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Stephen Briers, 
editor-in-chief,  
Commercial Fleet

You may  
have noticed 
the Van 
Excellence 
logo on the 
front cover, 

with the words ‘official 
media partner’. 

Commercial Fleet has 
been appointed by the 
Freight Transport 
Association as its Van 
Excellence media partner, 
following months of talks.

We have been working 
closely with the FTA for a 
number of years and 
have been a strong 
advocate of the Van 
Excellence initiative since 
its launch six years ago. 

We were one of the first 
to cover the programme 
when we participated in a 
roundtable discussion 
with the governance 
group, and we also 
attended the first meeting 
of fleets to discuss the 
Certificate of Driver 
Competence (or Driver 
Passport), back in 2014.

The partnership will see 
FTA and Commercial Fleet 
throw their combined 
weight behind promoting 
professionalism and 
helping fleets to improve 
business efficiencies and 
effectiveness. 

We have been able to 
secure 10 free tickets to 
the Van Excellence 
Operational Briefings 
being held in April. If you 
would like to attend, 
please email me at  
stephen.briers@
bauermedia.co.uk – the 
first 10 to reply will get 
the tickets.

Welcome
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Construction & building  
commercial fleet of the year:  
PJ Carey Plant Hire (Oval)

Supplier spotlight: 
Structure-Flex

First drive:  
Renault Kangoo
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What deters people from working as HGV drivers? What could be done to attract and retain more drivers?

Source: ReturnLoads.net Source: ReturnLoads.net
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By Gareth Roberts
he commercial fleet industry must improve 
working conditions if it is to solve the driver crisis, 
according to transport minister Lord Ahmad.

He told MPs the Government was playing its 
part in helping to recruit and retain HGV drivers, 
but any solution “must be industry-led”.

“I think conditions need to be improved,” he said. 
“The roadside facilities available are not up to standard.

“We also need to ensure that the criteria set down for 
ensuring that drivers have their rest periods, in accordance 
with the regulations, are applied fairly, adequately and  
effectively across the industry.”

However, he stopped short of saying pay for HGV drivers 
needed to be increased, instead insisting that it was for “the 
market to set what sort of wages are competitive”.

“If you compare how earnings have increased in 2014,” he 
said, “we have seen about a 4% increase in the sector and I 
think that’s reflective of the growing demand in the industry 
more generally.”

Industry estimates suggest a shortfall of some 45,000 
drivers, while figures from the Office of National Statistics 
show that nearly 80,000 qualified HGV drivers with a valid 
driver CPC are choosing not to work in the industry.

Lord Ahmad, who was giving evidence to the Transport 
Committee, acknowledged that the Government has “a role 
to play” in working with the commercial fleet industry to 
provide “solutions for the shortage”.

He told the committee that the recruitment of 195  
examiners should help to cut test waiting times from six 
weeks to three by the summer.

Details of an apprenticeship scheme, which will deliver 
4,900 apprentices to help fill the driver shortfall, should be 
published in a matter of months, he said.

 News insight: Driver shortage

T
However, he added: “I think there is a challenge for us, 

within the transport team, to make the attractiveness of 
careers in transport a ready option.”

Poor wages, poor facilities and the poor treatment of 
drivers are the top three factors affecting recruitment and 
retention, according to research from ReturnLoads.net.

Almost all (96%) of the 400-plus commercial drivers it 
surveyed felt the best way to attract new recruits or retain 
existing drivers was by increasing wages (96%) and improving 
facilities (88%). 

“What is quite worrying is the 36% percentage of drivers 
who say they are not treated well by the companies they drive 
for,” said a spokesman for ReturnLoads.net. “Even more 
worrying is the 78% who would not recommend becoming 
a professional HGV driver.

“The survey results have highlighted issues, which, if not 
addressed, could result in more HGV drivers leaving the 
industry and fewer drivers coming in.” 

The starting salary for a large goods vehicle driver is about 
£18,000, while average wages stand at about £30,000.

Adrian Jones, national officer for road transport and  
logistics at the Unite union, said: “When there are operators 
out there who deliberately run down terms and conditions 
in a race to the bottom to get the lowest possible price, when 
there are drivers who have gone through £3,000-£5,000 
worth of training and licence acquisition and are then on little 
more than minimum wage for driving a class 1 vehicle 
around the streets of the country, that is the wrong direction 
to go in. Do we really want the market to correct that?”

Jones, who was also giving evidence to the Transport 
Committee’s skills and workforce planning inquiry into the 
lack of professional drivers in the haulage industry, told MPs 
that pay is “well below where our members believe it should 
be in order to recognise the professionalism of the job”.

36%   
Proportion of polled drivers 

who said they were not treated 
well by their employer

78%   
Proportion of polled drivers 
who would not recommend 

becoming a HGV driver

80,000    
Qualified drivers with a valid 

driver CPC are choosing  
not to work in the industry 

Fleets must improve working conditions  
to attract drivers, says transport minister 
Lord Ahmad says solution to shortfall of 45,000 HGV drivers ‘must be industry-led’
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Jones also highlighted how transport companies have 
recruited drivers from Eastern Europe to address the  
shortfall in the short term. 

“There are no major issues with that as long as those 
drivers are coming in with the proper facilities, as well as 
having the appropriate terms and conditions,” he said. 

However, he claimed that has not been the case with some 
agencies: “They have not provided proper accommodation, 
for example, and expect them [drivers] to spend their weekly 
rest in the cab, which is not just unacceptable, but in breach 
of the European regulations. 

“They also undercut the rates for the job in the UK, and 
that has clearly been something that a lot of our members, 
and drivers, have seen as a real threat that has not been 
dealt with appropriately.”

Jolyon Drury, chairman of the public policies committee 
for the Chartered Institute of Logistics and Transport (CILT), 
estimates that about 40,000 EU drivers are currently filling 
the shortfall, with about 12,000 EU-registered trucks.

He said: “A driver I talked to recently was only earning €300 
[£234] a month as a teacher in Romania and was pleased to 
get €300 a week from a UK haulage company.

“We did our own survey and found that driver conditions, 

as well as pay, were one of the main reasons why there isn’t 
take-up from the younger age group. 

“We also found that the majority of heavy goods vehicle 
drivers are over 50, and we are therefore very concerned 
that as the age moves on in the next five years we will not 
have anybody to replace the natural wastage.”

Ahmad said agency drivers addressed a current shortage 
in the market. He added: “As we see a greater level of reten-
tion there will perhaps be less demand for agency drivers.”

The transport minister has said he will meet employers 
and fleet representative bodies this month to see what more 
can be done to help solve the driver crisis.

It follows a meeting between the transport secretary, 
Patrick McLoughlin, and David Wells, chief executive of the 
Freight Transport Association (FTA), ahead of a ‘Skills 
Summit’ on March 17 which was organised by the associa-
tion to help employers in the logistics industry tackle the 
problem of recruiting and retaining staff.

Following the meeting with McLoughlin, Wells said: “The 
FTA is delighted to see that the secretary of state recognises 
the importance of our sector and that we were able to 
discuss and highlight the ways in which industry and  
Government can work in partnership to solve the driver 
shortage problem.”

However, Unite was not so complimentary about the 
Government’s efforts to address the driver crisis. 

Jones said: “The Government’s role in trying to address 
the driver shortage has been slim to nil.

“There is no central Government role in addressing an 
absolutely key skills shortage in the UK. That is an absolute 
disgrace, in my opinion.

“We think a lot can be done to change the view and percep-
tion of the industry, the working conditions and the pay 
associated with the profession, as well as the wider 
economics of providing safe rates from the employer.”

To read more on the 
driver shortage, visit: 
commercialfleet.org/

driver-shortage

Online

“I think there is a challenge for  
us to make the attractiveness of 
careers in transport a ready option”
Lord Ahmad, Department for Transport
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Percentage increase in UK road traffic by vehicle type 1993-2015
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By Gareth Roberts

raffic volumes are at their highest level since 
records began, with van mileage hitting a new 
peak of 47.7 billion miles – a 6% rise on the 
previous year. 

Vans have increased their share of motor vehicle 
traffic by 2.5 percentage points, from 12.5%  
10 years ago to 15% last year.

Provisional data from the Department for Transport (DfT) 
shows that 317.8bn vehicle miles were travelled last year. 
This was a 2.2% rise on the 2014 figure and 1.1% above the 
pre-recession peak recorded in the 12 months to the end of 
September 2007.

Steve Gooding, director of the RAC Foundation, said: “The 
economy is doing well, the population is rising and the number 
of cars on Britain’s roads has risen to a record 30 million.”

Car and taxi traffic reached a new high of 248.6bn vehicle 
miles, slightly above (0.1%) the previous peak of 248.3bn for 
the year ending June 2007. 

HGV traffic increased on the previous year by 1.1%, but 
remained below the peak level in the year ending June 2008.

Gooding said: “It is van traffic which is growing fastest, 
reflecting business recovery and probably the growing shift 
towards online shopping and home delivery.”

An improving economy – UK GDP grew by 2.2% last year 
– has certainly fuelled rising traffic volumes, but lower pump 
prices have also contributed to the increase. 

The price of diesel at the end of last year was 18.5 pence 
per litre (ppl) cheaper than it was at the start of 2015, while 
petrol fell by 16.3ppl in the year.

“Government figures show there has been an increase in 
traffic in line with a rise in the country’s business output,” 
said David Bizley, chief engineer at the RAC. 

However, he added: “Slower average speeds appear to be 
the downside for motorists.

“The Government is investing in major roads and has  
ring-fenced tax to continue the investment beyond 2020, but 

the evidence suggests the condition of local roads is still in 
need of extra investment.”

Traffic increased by 5.2% on minor rural roads, the biggest 
percentage increase of any road type, to 45.8bn vehicle 
miles, and on minor urban roads it grew by 1% to 65.4bn.

Traffic on motorways and rural roads was higher than it 
has ever been. Motorway traffic increased by 2.4% from the 
previous year, to 65.8bn vehicle miles, and traffic on rural 
roads rose by 3.6% to 137.3bn.

‘A’ road traffic also showed an increase – up 1.8% on the 
previous year. This was driven by traffic on rural ‘A’ roads, 
which grew by 2.8% to 91.5bn vehicle miles, while traffic on 
urban ‘A’ roads remained at the same level (49.3bn). 

Gooding said: “There is more of the same on the horizon 
with the Department for Transport predicting further traffic 
growth on the motorways of anywhere between 30% and 
60% over the next 25 years depending on what happens to 
fuel prices and Britain plc.”

Van traffic is forecast to grow by at least 42%, and as  
much as 115%, between 2010 and 2040, according to DfT 
predictions. In contrast, over the same period, HGV traffic is 
forecast to rise by 58% at most, and in the lowest scenario 
will be virtually flat.

Either way, with overall growth predicted, it will inevitably 
mean longer travelling times for commercial fleets. 

Experts suggest that the average network speed could fall 
by almost 12%, from 32.1mph to 28.3mph, while the number 
of seconds lost per vehicle mile would nearly double, from 
18.3 to 34. 

For its part, the Government has recognised the increasing 
strain on Britain’s roads and launched the roads investment 
strategy in December 2014. The Government has said it will 
invest £15.2bn in more than 100 major schemes between 2015 
and 2020, which will provide an additional 1,300 lane miles.

The latest available data from traffic information experts 
Inrix shows that the UK sits fifth in a list of Europe’s most 
congested countries, with drivers wasting an average of 30 
hours in congestion.

However, that was 21 hours fewer than those in Belgium 
– Europe’s most congested country – where drivers spent 
51 hours stuck in gridlock in 2014.

Record road traffic risks delays for fleets
Growing vehicle numbers may double time stuck in gridlock for commercial vehicles

News

T

Online For more on the impact of increased traffic, 
visit: commercialfleet.org/delays-cost

“The condition 
of local roads 
is still in need 

of extra investment”
Steve Gooding, RAC Foundation

1.7%
the increase in car traffic  

on UK roads from December 
2014 to December 2015

6.1%
more LGVs took to British 

roads over the same period

1.1%
the increase in HGV numbers 

over the past year

Source: Department for Transport

Source: Department for Transport
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By Gareth Roberts

he decision to put the M6 Toll up for sale has 
re-ignited the debate over road pricing and 
whether the toll should be lifted in the event of 
an emergency. 

Councillor Darren Cooper, leader of Sandwell 
Metropolitan Borough Council, which is a 
member of the West Midlands Combined 

Authority (WMCA), has written to the transport secretary, 
Patrick McLoughlin, suggesting a partnership to take over 
the road.

Cooper said when there is an accident on the M6, it grinds 
to a halt, while the toll road can be virtually empty. 

He said making the M6 Toll free during an emergency 
could provide a solution. 

“At the very least we have to get arrangements in place so 
that the M6 Toll can be opened up for free use when there 
is a serious incident on the M6 or M5,” said Cooper.

McLoughlin has said he will look at the suggestion.
As part of its devolution plans, the WMCA had previously 

suggested making the road free for HGVs, at an estimated 
annual cost of £15 million, but no agreement from the 
Government was forthcoming. 

The M6 Toll is currently the only stretch of the road network 
where drivers are required to pay a toll, apart from crossings 
such as the Severn Bridge and Dartford Crossing.

It starts at junction 3a, running for 27 miles through the north 
east of the West Midlands before rejoining the M6 at junction 
11a, and opened in December 2003 at a cost of £900m. 

However, usage has been an issue. An estimated 200,000 
vehicles pass through Spaghetti Junction on the M6 every 
day, while the M6 Toll carries only about 50,000. It was 
originally forecast to cater for 72,000 vehicles a day.

The number of vehicles using the toll road have increased 
in recent years, to 17.4m in 2015 – a 12.5% increase on the 
previous year.

Charges vary based on the type of vehicle and the day of 
the week, but can be up to £5.50 for a car, £10 for a car and 
a trailer, and £11 for a HGV, van or coach.

Reported losses on the M6 Toll were down last year, from 
£32.5m in 2013 to £28.6m in 2014.

The problems facing the toll road, operated by Midland 
Expressway, a subsidiary of Macquarie, have been 
compounded by its debt. 

The road is owned by a group of 27 banks and hedge funds, 
with a total debt of £1.9 billion following a debt restructuring 

in December 2013. Any sale is expected to generate enough 
money to fully recover that debt.

Whatever the future holds for the M6 Toll, the Government 
says it has no plans to introduce road pricing. 

However, falling fuel duty has led some to suggest it is only 
a matter of time before alternative revenue streams are 
sought to plug the shortfall.

Steve Gooding, director of the RAC Foundation, said: “I 
think road pricing is a fabulous economic theory that is 
extraordinarily hard to make work in practice.

“If it could be made to work I suspect somebody  
somewhere in the world would have done it by now and 
nobody has.”  

However, Gooding told delegates at the Westminster 
Energy, Environment and Transport Forum that the 
“growth in traffic is going to continue to put strain on the 
network and it’s probably something we can’t just build our 
way out of”. 

He also acknowledged that changes in the vehicle parc, 
with more ultra-low emission vehicles (ULEVs) being 
adopted, meant traditional motoring taxes would have to be 
revisited. As a result, he is predicting that road pricing could 
be introduced within 20 years.

Baroness Kramer, a former transport minister in the  
coalition Government, also believes the shift to ULEVs will 
make fuel taxation an irrelevance and force Government to 
find another way to cover the shortfall. 

However, she said: “The problem is when you have a [road 
pricing] system the losers all scream and the winners take 
the benefit for granted, so it’s very difficult to make such a 
fundamental change.”

M6 Toll ‘should be free during emergencies’
Falling tax take from rising ULEV numbers will move road pricing back up the agenda

News

T

Online

For the latest stories on  
road pricing, visit:  

commercialfleet.org/ 
road-pricing

“The problem is when you have a 
[road pricing] system the losers 
all scream and the winners take 
the benefit for granted”
Baroness Kramer

50,000 
vehicles on average use the 

M6 toll each day

The owners of the M6 Toll  
have put the road up for sale
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By Tom Seymour

leets are being urged to test their drivers following 
a significant rise in drug-driving convictions and 
concerns that the true number of drug-drivers in 
England and Wales may be much higher. 

Statistics released by the DVLA, in response to a 
freedom of information (FOI) request, show 1,449 
people were convicted of driving while under the 

influence of drugs in England and Wales between January 
1 and September 30 last year. 

That compares with 805 convictions during the same 
period in 2014 – an 80% year-on-year increase.

Separate figures released by the National Police Chiefs’ 
Council for December 2015 showed officers administered 
1,888 drug-screening devices in the month, with almost 50% 
of people stopped found to be under the influence of drugs. 

Despite the rapid rise in the number of convictions last 
year, fleets are being warned that the number of people 
driving under the influence of drugs may be much higher.

Ean Lewin, managing director of Dtec International, which 
provides 43 police forces in England and Wales with drug-
testing kits, told Commercial Fleet: “The rest of Europe shows 
us drug-driving is at a similar level to drink-driving.”

Germany began using roadside sweat and saliva swabs to 
check for drug-impaired drivers in 2003. 

In 2013, the last year for which data is available, 83,174 
people were convicted of drink-driving in Germany,  
compared with about 35,000 for drug-driving.

Some 72,000 people were convicted for drink-driving in 
England and Wales in 2013, the latest year for which figures 
were available. 

If the German ratio of drug-drivers to drink-drivers were 
applied here, the number of drug-drivers in England and 
Wales could be as high as 30,300.

Such a figure is supported by driver surveys. Of 1,000 
drivers polled by Brake in 2014, 3% admitted to driving after 
taking illegal drugs in the previous 12 months. 

