
November 1, 2015

WASHINGTON — The Fed-
eral Motor Carrier Safety Admin-
istration has released a report it 
says confirms the accuracy of the 
agency’s controversial Safety 
Measurement System (SMS) used 
to rate the safety risk of commer-
cial motor vehicle operators.

The report, which was ordered 
by Congress, concludes that SMS 
data accurately identifies carriers 
involved in 90 percent of crashes 
and therefore “is clearly sufficient 

to allow FMCSA to identify high-
risk truck and bus companies.” 

 SMS is part of FMSCA’s Safe-
ty, Compliance, Accountability 
program, which has been the sub-
ject of criticism by some members 
of Congress, the commercial 
motor vehicle industry and the 
U.S. Government Accountability 
Office.

The GAO said last spring that 
the scores produced by the rating 
system were unreliable in predict-

ing an individual carrier’s propen-
sity to be involved in a future crash.

Bus and truck operators have 
asked FMCSA to remove the 
scores from public view because 
they are unreliable and can wrong-
fully identify carriers as unsafe. 
They contend that the system mis-
characterizes many of them be-
cause the data and SMS score 
rankings do not predict the future 
crash rate of individual motor 
carriers. 

But that’s not the goal of the 
system, FMCSA said.

“The goal is to identify carriers 
that engage in patterns of behavior 
that are similar to carriers that are 
involved in crashes, which is stan-
dard risk management practice,” 
the report’s summary says. “The 
crash rates of the groups of carri-
ers identified are more than twice 
the national average. SMS data is 
sufficiently reliable for FMCSA to 
identify groups of high-risk carri-

ers for intervention.”
The new report found that SMS 

effectively identifies the truck and 
bus companies involved in 90 per-
cent of the more than 100,000 
crashes that occur each year.

In examining commercial 
motor vehicle crash rates, FMCSA 
looked at carriers of various sizes 
in accordance with the congressio-
nal directive. The analysis revealed 
no significant difference in actual 
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WASHINGTON — It’s not too 
late to take some bonus deprecia-
tion on new buses and other new 
business equipment put in service 
last year.

Bonus depreciation, which al-
lows business taxpayers to take an 
additional 50 percent of deprecia-
tion on myriad new equipment, 
wasn’t in effect last year, but was 
reauthorized by Congress in De-

cember and made retroactive for 
the year, according to Bob Pitcher, 
vice president-state laws for Amer-
ican Trucking Associations.

By then, however, many tax-
payers had already filed their fis-
cal-year or short-year tax returns 
for the period covered by the bonus 
depreciation, said Pitcher, who 
tracks laws that affect the com-
mercial motor vehicle industry.

“The opportunity is limited 
here because it really only applies 
to those people for whom the con-
gressional action came after they 
had filed their return, sort of miss-
ing the boat — and that isn’t ev-
erybody,” Pitcher said in an inter-
view with Bus & Motorcoach 
News.

The IRS has issued guidance 
on how taxpayers can claim the 

depreciation, with f i l ing an 
amended return for the period the 
property was put in service being 
the most straightforward way. The 
return must be filed before the tax-
payer’s return is due for the suc-
ceeding year.

The IRS guidance, found at 
http://www.irs.gov/pub/irs-drop/
rp-15-48.pdf, outlines other ways 
the credit can be claimed or used. 

“It’s highly technical,” Pitcher 
said of the IRS guidance. “Any-
body who takes advantage of the 
guidance really ought to read it for 
themselves or have their accoun-
tant do so.”

No bonus depreciation is avail-
able for the 2015 tax year, but that 
could change.

“Congress may well do the 

PRESORT STD
US POSTAGE PAID
PHOENIX AZ
PERMIT NO 1424

Postmaster: Please deliver before or on Nov. 1

Empty highways made life easier for buses at papal visit
PHILADELPHIA — Lighter 

highway traffic, comfortable hos-
pitality tents, free food and foot-
ball games on big-screen TVs 
made life easier than expected for 
motorcoach operators who bused 
people to downtown Philadelphia 
to see Pope Francis.

The same, however, can’t be 
said for their passengers, many of 
whom faced four-mile walks and 
major security hassles that kept 
them from getting anywhere near 
the pope.

And so it went. 
About 1,100 chartered buses 

and motorcoaches carrying identi-
f ication placards in their front 
windows were registered for ad-
mission to a downtown parking 

area reserved for the papal visit in 
late September. 

Highway and street closures 
produced heavenly cruises for 
drivers accustomed to East Coast 
congestion and road rage. At their 
destination the drivers were greet-
ed with a hospitality tent and meal 
vouchers to a nearby restaurant 
showing the day’s football games 
in air-conditioned comfort.

The motorcoach migration 
prompted by the papal pilgrimage 
was the first to be organized by a 
vendor, Go Ground, that charged 
registration fees for rights to enter 
a highly secured transportation pe-
rimeter. The fee, due two months 
in advance, was up to $395 per 

2014 bus buyers still have time to claim depreciation

FMCSA says new study confirms accuracy of SMS data
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Lighter highway traffic and unexpected amenities made driving into Philadelphia more pleasant for bus and motorcoach 
operators, but some of their passengers encountered gridlock. Photo by Bob Roller, Catholic News Service
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ELKHART, Ind. — Power 
Manufacturing Inc., which makes 
aftermarket parts for buses and mo-
torcoaches, has purchased parts 
maker Coach-Transit Components.

The transaction was completed 
last month for an undisclosed 
amount.

Between them, the two compa-
nies manufacture almost all of the 
parts used on the outside of buses, 
including bumpers, fenders, pro-
tective panels, mirror heads, door 
skins, taillight corners and head-
light kits.

Elkhart-based Power Manu-
facturing makes molded-plastic 
parts, while Orlando, Fla.-based 
Coach-Transit Components makes 
fiberglass parts. 

“It made sense for us to team up 
and share product lines,” said Mark 
Roberts, who co-owns Power Man-
ufacturing with Tim Ott.

“There is a synergy there,” 
Roberts said. “In the end, this 
should allow us to cover the com-
plete outside of vehicles with one 
product line under one roof. It also 
will give us better distribution 

throughout the country.”
Coach-Transit founder Mike 

Hemby, who is staying with the 
merged companies as part-time 
sales manager, agreed that com-
bining the two companies results 
in “a perfect blend.”

“We bought parts from each 
other,” Hemby said. “Coach-Tran-
sit was Power Manufacturing’s 
second-biggest customer. We 
bought tons and tons of parts from 
them for resale. The perfect way 
for them to expand was to buy us.”

Hemby, who has been in the 

bus and motorcoach industry for 
16 years, was national parts sales 
manager for Motor Coach Indus-
tries before founding Coach-Tran-
sit Components in 2008.

At the time, the U.S. economy 
was sliding into the Great Reces-
sion and “people said that I was 
absolutely nuts,” Hemby said.

But Coach-Transit Compo-
nents not only survived the down-
turn it continued to grow.

“To get it up to the size where 
we were attractive enough for 
someone to buy us is amazing,” 

Hemby said.
Because he made after-market 

parts for all the different bus and 
motorcoach models, coach manu-
factures took a keen interest in his 
company, Hemby said. 

“We were constantly under the 
microscope of the coach manufac-
turers because we took so much of 
their market share,” he said. 

Roberts said the two compa-
nies will retain their names at least 
through the beginning of next year 
and will continue to operate their 
separate manufacturing facilities. 

Parts makers Power Manufacturing, Coach-Transit merge

PERTH, Scotland — The 
North American division of Stage-
coach Group, which includes 
Coach USA, Coach Canada and 
megabus.com, has shaken up its 
top management.

Linda Burtwistle, who has 
nearly 20 years of experience in 
the public transport industry in the 
United Kingdom and North Amer-
ica, has been named president and 
chief operating officer. 

Bur twist le  replaces Dale 
Moser, who has decided to relin-
quish his full-time executive role 
after 15 years and was appointed 

as the division’s non-executive 
chairman.

This is the second stint with 
Stagecoach for Burtwistle, who 
joined the company in 1996 and 
served as chief financial officer of 
the North American division be-
tween 2000 and 2004. 

She also was finance director of 
Virgin Rail Group, the Stagecoach-
Virgin joint venture that operates 
the West Coast rail franchise. 

Burtwistle joined FirstGroup 
America in 2008, where most re-
cently she was president of the 
First Student school bus division 

until January 2014.
“I am delighted to welcome 

Linda back to Stagecoach,” said 
Stagecoach Group Chief Executive 
Martin Griffiths. “She has exten-
sive experience of the North Amer-
ica public transportation sector 
across different markets and her ap-
pointment will continue our sector-
leading focus on safety, value, inno-
vation and customer service.

“Her insight will be invaluable 
as we look to build on the strength 
of our commercial services, in-
cluding megabus.com, which has 
revitalized the inter-city coach 

market in North America over the 
past decade.”

Burtwistle said she was look-
ing forward to returning to Stage-
coach and working with its com-
mitted group of employees. 

“Stagecoach has always put 
new ideas and customers at the 
heart of its approach,” she said. “I 
will be looking to build on that 
strong leadership and develop fur-
ther the high quality transportation 
businesses we have across the 
United States and in Canada.”

Moser led the North America 
division for 15 years and has previ-

ously held leading positions in the 
transportation and logistics sector, 
including Laidlaw and Ryder Sys-
tem Inc. He is an executive director 
of the American Bus Association.

Moser’s role as non-executive 
chairman of Stagecoach’s North 
American division will include en-
gagement with key government 
and other stakeholders.

“Dale has successfully led the 
North America division through a 
period of change and growth,” 
Griff iths said. “He has helped 
 fundamentally change the public 

Linda Burtwistle to head Stagecoach in North America
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GREENBELT, Md. — The 
out-of-service rate for buses and 
their drivers declined during the 
annual Commercial Vehicle Safety 
Alliance Roadcheck inspection 
sweep in June.

This year, 7.6 percent of the 
coaches and buses checked were 
put out of service during the three-
day safety blitz. 

That percentage was down 
from last year, when the out-of-
service rate was 9.3 percent, but 
up from 2013 when it was 7.1 per-
cent — the lowest rate posted dur-
ing the previous 13 years (see 
Sept. 15, 2014, and Oct. 1, 2013, 
Bus & Motorcoach News). 

The three lowest out-of-service 
rates for buses — since 2000 — 
came in 2001, when it was 7.7 per-
cent; 2013, when it was 7.1 percent; 
and 2015, when it was 7.6 percent. 

In 2012, the out-of-service rate 
was 8.6 percent and 8.7 percent 
during Roadcheck 2011 (see Sept. 
15, 2012, and July 15, 2011, Bus 
& Motorcoach News).

 In 2010, the bus and motor-
coach rate was 9 percent; in 2009, 
it was 11.5 percent; in 2008, it was 
12.2 percent; and in 2007, it was 

12.3 percent. 
This year’s rate for buses was 

again substantially below that for 
over-the-road trucks. More than 
17.5 percent of all trucks were 
parked after undergoing a Road-
check inspection June 2-4. That 
was down from more than 18.7 
percent in 2014. 

