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Do you 
operate the 
same policy 
across both 
trucks and 
vans? One 

where van drivers are 
trained to as high a 
standard as truck drivers, 
and are required to carry 
out the same recorded 
daily checks. Where the 
length of time they spend 
behind the wheel is tightly 
monitored to ensure they 
are not driving tired. And 
one where business 
pressures and the need 
to meet targets do not 
put safety at risk.

All too often commercial 
realities get in the way.

The FTA recognised that 
van operators could learn 
from truck fleets, and 
launched Van Excellence. 
Now it has realised that 
truck fleets could also 
benefit from a 
programme that 
evaluates practice, with 
Truck Excellence. 

Coincidentally, hot on 
the heels of the FTA’s 
announcement at the CV 
Show (page 43), the Fleet 
Operator Recognition 
Scheme, which Truck 
Excellence clearly has in 
its sights, has decided to 
begin targeting van fleets.

Two standards, both 
claiming to help 
operators by measuring 
and monitoring their 
processes. Ultimately, 
fleets will decide if equal 
standards both have a 
place. But no fleet wants 
the expense of having to 
sign up to both.
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By Gareth Roberts

fleet of self-driving robots is poised to disrupt 
the last-mile delivery market by replacing the 
vehicles and drivers the industry currently 
employs.

Industry estimates suggest that more than 
40,000 delivery drivers are employed in the UK 
thanks, in part, to the boom in online sales. 

Consumers spent £52.2 billion online in the UK last year 
– 16.2% more than the £44.97bn they spent in 2014 – and 
expenditure is expected to reach £62.7bn in 2020.

Meanwhile, the domestic parcels market is now worth 
some £8.9bn pounds a year, with the total number of physical 
deliveries generated by online orders predicted to grow by 
40%, from 890 million in 2013 to 1.25bn in 2018.

It is a challenging and fast-growing market, with home 
deliveries reaching a peak in the run-up to Christmas. This 
seasonality forces courier companies to flex their fleets in 
order to meet the increased demand.

Yodel, which has a permanent fleet of almost 2,500 vehi-
cles, recruited more than 800 directly employed drivers and 
signed up around 3,000 owner-drivers, with their own vans, 
to meet demand last Christmas. 

The growth in online shopping – driven by the proliferation 
of smartphones and tablets – has also helped fuel van regis-
trations. Figures from the Society of Motor Manufacturers 
and Traders (SMMT) showed they were up 1.2% in the first 
quarter of 2016, after more than 370,000 units were regis-
tered last year.    

However, the movement of goods between transport hub 
and delivery address, the so-called last mile, is expensive 
and can account for up to 28% of total delivery costs. 

It is a tough market defined by tight margins, with retailers 
and logistics providers under pressure to provide an efficient 
delivery in terms of speed, price, service and quality.

City Link, one of the UK’s biggest couriers, paid the ulti-
mate price and went into administration in 2014, 
with the loss of more than 2,700 jobs.

 News insight: Delivery robots

A
“The problem with last-mile [delivery] is we are delivering 

stuff to our homes the same way they did 100 years ago,” 
said Allan Martinson, chief operating officer of tech start-up 
Starship Technologies. “We put it on expensive vehicles and 
we use the most expensive asset in the world – a human 
– to drive.

“The philosophy at Starship is to put wheels on packages, 
goods and groceries, and let them drive themselves to you.” 

Set-up by Skype co-founders Janus Friis and Ahti Heinla 
in 2014, Starship Technologies’ aim is to fundamentally 
reshape how goods are shipped and delivered, in much the 
same way that Skype transformed the telecoms market.

“Our robots are a totally new class of device that will 
provide a combination of low cost and convenience, with less 
congested streets and zero emissions,” said Heinla, chief 
executive officer of Starship Technologies.

The company’s self-driving delivery robot has been billed 
by Business Insider as one of the five most anticipated tech-
nology products of 2016.

Resembling a coolbox on wheels, the autonomous, elec-
tric six-wheeler trundles along the pavement at just under 
4mph – a brisk walking pace. It navigates by using a combi-
nation of visual information in pre-mapped areas, GPS and 
an inertial measurement unit (IMU), which enable its position 
to be measured within an accuracy of 2cm. 

An ultrasonic obstacle detector gives it a detection range 
of 10m while in motion, and 200m when still, and it can climb 
a 15cm kerb. It is also lightweight; unladen it weighs 15kg 
and it has a cargo capacity of 10kg.

The robot fleet is monitored by human remote controllers 
who can take over control at any time, and can communicate 
with anybody it encounters via a built-in microphone and 

speaker.
Martinson envisages a delivery service where 

goods and packages are delivered by van to a 
local business or a Starship hub, which is home 
to a fleet of robots able to deliver within a two-mile 
radius. The customer then calls up a delivery time 

Get ready for the robots: Skype 
founders target last-mile market
Starship Technologies aims to reduce fleet delivery costs by up to 93%

Software 99% autonomous, with navigation 
based on visual information in pre-mapped 
areas, GPS and an inertial measurement 
unit (IMU) giving its position within 2cm 
accuracy.     

Body Enclosed in a durable plastic  
shell, with a cargo lid that employs an 
electromechanical lock. LED lights on the 
front and rear. Unladen weight of 15kg and 
a cargo capacity of 10kg.

Drivetrain Six brushless electric motors 
power six wheels which turn according  
to a skid-steer system similar to that used 
by a tank. Can climb a 15cm kerb and 
travel at around 4mph, with a stopping 
distance of 30cm.  

Sensors Nine cameras, an ultrasonic 
obstacle detector that has a detection 
range of 10m while in motion and 200m 
when still, and time-of-flight cameras 
which capture the entire scene with a  
pulse of light.

Communications Speakers and microphone.

Under the delivery-
bot’s bonnet

£8.9bn 
Value of UK domestic parcels 

market in 2015

4mph 
Speed of delivery robot

£52.2bn 
UK online spending last year

3,500 
Mileage clocked up in trials by 

the delivery robot so far
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that is convenient to them via an app which, like Uber, shows 
them where their delivery is in transit relative to their 
address. The app allows access to the locked compartment 
where goods are stored once it reaches its end destination. 

It is envisaged as a platform-as-a-service approach. Busi-
nesses can either pay for the service on a per-delivery basis 
or buy robots and pay for associated services, such as main-
tenance and operators (all robots are monitored by Starship 
operators at least 1% of the time; they are 99% automated). 
Its ultimate aim is for each delivery to be less than £1. Robot 
manufacturing costs are in the single-digit thousands, but 
Starship says this will fall with full-scale production. 

“It’s safe and secure,” Martinson told delegates at the 
Connected Fleets Europe conference in Amsterdam. “It is 
fitted with nine cameras and an alarm, and it can detect 
when it has been lifted. We can guarantee that [if you try to 
steal the robot] you will be seen, you will be filmed and you 
will be on YouTube by the evening.”

How people interact with the robot is a serious point. They 
are being tested in the US, Estonia, and London, and have 
already clocked-up 3,500 miles and interacted with 110,000 
people. “That’s important, because most of our testing today 
is about social acceptance,” said Martinson. 

The sector is no stranger to such innovation. Amazon has 
tried to mitigate against costly last-mile deliveries by taking 
‘click and collect’ to a new level, with Amazon Locker and 
Pass My Parcel services.

It has also embraced the idea of drone deliveries. Its Prime 
Air concept aims to deliver packages weighing up to 2kg in 
30 minutes or less, using small drones. 

However, faced with a tough regulatory environment, both 
here and in the US, and various technical hurdles still to 
overcome, Amazon admits that “putting Prime Air into 
service will take some time”. In the meantime, it has been 
working with DHL Parcel and Audi to tackle the last mile. 

They have developed a system which enables delivery 
direct to the boot of a customer’s car called ‘Audi connect 
easy delivery’. The courier receives a digital access code for 
the boot of the customer’s vehicle, which can be used one 
time only for a specific period of time.

DHL Parcel is providing the dispatching service in a pilot 
project and development partner Amazon is the first online 
retailer to offer customers delivery directly to their car’s boot. 
Audi connect easy delivery customers will also be able to 
send letters and parcels from their own car in the future.

The Audi initiative would at least ensure goods are success-
fully delivered at the first time of asking, but Starship Tech-
nologies believes its approach can cut costs further.

Martinson says the mathematics of last mile is simple. “It’s 
the [cost of] human labour, vehicle and overheads, divided by 
the number of deliveries,” he said.

The self-driving delivery robot removes the human labour 
element involved in last-mile deliveries, while also reducing 
the costs associated with vehicles and their overheads, 
which Starship Technologies claims can cut current ship-
ment costs by up to 93%. 
n What’s your view? Leave a comment at:  
commercialfleet.org/robots

Driverless car  
conundrum:  

fleetnews.co.uk/ 
driverless-conundrum

Online

“We put parcels in expensive 
vehicles and use the most 
expensive asset, a human, to drive”
Allan Martinson, Starship Technologies

Controllers can  
interact with anyone the 

delivery-bot encounters, via a 
microphone and speaker
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By Tom Seymour

orthgate Vehicle Hire’s new UK managing 
director Eddie Aston is looking to deliver 
growth of up to 10% from its current on-hire 
fleet of 50,000 vehicles and to expand into new 
areas, with software and telematics services.

The LCV hire specialist appointed Aston at the 
start of April from security firm G4S, where he 

was global chief operating officer. Aston previously worked 
as a divisional chief executive for DHL.

The appointment is the first in a raft of new hires for the 
Northgate management team as it looks to ramp up growth 
plans. Karen Whittingham has joined as marketing director 
and the company is in the process of confirming a new sales 
director and operating director.

Aston told Commercial Fleet that the company is moving 
into a growth stage after spending time consolidating its 
business, following the acquisition of 14 new businesses in 
the London area in the past two years. 

The company now has 77 branches across the UK and 
Aston isn’t looking to add new branches, instead focusing on 
getting more from the current network.

He said: “We may look at opening smaller satellite sites 
opening in locations in the UK, but we need to be making the 
most of the network we already have in place. 

“The capacity is there to grow to the level we want without 
opening more branches.”

Aston wouldn’t put a timeframe on the 10% growth, 
expecting between 3% and 4% growth this year, but said it 
is the goal the company is working towards.

Northgate has just finished its One Northgate corporate 
programme which concentrated on bringing together the 
company’s many acquisitions under one banner, with 
consistent management processes and one way of working.

Aston said One Northgate has now been put to bed and 
the next step is growth. SMEs and outright purchase 
customers are the target.

Aston agreed that customer views on vehicle ownership is 
changing, with the retail industry now focused around 
monthly payments and not necessarily owning something at 
the end of the deal.

He said: “With the LCV sector, the nature of the business 
can change quite rapidly. Using rental means you can be 
quite flexible with what you need and you’re not tied into a 
purchase or long lease arrangement.

“A huge amount of time and effort has been put into taking 
a step back and looking at our cost and service proposition.”

Part of Northgate’s plans to get closer to SMEs will be to 
build a bigger sales team with a focus on the needs of 
smaller businesses comprising fleets of between one and 
five vehicles.

The company also trialled out-of-hours servicing and 
MOTs in 10 of its branches last year and it was successful 
enough for it to continue at those sites. 

It won’t be rolled out nationally, but Aston said it can be 
added to sites where there is a customer need. As the busi-
ness scales up, so can the out-of-hours servicing.

While Northgate’s flexible rental offering, with inclusive 
servicing, will remain its core offering, Aston wants to 
expand the products and services it can deliver.

Work is already underway on a new online customer portal 
that will let businesses manage their rental and line-up with 
the other services Northgate is developing. This includes a 
new white-label telematics system offering which is already 
on trial with 15,000 vehicles. While Aston said it is an off-the-
shelf approach, Northgate will be expanding the offering to 
provide more management information to customers.

Aston said final details on exactly what the telematics 
offering will be are still being worked out as the trial gathers 
research from the market and customer feedback.

He wouldn’t put a date on launch but said the fact a trial 
with 30% of its fleet is already in place gives an indication of 
how far along Northgate is in the process.

Aston said: “The telematics market is developing very 
quickly with what can be offered and we want to make sure 
we come to market with the right proposition.

“We’re currently in the middle of working out how telem-
atics will be offered with flexible rental and whether it will be 
offered as part of that package or separately.” 

New Northgate MD outlines growth plans
Strategy includes software and telematics, plus focus on SMEs and outright purchase fleets

News

N

Online

Northgate case study: 
commercialfleet.org/ 
northgate-case-study

“A huge amount of time and 
effort has been put into 
taking a step back and 
looking at our proposition”
Eddie Aston, Northgate Vehicle Hire

50,000 
Number of on-hire vehicles 

3-4% 
Growth target for this year

Eddie Aston: ‘The  
capacity is there to grow’
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By Gareth Roberts

ommercial fleet operators are being warned 
that vital safety technology on new vans is being 
undermined by overloading.

Manufacturers are offering increasing levels 
of safety on the latest light commercial vehicles 
(LCVs), with one in four vans currently on sale 
in the UK available with advanced collision 

warning systems. 
Three new models launched at last month’s Commercial 

Vehicle Show – Citroën Dispatch, Peugeot Expert and Toyota 
Proace – now feature autonomous emergency braking.

However, for all the benefits advanced safety tech brings, 
the SMMT says that an overloaded or poorly loaded van can 
still pose a risk to its driver and other road users, adding 
vital metres to braking distances and affecting handling.

SMMT chief executive Mike Hawes said: “Manufacturers 
are investing significant amounts in new safety technology, 
but this can only do part of the job. 

“We continue to urge operators and owners to comply with 
the law to keep themselves and others safe, avoid the risk 
of fines and keep the threat of further legislation at bay.”

Almost nine in 10 (88.5%) of the 2,381 vans weighed last 
year by the DVSA were found to be overloaded, a worse 
record than the previous year, in which 84% of the 3,337 
checked were illegal.

A survey of both fleet managers and van drivers, commis-
sioned by Volkswagen Commercial Vehicles, found that 
nearly half of UK businesses don’t monitor the weight of their 
company vehicles, and 53% of drivers don’t know their vehi-
cle’s maximum load carrying capacity.

If a vehicle is found to be in breach of its legal maximum 
weight, a fixed penalty fine will be issued. 

The amount of the fine will depend on how much the 
vehicle is over the legal limit. 

Safety technology undermined by overloading
DVSA figures show practice still on the rise as number of LCVs hits all-time high of four million
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Everything you need to 
know about van safety: 

commercialfleet.org/ 
fleet-management/safety

“We urge 
operators  
to comply 
with the 

law” 
Mike Hawes,  

SMMT

88.5% 
of vans weighed last year by 

the DVSA were overloaded

An excess of between 5-10% will result in a £100 fine; 
10-15% equates to a £200 penalty; and 15-30% will cost £300. 
More than 30% and a court summons will be issued. 

