
UNITED MOTORCOACH ASSOCIATION April 2014 21

New at MOTORCOACH EXPO 2014

LOS ANGELES — For 30 
years, UMA Motorcoach Expo has 
been a melting pot of new products, 
services, ideas and technologies.

The trade show, the 2014 ver-
sion of which was held here in late 
February, provides the industry’s 
largest forum for introducing, ex-
plaining and displaying the newest 
technology and services available 
to professional bus and motorcoach 
companies.

Here’s a sampling of the prod-
ucts, services and technologies that 
new and returning exhibitors dis-
played at this year’s Expo.

Rotary Lift shed new light on 
motorcoach repair by introducing 
Tech Lights, a line of LED shop 
lights.

Rotary Lift says its Tech Lights 
series provide powerful lighting op-
tions that can be adapted to meet a 
variety of service bay needs. Each 
light comes with mounting clips 
that are magnetic, so the lights can 
be set up in a variety of locations 
without drilling.

“Technicians can always use 
more light under the vehicles they 
work on, but fixed lights that are 
built into the vehicle lift itself are 
not as useful as something that can 
be repositioned,” said Ron Lain-
hart, Rotary Lift parts and service 
manager.

“Our Tech Lights lamps’ mag-
netic mounting clips make it possi-
ble for technicians to attach the 
lamps to a lift’s columns, its arms, a 

tool cart or the vehicle itself. As a 
result, Tech Lights lamps are ideal 
for both close-up inspection work 
and general-purpose lighting.”

The Tech Lights shop lights are 
available in three kits. The two-post 
lift kit includes two, 32-inch line 
light units, each embedded with 96 
LEDs and fitted with two magnetic 

mounts. The kit’s power cable is 
more than 25 feet long. 

Each light is further fitted with 
a coiled cord that offers more than 
15 feet of range for moving the 
light to different locations. The 
light housing is one inch in diame-
ter so it can illuminate compact 
work areas.

A four-post lift kit includes 
four, 48-inch long, one-inch diam-
eter light units and eight magnetic 
mounts. All four lights are con-
trolled from a single switch.

For maximum versatility, Rota-
ry Lift offers the hand-held single 
Tech Light shop light that can be 

Newest products, services light up UMA Motorcoach Expo

Caio. Alliance Bus Group displayed the latest version of the Caio 
G3400 at its expansive Expo stand. The G3400 is built on a Freight-
liner XBR chassis, using a Cummins ISB engine and Allison B300. 
Amaya seats, TransAir HVAC, ISRI driver seat, and REI A/V system 
are standard. Information at www.AllianceBusGroup.com.

CT Coachworks. New to Expo was CT Coachworks of Riverside, 
Calif., and its 41-foot tour coach. The CT uses a Freightliner XBR 
chassis with a Cummins and Allison powertrain. Freedman seats, 
ISRI driver seat, ZF independent front suspension and MCC roof-
mounted A/C is standard. Information at www.ctcoachworks.com.

BCA. Bus and Coach America 
unveiled its BCA45 at Expo. 
Three years in development, 
the coach was engineered in 
the U.S., and basic assembly is 
in China by a company reputed 
to be the largest bus builder 
in the world. It has a mono-
coque stainless steel frame and 
Cummins-Allison powertrain. 
Standard equipment includes 
Eberspacher roof-mounted 
HVAC; Bitzer compressor; 
Double Coin tires; ZF axles and 
independent front suspension; 
color rear-view monitor, and 
cruise control, Information at 
www.bcabus.com.

Photos by David Braun Photography, 
Las Vegas (www.DavidBraun.com)

EPV. EVP Corporation, successor to DesignLine, brought the 
ECOCoach commuter bus to Expo. Produced in North Carolina, 
the ECOCoach is available in either natural gas- or diesel-powered 
versions. The 57-passenger coach has Thermo King A/C, Ricon 
wheelchair lift, Amerex fire suppression system, Cummins engine, 
and ZF EcoLife transmission. Information at www.epvcorp.com.

CONTINUED ON PAGE 30 c
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LOS ANGELES — ABC com-
panies had plenty on its plate at 
UMA Motorcoach Expo 2014 here 
in late February.

In addition to continuing the 
rebranding of two of its most- 
popular Van Hool motorcoaches, 
the company also showed off a line 
of British-designed double-decker 
buses it soon will begin assem-
bling at a plant in Indiana, and 
talked up being named the exclu-
sive distributor for a line of mid-
size, low-floor transit buses it will 
market to private operators in the 
U.S. and Canada.

Plus, it officially announced 
the appointment of Roman Cor-
nell, company senior vice presi-
dent, as the head of a new ABC 
Specialty Vehicles Division, which 
includes responsibility for market-
ing the company’s new offerings. 

Cornell said the addition of the 
double-decker and midsize buses 
will enhance ABC’s market posi-
tion by offering a broader product 
range.

The double-decker models — 
the Alexander Dennis Enviro400 
and Enviro500 — will be assem-
bled at the same plant in Nap-
panee, Ind., that ABC has for some 
time been using to refurbish and 
repower hundreds of older coaches 
for Greyhound Lines and other op-
erators. The Greyhound work is 
winding down, freeing up the fa-
cility for the new production.

The assembly line is expected 

to begin rolling before the end of 
the year, and first deliveries are ex-
pected soon afterwards, according 
to Stephen Walsh, vice president 
of the British bus builder. 

The 400 is a 36-foot tour bus 

that can carry as many as 80 pas-
sengers, including 51 on an open 
upper deck. The 500 is a three-axle 
covered bus that comes in both 40- 
and 42-foot models with 80 seats 
and standing room for about an-

other 20 passengers.
Both vehicles have no-step en-

trances, lower-deck air condition-
ing, curved staircases for upper 
deck access and cameras for driver 
monitoring of the upper deck.  

