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> “When big events come to your area, you need to be able to accommodate them regardless of the size of your fleet” — Tom Miller

LOCAL COMPETITORS AND
WORK IN YOUR MARKET

TOM MILLER, OWNER of Regency Global
Transportation Group of Pittsburgh, PA,
runs one of the largest luxury transporta-
tion providers in the region.

“When big events come to your area,
you need to be able to accommodate
them regardless of the size of your fleet,”
Miller says. “We work with four or five
competitors locally who assist us. If you
are a large company, you must have rela-
tionships locally.”

Recently, Regency had to service this
year’s NFL kickoff event in Pittsburgh,
which because it had the winning team
in this year’s Super Bowl, had to host
the event. Regency transported concert
performers Black Eyed Peas and Tim
McGraw, NFL groups and the Steelers,
and all of the VIPs that came in for the
event.

Miller says the bands alone needed
eight SUVs for the three-day event. It
doubled the company’s regular ride load
with most of the rides as-directed. Help
from local competitors was critical for
moving so many clients, Miller says.

MAJOR EVENTS
Z-BEST LIMOUSINE IN Glen Burnie, MD.,
which has worked on many major Balti-
more-area events, relies on its retail divi-
sion which has vehicles that most other
operators don’t have in their fleets.

“When there is an event such as the
Super Bowl, we will travel and work
with other companies to augment their
fleet,” says George Rains, Z-Best’s general
manager. “For this to be successful, you
must have a clear understanding up front
how the process will work all the way
through to the end when you get paid.
There should be nothing
left to chance. Everything
should be clearly de-
fined.”

“By working with two
companies consistently, I am

able to get competitive pricing and they
provide the service I need because of the
volume we use.”

— GEORGE RAINS, Z-BEST LIMOUSINE

we wouldn’t take a school group to Flor-
ida overnight. We let the bus companies
handle those types of runs themselves,
but we do provide buses locally for our
clients and for groups. Having a solid
relationship is important if you provide
buses.”

For Marvin Fisher, vice president at
Cooper Atlanta, working with bus com-
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BUSING BENEFITS
SINCE MOST CHAUFFEURED
transportation operators
do not offer vehicles larg-
er than a mini-bus, con-
tracting for motorcoaches becomes a ne-
cessity when transporting large groups.
Rains works with two major local bus
companies to complement the Z-Best
fleet.

“By working with two companies
consistently, T am able to get competi-
tive pricing and they provide the service
I need because of the volume we use,”
Rains says. “We don’t sell buses outside
of our service area though. For example,

PA.

help transport clients
during a major NFL
event in Pittsburgh,

panies means training drivers
to be chauffeurs. “We work
with the drivers so that they
understand what we need
when we deliver luxury service,” he says.
“Our partner companies understand this
and work to deliver that higher level of
service.”

RETAIL VEHICLES

GEORGE ASSERAF, OWNER of A Family Lim-
ousine in Ft. Lauderdale, FL, cautions that
operators should have a thorough under-
standing of cancellation policies. “If you
give up the ability to sell your vehicle by
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assisting an affiliate, they have to under-
stand that there is a cost to cancel the
ride,” Asseraf says. “We have been burnt
in the past from this and now we make it
very clear when we are setting up these
types of relationships.”

Asseraf has a fleet of extreme vehicles,
such as SUV stretches, which are popular
for retail clients and events. “I am very

selective as to who I will take business
from in the industry,” he says. “I need to
be able to trust that they are credit wor-
thy.”

For Rains, such relationships pay off
when his stretches go out on weeknights.
“You need to be very open-minded when
you form these types of relationships,” he
says. “We are down from 50 vehicles to
30. Our clients still want the vehicles we
had and we are able to provide them by
working with others. It allows us to keep
the client happy. We are working with
companies who in the past we might not

have.” [l
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