The out-of-service rate for bus 
and motorcoach drivers checked 

during this year’s Roadcheck 
dropped to 1.9 percent from 3.9 
percent last year.

In 2013, the driver out-of-ser-
vice rate was 3.1 percent; in 2012, 
it was 2.5 percent; in 2011, it was 
2.6 percent; and it was 3.6 percent 
in both 2010 and 2009.

The lowest bus driver out-of-
service rate during the past dozen 
years came in 2003, when it was 

1.7 percent. 
This year’s out-of-service rate 

for truck drivers was 4.8 percent, 
unchanged from last year.

Inspectors stopped 500 fewer 
buses and motorcoaches than last 
year, the second consecutive 
decline. 

This year, only 582 buses were 
inspected, down from 1,071 last 
year and 1,471 in 2013. A total of 

652 buses were checked in 2012 
during that year’s CVSA sweep. In 
2011, 1,217 buses were inspected, 
compared with 1,097 in 2010 and 
932 in 2009.

Bus inspections apparently 
were not the priority this year they 
were three years ago when stepped-
up federal safety inspections of the 
industry were being launched. 

Two years ago, CVSA touted 
the fact it had collaborated with 
the International Association of 
Chiefs of Police to request its sup-
port in conducting stepped-up en-
forcement of traffic safety laws on 
bus and motorcoach drivers. That 
didn’t happen this year.

Overall, buses only accounted 
for roughly 0.8 percent of all com-
mercial vehicles inspected during 
Roadcheck 2015. In 2014, buses 
accounted for 1.6 percent of all ve-
hicles checked and in 2013 the 
figure was 2 percent.  

A total of 69,472 trucks and 
buses were inspected this year by 
CVSA- and FMCSA-certified in-
spectors at roughly 2,500 loca-
tions across North America. Last 
year,  73 ,475 vehic les  were 
checked. In 2013 the number was 
73,023 and in 2012 the number to-
taled 74,072.

Each year, International Road-
check places special emphasis on 
a category of violations.  This year 
the special emphasis was cargo se-
curement, meaning flatbed and 
other truckers were in for in-
creased attention.

 “CVSA’s International Road-
check is the largest targeted en-
forcement program on commer-
cial motor vehicles in the world, 
with nearly 17 trucks or buses in-
spected, on average, every minute, 
over three days,” noted CVSA 
Acting Executive Director Collin 
B. Mooney. 

“However, we must remember 
that the work done over that 
72-hour period represents only a 
fraction of what’s accomplished 
every day by approximately 
13,000  CVSA-certif ied local, 
state, provincial, territorial and 
federal inspectors. 

“They work every day to keep 
our roads safe by performing the 
same truck, bus and driver inspec-
tions conducted during Interna-
tional Roadcheck,” Mooney said.
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Out-of-service rate moves lower during Roadcheck 2015

WASHINGTON — Beverly 
Scott, the former controversial 
head of the Massachusetts Bay 
Transportation Authority, has de-
cided against seeking a seat on the 
National Transportation Safety 
Board.

 President Obama nominated 
Scott to a five-year term on the 
NTSB earlier this year, sparking 
criticism from some lawmakers 
o v e r  S c o t t ’s  r e c o r d  i n 
Massachusetts.

Obama has since withdrawn 
the nomination.

A White House spokesman 
said Scott requested that her nomi-
nation be withdrawn “due to per-

sonal reasons related to her 
family.”

Scott’s confirmation process 
in the U.S. Senate was expected to 
be difficult given the mission of 
the NTSB, an independent federal 
agency charged with investigating 
transportation-related accidents 
and making recommendations to 
improve safety in the nation’s 
transportation system.

Scott left the MBTA last spring 
after the agency was unable to 
cope with an unusually snowy 
winter in Boston, resulting in a se-
ries of transit system shutdowns 
and service delays. 

Just days before Scott resigned 

a panel of experts appointed by 
Massachusetts Gov. Charlie Baker 
issued a scathing report about the 
agency’s performance. 

 Sen. Edward J. Markey, D-
Mass., who sits on the committee 
that would have to approve Scott’s 
nomination, and Sen. Elizabeth 
Warren, D-Mass., were non-com-
mittal when asked if they support-
ed the nomination.

But Sen. Deb Fischer, R-Ne-
braska, who also is a member of 
the committee, said she was 
“deeply troubled” by the transit 
system’s failures last winter dur-
ing Scott’s tenure as head of the 
agency.

Beverly Scott’s NTSB nomination pulled
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WASHINGTON — The Feder-
al Motor Carrier Safety Adminis-
tration has awarded nearly $2.3 
million in grants to 13 technical 
and community colleges across the 
country to help train veterans and 
their families for jobs as commer-
cial bus and truck drivers.

The funding — double last 
year’s amount — is provided 
through FMCSA’s Commercial 
Motor Vehicle-Operator Safety 
Training (CMV-OST) g rant 
program.

“We support job opportunities 
for veterans who have served our 
country, but not only because it is 
the right thing to do, it also makes 
good sense,” said U.S. Transporta-
tion Secretary Anthony Foxx. 

“One of the most important, 
fastest growing employment sectors 
is for qualified commercial vehicle 
drivers and veterans bring invalu-
able experience to the industry and 
can enter the workforce quickly.”

FMCSA awards CMV-OST 
grants to a variety of educational 
institutions that provide driver 
training, including accredited pub-
lic or private colleges, universities, 
vocational-technical schools, post-
secondary educational institutions, 
truck driver training schools, asso-

ciations, and state and local gov-
ernments, including federally rec-
ognized Native American tribal 
governments.

“We doubled the amount we 
have previously provided through 
this grant program because of the 
important role qualified commer-
cial truck and bus drivers hold in 
moving our economy forward,” 

said FMCSA Acting Administrator 
Scott Darling. “The men and 
women who complete these com-
mercial driver training programs 
also serve our country in a vital 
way by making safety their top pri-
ority every mile, every day.”

The 2015 FMCSA grants will 
provide training for hundreds of 
new students. The awards were 

m a d e  t o  t h e  f o l l o w i n g 
organizations:

• California — West Hills 
Community College District, Coal-
inga, $199,460

• Georgia — Central Georgia 
Technica l  Col lege ,  Macon, 
$146,771

• Maryland — Cecil College, 
North East, $101,825

• New York — Erie 2 Chautau-
qua Cattaraugus BOCES, Angola, 
$105,201

• North Carolina — North Car-
olina Department of Transporta-
tion, Raleigh, $200,000

• Ohio — Cuyahoga Commu-
nity College District, Cleveland, 
$195,040

• Oklahoma — Central Techni-
cal Center, Drumright, $200,000

• Pennsylvania — Lancaster 
County Career & Technology Cen-
ter, Willow Street, $194,811

• Pennsylvania — Northamp-
ton County Area Community Col-
lege, Bethlehem, $134,400

• Pennsylvania — The Sage 
Corporation, Camp Hill, $198,504

• South Carolina — Orange-
burg-Calhoun Technical College, 
Orangeburg, $197,399

• Texas — Alamo Colleges/St. 
Phillip’s College, San Antonio, 
$196,680

• Virginia — Tidewater Com-
munity College, Norfolk, $199,879

 The CMV-OST training grant 
program was established by Con-
gress in 2005 to expand the number 
of commercial driver’s license hold-
ers possessing enhanced operator 
safety training to help reduce the 
severity and number of crashes.

FMCSA awards $2.3 million to train veterans to drive

ARLINGTON, Va. — The 
shortage of commercial vehicle 
drivers is getting worse, according 
to a new report by the American 
Trucking Associations.

The Truck Driver Shortage 
Analysis 2015 estimates that the 
trucking industry will be short 
nearly 50,000 drivers by the end of 
the year, up from 2014’s shortage 
of 38,000.

The shortage could widen by 
another 26,000 next year, ATA 
says, putting it at upwards of 
70,000, and could reach as high as 
175,000 by 2024, due to factors 
such as an aging driver population 
nearing retirement and expected 
economic and trucking industry 
growth in the coming decade.

Although comparable figures 
are unavailable, bus and motor-
coach operators also are strug-
gling to hire and retain drivers.

Other key findings from the 
report show that not only is the in-
dustry struggling to find driver 
applicants, it is desperately strug-
gling to find qualified applicants. 
The vast majority of applicants — 
88 percent in 2012, according to 
the report — “were simply not 
qualified.”

The report says the industry 
will need to hire an average of 
89,000 drivers a year for the next 
10 years to battle the shortage, 
nearly half of them to replace re-
tiring drivers and 33 percent to 
keep up with industry growth. 

The current and future driver 
shortages could be reduced, in 
part, through such actions as:

• Increasing driver pay to at-
tract new drivers and keep current 
ones. 

• Moving to a “hub-and-spoke 
system” that lends itself more to 
shorter hauls and more at-home 
time. 

• Improving the public percep-
tion of drivers to help attract new-
entrant drivers to the industry.

• Increasing efforts to help 
military veterans transition into 
careers in trucking. 

• Lowering the interstate driv-
ing age to 18, from the current 21, 
to help the industry target a labor 
force with high unemployment.

Truck-driver shortage could reach 50,000
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Silicon Valley shuttle regulation a success, study says
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SAN FRANCISCO — An ex-
perimental program aimed at regu-
lating shuttle buses that ferry high-
t ech  worke r s  be tween  San 
Francisco and their Silicon Valley 
workplaces has been a success, a 
study by the Municipal Transpor-
tation Agency concludes.

The MTA board of directors 
must decide whether to make the 
program permanent.

Not so fast, say critics of the 
program, who blame the shuttles 
for the city’s rising rents and eco-
nomic disparity. They contend that 
all the impacts of the buses need to 
be studied.

The 36-page MTA report con-
cludes that the commuter shuttle 
pilot program has succeeded in re-
ducing the number of municipal 
buses blocked by shuttles, in re-
ducing traffic on city streets, and 
in helping the MTA get a better 
handle on the number of shuttles 
and passengers.

“The report makes it clear that 
the status quo before we started 
the program was not working, and 
the pilot program is working,” 
Tom Maguire, MTA’s director of 
sustainable streets, told the San 
Francisco Chronicle. “There are 

fewer conflicts with Muni and pe-
destrian and vehicular traffic. The 
regulation has worked the way it 
was designed.”

The 18-month program, start-
ed in August 2014, aims to regu-
late privately owned and operated 
shuttles, most of them carrying 
workers between their San Fran-
cisco homes and the Silicon Val-
ley’s high-tech companies, such as  

Yahoo, Google and Apple.
Before the program, the shut-

tles, many with tinted windows 
and no identification, loaded and 
unloaded passengers at Muni 
stops, at white zones or in the mid-
dle of streets. 

