEF holds some sort 

of grudge against most metals and 
devours them. 

In this case it turned all the 
copper coolant lines and heat ex-
changers into something akin to 
lawn sprinklers — a situation NOT 
covered by warranty. A coach has 
LOTS of these pipes, most of them 
hiding in the bus’s tummy.

Better education for this driver 
could have saved tens of thousands 
of dollars in repairs, and the EPA 
gets greatly irritated by puddles of 
ethylene glycol. 

Storing spare fluids on coach-
es, particularly ones traveling far 
from home is a good idea — IF the 

containers are carefully marked 
and the drivers understand exactly 
what they’re for and where they 
go. Not only does this save money, 
it reduces (but, doesn’t eliminate) 
opportunities for mischief.

When drivers MUST buy stuff 
on the road, they have to know 
what the “right stuff ” is, based on 
either education or a call to the of-
fice. Reading the labels is often a 
plus.

There are potential problems 
when coolant, diesel fuel, trans-
mission and power-steering fluids, 
engine lubricant, gear oil and the 
malevolent DEF are used incor-
rectly. There also could be issues 
with wrongly injected diesel fuel 
additives and treatments, airbrake 
antifreeze, windshield washer liq-
uid, and brake fluid for some cut-
aways. Hope I didn’t miss any.

Dropping a quart of transmis-
sion fluid in the power-steering 
reservoir isn’t a show stopper, but 
a similar snafu of adding coolant 
to the engine oil will quickly and 
permanently squelch its dedication 
to rotation.

Not only do you need to add 
things to the right reservoir but, in 
some cases, one size doesn’t fit all, 
with component vendors prescrib-
ing very specific diets for their 

products. Many are color coded (a 
semi-useless exercise since colors 
may vary from one supplier to 
another).

This all boils down to educa-
tion — drivers (and technicians) 
understanding what each fluid 
does, and what bussy dangers it 
represents. 

Even something as basic as 
coolant may have a number of 
variants, and choosing the wrong 
one can cause damage.

Human bodies come with a 
 variety of blood types…so why 
can’t motorcoaches be picky? 
Abusing this metaphor a bit farther: 
O-negative is a “universal donor” 
blood type for humans, but there 
isn’t a comparable coolant. In mod-
ern engines, even water won’t al-
ways do.

With newer coaches, it is abso-
lutely critical to put the correct liq-
uid in the right reservoir — every 
time. If you goof, or cheat, the Bus 
Fairy will GET you.

The only defense is thoroughly 
educating everyone in your organi-
zation who might have reason to 
transfuse a coach. (Sure beat 
THAT metaphor to death.)

Years ago, my friend Leroy was 
driving a VW from Colorado 
Springs to Buena Vista, Colo., 90 

miles away. It 
was winter, he 
was exhausted 
after working 16 
hours on buses, 
and didn’t have 
enough gasoline 
to make the trip.

There were 
no f illing sta-
tions along the way, but he DID 
have five gallons of diesel fuel in a 
jerrycan. 

With the engine idling, he 
poured the diesel into the gas 
tank…and headed over the moun-
tains towards home. 

H e  wa s  S M O K I N ’ … n o t 
smokin’ fast…smokin’ smokin’. 
The bug chugged into the garage 
and he shut ‘er down. There used 
to be engines designed to run on 
both gas and diesel; this was not 
one of them. Thus endeth the VW 
engine.

It’s easy for me to second guess 
his choice of fluids, I wasn’t the 
one facing a cold lonely night in 
the high country.

Fortunately, there was a happy 
ending. The car was borrowed.

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

Like a baby, a new motorcoach must get the right bottle

Dave Millhouser

BUS WASH

Experience the Monochem difference today call us 512-267-5190
or visit us at www.worldwidemonochem.com

For Variety of Road-Related Soils & Stains
Attacks Dust, Mud, Diesel Exhaust

Pleasant Citrus Scent
Safe for automated systems

DYNA-BACT
Liquefies waste & tissue
Cleans tank system
Unmatched proven performance
Dramatic savings on dumping fees
Convenient toss in pack
ODOR CONTROL GUARANTEED!

#1 GREEN CHOICE
REVOLUTIONARY NEW

M5000
Toilet Deodorizer

High Traffic, High Heat
Superior Odor Control

Increased Color, Fragrance & Actives
Formaldehyde Free

Super Concentrate Formula

SOLVING TOMORROW’S SANITATION PROBLEMS TODAY!

TOP MOP
Concentrated Floor 
/Surface Cleaner
Economical
Superior Fragrance
Industrial Strength
GUARANTEED PERFORMANCE!
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Driver wages are racing ahead in the trucking industry

What qualities do they look for 
when they screen job candidates? 

How many hours of training do 
they give their drivers?

What are their best practices 
when it comes to driver training? 

Here’s what they say:

Making a good driver
“I think we can train most peo-

ple to drive a bus,” said Tallman. 
“The drivers who set themselves 
apart are the ones who are going 
above and beyond for our custom-
ers. They’re the target. We want to 
have outstanding customer ser-
vice, a high level of professional-
ism, certainly, knowledge of com-
pliance issues. That’s what would 
set a driver apart from the field.

“I’d say what we look for is the 
driver who wants to drive people. 
If you want to drive a concrete 
truck and have an isolated trip, 
you’re probably not a candidate 
for us. Certainly there’s a position 
for them in that field, but we need 
people people.”

Dave Cosenze of Cyr Bus 
Lines in Old Town, Maine, agrees.

“A true driver, they love doing 
what they’re doing, and they get 
along with people 99 percent of 
the time,” said Cosenze. “They 
can talk and they have a better rap-
port with passengers. They just 
have a personality that can blend 
in with them. They have the air of 
confidence.”

Assessing candidates
Pat O’Brian of Excursions 

Trailways in Ft. Wayne, Ind., said 
his company evaluates job candi-
dates using hiring and perfor-
mance assessment tools developed 
by Scheig Associates, a Washing-
ton-based company.

“It tells us if a potential candi-
date has a mindset, whether it’s for 
the legalities, customer service or 
other aspects of what the job en-
tails,” O’Brian said.