The road safety charity said that equates to about one 
million drivers. The study also found that just more than one 
in 10 people think they may have been a passenger with a 
drug-driver.

A Department for Transport survey, meanwhile, revealed 
that one in 10 people said they would drive after having more 
than one drink. 

Lewin warned that fleets need to have a drink- and drug-
driving policy in place.

“One force has increased drink- and drug-driving arrests 
to 10% of the whole force’s arrests and they are working to 
increase that further,” he said. 

“The police are also being told to specifically follow up on 
workplace drug-drivers, so fleets had better have a policy 
and they’d better be using it.”

Lewin said it was essential that any policy is properly 
implemented. 

“That is the only thing that will stop or reduce your  
corporate manslaughter responsibilities,” he said.

Police officers started drug-testing drivers at the roadside 
from March 2 last year. 

The increase in convictions has coincided with the Govern-
ment’s toughening up of drug-driving laws and restrictions 
on 17 legal and illegal drugs, with low limits for illegal drugs. 

A drug-driving conviction will bring a minimum of a one- 
year driving ban, an unlimited fine, up to six months in prison 
and a criminal record. A drug-driver’s licence will also show 
the conviction for 11 years.

The DVLA data, from when records began in October 2011, 
showed 4,624 people were convicted of drug-driving over the 
past four years. Of that total, 15 caused a death by careless 
driving when unfit through drugs.

Neil Greig, director of policy and research at the  
Institute for Advanced Motorists (IAM), said: “The true  
extent of drug-driving has never really been known until now 
and these figures underline the importance of setting limits 
and using drugalyser technology.”

The IAM is calling for the same drug-driving laws to be 
implemented in Scotland.

Greig said: “The Scottish Government needs to enact the 
same legislation. It makes little sense to us that a country 
that is leading on lower drink-drive limits is taking so long 
to adopt a similar approach for drugs.”

Fleets urged to screen their drivers for drugs
Big increase in convictions, but true number of drug-drivers may be much higher than thought

News

F

Online

For more on drug-driving: 
fleetnews.co.uk/ 

drug-driving

“Drug-driving 
is at a similar 
level to drink-

driving”
Ean Lewin,  

Dtec International

1,888 
Number of drug-driving 

checks in December 2015, 
with almost half positive

The Government 
introduced new limits 
on 17 legal and illegal 

drugs last year
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Compliance

QA&

Do you have an issue that needs resolving?

Get the solution by emailing us at:  
commercialfleet@bauermedia.co.uk 

?

Fleet management is riddled with issues, 
queries and uncertainty, often caused by 
legislation. Eamonn Brennan, FTA manager of 
van information, looks at common questions 
raised by fleets with its member advice clinic

In the interest of safety and fuel economy, we have 

voluntarily fitted our 3.5-tonne gross vehicle weight 

vans with speed-limiters set to 60mph. We have been 

told that, because of this, the vans can no longer use 

the outside lane of a motorway. Is this true?

Strictly speaking, no it isn’t true. However, when the 
speed-limiter regulations were amended to include 
vehicles in excess of 3.5 tonnes gvw, the regulations 
covering the use of the outside lane of the motorway 

were also amended. The Motorway Traffic (England and Wales) 
Regulations say that vehicles subject to Regulation 36b of the 
Road Vehicles Construction and Use Regulations 1986 cannot  
use the outside lane of a motorway with three or more lanes. 
Regulation 36b of the construction and use regulations is the one 
dealing with speed-limiters so, as your vans are not subject to this 
regulation, they can continue to use the outside lane. Your drivers 
should be aware, however, that if they use the outside lane and 
cause a hold-up due to their limited speed, they may leave 
themselves open to enforcement action for driving without due 
care and attention.

Q

A

As part of our driver licence-checking regime we take copies 

of our employee’s licences. It has been suggested that this 

might breach the terms of the Data Protection Act. Does the 

Act actually cover this?

The Data Protection Act allows employers to hold personal 
information on their employees, where that information is 
required in order to fulfil a legal obligation. As an employer, you 
have a legal obligation to ensure that anyone who drives on 

your behalf has the correct licence for the type of vehicle concerned. 
Taking a copy of the licence may be considered good practice, because it 
shows evidence of the licence-checking regime and allows you to compare 
the licence presented with the previous one shown so that any changes 
since the last check can be noted. However, the Data Protection Act also 
covers what happens to the licence copies. Because they contain what 
may be considered sensitive personal information, the copies must be 
treated as a confidential personnel record. Effectively, this means they 
should only be used for the purpose for which they were taken and should 
be accessible only to people with the appropriate authority to check licence 
entitlements and retained only as long as they may be required.  

Q

A



It… is about ideas and technology.

ARI is known and trusted by fleet management decision-makers worldwide for 

innovation and controlling costs. Transforming data into information, making it 

instantly actionable, when and how fleet managers need it. Using technology to 

solve complex fleet challenges with real-world results. A world that is streamlined, 

less complex and more predictable. It is about fleet management success. 

Moving the needle, and the bottom line.  

Learn more about ARI’s professional fl eet management services: 
0844 8000 700   |   www.arifl eet.co.uk
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If they aren’t running 100% of the time with 0% disruption you will lose out. 

Choose an LCV supplier that delivers a service that will minimise disruption 

to your business.

northgatevehiclehire.co.uk

e: info@northgatevehiclehire.co.uk

Call today on 0800 0125 176 to discuss how we 
can help you deliver great customer service.

With the AA we keep you on the 
road longer 

On average the AA attend breakdowns 

within 45 minutes* and fi x 82% by 

the roadside**.

We get vehicles to you quicker 

Access vehicles from our standard 

fl eet with as little as 4 hours’ notice.*

*If you’re within 25 miles of a Northgate branch

*Average call to arrive time of all patrol attended jobs is 44.7 mins (RSS, Recovery, Battery Assist, Fuel Assist. SORT) March 14 – Feb-15.

**Source: Based on AA Case Repair Rate March 14 –  Feb 2015. 
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Rules&
regulations

The FTA looks at the latest 
issues to affect vans and trucks, 
including what to do if you break 
down on the motorway and 
driving with a cold or flu

FEELING UNDER 
THE WEATHER? 
DON’T DRIVE

A heavy cold can affect 
driving as much as drinking 
alcohol. Following research 
it has been found that 
drivers suffering from a cold 
or flu could be putting 
themselves and other road 
users at risk.

The research, which 
supports the findings of a 
study by Cardiff University, 
identifies that cold and flu 
sufferers experience a 
significant drop in 
concentration levels and 
reaction times while behind 
the wheel of a driving 
simulator. During the trials it 
was noted that sudden 
braking was seen to 
increase and cornering 
became erratic as drivers 
struggled to concentrate on 
the surrounding traffic.

One participant 
experienced a drop in driver 
performance rating from 
95% to 60%, which is a level 
where an insurance 
company would expect the 
driver to be involved in a 
collision. The drop in 
performance is similar to the 
effect of drinking more than 
four double whiskies.

A spokesman for Somerset 
Road Safety says: “Common 
conditions such as colds or 
flu, migraines, upset 
stomachs and allergies are 
often tolerated, regardless of 
the effects on a driver’s 
ability to drive. If you’re 
feeling unwell, don’t get 
behind the wheel. If you 
must go out, take an 
alternative mode of transport 
or ask someone else to drive.”

Motorways are daunting places at the best of times 
and never more so than when you have the misfortune 
to break down in your vehicle. You may have been 
given conflicting advice in the past from family and 
friends about what to do in such situations. Some of 
this advice could be misleading and put you and your 
passengers at risk, so it’s important to know the facts.

The following advice will provide some basic safety 
guidelines to ensure you and your passengers are safe.

The first thing to remember about the motorway 
hard shoulder is that it is to be used only in real 
emergency situations. The first priority is your  
own safety and that of your passengers and  
other road users.

You must never use the hard shoulder to: 
■ Check a map or re-route your sat-nav system. If you 
have to change direction, leave the motorway at the 
next junction or pull into a service station.
■ Stop for a break or rest, eat and drink or go  
to the toilet.
■ Use a mobile phone.

Using the hard shoulder

If your vehicle develops a fault resulting in a 
breakdown, use the hard shoulder to slow down  
before stopping and keep the vehicle to the left.

If possible, stop as near as you can to an emergency 
telephone and, when you come to a halt, turn your 
front wheels to the left. Turn on your hazard lights 
along with sidelights when visibility is reduced. Leave 
the vehicle by the left-hand door and ensure your 

passengers do the same. You must leave any animals 
in the vehicle or, in an emergency, keep them under 
proper control on the verge. Ensure everyone is behind 
the crash barrier and on the grass bank – the further 
away from the passing traffic the better.

Never attempt to place a warning triangle or other 
warning device on a motorway. Do not put yourself in 
danger by attempting even simple repairs.

Walk to an emergency phone (follow the arrows  
on the posts at the back of the hard shoulder). The 
telephone is free of charge and connects directly  
to Highways England or the police. Use these  
phones in preference to a mobile phone as they 
pinpoint your exact position. Always face the traffic 
when you speak on the phone just in case you need  
to take evasive action.

Give full details to the Highways England or police; 
also inform them if you are a vulnerable motorist such 
as disabled or are travelling alone.

Return and wait near your vehicle, ensuring that you 
and others are well away from the carriageway and 
hard shoulder.

Once you have received assistance and your vehicle is 
repaired, return to the motorway by building up speed 
on the hard shoulder and watch for a safe gap in the 
traffic and take care when merging into the traffic flow. 
Be aware that other vehicles may be stationary on the 
hard shoulder.

Further advice on safe motoring and the law can  
be found in The Official Highway Code through  
gov.uk/dvsa

Stay safe if your vehicle breaks down on a motorway
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Construction & building commercial fleet of the year: PJ Carey Plant Hi

FORS Gold and CLOCS safety schemes contributed to winning new business, says fleet director

By John Charles

ary Condon says he has successfully 
overcome key challenges in his three 
years as plant and fleet director at PJ 
Carey Plant Hire, and seized opportu-
nities to instigate change to put the 
company on the road to improve-
ment.

PJ Carey Plant Hire is the in-house division of 
the Carey Group, an independent family-owned 
construction and resource recovery company, 
with responsibility for all vehicle and plant assets 
hired out across all the organisation’s operations.

Condon, a chartered member of both the Insti-
tute of Transport and Logistics and the Engi-
neering Council, with around 30 years’ experience 
in the plant and fleet sector, says: “The company 
wanted to improve what it was doing and has 
empowered me to introduce new ideas.”

The catalogue of innovation and change is large 
and includes achieving Fleet Operator Recogni-
tion Scheme gold accreditation, building on the 
bronze standard achieved prior to Condon’s 
recruitment, becoming a Transport for London-
backed CLOCS (Construction Logistics and Cyclist 
Safety) champion and joining the Freight Trans-
port Association’s Van Excellence scheme.

Initiatives have focused around fleet safety – the 
group has a behavioural safety culture, called 
Safe Home Every Day (SHED) – and sustainability, 
and have resulted in the Wembley-based busi-
ness winning the commercial fleet of the year – 

G
construction and building title at the Commercial 

Fleet Awards 2015.
It was one of the first industry awards the 

company entered. 
“It was fantastic to win and it has been recog-

nised as a great achievement both internally and 
by our customers,” says Condon. “The company 
has enabled me and my team to introduce initia-
tives and the award is independent recognition 
that we know what we are doing.

“FORS and CLOCS standards are asked for by 
our customers and, if we did not have those 
accreditations, then it would undoubtedly limit the 
work we could tender for as a business.”

Not for the first time, those companies, particu-
larly in the construction sector, have highlighted 
the critical importance of operating to FORS and 
CLOCS standards and now, says Condon, Carey’s 
suppliers are asking for the company’s help and 
advice to meet similar levels of compliance.

The awards judges said: “PJ Carey Plant Hire is 
doing all the right things. We were impressed that 
it has achieved FORS Gold, a standard over and 
above where it needs to be, showing that the 
company is pushing the boundaries in terms of 
quality standards.

“Everything it is doing is right and proper. The 
company has applied a lot of its truck-related 
standards into vans. 

“It has a clear focus on safety and comp- 
liance and is making good use of vehicle design 
technology.”

“FORS and CLOCS standards are asked for by our 
customers. If we did not have them, it would 
undoubtedly limit the work we could tender for”
Gary Condon, PJ Carey Plant Hire (Oval)

The Carey Group was founded in 1969 by current 
chairman John Carey and his two brothers, Tom 
and Pat. Members of the family hold positions 
across the business, which has expanded to 
employ more than 1,300 people. Offices in 
London, Milton Keynes, Bristol, Livingston and 
Dublin offer clients complete coverage of the UK 
and Ireland. Its vision is to be the “national 
construction and resource recovery group of 
choice to premium construction clients”.

The fleet now numbers 300 light commercial 
vehicles and around 30 HGVs and has expanded 
rapidly in recent months due to new contract 
wins. It also operates 150 company cars. 

All vehicles are outright purchase as, says 
Condon: “It enables the company to control and 
sweat the asset without being tied to any specific 
contract terms.” 

Vehicles are typically defleeted via the auction 
network.

The van fleet is being standardised around Ford 
and Vauxhall vehicles due to their competitive 
price, specification and a national franchised 
dealer network that can cater for the require-
ments of a nationwide fleet. However, the 
company also uses Halfords for service mainte-
nance and repair (SMR) work.

Warranty work is typically undertaken through 
the franchise network with other SMR work 
undertaken on an “either or basis” depending on 
convenience, with a focus on keeping vehicle 
downtime to a minimum and a watchful eye on 
the company’s carbon footprint.

Carey’s has its own workshop at its Wembley 
headquarters and puts as much SMR work as 
possible through the site, but the practicality of 
operating nationwide means that other service 
agents are required.

Vans are typically replaced at around 160,000 
miles having been operated for four-to-six years.

The HGV fleet is centred on DAF and Volvo 
models and includes a wide cross-section of vehi-
cles including low-loaders, tippers, 
roll-on roll-off, beaver tails fitted with 
cranes and flatbeds, all typically oper-

Safety in DNA of  
fleet that has reduced 
accidents by a third



nt Hire (Oval)

commercialfleet.org   March 2016   17

Company PJ Carey Plant Hire (Oval)
Headquarters Wembley, London
Plant and fleet director Gary Condon
Fleet size Vans – 300; HGVs – 30; 
cars – 150
Replacement cycle 160,000 miles 
(vans); 50,000 miles (HGVs)

Factfile

Sponsored by

Gary Condon: ‘Our  
involvement in CLOCS and 

the FORS Gold accreditation 
are both advertised through 

email signatures to  
trade professionals’



ated over eight-year cycles and clocking 
up 500,000 miles. 

“When deciding to standardise the 
fleet around certain manufacturers we engaged 
with the drivers so they were part of the decision-
making process,” says Condon. “That encourages 
them to take ownership of the vehicles and helps 
ensure they are maintained in a good condition.”

Carey’s fleet has increased around 30% in the 
past 12 months due to new contract wins. So to 
meet the vehicle demands required of new 
contracts, the company has turned to spot hire 
due to lengthy waiting lists for new vans. 

Currently, it has 50 spot hire vehicles on the 
fleet, which plug the gap until newly purchased 
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vans arrive. But HGVs fitted with the company’s 
required safety features are not available on 
short-term rental so, rather than expose itself to 
risk, it “juggles” vehicles on the fleet to meet 
specific contract requirements until ordered new 
models arrive.

Operating as an internal business, PJ Carey 
Plant Hire charges out vehicles and plant to sister 
companies at a weekly rate accompanied by strict 
service level agreements with any damage costs 
charged to the hirer. Hire charges are “below 
market rates” but take account of maintenance 
and depreciation.

Carey’s operates an all-diesel fleet, but Condon 
says the company “is not blinkered to the intro-
duction of new technology” – it has hybrid cars on 
the fleet. However, alternatively fuelled commer-
cial vehicles currently available do not meet 
operational demands.

CLOCS is a united response by the construction 
industry to improve road safety and protect 
vulnerable road users, such as cyclists. As a 
result, Carey’s standard specification includes the 
fitment of side radar, side alarms and forward-
facing cameras on trucks as well as van speed 
limited to 70mph and solid bulkheads fitted on 
LCVs to prevent tools and equipment carried in 
the load area intruding into the driver and 
passenger section.

Condon’s work with CLOCS, which he cham-
pions internally and externally, sees Carey 
working closely with key stakeholders such as 
construction and civil engineering companies 
Mace and Skanska. 

“The companies regularly request the support 

PJ Carey works with CLOCS 
to ensure trucks are safer

Construction & building commercial fleet of the year: PJ Carey Plant Hi

of one of our vehicles, and a driver, at their cyclist 
safety events promoting, for example, blind spot 
awareness and ass-ociated hazards,” he says. 
“This is good for the general awareness of the 
public and for the publicity for us.”

In response to achieving FORS Gold, Condon 
says: “I am sure that this level of accreditation has 
contributed to business won, especially through 
the tendering. Our involvement in CLOCS and the 
FORS Gold accreditation are both advertised 
through email signatures to trade professionals.”

Building on Carey’s achieving FORS bronze, 
Condon says: “My fellow directors and I saw the 
real potential for the standard in helping us stand 
out amongst our competitors. The robust systems 
we already had in place, particularly for meas-
uring fuel use and analysing road traffic incidents 
and penalties has, I feel, shown our commitment 
to the practice and spirit of FORS and the gold 
achievement served to demonstrate this further. 

“Across our senior management team the 
standard has always been seen as evidence of 
quality as well as a means of securing competitive 
advantage.”