They often blocked Muni 
buses, driveways and streets, cre-
ating gridlock and grumbling.

Critics called for the shuttles to 

be cited for illegally using public 
bus stops and blocking traffic. The 
MTA decided instead to create a 
voluntary program allowing par-
ticipants that registered and paid a 
fee to use a limited network of 
stops as long as they adhered to 
rules giving Muni buses priority.

The MTA report does not rec-
ommend whether the commuter 
shuttle program should become 

permanent or be changed in any 
way. But it does suggest that if the 
program continues, the agency 
should step up enforcement to 
keep shuttles from blocking streets 
and bike lanes, make sure partici-
pants are providing timely data, 
and address the perception that 
commuter shuttle vehicles do not 
belong on certain streets, a com-
mon complaint from residents.

Nor does the report address the 
complaints of a coalition of pro-
testers who contend that the shut-
tles are a leading cause of the city’s 
gentrif ication, that the private 
shuttles pay too little for the use of 
public bus stops and streets, and 
that the environmental damage 
they’re causing has not been prop-
erly studied.

“We’ve been pretty upset that 
the MTA, in evaluating the pro-
gram, has not looked at the impacts 
on housing that the stops are hav-
ing,” said Erin McElroy, of the Anti-
Eviction Mapping Project. “We’ve 
found that rents have risen dramati-
cally in the areas where stops are 
located, and so have evictions.”

The rising housing prices sup-
posedly stem from the sky-high 

CONTINUED ON PAGE 19 c

San Francisco transit officials say a pilot program regulating shuttles between the city and the Silicon Valley has 
been successful, but critics blame shuttles for high housing costs and economic disparity in the city.
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2013 F550 GM33—$1,400/month
G1057

28 passengers + driver, high back Freedman seating, under seat retractable belts, rear & 
overhead luggage, full view panoramic window, 110V outlets in every row, backup camera/
alarm, 110,000 BTU A/C system, Mor Ryde suspension, hydraulic brakes, 6.7 Power Stroke V8 
diesel engine

2013 F650 GM40—$1,948/month
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38 passengers + driver, high back Freedman seating, under seat retractable belts, rear & 
overhead luggage, full view panoramic window, backup camera/alarm, 155,000 BTU A/C 
system, OEM air ride suspension, hydraulic brakes, 6.7L diesel engine

2014 Freightliner GM40—$2,524/month
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36 passengers + driver, lavatory with sink, Premier seating, 3 point seat belts, rear & overhead 
luggage, full view panoramic window, (2) TV’s in bulkhead, (6) TV’s in luggage rack, DVD player, 
110V outlets in every row, backup camera/alarm, 155,000 BTU A/C system, OEM air ride 
suspension, air brakes, 6.7L diesel engine

2016 Freightliner GM45—$2,640/month
G1691

44 passengers + driver, executive Grech elite seating, under seat retractable belts, rear & over-
head luggage, full view panoramic window, (2) TV’s in bulkhead, (6) TV’s in luggage rack, DVD 
player, 110V outlets in every row, backup camera/alarm, 155,000 BTU A/C system, OEM air ride 
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2016 Freightliner GM45—$2,815/month
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& overhead luggage, full view panoramic window, (2) TV’s in bulkhead, (8) TV’s in luggage rack, 
DVD player, 110V outlets in every row, backup camera/alarm, 155,000 BTU A/C system, OEM air 
ride suspension, air brakes, 6.7L diesel engine

2015 Freightliner GM40—$2,395/month
G1290

38 passengers + driver, Premier seating, 3 point seat belts, rear & overhead luggage, full view 
panoramic window, (2) TV’s in bulkhead, (6) TV’s in luggage rack, DVD player, 110V outlets in 
every row, backup camera/alarm, 155,000 BTU A/C system, OEM air ride suspension, hydraulic 
brakes, 6.7L diesel engine
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By Kenny Kline 

Entrepreneurs are a tough 
breed. It’s a necessity of life in 
which we: 

• Enjoy fewer safeguards and 
guideposts than exist in the tradi-
tional world of work. 

• Take big risks without a guar-
antee of reward. 

• Learn to become experts (or 
at least competent) in virtually 
ev e r y  a s p e c t  o f  b u s i n e s s 
management. 

• Sometimes do it all with a 
crowd of naysayers whispering in 
our ears. 

So how do we find the courage 
to keep it going? For starters, we 
cultivate these traits:

1. Grit. While some baseline 
of intelligence is necessary for 
starting and operating a business, 
never underestimate the power of 
perseverance.

Cultivating a single-minded 
focus on business goals and aspi-

rations — aka passion — is scien-
tifically linked to success. It’ll also 
make it easier to tolerate the ambi-
guities and self-doubt that are an 
inevitable result of building or sus-
taining a business.

Hard work, resilience, and de-
termination will take you far. 

2. A business mentality that’s 
always “on.”

OK, feel free to turn it off at the 
dinner table, at funerals or while 
changing diapers. But the point 
here is that one never knows when a 
chance encounter might lead to 
new business opportunities.

New and recurring customers 
only sign on when a brand is repre-
sented in a positive, professional 
and confident way — no matter 
the time, place or circumstance. 

3. Client-first focus. Personal 
growth is a natural extension of en-
trepreneurship, and that’s great. 
But never lose sight of the fact that 
clients or customers are a compa-
ny’s bread and butter (as in, they 

literally allow you to buy bread 
and butter).

Business policies, payment op-
tions, operating hours, advertising, 
websites and the like should al-
ways be developed with the cus-
tomer in mind. 

4. Self-awareness. Nothing 
kills a website’s conversion poten-
tial faster than thinking you’re great 
at sales copy when you’re… not.

O w n i n g  u p  t o  p e r s o n a l 
strengths and weaknesses isn’t a 
sign of failure; it’s a requirement 
of leadership. Self-awareness will 
allow for proper delegation and 
can help you stay motivated if mo-
rale starts to wane; it can also 
boost discernment in business 
deals and prevent getting side-
tracked by activities that aren’t in 
the business’ best interests.

5. An “abundance mindset.” 
Here’s what abundant thinking 
isn’t: “There’s only so much to go 
around.” “It’s too risky.” “How can 
I extract as much as possible from 

this deal while giving as little as 
possible?” “Don’t trust anybody.” 
“It will never work out.” 

In contrast, a person with an 
abundance mindset believes:

• There’s enough to go around.
• It’s safe to share ideas and 

contacts with the right people.
• A supportive peer network is 

golden. 
• Competition can be healthy.
• It pays to over-deliver.
• Big risks, when approached 

with discernment, can have big 
rewards.

• Things have a way of work-
ing out.

Pessimism and fearfulness 
breed more pessimism and more 
fear. Generosity, confidence and 
positive relationships pay off in 
spades. 

6. The ability to think big and 
small. Especially in the beginning, 
the leader of a company needs to 
be able to grasp both the tiny de-
tails of running a business — e.g. 

trash and recycling pick-up – and, 
at the same time, create a long-
term vision for success. 

If it’s difficult to zoom in and 
out, try delegating tasks or recruit-
ing a mentor who can provide 
guidance for all the varied things 
you need to think about when 
you’re in charge of — surprise 
— everything. 

7. Adaptability and agility. 
Changes in the market, customer 
preferences or your own thinking 
and capabilities will inevitably 
transform the framework for doing 
business. The ability to respond to 
these shifts with flexibility, cre-
ative thinking, and a solution-fo-
cused mindset distinguishes suc-
cess fu l  en t repreneurs  f rom 
flash-in-the-pans.

Kenny Kline is the owner of 
JAKK Solutions, a search engine 
optimization company based in 
New York City. He is a digital mar-
ket ing special is t  and serial 
entrepreneur.

Character traits every entrepreneur should cultivate

No matter how well made the 
components in a bus or motor-
coach, eventually some will fail or 
wear out and require replacement. 

The easiest approach when that 
happens is to order the exact re-
placement for the OEM part 
number.

But easiest and wisest are often 
not the same thing. Before you pull 
the requisite information off the 
label of the failed or worn out part 
and forward it to purchasing, you 
should consider your alternatives.

Generally, “genuine original-
equipment parts” indicates a part 
that has been vetted by the original 
equipment (bus or motorcoach) 
manufacturer. And the tendency is 

to think of that  as the best 
available.

However, when replacing that 
part, keep in mind that the OEM 
may have sourced parts of reason-
able quality, but not necessarily the 
best quality available. 

After all, most bus and motor-
coach manufacturers have to go 
through a stringent competitive 
bidding process before they are 
awarded a contract. So they must 
constantly balance component 
product quality with price to stay 
competitive.

That means, at the time of re-
placement, you may be able to 
source a higher-quality compo-
nent, improving its performance, 

extending its useful life and reduc-
ing future maintenance costs — if 
you’re willing to do some product 
analysis. 

For instance, consider a re-
placement blower or pump. The 
original equipment may well in-
clude a brushless motor, consid-
ered a step up in quality from a 
brush-commutated motor.

But not all brushless motors 
are alike.

The model used by the OEM 
may be a bargain-brand brushless 
blower or pump rather than a pre-
mium-quality brushless blower or 
pump that would offer up to two or 
three times longer useful design 
life (40,000 to 60,000 hours, de-

pending on model and applica-
tion), better air or fluid circulation 
performance and substantially 
lower future maintenance costs 
than the original equipment blower 
or pump.

While the premium-quality 
product might require an initial 
price premium over the original 
equipment brand, total installed 
costs, including future mainte-
nance and replacement product 
and labor costs, would likely be 
significantly lower.

Manufacturers of premium 
products, including AMETEK, 
also offer custom-design products 
when performance data suggests a 
modification of the design to im-

prove performance in the field or 
where f it or capacity could be 
improved.

Investigation of replacement 
parts takes time and energy. Fortu-
nately for the fleet operator, once 
that investigation has been done 
and a premium product identified, 
the result can be applied across the 
fleet, so the costs and manpower 
investment is amortized over a 
large number of vehicles and the 
cost  advantages are thereby 
multiplied.

This article was submitted by 
AMETEK, which makes bus and 
motorcoach blowers and pumps. 
For more information, visit www.
ametekdfs.com.

When replacing parts, OEM or alternative supplier?
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By Dave Millhouser

Wow! You came back for the 
rest of the things that made buses 
better. Thanks.

Number 5 — Air condition-
ing that actually worked. Intro-
duced in a limited way before 
WWII, it remained optional until 
the late1950s.

Prior to 1960, most A/C com-
pressors were driven by small 
“pony” motors because coach en-
gines didn’t have the horsepower 
to both move the bus and cool it.

Pony motors were a mainte-
nance headache, and many were 
gas. Few things are more exciting 
than putting diesel in a gasoline 
tank. One is filling a diesel tank 
with gas. Don’t ask how I know this.

Number 4 — Big windows. 
Until the mid-50s coach windows 
were tiny for several reasons. Early 
A/C was marginally able to resist 
radiant heat, window sashes were 
heavy and did little to reinforce 
structure, and heck, passengers 
rode buses because they had to. 