“It’s not going to test on knowl-

edge of those fields. It’s testing 
more on interest towards that, or 
their ability to be able to work in 
those areas.”

In addition, he said, “I explain 
to potential candidates, if anywhere 
along the process, you don’t feel it’s 
right for you, tell us. I want them to 
be matched up to it, too. I think it’s 
just as important I show them ev-
erything right from the start to 
make sure that they’re really inter-
ested in the career choice.”

All of the safety and driver 
training executives interviewed 
said their companies have trained 
both experienced commercial 
drivers and less-experienced driv-
ers with success. Some said the 
ratio of driver candidates is about 
50-50; Gregory, in Southern Cali-
fornia, said the portion is much 
higher.

“We train non-experienced 
drivers much more than we train 
experienced drivers. We hire one 
experienced driver to 10 drivers 
who have maybe only seen a bus 
going down the road or ridden in 
one as a school kid,” he said.

He cited a couple of reasons: 
“No. 1, it’s hard to f ind people 
who have experience who are 
good drivers. If a driver is a good 
driver, generally the people they 
work for are going to try to retain 
the driver. We find if we train a 
driver from the ground up, we can 
get them to drive to our expecta-
tions. An experienced driver may 
have bad habits.”

 
Classroom, road training

The amount of time drivers 
spend in classroom and behind-
the-wheel training varies from 
company to company.

At Krapf ’s Coaches, initial 
driver training is typically con-
ducted over a 30-day period. 

“We maintain a one-to-one 
ratio, so we have one instructor 
and one trainee,” Tallman said. 
“They’re closely monitored and 
observed. We teach them to drive 
every vehicle on our lot, and 
they’re checked off on every vehi-

cle on our lot before they’re eligi-
ble to actually have customers 
with them.” 

Gregory, at Certif ied Trans-
portation, said drivers can gener-
ally expect to undergo 30 hours of 
classroom training and 50 to 60 
hours behind-the-wheel instruc-
tion to meet California’s School 
Pupil Activity Buses require-
ments ,  as  wel l  as  company 
standards.

The training starts from square 
one.

“We treat it like they’ve never 
seen a bus before,” he said, noting 
the company program covers ev-
erything from U.S. Department of 
Transportation rules and regula-
tions to defensive driving, emer-
gency procedures and community 
and public relations.

“We explain to them that even 
if you don’t believe you are in pub-
lic relations, the minute you get 
behind the wheel of that vehicle, 
you are representing your industry 
and your company,” he said. 
“You’ve got the name in huge let-
ters on the side of the bus, and 
trust me, they will call if you have 
an issue.”

The behind-the-wheel training 
concludes with an appraisal from a 
different instructor than the origi-
nal trainer.

“It gives a second, outside, ob-
jective view of how the student’s 
doing,” Gregory said. “An instruc-
tor is going to say, ‘my students 
are perfect.’ The next instructor is 
going to say, ‘you need review on 
this, this and this.’”

Training regimen   
Glenn Godshall of Hagey 

Coach & Tours in Souderton, Pa., 
said his company’s motorcoach 
trainees undergo a minimum of 40 
hours of coach-specific training, 
and an additional classroom de-
fensive driving course. 

He said that a good portion of 
the company’s motorcoach train-
ees have previously worked in its 
school bus charter division, where 
they have already received 40 to 

50 hours of commercial licensing 
preparation and other training in 
the classroom and behind the 
wheel. 

He also noted that the compa-
ny’s primary trainer is a veteran 
motorcoach driver with more than 
30 years of experience behind the 
wheel, which “ensures the trainee 
hears what they need to know and 
builds a better skill set right from 
the start.”

At Excursions Trailways, once 
a driver has received classroom and 
on-the-road observational trips 
with a trainer, he or she participates 
in several ride-along trips.

“That’s the real customer ser-
vice aspect,” O’Brian said. “We can 
preach the customer service and 
tell them what we expect, but if 
customer service is one of our de-
fining differences as a motorcoach 
company, now you have to see it in 
action with a driver.” So they’ll do a 
ride-along to witness that motor-
coach customer service.”

Then, he said, “when they are 
f inally on a bus by themselves 
with passengers, it’s in a group of 
buses, whether it’s in a two-bus 
move, or a three-bus move, or a 
four-bus move. They’re the second 
bus. They’re behind the lead bus, 
and obviously the lead driver is 
well chosen, one that’s going to 
nurture. In other words, not turn 
the corner and ditch him.”

O’Brian said those trips can be 
invaluable for new drivers.

“When they’re in a group like 
that, and the customers are off the 
bus and it’s time to catch some-
thing to eat, there’s a lot of collab-
orative conversation from driver to 
driver that takes place,” he said.

“That’s how I learned a lot of 
things on the motorcoach, sitting in 
a parking lot and one of the more 
experienced drivers says, ‘let’s take 
time and kick the tires and go 
through every nook and cranny of 
the bus.’ It may have been shown to 
you, but now that you’re driving 
it’ll come back to the forefront of 
your brain and click.”

When new drivers are assigned 

trips on their own, he pays special 
attention to the route and other 
particulars. “I wouldn’t throw 
them into Chicago. I would put 
them on a college sports team trip 
where you get to the campus, and 
there you are, or some easy trip so 
that their comfort level with peo-
ple on the bus builds.”

 
Refresher training 

For safety managers, training 
is an ongoing proposition.

At Hagey Coach & Tours, the 
lead trainer conducts refresher 
training for new drivers after four 
weeks on the job to assess “driving 
behaviors, techniques, and to 
make sure things haven’t changed,” 
Godshall said. 

“This session allows for an 
open discussion with the trainer 
and the new employee, and makes 
sure we have a comfortable, confi-
dent new employee ready to build 
his expertise. Remedial training is 
always a possibility at any time 
based upon performance,” he said.

He noted that on-board camera 
systems can help determine if a 
driver can benef it from more 
coaching sessions.

Trainer retraining
O’Brian said his company 

used a consultant a couple years 
ago to evaluate its program and 
meet with trainers: “He helped us 
refine it, even as far as parking lot 
maneuvers and backing up and 
going through serpentines backing 
the bus up, things that I didn’t nec-
essarily take into account. Now we 
have those in there.