Safety is in the DNA of the company and that 
sees a robust occupational road risk strategy 
underpinned by tool box talks, driver licence 
checks, a driver training plan and Roadsense’s 
telematics system, including a driver behaviour 
monitoring solution giving employees instant 
feedback when making any manoeuvres deemed 
unsafe. 

What’s more, all managers have an app on their 
mobile phones enabling them to access telem-
atics report information on the move.

“When we standardised 
the fleet around certain 
manufacturers we 
engaged with the drivers 
so they were part of the 
decision-making process”
Gary Condon, PJ Carey Plant Hire
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Success comes from listening to professionals
Evidence would suggest that the Carey Group 
has one of the best run commercial vehicle fleets  
in the UK but, says Gary Condon, there is no magic 
wand.

CLOCS, FORS and Van Excellence are all about 
commercial vehicle operators helping each other to 
implement and promote best practice standards.

That is becoming ever-more critical with fleet 
operating standards – specifically those pertaining 
to occupational road risk and environmental 
management – becoming increasingly important 
when responding to procurement tenders.

Therefore, says Condon, it is vital that 
commercial fleet managers listen to colleagues 

For more case studies, visit: 
commercialfleet.org/vans/

case-studies/
Online

with a professional background, understand all 
legislation, are absolutely clear in their own mind 
what they want to achieve and then engage with 
people, internally and externally, to deliver.

Critically, he says: “People engaged in 
commercial fleet management must acknowledge 
and understand that they almost certainly do not 
have all the answers. They must open their eyes 
and ears to what is happening around them and the 
resources available to help them.

“It is also vital to engage suppliers. Not just 
about what they can deliver today, but what they 
can do tomorrow in helping to shape strategy. The 
devil is in the detail.”

nt Hire (Oval)

actual fuel use per vehicle. Coupled with the intro-
duction of telematics, the vehicle replacement 
programme sees the company operating the 
most fuel-efficient vehicles. 

“We have visibility of the exact fuel economy of 
every vehicle and we can link that to drivers’ 
schedules,” says Condon. 

“We send managers weekly reports high-
lighting any excessive mileage and that enables 
improved journey scheduling and improved driver 
management.”

Condon heads a 30-strong team at PJ Carey 
Plant Hire. 

These are split into four distinct areas: fleet 
management that includes workshop fitters, fleet 
hire, fleet accounts and fleet administration that 
deals with issues such as mobile telephones, 
Dart Charge and the London Congestion Charge.

Condon says FORS and CLOCS helped the team 
“greatly in knowing, understanding and analysing 
data in a professional way”, with driver training 
undertaken “giving us real driver focus and helping 
our operatives become more involved in ensuring 
fleet operation is professional and competent”. 

“Our aim is to continue with the promotion of 
quality and safety of our transport operation 
through further engagement with partners and 
stakeholders while continuing to take full advan-
tage of the benefits that the standards undoubt-
edly provide,” he says.

Driver training with AA DriveTech is being rolled 
out – 50 drivers have been through the programme 
to-date, including new recruits, young drivers and 
drivers of passenger-carrying vehicles – with an 
internal points system taking account of fines and 
feedback from the telematics system helping to 
identify initially higher risk employees.

The safety focus has triggered an accident 
frequency reduction of a third against 2014 on a 
growing fleet. “That’s an excellent result,” says 
Condon. “We have particularly seen the number 
of own fault accidents decline.”

Safety is obviously critical in the construction 
industry so Condon argues that “selling” the 
increased focus on work-related road risk was 
not too difficult.

“The culture of the business is clear to all 
employees and safety is absolutely paramount 
whether travelling to and from sites or on 
construction projects,” he says. “There is a clear 
commercial as well as a safety advantage to the 
innovations and developments we have made. 
The drivers understand that and the company can 
demonstrate that as it is expanding as a result of 
winning new contracts.”

A further initiative has seen the company 
change the emphasis of its fuel management 
regime from one linked directly to cost to one 
focused on analysing distances travelled by 
measuring fuel usage and mileage. As a result, 
fuel cards are now linked to vehicle registrations 
and not individual drivers.

Condon admits that historically linking fuel 
cards to drivers was so any private use of vehicles 
could be monitored.

However, the company’s annual fuel spend has 
increased to almost £3 million as the fleet has 
expanded and Condon wanted greater insight into 

Sponsor’s 
comment
“We were proud to be the sponsor of this 
year’s commercial fleet of the year – 
construction and building award. 
Working with many large construction 
firms as a fleet supplier and consultant, 
we know how particularly important 
safety and compliance is to this industry. 
PJ Carey Plant Hire demonstrates this to 
the highest level, making it an extremely 
worthy winner of this award. Its safety 
and compliance standards exceed 
industry expectations, confirmed by its 
achievement of the FORS Gold 
accreditation. Applying its truck-related 
standards into its van fleet is highly 
commendable and innovative in terms of 
improving fleet safety and delivering 
best practice for the construction 
industry. We are proud to deliver leading 
rentable standards in our own industry, 
so are pleased to congratulate a winner 
with goals and objectives aligned to ours 
such as PJ Carey Plant Hire”

Gary Condon, plant and fleet director PJ Carey Plant 
Hire (right), receives the award from Alastair Houston, 

head of national fleet sales Northgate Vehicle Hire



BACK FROM THE ASHES 
AND AIMING FOR 10% 
Chinese giant SAIC Motor resurrects LDV and sets its sights on ambitious growth in the UK market

By Michael Moroney

DV is back. Just over seven years after production 
halted at the Birmingham plant, following years 
of under-investment, the van manufacturer has 
been resurrected by SAIC Motor.

The China-based corporation, which also owns 
MG UK and the Longbridge plant in Birmingham, 
revealed its plans last month to bring LDV to the 

UK via Irish distributor Harris Group. 
Commercial Fleet caught up with SAIC Motor president Lan 

Qingsong at the launch party in Dublin to find out his plans 
for the business.

Qingsong played up the importance of LDV’s heritage and 
its re-entry to the British market. “We are more than 
delighted to go back to the birthplace of LDV,” he says. 

“We are totally aware that there has been a bunch of 
competitors in this market. We are now back in the UK 
market and we want to offer one more option for the 
customer with a product which is highly competitive and with 
better cost efficiency.”

LDV is launching with the V80 3.5-tonne panel van initially, 
although other models are set to follow this year. 

The V80 will be offered with four options: short wheelbase 
low roof, long wheelbase with medium or high roof and 
chassis cab. 

While SAIC produces its own range of petrol engines, it will 
continue to use Italian-designed 2.5-litre VM Motori turbo-
diesel engines, which it makes in China under licence. They 
meet both Euro 5 and Euro 6 regulations. 

The company has also developed an electric version of the 
V80, which will be on display at the Commercial Vehicle 
Show next month. SAIC claims a 300km (185-mile) range 

Manufacturer spotlight: LDV

L

5.9m
Number of vehicles sold  
by SAIC Motor in 2015

37,000
LDV UK target volume for 
commercial vehicles

Company LDV
Owned by SAIC Motor
SAIC Motor president  
Lan Qingsong
LDV headquarters Birmingham
Key model V80

Factfile

For more case studies, visit:  
commercialfleet.org/vans/ 

case-studies

Online

and it will be one of only two 3.5-tonne full electric production 
vans on the market (the Iveco EcoDaily is the other).

“It is only a matter of time before the EV80 van is available 
and I am pretty sure that the SAIC Maxus Group has suffi-
cient resources and technology reserve to bring greener 
products to this market,” says Qingsong.

The EV80 electric power van will be feasibility tested in the 
UK this year. Mark Barrett, general manager of LDV UK,  
hopes to be able to retail the EV80 van by the end of 2016, 
subject to satisfactory testing.

LDV is also looking to launch a mid-size panel van, the G10, 
in the UK this year, followed by a new 4x4 pick-up in 2018.

The G10 van fits into two categories: seven or five-seat MPV 
and light van, which is suited to urban logistics.

“We are already developing the next generation van, which 
is completely different from the V80 van,” Qingsong says. “It 
will be larger with a full option of diesel, petrol and electric 
power, long wheel and extra long wheelbase versions. In 
fact, anything that you can imagine.

“The next generation of V80 that we are developing will 
also match the European customer’s needs, and at the same 
time match the Euro 6 requirements.”

LDV, formerly Leyland DAF Vehicles, collapsed partly due 
to a lack of investment as ownership changed hands repeat-
edly during the 1990s and 2000s. However, investment isn’t 
likely to be an issue this time round.

SAIC Group is the largest listing industrial corporation on 
the Chinese stock market, with a sales revenue of $100 
billion in 2014. The company was placed sixth in the Fortune 
500 listing and sold 5.9 million vehicles in 2015, with 90,000 
exported around the globe.

On his aspirations for the UK and European markets,  

SAIC Motor, the Chinese owner of the LDV brand, announced its 
return to the UK and Irish markets at a function in Dublin, at 
which it revealed the delivery of 250 V80 vans to the Irish-state 
owned postal service An Post. 

While no similar deals are in the UK pipeline, SAIC plans to 
grow the dealer network from the current 14 LDV sites to close to 
40 by 2019/2020, with three Northern Ireland dealers, according 
to Mark Barrett, general manager at LDV UK. 

“We are talking with previous LDV dealers of which some have 
come on board and we are talking with both the heavy-duty and 
lighter duty commercial vehicle sector,” Barrett says.

“We expect a natural split to develop in the network over time 
among those dealers having heavy vans and those having the 
pick-up and SUV, G10 etc., as new products emerge.” 

Barrett says the company is “delighted” to win the An Post 
contract. Aftersales will be fulfilled via An Post’s own approved 
network supported by some of SAIC’s new LDV dealers.

SAIC has confirmed that the next generation V80 van will have the 
option of four-wheel drive. It will be a full option vehicle from 
1.0-tonne to 7.5-tonne capacity, according to Barrett.

LDV UK will operate from the Harris Group’s Dublin’s premises. 
Harris Group has placed an initial order for 3,000 vans and will carry 
out full inspections prior to delivery. 

It will include full rust proofing and fitting Bluetooth, as well as 
linings and tow bars from an approved listing of suppliers.

“There will be a constant supply of vans to satisfy the market,” 
says Barrett. “We will do all of the stock management and, within 
three or four years, operations will expand into the UK as volumes 
grow – deliveries will be direct to the UK.”

LDV UK is offering a low interest rate retail finance package via 
BNP Bank. It will also have stocking finance plans for LDV dealers.

“We are bringing in a full specification LDV van – one vehicle 
across the range, with air-con, cruise control, reversing sensors, 
Bluetooth and a deluxe driver’s seat as standard,” says Barrett.

LDV UK market strategy follows Irish contract win
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“We have a non-established brand. As more and more 
products come into the market and as the lifecycle costs and 
trade prices improve, it will gradually improve our brand and 
help with the price,” he says.

SAIC has a large range of automatic commercial vehicles 
and is now working on the development of an automatic 
manual transmission gearbox, as well as difference engine 
and transmission technologies.

“In 2013 we launched V80 in Australia and New Zealand 
and two years later we launched G10 there,” says Qingsong. 
“We have found that these two products have a better 
degree of satisfaction on the market for the consumer and 
I believe that the same will apply to the UK and Ireland.”

SAIC Motor exported close to 15% of its van production in 
2015. “We aim to increase this to 30% in the next five years,” 
Qingsong says. 

“Chinese automotive manufacturers have been improving 
rapidly in terms of research and development and also 
quality control, and I believe that SAIC will not be the sole 
player among Chinese manufacturers on the EU market.

“It will just take some time; the challenge is irresistible  
and irreversible.” 

“It’s not just price but also 
quality, reliability and lifecycle 

cost that determine choice” 
Lan Qingsong, SAIC Motor

Qingsong says: “The V80 van is our first product to be 
launched here and we expect to hear from the customer. We 
want to get to know what the customer needs and we need 
to find out how much our product fits their needs.”

He adds: “We are looking at 10% market share in the UK. 
We have been very cautious about developing new regions 
and then finding the partners. That’s why we need more 
partners like the Harris Group.”

Market share of 10% would make LDV the fourth biggest 
van manufacturer in the UK, with volumes of around 37,000.

Qingsong has identified a number of challenges facing 
SAIC as it bids to re-establish LDV in the UK. 

“Firstly, we seem to be the early comers among the 
Chinese automotive manufacturers,” he says. “So the first 
question is: how we can win the trust and understanding of 
the local customers.

“We can do this by, firstly, producing reliable products and 
services; secondly, by achieving emission standards and 
safety regulations from the EU; and, thirdly, by developing 
the right vehicles for the right market. These are what we 
have been studying carefully. 

“We realise that Europe has been the largest market for 
vans and that the customer is mature in terms of choosing 
what they want, and even know the vehicles better than us. 
So we have been studying how to develop the right vehicle 
for the market.

“We are crystal clear about the challenges facing us in the 
European market: we know that it is not only the price but 
also the quality, reliability and the lifecycle cost that will 
determine the choice for the customer. We are confident to 
provide the high quality product and good service to make 
our customers happy and create value.”

While initially new brands have to compete on price, Qing-
song claims that LDV already competes in terms of quality. 

The next generation  
V80 van will have the  

option of four-wheel drive

New models 
2016-2018 

SAIC Motor four-wheel 
drive pick-ups in 2018

SAIC Motor will produce  
a new four-wheel drive 
pick-up by 2018. The 
company claims that  
this 1.0-tonne vehicle  
will be similar to the 
lighter pick-ups sold  
in Europe. 

“Our new 4x4 pick-up 
model will have the 
largest load area  
dimensions in the light 
pick-up category,”  
says Lan Qingsong.

EV80 all-electric van

The EV80 all-electric van 
will be tested in the UK 
market during the early 
part of 2016, with  
ambitions to offer it for 
sale by the end of the year, 
according to Mark Barrett. 
SAIC Motor recently 
secured one large order to 
supply 5,000 EV80 electric 
vans in China.

ABOVE: Mark Barrett,  
general manager at LDV UK 
(left), with Lan Qingsong,  
SAIC Motor president
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CURTAIN DESIGN IS 
A BIG SELLING POINT
A professional company image will ‘get across your message’, says Paul Reeve

By Sam Mace and Tom Seymour

tructure-Flex is looking to grow in the commer-
cial vehicle curtain and digital print business this 
year by creating closer relationships directly with 
fleets. The company turned over £7 million last 
year and managing director Paul Reeve says it is 
on track to add more than £5m of new business 
by the end of the financial year.

However, Structure-Flex only tends to deal with fleets 
directly when it’s time for a replacement curtain. Reeve 
wants to work with brand agencies to find ways to engage 
at the outset of a fleet’s livery needs. Not only would this 
boost its own revenues, working more closely with fleets 
would also help them to maximise promotional opportuni-
ties offered by high quality curtain design and livery.

The company’s traditional client base is trailer builders, 
bodybuilders, refurbishment organisations, hauliers and 
used vehicle and trailer dealers. It also has a healthy export 
business, servicing customers in North America, the Middle 
East and Europe.

“I don’t think the Structure-Flex brand is out there enough 
for the haulage companies to come and purchase direct,” 
says Reeve. “In some ways we’re always one step removed 
from the end user. It’s why we thought working with the 
brand agencies could be a way of engaging at the outset 
when a fleet’s livery is being designed for them to recom-
mend for the curtain or digital printing process.”

Founded in 1970, the privately-owned business has been 
run by Reeve for the past three years, although he has been 
at the company for 20. He joined as a gap-year computer  
aided design (CAD) student at college and was tasked with 
looking at how Structure-Flex could incorporate CAD into  
its processes. 

The business relocated last year after acquiring a site in 
Cromer, Norfolk, from Young’s Seafood, which moved to 
Grimsby. Reeve has pumped in more than £700,000 to trans-
form the site with new equipment to give the company a 
competitive edge to handle more volume and keep quality 
high. The investment included two super-wide format digital 
printers and a climate controlled print room.

Reeve oversees a team of 70, and is looking to expand 
further. He wants the flexibility to cater for large deals and 
one-offs from fleets. There are discount deals available to 
customers that deal in volume.

Structure-Flex has a network of fitters that can travel to 
depots across the UK to help measure up or fit curtains 
professionally. 

“We’re happy to supply one pair or hundreds of pairs of 
curtains,” says Reeve. “We have no minimum order require-
ments from fleets.”

The business typically produces between 50 and 75 
curtains a week and Reeve wants to increase production to 
100 a week this year. The EN-XL load-bearing curtain 
designs are the most popular choice, but also take the most 
time to produce.

Supplier spotlight: Structure-Flex

S

Company Structure-Flex
Founded 1970
Managing director Paul Reeve
Time in role Three years
Headquarters Cromer, Norfolk
Key clients Green King, BT, Global 
Brands Group and Tiger Trailers

Factfile

Paul Reeve: ‘Our 
unique selling point  
is the breadth of 
capability we have’

Reeve says the company has more than 300 active 
customers, including Greene King, BT, Global Brands Group,  
Bevan Group and Tiger Trailers. However, he says the 
number of customers is deceptive, as a single company like 
Tiger will produce thousands of trailers a year for many 
different companies.

“Our unique selling point is the breadth of capability that 
we have, particularly on the printing and manufacturing,” 
says Reeve. “Like all industries, you’ve got to price yourself 
on the quality you can deliver. We look to provide a higher 
level of quality and attention to detail than perhaps what 
others may be able to offer.”

The big trend for side curtains, both in new build and the 
refurbishment sector. 