The GM PD4104 changed that. 
In addition to big windows making 
coaches more inviting, they al-
lowed passengers to see outside.

Coach builders opted for 
sealed windows, eliminating those 
irritating instances when passen-
gers hung their limbs outside the 
bus — and had them lopped off.

One additional benefit was that 
increasing visibility reduced the in-
cidence of motion sickness. Now, of 
course, in the rare instance of mal 
de mer, passengers are confronted 
with windows that don’t open. 

Number 3 — Real suspen-
sion. Air or torsion bar — your 
choice. Both were huge advances 
over springs. Ride and handling 
have continually improved in re-
cent years. We old guys remember 
springs as being simple and trou-
ble free. 

We, of course, are addled. 
Springs offered a stiff ride, cou-

pled with the ability to break at bad 
moments. Some of these suckers 
came with shock absorbers that pe-
riodically had to be refilled with oil.  

Passengers don’t need to use as 
much energy fighting the motion 
of modern coaches. Now they re-
tain sufficient energy to ask silly 
questions, and break seats.

Number 2 — Power steering. 
Years ago there was a running joke 
that a guy who drove a Brill con-

sistently had one arm that was lon-
ger than the other from grappling 
with the steering wheel.

It was always a “guy” because 
few women were powerful (or 
dumb) enough to wrestle these 
jewels down the road. Steering 
wheels were enormous in order to 
provide leverage, and you didn’t 
just “turn” a coach, you planned 
ahead and navigated it like a ship.

Power steering has made it 
possible for folks who don’t have 
an arm so long and powerful that 
the knuckles drag on the ground to 
drive commercially.

Number 1 — The modern 
drive train. Admittedly, this is 
cheating, because it includes both 
engine and transmission. But I ran 
out of numbers.

Automatics began to gain pop-
ularity in 1974 when Greyhound 
had them installed in MC8s. In ad-
dition to simplifying training, they 
reduced body damage (drivers 
could use their hands to steer rath-
er than shift).

It’s a mixed blessing, but they 
accelerate much faster than a man-
ual. Improved over the years, they 
now shift smoother and are more 
fuel efficient than all but the most 

skilled “stick” drivers. 
The transition from gasoline to 

diesel power following WWII was 
a monumental leap — mostly for-
ward — but gas engines had a few 
endearing traits.

Diesel exhaust is nasty, but 
gasoline fumes are fatal. In an ef-
fort to retain live passengers, sev-
eral bus builders installed the en-
gine’s air intake on the passenger 
cabin floor, ensuring a proper turn-
over of fresh air. Some miscreants 
found a way to make the bus back-
fire, shooting blue flame along the 
floor for several feet. 

Another trick was to briefly cut 
t he  i gn i t i on  on  ou r  Br i l l s 
797- cubic-inch Hall-Scott. While 
the spark plugs were loafing, fuel 
that should have been burning in 
the cylinders wandered into the ex-
haust manifold. Turning the switch 
back on produced a huge “boom” 
and an explosive ball of orange 
flame out the exhaust pipe. 

It was resoundingly (pun in-
tended) successful at discouraging 
tailgaters and, properly executed in 
a tunnel — wow.  

It’s kind of like a modern en-
gine’s forced regeneration, with 
pizazz.

N ow  t h a t 
d iese l  domi -
n a t e s ,  f u e l 
economy is vir-
t u a l l y  u n -
changed since 
the late 1940s. 

W h a t  h a s 
changed is the 
size of coaches. 
A 35-foot GM PD3751 carried 37 
passengers and got f ive or six 
mpg. A modern coach seats 55 to 
57 (80 in a double decker), is 45 
feet long, weighs about twice as 
much, and gets – five or six mpg.

A modern diesel’s exhaust is 
virtually cleaner than the air it’s in-
haling and new coaches can accel-
erate fast enough at red lights to 
irritate a BMW driver (in addition 
to the bus passengers).

The only thing entertaining 
about them is their proclivity to 
demand regeneration at awkward 
times. Depending on where the ex-
haust is, they can create thermal 
events when parked on dry grass 
or under a portico.

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

The rest of the things that make me love modern buses

Dave Millhouser

POSITIVE MARKET FEEDBACK KEEPS ROLLING IN!

CUSTOMER STATEMENTS:
 “We have been using the Toyo tires for over a year and have been 
impressed with the ride comfort and extended mileage the tires 
have delivered”
• Wes Kanaga • Peoria Charters • Peoria Illinois

“We have been running the Toyo M144 tires for more than a year 
now and we are impressed with their superior ride, handling, and 
wear characteristics.”
• Scott Habr • West Valley Trailways • Campbell California

“The Toyo tires have been a great value and great performer for us”
• Ken Dillard • Champion Bus Lines • Greenville S.C.

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

TOYO M144 TIRES NOW BEING 
USED BY OVER 100 FLEETS!

NEW PROGRAM ADDITIONS:
Government/School District Transportation Discounts Available

Volume Discounts Offered
*14 tire minimum order required

AFFINITY PARTNER
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Burtwistle
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IMG adds Cline Tours in Mississippi
OVERLAND PARK, Kan. — 

The International Motorcoach 
Group has added Cline Tours of 
Ridgeland, Miss., to its North 
American network. 

Cline’s membership brings the 
IMG network to 54 companies in 
the U.S. and Canada and provides 
expanded coverage in Mississippi, 
Te n n e s s e e ,  A r k a n s a s  a n d 

Alabama.
“To be invited to join IMG, the 

premier bus organization in the 
country, is a compliment beyond 
words,” said John McCommon, 
president and owner of Cline Tours.

“The companies of IMG are the 
best of the best and I am proud to be 
a part of this group,” McCommon 
said. “Our future is brighter than 

ever because of IMG. All of us at 
Cline are honored with this.”

Cline Tours has a fleet of more 
than 150 motorcoaches, minibuses 
and school buses, making it one of 
the largest in the Southeast.  

Companies must adhere to 
strict standards and qualifications 
f o r  i n v i t a t i o n - o n l y  I M G 
membership.

Temsa prepared to add second coach doors if needed
FARIBAULT, Minn. — Turk-

ish bus manufacturer Temsa would 
be well prepared to meet a new 
U.S. regulation requiring two exit 
doors on motorcoaches, its North 
American distributor said.

“Temsa has supplied a second 
door on all of its European models 
for many years, therefore they al-
ready have the know-how,” said 
Robert F. Foley, president and 
chief executive officer of CH Bus 
Sales.

The National Transportation 
Safety Board has asked the 
 National Highway Traffic Safety 
Administration and U.S. Depart-
ment of Transportation — on sev-
eral occasions in recent years — 

 to mandate a second exit door on 
motorcoaches. The European 
Commission already requires two 
exit doors on the curbside of a 
motorcoach. 

NTSB has blamed inadequate 
f ire performance standards and 
slow passenger egress in a fiery 
collision that killed the driver and 
eight passengers on a motorcoach 
traveling on Interstate 5 near Or-
land, Calif., in 2014.

The accident occurred when a 
Federal Express double-trailer and 
tractor combination crossed a 
58-foot-wide median on I-5, side-
swiped a passenger car then struck 
a Silverado Stages motorcoach 
nearly head-on. The impact rup-

tured a fuel tank on the truck and 
sprayed fuel into the motorcoach, 
which had been ripped open.

Surviving passengers told in-
vestigators that they struggled to 
escape from the burning bus be-
cause the front door was blocked 
by flames and some passengers did 
not know how to open emergency 
exit windows. 

Because the second door is 
built into the design process for 
Temsa’s European motorcoach 
models, it is difficult to estimate 
the cost of adding a door to U.S. 
versions, Foley said.

“Fitting a bus with a second 
door requires long and careful en-
gineering design work,” he said. 

“Since the second door is located 
on the side wall and the steps are in 
the chassis, the design requires im-
portant structural changes such as 
new seat and luggage room layout 
and redesigning power lines and 
harnesses.”

Adding a second door to the 
Van Hool TX45 adds less than 
$5,000 to its cost, said Tim Way-
land, president and chief commer-
cial off icer of distributor ABC 
Companies. More than 700 two-
door Belgian-made Van Hool 
coaches have been sold in North 
America.

Daimler AG’s Setra coaches 
also are available with a second 
door.

perception of coach travel in the 
United States through the success-
ful launch and growth of our 
megasbus.com brand, which has 
carried more than 40 million cus-
tomers since 2006 and now has a 
footprint in around 40 U.S. states 
and two provinces in Canada.

“In his new role as non-execu-
tive chairman, we will continue to 
have access to Dale’s wide knowl-
edge of the transportation market 
and the positive relationships he 
has built with key decision-makers 
at regional and national level.”

Moser said he was proud to 
have led a team “that has been a 
key part of the transformation of 
the bus sector in North America 
over the past decade. By focusing 
on customers, we have changed 
the way Americans view the bus, 
opened up new travel opportuni-
ties for citizens and created hun-
dreds of jobs.

“I’m delighted that in my new 
role, I will continue to engage 
with government and other key 
agencies as part of our collective 
industry efforts to maximize the 
power of the bus to benefit our 
communities and our economy,” 
Moser said.
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NEW YORK CITY — A new report has 
confirmed what motorcoach tour-and-char-
ter planners have been finding: U.S. hotels 

show no signs of easing up on fees and 
surcharges.

In fact, hotels in the United States are 

projected to reap a record $2.47 billion this 
year from fees and surcharges that require 
guests to pay extra for everything from get-

ting into their room early to leaving bags 
with the bell staff, says the report.

The amount forecast to be collected this 
year surpasses the record $2.35 billion col-
lected by hotels in 2014, says the report’s 
author, Bjorn Hanson, clinical professor at 
the New York University School of Profes-
sional Studies, Tisch Center for Hospitality 
and Tourism.

The increased revenue reflects not just a 
roughly 3 percent bump in the number of oc-
cupied hotel rooms, but an ever-expanding 
menu of fees that are costing guests more.

“Hotels want to show the lowest possible 
(room) rate but not lose out on revenue,” 
Hanson said. “These surcharges would be a 
part of that.”

Like the airlines, which reap billions 
from passengers paying fees to check bags 
or use in-flight Wi-Fi, hotels are also charg-
ing extra for a range of perks and services, 
including canceling reservations, receiving 
a fax in the business center, or perhaps using 
an in-room safe.

With price-sensitive travelers willing to 
switch hotels based on even small differenc-
es in room rates and hotels only recently get-
ting back to the profit margins that preceded 
the Great Recession, properties are eager to 
find ways to boost revenue, he said.

“Airlines have provided great cover for 
the hotel industry because some view the 
fees charged by airlines as even more harsh,” 
Hanson said.

“The (hotel) industry is saying ... operat-
ing costs have been increasing, and profits 
per room haven’t been until 2013, so we 
need to find ways to try and catch up with 
what we didn’t achieve over the last several 
years.”