A key feature of the 500 is a low-
height option of 13.6 feet, which 
allows it to navigate many city 
streets where some double-decker 
buses are too tall, a feature that 

ABC unveils product lines, announces division at Expo

ABC will assemble the Enviro400 at its refurbishing plant in Indiana.

ABC is the new distributor of the New Flyer MiDi, a 30/35-foot transit bus.

The Van Hool CX45 offers a slew of new standard safety features.

ABC’s Ameritrans division brought its M2-395 RLRR model to Expo.

CONTINUED ON PAGE 28 c

LOS ANGELES — With oper-
ating costs on the rise, motorcoach 
companies are paying increasing 
attention to finding ways they can 
better control their fuel and other 
expenses.

That trend was evident at the 
Prevost stand during this year’s 
UMA Motorcoach Expo here. 

Instead of the typical unveiling 
of new coach features or a redo of 
an older model, Prevost went with 
fuel economy and promoted a mix 
of technologies and equipment on 
its coaches that it says will pro-
duce significant savings.

“We’re delivering fuel efficien-
cy,” marketing and communica-
tions head Alan Dvoskin said, 
pointing to offerings that ranged 
from Allison transmissions that 
maximize fuel efficiency, to Mi-
chelin tires that are designed to re-
duce fuel usage.

High on the company’s fuel ef-
ficiency list is PRIME (Power Re-
covery by Intelligent Management 
of Energy), an energy manage-
ment system that reduces fuel con-
sumption by using engine down 
time during braking and decelera-
tion to charge batteries and com-

press air.
“Instead of constantly charg-

ing, the alternator uses engine neg-
ative torque to generate free elec-
tricity,” the company reported.

Prevost estimates the system 
generally reduces fuel usage by 
about 2 percent, but notes that test 
results have produced even higher 
reductions under certain driving 
situations. 

“The maximum fuel economy 
will be obtained when a mix of 
hilly and flat road sections allows 
the batteries to be charged only 

when the vehicle is in free wheel,” 
it said. “The batteries are charged 
with free energy and no fuel con-
sumption is dedicated to charging 
the batteries.” 

In addition to fuel savings, the 
company said PRIME delivers 
more savings with the use of AGM 
(absorbed glass mat) batteries, 
which require less maintenance 
than traditional batteries and can 
last as much as four times longer.

The company maintains, too, 
that the wide range of Michelin 
tires available for its coaches also 

play a key role in holding down 
fuel costs by reducing drag and 
rolling resistance, two key contrib-
utors to fuel consumption. 

It also suggested that various 
tires, when used in certain combi-
nations, can achieve fuel efficien-
cy that produce annual savings of 
between $900 and $1,700.

Prevost even noted that its 
Aware adaptive cruise braking sys-
tem is not only a safety device, but 
a big fuel saver as well.

The system sends out a radar 
signal in front of the coach that 

keeps the following distance safe 
and alerts the driver to possible 
dangers ahead. It has a range of 500 
feet and can pick up as many as 32 
different objects within its range.

When cruise control is activat-
ed, the device automatically ad-
justs the speed of the coach to 
maintain a safe distance while 
keeping the cruise set.  It then 
picks up the original cruise speed 
when it is safe to do so. 

“The system can help drivers 
stay in cruise control longer, which 

Prevost promotes fuel-saving features, marks anniversary

Test drives were available in the Prevost-marketed Volvo 9700. The H3-45 features Prevost Aware, adaptive cruise braking by Bendix.
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Before you  
take a turn  
for the worst...

Get Lancer behind  
your fleet!
Since 1985, motor coach companies  

have known that, when disaster 

strikes, no insurer has their back  

like Lancer. Today, more than 1,250  

industry clients rely on lightning  

on-site support from our exclusive 

Catastrophic Response (CAT) Team... 

and over 100 nationwide bus claims 

specialists whose only job is to get 

them back on the road to profits fast!

For a fast quote, call your agent  

or 800-782-8902 x3264.  

Email: bus@lancerinsurance.com

Tell us about the most  

surprising problem your drivers faced on the 

road and you could win an exclusive numbered, 

signed and framed lithograph.

To enter, visit us on Facebook.   
No purchase necessary.

Tell us your 
Road Story!

370 W. Park Avenue, P.O. Box 9004, Long Beach, NY 11561  I   lancerinsurance.com  I     

5440_Lancer_BusMotorcoachNews_FP_Ad.indd   1 2/20/14   5:08 PM
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LOS ANGELES — Motor 
Coach Industries says it’s making 
genuine headway in helping mo-
torcoach operators reduce spend-
ing on one of their biggest operat-
ing expenses — fuel costs.

And MCI is backing up its 
claim with the results of indepen-
dent fuel-economy testing of one 
of its coach models.

MCI, the largest manufacturer 
of motorcoaches in North Ameri-
ca, said the 253-mile simulated 
highway test of a new J4500 model 
showed a significant improvement 
in fuel consumption.

The testing was conducted at 
the Bosch test track in New Carl-
isle, Ind., and included a coach 
made by one of its main competi-
tors, as well as a “control” coach 
— another J4500 MCI.

The head-to-head testing be-
tween the J4500 and a Van Hool 
2045 — run at 65 miles per hour 
on cruise control to simulate nor-
mal highway mileage — showed 
the MCI had 6.6 percent better fuel 
economy. That would equate to 
more than $1,766 in annual fuel 
savings for an operator driving the 
coach 60,000 miles.

Both vehicles had the same 
preparation and were tested in un-
loaded condition. A number of 
variables were minimized. For ex-
ample, both coaches had 3.42 axle 
ratios, HVAC systems were turned 
off, and tire pressures were closely 
checked.