“Gone are the days of applying paint mask to curtains and 
hand-painting, waiting hours for them to dry,” Reeve says. 
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Quality curtains are not just about the look; fleets can also 
see potential fuel savings with a well-engineered and 
correctly fitted side curtain, although Reeve was unable to 
give a specific example of how much fuel could be saved.

He says a poorly designed set of curtains, which cannot be 
tensioned correctly either horizontally or vertically can flap 
constantly creating unnecessary drag, therefore negatively 
impacting on fuel economy.

Structure-Flex also offers its own Smoothride system, 
which operates using patented clips on the inside of the 
curtain face. 

“While this may offer a further fuel saving benefit, it 
predominantly offers the entire curtain side for digital print, 
and has proven a popular choice for multi-drop beverage 
distribution, because of the rapid access functionality 
combined with increased size for conveying brand 
messages,” says Reeve.

“The main aerodynamic fuel saving features will continue 
to rest with the bodywork and cab designs, but curved front 
and sloping curtains certainly remain a popular choice.”

Reeve says a simple design often works best for compa-
nies looking to convey a clear message. 

“Companies often spend a significant amount of money  
on brand design, and with the current capabilities digital  
print can offer, side curtains because of their sheer size  
can without doubt add value in terms of representing a 
professional company image or getting across a core 
message,” he says.

“The biggest challenge we face is how the 
complexity of digital printing has improved” 

Paul Reeve, Structure-Flex

“Designs are also becoming more complex, as graphic 
designers and branding companies are given the challenge 
of getting the best from their client’s fleet.”

Speed of supply is also becoming very important, more so 
if side curtains are being used as part of a time-sensitive 
marketing campaign. 

“Once the artwork comes to us, we can turn in a draft 
within a few days,” Reeve explains. 

“We’ll make sure the customer sees a mock-up of what 
it’s going to look like on the trailer with all the buckles to 
make sure their message is coming across and they’re 
happy. Normally a curtain is completed within two weeks.”

Reeve says much of the challenge with the speed of 
production comes down to getting artwork signed off, so it’s 
essential companies are given as much help as they need 
with the process and Structure-Flex is happy to be as hands-
on as needed. He says being on call for the design process 
can shave hours off each project.

“The biggest challenge we’ve faced is how the complexity 
of the digital printing side has been improving all the time,” 
says Reeve. 

“So we’ve had to invest in new technology and training in 
order to keep ahead of that.”

If treated and maintained well, lorry curtains can last up 
to five years. Replacement curtains, depending on size and 
specification, typically range from £800 for a plain set, rising 
to £1,100 for a set incorporating a fairly complex livery, and 
then around £2,100 for a set fully covered with digital print.

All fleet customers want a product that is going to last,  
but Reeve believes Structure-Flex has the advantage over 
competitors by using “quality fabrics produced in the EU that 
don’t suffer material colour fade as can be seen with mate-
rials produced further afield”. 

He also believes a better level of customer service is why 
fleets are willing to invest in quality.

“We may not be, nor aspire to be, the cheapest on paper, 
but our service has been proven to add enough value to 
make us a preferred choice,” says Reeve.

£2,100
Price for set of curtains  

with digital print

£800
Basic price of  

replacement curtains

XPxpxpxpxpxpxpxp

For more case studies, visit:  
commercialfleet.org/vans/ 

case-studies

Online

Well-fitted curtains 
can help fleets 
to reduce fuel 

consumption
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IS IT TIME TO CONSIDER 
LONG-TERM CV RENTAL?
Although leasing is still the dominant method of commercial van and truck acquisition, its lack  
of flexibility and early-exit penalties are driving many businesses to explore long-term rental 

By John Lewis

any businesses that have seen contract 
terms for their goods or services shrink from 
three years or longer before the recession to 
12 months now are having to reconsider van 
and truck acquisition policies based around 
36-month contract hire deals.

The solution, for a growing number of 
firms, is flexible long-term rental, says Stuart Russell, 
specialist vehicle director of Europcar, which has 8,000 vehi-
cles in its van hire fleet, with utilisation running at 82%.

Enterprise Flex-E-Rent managing director Danny Glynn   
agrees: “We have witnessed continuous year-on-year 
growth in long-term rental since 2010. 

“Long-term rental allows our customers to adapt to fluc-
tuating or seasonal demands without incurring penalty 
charges or committing to a significant purchase which might 
result in vehicles standing idle for long periods.”

Rental companies have adapted their fleets to accommo-
date this changing demand for more bespoke vehicles. The 
Flex-E-Rent fleet now has 25,000 trucks, vans, cars and 
minibuses, including 400 accessible minibuses, for example.

Meanwhile, commercial vehicle fleet management 
company Fraikin has introduced a new service in response 
to the trend towards long-term rental. 

M
“Contract hire is probably 10%  
to 20% cheaper than long-term 
rental, although it’s not always 
easy to make a direct comparison” 
Carlos Montero, FleetEurope

Operations director Mark Newnes says: “We’re certainly 
seeing increased interest in long-term rental and we’ve 
developed a package called Xtend in order to cater for it.” 

Long-term rental’s big advantage over contract hire is it is 
easier to return the vans and trucks when you no longer have 
a use for them. However, this flexibility comes at a cost.

“Long-term rental rates are approximately 10% more than 
contract hire rates,” says Russell. 

Carlos Montero is commercial director at vehicle  
management specialist FleetEurope. “Contract hire is prob-
ably 10-20% cheaper than long-term rental, broadly 
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speaking, although it’s not always easy to make a direct 
comparison,” he says. “With long-term rental, however, you 
can turn the tap on and off more quickly.”

However, this flexibility is not absolute and is certainly not 
designed to allow firms to take delivery of a vehicle on a 
discounted long-term rental rate on a Monday, then send it 
back the following Friday.

“If you’re talking about a standard van then you normally 
have to take it for at least a month,” says Montero.

Europcar expects the hirer to keep the vehicle for at least 
three months, says Russell. Return it earlier and a penalty 
will be levied. Such penalties usually involve recouping the 
difference between the discounted rate the customer has 
been paying and the spot hire rate they would have been 
paying if a lower long-term rate hadn’t been negotiated.  

Fraikin expects customers who take vans or trucks under 
its Xtend scheme to hold on to them for 12 months. If you 
want to return them earlier, then you have to give a month’s 
notice and the long-term rate you have been paying will 
revert to a pre-agreed short-term hire charge.

Xtend clients can, however, avail themselves of a variety of 
benefits, not least having 24/7 online access to all the 
records relating to the vehicles they have hired. 

Does long-term rental have legal implications?
Rental trucks have to be specified on the O-Licence, which 
must have sufficient ‘margin’ to accommodate them. 

O-Licence holders must ensure their vehicles are  
maintained properly and that statutory inspections are 
carried out at the specified intervals. They must also be in a 
position to produce all the pertinent records should the 
Driver and Vehicle Standards Agency (DVSA) request them.

Fraikin can supply rented vans and trucks in plain white 
without Fraikin logos. Not all renters want their customers 
to know they are using hired assets.

Furthermore, Xtend customers can enjoy a 10% discount 
on the rate they pay for any additional vehicles they may need 
to spot-hire for a few days.

Fraikin charges only slightly more for long-term rental 
than contract hire – also a major area of activity for the group. 
While Newnes emphasises that many customers remain 
rental-only, he acknowledges that, to a degree, it views rental 
as a means of funnelling customers towards its contract hire 
packages, which may explain the modest price differential.

“The cut-off point for long-term rental is two years,” says 
Montero. “After that, you should be looking at contract hire.”

Businesses may require vehicles to be kitted out with 
equipment. Highly bespoke conversions may be problematic 
because it may be difficult for the rental company to hire out 
the vans or trucks to another client if they are sent back. 

Load area racking, tow-bars, roof racks and cab-top 
beacons can all be installed and clients can have their livery 
applied using adhesive vinyl, but the price of doing so has to 
be added to the regular rental, says Russell. 

“As a consequence we would look for the customer to 
commit to taking the vehicles for, say, two years to cover the 
cost,” he says. 

Although this may appear to blow a hole in any claim rental 
has to flexibility, there is a way around it if the hirer funds 
modifications up-front. Many companies, especially those 
that are cash-rich, are apparently more than happy to do so.

What do the rental payments cover?
Europcar bases its rates on the annual mileage projected  
by the operator when the rental agreement is 
entered into. 

“We do not do unlimited mileage rental deals,” 

Below: Dawsongroup’s  
Dawsonrentals operation  
has 15,000 trucks, trailers  
and vans on its books
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says Russell. So what do the rental payments 
cover, aside from the vehicle itself? 

“Servicing it, taxing it, MOT testing it if necessary, 
replacement tyres, a breakdown service and a  replacement 
vehicle if the one supplied is off the road,” says Russell. 

Fuel, insurance (which can be included for an additional 
fee) and the provision of a driver are the main exclusions. 
Damage due to the driver is also excluded.

Rental fleets may insist that only certain workshops are 
permitted to service their vehicles and the choice is often 
narrower than that offered by contract hire companies, 
cautions Montero. “Some of the rental companies can 
arrange mobile servicing, however,” he adds.

A key reason for the appeal of long-term rental is the ability 
of the hire fleets to provide popular configurations of vehicle 
– 7.5-tonne curtainsiders, for example – almost immediately. 

“If you pick up a contract because a competitor has just 
gone bust then you may need, say, 10 18-tonners quickly,” 
says Dawsongroup group managing director Steve Miller. 
Rental can invariably respond, although such short-notice 
requests may be a challenge for hirers to fulfil in busy 
periods, such as the run-up to Christmas.

With 15,000 trucks, trailers and vans on its books across 
23 locations – seven dedicated to light commercials – 
Dawsongroup’s Dawsonrentals operation offers spot hire, 
long-term rental and contract hire.

What happens after the rental period ends?
Retrieving vehicles is sometimes more of a problem for 
rental organisations than having them returned early.

Busy operators, happy to keep making the rental payments, 
may not want the disruption entailed in sending them back, 
even though the hire company may simply be swapping 
them for another, newer, vehicle. But from the rental fleet’s 
viewpoint, getting hold of them is vital if they happen to be 
on a buy-back deal from the vehicle manufacturer, says 
Russell. 

“If they are returned late, the hire fleet is penalised,” he 
says. “Sometimes, customers simply lose track of vans they 
have rented, and it can take months to get hold of them.”

Trucks are easier to keep tabs on because they are subject 
to regular statutory inspections. These allow mileage to be 
captured and any excesses to be identified. 

Capturing mileage, however, is not quite so easy with light 
commercials because they fall outside the statutory inspec-
tion regime. 

“We make sure we see our 3.5-tonners twice a year,” says 
Newnes. “If the mileage is or looks like becoming excessive 
we can, for example, suggest to the operator that the vehicle 
is put on a lower-mileage route in order to avoid charges.” 

Dawsonrentals is rolling out a tracking system to ensure 
vans do not vanish, with 20% of the fleet already fitted. It can 
capture mileage and provide the customer with  
management information. The unit can be upgraded to a 

driver behaviour monitoring package, which could benefit 
operators through lower fuel bills – for an additional charge.

Rental vehicles are worked hard and are likely to suffer 
damage. Fraikin is among the hire fleets that use the fair-
wear-and-tear guide produced by the British Vehicle Rental 
and Leasing Association (BVRLA) to determine what is 
chargeable and what is not.

Minor scratches will be ignored – commercial vehicles are 
working tools after all – but a big dent in a cab door would 
have to be rectified.

Long-term rental vs outright purchase
Northgate is one of the pioneers of long-term rental, with a 
55,000-strong rental fleet, more than 90% of which are 
commercial vehicles grossing up to 7.5 tonnes. It cites its 
client, Fabrifen, as an example of the savings that can be 
made by businesses switching from owning vehicles outright 
to long-term rental. 

Fabrifen, a steel and timber product manufacturer, supplier 
and installer with locations in Salford, Greater Manchester, 
and Widnes, Cheshire, has managed to cut its outgoings by 
more than £6,000 a year, says Northgate. The saving has 
come about partially as a result of reductions in maintenance 
and administration costs and lower fuel bills.

“Replacing our ageing vehicles with new ones has improved 
fuel consumption by 10%, which equates to more than £350 
a month,” says Fabrifen managing director Tony Ross. 
“During our shut-down period over Christmas, we were able 
to save approximately £1,900 thanks to the flexibility of being 
able to off-hire vehicles without penalty.”

Cheshire-based shop merchandiser Momentum Instore 
says administrative convenience and the efficiency of the 
online service is a key reason why it hires vehicles from 
Europcar.

“The demands of our business can be extremely  
changeable,” explains Momentum Instore fleet adminis-
trator Helen Brislane. “As a consequence, our rental needs 
can change at a moment’s notice, say 30 vehicles in less than 
two days. 

“However E-Biz, Europcar’s online reporting system, 
makes bookings and amendments easy,” she says. “Further-
more, we often use the Live Hire reporting system to help 
maximise our efficiency and reduce fleet running costs by 
making sure vehicles are delivered and collected 
at pre-arranged times.”

Exception reports have allowed Momentum to 
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20%
of Dawsonrentals’ fleet has 

been equipped with a tracking 
system so far

“At Fraikin we’re certainly 
seeing increased interest in 
long-term rental and we’ve 
developed a package called 
Xtend in order to cater for it” 
Mark Newnes, Fraikin

Enterprise Flex-E-Rent 
has seen ‘year-on-year 
growth in long-term 
rental since 2010’

To read ‘12 steps  
to choosing the right 

funding method’, go to:  
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funding-methods

Online



Whether your vehicles are bulk standard or highly specialist, you need a partner who understands the direct link between the 

reliability of your vehicles and your company’s profi tability.

At Enterprise Flex-E-Rent, we believe this means more than simply having the scale and resource to deliver the vehicles you need, 

when and where you need them. After all, that’s no more than you’d expect and is really nothing out of the ordinary (or at least 

it shouldn’t be).

Making a real difference to your business is all about taking the time to understand how you operate, what’s 

important to you right now, and how this might change in the future.

Then, by combining our specialist knowledge with a clear understanding of your business needs, 

we can deliver a service that’s based on fl exibility, expertise and a total commitment to 

customer service at every level.

Our business is Your business

To fi nd out more about the difference we can make to your business, 

call 0800 328 9001 or visit fl exerent.co.uk
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Europcar extends van Supersite network to support UK growth

For further information please contact the Europcar sales team on 0871 384 0201 
Email: businesssupport@europcar.com Web: europcar.co.uk

By Stuart Russell,  

specialist vehicle director, Europcar

T
he UK economy is on the up, and critical 

to sustaining positive economic growth 

is the infrastructure that will ensure 

businesses can service customer needs, swiftly 

and cost-effectively. Understanding the 

changing dynamics of the UK economy and 

how this impacts on demand for commercial 

vehicles is at the heart of the Europcar van 

rental proposition. Clearly, the improving 

fortunes of UK Plc are good news for 

businesses right across the country, but it’s 

vital that the right resources are available  

to ensure this positive economic growth  

can be sustained.

A national network of Supersites

In the past two years, Europcar has 

committed to providing businesses with 

access to commercial vehicles from a 

number of dedicated Supersites throughout 

the UK in order to service local and National 

requirements, from large corporates to local 

small and medium enterprises. And this 

network has seen further enhancement 

recently with openings in two new locations, 

one in the heart of Bristol and the other in 

west Edinburgh, giving extensive coverage 

across the west of England and in Scotland.

“With over 7,000 vans 
from 10 manufacturers, 
Europcar offers a wide 
choice of vehicle type” 

Europcar opens new commercial 
vehicle Supersite in Bristol

At all of our Supersites – now seven in  

total – we are focused on delivering support 

and expertise at a local level, underpinned 

by specialist teams who combine technical 

and commercial vehicle knowledge with 

strong customer understanding. They know 

what vehicles are needed the most, and 

when they are needed.

With the capacity to store several hundred 

commercial vehicles, including specialist 

models, the dedicated locations can meet 

demand for large bulk orders, from 20  

to several hundred vehicles, while also 

guaranteeing choice and flexibility to  

business owners. 

Having access to a dedicated service, 

staffed by teams with a genuine 

understanding of niche commercial vehicles, 

provides fleet managers with a cost-effective 

and risk-free solution whatever their business 

requirements. 

Extending vehicle choice

Europcar has also responded to the 

changing dynamics of the UK economy  

by significantly increasing the size of our 

fleet, as well as the variety of commercial 

vehicles available. 

Featuring more than 7,000 vans from  

10 different manufacturers, Europcar offers  

a wide choice of vehicle type. And, with  

the youngest van fleet on the market, at  

an average of 15 months old, we provide 

customers with access to the latest advances 

in in-vehicle technology and fuel economy, 

as well as benefitting from a carbon footprint 

that is unbeatable in the rental market.

In addition to our core commercial fleet, 

which now includes drop-sides and single 

and double cab tippers, we also have an 

extensive fleet of specialist vehicles readily 

available and that conform to Chapter 8 

legislation. Europcar also continues to 

support the ever-changing needs of our 

clients by providing an extensive bespoke 

vehicle fitting service, including internal 

racking, roof racks and tool boxes.

Flexibility, accessibility and choice should 

be central to any van rental provider’s 

services to meet the ever-changing demands 

of UK business. This is where Europcar  

really stands out.
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identify and resolve operational issues  
immediately, Brislane adds.

Rental fleets are determined to take advantage 
of changing attitudes among corporate customers. Though 
perhaps better known for its contract hire activities, Fraikin 
spent £13 million on acquiring rental vehicles last year and 
now operates a fleet of more than 1,000 vehicles across nine 
locations. Utilisation rates stand at more than 80%.