In most situations that will result in a fine, if found guilty, of 
up to £500. 

But if the van has been overloaded to the point where it is 
a real hazard to other road users, a dangerous driving 
charge could follow. 

While anyone operating a heavy goods vehicle (HGV) is 
subject to strict rules under the operator licensing regime, 
this does not apply to vehicles up to 3.5 tonnes – the vast 
majority of vans. 

No move has yet been made to extend operator licensing 
to vans and to ensure this, plus a potential £2.6 billion in extra 
costs for operators continues to be avoided, industry is keen 
to see this safety record improve.

Gordon Macdonald, DVSA compliance service manager, 
said: “Overloading continues to be a real issue, and drivers 
and businesses need to carefully consider their legal respon-
sibility towards vehicle weight compliance, so we fully 
support the SMMT’s latest important van safety message.”

The warning comes in the wake of statistics from the 
SMMT that show the number of vans on UK roads has hit an 
all-time high of four million. The van parc has hit 4,007,331, 
a 4.3% increase on the previous year.

Hawes said: “Commercial vehicles have never been more 
important to the British economy, transporting vital goods 
and services using the latest low emission technology.”

Demand for new vans in the UK is at record levels: regis-
trations grew 1.2% in the first quarter of 2016, following a 
bumper 2015 which saw more than 370,000 units registered. 

The increasing uptake of new vans is also good news for 
the environment, says the SMMT, with all vans registered 
from September this year having to meet strict Euro 6 emis-
sions regulations. 

These vehicles feature advanced filters, which capture 99% 
of particulates, as well as exhaust after-treatments to cut 
emissions of NOx.

This has paved the way for the launch of a record number 
of new models at this year’s CV Show, as manu-
facturers meet higher demand for vans and 
pickups across the UK and Europe.

“This further demonstrates the continued 
growth of vans and their importance to the UK 
economy in supporting online and entrepreneurial 
activity,” said Mark Cartwright, head of vans at the 
Freight Transport Association (FTA).

“However, it is incumbent on operators of all 
sizes and sectors to ensure that they operate their 
vehicles in a safe, compliant and efficient manner.” 
n For more on the CV Show, see page 42. 
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By Tom Seymour

enault has defended the rate of fleet uptake for 
plug-in vans after the latest Department for 
Transport (DfT) figures showed vans registered 
with the help of the plug-in van grant reached 
895 units last year, compared to 27,447 cars.

The DfT figures show grant eligible cars have 
gone from a market of 111 in 2010 to 27,447 units 

in five years. In comparison, eligible vans have gone from 34 
registrations over the same period to 895.

Plug-in van customers can get £8,000 towards the cost of 
their vehicle, as the structure of the grant did not change for 
them in March this year. The grant for plug-in cars, however, 
moved to a three tier system and the grant level was reduced 
from a maximum of £5,000 to £4,500.

Renault, one of the two major vehicle manufacturers 
producing plug-in vans with its Kangoo ZE, said the differ-
ence in growth is due to the market offering and market size.

The Kangoo ZE was the 12th most popular plug-in vehicle 
on the market in the UK, according to stats analysed by the 
RAC Foundation, accounting for 740 units as of Q4 2015.

A spokesman for Renault told Commercial Fleet: “Plug-in 
car numbers also encompass plug-in hybrid electric vehi-
cles (PHEV). As there aren’t any PHEV vans, the depth of 
offer isn’t the same for LCVs as it is for passenger cars.”

A spokesman for Nissan admitted that, while it has seen 
a marked increase in demand for e-NV200 between 2015 
and 2016, it needed to bring more success stories to those 
fleet operators who are considering electric vans but are 
worried about range.

“Government support in communicating the benefits of 
electric vans would help increase uptake,” he said.

Eddie Parker, fleet commercial vehicle consultant at Arval, 
said demand is being driven by job requirement, the appetite 
for new technology and business objectives.

He said: “We are certainly seeing growth which, relatively 
speaking, is not out of line with the car market.

“Based on total registrations for the plug-in vehicle grant 
since 2014, vans have accounted for 9% of pure EV registra-
tions. With vans making up just 11% of UK vehicles on the 
road under 3.5 tonnes. This is a respectable performance.”

Renault said it has gained some “significant successes” 
with electric vans, with Gnewt Cargo in central London 
taking on 55 Kangoo ZEs on its fleet. 

“Drivers doing frequent delivery drops are particularly 
positive about plug-in vans,” said a spokesman.

“The zero tailpipe emissions in congested areas, conges-
tion charge exemption and lower running costs, silent 
operation and impressive torque are all selling points.”

Renault is due to start its Business Booster events across 
the UK soon, including a session showing fleets how much 
money they could save with plug-in vehicles, including 
demonstrations with the Kangoo ZE and Twizy Cargo. Nissan 
also has a dedicated fleet EV team to boost sales, with demos 
required to showcase the e-NV200’s capabilities.

While Renault is happy with the current level of grant 
support for plug-in vans, it would like to see greater clarity 
beyond the vehicle itself, with more to be done to help busi-
nesses install charging points at work. Nissan said the grant 
is vital in supporting the plug-in van market.

Parker said plug-in vans are a more complex decision for 
fleets than selecting a passenger car, with a loss in capacity 
due to the battery being much more of an issue for vans.

Electric LCVs trailing plug-in car sales
Manufacturers defend latest figures, citing smaller represenation of LCVs in overall vehicle market
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Try our van chooser tool: 
commercialfleet.org/ 

tools/van/van-chooser

Year Plug-in grant Non plug-in grant  Plug-in grant Non plug-in grant

 eligible cars** eligible cars eligible vans** eligible vans

2010* 111 141 0 219 

2011 1,051 152 34 221 

2012 2,199 40 264 159 

2013 3,585 22 187 113 

2014 14,493 81 660 134 

2015 27,447 896 895 114 

*Data available for Great Britain only.

**Includes all vehicles of models that are eligible for the plug-in car and van grants at the date of latest table update. 

Therefore earlier data in the series may be changed retrospectively as models are added to the eligible list.

DfT plug-in van and car statistics 2010-2015

Renault Kangoo ZE: 12th most 
popular plug-in vehicle in Q4, 2015

“Vans have 
accounted 
for 9% of 
pure EV 

registrations” 
Eddie Parker, Arval
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Compliance

QA&
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

With the removal of tax discs from windscreens my 
drivers are wondering if they can be fined if the vehicle 
they are driving is not taxed.

The removal of the disc could represent a problem for any 
user uncertain whether they are driving a road legal 
vehicle. Enforcement will be undertaken by DVLA and, in 
the case where the driver is an employee or contractor in 

charge of an untaxed vehicle, it will pursue action against the 
registered keeper of the vehicle only.

To enable a check of a vehicle’s status, DVLA has introduced an 
online vehicle checking system. To access the information the 
enquirer will require the registration number of the vehicle and the 
vehicle make when clicking on the following address:  
vehicleenquiry.service.gov.uk

Q

A

Do you have an issue that needs resolving? Get the solution by emailing us at: commercialfleet@bauermedia.co.uk 

One of our van drivers has 
been issued with a £200 
fixed penalty because his 
van did not have a ‘no 

smoking’ sign in the cab. This fine 
seems quite high for what appears 
to be a minor offence. Is there a 
process to appeal this fine?

Unfortunately, this is the 
correct penalty for failure 
to display appropriate signage in a workplace, which  
is what a van is classed as.  Where a workplace is  

used by more than one person, smoking is prohibited and there 
must be a standard sign in each compartment of the vehicle to 
indicate this prohibition. The penalty is £200, reducible to £150 if  
paid within 15 days.

Sometimes vans are allocated to just one driver and you may feel 
that this would mean the workplace is not shared with other 
colleagues. However, the van may also be seen as a workplace for 
anyone who loads it, moves it in the yard or drives it for 
maintenance purposes. 

We have just fitted roof racks on our vans and our drivers need 
to climb up to access equipment. Are there any health and 
safety regulations that we need to be aware of as employers?

Yes, as an employer you will need to be aware of the Work at 
Height Regulations, which came into force on April 6, 2005. The 
regulations apply to all work at height where there is a risk of a 
fall liable to cause personal injury. They place duties on 

employers, the self-employed, and any person who controls the work of 
others to ensure that:
■ All work at height is properly planned and organised. 
■ Those involved in work at height are competent. 
■ The risks from work at height are assessed and appropriate work 
equipment is selected and used. 
■ The risks from fragile surfaces are properly controlled. 
■ Equipment for work at height is properly inspected and maintained 
Duty holders must: 
■ Avoid work at height where they can. 
■ Use work equipment or other measures to prevent falls where they 
cannot avoid working at height. 
■ Where they cannot eliminate the risk of a fall, use work equipment or 
other measures to minimise the distance and consequences of a fall 
should one occur. 

Can my van drivers 
park in a bus lane 
while making a 
delivery?

The answer 
depends on the 
individual 
instructions given 

as to when a bus lane can be 
entered. Bus lanes usually 
operate during peak periods, 
7am-10am and 4pm-7pm; all 
day, 7am-7pm, or 24 hours. During the relevant times, parking is banned 
but loading/unloading is allowed, providing there are no pips on the kerb 
indicating a loading ban. 

Q

Q

Q

A

A

A

?
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Rules&
regulations

The FTA looks at the  
latest issues to affect vans  
and trucks, including how  
to deal with ‘crash for cash’ 
incidents and canine passengers

TYRE LABELLING 
INFORMATION

An EU regulation (1222/2009) 
requires all new tyres on sale 
in Europe to be classified and 
labelled for fuel efficiency, 
wet grip and noise 
performance. The labelling is 
similar to that required for 
household appliances. The 
information on the label is as 
follows:

Fuel efficiency
By reducing rolling 
resistance, fuel consumption 
and C02 emissions could be 
significantly improved. The 
label indicates the tyre’s 
resistance level, which will 
determine fuel efficiency on 
the left of the label.

 
External rolling noise
The top area of the label 
shows the level of external 
tyre noise expressed in 
decibels, along with a 
pictogram showing one, two 
or three black sound waves. 

Wet grip
The tyre’s wet road braking 
performance is expressed in 
classes from A to G, with A 
indicating the best 
performance. 

Staged accidents targeting vans are on the increase. 
Scams such as ‘crash for cash’ are readily used by 
today’s criminals and include:
■ Approaching a junction, roundabout or intersection 
and then suddenly and needlessly jamming on the 
brakes, leading to a rear-end collision.
■ Using a ‘no-stop’ vehicle, driven erratically by one 
gang member to cause a car driven by another gang 
member to break violently immediately in front of a 
vehicle leading to a rear-end collision

The criminals then claim compensation. A successful 
scam can typically net the criminals up to £40,000.

The consequences of staged accidents include:
■ Risk of serious injury, or even death.
■ Trauma.
■ Impact on insurance claims and rise in premiums.

What can fleets do to prevent such scams?
■ Never tailgate – allow plenty of space between you 
and the vehicle ahead.
■ Look beyond the vehicle in front. If you see erratic 
driving up ahead, slow down.
■ Carry a pen and paper for taking 
notes and a glove box disposable 
camera or mobile phone.
■ Consider fitting forward-facing video 
cameras and announce their presence 
with stickers on the back of your van. 

What you can do if involved in what 
you suspect is a ‘crash for cash’ scam:
■ Stay calm and do not admit liability.

■ If a no-stop vehicle is involved, try to get its number, 
or at least a brief description, as it leaves the scene.
■ Call the police, but be careful. 
■ If there is the slightest indication of injury, call an 
ambulance as well.
■ Use a disposable camera or your mobile phone to 
photograph the immediate scene, road markings and 
damage to the vehicles involved.
■ Count the number of occupants in the car.
■ Get the names, addresses and dates of birth of all 
the occupants and make a note of positions.
■ Be very careful about photographing occupants.
■ Look for independent witnesses and get their names 
and addresses. Avoid anyone who is too enthusiastic. 
■ Look for CCTV cameras in the vicinity and tell your 
insurer as soon as possible.
■ Share your concerns with your insurers.
■ Call the confidential Insurance Fraud Bureau (IFB) 
Cheat Line on 0800 422 0421 with any relevant 
information. The IFB is working closely with police 
forces to expose and crush the criminal networks.

If your drivers have a dog sticking 
its head out of a van window while 
moving, your company could be 
breaking the law. The Highway 
Code (number 57) states: “When in 
a vehicle, make sure dogs or other 
animals are suitably restrained so 
they cannot distract you while you 
are driving or injure you, or 
themselves, if you stop quickly.  

“A seat belt harness, pet carrier, 
dog cage or dog guard are ways of 
restraining animals in cars.”

Although the Highway Code 
refers to cars, the guidance would 
apply to all vehicles. 

Your fleet’s vehicle insurance 
could also be invalidated if a driver 
lets a pet roam free. By doing so,  
if it has been proved that it had 
contributed to causing an accident, 
then an insurance company could 
be well within its rights not to pay 
out on a claim. 

There are a number of animal 
restraint systems on the market 
such as seat belt clips or 
pet-barrier safety nets for less  
than £10, which not only save  
drivers’ precious pets from injury, 
they will also ensure that you 
comply with the law.  

How to deal with ‘crash for cash’ staged accidents

Having a dog in a van could be against the law

Source: Towergate Insurance
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Safe commercial fleet of the year

A strong emphasis on staff training has seen young driver accident rate cut from 45% to 4%

By John Charles

ritish Gas operates one of the UKÕs 
most high profile fleets and, having 
launched its road risk programme 
almost a decade ago, can show that 
investment in safe driving pays.

The raw figures covering the past 
12 months make particularly impres-

sive reading: millions of pounds saved in repair 
costs; a 30% reduction in collision rates, despite 
fleet growth due to internal expansion and acqui-
sition; an 18% lower commercial vehicle incident 
rate than the national average. Further under-
lining the safe driving focus is the fact that all new 
vans will now carry the strapline ÒBritish Gas 
promotes courteous and safe drivingÓ. Although 
the road risk programme has been running since 
2007, critically it has been transformed into a 
proactive initiative, from being reactive. 

Jon York is the companyÕs first full-time road 
safety manager. ÒPreviously, we just supported 
those employees that had reported an incident, or 
had driver licence penalty points,Ó he says. ÒNow 
we are making all of our commercial vehicle 
drivers safer.Ó

As the programme continues to evolve Ð and 
with much national concern over the road safety 
of young drivers Ð British Gas launched its Young 
Driver Academy (YDA) in summer 2014.