A major difference was the 
MCI coach was equipped with a 
Cummins ISX engine and the Van 

Hool had a Detroit DD13. Both 
had Allison B500s. 

MCI credited part of the im-
proved fuel economy performance 
to engineering tweaks to its 2014 
models, including a high-efficien-
cy cooling system, optimized axle 
ratios, and refined suspension con-
trol system.

Among other things, the sus-
pension system allows the coach to 
be operated in full high and low 
ride, in both the front and rear, to 
better clear obstacles. Load sen-
sors keep the coach parallel with 
the road even when axle loads are 
uneven.  

“With fuel accounting for near-
ly 52 percent of what it costs to op-
erate a motorcoach, MCI has made 
it its mission to keep fuel costs as 
low as possible, largely through 
powertrain optimization engineer-
ing,” the company said.

Cummins estimates that its 
newest engine, which meets strict-
er federal emissions standards, 

produces a 2 percent mile-per-gal-
lon gain over previous engines that 
were  compliant  wi th  lesser 
standards.

As a result of the testing and 
suggestions from Cummins, MCI 
made several observations that it 
said motorcoach operators should 
consider if they want to see even 
more fuel savings. Among them 
were:

• Wind conditions impact fuel 
economy. In a 30-mile-per-hour 
wind, the spread in fuel economy 
between headwind and tailwind 
driving was 43 percent at 72 miles 
an hour and 48 percent at 65 miles 
an hour.

• A cooling fan locked in the 
on position can cause an 8- to 
12-percent drop in fuel mileage 
because of the horsepower draw of 
the fan.

• Fuel economy improves by 1 
percent for every 10 degrees in-
crease in air temperature due to 
lower air density.

• Fuel economy declines by 1 
percent for every 10 percent of tire 
under inflation and every one hour 
of idle time.

• By reducing speed from 72 

miles an hour to 65, an operator 
can expect a 9.5 percent improve-
ment in fuel economy.

 In addition to its test results, 

MCI reports fuel economy gains for 2014 model coach

MCI says the fuel economy of its J4500 “has improved significantly.”

The restroom in the Setra S 417 two-door model, which was available for 
test drives at Expo, is tucked at the foot of the second-door stairs.

LOS ANGELES — Nothing 
appears to be too small — or too 
large — for Temsa to take on. 

Initially marketing 35- and 30-
foot coaches, the Turkish bus 
builder — that is rapidly scoring in 
the North American motorcoach 
sector — went big this year and in-
troduced a 45-foot coach at UMA 
Motorcoach Expo here.

Now, it’s looking to flip around 
again, issuing a surprise announce-
ment at the trade show that it plans 
to introduce a 25-foot model in 
about two years.

“It will be a minibus, a smaller 
version of the TS45,” Temsa Gen-
eral Manager Dincer Celik said 
during a media brief ing on the 
Expo show floor.

His remarks came just as mo-
torcoach operators from across the 
country were getting their f irst 
good look at the new TS45, a 
57-passenger Temsa that reportedly 
was shaped in large measure by 
input from motorcoach operators. 

It features integral monocoque 
construction, stainless steel fram-
ing and a Cummins ISX/Allison 
B500 Gen5 powertrain.

Standard equipment on the 
coach includes Isringhausen driver 
seat; LED interior and exterior 
lights, including headlights; cruise 
control; dual Presto Lite (Leece 
Neville) alternators; Alcoa Dura-
bright rims; Jacobs brake, and elec-
trically operated sunvisors. Fabric-
covered passenger seats are 
standard; leather seats are optional.

In addition, it is loaded with 
safety equipment, including day-
time running lights, three-point 
belted driver and passenger seats, 
a lane departure warning system, 
tire pressure monitors, an engine 
f ire suppression system, a rear 
parking sensor and a brake pad 
wear monitor. 

Customer deliveries of the 
TS45 are scheduled to begin in 
mid-summer with the initial model 
going to Vandalia Bus Lines, a 

Caseyville, Ill., motorcoach opera-
tor that placed the first order for 
the coach. 

Celik said adding the TS45 to 
the current lineup of 30- and 35-foot 
coaches and the plan for manufac-
turing a 25-foot model, emphasizes 
the company’s strong commitment 
to the North American market.

“We’re  here  to  s tay,”  he 
stressed, adding that sales for the 
company have grown about 25 
percent each year.

While he did not offer much in 
the way of details of the 25-foot 
Temsa, Celik did say the bus will 
be designed around an integral 
body that will be powered by a 
Cummins engine and seat between 
27 and 35 passengers. 

There were indications North 
American motorcoach operators 
again will have a role in the design 
and development of the 25-foot of-
fering, much like they did for the 
TS45.

“It takes a team effort to gather 

the input from the market,” said 
Robert F. Foley, president and 
chief executive of CH Bus Sales, 
the exclusive distributor of Temsa 
coaches in the U.S.

If the minibus reaches produc-
tion in two years, it would beat by a 
full year the amount of time — 

three years — it took Temsa to turn 
out the TS45, following the intro-
duction of its 35- and 30-footers.

“A 45-foot coach was needed, but 
there was no rush because the 35 was 
going so well,” noted Tim Vaught, 
CH vice president of sales and ser-
vice and product development.

Temsa goes ‘big’ at Expo but sees ‘small’ in the future

John and Cindy Burnett, owners of Premier Coaches Northwest in Federal 
Way, Wash., took delivery of this Temsa TS 35 at Expo. The coach was used 
as a shuttle and for demonstration drives at the show.
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evaluation of      Chart or      Tour

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

go go

go

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

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

www.rbs2000.com

go

go

go

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

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

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

go

Tour Management System
Tourgo

Charter Management System
Chartgo

Charter & Tour Software

RELATIONAL BUS SYSTEMS
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MCI showcased an upgraded Setra 
Top Class S 417, which featured 
two unusual offerings — a second 
door and a conference or club 
lounge section.