“We can provide trailers and we run a centralised booking 
operation,” says Newnes. “This means that a national 
customer who needs 10 rental vehicles in 10 different  
locations only needs to make one call.”

Other companies are also expanding their rental activities 
and related support facilities. SHB Hire is beefing up its depot 
network, with the purchase of a five-acre site in Gloucester 
that should be open in six to nine months. It will be the 
biggest branch in the company’s 14-strong network and will 
replace SHB Hire’s existing depot in the city. 

The firm has already expanded sites in Ashford, Kent, and 
Newcastle-upon-Tyne and opened a new bodyshop at its 
Thetford, Norfolk, branch. 

Budget put 500 Volkswagen Transporter and Caddy vans 
into service last year with an eye to fulfilling the needs of 
businesses as well as consumers. One hundred of the 
Transporters were used to launch a new light commercial 
rental service in London. Earlier this year, it added 100 
Mercedes-Benz Citan vans to its fleet.

Moving back up the weight scale, the Fraikin fleet embraces 
everything from 3.5- to 44-tonners. “Our main area of activity 
revolves around 7.5- and 18-tonne boxes and curtainsiders 
although the boom in home delivery is  resulting in increased 
interest in 3.5-tonners,” says Newnes. 

Everything is purchased outright. “We keep the trucks for 
five to six years and the 3.5-tonners for around four years,” 
he adds.

One of the key advantages of running a rental fleet, says 
Newnes, is it gives Fraikin a means of re-deploying vehicles 
released from contract hire early. 

“If, for example, we have a contract hire client who wants 
to move from 7.5-tonners to 12-tonners part-way through an 
agreement, we can take the 7.5-tonners back and put them 
out on rental without penalty,” he says.

Price rises affect rental rates 

There’s been a small increase in the ceiling price that can 
be charged, according to Newnes. 

“I certainly wouldn’t class it as dramatic,” he says. “We’re 
paying more for the Euro 6 trucks than we did for the Euro 
5s, but, unfortunately from our viewpoint, we’ve not been 
able to recover all of the difference by putting up the rate.”

“Long-term rental allows 
our customers to adapt 
to fluctuating or seasonal 
demands” 
Danny Glynn, Enterprise Flex-E-Rent

Budget added 100 Mercedes-Benz 
Citan vans to its fleet earlier this year

Nor is rental having things all its own way. While the 
BVRLA reports that van leasing and rental both grew 
strongly in 2015 and there is a slight swing towards rental, 
leasing still dominates its members’ activities. The associa-
tion says several of its members are enjoying strong growth 
in truck contract hire.

Aware of the challenge posed by long-term rental, contract 
hire-only providers are fighting back. 

“We’re seeing them offer shorter contracts, more break 
clauses and a lot more flexibility overall,” says Miller. 
“Contract hire is very different to what it used to be.”

He suggests the lines between long-term rental and 
contract hire are becoming increasingly blurred. 

“The key difference now is between ownership and  
usership,” says Miller. Businesses are increasingly realising 
that they do not need to own an asset in order to use it. 
“Owning vehicles is fast becoming a vanity project,” he adds.

TIME TO CH
AN
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The UK and Europe’s largest used vehicle marketplace

Log on to bca.co.uk or call 0844 875 3480

Buoyant January market as 
used van values rise

Advertisement feature

T
he headline average value of used 

LCVs sold at BCA climbed again in 

January, as average values improved 

for the fifth consecutive month, according to 

the company’s latest Pulse report.  

Values for LCVs sold at BCA averaged 

£5,901 in January – a rise of £91 (1.5%) 

compared to December and the highest 

value on record. Performance against CAP 

improved by two percentage points to 

101.2%.  

 Year-on-year values were up by a 

substantial £441 – equivalent to 8.0% – 

although performance against CAP was 

down by half a percentage point compared 

to January 2015, despite the average van in 

2015 being around 4.5 months younger and 

nearly 6,000 miles lower.

BCA’s LCV operations director, Duncan 

Ward, commented: “January saw strong 

levels demand for LCVs at BCA and a 

buoyant marketplace as average values 

climbed. 

“The overall sentiment from trade buyers 

is that retail demand is good and this is 

keeping the auction halls busy as they 

compete for stock. Over recent months, we 

have seen a better mix of product available 

for buyers with a wider choice and less 

duplication of models. This, combined with 

a reduction in the overall age and mileage 

profile, resulted in healthy average selling 

prices during January.

“If we see a similar model mix going 

forwards, we expect February and March to 

be relatively strong for LCV residual values, 

based on our experience from previous 

years.  

“However, there are signs of a two-tier 

market developing as the best presented 

and specified vans typically outperform the 

market by some margin, while higher 

mileage or damaged examples can struggle 

to attract attention from the buyers. It 

underlines the importance of appraising 

and valuing vehicles sensibly and in line 

with market expectations.”

Fleet & lease
The fleet and lease sector recorded 

average values of £6,620 in January, an 

increase of £119 (1.8%) compared to 

December and the highest monthly value 

recorded since 2014.   

CAP performance improved from 98.75% 

to 100.9%, while retained value against 

MRP (Manufacturer Recommended Price) 

fell by a percentage point to 34.56%. Year-

on-year, values were up by £142 (2.2%), 

although performance against MRP was 

down by nearly four percentage points.

Part-exchange
Average part-exchange LCV values rose 

slightly in January, climbing by just £23 but 

enough to establish a new monthly record 

value of £4,049. Year-on-year values were 

ahead by £373, equivalent to 10.1%. CAP 

average comparisons improved to 102.9% in 

January, although CAP performance has 

declined substantially over the year and is 

down by more than two percentage points.  

Notably average mileage remains 

substantially lower in 2016, while average 

age has fallen by nearly six months.

Nearly-new
Nearly-new LCV values averaged £13,874 

in January – a decrease of £1,258 compared 

to December. As always, this has to be 

taken in the context of the very low volumes 

reaching the market and the model mix 

factor, as well as the continuing availability 

of ‘new shape’ models reaching the used 

market. 

There are signs of a two-tier market developing as the best presented and specified 
vans typically outperform the market by some margin
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Insight: Remarketing

By Trevor Gehlcken

he auction halls were reported to be buzzing in the 
new year, with van values in some up by as much as 
8% over January 2015.

BCA reported the largest rise as well as its fifth 
consecutive monthly increase in the value of light 

commercial vehicles. However, performance against CAP 
was down by half a percentage point compared with January 
2015, despite the average van in 2015 being about 4.5 months 
younger and with nearly 6,000 fewer miles.

BCA’s LCV operations director, Duncan Ward, said: “January 
saw strong levels of demand for LCVs at BCA and a buoyant 
marketplace as average values climbed. The overall senti-
ment from trade buyers is that retail demand is good and this 
is keeping the auction halls busy as they compete for stock. 

“Over recent months, we have seen a better mix of product 
available for buyers, with a wider choice and less duplication 
of models. This, combined with a reduction in the overall age 
and mileage profile, resulted in healthy average selling prices 
during January.

“If we see a similar model mix, we expect February and 
March to be relatively strong for LCV residual values, based 
on our experience from previous years. 

“However, there are signs of a two-tier market developing 
as the best presented and specified vans typically  
outperform the market by some margin, while higher mileage 
or damaged examples can struggle to attract attention from 
the buyers. It underlines the importance of appraising and 

T
valuing vehicles sensibly and in line with market expectations.”

The National Association of Motor Auctions (NAMA) reported 
that the average value of used LCVs at auctions increased 3.1% 
from £4,803 to £4,950 in January.  

Sale volumes increased 58% in January compared with the 
December lull, but were up just 0.1% year-on-year. The 
average mileage of LCVs rose by almost 4,000 miles to 79,428.

The average hammer price at auction in January was £4,950 
– an increase over December of 3.1%. The average value of 
units less than two years of age increased by 7.3%, and while 
there was a small retraction for units between two and four 
years of age, twice as much volume was sold.

Alex Wright, NAMA LCV chairman, said: “Demand in 
January was reasonably strong, due in part to shortened 
auction programs in December.

“Values held up well for vehicles presented in reasonable 
order, complete with a full service history. Anything with car-
like specification or a higher horsepower performed strongly.

“Despite there being significant volumes of vans in a less 
than desirable condition, average conversion rate sat at a very 
healthy 78.3%, 2.7 percentage points higher than in 2015.”

Meanwhile, Manheim Auctions has seen a surge in the 
number of people bidding for vans online – 41% of sales were 
conducted via the internet in January, an 11% rise over January 
last year.

Despite auction entries being above average and 
volumes 18% higher than January 2015, Manheim 
has seen consistent performance and strong 

£4,950
the average value of used 

LCVs sold at auction in 
January, according to NAMA

0.1%
the year-on-year increase in 

LCV sales volumes in January

78.3%
January’s average conversion 
rate, up 2.7 percentage points 

on the same month in 2015

STRONG DEMAND PUSHES VALUES 
UP ON YOUNGER STOCK PROFILE
Surge in internet sales as 41% of Manheim’s commercial vehicle sales were conducted online

Manheim said large panel vans 
did not perform as strongly as 

other types in January 
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“If we see a similar model 
mix, we expect February 
and March to be relatively 
strong for residual values, 
based on our experience 
from previous years” 
Duncan Ward, BCA

What the experts say

conversion rates, with the gavel going down on 
80-90% of commercial vehicles in many sales.

While average selling prices for large panel vans 
rose month-on-month for units both above and below three 
tonnes, the stock profile was considerably younger than 
December’s and compared to guide, large panel vans have 
not been performing as strongly.

Matthew Davock, head of LCV at Manheim, said: “The 
weaker performance against guide for both large panel vans 
and chassis-cabs has been largely driven by condition and the 
significant amount of duplicate stock for certain models.”

Volumes of large panel vans below three tonnes aged 24-36 
months were up by 21% in January compared with December 
and increased by 9% for units above three tonnes. Volumes 
of vans aged over 60 months were down by 16% for sub-three 
tonne units and by 5% for heavier vans.

Car-derived and small panel vans have performed most 
consistently against guide values, with certain 4x4 models – 
the Land-Rover Defender in particular – attracting strong 
bidding activity, especially from export buyers.

At Glass’s Guide, experts warned that the record number of 
new van sales in 2015 could have a knock-on effect on used 
values as more vans come back for resale in future years.

Jayson Whittington, manager of commercial and leisure 
vehicle valuations at Glass’s, said: “There is the possibility that 
a situation where supply outstrips demand could be just 
around the corner, but ultimately the strength of the economy 
will be the major factor in determining the outcome, as  
indications presently point towards strong retail demand for 
used units continuing.

“Traditionally, auction activity starts gaining pace through the 
latter part of January. This year, large sales volumes were 
reported from the start of the month, along with significant 
conversion rates. 

“However, cautious bidding on late-year examples could 
signal some weakness ahead. Many buyers are conscious of 
the discounts that are currently available on new units and are 
understandably reluctant to invest in stock that may squeeze 
profitability in order for forecourt stock to look attractive 
against a new unit.”

In the HGV marketplace, CAP Red Book is reporting that 
auction attendance remains high, with plenty of sales activity 
across most vehicle derivatives.

However, senior editor John Watts warned that in some 
cases, values achieved were short of what were expected.

He said: “Some auctions have performed better than others 

in relation to outright sales and one should be mindful that an 
increase in the number of sales does not necessarily mean 
an increase in values. In fact, quite the opposite has occurred 
because, in many instances, sales values have been short of 
expectations.

“Even trailers have seen a sharp increase in sales, but here 
too most values are down and there is still plenty of both old 
trucks and trailers in the market, which is doing little to excite 
anyone enough to proffer their money.”

In the 7.5- to 12-tonne sector, values have fallen, with tippers 
taking the sharpest decrease in both popularity and value. 

Watts said: “No doubt the large number of tippers being 
released by contract hire companies is negatively affecting the 
market, which saw many similar examples late last year. The 
ones with low mileage are attracting attention, but high-
mileage, poorly presented examples are struggling to find 
buyers. Things may improve as we move into spring when 
tippers traditionally become more popular.”

Beavertails and skip loaders have provided the main interest 
in the 13-18-tonne sector and with insufficient supply of each, 
most found new homes as they appeared for sale. 

Boxes, curtains, fridges and dropsides have found varying 
enthusiasm, but anything non-standard attracted additional 
interest. Values across this sector have reduced, particularly 
boxes whereas skip loaders remain unaffected. 

Watts said: “The mild winter has seen gritter/ploughs 
become less desirable, whereas road sweepers are 
attracting plenty of interest. Several ex-airport fire tenders 
of 4x4 wheel plan have been in the market and while the 
newest on offer being over 22 years each attracted good 
interest and healthy bidding.”

For the latest news on the 
remarketing sector, visit 

commercialfleet.org/
remarketing

Online

ABOVE: Car-derived and small 
panel vans have performed 
most consistently against  
guide values

“A situation where supply 
outstrips demand could  
be around the corner, but 
ultimately the strength of 
the economy will be the 
major factor” 
Jayson Whittington, Glass’s

“An increase in number of 
sales does not necessarily 
mean an increase in 
values. In many instances, 
sales values have been 
short of expectations” 
John Watts, CAP Red Book
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The Commercial Fleet Fleets Informed 
programme is designed to deliver 

comprehensive advice and knowledge to 
fleet decision-makers. Here is an introduction 

to the four Fleets Informed commercial 
partners and their topics

IN PARTNERSHIP WITH
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Your fleet is an extremely visible, valuable tool to communicate 
with customers, so don’t underestimate the importance of livery

“Our focus is always on the complete life of the 
branding and ensuring this is never compromised”

Call us on 0845 0525 241 
Email fleet@auragraphics.com
Visit auragraphics.com

By Allan Hamilton, head of strategy and 
development

ehicle branding is not always 

high priority when considering 

all aspects of fleet manage-

ment, but are you overlooking 

its true potential? Your fleet is 

an extremely visible and valuable 

communication tool to engage with 

customers every day. Investing more time 

and emphasis on vehicle branding will 

give your business the best return. 

Choosing the right supplier is absolutely 

key. It should consider all facets of your 

branding requirements, from brand pres-

entation and consistency to operational 

demands and aftersales support. 

A name you can trust
As market leader, Aura Graphics has the 

experience, insight and resource to meet 

these needs and provide a cohesive 

service. With long-standing relationships 

with some of the UK’s most-established 

and recognised brands, you can be confi-

dent your livery is in safe hands.

Key factors for success
The successful implementation of a vehicle 

branding project will cover many varied 

parts of your business from brand and 

marketing through to fleet operations, so 

it’s important that any project plan 

addresses key factors. By adopting a 

consultative ethos from the very start we 

can help identify your needs and specify 

solutions that meet those requirements. 

We follow key stages in this process:  

survey > design > specify > make > install 

> service > support > care.

A wholelife cost approach
We’ll guide you through the entire process 

to provide you with competitive wholelife 

costs and products that will meet the daily 

rigours of fleet operation. We have all 

seen vans with branding that is peeling 

off and cracking in recess areas. This 

often stems from wrong product selection 

V

or a focus on immediate purchase costs 

rather than complete life costs.

Our focus is always on the complete life 

of the branding and ensuring this is never 

compromised. That is why product speci-

fication and warranty support are critical 

and is the very reason we hold the highest 

levels of accreditation and warranty 

available in the commercial vehicle 

graphics industry.

End-to-end solutions delivered in-house
We provide large capacity in-house 

production combined with the UK’s largest 

directly-employed installation department 

to deliver unrivalled levels of support, 

quality control and resource planning. 

Flexibility and added value
This high level of service goes beyond the 

initial project where options such as 

online ordering and accident manage-

ment for your repair network provide a 

comprehensive package and speedy 

aftercare. We understand that time is 

money in fleet operations and that is why 

we can offer support such as 48-hour 

FLEETS
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L I V E RY / W R A P P I N G

turnaround on replacement parts and 

pro-active monitoring of your fleet.

Our service and support pillars
■ Consultative and customer-focused ethos

■ Specification of the right products and 

service to deliver the right result

■ Consistently high levels of support via a 

multi-level account management structure

■ Successful and accountable project 

management

■ True national installation support and 

aftercare

■ Complete peace of mind with manufac-

turer-backed warranty programmes

■ Aftercare excellence including online 

ordering and fleet monitoring services

■ Compliance with vehicle markings 

safety regulations

■ Marketing insight and analysis of your 

fleet as a communication platform

■ A complete turnkey service tailored to 

your needs and the life of your vehicles.

Discover the benefits of working with 

Europe’s leading transportation graphics 

supplier with a free assessment of your 

fleet branding.

Your fleet, your  
brand, our expertise
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“Customer vehicles  
are never far from 
expert service and 
maintenance teams”

For more information: Telephone: 0800 032 0012
Email: sales@btfleet.com Web: www.btfleet.com

By David Bowen, managing director

T Fleet is one of the UK’s leading 

providers of outsourced fleet 

management, vehicle manage-

ment and accident manage-

ment services, and has estab-

lished itself as a trusted partner to some 

of the country’s best-known fleets.

Renowned for its specialism in mission-

critical fleets, it has a reputation for quality, 

technical excellence and resilience, deliv-

ered through a nationwide network of 500 

garages, of which it owns 65. 

In total, BT Fleet manages more than 

80,000 vehicles on behalf of its customers, 

who enjoy the benefit of working closely 

with a partner totally focused on meeting 

the specific needs of operational fleets 

through best practice service delivery and 

smart solutions.

BT Fleet’s specialist team takes away all 

the headaches of fleet management from 

internal resources – leaving customers  

to focus on core activities – and adding 

true value to a function that many compa-

nies consider to be simply an additional 

cost centre.