He said the importance of up-
dating a driver training program 
cannot be underestimated, “espe-
cially now with the changes com-
ing with the (federal Compliance, 
Safety, Accountability program) 
and everything else. 

“Whether it’s a motorcoach 
business or a tech business, every-
body is requiring more and more, 
more documentation, training, ev-
erything. It’s getting more and 
more complicated for the good.”

Driver training
CONTINUED FROM PAGE 1

To the extent motorcoach com-
panies have to compete with truck-
ing outfits for drivers, the battle 
has gotten a lot tougher.

Long accustomed to driver 
shortages, U.S. trucking compa-
nies now find themselves having 
to fatten up paychecks to retain 
employees and handle surging 
freight demand.

U.S. Xpress Enterprises Inc. 
announced a 13 percent average 
boost in August, more than four 
times the industrywide increase 
last year.

It  became the shot heard 

around the trucking business, out-
pacing Con-way Inc., Celadon 
Group Inc. and other competitors 
that have also raised pay to keep 
their trucks rolling.

“You have the early stages of 
what could be a wage war,” reports 
John Larkin, a Stifel Financial 
Corp. analyst in Baltimore. “It’s 
hard for others to stand pat and not 
take pay up.”

Take driver Tommy Walters, 
for example. He drives for U.S. 
Xpress and is feeling flush these 
days after the biggest raise of his 
17-year trucking career.

Under the new pay scale, he’s 
looking at probably making over 
$60,000 a year, the 40-year-old 
Walters told a leading trucking 
publication.

That’s a big step up from his 
usual $48,000 to $55,000, and he’s 
not alone.

Average truck driver wages 
may rise as much as 6 percent in 
2014, according to Kenny Vieth, 
president of Columbus, Ind.-based 
Americas Commercial Transporta-
tion Research Co. That would be 
the second-biggest jump since 
consulting company National 

Transportation Institute began an 
annual driver wage survey in 1994, 
behind 2005’s 7 percent.

Long-haul trucks account for 
about 38 percent of the $840 bil-
lion U.S. freight market, making 
drivers a crucial link in that eco-
nomic chain. The driver shortfall 
now exceeds 214,000, according 
to FTR Associates data compiled 
by Bloomberg. 

The total eclipsed 200,000 in 
last year’s fourth quarter for the 
f irst time since 2004, the data 
show.

Rising cargo volumes heighten 

the urgency to fill those vacancies. 
Freight tonnage rose in six of 
2014’s first eight months, accord-
ing to a seasonally adjusted index 
from the American Trucking Asso-
ciations, and is at the highest since 
the group began tracking the data 
in 1973.

Closely held U.S. Xpress 
would  add 800 t r ucks  to  a 
7,000-strong fleet if it could find 
people to drive them, according to 
its Chief Operating Officer Eric 
Fuller.

“We’re seeing anywhere from 
CONTINUED ON PAGE 13 c
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Before you can train drivers, 
you’ve got to find ‘em.

And it’s as tough as ever to re-
cruit good candidates and solid, 
qualified motorcoach drivers.

That’s according to a sampling 
of safety managers and other ex-
ecutives at motorcoach companies 
from coast to coast.

They cite a range of factors: 
competition from the trucking in-
dustry, an uptick in the economy, 
demands of the job, and unattract-
ive pay levels.

“It’s extremely difficult to find 
experienced drivers. Extremely,” 
said Craig Osborne, safety man-
ager at Northfield (Minn.) Lines. 

“People ask me why do you 
have such a hard time f inding 
commercial drivers? I say, just go 
out on the highway and count the 
amount of commercial traff ic 
that’s running up and down the 
freeway system. It’s staggering,” 
he said. “It’s a field that is just eat-
ing up CDL drivers.”

Eric Gregory, operations man-
ager at Certified Transportation 
Services in Santa Ana, Calif., 

called the diff iculty in f inding 
good drivers “challenging but not 
insurmountable.”

“It is cyclical with the econo-
my. When the economy is bad, ev-
erybody is looking for a job, and 
they’re willing to do anything. 
When the economy is good, they 
don’t want to be drivers because 
drivers don’t get the pay levels that 
many other employees get, and 
they face certain hassles,” he said.

In other jobs, he said, “You 
don’t have the DOT on your back, 
you don’t face random drug test-
ing, and long hours and traffic.” 

Like others, Pat O’Brian of Ex-
cursion Trailways in Ft. Wayne, 
Ind., attributed the shortage of mo-
torcoach drivers in part to the 
growth of the trucking industry.

“A lot of potential drivers who 
might have considered driving a 
motorcoach, they have the oppor-
tunities with trucks. I think more 
positions are opening that require 
the CDL licensing, but there’s only 
so many people who can do the 
work,” he said.

“We’re spreading ourselves 

thin, both in the trucking and bus 
industries. I still keep hearing from 
the trucking industry that they’re 
going to be short drivers as people 
retire out or can’t drive anymore. 
They’re really looking at a short-
age, too.”

O’Brian said changes within 
both industries may be discourag-
ing younger people from entering 
the field.

“Years ago you could get in a 
bus, and whatever the company of-
fered as training, as long as you 
had your passenger license, you 
were hired,” said O’Brian, a 25-

year driving veteran.
“Whereas now, you’ve got to 

meet this criteria, you’ve got to 
meet all these different steps along 
the way, before you’re a driver. I 
think a lot of people are looking at 
it as too much work.”

Others may see it as requiring 
too much of their time.

“The nature of being involved 
in a business that has the customer 
requesting transportation 24/7 
means that staffing will always be 
a challenge,” noted Glenn God-
shall, corporate manager at Hagey 
Coach & Tours in Souderton, Pa. 

“Often, a person who has re-
tired early from their first career, 
has a right personality to relate to 
customers, and wants to work 
weekdays or weekends with fluc-
tuating hours becomes our best 
candidate,” he said.

Safety officers say their work 
is far from over once they find and 
train good drivers.

“If a driver is any good, the 
company is going to work to keep 
that driver,” Gregory said. “If you 
have a good manager, you’re going 
to try to make that driver happy to 
retain that driver.”