MCI said this year’s Setra S 
417 has more than 30 major im-
provements, many designed to 
pamper the driver. Among them 
are a heated seat, a leather steering 
wheel with integrated controls that 
allow key functions to be conduct-
ed from the wheel, and a front col-
lision guard that helps protect the 
driver and passengers in a frontal 
crash.  

For passengers, the coach of-
fers wireless internet, a premium 
sound system, LED reading lights, 
rear window and three-point safety 
belts. A glass roof also is available 
as an option.

Patrick Scully, executive vice 
president of MCI, which distrib-
utes Setra coaches in North Amer-
ica, said the two special features 
— second door and club seating 
— available on the S 417 should 
be attractive to niche buyers.

“I can see some sports-team 
coaches sitting back here talking 
while their players are sitting up 
front,” Scully said while seated in 
the S 417’s luxurious lounge area 
that surrounds a large conference 
table in the rear of the coach.

Some operators who toured the 
coach said the second door makes 
loading and unloading of passen-
gers easier and faster, and the con-
ference area allows passengers to 
conduct business or socialize 
face-to-face.

A major consideration for op-
erators is where to station the driv-
er when the coach is unloading — 
at the front door or the rear door, 
with its steeper steps.

“We’ll see how it goes,” said 
Scully.

Other upgrades made to the 
J4500 that MCI unveiled were re-
designed parcel racks that give 
passengers more headroom, a re-
conf igured cockpit that puts 
switches within easier reach of the 
driver, more durable front and rear 
bumpers, and laminated safety 
glass with a dual-latch emergency 
release mechanism.

Meantime, Scully said things 
are looking up for MCI, stressing 
that the company is regaining cus-
tomers and rebuilding the confi-
dence its customers have had in its 
operations and products.

“It validates all the work that 
we have done and it builds the trust 
of our customers,” he added.

“We are building quality prod-
ucts that allow our customers to 
run their businesses and do what 
they need to do.”

MCI announces
CONTINUED FROM PAGE 24

Turtle Top. The Odyssey XLT, 
Turtle Top’s flagship model, is 
built on a Freightliner M2 chas-
sis. With seating for up to 48 
passengers, the XLT has a huge 
rear luggage bay; LED lighting; 
rear observation camera system, 
and a sticker price of $233,700. 
Information at www.turtletop.
com.

Glaval Bus. Glaval brought its Legacy model to Expo. The Legacy 
is built on a Freightliner S2C chassis and powered by Cummins and 
Allison. Available in 96- or 102-inch widths, the Legacy has seating 
for up to 45 passengers. Related story on Page 29. Information at 
www.glavalbus.com.

Meridian Specialty Vehicles. The Meridian Sprinter Shuttle 
Bus, based on a Mercedes-Benz Sprinter 3500 chassis, is available 
in a variety of interior configurations. The 24-foot shuttle can seat 
up to 20. It features Freedman seats, Altro flooring, and 74-inch 
interior height. Information at www.meridiansv.com.

Complete Coach Works. Perhaps the most remarkable bus at 
Expo was the CCW remanufactured all-electric transit bus. Rebuilt 
to like-new condition, the ZEPS (zero-emission propulsion system) 
bus has a 150-mile range. Information at www.completecoach.com/
zeps.

Krystal. The Krystal E450 made its first appearance at Expo. Built 
on a Ford chassis, the E450 features welded-steel cage body fram-
ing, seating capacity of 14 to 27, and a long list of optional equip-
ment. Information at www.krystalbus.net.

Honored. U.S. Sen. Mark 
Begich, center, was honored 
at NTA/UMA Travel Exchange 
for his support of the travel 
industry. He was joined at the 
event by UMA President and 
CEO  Victor Parra, left, and NTA 
member Misha Jovanovic of 
Misha Tours in San Diego.
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LOS ANGELES — The mo-
torcoach industry’s long-time lead-
ing transmission supplier, Allison, 
showcased its “5th Generation” 
array of fuel-saving controls at 
UMA Motorcoach Expo here.

Allison executives also re-
affirmed the company focus on 
supporting the motorcoach indus-
try’s business success. 

“Motorcoach operators are 
challenged to put the safety and sat-
isfaction of their passengers first, 
while at the same time controlling 
operating costs,” noted Lou Gilbert, 
director of North American market-
ing and global brand development 
for Allison. 

“With our f ifth generation 
smart controls, we help maximize 
fuel savings and minimize unex-
pected maintenance, to protect the 
bottom line,” Gilbert said.

To increase fuel economy and 

efficiency, the latest Allison elec-
tronic controls — that is, the 5th 
Generation or Gen5 controls — 
automatically adjust shift sched-
ules, acceleration limits and en-
gine load based on weight, grade 
and other factors.  

The controls also include ad-
vanced diagnostic and prognostic 
displays, to anticipate required 
maintenance and reduce downtime.

“Allison is committed to giv-
ing motorcoach owners the most 
advanced tools possible to enhance 
fuel economy without compromis-
ing performance or comfort,” said 
Gilbert.

Expo attendees could get up 
close and personal with the Gen5 
controls at Allison’s interactive 
product display, which included 
coach transmission models. 

Motorcoaches equipped with 
Allisons were on display at the 
stands of ABC/Van Hool, CH Bus/

Temsa, MCI/Setra, and Prevost.   
More information at www. 

allisontransmission.com.

Allison promotes latest fuel-saving controls at Expo

The Industry’s best-selling 
bus is a workhorse.

Whether purchasing for 
mass transit, tour and 
leisure, a retirement 
community, colleges, 
churches or a private 

corporation the Aerotech 
is sure to please!