Nationally, fewer than one in 12 licence holders 
are under 25, yet one in five fatal and serious 
injury crashes involve a driver of that age. Often 

B
the victims are under 25 themselves, with road 
crashes the biggest killer of young people in the 
UK and worldwide.

It was the launch of the YDA that was a major 
contribution to British Gas being named safe fleet 
of the year at the 2015 Commercial Fleet Awards. 
The judges said: ÒThe YDA demonstrates a 
commitment by British Gas to improve safety 
among less experienced drivers.Ó

British Gas launched the initiative after analysing 
vehicle claims by age category, which identified 
under 25s as the single biggest group at risk. In 
2013, 45% of the companyÕs young drivers were 
involved in a collision. That has now dramatically 
reduced to just 4%.

Young Driver Academy
The YDA is a mandatory 12-month programme 
comprising nine units suited to company opera-
tional requirements, delivered during six Ôon the 
jobÕ visits. At the end of each of these, targets are 
set on specific areas of driving, which are coached 
during the visit and monitored at the next one.

Driver profiling via the in-van telematics system 
is activated to monitor harsh manoeuvres Ð accel-
eration, braking and cornering Ð with candidates 
coached to improve their driving style. Safety 
scores are recorded to monitor progress and 
York delivers feedback direct to candidates.

Additionally, a smartphone application enables 
young drivers to monitor their own safety scores 
and a separate application enables them to under-

“I’ve had young drivers and their managers knocking 
on my door wanting to be involved in the Young 
Driver Academy as soon as possible”
Jon York, British Gas

take weekly walk-around checks of their vehicles 
with any defects reported for rectification.

ÒFeedback from our young drivers has been 
excellent. If the skills gained become skills for life 
then we have achieved what we set out to do,Ó 
York says.

ÒThe programme has resulted in a massive 
reduction in collisions involving our young drivers, 
which shows that it has been a phenomenal 
success. Once a young driver has completed the 
programme we donÕt expect them to have a colli-
sion. IÕve had young drivers and their managers 
knocking on my door wanting to be involved as 
soon as possible. They have a driving licence, but 
donÕt know how to drive in many situations, such 
as on motorways. 

ÒAlso, because of the cost of private insurance, 
many donÕt have their own car so the only vehicle 
they drive is a British Gas van.Ó

To-date, 90 under 25-year-olds have completed 
the programme, each achieving a BTEC Level 2 
qualification (SQA in Scotland), with a further 350 
on the course and 200 more waiting to start. That 
number is set to rise, as the company expands its 
employment base. 

British Gas has a 13,500-strong light commer-
cial vehicle fleet, making it one of the largest 
operations in the UK. In 2015, a further 1,000 vans 
were added as the company recruited more 
employees to undertake a programme to install 
smart meters in homes across the country. As 
that programme gathers pace and more smart 
energy experts are recruited, the fleet will expand 
by a further 3,000 vans by the end of 2017.

Meanwhile, British Gas has made a public 
commitment that 10% of the vans on its fleet will 
be electric by 2020.

In recognition of that, British Gas has introduced 
a three-hour Ôinduction to electric vehiclesÕ as 
part of its road risk programme. 

ÒWhen an engineer swaps their diesel van for 
an electric van they need to have confidence in the 
vehicle in terms of the technology and 
the driving style to adopt,Ó says York. 
ÒDriving an EV for the first time presents 

‘Ensuring the safety  
of British Gas drivers  
is the key priority’
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Company British Gas
Headquarters Windsor
Road safety manager Jon York
Fleet size 13,500 light commercial 
vehicles
Mileage 140 million per year

Factfile

Sponsored by

Jon York, holding the award 
for safe fleet of the year: 
‘Drivers are more aware of 
their responsibilities and  
are more cautious’
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different challenges to those of a diesel 
van.”
At the heart of the British Gas safe 

driving regime is its Driver Risk Management 
System (DRMS). This records detailed informa-
tion on individual drivers, including profiling, 
licence points, collision history, vehicle mainte-
nance spend, unfair wear-and-tear, fuel economy 
and tyre replacement.

Drivers are allocated ‘risk points’, with monthly 
reviews indicating employees requiring additional 
support and bespoke development plans organ-
ised with backing from managers, the fleet 
department and trade union.

The support, depending on each employee’s 
risk profile, could be attendance at a two-hour 
interactive workshop, or a four-hour on-road 
advanced driving course. They are delivered by 
British Gas’s driver training partner, FleetMaster 
Group, with trainers fully briefed on the issues 
that require addressing on an individual basis 
rather than generic training.

Online driver development records, which can 
be viewed by managers, fleet staff and members 
of the British Gas health, safety and environment 

team, now stretch back to 2011 giving, says York, 
“extremely useful data” on the performance of 
each employee. Additionally, safety training to 
help employees identify hazardous driving condi-
tions and learn defensive driving techniques is 
focused on employees deemed to be most at risk. 

They include young drivers, new drivers, 
employees clocking up high mileages and those 
that have switched to a different type of vehicle 
within the fleet.

Training the trainers
A further initiative has seen four-hour  ‘train the 
trainer’ workshops delivered to 600 line 
managers, designed to produce a consistent 
safety message across the company.

The result was that last year all 13,500 engi-
neers attended a two-hour interactive workshop. 
Delivered by the line managers, they focused on 
three key messages: risk assessment for the 
road, speed awareness and defensive driving. All 
drivers received a copy of the Highway Code, with 
York explaining that “this is for life; not just for 
learner drivers”.

“It was a major undertaking that we feel benefits 
our drivers and all other road users,” he says. 
“Moving forward, line managers are now respon-
sible for their local road safety, supported by 
myself and the fleet team.”

The two-hour interactive workshop was intro-
duced because, says York, “a large percentage of 
our drivers were deemed low risk, so never actu-
ally attended a driver training course. However, 
we believed the investment worthwhile and, 
among that initial group of 9,000 engineers who 
attended the first workshops, we have seen a 
subsequent 41% reduction in vehicle damage.

“Many of our managers and engineers passed 
their driving test 30 years ago. Their response to 
the programme has been fantastic because they 
are learning new skills. No one is too old to learn.”

As part of DRMS, all new employees go on a 
BTEC Level 3 advanced driving course as part of 

British Gas is aiming for  
10% of its LCV fleet to  
be electric by 2010

Safe commercial fleet of the year

their induction. Existing drivers can complete 
BTEC level 3 driver development training.

“There is now a much greater focus on vehicle 
condition,” says York. “At team meetings, 
managers and trade union safety reps will walk 
around the car parks studying van condition and 
challenge engineers about any damage, however 
minor, and whether or not it has been reported.”

While more vehicle damage is being reported, 
the severity of incidents is very much on the 
decline, delivering huge financial savings in own 
damage and third party costs, according to York.

“Drivers are more aware of their responsibili-
ties and are more cautious so when a collision 
does occur they tend to be slow speed, low 
impact,” he says.

Reducing accidents – and costs
Underlining British Gas’s continuous education 
approach is the fact that low severity incidents 
have reduced to 0.2 per million kilometres driven, 
down from 4.9 in 2013.

British Gas self-insures, with York explaining: 
“Our road safety initiatives have significantly 
reduced third party deductibles, which is reflected 
in premium savings.

“We have invested significant amounts of time 
and energy educating our insurers about our 
approach to fleet risk management,” he adds. 
“Additionally, giving drivers the relevant assess-
ments and training is a positive message for 
insurers, underlining our commitment to safety 
and reducing exposure to major claims.”

Despite the growing fleet, as more van drivers 
receive training York expects crash-damage 
savings to further increase, along with massive 
savings in fuel and vehicle wear-and-tear as engi-
neers adopt a more sympathetic driving style.

British Gas engineers travel some 140 million 
miles a year. “The company recognises that 
driving is a dangerous and high-risk activity that 
employees undertake every day,” says York. “It  
is for this reason that British Gas aims to prevent 

“Many of our managers 
and engineers passed 
their driving test 30  
years ago. No one is  
too old to learn”
Jon York, British Gas
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Spreading the road safety gospel far and wide
Sharing the road safety gospel with fleet decision-
makers nationwide is one of Jon York’s missions, as 
he focuses all his energies on introducing initiatives 
that make British Gas drivers safer on the roads.

Having started life at British Gas almost 36 years 
ago as an apprentice engineer, York moved into fleet 
some 15 years ago. Promoted in 2014 from fleet 
operations manager, where risk management was 
part of his role, to the first British Gas road safety 
manager, York says: “If, as a road safety or fleet 
manager, we can all help to save lives then we have 
achieved something. Whenever I leave British Gas, I 
want to walk away knowing that I’ve had a great 
career and have left some sort of legacy.”

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

case-studies/
Online

That’s why he believes part of his job is not only to 
achieve buy-in to the myriad safe driving initiatives 
for British Gas employees, but to also speak at 
industry events and share best practice.

British Gas is a member of both the Freight 
Transport Association’s Van Excellence initiative and 
the Driving for Better Business campaign. York 
speaks regularly at their events and other seminars 
and workshops. British Gas also undertakes fleet 
benchmarking and enjoys close relationships with 
other utility organisations that have a similar high-
level occupational road risk management focus.

“What I and colleagues are seeking to do is to 
make the roads safer for everyone,” says York.

come any individual issues.
Additionally, campaigns highlighting specific 

areas of danger for drivers are also run regularly 
and most recently include: safe winter driving and 
A-pillars fitted with stickers reminding drivers to 
pay particular attention to cyclists and motorcy-
clists that may be in their blindspots.

The introduction of smartphone apps for vehicle 
walk-around checks and road safety is enabling 
drivers to better manage these elements.

The award judges added, when citing British 
Gas as safe fleet of the year: “The company has 
put resourcing into risk improvements with 
focused road safety initiatives to target big issues 
and interactive workshops to train line managers 
to reach out to engineers. There are tangible 
reductions in collisions and associated costs. The 
in-house risk management team and scorecard 

system is commendable, particularly on such a 
large fleet.”

York believes it is critical to communicate the 
safe driving message to other fleet operators (see 
panel, above) and road users generally. 

When first in his role, York targeted a 5-10% 
reduction in British Gas’s collision rate and a 10% 
reduction in costs. 

But as the range of initiatives continue to be 
rolled out across an expanding fleet operation, 
initial indications would suggested the results will 
be significantly better.

and protect staff, and any third party, from  
being harmed.

“Ensuring the safety of our drivers is a key 
priority. Our rigorous road safety standard strives 
to place safety at the forefront of our minds and 
helps create safer driving practices.”

British Gas was one of the first fleets in the UK 
to fit speed limiters to all vans – a measure imple-
mented in 2006 and a trend followed by many 
other commercial fleets.

“By limiting the speed of all vehicles to 70mph, 
the company was able to reduce costs as a result 
of greater fuel efficiency,” says York. “As most 
serious crashes are at high speed, the limiters 
have had a positive impact on the severity of 
crashes as most are now slow speed manoeu-
vring. In turn, the level of crash-related damage 
has reduced, thereby cutting costs.”

British Gas was also in the vanguard of fleets 
banning hands-free mobile phone use for calls 
and texting – again proving effective in driving 
down incidents.

As they join the fleet, electric vans are now being 
equipped with reversing cameras. In addition, in 
a 2016 trial forward-facing cameras will be 
installed in approximately 120 vans in London. A 
cost analysis report will be written and if the 
project proves a success, such initiatives could be 
rolled out to vans in other parts of the country.

Telemetry technology is fitted in all British Gas 
vans and used for work schedule deployment. In 
addition, 20% of drivers deemed ‘high risk’ also 
have the devices fitted to measure on-road behav-
iour with information fed into their DRMS scores.

In 2016, the technology will be enabled to 
measure all van drivers’ on-road behaviour, such 
as harsh acceleration, braking and cornering. 
Targeted coaching will then be delivered to over-

Sponsor’s 
comment
Qi Vans Systems were proud to sponsor 
the safe van fleet award. We selected 
this category because it dovetailed into 
one of our strategic initiatives, to convert 
commercials vehicles to the highest 
safety standards.

It was particularly pleasing to present 
the award to Jon York of British Gas. He 
has adopted a number of initiatives over 
the past two years to focus on reducing 
accidents while driving. The use of 
technology has played a key role for 
British Gas, and this approach blends 
perfectly into Qi’s continued use of 
technology to design and build 
conversions that are safe for the user, 
light weight and ergonomically sound. 
Thus ensuring drivers have a fit for 
purpose vehicle conversion which 
enables them to operate efficiently and 
safely while accessing tools and 
equipment in the vehicle.

Jon York, road safety 
manager British Gas (left), 

receives the award from 
Neil Thomas, national 

head of sales,  
Qi Van Systems
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‘WE DIDN’T 
TRY TO HIDE 
THE TRUTH’
Facing up to Volkswagen’s issues – and being upfront 
with fleet customers – has seen the company manage to 
avoid what could have been a much bigger catastrophe

By Trevor Gehlcken

he UK bosses at Volkswagen have been left with 
an unenviable task in the past few months. Faced 
with the aftermath of the emissions testing crisis, 
they have had to answer the wave of criticism 
which inevitably followed from the buying public.

The crisis could not have come at a worse time 
for the light commercial vehicle arm of the firm, 

with a new Caddy and Transporter just launched.
While the Transporter and Crafter are not affected, sales 

of Euro 5 Caddys have been halted and only the Euro 6 
engine variants are now available. These cleaner models 
were gradually being introduced in the run-up to the new 
legislation which comes into effect on September 1, when 
all vans will have to be Euro 6 compliant. Early versions of 
Amarok have also been found to be affected by the addition 
of NOx emissions test-busting apparatus.

With such a mess to clear up, it would be easy to assume 
that sales of Volkswagen vans had plummeted in recent 
months, but a glance at the end-of-year sales charts shows 
otherwise. Volkswagen has maintained its number two slot 
behind Ford with sales up 7% from 40,238 to 43,091. 
However, it has faced a stickier start to 2016, with registra-
tions down almost 11% in the first quarter, at 10,362.

Manufacturer spotlight: Volkswagen

T 74,000
Number of sold Caddys  
with ‘altered’ emissions 

testing technology

6.87%
Dip in sales in December So just how have the firm’s UK bosses managed to stave 

off what could have been a catastrophe of unimaginable 
proportions?

Chris Black is Volkswagen Commercial Vehicles head of 
fleet. “As soon as we heard that there was a problem, we 
started contacting our fleet buyers to talk to them about how 
they may have been affected,” he says. 

“Obviously with so many different customers, we couldn’t 
get round them all immediately but our Van Centre network 
proved invaluable as they talk to the buyers anyway.

“We have been straightforward with our fleet customers 
about the problems and haven’t tried to hide the truth, and 
we feel that they have appreciated this. At the end of the day 
their concerns were mainly financial – about the effects on 
fuel economy – but we are doing everything we can to ensure 
that there will be no financial losses.”