Trucker wages
CONTINUED FROM PAGE 12

Finding good drivers: As tough as ever and getting tougher

FOR A FREE ROUTE ANALYSIS CALL 1(800) 300-3751  — COMPLETECOACH.COM/ZEPS

Introducing the world’s first & only all-electric 
remanufactured transit bus that is sure to deliver clean & 

environmentally friendly transportation to your community 
while priced at a fraction of the cost of a new bus. 

Changing the Sound of 
Transit with help from: COMPLETE COACH WORKS

See why transit fleets 
are making the switch to 

ZEPS Electric Buses
completecoach.com/the-switch

5,000 to 8,000 orders a week that 
we’re turning down that our cur-
rent customers are actually offer-
ing us,” Fuller told Transport Top-
ics. “We’re turning those down 
because we don’t have capacity.”

 “It’s not a driver shortage,” said 
Vieth, the Indiana-based research-
er. “It’s a driver-pay shortage.”

Pay is the biggest consider-
ation in choosing a job, according 
to a driver survey by North Ber-
gen, New Jersey-based logistics 
company National Retail Systems 
Inc. More home time ranked sec-
ond, and benefits finished third.

Truckers can’t afford soaring 
labor expenses, according to the 
ATA. Operating margins averaged 
6.4 percent in the nine-company 
Bloomberg News U.S. Truckload 
Trucking Index, trailing the 14 
percent average for companies in 
the Standard & Poor’s 500 Index. 

Companies also say higher sal-
aries aren’t the best way to expand 
the ranks of potential drivers.

“Pay is important, but I don’t 
think it’s the driving force in the 
driver shortage,” said Kevin Burch, 
an ATA vice chairman who is also 
president of Dayton, Ohio-based 
Jet Express Inc., where a lack of 
employees leaves some trucks sit-
ting idle. “We’re competing for an 
existing pool of drivers.”

Many drivers who left trucking 
during the 2007-09 recession 
haven’t returned as a U.S. oil and 

gas boom creates high-paying jobs 
and the construction industry 
rebounds.

“The exodus that we’re getting 
doesn’t compare at all to what 
we’re bringing into the industry,” 
Burch said. “It’s hard to get people 
into it to fill the seats.”

The ATA is trying to improve 
the industry’s reputation with a 
promotional campaign that in-
cludes the showcasing of driving 
as a career option. Besides internal 
steps such as training dispatchers 
to be nicer to the drivers they di-
rect, companies are asking ship-
pers for flexibility in pickups and 
deliveries.

The idea is to cut any wasted 
time after a driver arrives and then 
has to wait to complete a job, 
Burch said.

Employers also need to reach 
younger workers, putting them be-
hind the wheel before they pick 
another path, Burch said.

Faster U.S. economic growth 
could exacerbate the driver short-
age, and add to the pressure to in-
crease wages, Stifel’s Larkin said. 
The U.S. economy is forecast to 
expand 2.1 percent this year and 
then accelerate to 3 percent in 
2015, according to the median of 
79 economists’ estimates com-
piled by Bloomberg.

The shortage “is as bad as it 
has been and has the potential to 
be a lot worse,” said Larkin. 
“There’s not a single person who 
says, ‘I got this figured out and it’s 
easy.’”



 14 November 1, 2014 INDUSTRY NEWS Bus & Motorcoach News

Cause for confusion
There were two separate weight 

issues at play in the Gold Star inci-
dent that highlight the confusion 
many motorcoach operators are 
experiencing.

First, the Pennsylvania trooper 
told the driver his axle weight was 
23,000 pounds, which is above the 
federal limit of 20,000 pounds for 
vehicles traveling on interstate 
highways.

However, there is a federal ex-
emption for over-the-road and 
public-transit buses that raises the 
single-axle weight threshold to 
24,000 pounds, meaning the bus 
was not in violation of the weight 
limit for interstates.

“The bus should never have 
been stopped,” Jozaitis said. “It 
should have been just waived 
through. But apparently the troop-
er wasn’t aware of the exemption.”

If the bus had been traveling on 
a Pennsylvania state highway, the 
federal exemption would not have 
applied because the state axle-
weight limit is 20,000 pounds, 
which may have led to the confu-
sion, he added.

 
Confusing issue No. 2

The second issue at play in the 
incident was the total gross weight 
of the bus, including passengers 
and cargo.

The vehicle manufacturer tag 
listed its gross weight at 44,000 
pounds, but its actual weight — on 
the weigh station scales — was 
47,000 pounds.

Jozaitis said the problem re-
sulted from him relying on the for-
mula used in Wisconsin to calcu-
late gross weight. He said weight 
is determined by multiplying the 
number of passengers by 150 
pounds, then adding that amount 

Weighty issue
CONTINUED FROM PAGE 1

Academy’s revamped driver training courses available
ALEXANDRIA, Va. — The 

Bus & Motorcoach Academy Pre-
vost Preparatory School for Pro-
fessional Motorcoach Drivers 
winds up its updated and expand-
ed driver education program for 
2014 with a trio of courses that 
begin this month.

Immediate sign-up and regis-
tration is available at www.uma.
org/academy. Deadline is Nov. 6.

Earlier this year, UMA and 
Prevost announced a major expan-
sion and revamping of the Bus & 
Motorcoach Academy driver edu-
cation program with the creation 
of the Prevost Preparatory School 
for Professional Motorcoach Driv-
ers, known as Prevost Prep.

The initiative, which is de-

signed specifically to meet the driv-
er training needs of the motorcoach 
industry, was made possible by a 
generous donation from Prevost. 

“Prevost recognizes that mo-
torcoach operators are greatly 
challenged in recruiting, training 
and retaining qualified drivers and 
has partnered with UMA to create 
courses relevant for experienced 
and new drivers alike,” says UMA 
President and CEO Victor Parra. 

The seven-year-old Bus and 
Motorcoach Academy is the on-
line professional development 
school operated by UMA.