Some previous revenue streams, like 
charges for in-room movies and phone calls, 
may be fading as guests use their own per-
sonal devices. And that may be even more 
incentive for hotels to get creative be-
cause “there are fewer opportunities for ad-
ditional sources of revenue,” Hanson said.

Complicating the life of tour and charter 
planners is the fact that fees and surcharges 
vary from hotel to hotel, and the costs may 
change from day to day.

While some fees have existed for de-
cades, one of the newest charges is paying 
extra to guarantee a particular room, such as 
one with a king rather than two queen-
size beds. Other fees are more common in a 
particular property type or market. Visitors 
staying in some Las Vegas properties, for in-
stance, may encounter a charge for being 
able to check into their room early.

“I don’t mind fees, in general, as long as 
it’s for optional services,” said Brett Snyder, 
president of Cranky Concierge, a travel-as-
sistance service. “Where I see the greatest 
issue is when there are mandatory fees that 
you can’t avoid, but (which) aren’t required 
to be included in the advertised price.”

Anyone booking hotel rooms needs to 
read the fine print on hotel websites, which 
can increase the cost of the room by 25 to 50 
percent.

Hotels collecting surcharges and fees at record pace
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Tampa Bay transit system partners with megabus.com
TAMPA, Fla. — The Hillsbor-

ough Area Regional Transit Au-
thority (HART) has entered into a 
public/private partnership with 
megabus.com to offer service be-
tween a local park-and-ride lot and 
the Marion Transit Center.

This pilot program, which 

began last month, will offer ex-
press service seven days a week.

“HART is pleased to bring this 
additional benefit to our custom-
ers,” said Jeff Seward, the authori-
ty’s CFO. “We hope this pilot pro-
gram will be a catalyst in furthering 
support of public transportation in 

Hillsborough County and shows 
the benef it of collaboration in 
 public/private partnerships.”

HART already provides en-
hanced routes and options through 
a five-year partnership agreement 
with megabus.com that began last 
year and offers express travel to 

and from Miami and Orlando for 
as little as $1.

By making other connections 
Tampa Bay-area residents gain 
 access to 120 cities across the 
country, dramatically expanding 
the intermodal system at the Mari-
on Transit Center.

Another successful HART part-
nership was launched with Red-
Coach, the f irst luxury ground 
transportation provider in the 
Southeast, for RedCoach to expand 
its services in the Tampa Bay area. 
The Downtown Tampa RedCoach 
stop complements the company’s 
existing stops at the University of 
South Florida and Tampa Interna-
tional Airport to connect Tampa 
passengers to Miami, Tallahassee, 
Gainesville and Orlando.

The partnerships are all part of 
the agency’s strategy to attract new 
ridership, generate new revenue 
streams and enhance service while 
simultaneously connecting various 
types of transportation. The HART 
intermodal approach encompasses 
bus transit as well as walking, bi-
cycling and using the TECO Line 
Streetcar System, park-and-ride 
facilities and paratransit system.  

Public/private partnerships 
allow transit agencies throughout 
the nation to collaborate with pri-
vate, for-profit entities to provide 
increased transit service. That, in 
turn, increases the potential for 
transit agencies to leverage fund-
ing and provide more and better 
options for transit service.

UMA Safety Management Seminar
December 2-3, 2015

NTSB Training Center Virginia
Essential Topics.     Critical Information.     Invaluable Knowledge.

Contact the UMA office for more info at 1-800-424-8262 / info@uma.org

Congressman
blasts rules on
safety labels

WASHINGTON — A Federal 
Motor Carrier Safety Administra-
tion proposed rule that would re-
quire commercial vehicles operat-
ing across interstates to display a 
certif ication label to note their 
safety would not reduce the risk of 
crashes, Rep. Richard Hanna, 
R-N.Y., told the agency this month. 

In a letter to FMCSA General 
Counsel Scott Darling, the agen-
cy’s acting head, Hanna stressed 
his “strong opposition” to the pro-
posed rule and urged FMCSA not 
to take further action on it. 

“Penal iz ing (commercia l 
motor vehicle) operators if their 
equipment had a missing or un-
readable certification label, as pro-
posed, is an unworkable rule that 
would create a duplicative layer of 
regulation and fail to reduce the 
risk of crashes,” said Hanna, a 
member of the House Transporta-
tion and Infrastructure committee.

He added that a certification 
label has “little to no bearing on 
that vehicle’s ability to operate safe-
ly years, or often decades, after it 
was purchased,” and it would intro-
duce “nearly impossible hurdles for 
CMV operators to overcome.”
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salaries the tech workers are paid.
Cynthia Crews, a self-de-

scribed “transit geek,” is part of a 
group that has sued the city, seek-
ing an environmental impact re-
port on the shuttle program. But 
she doesn’t want to stop there.

The city should also investi-
gate the wear and tear shuttles are 
inflicting on the city’s roads and 
Muni’s bus stops as well as the ef-
fects on housing, she said.

“All of these things should be 
studied, then from that, they could 
legally assess a fee,” she said. “We 
just feel they’re not paying their 
fair share.”

Corporate shuttles are assessed 
a fee of about $3 per stop to load 
or unload passengers. MTA offi-
cials say state law prohibits it from 
charging more than the cost of ad-
ministering and enforcing the 
program.

Representatives of the busi-
ness community say the MTA 
shouldn’t delay making the pro-

gram permanent.
Among the f indings of the 

analysis are that about 17,000 trips 
a day begin or end in San Francis-
co, meaning an average of 8,500 
passengers a day make round trips 
on the shuttles.

A survey of passengers found 
that 47 percent would drive to their 
destinations if the shuttles stopped 

running. Only 5 percent said they 
would move closer to their jobs.

Maguire said the report “tees 
up the question of what form 
should a future program take.” 
That will ultimately be up to the 
MTA Board of Directors.

Public hearings have not yet 
been scheduled, but the current 
program ends on Feb. 1.

BOZEMAN, Mont. — Motor-
coach operators that provide tran-
sit services normally supply buses 
and drivers and run routes under 
contract with an organization or 
municipality.

Karst Stage of Bozeman offers 
a twist on such an arrangement 
that one fellow operator believes 
could inspire others.

Karst, which operates tours, 
charters, school buses and transit 
services, doesn’t provide the buses 
for Bozeman’s transit system, only 
the drivers, according to co-owner 
Dan Martin.

“This is very different in that 
what we’re contracted to do is run 
somebody else’s buses,” Martin 
said.

In this case, Karst operates 
Streamline, a program of the 
Human Resources and Develop-
ment Council, a nonprofit commu-
nity action agency in Bozeman.

Streamline has 14 buses, about 
eight of which are typically on the 
road at any one time, and runs six 
days a week, Martin said. Karst 
has run the Streamline buses for 
about five years.

Karst also provides administra-
tion and maintenance and pays in-
surance deductibles if it’s at fault 
in an accident. That’s an important 
distinction, Martin said of the 
insurance.

“One of the sales tools we’ve 
used with them is, ‘If we get into 
accident, it’s on us,’ ” he said.

On maintenance, Karst charges 
HRDC a nominal rate, about half 
Karst’s normal price for mechanical 
work, he said. For parts, about 10 
percent is added to the cost, he said.

“So we keep the cost relatively 
low so that we don’t artificially 
benefit just by f ixing problems 
that don’t exist for revenue,” Mar-
tin said.

Karst also doesn’t pay for fuel 
for the buses, removing it from hav-
ing to speculate on fuel prices and 
avoiding the perception that it’s 
making money when prices are low 
and the consequences of bleeding 
cash when prices are high.

“I don’t want to make money 
on fuel, that’s not my goal here,” 
Martin said.

“I’m not very good at fuel 

speculation. I’d rather focus on 
what we’re good at,” which in-
cludes providing drivers.

HRDC also has input on driv-
ers, he said. If it wants one reas-
signed, Karst can move the driver 
elsewhere in its organization or 
handle the driver some other way.

Karst is paid an hourly rate for 
its Streamline service based on the 
published start and end times of 
routes.

Big Sky service
Separately, Karst also provides 

drivers and maintenance for Sky-
line, a year-round bus service in 
Big Sky, Mont., home to Big Sky 
ski resort. Skyline provides the 
seven buses.

Additionally, Karst uses its 
own motorcoaches to operate the 
Link Express, which runs between 
Bozeman and Big Sky and is oper-
ated through Skyline, which pays 
Karst to drive the Link.

As with Streamline, Karst 
charges an hourly rate for its Sky-
line and Link driving based on 
published route times. Similarly, it 
also provides maintenance for 
Skyline buses, charging about half 
its normal labor rate and with a 

small markup on parts.
“We’re a little bit unique in that 

it’s not all or nothing with us, it’s 
kind of all blended together,” Mar-
tin said of his diversified business.

That diversification helps the 
drivers, he said.

“We can cross-utilize the driv-
ers to give them more work by hav-
ing them under one roof,” Martin 
said. The driver benefits because 
when they come and say, ‘Hey, I 
need more hours,’ we can find them 
more hours within the organization, 
or (if) they need a day off, we can 
find a driver who may be doing 
charter work who doesn’t have any-
thing going on that will go ahead 
and do the transit work as well. And 
so it kind of benefits the communi-
ty, especially since we’re in a small-
er community, and it also benefits 
the drivers themselves because 
(they) can kind of work with us on 
what their needs are as well.”

John Grzywacz, owner of CIT 
Signature Transportation in Ames, 
Iowa, is impressed with Martin 
and his company. The two are 
members in the same business 
management group of bus compa-
ny owners or senior managers 
around the country.

Karst’s transit structure is dif-
ferent, Grzywacz said.

“I think it’s a great structure for 
both Dan and the transit agency,” 
he said, praising Martin and the 
quality of his operation.

“He’s kind of running two little, 
three little, four little companies 
there, right?” Grzywacz said. “So 
his employees will have income op-
portunities in each one of those en-
tities. I’ve always felt that as a pri-
vate company, our best model is to 
create income opportunities for our 
drivers because I’m here to tell you 
the days of owning the vehicle and 
that being the key to success, I 
think those are over. The guy with 
the best drivers is going to be the 
guy that wins moving forward be-
cause CDL drivers are really hard 
to come by and their value is in-
creasing every day.”

Transit fan
Grzywacz operates two transit 

routes daily between Iowa State 
University and the broader com-
munity on the city’s CyRide transit 
system, named after the ISU nick-
name, the Cyclones. He operates 
the routes when school is in ses-
sion, but owns his buses because 
he needs to utilize them when 
school’s not in session.

While he operates a charter 
company, he’s a big fan of transit 
business and wants to do more of it 
in Ames.

“You’ve got to get to know 
your guys in city transit,” said 
Grzywacz, who has high regard for 
Ames’ transit system.