With 80” of interior 
headroom and over 250 

floor plans to choose from, 
the Aero Elite is ideal for 
long road trips. Every bus 

is built to meet all 
applicable Federal Motor 
Vehicle Safety Standards, 
meaning you can safely 

transport up to 33 
passengers.

Family Owned & Operated Since 1972 
361 N. Main St., Miamisburg, Ohio 45342

Phone (937) 859-3331  •  Fax (937) 859-7086
www.WhitworthBusSales.com

Call for Details

Be sure and 
update 

your mailing 
information 
with us so 
you don’t 

miss a 
single issue!

Call 866-930-8421 or email changes to:
ebalm@busandmotorcoachnews.com

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

Tim S., Stout’s Transportation

  Same Day Turn-Around 

  Skip Payment Options

  Flexible Finance & Lease Terms  
to 84 Months

  Trac Leases

Call Us Now
888-876-4728

Your Expert Source for  
Coach Financing and Leasing

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

Advantage Funding is the largest  
Independent Commercial 
Transportation Lender in the U.S. We 
have the flexibility to provide solutions 
when banks and others can’t.  
Use us to your Advantage!

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” 

Nat’l Interstate
anniversary is
marked at Expo

LOS ANGELES — National 
Interstate Corporation was among 
the companies and organizations 
marking anniversaries at UMA 
Motorcoach Expo 2014 here.

Prevost celebrated its 90th an-
niversary. The United Motorcoach 
Association acknowledged the 
30th anniversary of Expo.

And National Interstate cele-
brated its 25th year of serving the 
industry.

In fact, National Interstate got 
its start in 1989 as an insurer of 
motorcoaches. Since then it has di-
versified, offering a range of com-
mercial insurance products to a 
variety of markets.

Despite the diversification, the 
company’s traditional insurance and 
alternative risk transfer options, 
known as captive insurance, still 
primarily target companies in the 
transportation industry. Its personal 
lines products are predominantly 
for recreational vehicle owners.

The company offers its prod-
ucts and services through several 
operating subsidiaries, including 
National Interstate Insurance Co., 
Vanliner Insurance Co., American 
Highways Insurance Agency, Ex-
plorer Insurance Agency, Trans-
Protection Service Co., and Safety, 
Claims and Litigation Services.

“Back in 1989, National Inter-
state was a start-up company with 
just a dozen employees marketing 
only passenger transportation in-
surance,” observed company Pres-
ident and CEO Dave Michelson.

“Through the years, we have 
reached many signif icant mile-
stones, including becoming a market 
leader of transportation insurance.”

For more information, go to 
www.natl.com.
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Take YOUR
Business 
to the   

Next Level

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

www.uma.org/academy

helps make it workable for com-
muter and tour uses, as well as 
transit routes.

Both models are equipped with 
Cummins engines, Dana axles and 
Allison, Voith or ZF transmissions. 
They do, of course, comply with 
Federal Transit Administration 
“Buy America” requirements.  

The midsize transit buses that 
ABC soon will be marketing 

throughout North America are the 
New Flyer MiDi 30- and 35-foot 
models, which the company says are 
suitable for community, airport, uni-
versity and hotel shuttle services. 

The MiDi, which seats be-
tween 27 and 35 passengers, have 
Cummins engines; Allison trans-
missions; low, step-free entries; 
wide vestibules; large windows, 
and overhead LED lighting.

ABC also used Expo to extend 
its much publicized rollout of the 
rebranded flagship Van Hool 

T2100, which has been upgraded 
and renamed the TX, and the Van 
Hool C2045, which now carries 
the name of CX.

The company initially intro-
duced the coaches to the industry 
in late November with a two-day 
gathering for more than 200 opera-
tors and suppliers at its headquar-
ters in Winter Garden, Fla. (See 
Dec. 15 Bus & Motorcoach News.)

Both models have been up-
graded, including the addition of 
an assortment of safety equipment. 

They carry three-point seatbelts, 
automatic traction control, f ire 
suppression systems, tire pressure 
monitoring systems, backup cam-
eras with in-dash displays, two es-
cape roof hatches, and lane depar-
ture warning systems that rumble 
the driver seat when the coach be-
gins to drift. 

Meantime, Cornell, who has 
been at the company founded by 
his grandfather, Clancy Cornell, 
for more than 20 years, said he will 
focus on customer outreach, new 

product development and partner-
ship alliances in his role as head of 
the Specialty Vehicles Division. 

In addition to the New Flyer 
Midi and Alexander Dennis dou-
ble deckers, the division also will 
market the New Flyer Xcelsior 
heavy-duty, low-floor transit bus 
to the private bus industry. 

The Xcelsior is available in 
35-, 40- and 60-foot lengths and 
clean diesel, compressed natural 
gas, and diesel-electric hybrid pro-
pulsion systems.

ABC announces
CONTINUED FROM PAGE 22

can result in significant fuel sav-
ings,” it notes.

If cruise control is in the off 
position, the unit warns the driver 
if the coach gets too close to the 
vehicle ahead or if the closing rate 
is too rapid.  The warnings height-
en if an impact appears imminent, 
giving the driver time to brake and 
slow down.

Prevost suggests, too, that its 
use of Volvo engines and Allison 
transmissions in its coaches also 
helps reduce fuel. 

“Fully automatic Allison trans-
missions, along with a vehicle 
spec appropriate for the particular 
duty cycle, can provide superior 
fuel efficiency and optimum fuel 
economy,” it contended.

It pointed out that while some 
transmissions have power inter-
ruptions during shifting, the trans-
missions it uses do not, which al-
lows for the full use of the engine’s 
horsepower. 

The fact that this year is the 
90th anniversary of Prevost’s 
founding — by Eugene Prevost in 
1924 — also was very much evi-
dent at the Prevost stand, with a 
coach decked out with anniversary 
livery and a huge video display 
screen. 