The three driver courses that 
begin this fall are:

Engaging Enforcement Offi-
cials. This course covers the basic 

responsibilities of the driver when 
engaging federal, state and local 
law enforcement officials, and pas-
senger care during inspections. It 
also focuses on the North Ameri-
can Commercial Vehicle Safety Al-
liance inspection and out-of-ser-
vice criteria. Additionally, the 
course highlights the driver’s prior-
ities after a crash, including respon-
sibilities for securing passengers, 
seeking assistance, cooperating 
with enforcement officials and tak-
ing notes and photographs. 

Motorcoach in Motion. This 
course highlights the critical pre-
trip inspection and assessment of 
the condition of the bus and/or 
motorcoach, basic parts identifi-
cation, fuse location, fluid levels, 

climate control, and f ire extin-
guisher. Also highlighted are tire 
inspection, condition, and tire-
pressure monitoring. 

Navigation and Weather. This 
course covers the appropriate 
places to obtain advance weather 
reports and road conditions, coor-
dinating with company dispatch 
along with group leaders. The 
course also focuses on the use of 
chains, tire pressure, effects of al-
titude, allowing ample time, and 
general systems checks. 

Four other driver courses are 
offered through the Academy. 
Next spring and summer these 
courses will be available:

• Managing Passengers
• Security 

• Motorcoach Driver Profession
• Safe Driving 
The Bus & Motorcoach Acad-

emy courses are offered entirely 
on-line, using the College of 
Southern Maryland’s extensive 
on-line course modules, which are 
geared for individuals with busy 
and time-conflicted schedules.  

Complete course information, 
including detailed descriptions, is 
available at www.uma.org/academy.

The Academy also offers pro-
fessional and business develop-
ment courses for motorcoach own-
ers, managers and supervisors 
through the Clarence Cornell 
School of Business. Information 
for these courses also can be found 
on the academy website.

to the weight of the empty bus. In 
this case, the formula underesti-
mated the overall weight of the 
motorcoach and its load.

“I’ve never had an issue with 
this before,” Jozaitis said. “It’s 
never been a problem.”

Similar incidents reportedly 
have been occurring because of the 
different ways weight is calculated 
state by state.

Some states register buses 
based on their empty weight, while 
others use the number of passen-
gers, not their weight. Errors by 
state agencies that register buses 
also have been blamed for weight 
discrepancies, including listing the 
empty bus weight instead of the 
laden weight.

Sorting it out
Confusion over bus weight is 

what led the Commercial Vehicle 
Safety Alliance to survey states 
about whether they require buses 
to stop at weigh stations.

The alliance is an international 
organization comprised of local, 
state, provincial, territorial and fed-
eral motor carrier safety officials 
and industry representatives from 
the U.S., Canada and Mexico.

William Schaefer, director of 
vehicle programs at CVSA, con-

ducted the weigh station survey 
“to communicate the information 
to carriers and to help inform 
them that they have to pull into 
weigh stations in these states if 
they are open.”

The current interest in bus 
weight and requiring motorcoach-
es to stop at state weigh stations 
stems, in large measure, from a 
2012 weight-limit warning issued 
by the Federal Motor Carrier Safe-
ty Administration. (See Sept. 15, 
2012, Bus & Motorcoach News.)

The FMCSA warning came 
after the fatal crash of a megabus.
com coach in Illinois. The crash 
investigation pointed to a front-tire 
failure as the likely cause of the in-
cident that killed one person and 
injured 47 others.

The FMCSA bulletin urged 
motorcoach companies to take 
steps to prevent tire failures by 
properly loading passengers and 
cargo, and increasing pressure in 
tires on the rear axles to the maxi-
mum marked on the tires when 
buses are carrying heavy loads.

In its bulletin, which went to 
state motor carrier enforcement 
agencies across the U.S., the 
FMCSA noted that fully loaded 
double-deck coaches could be sus-
ceptible to overloading. There was 

widespread speculation at the time 
that a fully loaded single-level 
coach also could easily exceed 
weight limits. 

States take the cue
While the warning was meant 

to raise awareness of the issue with-
in the industry and to encourage 
companies to take action to prevent 
potential safety risks, it also 
prompted many state motor carrier 
safety units to begin weighing 
coaches.

And that trend appears likely to 
continue. 

The CVSA, whose members 
include state transportation de-
partment officials and highway pa-
trol officers, supports giving states 
the authority to require that pas-
senger-carrying commercial vehi-
cles “report to an open weigh sta-
tion while en route, specifically 
f o r  w e i g h t  e n f o r c e m e n t 
purposes.”

CVSA Executive Director Ste-
phen Keppler said there is growing 
concern within the law enforce-
ment community about overweight 
buses. 

CVSA has been pushing Con-
gress for years to remove federal 
restrictions on roadside inspections 
of buses, including weighing them.

Federal law currently only al-
lows — what are commonly re-
ferred to as — destination inspec-
tions, when the vehicle is at a stop 
and unloaded, and at the beginning 
and end of trips. It prohibits troop-
ers from pulling them over along 
the highway for inspections unless 
a safety issue is observed.

Safety first
The reason for the federal pro-

hibition, which is strongly sup-
ported by the industry, is that a 
roadside inspection easily could 
compromise passenger safety.

The industry also opposes 
them because of the potential for 
badly disrupting schedules and 
causing passengers to miss flights, 
ship sailings or other deadlines. 

States can conduct roadside in-
spections but only if safe facilities 
for off-loading and accommodat-
ing passengers are at hand. At least 
18 states require coaches to pull 
into their weigh stations, but it is 
unknown how many states are rou-
tinely conducting comprehensive 
safety inspections, beyond check-
ing weight and other readily ob-
servable issues, at their weigh 
stations.

Keppler said some bus opera-
tors take advantage of the prohibi-
tion on roadside inspections by ig-
noring weight and other safety 
issues. He said it has become more 
of an issue with the growth of 
c u r b s i d e  a n d  l ow - b u d g e t 
operators.

“Those that want to skirt the 
law can present problems for our 
folks in the field,” he said. “We 
focus on safety implications and 
support putting in place programs, 
rules and regulations that mitigate 
problems.”

And, of course, more pro-
grams, rules and regulations create 
more work and greater job security 
for enforcement officers.