So what effect is the emissions crisis having on fleets which 
run Volkswagen commercial vehicles?

Firstly, said Black, a patch was made for the 2,000 or so 
Amaroks that were affected. Volkswagen’s engineers have 
come up with a solution which means that neither fuel 

One of the big reasons for Volkswagen’s meteoric rise 
in sales over the past few years – they have doubled 
since 2009 – is the introduction of the manufacturer’s 
dedicated Van Centre network, which now totals 72.

The sites are not just sales centres but each has its 
own dedicated staff of experts who can advise fleets 
on which models to buy and which finance deals to 
opt for, as well as acting as a first call in the event of 
an aftersales problem.

These centres deal with fleet customers who run up 
to 100 vehicles. Above that, the big fleet hitters are 
served by centralised account managers.

This year sees the network cranking up its offerings 
to yet another level, as head of service and parts 
Trevor Hodgson-Phillips tells us.

“Downtime is a hot topic at the moment. A van off 
the road can cost a company £500 a day at least in 
lost business so it is crucial that we give our 
customers solutions that will keep their vans on the 
road during the day and we are introducing new 
processes to make sure that happens,” he says.

One of the advances is that the centres are 
preparing to run night shifts, so that customers can 
run their vans during the day, bring them in for 
servicing and pick them up first thing the next 
morning. “That way,” says Hodgson-Phillips, “there 
will be no downtime at all during working hours.”

But it is with video technology that things start to 
get really clever. Volkswagen can now link up with 
fleet buyers so that if a separate problem is 

uncovered during a routine service, the technician can 
take ‘footage’ of the affected parts and send it 
straight to the fleet manager, who can then make an 
immediate informed decision about what to do.

“Say we discover that the brakes pads on a van are 
still serviceable but will not last until the next 
service, we can send video footage to the fleet 
manager who can see what he or she thinks of them,” 
says Hodgson-Phillips. “With a problem like this, it 
may be more cost-effective to get the parts replaced 
at the same time as the service rather than go to the 
trouble of bringing the van in for a second time. 

“Around 70% of our fleet customers are using this 
kind of technology and it is proving very successful 
indeed.”

Dedicated Van Centre network behind years of sales growth
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investment to make the manufacturer’s Van Centre network 
even more effective.

Looking at the new models first, the big news for Caddy is 
the return of a range of petrol engines – only diesel variants 
have been available for the current model until now.

“There has been increasing concern of late about the emis-
sions from diesel engines, especially in urban areas, and 
several UK cities are planning to bring in low emission 
zones,” says Black. “We believe this may signal a return  
to petrol power so have decided to offer Caddy again with 
petrol engines.

“At present we see these models mainly being bought by 
low mileage fleets and by retail customers who need to 
convert the vans for wheelchair access but we believe that 
as more councils focus on cleaner air, local authority fleets 
and city users will start buying petrol vans again.”

One of the advantages of petrol is that the vehicles can be 
converted for LPG and CNG use. Volkswagen already has a 
proven stable of alternatively-fuelled vans on sale in Europe.

“At present we don’t bring these alternatives into the  
UK as there is not enough demand, but if we find that fleets 
want them, there is no reason why we couldn’t offer them,” 
says Black. 

“We have the proven technology already so it would simply 
be a case of getting European Type Approval for right-hand 
drive versions.”

Like the UK’s other top three van sellers – Ford and Vaux-
hall – Volkswagen does not offer any electric vans and Black 
has ruled out any entry into this sector in the short term. 

“We would need to invest an awful lot of money to bring 
an electric van to market as we don’t have the technology at 
hand for it,” he says.

Volkswagen is introducting a facelifted Amarok in mid-2016, 
followed by the launch of the new Crafter, which will go on 
sale in 2017. 

At present, the Crafter comes off the Mercedes-Benz 
Sprinter line, although it does have its own set of engines. 
This arrangement will cease and the fresh Crafter will be 
new from the nuts and bolts up. 

Volkswagen is building a new factory in Poland to manu-
facture the van. So far, the wraps have been kept firmly over 
this vehicle.

“There has 
been 

increasing 
concern about 

emissions 
from diesel 
engines” 
Chris Black,  
Volkswagen

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

case-studies
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Company Volkswagen
UK headquarters Milton Keynes
Head of fleet Chris Black
Key models Transporter,  
Crafter, Caddy, Amarok
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economy nor CO2 emissions are altered. The vehicles will 
gradually be taken into dealerships in the coming months 
for an upgrade, which involves a software update and the 
fitment of an airflow transformer. Each vehicle should spend 
no more than 30 minutes in the workshop.

Black says the company’s engineers are working on a fix 
for the offending Caddys which had been sold – around 
74,000 in all – and the aim was to ensure that once again, 
there were no fuel economy or emissions penalties. 

“It will obviously take time to repair so many vans but we 
are working with fleets to ensure that there is a minimum 
of inconvenience for them,” he says.

Caddy repairs are expected to start in September. At 
present, Volkswagen has withdrawn its Euro 5 models, 
which largely accounts for the dip in sales this year. The Euro 
5 models which have already been built but not sold have 
been recalled for upgrades, after which they will be sold off 
before the September 1 cut-off date.

The scandal rather muddies the water for what promises 
to be a big year for Volkswagen, not only with the launch of 
its new Caddy and Transporter but also through a significant 

Sales have dipped in 2016 as Volkswagen withdrew Euro 5 Caddys for software upgrades

VW Van Centres: using video  
technology to diagnose faults
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The deficiency is making life just as hard for driver 
supply agencies as it is for everyone else, says  
Drivers Direct logistics director Michael Watson

By John Lewis

he national shortage of truck drivers is making 
life as difficult for agencies supplying temporary 
drivers as it is for their customers. Indeed, 
anybody with a licence to drive anything heavier 
than a 7.5-tonner – or heavier than a 3.5-tonner, 
for that matter – has become a rare and much-
sought-after commodity.

So says Michael Watson, logistics director at Runcorn-
based Drivers Direct Recruitment. Set up in 2002, the 
company supplies more than 1,000 drivers a week to public 
and private sector customers around the country. They 
range from Class 1 and Class 2 LGV drivers to forklift truck 
operators. Van and minibus drivers are included in the mix, 
as are general warehouse employees. It has 26 branches 
around the UK, in locations as far apart as Bristol and 
Preston.

Demand for truck drivers is unceasing, thanks to the 
combination of a chronic national shortage – “the shortfall 
is reckoned to be anywhere between 30,000 and 55,000,” 
says Watson – and a buoyant economy.

He admits that Drivers Direct can at times find it hard to 
supply them in the numbers its customers need. 
“The first quarter of the year isn’t too bad usually but, from 

Easter onwards, things can become quite challenging both 
for us and for other businesses like us,” Watson says. 
“The run-up to Christmas can be particularly difficult, and 

making drivers available when they are needed requires 
some juggling.”

This means that transport companies may sometimes 
have to tell their customers that delivery windows have got 
to be widened and that they may have to accept deliveries 
later than scheduled. While they may find that unpalatable, 
the alternative may be no deliveries at all.

“The shortage is a gaping wound in the labour market and 
not something that can be cured by applying a sticking 
plaster,” Watson says.

It has been created by a mixture of factors, he believes, not 
least the loss of the automatic right car drivers used to have 
to drive goods vehicles grossing at up to 7.5 tonnes. Anybody 
who passed their car driving test after January 1, 1997, has 
to take a separate test if they want to drive anything heavier 
than a 3.5-tonner. Drivers who obtained a car licence prior 
to that date retain their entitlement to drive a 7.5-tonner, 
under so-called ‘grandfather rights’ rules. But that pool of 
drivers is steadily shrinking, as they retire. 

“Driving a 7.5-tonner used to give car drivers a feel for what 
it’s like to drive a truck and helped them decide if they wanted 
to drive anything heavier but that route isn’t really open to 
them now,” says Watson. 

Supplier spotlight: Drivers Direct Recruitment
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Furthermore, the boom in home delivery and soaring 
demand for 3.5-tonne drivers has acted as a disincentive to 
individuals who might want to get to grips with heavier kit, 
Watson suggests. Why bother learning to drive a truck when 
there is so much 3.5-tonne work about? 

“Bear in mind, too, that there is a big shortage of LGV 
testers and test dates,” he says.

The lack of ability to go straight to a Class 1 licence has 
also had an impact, says Watson. And so has the ongoing 
requirement for driver Certificate of Professional Compe-
tence (CPC) training for most employees driving anything 
heavier than a 3.5-tonner. The latter development has 
benefited Drivers Direct, as its Joint Approvals Unit for Peri-
odic Training-registered training arm runs CPC courses.

The courses address everything from legislation to basic 
health and safety and safe and competent driving.

The LGV shortfall is driving up wages, says Watson. “To be 
fair, it’s an improvement that’s long been overdue,” he says.

“These days, Class 2 rigid drivers can expect to earn £8 to 
£10 an hour rising to £9 to £13 if they hold a Class 1 licence, 
and here I’m talking basic hourly rates excluding any over-
time or premium payments.”

‘DRIVER SHORTAGE  
IS A GAPING WOUND’
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a paucity of places where drivers can stop for their statutory 
breaks or park overnight, should they need to.
 Given the current shortage, Drivers Direct might be 

tempted to accept anybody with an LGV licence on to its 
books. But that’s not the approach the company pursues, 
Watson stresses.

“We put everybody who wants to work for us through a 
two-hour face-to-face interview,” he says. Driving licences 
are carefully checked, too.

“We do not charge drivers for our services,” says Watson. 
“We do, however, charge the firms we supply them to.”

He declines to go into any detail of what these charges 
might be.

The drivers are not full-time employees of Drivers Direct 
and retain the freedom to work through other agencies if 
they so wish. 

The days when agency drivers were viewed as second-
class citizens are largely gone, Watson believes. “These 
days, there are people who view driving for agencies as a 
career,” he says. “They like the variety and do agency work 
out of choice, not out of necessity.

“Furthermore, the variety of experiences they can bring to 
a job can be of enormous help to a fleet,” he contends. 

The result can be a new approach to handling tasks that 
full-time employees may never have thought of and an 
improvement in efficiency as a consequence.

Supplying drivers and arranging CPC training is not the 
sum total of Drivers Direct’s activities. Last year, it set up its 
own small transport fleet.

This could be viewed as risky, if your core business revolves 
around providing the road transport industry with temporary 
and permanent drivers. Clients might conclude that you are 
trying to compete with them, dislike the prospect and react 
by sourcing their workers elsewhere.

Luckily, that is not what the company is finding, says 
Watson. 

“We’re not getting an adverse reaction at all and I don’t 
expect we will,” he says. “The marketplace is big enough for 
everybody after all.”

There are exceptions. For example, a Class 2 driver 
working for a builders’ merchant, driving a 6x2, 26-tonne 
rigid truck who is competent to operate a truck-mounted 
crane will be paid more than the standard Class 2 rate. 
However, that is mainly to compensate for the fact that he  
or she will usually be on a fixed working day – typically 
7.30am to 4.30pm – with limited opportunities for overtime, 
explains Watson.

Holding an ADR certificate, which means you are compe-
tent to transport hazardous goods, does not automatically 
mean you will earn more, says Watson, but it will open doors 
for you. 

This raises a question around how transport firms respond 
when they are told they will have to pay more. 

“We get a pained look, but it’s a look that’s combined with 
an element of understanding,” says Watson. “They do, of 
course, appreciate only too well that there is a shortage.”

Improved wages may of course attract drivers to the 
industry and encourage those who might otherwise decide 
to leave to remain. More money has to be balanced against 
a number of other factors, however, including the pressures 
imposed by traffic congestion, the drivers’ hours rules and 

55,000
Upper estimate of  

truck driver shortage

1,000
Number of drivers Drivers 
Direct provides per week

Drivers Direct has 26  
branches around the UK
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The Challenge

KBC Logistics carries out up to 170 trips per day to Regional 
Distribution Centres and punctuality is essential, with any 

delivery that exceeds 29 minutes incurring a fi ne.

“With a rapidly expanding vehicle 
fl eet we needed a system that could 
give us clear fl eet visibility to help 
us optimize operational effi  ciency 
and meet strict customer ETAs.” 

David Ashford, 

Transport and Compliance Manager, KBC Logistics

The telematics solution

Seeking a one-stop-shop solution that could effectively manage 
a large number of vehicles, KBC Logistics decided to implement 
WEBFLEET from TomTom Telematics. 

The system incorporated a full tracking solution as well as 

vehicle-specifi c navigation, driver behaviour monitoring and 
a digital tachograph interface allowing remote download 

functionality.

The OptiDrive 360 indicator in WEBFLEET scores drivers based 

on a range of key performance indicators and KBC is using 
daily colour-coded (red, amber, green) reports to help identify 
areas for improvement for its 150 drivers. This includes KPIs for 
speeding, harsh braking, cornering and idling.

The company employs two full time driver trainers who assist 

with this and drivers are made aware of their performance in 
real time via their TomTom PRO driver terminals.

A safety and productivity fi llip 

Since installation, KBC has seen vast improvements with 
speeding and dangerous driving becoming a thing of the past. 

Speeding incidents have been reduced by 95 per cent and harsh 
driving events have also reduced dramatically.

In addition, the company has seen a signifi cant uplift in 

productivity, using WEBFLEET to increase the average number 
of daily journeys from around 100 to 150 – peaking at 170 trips 
per day.

“WEBFLEET’s accurate ETAs, based on highly accurate traffi c and 
historic road use data, enable us to better plan and complete 
follow-up jobs. By adding destination addresses to orders and 

sending all job details to drivers’ in-cab terminals, we can also 
save time by automatically routing them to customers,” Ashford 

added.

The TomTom solution is vehicle-specifi c, meaning drivers 

now only follow routes on suitable roads, receiving alerts 
of unsuitable roads including those with width and weight 

restrictions and low bridges. 

WEBFLEET has also been set up by KBC to enable congestion 

charge zone reporting. This has eliminated instant fi nes and 
means the company can proactively pay the congestion charge, 
saving a potential £130 per trip.

For more information about WEBFLEET visit 

www.tomtom.com/telematics, call 0208 822 3605 
or email business.uk@tomtom.com 

TomTom 
Telematics helps 
boost road safety 
for UK haulier
A leading UK haulage fi rm has helped improve the 
safety of its drivers by using TomTom Telematics to cut 
instances of speeding by 95 per cent.

KBC Logistics, based in Purfl eet, Essex, operates a 120-strong 
fl eet of 44-tonne articulated trucks and handles container 
and fridge work for companies in Belgium and the UK. A 

second truck operation in the North East allows the company 
to move goods from Immingham, Killingholme and Hull ports 
throughout the North and into Scotland.