“We are extremely proud to 
celebrate this milestone in Pre-
vost’s history, and to reflect on 
how far we have come across the 
decades,” said Prevost President 
and CEO Gaetan Bolduc.

“That said, we have always 
been — and will always be — a 
forward looking organization. The 
people of Prevost are passionate 
about our legacy of leadership, and 
about the remarkable number of 
Prevost industry ‘firsts’ over the 
years in such areas as safety, envi-
ronmental care and comfort.

“Above all, we say thank you to 
our customers for making this first 
90 years possible, and for being 
our inspiration to always reach 
higher in providing ‘no-compro-
mises’ seated-coach and conver-
sion-coach products and services,” 
Bolduc added.

Prevost promotes
CONTINUED FROM PAGE 22
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GOSHEN, Ind. — Supreme 
Industries is selling its shuttle bus 
business to Forest River Inc., 
which has three cutaway bus lines, 
plus a slew of recreational vehicle 
brands.

Supreme said it expected to 
clear about $7 million in net pro-
ceeds, which will be used to fund 
“a series of top-line growth initia-
tives.” The deal was slated to close 
by the end of March.

Forest River, which is a Berk-
shire Hathaway company and 
based in Elkhart, Ind., also manu-
factures small body-on-chassis 
trucks; cargo, service and travel 
trailers; pontoon boats, and pickup 
truck campers.

Its three lines of cutaway buses 
are Glaval, Starcraft Bus and 
Elkhart Coach.

Its RV brands include Coach-
man, Forest River, Shasta, Palo-
mino and Dynamax.

In all, Forest River has annual 

sales of around $1.6 billion, oper-
ates 60 plants and employs 5,400.

Supreme announced late last 
year it intended to exit the shuttle 
bus business. (See Feb. 1 Bus & 
Motorcoach News.) 

The company produced an ex-
tensive line of shuttles and other 
specialty buses, including the 
33-passenger Senator model, con-
sidered the company’s flagship bus 

and built on a Freightliner chassis. 
The Senator has been primarily 
marketed to the tour-and-charter 
bus industry, as well as churches.

Seating capacities of its models 
range from 7 up to 39 passengers.

Despite the extended product 
range, the shuttle bus unit repre-
sented less than 12 percent of con-
solidated sales at Supreme, and it 
hurt earnings, the company said.

 “The bus market has become 
increasingly competitive, and this 
business has been unable to 
achieve our profitable growth ob-
jectives,” Supreme CEO Mark 
Weber said.

“This divestiture allows us to 
concentrate our resources on 
growing our work truck, specialty 
vehicle and trolley businesses.”

 Supreme produces the Classic 

American Trolley bus.
For 2013, Supreme Industries 

reported net income of $6.4 mil-
lion, compared with $11.8 million 
in 2012, a decline of about 46 per-
cent. Sales for the year ending 
Dec. 31 were down 1.4 percent 
from 2012 to $286.1 million. 

The company attributed the 
sales decline to lower bus and spe-
cialty vehicle sales.

Forest River is buying Supreme shuttle bus division 

Drivers Wanted.

Introducing the Bus & Motorcoach Academy’s 
Prevost Preparatory School for Professional
Motorcoach Drivers. 

Developed to help new drivers prepare for
their CDL, Prevost Prep also gives 
experienced drivers an opportunity to keep
current on the unique skills and responsibilities
of a professional motorcoach driver.

www.uma.org/academy

APRIL 2014
8 Bus Association of New York 
Lobby Day, State Capital, 
Albany, N.Y.  Info: tammy@
alleventsinc.com, or go to www.
banybus.org.

13-16 Ontario Transportation 
Expo Conference & Trade Show, 
Sheraton Toronto Airport Hotel 
and the International Centre, 
Toronto. Info: www.omca.com.

15 Florida Motorcoach 
Association Education and 
Compliance Meeting, Sheraton 
Lake Buena Vista Resort, 
Orlando. Info: FMA@buses.org.

JUNE 2014

12-14 The Bus History Associ- 
ation 2014 Annual Convention, 
Country Inn & Suites at Mall of 
America, Minneapolis. Info: 
www.bus-history.org.

18-21 New England Bus Asso - 
ciation 2014 Annual Confer-
ence, Hilton Mystic, Mystic, 
Conn. Info: mitch.guralnick@
mcicoach.com.

24-25 UMA Capital Hill Days, 
Washington, D.C. Info: Ken 
Presley at UMA, email kpresley@
uma.org, or call (800) 424-8262.

JULY 2014
13-16 Joint Annual Meeting of 
Virginia, North Carolina and 
South Carolina Motorcoach 
Associations, Richmond Mariott, 
Richmond, Va. Info: www.
scmotorcoach.org, www.ncmotor-
coach.org, or www.vamotor-
coach.org. 

Calendar
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used with any type of vehicle lift. 
The battery-powered single Tech 
Light shop light features a light 
wand with a magnetic hook for 
hanging on the vehicle or lift.

An independently controlled 
spotlight projects out of the top of 
the wand, giving users a focused 
beam for up-close inspections. The 
light wand can operate for up to 
three hours and the spotlight can 
shine for up to six on a full charge.

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

The ‘motorcoach experience’
Can shuttle buses provide pas-

sengers with the “motorcoach 
experience?”

Yes, says Hadley. And luggage-
rack systems are the key.

Hadley’s newest parcel-rack 
system, known as the Swan™ Col-
lection, was showcased at UMA 
Motorcoach Expo.

The Swan system is “air-condi-
tioned ready,” says Hadley, offering 
a flexible configuration that can in-
clude individual passenger reading 
lights, integrated blue nightlights, 
speakers, and LED aisle lighting.

The system’s lighting and 
switches are incorporated into lin-
ear channels along each edge of the 
rack, just below the handrail, giving 
each passenger control of their own 
fixed reading lamps.