Buses must stop at busy Southern Calif. weigh station 
OCEANSIDE, Calif. — The 

California Highway Patrol has an-
nounced that starting Nov. 1, mo-
torcoaches must stop at one of the 
busiest weigh stations in Southern 
California.

Not only must motorcoaches 
pull into the San Onofre Commer-
cial Vehicle Enforcement Facility, 
which is north of Oceanside and 
just south of San Clemente on busy 
Interstate 5, also “shuttle vans” and 
tour buses must also stop.

Until now, it has been the prac-

tice of buses and motorcoaches to 
by-pass the inspection process at 
the San Onofre weigh station by 
simply driving behind the scale fa-
cility. No more.

“The CHP realizes this is a 
change and will allow a 30-day 
conditioning period before enforce-
ment action is taken against drivers 
who fail to follow the directions of 
the posted signs and electronic 
message boards,” the highway pa-
trol said in its announcement.

“While an officer may make a 

traffic stop on any bus failing to 
follow directions into the facility, 
we will withhold citing drivers spe-
cifically for this until after Jan. 1. 

“The CHP realizes these vehi-
cles will often be occupied by mul-
tiple passengers, some who have 
severe time constraints on their 
travels. It is our objective to con-
duct inspections in as timely a man-
ner as possible, balancing the need 
to ensure public safety with the per-
sonal needs of the passengers,” the 
CHP announcement noted. 
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NEWARK, N.J. — A truck-
load of trucking companies that 
purchased or leased big rigs pow-
ered by Caterpillar diesel engines 
— that they say turned out defec-
tive — have filed a consolidated 
class-action lawsuit against Cat in 
federal court here. 

The 22 trucking firms are lo-
cated in 18 states.

They charge that engine ex-
haust emission system defects re-
sulted in power loss and shut-
downs that prevented operation of 
or impeded their vehicles.

The involved Caterpillar C-13 
and C-15 power plants, collectively 
known as MY2007 Cat engines, 
were sold from 2007 through 2010. 

The same issues also are being 

litigated on behalf of a dozen mo-
torcoach companies that operated 
defective C-13 Caterpillar bus en-
gines that were equipped with the 
s a m e  e m i s s i o n s - r e d u c t i o n 
technology.

The bus litigation is pending in 
the same New Jersey federal court. 
(See Dec. 15, 2012; April 1, 2013; 
June 1, 2014, and Aug. 15, 2014, 

issues of Bus & Motorcoach News.) 
According to one attorney, the 

truckers incurred significant op-
erational losses, diminished vehi-
cle values, and engine replace-
ment costs.

For more information about 
the Cat C13 and C15 engine litiga-
tion, go to www.cohenmilstein.
com/news.php?NewsID=718.

Slew of truckers sue Cat over emissions system

Take YOUR
Business 
to the   

Next Level

The Bus & Motorcoach Academy’s
Clarence Cornell School of Business
will help increase your business and
operational knowledge...helping you
take YOUR business to the next level.

Visit www.uma.org/academy for more information!

Registration for the Fall Semester is
open until November 6th! 

SPOKANE, Wash. — Officers 
and directors of the Northwest Mo-
torcoach Association were elected 
during the group’s 15th annual Con-
vention and Road-eo here last month.

Becoming president for 2014-
15 was Bob Giles of Alpha Omega 
Tours and Charters in Medical 
Lake, Wash., and picked as vice 
president was Gary Miller of GLM 
Charters in Sumner, Wash. Both 
also are association directors.

Other directors for 2014-15 are 
Tom Casazza of Starline Luxury 
Coaches in Seattle, representing 
large operators; Steve Abegg of 
Journey Lines in Lynnwood, Wash., 
representing medium-size opera-
tors, and Michael Rogers of Beeline 
Tours in Seattle, representing small 
operators. 

Gary Hahn of Gary Hahn & As-
sociates in Portland, Ore., was cho-
sen associate director, and past 
president Bob Pirnke of Chinook 
Charters in Mill Creek, Wash., re-
mains on the board.

Winners of the annual driver 
competition were:

First place, Dick Turner of North-
western Stage Lines in Spokane; sec-
ond place, Joni Long of MTR West-
ern in Seattle, and third place, Barry 
Coe of Northwestern Stage Lines.

NW coach assn.
elects directors

Insurance
CONTINUED FROM PAGE 1

ward with the development of regu-
lations to increase minimum finan-
cial responsibility requirements for 
truck and bus companies. This is 
despite the fact that the depart-
ment’s own data shows that less 
than 0.2 percent of truck-involved 
accidents result in damages that ex-
ceed the current requirements,” the 
groups wrote in their letter.

“What is especially troubling 
about this rulemaking is that the de-
partment cannot show any connec-
tion between higher minimum in-
surance requirements and improved 
safety performance by a truck or 
bus company.”

In spite of this, an advanced notice 
of proposed rulemaking is currently 
under review at the White House Of-
fice of Management and Budget.

“This rulemaking action, de-
scribed as ‘high priority,’ has been 
taken up by the department without 
direction from Congress, and is mov-
ing forward while other actions with 
a direct impact on motor carrier safe-
ty languish with little to no action by 
the department,” the letter states.

“At the very least, the depart-
ment should halt this action until 
the issue can be fully examined by 
Congress through hearings and leg-
islative direction, as occurred when 
the current minimum financial re-
sponsibility requirements were en-
acted into law.”
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SPARTANBURG, S.C. — 
Atchison Transportation Services, 
one of the largest passenger carri-
ers in South Carolina, has agreed 
to pay $85,000 and take other steps 
to settle an age discrimination law-
suit brought by the U.S. Equal Em-
p l o y m e n t  O p p o r t u n i t y 
Commission.

The EEOC had charged the 
company with discriminating 
against two motorcoach drivers 
when it fired them because of their 
ages, 75 and 76.

According to the suit f iled 
against the company by the EEOC, 
around Dec. 21, 2011, William 
Thomas, who was a coach driver 
for Atchison, was told by the com-
pany operations manager that he 
was being terminated. 

The operations manager told 
Thomas he had thought Thomas 
was “only 70,” but because Thom-
as was actually 75, the company 
had to let him go. 