TT Advertorial v2.indd   1 11/05/2016   09:54
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The Commercial Fleet Fleets Informed 
programme is designed to deliver 

comprehensive advice and knowledge to 
fleet decision-makers. Here, the Fleets Informed 

commercial partners answer essential questions 
on livery, outsourcing, daily rental and software

IN PARTNERSHIP WITH
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Aura Graphics answers the essential questions on buying, 
applying and maintaining company branding for your fleet

1
What difference does a livery 
make to business promotion? 
Your vehicles are highly visible to 

your customers and can communicate 

with them on a continual basis, making 

them hugely valuable assets. Branding 

them is a vital part of promoting your 

business effectively. The appearance of 

your vehicles can often give a perception 

of your brand so a well maintained 

vehicle with good livery can really help 

reflect your business in the right way.

2
What are the essential details to 
include in a livery to maximise 
its impact?

Design is key when looking at livery. The 

overall design must communicate your 

brand message, but also be easy to view. 

Our suggestion is to focus on the key 

message you want to communicate, 

ensuring it is clear and uncluttered. Don’t 

forget contact information and put it where 

it can be seen. Today, most people 

research businesses online before they 

All you need to know 
about vehicle livery

make contact, so make sure your web 

address is part of the design.

3
Does a business need to employ 
a design agency to create the 
graphics?

Larger corporate businesses with a 

companywide brand strategy may have 

an advertising or brand agency that will 

want to design the graphics within the 

structure of the brand identity guidelines. 

However, smaller businesses or graphics 

for special projects can often be created 

by the right livery provider. This could 

save time and money overall, but just be 

careful to stay within brand guidelines, as 

consistency is key.

4
How long does it take to apply a 
livery to a vehicle and does it 
require a specialist?

This will depend on the design content 

and the vehicle type. For example, a 

straightforward livery with just lettering 

and logos may take only one-to-two hours 

to complete, whereas a full wrap livery 

can take up to eight hours. Regardless of 

design, it is important to have the livery 

installed by a professional company to 

ensure you get long-term performance. 

Investing more upfront by working with a 

professional livery provider will pay divi-

dends over the life of the vehicle. 

5
How does a livery impact on 
insurance premiums if vehicles 
carry expensive tools or cargo?

We are not aware of any formal statistics 

on this or any negative impacts of 

branding vehicles. The practice is long 

established and we have come to expect 

professional businesses to operate liveried 

vehicles. We would suggest that taking 

measures such as installing trackers, 

alarms and special locks alongside clear 

warning notices would be more influen-

tial. However, we do recommend advising 

the DVLA and your insurance company if 

your wrap design will alter the registered 

colour of vehicle. 



“Residual values 
should not be impacted 

by livery and in some 
cases a full wrap can 
help protect residuals”

Call us on: 0845 0525 241 
Email: fleet@auragraphics.com
Visit: auragraphics.com
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6
How does a bodyshop repair a 
liveried vehicle?
Repairing a liveried vehicle 

should not impact the way bodyshops 

carry out repair works. The repairer simply 

removes the livery from the damaged 

area of the van, repairs the van as normal 

and then orders new parts to be applied. 

We recommend a minimum of 72hrs 

between paint application and livery 

installation to allow sufficient outgassing 

to occur as vapour from paint can deterio-

rate the adhesives of the livery if applied 

too soon.

7
How long will livery last?
This is largely determined by the 

quality of materials and compo-

nents. Some graphics films can last up to 

10 years, but as soon as they are printed 

this can reduce to four-to-five years. The 

inks, printers, laminates and processes 

used are just as important as the base 

material. Using a matched component 

system, such as 3M Select Platinum, will 

ensure you get the most comprehensive 

performance and warranty for the life of 

your vehicles. Only livery providers with 

industry recognised warranty accredita-

tion can provide a higher level of protec-

tion, so make sure you ask for a written 

warranty statement to ensure you are 

covered.

8
How easy is it to remove a livery 
at the end of the vehicle’s life? 
Heat is crucial when removing 

livery and, provided the right materials 

have been used, it should be painless. 

Cheaper or incorrectly specified mate-

rials can take longer to remove than they 

did to put on. Don’t let a low initial price 

leave you with this problem. Livery 

removal should not damage the paint 

surface, although some polishing may be 

required to remove ‘ghosting’ caused by 

oxidisation. 

Residual values of the vehicle should not 

be impacted by livery and in some cases 

a full wrap can help protect residuals as 

the wrap protects the paintwork. 

9
How much will a basic livery 
cost?
Much like the vehicle itself, livery 

costs depend on a number of factors such 

as livery design, type of vehicle, number 

of vehicles and life expectancy of the 

livery. As a general guide, a basic lettering 

and logo type design can cost around 

£250 with a full wrap around £1,800 for a 

medium van. It really depends on a 

number of factors, so it’s best to speak with 

your livery provider to get a more accurate 

price. Remember, when comparing 

quotes, you get what you pay for. Don’t let 

price be the only decider.
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BT Fleet provides answers to the concerns an operator might 
have about outsourcing all aspects of fleet management

Which areas of fleet manage-

ment is it possible to outsource?

It is possible to outsource all 

aspects of fleet management, dependant 

on operational requirements and contrac-

tual arrangements. Many organisations 

have adopted this approach to release 

financial and people resources to focus 

on core business areas. Look for a provider 

that has the scale, resilience and experi-

ence in managing and delivering a 

seamless transition of services particu-

larly when you operate a complex 

commercial vehicle fleet. 

Which internal departments 

need to be involved in a deci-

sion to outsource? 

The decision to outsource fleet manage-

ment is a strategic one and should include 

procurement, finance, operations and the 

fleet team as a minimum.  Other stake-

holders to consider are HR and your 

drivers.  When outsourcing, it should not 

detract from the service you provide to 

your customers; especially in the case of 

mission-critical commercial vehicle fleets.

Is there a minimum fleet size 

before outsourcing makes finan-

cial sense? 

Fleets of all sizes can benefit greatly from 

outsourcing. However, it’s important to 

identify the elements you can outsource 

and those you need to retain in-house.   

This will also impact on the level of 

savings that can be generated.  At BT 

Fleet, we have saved customers over 20% 

on their SMR spend when they’ve 

outsourced this element to us.

How can a fleet assess the value 

of a prospective outsourcing 

arrangement with suppliers, 

rather than simply appointing on price?

You need to understand what value your 

outsourced supplier will bring.  This 

comprises their expertise, innovation, 

buying power, and the process improve-

ments they can introduce.

What are the advantages of a 

fixed cost fleet management 

contract against a pay-as-you-

go agreement?  

The obvious reason for choosing this 

approach is for managing cash flow and 

forecasting spend.   However, at BT Fleet 

we operate a pay-as-you-go model, as we 

believe this gives customers full visibility 

of costs.  In addition, with maintenance 

spend typically skewed towards the 

second half of a vehicle’s age, this means 

you aren’t overpaying in the early years.

How can fleet customers be sure 

that their outsourced fleet 

management supplier will apply 

the same rigour to cost control as they do 

internally, so they can be confident their 

fleets are being run efficiently and cost 

effectively?

This should be an offered by any leading 

fleet management supplier.  Agree the 

contract KPIs from the outset and the 

penalties for failing to meet them.  The 

KPIs could include vehicle availability, 

MOT pass rates, driver satisfaction and 

the amount of financial savings achieved.  

This is an approach we proactively offer 

to all our customers.

In-house fleet managers will 

strive to minimise the downtime 

of their own vehicles. How can 

they be sure that outsourced fleet 

management suppliers won’t leave their 

Time to consider outsourc
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“You need to  
understand what  
value your  
outsourced supplier  
will bring“

6
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vehicles at the back the queue for service, 
maintenance and repair?
The garage itself is a focal point of any 

SMR strategy. 

The infrastructure should allow the 

rational and timely use of skilled techni-

cians and be able to introduce techno-

logical innovations where appropriate. 

This can allow the garage to out-perform 

both manufacturer and third-party bench-

marks, and is most likely to be achieved 

where fleet operators work in partnership 

with a dedicated fleet management 

company, making best use of the latter’s 

expertise and economies of scale.

Making sure commercial vehicles keep 

up with operational demand is a constant 

challenge for fleet managers, particularly 

when the fleet is operating at close to 

maximum utilisation. 

This is where fleet operators need an 

SMR provider that can work with them 

seamlessly and proactively to reduce the 

pressure on fleet owners and managers, 

freeing them up to focus on core business.

BT Fleet’s garage network is unique 

within the fleet industry, allowing us to 

demonstrate total expertise combined with 

nationwide coverage, ensuring vehicles 

are available when needed.

How should company car and 
van drivers be involved in 
assessing the performance of an 

outsourcing supplier? If drivers are 
accustomed to a personal service from 
their fleet manager, won’t outsourcing 
leave them with the frustrations of 
dealing with a call centre?
The move to an outsourced model, when 

delivered correctly, should not detract from 

the service experience for drivers.  

Whilst it’s understandable that drivers 

may think they are losing the personal 

touch, the ability to have 24/7 access to a 

team is much more compelling.  

At BT Fleet, we adopt a hub approach 

which means drivers have a dedicated 

team who have a deep understanding of 

the customer’s operational challenges.

What service level agreements 
and key performance indicators 
should be applied to an 

outsourced fleet management arrange-
ment? 
Fleet management providers must quan-

tify the impact return on investment. A 

fleet partner should help organisations 

meet internal targets in response time, 

availability and customer service.  

In addition, we recommend you agree 

compliance measures particularly for 

O-Licenced vehicles where the testing  

and servicing regimes are much more 

stringent.

8
9
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“An effective rental partner will be able to supply 
vehicles on terms to suit your business, whether 
that’s hourly rental or car-share”

1
How can daily rental offer an 

alternative to the round-the-

clock availability of a pool fleet?

Owning a pool fleet may seem attractive 

for a company. However, analysing usage 

will often reveal consistent periods of 

downtime (overnight or during school 

holidays, for example). 

As well as the cost implications of 

paying for vehicles that are not in use, 

significant periods of inactivity can 

contribute to mechanical failures – espe-

cially where vehicles have ancillary 

equipment common in commercial vehi-

cles such as tail-lifts, beacons or telem-

atics. Outsourcing your fleet to a rental 

company can provide greater flexibility 

as well as financial control. An effective 

rental partner will be able to supply vehi-

cles on terms to suit your business, whether 

that’s hourly rental or car-share for short-

term requirements or flexible and fixed-

term rental for longer-term needs. 

Selecting a customer-centric vehicle 

rental provider also comes with added 

benefits: a single point of contact for any 

questions or issues, a supplier who under-

stands your business and the flexibility to 

change vehicle type to suit the individual 

or requirement on any given day. 

2
Van fleets often have specialist 

racking inside their vehicles to 

carry the tools and parts their 

employees need. How can a daily rental 

vehicle meet this requirement?

A specialist commercial vehicle rental 

provider will stock vehicles with modifica-

tions to suit a broad range of industry 

applications. Vehicles that have been pre-

fitted with racking, tow bars, Chapter 8 

livery and beacons can all be obtained at 

short notice on daily 

rental terms through the 

right provider. Having this 

access to a huge range of 

vehicle types provides 

many benefits to companies 

over purchasing a vehicle. If 

your organisation grows 

rapidly, has seasonal fluctuations 

or moves into a new sector and you 

need to change your vehicle type, renting 

your vehicles means you can simply 

swap your vehicle for a different one that 

suits your new needs. 

3
Many businesses require 

specialist vehicles like mini-

buses or refrigerated vans for 

chilled goods. How can a daily rental 

firm satisfy these needs?

Again, it’s all about identifying the right 

supplier. Specialist commercial vehicle 

hire companies will stock a range of vehi-

cles to suit most industry sectors; from 

refrigerated vehicles to welfare vans and 

accessible minibuses. Vehicles which 

might be too costly for an organisation to 

acquire through other means can be 

obtained easily and cost effectively on a 

flexible rental basis. 

It’s also worth considering wider busi-

ness rental requirements when selecting 

a commercial vehicle supplier. Using a 

vehicle rental company that can satisfy 

all of an organisation’s vehicle needs – 

from car-share to daily rental, as well as 

longer-term rental and contract hire – will 

save you both time and money. Using a 

specialist commercial vehicle rental 

service also gives companies access to 

knowledgeable people who are experts 

in their field. They take the time to under-

Enterprise Flex-E-Rent answers the  
essential questions, including those  
on specialist equipment and charges

How daily rental 
could suit your 
fleet needs

stand exactly what customers need in 

terms of their vehicles and may be able to 

suggest tweaks to specifications that 

could make a big difference to opera-

tional efficiency. 

4
At what length of contract and 

mileage does it make more 

financial sense to lease on fixed 

term rather than hire? 

Without knowing the specific details it’s 

impossible to say – there are just too 

many variables. Vehicle type, rental term, 

mileage, additional spec or modifications 

will all have a significant impact on cost.

Broadly speaking, if an organisation 

knows what vehicle and specification it 

needs as well as the period of time the 

vehicle is required for it’s more cost effec-

tive to enter into a fixed-term agreement.

If the term, specification or vehicle type 

is likely to change, it is far more cost effec-

tive to go with a flexible rental agreement.

Some (generally larger) specialist 

providers will offer rental terms that fall 

between contract hire and daily rental; 

offering customers lower rates for a 

longer-term commitment, but without the 

penalties of a contract hire agreement. It 

represents a ‘best of both worlds’ scenario 

for organisations that might need vehicles 

for 12, 24 or 36 months but cannot commit 

with absolute certainty to a full contract 

hire agreement.

short notice on daily 

rental terms through the 

right provider. Having this 

access to a huge range of 

vehicle types provides 

many benefits to companies 

over purchasing a vehicle. If 

your organisation grows 

rapidly, has seasonal fluctuations 

or moves into a new sector and you 

need to change your vehicle type, renting 

your vehicles means you can simply 

swap your vehicle for a different one that 

Many businesses require 

Enterprise Flex-E-Rent answers the 
essential questions, including those 
on specialist equipment and charges

How daily rental 
could suit your 

stand exactly what customers need in 

terms of their vehicles and may be able to 
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5
Daily rental fees seem very 
competitive until extras like 
delivery, refuelling, cleaning 

and mileage recharges are added on. 
How can fleets minimise these costs?
Daily rental rates are based on fixed 

parameters which should be made clear 

to the customer prior to the commence-

ment of the hire. As long as the customer 

adheres to the terms of the agreement, the 

price quoted is the price they will pay.