BT Fleet’s flexibility and buying power 

– enabling customers to benefit from 

B
significant economies of scale – ensure a 

responsive and cost-effective solution for 

commercial fleets of any size and type. 

Meanwhile, its extensive network of 

garages means customer vehicles are 

never far from expert service and mainte-

nance teams, ensuring downtime and 

operational cost is minimised, with vehi-

cles maintained to exacting legal and 

quality standards.

fleet operator status and a deep under-

standing of customer needs, BT Fleet 

constantly evolves and refines its 

approach to fleet management best prac-

tice, with a customer base that includes 

G4S, Post Office, Network Rail, E.ON and 

The AA, delivering measurable commer-

cial return for organisations in a broad 

spectrum of sectors.

The value offered by BT Fleet is amply 

demonstrated through its partnership 

with the Post Office, one of the UK’s most 

iconic establishments. Since outsourcing 

the management of two critical fleets – its 

cash-in-transit and mobile Post Office vehi-

cles – to BT Fleet, it has enjoyed greater 

availability, improved maintenance 

management and optimised compliance, 

with the first-time MOT pass rate for the 

Post Office’s operator-licenced fleet rising 

from 83% to an impressive 97%.

Meanwhile, Thames Water’s decision to 

shift from in-house fleet management to 

outsourcing to BT Fleet has reduced the 

pressure on internal resources, particu-

larly in the areas of compliance, mainte-

nance management and administration. 

With fewer incoming calls, this has 

released Thames Water’s own fleet team 

to focus on more strategic projects.
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BT Fleet – a  
partner to the best
Firm draws on expertise to increase vehicle uptime and efficiency

BT Fleet was born out of BT Group’s 

in-house fleet operation, originally 

managing its vehicles through a wholly-

owned garage network and a team of 

vehicle technicians. 

A strategic decision was taken in 2001 to 

offer external customers the same BT 

experience. The high level of customer 

service for which BT Group is renowned 

is incorporated into BT Fleet’s own sector-

leading standards.

Drawing on a unique combination of 
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“We continue to look  
for ways to help our 
customers be more  
efficient, more profitable”

For more details, please call 0800 328 9001, email 
FER_info@ehi.com or visit www.flexerent.co.uk

By Andrew Hill, marketing manager

s you would expect from a 

business with the scale, 

resources and heritage of 

Enterprise, Flex-E-Rent was 

created to be more than just 

another commercial vehicle rental service. 

By listening carefully to the needs of 

customers, we set out to create something 

built on the principles of integrity, hard 

work and team spirit. With this firmly in 

mind, and to help stay ahead of the 

changing needs of a wide variety of 

customers, the past few years have seen 

a continual expansion of our vehicle 

range and our support services. 

In 2014, the acquisition of Burnt Tree 

Vehicle Rental did more than just grow our 

fleet size to over 25,000 vehicles. It brought 

with it a network of 20 depots across the 

UK, a team of 450 employees, and all the 

expertise and experience of a business 

that has been working with commercial 

vehicle operators for more than 30 years.

Today, Enterprise Flex-E-Rent continues 

to combine the widest range of vehicles 

with the expertise, innovation and 

customer service for which we have 

become renowned. As we grow, we 

continue to look for new ways to help  

A
our customers be more efficient, more 

profitable and to better manage the risks 

associated with running any type of 

commercial vehicle fleet.

 

What we do:
Enterprise Flex-E-Rent is all about flexi-

bility, service and long-term support. So if 

you want a standard ‘white van’ for a few 

days, we can do that for you. On the other 

hand, if you need a longer-term transport 

solution with tippers, grabs, temperature-

controlled vehicles, minibuses, accessible 

vehicles or even large articulated lorries, 

we can do that for you too.

Of course, simply providing the vehicles 

you need on a flexible contract term is just 

one part of the story. It is everything else 

we do that makes us different.

How we do it:
Over the past 50 years, Enterprise has 

built a reputation for delivering total 

customer satisfaction at every level. It’s 

something we are known for the world 

over and something of which we are 

rightly proud. When we decided to create 

Flex-E-Rent, customer service had to be at 

the heart of everything we did.

We make a difference to your business 

because we always take the time to 

understand not just what you have asked 

for, but what you are trying to do and why. 

It’s an approach based on looking beyond 

a simple list of requirements or contrac-

tual obligations and thinking carefully 

about how what we do affects you as a 

business and as an individual.

For some, this may mean being flexible 

enough to help you manage the peaks 

and troughs of seasonal demands, or 

providing vehicles with specialist features 

at very short notice. It could be mobile 

technicians proactively maintaining your 

vehicles to minimise off-road time. Maybe 

it’s looking at the way you fund your fleet 

and identifying more cost-effective ways 

to get the results you need. Or it could 

simply be someone who takes personal 

responsibility for making sure your needs 

are being met each and every day.

We also believe delivering industry-

leading customer service means listening 

carefully and paying attention to the little 

things. Things such as knowing which 

manufacturers you do or don’t like, or spot-

ting that a slight tweak to your standard 

specification could make a big difference 

to your operational efficiency. Or perhaps 

it is no more than re-tuning the vehicle’s 

radio to your favourite station. Admittedly, 

these may not be at the top of your  

requirements list, but put them all together 

and they add up to a pretty big deal.

Customers are at the heart of everything Enterprise Flex-E-Rent does

FLEETS
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R E N TA LMore than just  
another rental service
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For further information and a free demonstration, 
contact 01666 577928 or sales@fleetcheck.co.uk

By Peter Golding, managing director

anaging the fleet; three 

words that sound so 

simple, yet if those words 

feature anywhere in your 

job description, you’ll know 

only too well that anything connected 

with fleet management is far from simple.

At FleetCheck, we recognise the chal-

lenges faced by today’s fleet operators 

and we are committed to helping them 

manage these. 

Companies turn to FleetCheck because 

they have identified an organisational 

weakness; often managing their fleets 

with spreadsheets and they have an 

underlying concern about their legal 

compliance.

Whatever the catalyst, FleetCheck’s 

unique approach to customer engage-

ment means that we make it our business 

to truly understand each company’s 

concerns and act accordingly. Our widely-

acclaimed fleet management software sits 

at the heart of our portfolio, and thanks to 

its intuitive, highly-flexible user interface, 

the software consistently fits the require-

ments of everyone responsible for the 

management of the fleet. 

FleetCheck brings everything together 

by integrating with more than 200 data 

streams from telematics, fuel cards, 

licence checking and lease companies, 

meaning that organisations of every fleet 

size, sector and type are catered for. 

Fundamentally, our software platform is 

designed to be completely in tune with the 

user; delivering functionality that enables 

them to handle their fleet tasks efficiently, 

and builds a robust audit trail to fulfil their 

legal requirements.

This year marks our 10th anniversary. 

We are proud to serve our growing network 

of companies, many of whom have been 

using our services for a decade. 

Our philosophy is simple: fleet manage-

ment software is at the core of our busi-

ness, but our ability to really connect with 

our customers’ challenges is what makes 

M

us different. Quite simply, our customers 

depend on FleetCheck to deliver a tailored 

package of solutions that enables them to 

confidently run a safe, compliant and 

cost-effective fleet.

FleetCheck delivers:
■ Online fleet software designed for 

complete management of vehicles, drivers, 

plant and machinery. 

■ A choice of modules to suit any fleet size 

and combination of vehicle types (cars, 

LCVs and HGVs).

■ More than 200 integration routines 

including telematics, fuel card, leasing 

and accident data.

■ Mobile interface to enable remote 

submission of vehicle safety checks and 

mileage updates.

■ Market-leading telematics solutions to fit 

specific tracking and driver management 

requirements.

■ Intelligent fuel management tools for 

optimum cost control.

■ Driver risk assessments, e-learning 

programmes and in-vehicle training.

■ Electronic licence checking fully-inte-

grated with fleet software.

■ Advanced management information 

through its reporting suite.

■ Expert advice and services to assist 

with fleet policy and implementation.

■ Dedicated support from a professional 

team of consultants and technical experts.

Our expert knowledge is the result of 

true hands-on experience, and our combi-

nation of expertise, commitment and 

pioneering technology gives our customers 

total confidence that their fleet manage-

ment is in safe hands.

FleetCheck’s approach to customer engagement makes sure it 
truly understands each company’s concerns and acts accordingly

FLEETS
I N F O R M E D

CommercialFleetBrought to you by

S O F T W A R EMeeting fleet 
challenges of today

“Our expert knowledge... gives our customers total 
confidence their fleet management is in safe hands”



Call Kate Howard today on 01733 468146 or email kate.howard@bauermedia.co.uk

to find out about exhibiting and sponsorship opportunities.

THE PLACE TO MEET
COMMERCIAL FLEET BUYERS

20-21 SEPTEMBER 2016
MILLBROOK PROVING GROUND

WHERE THE UK’S LEADING FLEET DECISION-MAKERS COMPARE,
DRIVE AND EVALUATE COMMERCIAL VEHICLES AND MEET WITH:

Commercial leasing providers

Fleet management solutions

Vehicle manufacturers

Accident management

IT & mobile solutions/software

Telematics providers

Remarketing companies

Fuels, lubricants & fuel cards

Van rental providers

Green mobility solutions & manufacturers

Tyres

Training providers

Livery providers

Van & truck racking
& outfitters

THE NEW EVENT
FORMAT FOR THE
COMMERCIAL
FLEET SUMMIT 

IF YOU SUPPLY VEHICLES OR COMMERCIAL
FLEET SERVICES, BOOK YOUR STAND TODAY

In association with 

www.commercialfleetvanandtruck.co.uk
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Van Excellence
Operational Briefings

Raising standards.
Recognising excellence.

FTA’s Van Excellence Operational Briefi ngs provide companies with a unique opportunity to 

discuss best practice and compliance issues across a range of key areas.

The theme for this year’s events is ‘people’. Delegates will hear from industry experts on 

a wide range of topics including driver attitude and psychology, reducing risk and exploring 

operational solutions.

Briefi ngs

Tuesday 5 April
The Belfry Hotel & Resort, Nottingham

Thursday 7 April
Mercedes-Benz World, Brooklands, Surrey

Thursday 14 April
Westerwood Hotel and Golf Resort, nr Glasgow

Contact for further

information

www.fta.co.uk/events

03717 11 22 22

£50 per delegate

Supported by:
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PLAN AHEAD FOR THE CV SHOW
New light commercial vehicles, the latest software to manage your fleet, and products  
from air-con to servicing, finance to telematics: all key attractions at this year’s event

42 March 2016 commercialfleet.org

Citroën 
The star of the Citroën 
stand will be the new 
replacement for the 
Dispatch, which goes on 
sale in September. 
It will also be rebadged as 
the Peugeot Expert and 
Toyota Proace (see entries 
on page 40). 

The stand will also 
feature Berlingos powered 
by the new Euro 6 range of 
engines and new models 
in Citroën's Ready to Run 
range – a Plant & Go small 
plant carrier, a new car 
transporter and two new 
crew vans.

Descartes
Descartes Systems Group will showcase the new SmartAlerts enhancement to its Smart-
Compliance software. 

SmartAlerts is an automatic text and email alert system that can keep fleet operators ahead 
of any potential issues with tachographs, drivers’ hours and driving licences by eliminating 
manual data checks and minimising the opportunity for human error. 

SmartAlerts can be applied to Descartes' SmartAnalysis tachograph analysis product and 
has recently been extended to its SmartLicence licence-checking software.

Combined with SmartAlerts, transport managers can choose to receive automatic alerts 
to significant data changes across more than 10 categories, including notification of driving 
licence audits and potential issues arising from results such as new penalty points, as well 
as licence, category and mandate expiration and validation notices.

DFSK
Chinese manufacturer DFSK will be exhibiting  
its new C35, which makes its debut in the UK  
this spring. 

The new van has a 750kg payload and prices 
(ex-VAT) start at £10,995.

Like the Loadhopper microvan, the C35 has a 
cab-over configuration, with the engine sitting 
under the driver and passenger seats. The power-
plant is a 115hp 1.5-litre Euro 5 petrol unit driven 
to the rear wheels via a five-speed manual  
transmission. 

It is bigger than the current Loadhopper K Series 
and Big Cab, but the C35 but still manages to retain 
compact external dimensions. Load length is 
2,630mm, maximum width is 1,480mm and floor 
to roof measures 1,290mm. 

Citroën's new Ready To Run plant carrier

By Trevor Gehlcken

his year's Commercial Vehicle 
Show is very much a van event, with 
Iveco the only heavy goods vehicle 
manufacturer represented. 

While Volkswagen is returning to 
the NEC after a four-year absence, 
Vauxhall, Mercedes-Benz and 

Nissan will be absent. However, there will be 
hundreds of stands offering services and prod-
ucts of interest to Commercial Fleet readers.

We highlight some of the manufacturers, 
products and services on display at the show, 
which takes place from April 26-28. For full 
details, visit www.cvshow.com.

T

DFSK's new C35 has  
a 750kg payload

CV Show preview
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Eberspächer 
The Eberspächer UK stand will feature a selection of the company's 
new and existing climate control/air conditioning products, alongside 
vehicles fitted with the technology. 

Among the products on display will be the Breezonic 3000, a 
streamlined 240V roof-mounted heating and air conditioning unit  
designed for use in vehicles such as mobile command and control 
centres, mobile medical stations, TV and film broadcast vehicles and 
mobile hospitality units.

Eberspächer will also showcase the roof hatch-mounted Cool-
tronic G2. Its three 24V models allow air conditioning with the engine 
off, especially useful for any operators in areas where anti-idle zones 
are being introduced.

Ford
Having replaced its entire van range in the space of two years, Ford 
is turning its attention to engine technology. The manufacturer will 
be showing off its new Euro 6 engine range – and for those interested 
in flying the British flag, the powerplants will be built at Dagenham.

The new 2.0-litre Euro 6 engine replaces the old Euro 2.2-litre Euro 
5 and although it will cost about £950 more, fuel efficiency savings 
of £400 in fuel over four years/80,000-miles plus better predicted 
residual values help to offset the extra cost. Ford claims the new 
engines cut NOx by 55% and increase fuel efficiency by 12%.

Euro 6 engines for Transit Connect and Courier use a NOx trap, 
which means they won't have an AdBlue tank. Experts will be on 
hand at the show to explain the benefits of the new engines to visitors.

Enterprise Flex-e-rent
Enterprise is appearing at the NEC for the first time and in addition to 
showing off its rental and contract hire packages, it will also be offering 
visitors to its stand the chance to win tickets to the Europa League Cup final 
in Basel on May 18.

The firm is one of the main sponsors of the football event and the prize 
will include travel, match day hospitality and VIP tickets.

Enterprise operates a fleet of more than 26,000 commercial vehicles and 
examples of its increasingly popular temperature-controlled trucks will be 
on display in the Cool Pavilion.

Fiat Professional
Fiat Professional will 
have the Fiorino, Doblò 
Cargo and recently 
upgraded Ducato on its 
stand, with some models 
liveried in the design of 
the major companies 
with which Fiat Profes-
sional does business. 

Models on the stand 
will also feature many of 

Fiat's new technologies and innovations, such as start-stop, EcoJet 
engines, Traction+ and the Uconnect touchscreen system which 
combines infotainment and satellite navigation.

For our full coverage of this year's CV show visit: commercialfleet.org/cv-show-2016

Safe and Reliable  

Transport Solutions.
Whether it is Flooring Systems, 

Lifts or Ramps; we offer quality 

products and on-time delivery 

worldwide.

Call 01935 827740
 Ask our support team for more details.

unwinsafety.com    sales@unwinsafety.com

Doblò Cargo
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Iveco 
Iveco will have a high-profile external display at the entrance to the 
show, comprising the new Eurocargo (International Truck of the 
Year 2016), Daily (International Van of the Year 2015) and Stralis 
Hi-Way (International Truck of the Year 2013). The trio will be joined 
by a rally-spec Iveco Trakker from Petronas Team De Rooy Iveco 
– the winning team in the gruelling Dakar 2016.

Nigel Emms, director of brand and communication, said: “Most 
manufacturers would bite your arm off to win International Van of 
the Year or International Truck of the Year. To have three such 
awards in our current product line-up is unprecedented and clear 
recognition of Iveco’s focus on technology for sustainability and 
reduced total cost of ownership.”

Inside the show, Iveco will occupy a large stand at the front of 
Hall 5, featuring a 7.5-tonne Eurocargo and at least seven models 
of Daily, including the Hi-Matic eight-speed auto gearbox.

The Daily line-up is being selected to highlight the breadth of the 
3.5- to 7.2-tonne gross vehicle weight range, to include panel vans, 
chassis cabs, a 4x4 model and a minibus powered by the latest 
Iveco diesel engine technology. 

Lex Autolease
Lex Autolease’s commercial vehicle consultants 
Russell Adams and Andy Hill will attend each day of 
the show, as will other engineers and several rela-
tionship and business development managers.

The leasing and fleet management company will 
host a breakfast briefing entitled ‘The Changing World 
of Vans’, from 9.30am-10.30am on Wednesday, April 
27, at which principal consultant Chris Chandler, along 
with Adams and Hill, will discuss the future of LCVs. 

Attendees can find out what impact changing tax, 
legislation, technology and fuel will have on their 
balance sheets and learn about Lex Autolease’s latest 
thinking on fleet management. To register for a place, 
email: marketing@lexautolease.co.uk.

Isuzu
Isuzu is celebrating its centenary this year and will be 
taking an even bigger stand in honour of this milestone. 