The EEOC complaint also al-
leged the operations manager told 
Thomas that the company insur-
ance policy had a clause that did 
not allow drivers to drive after they 
reached the age of 75.

The EEOC suit made similar 
charges concerning Norris Locke, 
who also worked as a motorcoach 
driver for the company.

The same operations manager 
had previously discharged Locke, 
who was 76 at the time, around 
April 30, 2009.

According to the EEOC filing, 
the operations manager said Locke 
was fired because the company’s 
insurance carrier would no longer 
insure Locke.

The EEOC asserted in its suit 
that the company insurance policy 

had  no  age  r e s t r i c t ion  fo r 
coverage. 

Discrimination against persons 
age 40 and over based on age vio-
lates the federal Age Discrimina-
tion in Employment Act. 

The EEOC said it sued Atchi-
son in the U.S. District Court for 
the District of South Carolina after 
first attempting to reach a pre-liti-
gation settlement through its con-
ciliation process.

In addition to monetary dam-
ages, the two-year consent decree 
resolving the litigation requires 
Atchison Transportation to devel-
op and implement a policy that 
prohibits discrimination based on 
age.

The decree further requires the 
company to conduct preventive 
annual training on requirements of 
the Age Discrimination in Em-
ployment Act for employees, su-

pervisors and managers. 
Finally, the company will re-

port to the EEOC each time it dis-
charges an employee who is over 
age of 40 and will post a notice 
about the lawsuit in its Spartan-
burg facility.

“Employers commonly make 
assumptions about how long per-
sons should work before retire-
ment, including assumptions about 
their ability to work based solely 

on age,” said EEOC Regional At-
torney Lynette A. Barnes of the 
agency’s Charlotte district.

“Employers must be careful as 
making such assumptions, and 
then acting on them, can result in a 
violation of federal law.”

Atchison Transportation is a 
60-year-old, diversif ied passen-
ger carrier, with a fleet of limou-
sines,  sedans,  cutaways and 
motorcoaches.

South Carolina operator settles age discrimination suit

Drivers Wanted.

Introducing the Bus & Motorcoach Academy’s 
Prevost Preparatory School for Professional
Motorcoach Drivers. 
Developed to help new drivers prepare for
their CDL, Prevost Prep also gives 
experienced drivers an opportunity to keep
current on the unique skills and responsibilities
of a professional motorcoach driver.

Visit www.uma.org/academy for more information!

Registration for the Fall Semester is
open until November 6th! 

OCTOBER 2014
26-28 Bus Association of New 
York Annual Meeting and 
Marketplace, Gideon Putnam 
Hotel and Conference Center, 
Saratoga Springs, N.Y. Info: 
www.banybus.org.

26-28 41st Annual California 
Bus Association Convention 
and Trade Show, DoubleTree by 
Hilton Sonoma Wine Country, 
Rohnert Park, Calif. Info: www.
cbabus.com.

NOVEMBER 2014
2-4 Chauffeur Driven Trade 
Show & Conference, Trump Taj 
Mahal, Atlantic City, N.J.  Info: 
www.chauffeurdrivenshow.com.

18 CUTA Trans-Expo, Scotia-
bank Convention Centre, Niagara 
Falls, Ontario. Info: www.
cutaactu.ca.

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

Arrow Stage
CONTINUED FROM PAGE 3

Excellent Condition–none nicer! 
Cummins • B500 • 58 pax w/lav 

170K TCM Michelin Tires 
Alcoa Rims • Cordless Mics 

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

$305,000
Trade for MCI D or DL3 Considered • More available 

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

NEWLOWERPRICE!

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

• Variety of Makes & Models

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

2009 VanHool, T2145 
LIFT. 58 passenger, 

Cummins, B500. 470,500 
TCM.  Aluminum Wheels. 

Working ADA lift. 
One owner since new.  

$315,000

2003 Prevost H3045 LIFT. 
56 passenger, DD60, B500. 

677,775 TCM. Aluminum 
Wheels, Working ADA lift. 
Just USDOT inspected: 

$139,900

BEAUTIFUL 1998 
VanHool T-2145. 

Factory rebuilt DD60, 
B500 both with only 

75,000 miles. Upgraded 
two piece windshield 

and headlights. Newer interior, Flat screen REI system. 
One owner since new; $65,000

2012 Stallion 29 passenger mid-
size. Full size bathroom, underbelly 

storage, REI video system. Nice 
little coach for small groups. 

Freightliner Chassis, Cummins 6.7L 
ISB/Allison 2000 series. 104,000 

TCM. Owned since new: $150,000 
– GREAT DEAL

•  2007 VanHool T-2145 Unit #42547: 
400,000 TCM, Cummins, B500 combo. 
58 Seats, Aluminum Wheels, Beautiful white 
coach. $215,000

•  2000 VanHool T-2145 Unit #61194: 850,000 
estimated miles, Cummins, B500. Updated 
two piece windshield. Ready to roll $90,000

•  2006 VanHool T-2145 Unit #12575: 
381,400 TCM. Cummins, B500 combo. 
Aluminum Wheels, 58 Seats. $185,000

•  Package Deal: (2) 1999 T945’s Presently 
in service and a 1994 T840 for parts (Good 
Glass all way around)…All 3 for $70,000

•  Package Deal: (3) 2000 NABI Transit 
coaches. 40’ long. Excellent transit coaches. 
All 3 for $55,000 or $22,000 each

•  2009 MCI J4500. Engine fire. Thousands of 
dollars in parts. Own your own rolling parts 
bus. $20,000 (heck of a deal!!)

Call Trenton 
at 616-696-0022

or email: 
compass@wmis.net

All coaches are located
in Grand Rapids, MI

We have photos/videos of ALL listed coaches:

grades give the J4500 “car-like 
braking,” a smoother ride, and a 
significantly tighter turning radius 
of 40 feet, 11 inches, compared to 
the previous 47 feet.

Arrow’s newest J4500s also are 
equipped with Detroit engines, of-
fering improved fuel economy, and 
such standard safety features as 
electronic stability control, tire-
pressure monitoring, and Amerex 
fire suppression.