If a customer chooses to collect and 

return the vehicle from the rental company 

there will be no collection or delivery 

charge. Likewise, as long as the fuel policy 

– it’s important to be clear on whether it’s 

‘full to full’ or ‘same to same’ – is adhered 

to, there will be no charge for refuelling. If 

there is a mileage limit stated in the rental 

agreement it should be made clear to the 

driver of the vehicle. As long as the 

customer understands and agrees to the 

terms of the rental agreement, and 

manages usage accordingly, there should 

be no additional costs incurred. 

Ultimately, this can be avoided by using 

a vehicle provider who is customer-centric 

where you can ring through to your 

account manager rather than being put 

through to a call centre. If customers have 

the opportunity to build strong relation-

ships with their provider, either through an 

account manager or account managing 

depot, agreements can be reached and 

contingency plans put in place to avoid 

confusion or additional costs. 

6
Company drivers often miss the 
handover of the hire vehicle and 
then challenge damage reports. 

How can fleets resolve this issue?
Ideally, a representative of the hiring 

company should be present for handover 

at the start and end of the rental period. If 

it’s not possible the driver should still carry 

out their own inspection of the vehicle and 

document any damage (most people have 

phones capable of taking photos and this 

is a good way to capture the relevant 

information). If there is damage to the 

vehicle that is not documented on the 

check sheet at the start of the rental, it’s 

essential that the hire company is notified 

immediately. But using a customer focused 

and responsive vehicle rental provider 

can prevent these issues from occurring. 

That might mean adjusting processes to 

ensure handovers take place at a time 

and place to suit the end user rather than 

at a branch in normal working hours. A 

good personal relationship between the 

customer and account manager means 

they can discuss these kinds of issues and 

make different arrangements. 

5
Daily rental fees seem very 
competitive until extras like 

a vehicle provider who is customer-centric 

where you can ring through to your 
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Still on spreadsheets? There are many benefits to be gained 
from upgrading to a product that’s tailor-made for your operation

“Fleet software brings 
everything together  
in one place, making 
fleet management easy 
while bringing a  
robust data trail”

1
How many vehicles does a busi-
ness need before dedicated fleet 
software makes financial sense?

We usually find that companies with a 

fleet size of 10 or above start to see 

tangible financial benefits from using 

fleet software. Although there is financial 

benefit for companies with even smaller 

fleets than this in terms of time/resource 

savings, plus many providers offer very 

low-cost options for the smallest of fleets.

2
How will specialist fleet soft-
ware improve on the Excel and 
accounting software that many 

businesses use? What types of reports 
can it generate to make fleet manage-
ment more efficient?

Fleet software brings everything 

together in one place, making fleet 

management easy. This also gives a 

robust audit trail, eliminating the risk of 

corrupt or lost data. Spreadsheets are by 

design a multiple-use tool, so can be inef-

ficient, cumbersome and prone to human 

error. But arguably more importantly, 

Excel can leave sensitive information 

open to unauthorised access.

You may have already experienced the 

types of mistakes that can easily occur 

when using spreadsheets. For example 

the errors that can occur by fields being 

inputted loosely typed with no automatic 

enforcement of data – think about those 

frequent instances of wondering “is that a 

date or a number?” Many such errors are 

only discovered weeks or even months 

after the event, usually at the crucial point 

of needing the correct data in a hurry. 

What’s more, complex spreadsheets can 

often only be efficiently understood by 

their creator.

With dedicated software, detailed 

reports can typically be generated using 

any combination of data within the 

system, fulfilling the reporting required of 

all stakeholders including senior manage-

ment, HR, finance and others.

3
How can a fleet manager avoid 
being overwhelmed by data 
from a fleet management 

system?
Fleet management systems store an enor-

mous amount of data about vehicles, 

drivers, finances, daily activity and so 

much more, so it’s easy to see why compa-

nies sometimes fear being “drowned in 

data”. But the best fleet management 

systems provide a platform that easily 

sorts the data and stores it in an easily 

accessible, manageable way. 

Reporting menus are typically intuitive 

and enable the user to receive the 

specific reports they need, when they 

need them – and reporting by exception 

gives them instant visibility of anomalies 

and potential issues. 

There are a great many options in 

today’s FMS market; some are highly 

complex and aimed primarily at techni-

cally minded, data-hungry fleet managers 

and others are cleverly designed to 

support the needs of the most inexperi-

enced or apprehensive fleet adminis-

trator. The key to avoiding being over-

whelmed by data, if this is indeed a 

concern to you, is to be sure to shop 

around and opt for the solution that best 

suits the way that you and your company 

wish to operate its fleet.

4
How easy is it for a fleet soft-
ware package to integrate with a 
company’s existing IT strategy?

There are two basic options for fleet soft-

ware. Either server based (this solution 

requires a in-house server installed on 

client premises) or a software as a service 

(SaaS) product, which means you need 

nothing more than a web browser and an 

internet connection. The in-house server 

Would dedicated  
software make sense 
for your fleet?
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solution requires more time for IT support, 

such as install updates and backups of the 

software, whereas this is all taken care of 

with a SaaS solution.

5
How can fleet software integrate 
data from different fleet suppliers 
like leasing companies, fast-fit 

outlets and fuel cards?
Many software systems enable data to be 

integrated via API or other importing 

routines, from a wide range of sources 

including telematics, fuelcard providers, 

licence checking and lease providers. 

Gathering all of this data into a central 

platform enables you to connect all of your 

sources, build an accurate, comprehen-

sive picture of your fleet activity, and 

handle your fleet tasks efficiently. And 

having all relevant fleet information on a 

single platform makes it easy to build a 

robust audit trail to help you fulfil your 

legal requirements. 

6
How can fleets that operate from 
different offices and depots inte-
grate a single fleet software 

system and database?
If the software is SaaS-based, the online 

software can be accessed from multiple 

sites at any time. If an in house server solu-

tion is used, then a VPN will be required. 

We also recommend that you select a 

system that offers an unlimited number of 

users, and be sure to check that the user 

hierarchy is permission-driven so that you 

can control viewing, editing and reporting 

rights for different roles and branches. 

With a dedicated SaaS product, you can 

be sure that all users will always be 

working on the current version, with the 

correct information.

7
When a business is considering 
a new fleet software system, 
what costs should it budget for in 

terms of software, hardware and 
training?
Costs do vary quite considerably between 

solutions, but as a general rule there will 

be a one-off setup fee based on fleet size, 

and then an ongoing subscription fee 

which can be monthly or sometimes 

annual. Again, fees will be proportionate 

to fleet size. Some providers also charge 

fees for training and support; others 

include these in their setup and/or 

subscription fees. Selecting a SaaS product 

will eliminate any hardware, installation 

and update fees. 
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How upcoming legislation 
will impact your fleet
There are many new laws and regulatory revisions ahead, both national and regional, including 
those related to pay, emissions, validation and leasing. Are you aware of them all?

By Louise Cole

he next five years and beyond will see a wide 
range of changes to fleet industry regulation. 
Here, we take a look at the main revisions and 
new laws and how they might affect operators.

Health and safety laws, 2016

Companies that breach health and safety laws will 
face fines of up to £20 million after new sentencing guide-
lines came into force on February 1. 

The move is intended to ensure that large organisations 
pay higher fines, with penalties having been brought more 
closely into line with those for economic crimes such as 
competition law breaches. The guidelines set out proce-
dures that take into consideration the degree of harm 
caused, the turnover of the organisation involved and the 
culpability of the offender.

The BVRLA says: “Fleets must ensure they are using well-
maintained, safe vehicles. Employees who drive for work 
should also have their driving licences checked regularly.”

Safer Lorry Scheme extensions, 2016 onwards

London’s policies tend to flavour political discourse; they also 
have a disproportionate effect upon the many national fleets 
that run vehicles into the capital. Current developments in 
London are held up by election purdah at the time of writing, 
so it is uncertain which of mayor Boris Johnson’s recent 
initiatives will go forward.

Insight: Legal compliance

T
£1,500

Potential cost per  
vehicle of retrofitting  

‘direct-vision’ windows

£20m
New maximum fine possible 

for health and safety breaches

Transport for London (TfL) may extend the Safer Lorry 
Scheme (SLS), which currently mandates class 5 and 6 
mirrors and supports protection for almost all commercial 
vehicles in London, to include bigger, lower side-windows in 
the passenger side of large vehicles to protect vulnerable 
road users. These are often referred to as ‘direct-vision’ 
windows. TfL suggests they would cost between £1,000 and 
£1,500 to retrofit. 

Freight Transport Association (FTA) head of national and 
regional policy and public affairs Christopher Snelling says: 
“This would be worth doing for new vehicles, but it is a bad 
idea to force retrofits. In the majority of cycling fatalities it 
would have made no difference and neither does it protect 
pedestrians. If something like this is introduced simply 
because it makes people feel better, then safety budgets will 
be spent on this and not something more useful.”

TfL is also conducting testing with independent labs to 
verify the effectiveness of technologies such as 360-degree 
cameras and proximity alarms, and will add such devices to 
its vehicle prescription if proved to have an impact on road 
safety. There is no timeline for completion of this testing.

Gender pay gap reporting, October 2016

Regulations covering pay gap reporting duties for companies 
with more than 250 employees are expected to come into 
force in October. There are various ways in which this data 
must be collated and reported but the crucial aspect for the 
fleet industry is that it struggles to hire women in operational 
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early lists of requirements show ER diverging substantially 
from O-licensing regulations.

Smart ÔdigitachsÕ, 2018
Regulation (EU) N° 165/2014 defines the introduction of new 
digital tachographs with better security mechanisms, GPS 
interfaces, an ITS interface, which will allow the tachograph 
to link to other transport applications, and, crucially, a 
remote communication function. 

This last aspect means an enforcement officer can identify 
basic compliance errors from the roadside while the vehicle 
is moving, including potential security breaches, interruption 
to the vehicle’s power supply, sensor or motion data, vehicle 
motion conflict, a lack of a driver card, time adjustment and 
calibration data. The officer cannot remotely download the 
data in this way. 

GPS function will enable automatic location capture for the 
beginning and end of the driving period, as opposed to the 
current units, which only record country of use. 

Technical specifications are currently being approved. 
BVRLA says: “The new tachograph should be more secure 

and make fraud more difficult, at the same time reducing 
the administrative burden on operators.”  

FTA head of licensing policy and compliance information 
James Firth says the tachographs are a positive move with 
the potential for making better use of telematics data and 
more automation. “The lesson we must learn is not to tie 
the technology too tightly into the legislation,” he says, 
“because technology can improve quickly while the regula-
tory process is slow.”

Changes to leasing regulation, January 2019
The new standard brought in by the International Accounting 
Standards Board, IFRS 16 Leases, brings almost all leases 
onto the balance sheet. 

This will change debt to equity relationships, raise gearing 
ratios and capital ratios, and will also affect other financial 
metrics, such as earnings before interest, taxes, deprecia-
tion and amortization. 

Companies which lease vehicles are advised to start 
analysing the impact this could have on their businesses 
now, and will need to produce a set of comparable accounts 
for 2018. 

There are also simplifications that mean leases can  
be reported as a portfolio, rather than individual vehicles. 
Short-term hire vehicles, informal vehicle extensions and 
ancillary leasing services do not need to be 
reported. The new rules initially only apply to public 
sector organisations, or those reporting to Inter-

“Fitting direct-vision windows is 
worth doing for new vehicles, 
but it is a bad idea to force 
retrofits. With most fatalities, 

they would have made no difference” 
Christopher Snelling, FTA

roles. It is possible that this is one way in which the industry 
could examine its own hiring and progression processes and 
possibly attract female workers. The Equal Pay Portal is 
providing tools for employers to begin considering their 
approach to this at equalpayportal.co.uk/tools/.

According to the Equality and Human Rights Commission, 
a low-risk pay system is “transparent, systematic, inclusive, 
well-managed and based on a measurement of job 
demands”, rather than just job titles, i.e. an analysis of what 
skills and requirements the job entails. More information 
can be found at: commercialfleet.org/low-risk-pay

Earned recognition pilot, 2016/17
DVSA’s 2016 business plan says it will “develop the operator 
earned recognition scheme further to enable deployment 
following a pilot”. Earned recognition (ER) will be available to 
operators who voluntarily share data that demonstrates 
compliance with the DVSA. 

How much data and in what format are not yet defined, 
although DVSA says it will be looking for “the effectiveness 
of the operators’ transport systems and how they manage 
drivers [including] speed, driving style, driving time, location 
mapping, weight […] and brake performance [...] A potential 
entry requirement for ER is to allow DVSA access to the 
operator’s tachograph and maintenance records, it is not, 
however, envisaged that DVSA would have direct access to 
an operator’s telematics management system”.

It says that driving instructors will also be participants in 
earned recognition, which may affect in-house or external 
fleet trainers. The BVRLA and FTA are both working with 
the DVSA to have their specific codes or accreditations 
recognised. However, the FTA says it is disappointed that 
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national Financial Reporting Standards. This could 
affect existing and future credit lines or investment 
including whether to buy or lease vehicles. 

However, BVRLA chief executive Gerry Keaney says: “Vehicle 
leasing’s popularity has little to do with balance sheet advan-
tages. Its main value comes elsewhere: sheltering compa-
nies from the risk of fluctuating values, providing them with 
extra flexibility and purchase power and freeing-up precious 
working capital.”

Van CO2 mandatory targets, 2017

The European Commission wants to reduce the average 
CO2 emissions of new vans to 175g/km by 2017, with a 
further reduction to 147g/km by 2020, says the BVRLA.

London freight ban? 

London mayor Boris Johnson has requested that TfL provide 
him with a “range of options for banning or charging certain 
freight vehicle types at certain times of day. It will also 
consider what further incentives could be put in place to 
support more efficient use by freight of road space, such as 
consolidation centres”. The arguments for this are to cut 
congestion and to protect vulnerable road users, although 
even London cycling commissioner Andrew Gilligan disputes 
that freight bans cut VRU fatalities.

The London Assembly voted recently to see trucks banned 
at rush hour and mayoral candidates Sadiq Khan and Zak 
Goldsmith have both indicated limited support, while three 
other candidates (LibDem Caroline Pigeon, Green Sian 
Berry and ‘Ban Private Cars’ Rosalind Readhead) have all 
agreed to support the proposal. 

Other London mayoral post-election possibilities

Sadiq Khan’s other pronouncements suggest he would 
continue in the same vein as his predecessor with regard to 
commercial vehicles, in much the same way as Johnson 
continued many of the initiatives instigated by Ken Living-
stone before him. Khan says he will “promote safer, cleaner 
lorries – working with the boroughs and using City Hall 
procurement to set new safety standards, moving towards 
City Hall and TfL contracts specifying ‘direct-vision’ lorries”.