“I think that more people need 
to engage with their transit agen-
cies and I would hope they would 
look at (Martin’s) model and say, 
‘Man, he’s running an all right or-
ganization, maybe we should be 
looking at this.’ ” Grzywacz said.

Motorcoach operators can cre-
ate solutions for transit agencies, 
he said.

“I’m an advocate of fleet diver-
sification and I think if you look at 
Dan’s fleet, I think you could say 
he’s pretty diversified,” Grzywacz 
said.

Martin makes it a point to stay 
close to his transit groups. While 
he’s not a board member for either 
Streamline or Skyline, he attends 
all the board meetings for both to 
stay closely connected and imme-
diately address questions and is-
sues that may arise.

“I think being engaged with the 
people who are in there, who are in 
the trenches or making the deci-
sions for the system is a really im-
portant ingredient to this,” Martin 
said. “Where we excel is that we’re 
really in-tune on every level.”

He and his drivers also are in-
volved in route planning, not just 
taking assigned routes and operat-
ing them, but helping determine 
the best routes.

He supports cutting routes that 
underperform, even if it means 
less business for him. The money 
can be put toward more productive 
routes or new routes, he said.

Also, when transit districts 
consider new buses, they’ll seek 
his input, knowing Karst is famil-
iar with equipment.

“At the end of the day, too, 
what that does for me personally is 
that I end up caring probably more 
than I should about the whole 
thing,” Martin said. “We end up 
very interested. I make decisions 
that are best for the system. I don’t 
necessarily make decisions that 
are best for Karst Stage.”

‘ I don’t want to make 
money on fuel, that’s 
not my goal here. 
I’m not very good at 
fuel speculation. I’d 
rather focus on what 
we’re good at.’

Silicon shuttles
CONTINUED FROM PAGE 8

Diversified operator provides transit drivers, not buses

Karst Stage in provides drivers to a transit system and a ski resort shuttle 
service, but he doesn’t provide buses, an arrangement that seems to 
work for both.
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motorcoach for one day of admit-
tance and parking. 

Charter operators who worked 
the trip praised the resulting traffic 
control and driver hospitality. For 
many of the hopeful travelers on 
those motorcoaches, however, their 
substantial commitments of time 
and expense left them in purgatory, 
trapped outside of hopelessly 
jammed security checkpoints de-
spite crowds that were maybe one-
tenth the anticipated size.

“Our drivers got to and from 
there in record time,” said Brian 
Hagey of Hagey Coach & Tours in 
Souderton, Pa. “They were almost 
giddy after it was all over. It was 
eerie to watch the Schuylkill Ex-
pressway on the traffic cameras. On 
a normal traffic day the express 
gets about 360,000 cars. On the 
papal weekend it was more like 
1,100 buses and coaches each day.”

The empty highways were one 
indication that attendance fell far 
below expectations for the papal 
appearances in Philadelphia, 
which were part of a six-day U.S. 
tour that included the District of 
Columbia and New York City. The 
final stop coincided with the Cath-
olic Church’s World Meeting of 
Families and an outdoor Mass in 
Philadelphia.

Security nightmare
Despite the relatively modest 

size of the masses attending the 
Mass, the security apparatus cir-
cling Philadelphia’s Center City 
proved unable to cope.

“The traffic going to see the 
pope was great,” said Tammy 
Wolf-Baker of Wolf’s Bus Lines in 
Harrisburg, Pa. “The issue we had 
was the 200 people on my four 
buses never got through security to 
get in. They waited over four hours 
in line. Thank God I didn’t get 
complaints on my end. I got them 
there. I was not responsible for 
them entering.”

A group that booked a motor-
coach for the final leg of a journey 
from Chile faced the same fate.

“They arrived at the stadium in 
plenty of time but the line was so 
long and time-consuming they 
were unable to see the papal Mass,” 
said Richard Wertz of Wertz Motor 
Coaches in Marcus Hook, Pa. “We 
found out later there was another 
entrance they could have used and 
made it to the event. Shame on the 
organizers who could have had 
reps on site to encourage visitors 
to use the other entrance.”

The Diocese of Harrisburg 
booked 30 charter buses and filled 
all seats an hour after opening the 
sales in April. Organizers received 

r e q u e s t s  f o r  8 , 0 0 0  m e d i a 
credentials.

But in the final weeks it be-
came evident that the security plan 
imposed by the U.S. Secret Ser-
vice was going to be an issue.

Motor vehicle traffic was pro-
hibited in a five-square-mile sec-
tion of the city. Before visitors 
could get anywhere near Pope 
Francis they faced walks of up to 
four miles and laborious individu-
al screening at checkpoint gates.

 “Early in the process the 
guesses were 1.5 to 2 million 
would come down to Center City 
just for the chance to see Pope 
Francis. Now that number seems 
less likely,” reported Catholic 
Philly, the newspaper of the Phila-
delphia Diocese.

“Regulations and concerns 
have arisen: How you should get 
there, how far you should have to 
walk, how long would you have to 
stand? Mostly the regulations have 
been dictated by the security con-
cerns of U.S. Secret Service, which 
is charged with ensuring the safety 
of Pope Francis as a visiting head 
of state,” the paper continued.

“It is clear most visitors will 
not be able to see the altar or even 
reach the Parkway. It recently be-
came clear that a startling number 
of good people were deciding to 
vote with their bottoms, not their 
feet. They would sit this one out, 
maybe watch on television from 
the comfort of their home.”

Prospective visitors were told 
that most of them would watch the 
pope on 31 jumbo television screens 
scattered around downtown. 

For many of those who did ride 
charters to Philadelphia, the expe-
rience was even worse than ex-
pected after they stepped from 
their buses and motorcoaches.

“Untold numbers became 
trapped in massive backups at the 
Secret Service checkpoints,” the 
Philadelphia Inquirer reported. 
“Some people spent five hours in 
line, missing the Mass.”

A crowd-safety expert hired by 
the Inquirer estimated the audi-
ence for the Sunday Mass at no 
more than 142,000 while “a myste-
rious figure of 800,000-plus was 
on the lips of the chattering 
classes.”

Unprecedented fees
A lot of eyebrows were raised 

in the motorcoach industry by last 
summer’s announcement that Go 
Ground had been retained to coor-
dinate motorcoach logistics for the 
papal audiences on Saturday and 
Sunday, Sept. 26-27. Unprecedent-
ed registration fees were set at 
$395 per day for full-size motor-
coaches, school buses, minibuses 
and recreational vehicles and $150 

for passenger vans.
The fees were deemed neces-

sary to cover the expenses of plan-
ning, security clearances and rent-
al of parking facilities.

“There probably was some 
cynicism early on,” acknowledged 
Bill Maulsby, president of Go 
Ground. 

Close coordination
“We went to great lengths to 

negotiate with the state and Philly 
police and the Pennsylvania De-
partment of Transportation to 
make sure this was coordinated 
and came off the way it did. We 
worked with all of the police who 
were impacting the transportation 
of the buses and making sure the 
flow was working and the drivers 
and their hours of service were ac-
commodated,” he said.

“It is amazing what we were 
able to accomplish. The feedback 
from our drivers and guests has 
been outstanding.”

Go Ground parked coaches on 
the lots surrounding the profes-
sional sports stadiums at the far 
south end of downtown. While that 
meant a healthy hike for passen-
gers, drivers were left within con-
venient walking distance of the 
Xfinity Live entertainment center 
and received a $10 meal voucher 
in their registration packages.

Motor Coach Industries hosted 
a hospitality tent on the parking lot 
and served more than 100 dozen 
doughnuts and 60 gallons of cof-
fee over the weekend.

“There were 600 buses on the 
lot on Saturday and 1,300 on Sun-
day,” said Mitch Guralnick, vice 
president of pre-owned coach sales 

at MCI. “On both days the MCI 
sales and service center in Black-
wood, N.J., was open and staffed. 
Several coaches were towed or 
driven to the service center, 
worked on and sent back to work.”

Bailey Coach of York, Pa., dis-
patched two coaches from Gettys-
burg and two from Harrisburg, 
said John Bailey. His passengers 
faced a 3.5-mile walk when they 
reached Philadelphia.

“Our people had gold tickets 
and got in fairly close to the pope 
after they had to wait over two 
hours in security,” Bailey said. 
“Everyone was well pleased. It 
was a long day for the drivers but 
the football games and the MCI 
area were great. The drivers had a 
good time.”

Wertz Motor Coaches provid-
ed 11 trips over the two days of the 
Philadelphia events, Wertz said. 
Some of those trips were booked 
by Wawa, a regional food-market 
chain that was a sponsor of the 
event.

“Traffic was light so we were 
happy,” Wertz said. “That is what 
happens when companies levy 
outrageous fees for registration 
and parking. We heard turnout was 
much less than anticipated, which 
makes sense when authorities do 
all they can to deter visitors.”

In addition to the Chilean 
group that was unable to pass 
through the security lines, Wertz 
had booked another international 
group.

“We had a major cancellation 
when they decided to change their 
plans and see the pope in Cuba due 
to the restrictions and associated 
costs in Philadelphia,” he said.

Wolf-Baker of Wolf ’s Bus 
Lines said her 200 passengers 
were delivered to their designated 
parking spot in what should have 
been plenty of time.

“Our buses arrived around 
10:45 a.m.,” she said. “The pas-
sengers left the bus at 11 a.m. At 4 
p.m. they were still not through.”

Hagey said his drivers were 
prepared for the worst as they 
headed toward Philadelphia.

“Our group leaders took first 
aid kits and ice chests with water 
and snacks in case we would be 
stranded in line with thousands of 
other coaches for an unknown 
length of time,” he said. “In the end 
our drivers had a wonderful time.”

Be prepared
Go Ground anticipated 4,000 

to 5,000 buses and coaches de-
scending on Philadelphia when its 
participation was announced. 

“We had a plan in place and 
real estate throughout the region to 
park 5,000 to 6,000 buses,” Mauls-
by said.

Media coverage of the antici-
pated hassles undoubtedly slashed 
attendance numbers, he said. 

“I thought the security was abso-
lutely rigid. I may think it was over-
done, but my point is irrelevant. This 
was stated as the largest security 
event in the United States of Ameri-
ca. This was precipitated by the U.S. 
Secret Service, so they must have 
had good reason to do so.”

Few registered motorcoaches 
canceled registrations, Maulsby 
said. “There is no question the se-
curity constraints probably inhib-
ited people from signing up. Once 

Papal visit
CONTINUED FROM PAGE 1

MCI hosted a hospitality tent for coach drivers on a parking lot during the papal visit and served more than 100 
dozen doughnuts and 60 gallons of coffee over the weekend. There were 600 buses on the lot on Saturday and 
1,300 on Sunday.

CONTINUED ON PAGE 22 c
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crash rates between small carriers 
and those with 20 or more road-
side inspections. 