A separate master control, oper-
ated by the driver, can override the 
system in the same way most mo-
torcoach interiors are configured.

Hadley interior systems are 
available as an OEM-specif ied 
system, as well as an aftermarket 
retrofit kit. Hadley says the com-
ponents are designed for easy in-
stallation and convenient access to 
service and maintain during the 
life of the bus. 

Along with the interior systems, 
Hadley displayed its light of light-
ing and mirrors at the UMA Expo.

While Hadley’s components 
were shown at its booth, fully in-
stalled systems could be seen on 
buses at the Ameritrans, TurtleTop, 
Glaval and Krystal stands.

More information at www.had-
leyadvantage.com.

Digging out
Rud-Chain Inc., a manufacturer 

of chains and chain products, used 
Expo to debut its Rotogrip CS, an 
automatic chain system designed to 
provide traction on snowy and icy 
roads. 

Marketed with the tag line, 
“Automatic safety at the flip of a 
switch,” the Rotogrip CS (for “com-
pact solution”) was developed for 
motorcoaches and low-floor transit 
buses, and can be activated from 
the driver’s seat. 

“Vehicle chains tend to break 
down and can damage a vehicle, 
and they’re hard to put on, especial-
ly in cold weather,” said Steve 
Blood, of Rud-Chain. “This way, 
(drivers) can throw a switch, get 
traction and off they go.” 

Plus, he said, the system is 
smooth running, easy to install with 
a variety of simple installation op-
tions, and works in forward and re-
verse at low speeds.

To learn more about the 130- 
year-old company and its products, 
go to www.rudchain.com.

Easy parts search
TRP’s newest innovation wasn’t 

available on the UMA Motorcoach 
Expo show floor…unless you had a 
smart phone or tablet and could ac-
cess the internet. 

TRP used Expo to promote its 
revamped website that provides op-
erators and bus and truck fleets a 
searchable online catalog and de-
tailed information on its line of all-
makes aftermarket parts.

The website, at www.TRPParts.
com, also features the latest spe-
cials offered across the United 
States, Canada, and Mexico on 
TRP parts.

“We set out to make the new 
TRP website as simple to use as 
picking up the TRP catalog, with 
more interactive features that make 
finding the right part even easier 
and more intuitive,” said Bart Lore, 
general marketing manager for 
PACCAR Parts. 

The site allows users to search 
parts by keyword, category or part 
number. Bus and truck fleets and 
operators can also stay current on 
the latest products and maintenance 
tips with videos and articles.

“Visitors to the new site can 
look up individual parts, download 
product information sheets to get 
details on features and benefits, 

view photos and watch videos or 
read articles offering parts and 
maintenance recommendations,” 
Lore said.

The website includes a dealer 
locator that helps operators find 
their nearest authorized TRP retail-
er. The website is available in Eng-
lish, Spanish and French language 
versions. 

 
Lab in a box

On-Site Analysis introduced the 
fourth generation of its on-site fluid 
analyzers, which are diagnostic de-
vices that eliminate the expense 
and wait time of mailing oil, cool-
ant and other lubricant samples to 
laboratories.

A “lab in a box” that’s “as easy 
to use as an ATM,” the OSA4 series 
of analyzers can also help operators 
save money on oil, oil filters and 
waste disposal by reducing unnec-
essary oil changes, said a company 
spokesman. 

“The status quo usually is, when 
they analyze the oil, they change 
the oil at that time. If they have our 
unit onsite, they’re able to pull a 
sample, take it over to the machine, 
and within nine minutes, it will let 
them know if they need to change 
the oil or not,” he said.

He cited a study of 5,000 bus oil 
samples that showed 64 percent of 
oil changes were unneeded, while 
11 percent of samples indicated 
overextended oil use.

On-site oil analyzers are most 
cost effective for large fleets of 50 
buses or more; coolant and anti-
freeze devices are smart invest-
ments for companies with 20 or 30 
buses, he said.

For more information, go to 
www.on-siteanalysis.com.

Mapping it out
Rand McNally, the venerable 

road map company that’s reinvent-

ing itself for the digital age, showed 
off its electronic fleet management 
tools for the motorcoach industry. 

“We’re electronic logs, we’re 
navigation, we’re two-way commu-
nications,” a company spokesman 
said. “Rather than having three or 
four different devices, it’s all in one 
device.”

Among the company’s new of-
ferings is a coaching tool called 
SpeedGauge, which uses GPS 
tracking to identify the location, 
frequency, severity and duration of 
speeding events.

“Let’s say the speed limit is 35 
miles per hour, and the driver is 
doing 45,” the spokesman said. 
“SpeedGauge takes a satellite snap-
shot of exactly where the coach 
is.…and every five minutes it takes 
another snapshot of the driver, how 
fast he’s going and where he was 
going.”

The company is notified via 
email with the information so the 
driver’s behavior can be managed 
and monitored over time. 

In addition, the devices can help 
operators when it comes time to file 
state fuel tax reports.

“We can tell you how many 
miles you’ve driven in each state 
and how much fuel you’ve con-
sumed in each state. That takes a lot 
of work off a company that is doing 
it manually,” he said.

More information at www.rand-
mcnally.com. 

12,000 items
DAS Companies, a distributor 

of travel products, outfitted a Mo-
torcoach Expo booth with every-
thing from travel pillows, blankets 
and flashlights to enough adapters, 
plugs, cables and other portable 
electronics accessories to f ill a 
large display at Radio Shack.

But it was just a fraction of the 
12,000 items the company distrib-

utes to Pilot and Flying J truck 
stops, TravelCenters of America, 
Love’s Travel Stops and other busi-
nesses along the nation’s highways, 
said Gary Hill, a brand manager 
with DAS.