LibDem candidate Caroline Pidgeon proposes to forcibly 
improve London’s air quality by raising the congestion 
charge and adding an extra £2.50 flat rate charge daily on 
every diesel vehicle to deter them from central London 
(according to LibDemVoice.org). She says it “could be a 
game-changer”. This is despite the fact that diesel buses 
(which are exempt from congestion charging) were recently 
blamed for the illegal levels of NOx on Oxford Street; and it 
is already clear that the other major group of diesel vehicles 
servicing the city’s freight needs are not 
deterred from the capital by such charges but 
must absorb the cost.

TfL has also been charged with discovering 
how London’s various 
charges for road use 
could be consolidated 

into one payment, which would include devolved vehicle 
excise duty (VED). 

Commercial Fleet asked TfL how this would work for fleets 
that pay VED in other parts of the country. 

“There are no fixed plans for how a smart charging facility 
would operate and any decision on this would be a matter 
for the new mayor,” says a spokesman.

London ultra-low emission zone, 2020 

From 2020, all vans and trucks will have to be Euro 
6-compliant in order to meet the ultra-low emission zone 
(ULEZ) standard in London. Currently, trucks and vans over 
3.5-tonnes gvw need to meet Euro 6 standards or pay a daily 
charge. From 2020, small diesel vans (below 3.5 tonnes) will 
have to be a maximum of four years old to avoid the charge 
of £12.50 a day, and larger commercial vehicles no older than 
six years, or they will incur a £100 daily charge. The ULEZ 
will cover the existing congestion charge zone.

FTA’s Snelling says: “This is particularly problematic for 
vans, for which Euro 6 only becomes mandatory in October 
2016. So a van leased today would not be ULEZ-compliant.” 

He also warns that some mayoral candidates are talking 
about bringing the ULEZ forward or extending its geograph-
ical scope.

There are several Government-funded feasibility studies 
on low emission zones taking place with local authorities in 
the UK. However, Snelling says: “It is an expensive measure, 
with limited effect, because eventually all vehicles will meet 
the emissions level naturally. However, we expect Euro 6 
LEZs in Birmingham, Leeds, Nottingham, Derby and South-
ampton by 2019.” 

Birmingham and Leeds zones are likely to include vans; 
the others will be HGV-only. FTA says this will present the 
greatest problem for regional fleets who cannot 
swap vehicles between areas.

The BVRLA says the Government should intro-

“Vehicle leasing’s popularity has little to do  
with balance sheet advantages. Its main  
value comes elsewhere” 
Gerry Keaney, BVRLA

Insight: Legal compliance
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duce a national framework to ensure common 
standards across participating cities. BVRLA’s 
Keaney says: “We totally support ultra low emis-

sion zones and believe our members will have a key role to 
play in delivering efficient cities. What we don’t want to have 
– and the Government has been reluctant to step up to the 
mark on this – is a different zone in Manchester, a different 
one in Leeds and a different one in Bristol. There is every 
possibility of that happening.”

Jack Semple, head of policy at the Road Haulage Associa-
tion, says: “We need to better understand the problem they 
are seeking to solve and whether this is a good use of tax 
payers’ money. Euro 6 vehicles are popular with operators 
– in TfL’s words ‘ultra-low emission’ – and are already on the 
roads in increasing numbers.”

It is likely that the next round of emissions reduction  
legislation in terms of vehicle manufacture (currently driven 
from the European Parliament) will focus on CO2, which 
may mean alternative fuels and drivelines being mandated 
for cities.

However, the UK as a whole has to meet air quality targets 
set by the EU. It is divided into 43 zones, 38 of which are 
deemed to be non-compliant for NOx levels. The Govern-
ment’s draft proposals on how to fix this were published in 
September 2015 and submitted to the European Commis-
sion in December.

Vehicle design legislation, by 2022

The European parliament has set a date of 2022 for the 
introduction of radically new heavy vehicle design, which will 
give trucks crumple zones, longer aerodynamic noses and 
flaps and better driver visibility. The new design requires 
greater flexibility in the weight and dimension of vehicles, 
although the rules say that trucks longer than 18.75 metres 
can only be trialled within national borders.

The extent to which the UK is involved with these changes 
depends upon the nature of its relationship with the EU in 
the coming months and years. Truck manufacturers will not 
produce products specifically for the UK market, so it is likely 
that any design changes would be reflected in the vehicles 
available to UK fleets. However, how much influence the UK 
market has in shaping such future vehicles will depend upon 
its ability to negotiate with the rest of the EU.

Customer-driven compliance, ongoing

Mandatory fleet recognition systems, 

More on fleet legislation  
at: fleetnews.co.uk/ 

fleet-management/legal/

Online

including EcoStars, the Freight Operator Recognition 
Scheme (FORS), and the Construction Logistics and Cycle 
Safety standard (CLOCS), will all have a growing impact on 
fleets, but with customers mandating compliance rather 
than legislation. London-born FORS and CLOCS have now 
been rolled out nationwide. Furthermore, FORS is now a 
commercial operation run by the FORS Community Part-
nership. 

Fleet customers may therefore dictate vehicle specifica-
tions and safety standards previously only mandated in 
London. CLOCS applies to all vehicles at a depot regardless 
of application; FORS differentiates between trucks and vans. 
These standards are designed to be progressive, so are 
likely to change.

In addition, the FTA has launched Truck Excellence, which 
will audit fleets against their operator licence (see page 43). 
It is in discussion with TfL to offer a simultaneous audit 
against the FORS standard should operators want this. 

Drink-drive limits

Scotland recently lowered its drink-drive limit to 50mg  
per 100ml of blood, which is in line with most other European 
countries. Northern Ireland is currently consulting on such 
a move and transport minister Andrew Jones told the 
commons that he intends to review the effects of  
Scotland’s move. 

The Department for Transport says it has no plans to 
review the limit in England and Wales; however, it is likely 
that pressure will grow to bring the current limit of 
80mg/100ml in line with the rest of Europe.

Brexit implications

There is a plethora of road transport legislation, or legisla-
tion which directly affects fleet operation, which originates in 
Europe and which in theory could be amended or discarded 
if the UK votes to leave the Europe Union. 

One example is the Working Time Directive. Although 
some commentators hope that an exit from Europe could 
loosen such strictures on UK industry, the Government 
would need both the political capital and the political will to 
remove such regulations from the UK statute book. Politi-
cally, it is unlikely that any UK administration would relax 
rules geared toward road safety such as drivers’ hours.

Cabotage rules, which affect how long a hire-and reward 
truck can work in another European state, may be affected, 
and supply chains complicated, by new import-export rules 
which could include tariffs. Finally, the availability of labour 
and particularly of vocational drivers could be affected if the 
UK was no longer a party to the enshrined EU rule of 
freedom of movement for European citizens. 

“Euro 6-compliant vehicles  
are popular with operators” 
Jack Semple, Road Haulage Association

2022
Year new truck design  

legislation comes  
into force

Insight: Legal compliance
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river CPC, in recent 

times, has helped 

formalise training 
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that can be gained by taking  
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A qualification flexible 
enough for every fleet
The EC is currently reviewing the Driver Certificate of Professional Competence – although  
it will be some time before concrete changes emerge. In the meantime, how well does the  
qualification work for UK fleet operators? And how can they maximise the benefits?

By Louise Cole

he Driver Certificate of Professional Competence 
(DCPC) has forced fleet operators to review, and 
often repackage, their training in order to comply 
with the law. 

As Freight Transport Association (FTA) head of 
licensing policy and compliance information 
James Firth points out: ÒThe EU didnÕt invent 

driver training. When the Driver CPC came in, operators had 
to revisit their training to make it fit with the directive.Ó 

Despite criticisms, the DCPC has become an accepted part 
of the industry, with the major concern being about how 
companies can ensure a return on investment.

In 2009 and 2010 most companies and trainers focused on 
fuel-efficient driving as the most financially rewarding 
learning programme. There has since been a cultural shift 
toward safety, stemming from the high political profile of 
vulnerable road users and the acknowledgement that fleet 
costs can be reduced by risk mitigation, and so lower insur-
ance and minor damage claims. 

Arnold Monk, head of training at the Road Haulage Asso-
ciation, says compliance issues top its billing. Basic topics 
such as driver walk-around checks, safe loading, driversÕ 
hours and digital tachographs score highly with operators 
because of the potential impact of breaches. 

Digital tachographs are frequently updated and it is chal-
lenging for drivers Ð particularly those who did not grow up 
with technology Ð to keep adapting.

Monk says the trick with the DCPC is to study course 
content rather than choose on price. ÒThere is also a lot of 
scope for bespoke courses,Ó he says. ÒWe have built a course 

Insight: Compliance

T

“The syllabus is flexible enough 
to develop an interactive course 
which packs in a lot” 
Arnold Monk, Road Haulage Association

The European Commission started to review the DCPC 
in 2013; specific changes are unlikely to come into 
force before 2018.

The initial EC review looked at harmonisation of 
delivery and driver exemptions, and timetabling, 
delivery, effectiveness and impact of the training. 

The area most likely to affect fleet operators is the 
content, delivery and measurement of courses. The 
EC may rule in favour of a prescribed syllabus, 
continue with seven-hour blocks of training or change 
the current attendance-based accreditation to a test.

The UK industry has asked the Department for 
Transport (DfT) to retain the current flexibility. 

The directive at present is broad, meaning that 
operators can choose what subjects to cover. DfT  
will therefore resist a European-wide syllabus 
which would dictate course content.

FTA’s James Firth says: “We are on the defensive  
here. There is always the danger that  
harmonisation means a loss of flexibility and  
‘one size fits all’ can quickly become ‘one size  
fits no one’.”

Jack Semple, director of policy at RHA, says  
that he would like to see a study of compliance 
levels across Europe, the potential for remote 
learning and greater flexibility in the length  
of courses. 

Firth also says each driver is responsible for 
engaging with the process. “Lots of professional 
training doesn’t have a formal assessment,” he 
says. “But as one of our members said: ‘If there 
wasn’t a driver shortage a quick way to create one 
would be to add tests to the Driver CPC’.”

Objectives of EC legislative review of training remain unclear

for a food company which covers standard issues like 
driversÕ hours but also health and safety and customer care 
as it relates to their sector. They introduced a new complex 
trailer so we included a session on that, as well as their new 
model digitach and VRUs because their customer wanted it. 
The syllabus and approval process is flexible enough to 
develop an interactive course which packs in a lot.Ó

Some courses are entirely sector-specific, such as 
Knowles TransportÕs course for the sugar beet industry, 
designed in conjunction with British Sugar.

The DCPC can introduce practices to a firm which have 
benefits beyond its vocational fleet. For instance, 
when leading stockholder of engineering metals 
and plastics Smith Metal Centres engaged the 
FTA to conduct its Energy Savings Opportunity 
Scheme (ESOS) audit, the industry body recom-
mended that car fleet drivers be trained in fuel-
efficient driving as well as its HGV drivers.

71%
Reduction in road incidents 
achieved by Iron Mountain 
from Driver CPC combined 

with telematics
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model digitach and VRUs because their customer wanted it. 
The syllabus and approval process is flexible enough to 
develop an interactive course which packs in a lot.Ó

Some courses are entirely sector-specific, such as 
Knowles TransportÕs course for the sugar beet industry, 

The DCPC can introduce practices to a firm which have 
benefits beyond its vocational fleet. For instance, 
when leading stockholder of engineering metals 
and plastics Smith Metal Centres engaged the 
FTA to conduct its Energy Savings Opportunity 

-
mended that car fleet drivers be trained in fuel-
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Similarly, companies accredited to the FTA Van Excellence 
programme have sometimes chosen to extend the relevant 
parts of their Driver CPC training to the van fleet. Document 
storage specialist Iron Mountain rolled out DCPC training 
throughout its van drivers and says that, together with its 
telematics system to enforce sound driver behaviour, it has 
cut road incidents by 71%. 

“We put all our van drivers through our DCPC training, 
even though there is no legal requirement to do so, because 
issues such as safety, compliant loading and good customer 
care are relevant to everyone,” says Iron Mountain head of 
logistics support, western Europe Rory Morgan. 

“We are renewing our Joint Approvals Unit for Periodic 
Training (JAUPT) accreditation to deliver DCPC internally as 
this lets us collate the courses, coach our drivers and ensure 
the content is bespoke. We use our own vehicles in the 
courses; it brings the message home if the drivers can 
directly associate what they are learning with the job.”

FTA offers a Certificate of Driver Competence for van 
drivers, using the DCPC model.

Operators can also time courses so that the business is 
not impacted. O’Donovan Waste recently chose to commis-
sion its own one-day Staying Legal course for 45 of its 
drivers, rather than take FORS-funded training, because it 
could run the course on-site, out of hours and so not inter-
rupt shift patterns.

Driver CPC can  
be sector-specific or  
delivered internally

1 Integrate it with the rest of your corporate training. 
Although only vocational drivers need to do Driver  

CPC courses, they may be of use to other members of the 
organisation. Equally, the focus with all training should be 
about consolidating skills and preparing in-house talent for 
other roles as well as their existing one. 

2 Choose a reputable training provider. Trade associations 
are obvious examples, as well as dedicated training 

companies such as Novadata or vehicle manufacturers such 
as Daf and Scania. Many well-established regional haulage 
firms have also embarked on third-party training with their 
JAUPT-approved schemes, such as ETS Distribution, 
Transervice Express Transport or David Watson Transport. 
Make sure that the course content is suitable to your 
operation and your vehicles, and is delivered by people  
with a genuine understanding of the transport industry. 
Trainers should also be qualified in teaching adults.

3 Identify those areas where you most need 
improvement: for instance VRU safety, low speed 

manoeuvring or drivers’ hours. Harness the statutory training 
to help deliver specific commercial goals.

4 Work out the most effective method for the timing of 
training, whether in a rolling one-week block or, more 

commonly, specific days spread over the five-year period. Do 
not leave significant amounts of training to the end of the 
cycle as it reduces operational flexibility and the availability 
of good training provision.

5 Stop thinking of driver training as 2009-2014, 2014-2019 
cycles. As new drivers join the industry, their individual 

timescales will be different to this. Your training schedule 
must monitor the requirement of each individual licence.

6 Sell the concept to drivers, emphasising the 
professional benefit they can gain. Engagement is 

essential to useful results.

7 Reinforce training with internal protocols, policies and 
management reminders. There is no point in teaching 

one thing and doing another. 