FMCSA’s examinations fur-
ther determined that carriers with 
11 to 20 inspections and patterns 
of noncompliance have the highest 
crash rates. The agency said that 
presents an immediate interven-

tion opportunity to bring the carri-
ers into compliance with impor-
tant safety regulations, including 
hours-of-service limitations de-
signed to prevent fatigued driving, 
vehicle maintenance and commer-
cial driver’s license requirements. 

“FMCSA’s current SMS data 
suff iciency standards allow the 
agency to effectively identify and 
proactively intervene with high-
risk carriers before a crash involv-

ing a large truck or bus occurs,” 
the agency said in a news release.

In March, the GAO recom-
mended that the agency increase 
the minimum number of required 
roadside safety inspections needed 
before prioritizing truck and bus 
companies for interventions.

FMCSA disagreed, however, 
pointing out that a delay in re-
sponding to known noncompliant 
carriers would needlessly jeopar-

dize the safety of the motoring 
public. 

Under current Federal Motor 
Carrier Safety Regulations, a car-
rier’s safety fitness can only be as-
signed following an onsite investi-
gation. SMS is a tool to prioritize 
high-risk truck and bus companies 
for enforcement interventions, the 
agency said.

 “Today’s report underscores 
the critical importance of consid-

ering carriers of all sizes in the 
agency’s continuing efforts to re-
move unsafe carriers and commer-
cial drivers from the nation’s road-
ways and protecting travelers 
everywhere,” the FMCSA release 
concluded. 

For a copy of the report, go to: 
http://www.fmcsa.dot.gov/news-
room/ l imi ta t ions -and-uses - 
safety-measurement-system-data-
assessing-motor-carrier-safety.

SMS data
CONTINUED FROM PAGE 1

same sort of thing again for ’15; 
they may, they may not,” Pitcher 
said. 

Typically, depreciation is writ-
ten off gradually as a new asset 
loses value with age.

Bonus depreciation started in 

2001, after 9/11, and was at a 30 
percent rate until mid-2003, when 
it went to 50 percent through 2004, 
said Rick Golubski, senior tax 
manager at Allen, Gibbs & Houlik 
LLC, a CPA and advisory firm in 
Wichita, Kan.

Bonus depreciation then went 
away from 2005 to 2007 before 
being reinstituted in 2008 at 50 

percent and then moving up to 100 
percent for a while.

To take bonus depreciation, the 
equipment — including things like 
buses, office furniture or mainte-
nance equipment — must have 
been new in 2014 and, as a general 
rule, have a tax life of 20 years or 
less, he said.

For someone who bought a 

new $500,000 bus, for example, 
the bonus depreciation would be 
$250,000 and another 20 percent, 
in most cases,  on the other 
$250,000, resulting in about a 
$300,000 deduction on the bus in 
the first year, Golubski said.

For those who missed the 
bonus depreciation last year and 
didn’t elect out of it on their tax re-

turn, they can still seek it, he said.
“It’s not that they’re going to 

lose something if they don’t take 
the bonus depreciation,” Golubski 
said. “It’s just an acceleration of a 
tax deduction.”

They’ll still get the benefit, it’s 
just spread over more years as op-
posed to getting a bigger upfront 
amount, he said.

Depreciation
CONTINUED FROM PAGE 1

State Association Spotlight
Minnesota group thrives on being politically active

ST. PAUL, Minn. — The Min-
nesota Charter Bus Operator’s As-
sociation, which turns 30 next 
year, is a good example of how 
state associations can make a dif-
ference by becoming involved in 
local, state and federal political 
issues.

MCBOA, originally founded in 
1986 to increase its lobbying clout 
at the Minnesota Legislature, has 
since been active in a variety of is-
sues affecting its members and the 
motorcoach industry both locally 
and nationwide.

Earlier this year, for example, 
MCBOA had a bill introduced in 
the Minnesota Legislature to ex-
empt coach drivers from being 
held responsible for passengers not 
using seat belts on coaches so 
equipped.

Several board members testi-
fied in committee hearings at the 
state capitol and worked for its 
passage in the House of Represen-
tatives. The bill passed out of the 
House but died in the Senate.

MCBOA is re-introducing the 
bill in the next legislative session 
and is hopeful for its passage in 
2016.

The legislation is an example 
of the association being proactive 
concerning lawmaking and not 
just opposing legislation detrimen-
tal to the motorcoach industry.

Capitol Hill Days
All members of the MCBOA 

board of directors also are mem-
bers of the United Motorcoach As-
sociation, and two of them attend-

ed this year’s UMA Capitol Hill 
Days in Washington, D.C., in 
March, during which UMA mem-
bers met with their congressional 
representatives to discuss issues of 
importance to the motorcoach 
industry. 

During Capitol Hill Days, Tim 
Schubert of Trobec’s Bus Service 
and Rick Thielen of Thielen Bus 
Lines, Inc., attended fundraising 
events for two members of Con-
gress and, with other Minnesota 
operators and vendors, met with 
most Minnesota members of the 
House and Senate.

The goal was to inform their 
congressional representatives how 
raising the insurance liability lim-
its by 400 to 500 percent would 
damage the industry. They also 
voiced their support for keeping 
the Charter Bus Rule and the Fuel 
Tax Exemption.

Schubert and Thielen also at-
tended a National Federation of In-
dependent Business roundtable 
with Rep. Collin Peterson, D-
Minn., shortly after Capitol Hill 
Days. There were only eight peo-
ple at the event, which allowed 
face-to-face discussions of issues 
with the congressman.

That led to Peterson signing on 
as a co-sponsor of legislation to 
stop the increase in insurance 
limits.

Prior to the establishment of 
MCBOA, Minnesota charter bus 
operators were receiving legisla-
tive representation from trucking 
and school bus associations. But 
there were pending issues that 

were unique to charter operations 
that were of little interest to the 
other organizations.

Top state issues
Those issues included alcohol 

on charter buses, bus access and 
parking at Minneapolis-St. Paul 
International Airport, and keeping 
the Metropolitan Transit Commis-
sion from chartering groups in the 
metro area.

Transportation attorney Val 
Higgins suggested that the charter 
operators form their own associa-
tion to address their unique needs. 
At the beginning, the potential 
group had no money, so Higgins 
did most of the work to get the as-
sociation started on a pro-bono 
basis. 

The first order of business for 
the newly formed MCBOA was to 
work legislatively to clarify the 
gray area of the open-bottle law in 
Minnesota. Depending on the 
whims of individual law enforce-
ment officers, charter coach own-
ers and drivers could be subject to 
open-bottle violations if passen-
gers had alcohol on coaches.

Through the efforts of the as-
sociation, the Minnesota Legisla-
ture made open bottles in charter 
coaches legal and thus removed 
this potential violation for drink-
ing alcohol on coaches.

The next order of business was 
to work with the Metropolitan Air-
ports Commission to secure bus 
access to the airport for loading, 
unloading and parking. This access 
is maintained to this day in the 

form of transit centers at both ter-
minals at the airport.

The third issue addressed was 
Metropolitan Transit Commission 
doing charter work in the Minne-
apolis-St. Paul area. MCBOA suc-
cessfully argued that there were 
enough charter carriers in Minne-
sota willing and able to handle 
convention work and that the com-
mission did not have to get into the 
charter business.

The agreement with the com-
mission is pretty much still in ef-
fect today.

MCBOA has continued to 
work on parking and access issues 
at facilities such as the Minnesota 
Twins’ Target Field and TCF Sta-
dium on the University of Minne-
sota campus, where the Minnesota 
Vikings are playing while their 
new $1.1 billion U.S. Bank Stadi-
um is being constructed in down-
town Minneapolis.

MCBOA also is working to 
make contacts with the Viking’s 
stadium to secure access and park-
ing at the new venue.

Doubling down
In 2005, MCBOA went through 

a period of inactivity when the 
board considered dissolving the 
association or merging with the 
trucking association again. But the 
board eventually decided the asso-
ciation was needed and acted to 
double-down its efforts to stay in-
dependent and be an effective 
force in the charter industry.

The board expanded the asso-
ciation’s annual conference to add 

more speakers, added a mechanic’s 
seminar and worked hard to re-
build membership.

The 2015 MCBOA Annual 
Conference is being held Nov. 
20-21 in St. Cloud River’s Edge 
Convention Center. With this new 
location, all coach manufacturers 
and vendors will be able to show 
their coaches and products under 
one roof. The Minnesota Commis-
sioner of Transportation, Charlie 
Zelle, who is also the former chair-
man of Jefferson Bus Lines, will 
speak and be available to operators 
on the showroom floor.

The board retained a state lob-
byist to not only keep an eye on 
legislation affecting the industry, 
but also to take a more proactive 
approach and to  introduce legisla-
tion that is bene ficial to Minnesota 
charter operators.

MCBOA also launched the 
News-Views & Blogs newsletter to 
keep members informed of charter 
bus and industry news, and ex-
panded its board to include two in-
dustry members, one a manufac-
turer representative and one a 
non-manufacturer.

The result of these actions 
brought MCBOA back to life. 
Membership is rising and the goal 
going forward is to have every 
coach operator in Minnesota as a 
member.

Information for this article was 
provided by Rick Thielen of Thiel-
en Bus Lines in Redwood Falls, 
Minn. Thielen is a member of the 
MCBOA board and is editor of 
News-Views & Blogs.
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a bus company or group made a 
commitment it pretty much stuck.”

He said fee refunds would be 
made for registrations canceled 
within the policy stated on entry 
materials.

Krystal Carter of The Travel 
Lady Tours in Lawrenceburg, 
Tenn., said she was unsure if she 
would receive a refund after a group 
canceled its trip. She had received 
two emails from Go Ground that 
offered conflicting information.

“I am still waiting,” Carter said.

Groups scared away
Last spring the Catholic Dio-

cese of Syracuse booked 400 peo-
ple for a one-day trip to the pope’s 
Mass, the Syracuse Post-Standard 
reported. After security measures 
were revealed, the diocese alerted 
travelers that they would have to 
walk two hours to and from their 
buses to stand a mile from the 
pope — if they made it through the 
checkpoints. With no guarantee of 

that happening, 300 people can-
celed their reservations. 

“Overall it was not so good for 
us in that so many charter groups 
and retail customers canceled tour 
reservations and chartered bus 
trips,” Hagey said. “Even our large 
Catholic charter moves started 
dwindling as the news persisted in 
claiming large, unmanageable 
crowds and long walks to see the 
pope. We lost 10 coaches as more 
and more folks were successfully 
frightened away.”

Hagey Coach lines also lost 
business unrelated to the papal 
visit, he said.

“Anyone living within a 25-
mile radius of Philadelphia — 
that’s our customer base — be-
lieved it was going to be gridlock 
all weekend and no one wanted to 
leave their home for fear of never 
getting back.”

Regional mass transit agency 
SEPTA counted 62,496 weekend 
riders, about half the number who 
pre-purchased the required papal 
passes. PATCO prepared to service 
75,000 riders on its trains but car-

ried 25,961.
Hagey described his drivers’ 

experience with another biblical 
reference.