The D-Max has won the title of 4x4 truck of the year at 
the last two Commercial Fleet Awards and, in an attempt 
to hold its market share against new rivals launched this 
year, the manufacturer is offering a range of new special 
editions and fleet conversions.

Isuzu will also be explaining to visitors about its new 
service plan. A one-off cost covers routine servicing and 
maintenance, which Isuzu claims represents a saving of 
about £1,000 after the first three services.

Licence To Drive 
Commercial fleets worried about whether or not their drivers have the correct  
documentation may benefit from a visit to the Licence To Drive stand. The licence-
checking and compliance management provider will relaunch its Compliance 
Managed Services (CMS) portal with a new 'permits to drive' feature at the show.

This will allow fleets to add the required driving documents for each company driver 
to the portal, with a permit to drive issued when drivers meet the necessary criteria 
for the vehicles they operate, ensuring they remain fully compliant and legal.

For those not granted a permit to drive, the driver will be notified and given advice 
on what steps they must take to drive on company business. A driver’s permit is 
regularly monitored to ensure its status hasn’t changed.

Drivers using their own vehicles would need a full driving licence, valid insurance and 
MOT certificate, and proof of VED being paid on the vehicle. For HGV drivers or those 
operating specialist equipment, a CPC, HGV Class 2 and O-Licence will be required.

Fleet managers are able to manage permits to drive through the CMS dashboard, 
allowing them to view which employees have consented to being audited and who 
among those drivers does and does not hold the necessary permit.

Jaama
Jaama will showcase its fleet software Key2 for the first 
time at the show. 

Regulatory compliance is essential for all commercial 
vehicle operators alongside efficient and cost-effective fleet 
management and Jaama says a growing number of public 
and private sector fleets are introducing its vehicle and 
driver management software. Modules include Risk Profile 
and Licence2Check.

Iveco will display at least  
seven models of the Daily

The V80 is a new version  
of the LDV Maxus

CV Show preview
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Kwik-Fit
Kwik-Fit has increased its penetration in the light van 
sector in recent years, a result of extending its reach into 
the servicing and MOT segment as well as building on its 
long-established reputation as a major provider of tradi-
tional fast-fit services. It will be looking to meet new 
clients at the show.

Kwik-Fit fleet director Peter Lambert said: “The CV 
Show is the shop window for commercial vehicle opera-
tors and at the event four years ago, Kwik-Fit launched 
its improved service to light commercial vehicle fleets, 
small business, sole traders and the retail market.

“Since then, demand for our light commercial vehicle 
tyre-fitting proposition and expanded range of mechan-
ical services has increased significantly, particularly  
as the number of vans on the UK’s roads continues to rise 
rapidly.

“The show continues to provide a major focus for Kwik-
Fit to promote its comprehensive range of services to the 
sector, to secure new business opportunities and to 
network with existing customers.”

LDV
The old LDV Maxus, which disappeared during the banking crisis of 2008, 
is making a surprise re-appearance in the UK after Chinese firm SAIC 
bought the rights to the business in 2010.

The vehicles will be imported by the Harris Group of Dublin and will be 
on display at the show in short wheelbase/low roof; long wheelbase/
medium roof; long wheelbase/high roof; and chassis cab formats.

The V80, as it is now called, is powered by a 2.5-litre 136hp diesel engine, 
which has been designed by Italian engine manufacturer VM Motori. 
Payload is 1,204kg for the low roof model, 1,419kg for the medium roof 
version and 1,389kg for the high roof V80.

LDV is claiming a load area of 6.4 cubic metres in the short wheelbase 
model, while long wheelbase models are capable of carrying 10.4 cubic 
metres and 11.6 cubic metres in the medium-and high-roof models.

Standard equipment with the V80 includes rear parking sensors, air 
conditioning, cruise control and daytime running lights. Inside, the vehicle 
features Bluetooth, an eight-way adjustable driver’s seat and a radio with 
MP3 connectivity. 

The warranty on all LDV V80 vans is five years/200,000 miles and includes 
five years' roadside assistance cover as standard (see LDV profile, page 20).

Helping your fl eet get the job done

www.ringautomotive.co.uk

POWER 
ON

Stand Number: 5H134

Equipping a van to be a mobile work area 

requires the correct tools and equipment

Warning Lights Work Lights

In-Vehicle Power Supply DC Charger

Inspection Lamps

For our full coverage of this year's CV show visit: commercialfleet.org/cv-show-2016
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Toyota 
The Japanese manufacturer is 
returning to the show for the first 
time since 2008 to show off two new 
vehicles – the Proace and Hilux 4x4 
(right).

The Proace shares its underpin-
nings with the new Citroën Dispatch 
and Peugeot Expert, although 
Toyota's version boasts a different 
front end and some revisions to its 
standard specification. 

Snap Account 
Many HGV firms are discovering the benefits of a Snap account, which allows drivers 
to park up, get their vehicles washed and facilitate repairs, in addition to managing 
payments for the Dartford Crossing.

Snap Account will show off its new device, Daily Checks, at the CV Show. This 
allows the driver to download an app on his or her mobile phone and ticks off items 
such as brakes and lights each morning before setting off.

The driver then submits the checklist and the fleet manager can view the results 
on a PC in their office.

The app costs 50p per week per vehicle and is DVSA-compliant. Records are kept 
for 15 months. 

Peugeot 
Visitors to the show will get their first glimpse of Peugeot's 
new medium panel van, the Expert, which replaces the old 
model that first went on sale in 1997. The Expert – along 
with its twin brothers, the Citroën Dispatch and Toyota 
Proace – makes its UK debut and although details were 
not available at the time of going to press, Peugeot said  
it would have full pricing and spec lists available at the 
show itself.

Renault 
Renault’s stand will showcase 11 vehicles along the 
themes of design, technology and conversions. The 
stand will also provide an insight into the recently 
introduced Pro+ specialist dealer network, which is 
set to double in size in the UK by 2017.

On display will be everything from a Master LHL35 
RWD, with 17 cubic metres of loadspace, to the 
Kangoo ZE electric van and Twizy Cargo. Official 
conversions will include the Master-based Welbus 
and the debut of the 3.5-tonne Master Passenger, 
which can be driven on a normal driving licence. 

Renault’s Euro 6 advancements will be  
demonstrated by several engine displays and repre-
sentatives from RCI Financial Services, Renault 
Aftersales and Renault iCare will be available  
to speak to stand visitors about any finance or  
ownership queries. 

Mix Telematics
The global provider of fleet and mobile asset 
management solutions will be displaying its new 
Mix Journey Management system, an electronic 
journey risk management solution that integrates 
with Mix's Fleet Manager platform. 

The new system is designed for fleet operators 
seeking an automated way to keep drivers, passen-
gers and cargo safe and secure, while reducing 
business risk related to journeys.

Suitable for use in a range of transport  
applications, Mix Journey Management allows 
operators to manage journeys from start to finish 
online, instead of using time-consuming and error-
prone manual alternatives. 

VisionTrack
VisionTrack will display its new 3G telematics camera, which doubles as both a safety 
device and a fleet management tool.

It is capable of transmitting footage of the road ahead of the vehicle straight back 
to the fleet manager's desk. The device also detects any harsh acceleration and 
braking, thus giving fleet managers control over driver behaviour. 

Volkswagen
The German manufacturer returns to the show after a four-year absence with a display of 
vehicles including the new Caddy and T6 Transporter. On the stand, Caddy will have a 
wheelchair conversion while there will also be a highly specced Caravelle, Amarok and 
Crafter with a tipper conversion.

Visitors will also be able to chat to Volkswagen executives about the manufacturer's 
'Working With You' promise. This is a commitment to work in partnership with fleet 
customers, whether they run one van or 1,000, to provide a bespoke fleet package that 
meets every possible need.

For our full coverage of this year's CV show, visit: commercialfleet.org/cv-show-2016

The new Peugeot Expert will be a van version of the Traveller. 
It will also be badged as the Citroën Dispatch and Toyota 
Proace and will make its debut at the CV Show

CV Show preview



April 26 - 28th

NEC BIRMINGHAM

The UK’s  

BIGGEST
        Commercial Vehicle Show

@TheCVShow 

www.cvshow.com 

The number one road transport and logistics event in Britain, catering for 

every operator’s business needs, the CV Show is the leading meeting place 

for suppliers and operators alike – a true one stop shop for the industry.

Located at the NEC, at the heart of the motorway network, the Show is open 

from 08:30 to 17:30 April 26 – 28.
Get your FREE ticket

Register today  

www.cvshow.com 

Exhibitor enquiries call

+44 (0) 20 7630 2102
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PROTECT YOUR DRIVERS WITH THE TRUTH

THAT’S WHY WE’RE HERE.

Visit Lytx on  

stand 4H70  

at the CV Show

It only takes one close call for drivers and fleet managers to realise the power of video. 

Lytx® is here to help protect your drivers from fraudulent claims, protect your reputation, and deliver rapid 

ROI with solutions to help improve driver safety. Learn how to improve driver safety, speed up FNOL (First 

Notification of Loss), reduce collisions and save money with the help of the Lytx DriveCam Programme. 

Find out why more than 1400 of the most advanced fleets in the industry use the Lytx DriveCam Programme 

to protect more than 500,000 drivers around the world by visiting the team on stand 4H70 at the CV Show. © 2015 Lytx, Inc. All rights reserved. 

01908 440 140 

lytx.co.uk

Our vehicle conversions are purpose-built to suit your 

individual needs and with a flexible build ethos we can 

manage even the most complex of requirements under 

one roof. 

We will handle your conversion from beginning to end. 

And our support doesn’t stop when the vans leave our 

workshop. With our fleet of service vehicles on the road, 

you are never far from help to get you back up and 

running.   

sales@cartwrightconversions.co.uk  
0161 928 0966

www.cartwrightconversions.co.uk

// Re-imagine your van 

 space as a functional, 

 safe place for your 

 workforce to do business.

See our full racking range and re-styled 

welfare conversion in hall 5 at the CV Show 2016. A division of the Cartwright Group
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NEW VARIANTS AND MODELS COMING SOON...

New launches

Toyota Hilux
Toyota has revealed first details of the new 
Hilux, which is due to go on sale in the UK 
later this year.

Available in single, extra and double-cab 
bodystyles, the new model includes an 
enhanced towing capacity of 3.5 tonnes. 
It is 75mm longer, 20mm wider and 45mm 
lower than its predecessor. A new 2.4-litre 
D-4D engine, featuring stop-start, 
generates 148hp.

Two-wheel drive Hilux versions are 
equipped with six-speed manual 

transmission, while all-wheel drive models offer a choice of six-speed manual or automatic gearboxes. 
The new 2.4-litre D-4D returns an average fuel consumption and CO2 emissions of 39.8mpg and 187g/
km, respectively, a 9% improvement on the outgoing model.

Meanwhile, the cargo deck has been made larger, stronger and more practical. Maximum width has 
increased from 1,544 mm to 1,645 mm. The tailgate now has stronger, link-type hinges and heavy-
duty steel plate brackets have been adopted for the struts supporting it in the open position.

Nissan NV300
Nissan has 
announced 
the long-
awaited 

replacement for its Primastar medium panel 
van. Details are sketchy at present, but it is 
understood that the new van will be a reworked 
Renault Trafic and will feature Renault engines. 
The Trafic is rebadged as the Vauxhall Vivaro 
and later this year will make an appearance as 
the replacement for the Fiat Scudo.

We do know, however, that the NV300 will 
have a five-year/100,000-mile warranty, along 
with all other Nissan commercial vehicles.

Philippe Guérin-Boutaud, corporate vice- 
president of Nissan LCV, said: “The NV300 will 
be an important contributor to our ambitious 
plans to grow LCV business in Europe.”

Volkswagen 
Transporter
Volkswagen has launched a new chassis-cab 
version of the latest T6 Transporter. Prices  
start from £21,265, excluding VAT, for the LWB  
single-cab Startline 2.0-litre TDI 140hp Euro 5  
six-speed manual.

Available in either single- or double-cab 
options, it can carry up to six passengers and 
offers a payload capacity of up to 1,339kg in 
single-cab. The factory specification dropside 
bodies offer loadspace of either 5.2 cubic 
metres in single-cab format or 4.2 cu m in  
the double-cab.

The new models benefit from Volkswagen’s 
BlueMotion technology as standard, which 
include low rolling resistance tyres, 
regenerative braking and stop-start. The range 
is offered with either six-speed manual or 
seven-speed DSG transmission.

Mercedes-Benz Vito
Mercedes-Benz has launched a new, UK-focused vehicle, the Vito Urban 
Edition, which has been created especially for van users who operate in 
cities. The seven-speed 7G-Tronic Plus automatic transmission is standard 
on this new model – the only mid-size van available with a full torque 
converter auto gearbox. 

Additionally, the new model comes with Becker Map Pilot system, 
featuring lane recommendation in the instrument cluster, speed limit 
display and the ability to calculate the most efficient route offering the 
greatest potential fuel savings.  

Vito Urban Edition is available exclusively as a 114 BlueTec van model, in 
compact, long and extra-long body lengths. The BlueTec diesel engine 
complies with Euro 6 emissions standards and offers among the lowest 
CO2 emissions figures in the Vito range, at 161g/km. It returns up to 
46.3mpg on the combined cycle. Prices start at £22,720 ex-VAT. 
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By Trevor Gehlcken

espite being launched in 1995 and performing 
consistently well ever since, we have always felt 
that, somehow, the Renault Kangoo never really 
received the credit it deserved.

Citroën launched the rival Berlingo – also 
rebadged as the Peugeot Partner – at the same 
time and this formidable duo always seemed to 

snatch the honours when they were up for grabs.
The Kangoo has had several relaunches since those early 

days and received a much-needed filip in 2012 when 
Mercedes-Benz rebadged it as the Citan, adding several 
upgrades. Basking in the reflected light of this new deal, and 
offering several additions for 2016, the Kangoo now looks an 
even better bet for UK commercial fleets.

For 2016, Renault is offering Business and Business+ 
models, aimed at fleets, and our test van is the higher spec 
one, offering such goodies as a centre console with armrest, 
overhead parcel shelf, rubber load floor, air-con, wheel 
stylers and rear parking sensors, along with the usual 
standard items.

The van’s basic price of £14,700 looks good against the rival 
Berlingo 1.6HDi Enterprise (£15,677), but a glance at the spec 
sheet showed that our test model had no less than £3,400 
worth of extras on it, some of which are standard on the 
Berlingo. The TomTom sat-nav unit, for example, was part 
of a £675 multi-media pack, whereas Citroën offers a natty 
Teletrac sat-nav and stolen vehicle tracking unit as standard. 
Among other extras we noted were climate control at an 
eye-popping £900 and metallic paint at £400. 

Under the bonnet is Renault’s tried and trusted 1.5-litre dCi 
diesel powerplant, offering 90hp, a very creditable 67.3mpg 

D

 NEED TO KNOW 
n Steel bulkhead and hill-start assist as standard

n Some expensive extras standard on competitors

n Business and Business+ aimed at fleets

No standard sat-nav, but a range of upgrades and new fleet-friendly models redress balance with rivals
RENAULT KANGOO 

MODEL: ENERGY DCI 90 BUSINESS+

VERDICT
The additions for 2016 will help reddress the balance 

between the Kangoo and rivals Berlingo and Partner,  

but we would have liked to see that sat-nav unit as  

a standard fitting.

on the combined cycle and CO2 emissions of just 110g/km, 
although the engine is Euro 5 so will be outdated when Euro 
6 emissions standards become the legal norm in September. 
Fleets should expect a price hike when this happens which, 
together with the addition of an AdBlue tank, will most likely 
make the older performer cheaper to run in the longer term.

We certainly have no complaints about the safety creden-
tials of the Kangoo. While electronic stability control and ABS 
are now a legal requirement, this van also gets as standard 
a full steel bulkhead, height adjustable seatbelts, hill-start 
assist and Renault’s advanced traction control system Grip 
Xtend. There is also added security for the Kangoo, which 
now boasts remote central locking, an electronic immobi-
liser and Renault’s anti intruder device. 

In the back, our test van had two side sliding doors, one of 
which turned out to be an extra at £230, and ply-lining at £80, 
which is a must if the cargo area is going to be subjected to 
any serious wear-and-tear. There were no complaints, 
either, about the van’s general demeanour on the road. 
Gearchanges are slick and sure, ride is comfortable and the 
seats are supportive, with plenty of side and lumbar packing. 
There is also plenty of power for fleet purposes, although we 
were surprised there were only five gear cogs to play with.

The addition of an eco button is a great boon. It slightly cuts 
down on torque but adds around 7% to fuel economy. Being 
keen environmentalists here at Commercial Fleet, we 
pressed the button in and left it there all week, without any 
complaints at all about shortage of power. 

Meanwhile, the standard stop-start system also boosts 
that high fuel economy figure, helping to make this van an 
incredibly frugal vehicle to run.

Renault Kangoo: performing  
consistently well since 1995

Payload 

800kg

Fuel economy 

67.3mpg

C02 emissions 

110g/km

Basic price

£14,700

First drive

SPEC
Gross vehicle weight (kg): 1,950

Power (bhp/rpm): 90/4,000

Torque (lb-ft/rpm): 147/1,750

Load volume (cu m): 4.0

Payload (kg): 800

Comb fuel economy (mpg): 67.3

CO2 emissions (g/km): 110

Basic price (ex-VAT): £14,700

KEY RIVAL
 Citro‘n Berlingo L1 1.6 HDi90 
Enterprise

Gross vehicle weight (kg): 2,195

Power (hp/rpm): 90/4,000

Torque (lb-ft/rpm): 159/1,500

Load volume (cu m): 3.3

Payload (kg): 896

Comb fuel economy (mpg): 56.5

CO2 emissions (g/km): 132

Basic price (ex-VAT): £15,677
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MODEL: 7.5-TONNE ML75E165

By Tim Campbell

t’s six months since Commercial Fleet was invited to the 
world premiere of the Iveco Eurocargo, in Italy. Since 
then, the Eurocargo has secured the international 
truck of the year award for 2016.