Inside the cabin there are pas-
senger seats with three-point belts, 
power outlets at each seat and 
Wi-Fi connectivity. 

“We are very excited to take 
delivery of the new MCI J4500 
with the ZF and Bendix systems,” 
said Busskohl. “The J coach has 
always been a very good motor-
coach for our company. However, 
now with the new ZF suspension it 
takes the J to a whole new level.”

In addition to its latest J4500 
coaches, Arrow added two Setra S 
417 models purchased through 
MCI, bringing its total MCI-associ-
ated fleet to 61 J4500s, 16 other 
MCI models, and 59 Setra coaches. 

“We appreciate Arrow’s loyalty 
to both the MCI and Setra brands,” 
said Patricia Ziska, MCI vice pres-
ident of new coach sales.

Founded in 1928, Arrow con-
tinues to grow as a major U.S. 
charter company. According to the 
latest Metro magazine ranking of 
the Top 50 North American motor-
coach fleets, Arrow ranked No. 13.

Besides its Omaha, Las Vegas 
and new Mesquite locations, it 
also has terminals in Kansas City, 
Denver and Phoenix, plus three 
more in Nebraska, two in Kansas 
and one in Iowa. 

To learn more, go to www.ar-
rowstagelines.com.

Trans-Bridge Lines, a private 
Motorcoach company, 
conducting charter, 
scheduled service and 
contract transit service 
in the Lehigh Valley region 
of Pennsylvania and central 
New Jersey, is seeking 
candidates for the 
following position:

Director of Operations
A senior-level position, which oversees all aspects if the 
company operations, including but not limited to:

• Direction of workforce
• Compliance of all Federal rules and regulations
• Safety and security
• Terminal management
• Fleet refurbishing and replacement schedules
• Insurance claims’ management
• Schedule route development and oversight

4 Candidate must have a minimum of 
10 years management experience.

4 Candidate must have experience working with Federal 
Motor Carrier Safety Administration (FMCSA) regulations.

Please include salary requirement with resume.
Send resume to: Jsmith@transbridgelines.com

3 – MCI 102D3 
models starting at 

$30,000 each
4 – Prevost H3-41 
models starting at 

$60,000 each
All with entertainment 

systems, all recently 
refurbished interiors, 

all with National Seats, 
includes tires, 

all Super clean and 
ready for operation.

Contact Brad Eyre at 410-442-1330 ext. 3208 
or brade@eyre.com

Or for more details on these coaches and others, 
visit our website: www.eyre.com/forsale

Escot Lines
CONTINUED FROM PAGE 3

“Ideally, when you look to pur-
chase another company, you’re 
looking at three things: You want 
their personnel resources, their as-
sets, or their market share. In this 
case, we got a little bit of all three,” 
he said.

The purchase comes nine 
months after Academy Express, the 
large New Jersey-based motor-
coach operator, swallowed up Hori-
zon’s other Florida units along the 
Interstate 95 corridor in Jackson-
ville, Miami and West Palm Beach.

The Horizon operations includ-
ed the former Coach America/ 
American Coach Lines units that 
Transportation Management Ser-
vice’s owner Frank Sherman had pur-
chased out of bankruptcy in 2012.

Transportation Management 
Services is the parent company of 
Horizon.



www.prevostcar.com

When you pair unbeatable operational efficiency with the highest standard for service in the industry, you have one 
powerful machine on your hands. The Volvo 9700 uniquely combines the proven performance and fuel efficiency of 
the Volvo D13 engine with the exceptional and experienced network of Prevost professional service. But it doesn’t stop 
there. This workhorse ups the ante on fuel economy with integrated features, like the I-Shift transmission, which ensures 
that the engine runs at the ideal speed for maximum fuel savings. Advanced safety features and passenger comfort 
round out the list of features that make the Volvo 9700 the best investment your business can make.

VOLVO PERFORMANCE BACKED BY unparalleled SERVICE. 
TALK ABOUT A WINNING COMBINATION.



California
800.777.4101

new Jersey
800.262.1287 

illinois
800.428.7626

florida
800.390.0287

Texas
800.248.4942 

Canada
800.663.3328

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

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

Get a Close Look at a Reliable  
MCI

 

Pre-Owned Coach.

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

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

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

CAT, ZF–10 Speed Manual. Price Reduced, 
WLC, West Coast/Southern Unit,  
49 Passengers, Steel Wheels. VIN #47227. 
Only $165,000!

2007 Van Hool C2045

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

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

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

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

Find our latest 
news and offers:

DD S60, B-500. Recently Reduced,  
49 Passenger Plus Bunk, Steel Wheels,  
5 Monitor Video System. VIN #52999.  
Only $30,000!

DD S60, B-500. Newly Available, 56  
Passenger, 4 Monitor Video System.  
VIN #60790. Only $45,000!

2000 MCI 102 Dl31999 MCI 102 El3

deal

DD S60, B-500R. Silver Exterior, 56  
Passenger, Aluminum Wheels, 6 Monitor 
Video System. VIN #00042. Only $132,000!

2004 SEtra S 417

DD S60, B-500R. New White Paint Exterior, 
56 Passenger, Aluminum Wheels, 6 Montior 
Video System. VIN #00107. Only $132,000!

2004 SEtra S 417

deal deal

deal

deal

DD S60, B-500R. Low Mileage, Light Blue 
Interior, 56 Passenger, Aluminum Wheels, 4 
Monitor Video. VIN #00061. Only $132,000!

2004 SEtra S 417

deal

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

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

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

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

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

Plus, pick your components from 
these three main categories: 

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

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

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

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

your fleet

Driving Pre-Owned
Back to New

CAT, ZF. Price Reduced, WLC, West Coast/
Southern Unit, 49 Passengers, Steel 
Wheels. VIN #47376. Only $165,000!

2007 Van Hool C2045

deal

DD S60, Allison. Recently Reduced,  
Sold As Is, 55 Passenger. VIN #52035. 
Only $13,500!

1999 MCI 102 Dl3

outlet

DD S60, B-500. WLC, 55 Passenger, Steel 
Wheels, 4 Monitor Video System.  
VIN #45792. Only $90,000!

2003 Van Hool C2045

deal
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