“I and the other managers were 
watching the live Schuylkill Ex-
pressway cameras on Saturday and 
Sunday morning and there was 
nothing on the roadways save an 
occasional coach or school bus,” 
he said. “It was like the rapture had 
taken place.”

If hundreds of thousands of 
people actually had flocked to 
Philadelphia for the Sunday Mass 
the day may not have seemed so 
rapturous, Maulsby said.

“The people we have spoken 
with said this was a wonderful event 
and a great experience,” he said. “I 
am not sure they would have said 
the same thing if attendance had 
been 1.5 million. That would have 
been too many people.

“We did a wonderful job,” 
Maulsby added. “We did exactly 
what we said we were going to do. 
We had the parking spaces re-
quired. Once people got to securi-
ty it was a different thing.”

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

200k TCM • Michelin Tires 
Alcoa Rims • Cordless Mics 

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

$264,900
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” 

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

Take your business on the road 
transforming travel time 
into productive time.
Our luxurious motor coaches come
equipped with wi-fi, tracking satellite 
on multiple flat screen TV’s. Hold 
meetings, presentations and 
conversation while seated in leather 
chairs working from comfortable 
work stations. Full galley and 
bathroom facilities make hospitality 
functions first class. Door to door regional travel often times is cost 
effective, faster more comfortable than other alternatives. 

Exteriors can be wrapped for sales marketing campaigns.

COACHQUARTERS.COM
mike@coachquarters.com • 614-738-8889

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

Fleet Maintenance Manager
Responsible for the Maintenance Department and daily 
servicing and preventative maintenance of Trans-Bridge 
Lines’ equipment.

Duties include, but not 
limited to:

• Responsible for all 
shop employees. 

• Utilizes RTA     
System to        
schedule the 
State Inspections 
as necessary & 
maintain records of repairs and service.

• Maintains OSHA requirements within the building and 
grounds.

» Candidate must have a minimum of seven years’          
experience managing a shop in a union environment.

Papal visit
CONTINUED FROM PAGE 20

LAST CHANCE SALE!!——————————Compass Coach is trading in these coaches the first week of 
November. Purchase them from us before they go to the dealer. 
Selling at what the dealer will give us on trade. Prices are below 
book value.

All coaches are VanHool T2145s with 110V outlets at every other 
seat. All have Cummins/B500 combos. All coaches white paint, 
bodies are good, glass is good. All have REI systems. All have bright, 
Alcoa Durabright wheels with good tires.

– 2002 Unit: 11300: 907,000 TCM, 54 passenger, front end has been 
updated to 2 piece windshield, LED tail lights. Price: $75,000

– 2006 Unit: 12575: 540,000 TCM (Estimated), 58 passenger. 
Price: $158,000

– 2009 Unit: 41607: ADA working Lift equipped, 58 passenger. 
Price: $280,000

We have pictures of each of these units.
Call 616-696-0022 or email: compass@wmis.net

Working for your repeat business. Thank you!

November 2015

15-18 2015 Ontario Motor 
Coach Association Marketplace, 
London Convention Center and 
Hilton Hotel, London, Ont. Info: 
www.omca.com.

December 2015

2-3 UMA Safety Management 
Seminar, NTSB Training Center 
Virginia, Ashburn, Va. Info: (800) 
424-8262 or (703) 838-2929.

January 2016

8-10 International Motor-
coach Group Maintenance and 
Safety Forum, Louisville, Ky. 
Info: www.imgcoach.com.

31-Feb. 4 UMA Motorcoach 
Expo 2016, Georgia World 
Congress Center, Atlanta. Info: 
www.motorcoachexpo.com.

31-Feb. 4 Travel Exchange/
NTA Convention, Georgia 
World Congress Center, Atlanta. 
Info: www.ntaonline.com.

March 2016

30 Pennsylvania Bus Associa-
tion Marketplace…a Group 
Leader Show, Spooky Nook 
Sports Complex, Manheim, Pa. 
(Lancaster County). Info: www.
pabus.org.

Calendar

MOVING?
Don’t leave 
without us!
Call 866-930-8421
or email changes to:
ebalm@busandmotorcoachnews.com

October 15, 2012

For 14 years, a high-visibility 

segment of the U.S. motorcoach 

industry has had Oct. 29, 2012, 

circled on its long-range planning 

calendar.

That date, which is now fast 

approaching, is when large, fixed-

route operators must have 100 per-

cent of their buses wheelchair 

accessible.

That means that after Oct. 29, 

any person with a disability should 

be able to buy a ticket on any 

Greyhound bus, at any time, and 

be assured of being able to access 

that coach when it pulls into a sta-

tion or up to a curb.

And the same goes for more 

than 30 other large operators. 

Though no one appears to 

know for certain, industry sources 

are cautiously optimistic that all 

but a handful of the operators re-

quired to be complaint with the 

Americans with Disabilities Act 

rule will, in fact, have all of their 

coaches accessible on Oct. 29.

“I think they’re definitely on 

track to meet the deadline.…By 

and large, I would say they are going 

to be all ready,” said Peter Pantuso, 

president of the American Bus As-

sociation, whose board includes ex-

ecutives from Adirondack Trail-

ways, Jefferson Lines, Peter Pan 

Bus Lines, Coach USA, Academy 

Bus and other big legacy carriers.

Greyhound Lines, the nation’s 

largest intercity carrier, “believes 

it will be in compliance with ac-

cessibility standards,” a company 

spokesperson told Bus & Motor-

coach News.

In the mid-1990s, the industry 

negotiated the Oct. 29, 2012, ADA 

deadline with the federal govern-

ment and it became fixed in law in 

September 1998.

When the law initially went into 

effect in October 2000, the rules 

were fairly simple for large carriers 

that offered fixed-route service. 

A person with a disability who 

used a wheelchair would have to 

Four years later!

PIERRE, S.D. — One of the 

first — if not THE first — formal 

complaints filed by a private bus 

operator against a public transit 

agency for providing illegal char-

ter bus service under the federal 

charter service rule adopted four 

and a half years ago has finally 

been decided.

The administrator of the Fed-

eral Transit Administration, Peter 

M. Rogoff, issued a strong ruling 

— posted on the FTA website last 

month — in favor of Forell Limou-

sine & Bus Service of Pierre, and 

rejected an appeal from River Cit-

ies Public Transit, also of Pierre, 

which provided the illegal service 

in 2008, and reportedly continues 

to regularly violate the charter ser-

vice rule.

“I’m pleased about (the FTA) 

decision,” said Dawnita Forell, 

who co-owns Forell Limousine & 

Bus with her husband, Charles. 

“But it’s like putting a Band-Aide 

on an artery.”

During the past seven or eight 

years, the Forells have lodged nu-

merous charter rule complaints 

against River Cities Public Transit. 

They win most, lose some, but 

every complaint represents a chal-

lenge for the small operator.

That’s because in a charter ser-

vice case, the FTA, which has a 

cozy relationship with virtually all 

of the public transit agencies it 

funds, has set a very high bar for 

complaints. 

“The complainant bears the 

burden of proof,” says Rogoff. 

“The complainant must prove its 

case by a preponderance of the 

evidence.”

Like other small operators, the 

Forells do not have the time, 

money or resources to continually 

Large operators appear ready for critical ADA deadline

CONTINUED ON PAGE 18 �

S.D. operator wins charter decision

WASHINGTON — It’s prob-

ably not a coincidence the U.S. 

Department of Justice announced 

settlements last month in four ac-

tions it brought against three mo-

torcoach operators and a major 

group tour operator for apparent 

violations of the Americans with 

Disabilities Act. 

The settlements appear to be 

timed to show up on the Internet 

just before all motorcoach opera-

tors are required to file annual re-

ports mandated by the ADA. (See 

Oct. 1 Bus & Motorcoach News.)

Whether they have accessible 

buses or not, or whether they pro-

vide accessible service or not, all 

motorcoach operators are required 

to file ADA reports by Oct. 29, or 

face the possibility of large fines, 

or what is increasingly becoming 

commonplace: Justice Depart-

ment lawyers dictating ADA com-

pliance requirements as part of 

legal settlements.

That is what happened to three 

Orlando, Fla.-based motorcoach 

operators last month, as well as 

New settlements

CONTINUED ON PAGE 20 �

WILMINGTON, Del. — One 

of the largest divisions of Carey 

International, the world’s biggest 

chauffeured services company, has 

f iled for bankruptcy protection 

after being hit by a $4.5 million ar-

bitration award for treating its 

drivers as independent contractors 

rather than as employees.

Carey Limousine L.A. Inc. list-

ed assets of under $500,000 and 

debts of nearly $150 million in 

documents f iled in bankruptcy 

court here.

The Los Angeles-based Carey 

division said it made the Chapter 11 

filing to secure “breathing room” 

after 16 of its drivers won the large 

arbitration award in a lawsuit claim-

ing they had been misclassified as 

independent contractors and were 

entitled to additional wages and 

benefits as employees.

Carey International Chief Fi-

nancial Officer Mitchell Lahr said 

the potential damage from the ar-

bitration award was compounded 

in January when California stiff-

ened penalties on employers that 

misclassify workers.

“The debtor does not agree that 

CONTINUED ON PAGE 20 �

Employee misclassification

bankrupts major Carey unit
CONTINUED ON PAGE 20 �

100% accessibility



BEST VIEW  
FROM EVERY ANGLE.
Prevost coaches deliver the luxury experience that today’s 
charter travelers are looking for. With their fuel-efficient 
powertrain and low-maintenance design, they’re as comfortable 
on your balance sheet as they are for your passengers.

www.prevostcar.com



From head-turning good looks to the market’s 

lowest cost of ownership, and safety technologies 

like adaptive cruise control and optional collision 

mitigation, our coaches lead the industry not just in 

sales, but in features, amenities and value. Plus, we 

offer the assurance that there will always be someone 

from our team to troubleshoot your problem, get you 

your part, and get you on your way, thanks to second-

to-none service and support. It’s what MCI has been 

doing better than anyone for the last 80 years. And it’s 

what we’re still doing better today. See what an MCI 

J4500, MCI D-Series, or Setra coach can do for you.

Leading the industry starts  
with a winning team.
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MCI J4500 
Top-selling private sector model for 
2014 and for 11 years running 

Setra S 417 
Worldwide luxury leader

MCI D-Series 
First in total market sales for 2014, with 
more on the road than any other model

Training 
Online LMS, LEARN 
webinars and Technical 
Tune-ups

Parts 
World-class fill rates and 
inventory for all makes 
and models

Support 
24/7 via in-house ERSA,  
Technical Call Center and  
extensive field support

Performance 
Lowest total operating 
cost, maximum uptime

Manufacturing 
Quality-at-the-source  
transformation

Discover what it means to be Reliability Driven.

Subscribe to MCI’s eZine;  
scan to learn more about what’s 
happening at MCI, including what 
new 2016 models can do for you. 

mcicoach.com
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