Still, he said, there were enough 
goodies to catch the eyes of plenty 
of attendees.

“It’s been a pretty good show. 
We’ve gotten some new leads,” he 
said. 

One offering that failed to at-
tract much attention from motor-
coach operators was a full array of 
CB radio antennas and accessories. 

“It has been a learning process, 
but it’s been good for us,” he said. 

See all that DAS has to offer at 
www.dasinc.com.

Hollywood’s long arm
Operators need to pay heed to 

those familiar notices on DVDs that 
warn it’s a federal crime to willfully 
infringe on copyright laws.

That’s because, under the law, 
showing a movie on a motorcoach 
requires a license, and violators 
may be subject to five years in jail 
and/or a fine of up to $250,000, ac-
cording to the Motion Picture As-
sociation of America.

And, yes, there are people 
checking, according to Ryan 
Hedge, of Criterion Pictures USA. 
The Motion Picture Association of 
America works to ensure the laws 
are enforced.

“If they catch wind that you’re 
screening something, they’ll check 
to see if you have licensing, and if 
you don’t, they’ll send the lawyers 
after you. They can be very aggres-
sive,” said Hedge.

Criterion, which provides li-
censes for movies from 20th Cen-
tury Fox, Paramount Pictures and 
Dreamworks, was among first-time 
exhibitors at UMA Motorcoach 
Expo here.

Hodge said license fees vary, 
depending on how many times a 
movie is shown, the audience size 
and other factors. They’re generally 
inexpensive for smaller audiences, 
according to the Motion Picture As-
sociation of America. 

“We can set it up any way you 
want,” he said. “If you just want to 
rent a DVD from us and show that 
DVD every month, great. If you 
want a blanket license in case your 
customers want to show movies 
(they have brought on board), we 
can do that.”

In addition, the company is 
launching technology to provide 
digital content to the motorcoach 
market via streaming or downloads.

Called Criteria on Demand, the 
service will eliminate shipping 
costs, help operators decide which 
movies to show, and provide edited 
versions of movies, he said. 

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

New products
CONTINUED FROM PAGE 21

Ivan Forslund of Rand McNally, center left, discusses fleet 
information systems with Warren Newton, center right, 

of Newton Bus Service in Gloucester, Va. At right is Sa-
bina Newton and at left is Mark Spicer of Rand McNally.
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LOS ANGELES — What is 
UMA Motorcoach Expo?

There is a busload of answers 
to that question, of course, but one 
truism is that it is a “coming to-
gether of the UMA family.”

A one-minute video, empha-
sizing that point, has been posted 
on You Tube. Find it at www.you-
t u b e . c o m / w a t c h ? v = _ 
SpYU704epA.

Here’s what UMA family 
members, interviewed for the 
video, had to say about this year’s 
Expo in Los Angeles.

Kevin Creighton of West Val-
ley Charter Lines in Campbell, 
Calif. — the brother you wished 
you had when you got in that fight, 
that time at the Hitching Post Bar 
in Albuquerque: 

“It’s a great time being here at 
UMA with your friends and family.

“I’ve been coming to UMA for 
almost 28 years…I heard a song 
last night called It’s a Wonderful 
World — I think about that and all 
the motorcoach family we have 
here at UMA.”  

John Walker of Star Shuttle & 
Charter in San Antonio, Texas — 
the uncle who went to law school 
and became an award-winning 
motorcoach company owner:

“We’re very excited to be here 
at Travel Exchange. This is like 
going to a family reunion. We get to 
see everybody in the industry that 
we need to see and all of our old 
friends. This has been a great show.”

Jack Wigley of All Aboard 
America! in Mesa, Ariz. — the 

great guy who married your sister 
and struck it rich in Arizona:

“I’ve been attending UMA for 
25 years and it has been quite an 
experience.  I’ve learned a lot and 
made a lot of friends — it’s a great 
organization and we’re glad to be 
here in Los Angeles.” 

Lou Sardo of Sardo Bus & 

Coach Upholstery, an Expo exhib-
itor — every family has a comedi-
an and we’ve got the best: 

“This has really been a great 
show…wonderful people. In this 
industry we’re all family, and we’re 
friends. It’s more than business — 
it’s friends and family, and the 
business comes along with that.”

www.motorcoachexpo.com

WE ’ L L S E E YOU NEXT YEAR !

Lou SardoJack WigleyJohn WalkerKevin Creighton

NA S H V I L L E ,  Te n n .  — 
Bridgestone Commercial Solu-
tions has promoted Matt Loos to 
director of truck and bus market-
ing, while Cassandra Kilareski 
joins the Bridgestone unit as se-
nior manager of marketing com-
munications and digital.

In his newly created position, 
Loos will lead overall strategy for 
truck and bus radial tires market-
ing, including pricing, programs, 
and training. 

Loos joined Bridgestone in 
2007. Most recently he was market-
ing program manager and market-
ing end-user channel manager for 
the truck and bus tire division of 
Bridgestone Commercial Solutions.

Kilareski joins Bridgestone 
from Navistar. 

People

Expo: Something of a family reunion? Many think it is

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



www.chbussales.com

“TEMSA”,  “TS35” and Circle Design marks are trademarks owned by TEMSA GLOBAL SANAYI VE TICARET ANONIM SIRKETI.

If there’s one thing that doesn’t sit right with a motorcoach owner, it’s 
having more bus than you need. That’s why Temsa motorcoaches are 
such a smart choice. Coach sizes in 30, 35 and 45 feet mean more full 
buses more often—just what your business needs to turn a 
comfortable profit. Best-in-class ride and powerful, efficient engines 
come standard, too. Call CH Bus Sales today and reserve the Temsa 
motorcoach that’s just the right size for your business.

WE’RE THE RIGHT FIT

CALL US TODAY!  877-723-4045