In mainland Europe, the Eurocargo range stretches 
up the weight scale and will be operated in a slightly 
more diverse format, with many users preferring 

drawbars which maxes out at 35-tonne gross train weight.  
In contrast, UK operators primarily view the Eurocargo 

range as a standard rigid platform competing in the 7.5- to 
18-tonne gross vehicle weight category, although there is a 
22-tonne three-axle model available, in which a single wheel 
lifting axle with servo-assisted hydraulic steering is added 
to the chassis.

Having said that, and even with the decline in the traditional 
7.5-tonne gvw segment, the most common sight on UK 
roads will be in the 7.5- to 12-tonne range. 

Commercial Fleet was one of the first magazines to drive 
the new Eurocargo on UK roads. 

For our road test, we decided to look at what will probably 
become one of the core models in the range at the 7.5 tonne 
gvw weight point: the ML75E16S – although the higher 
horsepower variants will take their fair share.

The 4.5-litre 160hp four-cylinder Tector 5 engine delivers 
power between 1,700 to 2,200rpm with torque of 680Nm 
between 1,100 to 1,700 rpm. That makes it a very torquey 
engine, especially when the 180hp version of the same 
engine manages a maximum of 700Nm, just 20Nm more 
and over just as wide a rev range. 

One other interesting fact: the engine revs 300rpm lower, 
to deliver more maximum power, compared to the previous 
engine, helping improve fuel consumption figures – but 
more on that later.

The key unique selling point of these new Euro 6 engines 
is the innovative way Iveco has managed to produce a low 

I

 NEED TO KNOW 
n Low emission, Euro 6 ready power source

n Ventilated disc brakes, with ABS and EBA

n 4.5-litre, four-cylinder Tector 5 engine

International truck of the year proves to be quiet, compliant and efficient, with an innovative Euro 6 engine

IVECO EUROCARGO

emission, compliant power source using only one major 
pollution reduction system, in its case selective catalyst 
reduction (Hi-SCR). 

All its major competitors have had to resort to adding a 
secondary pollution reducing system, such as exhaust gas 
recirculation, to pass Euro 6 emission standards. 

The main benefits to an operator are potentially consider-
able: using one after-treatment system is lighter (better 
payload, better fuel consumption) and eliminates the need 
for ‘active regeneration’ (sometimes called ‘forced’) of the 
diesel particulate filter (DPF). 

As the regeneration in the Hi-SCR system is passive, it 
continuously and automatically manages the process 
without driver intervention or action.

It also uses fewer components resulting in potentially 
lower maintenance costs.

The hydraulic, air assistance, 362mm diameter clutch is 
matched to the ZF 6AS700TO auto six-speed gearbox. It 
drives the Iveco-built single reduction hypoid rear axle which 
has a diff lock as an option on the standard on-road models.

The pressed steel ladder frame has parabolic leaf springs 
on both front and rear axles, supported by shock absorbers 
and anti–roll bars on both axles, with 205/75R 17.5-inch tyres 
as standard. The front axle has a plated weight of 3,200kgs, 
the rear 5,200kgs and air suspension on front and rear is 
available as an option. 

As with most truck manufacturers covering this weight 
range, there are two versions of the same truck. One nomi-
nally covers the lighter end – usually up to 12-tonnes – and  
the other a slightly beefier variant, taking it up to the 
maximum weight limits of the range.

Eurocargo is no different, with 11-tonnes gvw being the 
crossover point. This is also a crossover point for the brakes. 

The lighter models, up to 11 tonnes, have air over hydraulic, 
as on the 7.5 tonne test trucks, and those above have full air 
brakes. The 330mm ventilated disc brakes are standard on 
both axles and there’s the normal and mandatory elec-
tronically controlled braking systems such as ABS and EBA, 
as well as the engine brake activated via a stalk by the 
steering wheel. 

Our test vehicle was fitted with a 6.2m GRP box van body, 
built by west midlands-based bodybuilder JC Payne. The 
17mm side panels were matched to an 18mm phenolic floor 
and one-piece full-length fibreglass skin. There was a 
1,000kg aluminium platform tail-lift, which led to a wide lathe 
rear shutter and the box weighed 1,300kgs.

The 2.2m-wide MLC day cab has a three-way adjustable 
driver’s seat, with integral head restraint and seat-belt, and 
the dual passenger is fixed with a single seat option. Storage 
is available via overhead shelves, rear trays affixed to the 

Driven

Payload 

4,325kg

Warranty 

2 years

Price as tested

N/a

6.2m
Box van body

6.2m GRP box van body, 
built by JC Payne

Using just one pollution reduction 
system saves weight

1,000kg
Platform tail lift
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back cab panel. There’s also a handy one-metre-long 
hanger complete with four coathooks, door pockets and 
glovebox. A fully adjustable steering wheel, fitted with a 
driver airbag, sits in front of the centre instrument panel, 
showing the rev counter to the right and speedo on the left, 
with fuel and water temperature gauges in the middle. 

An LCD panel, just above the gauges, shows the gearbox 
mode, which can be switched between fully automatic or 
semi automatic and current gear selected. The heating and 
ventilation controls are in the centre of the dashboard. Just 
under those is the three-buttoned control switch of the 
gearbox. Above the driver’s head is the radio CD player and 
the automatic electronic two-man digital tachograph.

The one-step climb into the Eurocargo cab is easily 
achieved, and the driver’s seat is one of the best in the busi-
ness with a nicely sculpted back offering good support. 

Starting is a simple case of pressing the ‘D’ button on the 
centre dash and releasing the short stubby handbrake. First 
impressions make you aware the whole driveline is quiet and 
gear transitions are smooth. 

Visibility, both front and rear, is great and is helped these 
days by a mandatory abundance of mirrors. Taking the truck 
on a mixture of dual carriageways and town work around 
an industrial estate, with plenty of roundabouts, the suspen-
sion system coped admirably. There was little roll from the 
6.2m bodied chassis – although I suspect a fully loaded truck 
may tend to wallow slightly. In auto mode, the engine 
switched up around 1,700rpm and dropped around 400rpm 
per gear, keeping the truck in the fuel green zone. 

SPEC
Price as tested: N/a

Gross vehicle weight (kg): 7,500

Engine capacity (cc): 4,500

Output (hp): 160

Torque (lb-ft): 501

Payload (kg): 4,325 

 Warranty First year unlimited 
mileage; second year up to 200,00km

VERDICT
Iveco’s marketing strapline for this truck is:  
“The truck the city likes”, and it is obvious the 
international truck of the year judges also liked  
it. Having driven the vehicle, I can see why. The 
Eurocargo is quiet, has great visibility – Iveco says it  
is at least 8% more efficient than its predecessor  
– and it’s a doddle to drive. A worthy winner.

KEY RIVAL
DAF LF

Gross vehicle weight (kg): 7,500

Engine capacity (cc): 4,500

Output (hp): 152

Torque (lb-ft): 428

Payload (kg): 4,156

LCD panel shows  
gearbox mode

Visibility, both front and 
rear, is impressive



L200’s 5.2m length means it  
struggles with some steep slopes
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By Luke Neal

he L200 is a true all-rounder. ItÕs a practical 
everyday five-seater, a comfortable motorway 
cruiser, capable of averaging 40mpg, and has 
huge towing and load-lugging ability (3,100kg 
and 1,045kg, respectively). But what about off-
road? Fleets considering the Mitsubishi will do 
so because the nature of their work will require 

a vehicle that can prove its worth in the mud. 
When I arrived at a pay-and-play off-road event, I was 

prepared for ridicule from the other four-wheel drive enthu-
siasts with their raised suspension, snorkels and huge off-
road tyres. 

Short wheelbase Land Rover Defenders and Discoverys 
seem to be the vehicle of choice for this kind of terrain and, 
as I pulled up in my shiny new 5.2m long truck with standard 

 NEED TO KNOW 
n Impressive towing capacity of 3,100kg

n Hill control technology means easy stop-starts

n Engine braking aids steep hill descents

A true all-rounder that copes with most off-road situationsA true all-rounder that copes with most off-road situations
MITSUBISHI L200

MODEL: 2.4 WARRIOR DOUBLE CAB

“Wherever I 
pointed it, the 
truck coped, 
seemingly 

with little or 
no effort”

tyres, I was worried it wouldnÕt cut the mustard. I wasnÕt 
expecting an impressive performance, mainly because my 
tyres looked as though they would clog at the first sight of 
mud and provide little or no traction Ð meaning I would prob-
ably require many rescues from said enthusiasts.

On the Ôbaby slopesÕ, out of view of the other drivers, the 
L200 seemed surefooted. And, once IÕd gained confidence, I 
tried some more challenging areas of track and was truly 
amazed at the terrain the Mitsubishi can conquer. 

Slopes, rocks, mud, water Ð wherever I pointed it, the truck 
coped, seemingly with little or no effort. 

By the afternoon, I was covering track I would have never 
thought passable in the L200 Ð it all just seemed too easy. 
Uphill, the hill control system makes for easy stop-starts, 
without needing the handbrake or clutch control, and down-
hill the truck copes with ease, controlling descent with its 
own engine braking.

One spectator even told me that he had been considering 
an L200, and seeing how well it coped off-road had convinced 
him it was the right truck for him. 

The only problem I encountered was the fact that the 
L200Õs rear overhang and tow bar make the truck too long 
for some steep slopes.

Long-term test

Payload 

1,045kg

Fuel economy 

42.8mpg

C02 emissions 

173g/km

Price as tested

£20,924

Gross vehicle weight (kg): 2,905

Power (bhp/rpm): 178/3,500

Torque (lb-ft/rpm): 317/2,500

Towing capacity (kg): 3,100 braked

Payload (kg): 1,045

Comb fuel economy (mpg): 42.8

Actual fuel economy (mpg): 38

CO2 emissions (g/km): 173

Price (ex-VAT): £20,924

SPEC

T

Water crossings 
are not a problem

Surefooted 
in the mud
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Our website has all the information you’ll need 
to help you run a fl eet of commercial vehicles

Latest industry news
The latest van and truck news 
from across the industry is posted 
on commercialfl eet.org each 
weekday – and for a weekly 
round-up, subscribe to our 
newsletter, direct to your inbox 
every Thursay.
 
Case studies and insight
Discover how van and truck fl eets 
have tackled cost, safety and envi-
ronmental issues with our archive of 
profi les and insight. Our profi les and 
case studies cover a wide range of 
industry sectors and fl eet types, so 
you can learn and benchmark your 
own fl eet against the ideas and 
programmes of your peers. Take a 
look at: 
commercialfl eet.org/casestudies

Van running cost calculators
Our interactive calculators let you 
compare vans on price, CO2 and 
running cost (fuel, service/mainte-
nance/repair and residual values) 
with regularly updated price and 
vehicle data from industry experts 
KeeResources. Try them at: 
commercialfl eet.org/tools

Diesel cost calculator
Work out the difference an increase 
in economy could make to your 
fl eet’s fuel cost – either by individual 
vehicle or for your entire fl eet. Just 
a 1mpg increase can bring huge 
fi nancial gains.
See the true extent at: 
commercialfl eet.org/dieselcost
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TRANSPORT STATIONARY

SEAT COVERS

Like to advertise here?  Please call Ryan on 01733 366309  
or email: ryan.pummell@bauermedia.co.uk

LOCKS

MARKET INSIGHT

Protecting your  
asset and your 
residuals
Our custom-ft waterproof seat covers for 
commercial vehicles will help to reduce 
not only valeting costs but will also avoid 
seat replacement costs at end of lease or 
disposal meaning your assets and residuals 
are protected. Made in the UK, our vehicle-
specifc covers also means smart vans and 
happier drivers through improved ft and 
functionality. Trade prices available for readers 
of Commercial Fleet.

01691 778886
www.turtlecovers.co.uk
info@turtlecovers.co.uk

Tel: 01474 560077

www.locks4vans.co.uk  
Email: sales@locks4vans.co.uk

Unit C4 Imperial Business Estate West Mill, Gravesend, Kent DA11 0DL

• Thatcham Accredited

• National installation

• Vehicle Specifc Locks

• 60,000 lock in Service

• ISO  001 Quality Assured

Slamlocks

Deadlocks

Electronic Bolt

Defender Plates

Ultimate Lock

Shutterlock

Transport Stationery Services
Drivers daily check pads and preventative maintenance inspection sheets suitable for all types 
of goods vehicles, analogue and digital tachos and other products to keep you within the law

t: 02380 488566 f: 02380 276736

www.transportstationeryservices.com

Vehicle Inspection Pad

L.G.V.

Tel: 02380 488566 / Fax: 02380 276736

www.TransportStationeryServices.com

Daily Check Pad
L.G
.V.

Tel: 02380 488566 / Fax: 02380 276736

2 part and 3 part available
www.TransportStationeryServices.com

Do you receive 
our free weekly 
email newsletter?   

Direct to your inbox every week, subscribing to the 

Commercial Fleet newsletter ensures you’ll always 

be up-to-date with the fleet industry.

 

With industry news, the latest van and truck reviews, 

and the pick of our fleet management features, 

make sure you don’t miss out and register today.

To sign up to the free Commercial Fleet newsletters, visit: 

commercialfleet.org/newsletter-signup
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By Trevor Gehlcken

t hardly seems a few weeks since the perky little blue 
Courier arrived at our offices, but six months has flown 
by and, by the time this edition is published, the van 
will be back at Ford HQ with a clean bill of health to its 
credit.

The Ford Transit Courier has the honour of being the 
most frugal van we’ve ever had on long-term test, 

returning more than 60mpg. So, with fuel prices continuing 
to fall and around 8,000 extra miles added to the van’s odom-
eter during its time with us, my bank balance is in a very 
satisfactory state compared to six months earlier.

Regular readers might know that I recently bought a 
holiday home in Devon and the long trips – around six hours 
– between my new house and my home in Essex have 
proved that, although the Courier is basically designed for 
urban usage, it also proves a very capable performer on  
long journeys. My partner and I usually have to make a 
comfort stop at Leigh Delamere, half-way along the route, 
and not once have either of us complained of back aches.

 NEED TO KNOW 
n At least 60mpg achieved in long-term test

n Enough power for both city and on the motorway 

n Fully lined 2.3 cubic metre load area

Smallest van in transit range but big on fuel economy despite lack of sixth gearSmallest van in transit range but big on fuel economy despite lack of sixth gear
FORD TRANSIT COURIER

MODEL: TREND 1.5 TDCI

“The Courier’s 
full bulkhead 

means that the 
van is extremely 

quiet while 
under way, even 

at motorway 
speeds”

However, the courier gave us a couple of minor niggles at 
the start. For instance, we were surprised that the van didn’t 
have a stop-start system. In addition, the 12-volt power take-
off is right next to the gear lever, so that when I plug in my 
TomTom sat-nav unit the wires get tangled up with my left 
hand when changing gear.

But it has to be said that these gripes pale into insignifi-
cance when we look at the van’s plus points. 

The Courier’s full bulkhead means that the van is extremely 
quiet while under way, even at motorway speeds; and the 
seats are comfortable yet eminently supportive, with plenty 
of legroom even for six-footers like me. 

Meanwhile, the 75hp on offer has proved plenty for my 
purposes, whether round town or out on the motorway. Not 
once has this vehicle felt underpowered. Despite this, I 
sometimes could have done with a sixth cog – the van only 
has five gears. 

The Courier is the smallest of the four variants of Transit 
on offer, with just 2.3 cubic metres of loadspace in the back. 
But you’d be surprised how much you can cram in such  
a space if you really try. We’ve moved quite a few heavy  
items in the past six months and have left quite a few  
scuffs and scrapes in the load area. Our van is fully lined in 
the back, with plastic and wood, so when this is removed it 
will be sparkling and pristine again, ready to be sold on  
in mint condition.

The only problem we have had with the Courier in its test 
period is a flat tyre which, of course, we can hardly mark the 
vehicle down for.

This problem apart, we haven’t had to put any air in the 
tyres and not a drop of oil in the sump, despite travelling all 
those miles, so maintenance costs have added up to the cost 
of the new tyre alone. 

Not bad going in my book.
Next month, we will be welcoming a new long-termer  

in the shape of the iconic Volkswagen Transporter – and, 
having tested this van before in various guises, I am looking 
forward with relish to putting the brand new T6 through  
its paces.

Long-term test

Payload 

663kg

Fuel economy 

68.9mpg

CO2 emissions 

108g/km 

Price as tested

£12,921

Gross vehicle weight (kg): 1,795

Power (bhp/rpm): 75/3,750

Torque (lb-ft/rpm): 140/1,750

Load volume (cu m): 2.3

Payload (kg): 663

Comb fuel economy (mpg): 68.9

Actual fuel economy (mpg): 61.5

CO2 emissions (g/km): 108

Basic price (ex-VAT): £12,921

Mileage to-date: 7,566

SPEC

I

The Courier is the most frugal van 
we have had on the long-term test

FINAL
TEST



April 26-28

Commercial Vehicle Show

NEC, Birmingham

May 18

Microlise Transport Conference

Ricoh Arena, Coventry

May 26

Brake Fleet Safety Conference

St John’s Hotel, Solihull

September 20-21

Commercial Fleet Van and Truck

Millbrook Proving Ground,  

Bedfordshire
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