8 Decide which metrics you will use to measure the 
impact of the training.

Top tips for getting the 
most from Driver CPC

“Sell the concept to 
drivers, emphasising the 
professional benefits” 

FTA Van Excellence: 
commercialfleet.org/ 

fta-van-excellence

Online

“There is 
always the 
danger that  

harmonisation 
means a loss 
of flexibility” 
James Firth, FTA

Driver CPC can 
be sector-specific or 
delivered internally
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Eco engines, insurance products, EVs and operator standards feature at Birmingham event
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Renault has set eight pillars for 
success as part of its bid to move 
from “a top regional player to a top 
global player”, according to global 
LCV sales director Ludovic Troyes.

Among them is a focus on a 
“stronger and wider” product 
range, more business with 
converters and an improved 
customer experience, he said.

For the UK, Renault’s second 
biggest market globally, this 
means a near doubling of the van 
specialist Pro+ network, more 
conversion options and new 
models including the one-tonne 
pick-up and a 17-seat minibus.

Mark Dickens, UK fleet sales 
operations manager, said the 
decision to grow from 39 Pro+ 
dealers to 79 by 2017 was an 
evolution born from operating a 
multi-tier network.

Last year, the company intro-
duced a new corporate policy 
whereby any dealer that had a 
local fleet opportunity of at least 
150 units per year had to employ 
a fleet sales specialist. It applied 
to around 80 dealers, some of 
which were already Pro+, creating 
two tiers. All those dealers will 
now be encouraged to join the 
official corporate network, taking 
Renault to its target.

“This is our plan – to roll out 
Pro+ to the dedicated fleet 
dealers,” Dickens said. “It’s about 
what the customer sees and 
experiences in the sales process 
and afterwards.”

housands of van and 
truck operators flocked 
to the NEC in Birmingham 
last month to see a host 
of new launches, services 
and initiatives at the 
industry’s annual show-

case, the Commercial Vehicle Show. 
Stars of the event this year were 

the Toyota Hilux and Proace, and 
pick-up models from Toyota, Renault 
and Fiat. 

The big surprise of the event was 
probably the re-emergence of the 

old LDV brand, now under the 
control of Chinese firm SAIC. 

The replacement Citroën Dispatch 
and Peugeot Expert panel vans also 
debuted. However, these were 
covered in the April issue of 
Commercial Fleet.

Not only was a repackaged LDV 

Maxus, which went out of production 
in 2009, on show but the firm also 
revealed a new electric version of 
the van, plus a smaller LCV, to go on 
sale later this year. 

n For more from the show, visit: 
commercialfleet.org/cvshow2016T

CV Show review

The new Talento mid-size van, set to 
replace the Scudo, was sadly 
missing from the Fiat stand. Instead, 
Fiat gave buyers the first official 
glimpse of its four-wheel drive 
truck, the Fullback, which is due to 
go on sale in the UK in June.

It will initially be available as a 
double-cab but, according to Andrea 
Patti, marketing manager at Fiat 
Professional, a single-cab version 
could be launched next year.

In addition to fleets that need vehi-
cles for off-road use, Patti is also 
expecting to pick up sales from 
company car drivers who want a 
tax-effective lifestyle vehicle.

The UK is the biggest market for 
four-wheel drive vehicles in Europe 
and Patti is expecting to sell 800-900 
Fullbacks this year, rising to 2,000 in 
2017. Meanwhile, the Talento is 
expected to sell 1,000 units, consid-
erably adding to Fiat’s sales tally.

The Fullback is a rebadged 
Mitsubishi L200, albeit with Fiat 
styling. Measuring 1,780mm in 
height, 1,815mm in width and 
5,285mm in length, with a wheel-
base of 3,000mm, the new model 

Renault’s  
eight pillars  
of success

First glimpse of Fiat Fullback

will offer a payload up to 1,045kg 
and will be powered by a 2.4-litre 
aluminium turbodiesel engine with 
an output of either 150hp or 180hp. 

Two transmissions will be avail-
able: a six-speed manual gearbox 
or five-speed automatic transmis-
sion with sport mode. 

The Fullback will be available in 
two trim levels, with pricing and 
specifications to be announced 
closer to the vehicle’s launch.

“The UK is the 
biggest EU market 
for 4x4s and Fiat 
expects 800-900 
Fullback sales 
this year” 

Fiat Fullback: 
payload up  
to 1,045kg

Dickens points to the fact that 
customers used to visit four  
or five dealerships before 
purchasing a van; now they often 
visit once because they do their 
research online. “That’s why 
Pro+ had to change in its appeal: 
to make it easier for people to do 
business with us,” he said.

Pro+ dealers are intended to be 
a one-stop shop for van 
customers, offering sales, after-
sales, advice on conversions, 
accessories and finance. They 
also offer extended servicing 
dependent on customer need.

Renault has made some 
internal changes, creating a total 
customer experience (TCE) 

By Trevor Gehlcken and Stephen Briers
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Ford has revealed its new EcoBlue 
Euro 6 engine, which will be used 
in the Transit and Transit Custom.

Fuel efficiency is up by 13% and 
drivability is enhanced, with 20% 
more torque at 1,250rpm 
compared with the outgoing 
2.2-litre TDCi diesel engine. It also 
delivers better refinement, by 
reducing radiated noise by four 
decibels at idle.

Jim Farley, chairman and CEO 

department, which was previously 
part of aftersales.

“TCE is the voice of the customer, 
looking at the whole sales process 
and communications for both cars 
and vans,” Dickens said. “KPIs are 
being defined at the moment.

“We have been riding off the back 
of new product, but we have to 
change the way we interact with 
the customers and what we do 
once the vehicle is sold. It’s about 
ongoing communications.”

In terms of new product, Renault 
has confirmed that its new one-
tonne pick-up, based on the Nissan 
NP300 Navara, will make its global 
debut in summer, with its first 
European appearance coming at 

the IAA show in Hanover (Sept 
22-29). Still under its concept name 
‘Alaskan’, full details will be avail-
able closer to launch.

Meanwhile, the Master is now 
available with more than 70 
factory-fit or factory-approved 
converter options (conversion 
sales were up 80% last year), while 
the Kangoo now matches the rest 
of the range with Business and 
Business Plus equipment grades. 
The latter now gets rear parking 
sensors as standard. Renault has 
also announced new versions of its 
Grip Xtend traction system, with a 
new X-Track option across its 
model range, plus a four-wheel 
drive option for the Master.

New Ford Engine of Ford of Europe, said: “Ford’s 
EcoBoost created a new standard 
for petrol engines – smaller, more 
efficient with surprising perfor-
mance. That same obsession to 
innovate for the customer is 
behind our new Ford EcoBlue 
diesel engine range.

“This new engine lifts fuel effi-
ciency and reduces CO2 by over 
10% in Transit, part of Europe’s 
best-selling commercial vehicle 
line-up, lowering costs for our 
customers,” Farley added. Euro 6-compliant EcoBlue engine

The Freight Transport Association 
has launched a Truck Excellence 
programme, following consulta-
tion with its members.

FTA chief executive David Wells 
said the association recognised 
that there was already a national 
standard – the O-Licence. Truck 
Excellence would therefore 
measure fleets against the 
O-Licence to provide proof that 
they are abiding by the rules, in 
addition to some other elements.

Truck Excellence will compete 
against the Fleet Operator Recog-
nition Scheme (FORS) which was 
rolled out nationally last year after 
Transport for London awarded 
private-sector Aecom a five-year 
contract to oversee the manage-
ment and operation. 

At the time, a number of fleets 
were critical about the new pricing 
structure, and of the fact that  
Aecom is responsible for both the 
standard and the delivery of the 
audit, and urged the FTA to create 
an alternative.

James Hookham, FTA deputy 
chief executive, said: “The 
O-Licence is the forgotten standard, 
so we will try with Truck Excellence 
to measure a fleet’s achievement 
of the O-Licence undertakings. It’s 
not a new standard; it’s an audit of 
an existing standard.”

FTA members had mandated the 
association to achieve three things, 
he said: to create an alternative 
means to achieve FORS; to remind 
the DfT that it is responsible for 
national standards, and that it 
shouldn’t allow regions to dictate 
policy, such as Transport for 
London and its requirements for 
additional truck visibility;  and to 
place the O-Licence at the centre 
of any national standard.

Hookham is measuring initial 
success in truck numbers. He 
hopes to get at least 20,000 
commercial fleet vehicles on to the 
Truck Excellence programme 
within 18 months.

Labcraft’s Banksman range, 
introduced last year, illumi-
nates skirting around the 
truck and also at the back of 
the vehicle when reversing.

According to head of 
marketing David Frew, the 
LED lighting system is 
intended to reduce the niggling 
scuffs and incidents caused by 
low-speed manoeuvres in 
poor light or at night.

“We have taken something 
that most people don’t think 
about and developed a solu-
tion that helps them to be 
more efficient and to improve 
safety,” he said.

The product, which comes 
with a 10-year warranty, is 
targeted at truck fleets. But 
Frew doesn’t rule out vans.

“Lighting is in a stage of 
constant evolution,” Frew said. 
“Once customers understand 
what lighting does, they will 
move to customised solutions.”

Labcraft  
illuminates

FTA’s new Truck 
Excellence to 
support O-Licence

“Our solution 
helps customers 
to be more  
efficient” 
David Frew,
Labcraft



CV Show preview

The Road Haulage Association 
(RHA) has launched a new 
insurance product for the freight 
industry in association with 
Aviva and broker Griffith and 
Armour.

“We have tested the market 
for the last nine months and 
brought in hauliers that we have 
provided services to [Aviva  
accredits the RHA’s driver CPC 
scheme],” said RHA chief execu-
tive Richard Burnett. “They have 
demonstrated that there is a 
significant saving on the 
premiums, into double-digits.”

Burnett urged hauliers not to 
simply opt for the cheapest rate 
on the market but to work with 
the RHA. “Work with us and we 
will reduce your costs and 
support and help your busi-
ness,” he said. “We are also 
offering free legal services with 
Backhouse Jones, which will 
cover up to £75,000 if a case 
goes to court.”

Greg Street, managing director 
of partner Griffiths and Armour, 
said the time was right for a new 
approach with the rise in vehicle 
safety technology and driver 
training. Fleets could enjoy 
lower premiums based on their 
compliance risk scores, claims 
history, use of technology such 
as telematics, cameras and 
autonomous braking, accredita-

Toyota is looking to regain a foothold 
in the van sector with the new Hilux 
pick-up and the launch of the 
Proace, a tripartite model with 
Peugeot and Citroën.

Neil Broad, general manager, 
Toyota and Lexus Fleet Services, 
described the new Hilux as “a mating 
of Hilux and Land Cruiser” with a high 
quality, soft-touch interior.

Toyota has introduced a new top 
trim, Invincible X, a lifestyle model to 
appeal to SMEs, added more safety 
systems, including safety sense, and 
strengthened the underbody with a 
stiffer chassis for improved longevity 
and reliability. 

A new 2.4-litre Euro 6 diesel 
replaces the old 3.0-litre unit, 
bringing CO2 emissions down to 
187g/km. Towing capacity will be 3.2 
tonnes at launch in July, rising to 2.5 

tonnes once UK homologation is 
achieved. Prices start at £19,177, 
excluding VAT, for single cab and 
from £21,510 for double-cab.

Meanwhile, the Proace goes on 
sale in September with prices 
ranging from £18,660 to £22,931. 
The main differences to the Peugeot 
Expert and Citroën Dispatch are 
styling, options and cosmetics.

The van will be available as a mid-
size Verso people carrier, chassis 
cab in three lengths, with CO2  
emissions from 133g/km for the 
1.6-litre six-speed manual, rising to 
148g/km for the five-speed manual.

Broad anticipates a gradual build-
up of sales over the next couple of 
years to 10,000 units for Hilux and 
5,000 for Proace.

“Then we will see where we go 
beyond that if we can open up the big 

fleet opportunities,” Broad said.
“Our job is to make the most of 

what we have so that it opens up 
minds.”

The subtext is that the van range 
could be widened if demand justifies 
Toyota bringing across more 

models, such as a smaller van. 
“There’s room for it in our range, but 
we have to prove that it works first,” 
Broad added.

Toyota has also announced a five-
year/100,000-mile warranty for both 
models.

Toyota’s van sector hopes for Hilux

Volkswagen converter recognition
Volkswagen has launched a 
converter recognition prog-
ramme as it prepares for the 
Crafter launch later this year.

The move is intended to help 
partners offer a broader range 
of conversion options to fleets 
while speeding up the time it 
takes to deliver a completed van.

The programme has three 
levels of recognition: ‘general’, 
where information is made 
available to converters via the 
Volkswagen website; ‘mid’, 
where converters supply type-
approved conversions; and ‘inte-
grated’, a factory-fit standard 
under the Engineering To Go 
programme.

Andy Waite, Volkswagen head 
of sales, said: “It will give fleets 
trust and confidence in our 
brand with type approved prod-
ucts and audits of converters to 

ensure they are operating at the 
right level. We have to gear 
ourselves up for the new Crafter, 
which means the right relation-
ships with the right quality, within 
the right timescales.

Engineered To Go offers fleets 
off-the-shelf conversions for 
Lutons, tippers, dropsides and, 
from this year, cage-tippers.

“We know there is a need from 
fleets for more off-the-shelf 
body options,” Waite said. “We 
need to understand those needs 
and find the most appropriate 
way forward.”

Last year, 500 Crafters went 
through the Engineered To Go 
programme. Volkswagen is 
currently piloting extended 
opening hours for aftersales at 
its 96 service points. Opening 
and closing times are depending 
on local need, said Waite.

RHA launches haulier insurance

“Work with us 
and we’ll reduce 
your costs and 
support and help 
your business” 
Richard Burnett,
Road Haulage Association

tion to recognised schemes 
such as FORS and CLOCS, and 
annual CPC, rather than leaving 
it to the end of the five-year 
period.

“There are eight core princi-
ples linked to good practice,” 
Street said. They are:
n Report claims as soon as 
possible, ideally within 24 hours.
n Investigate accidents to pre-
vent reoccurrence.
n Analyse stats.
n Formal driver inductions.
n Licence checks once a year at 
least.
n Driver handbook.
n Health and safety policy.
n CPC training on an  
RHA course.

New Hilux: ‘a mating of  
Hilux and and Land Cruiser’

Engineered To Go offers 
off-the-shelf conversions
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LDV, recently revived by Chinese 
firm SAIC, has extended the V80 
range to include a full electric 
version – the EV80 – and also 
unveiled a smaller van named 
the G10. Both are due to go on 
sale in the UK later this year.

The EV80 will be available in 
two wheelbases and has a 
chassis-cab with payloads of 
between 900kg and 1,250kg. 

There will be three power 
modes which the van will switch 
between automatically, and it is 

said to have a range of 217 miles, 
with fast-charging in 2.5 hours.

Meanwhile, the G10 will be 
available as both a van and 
passenger car with a 2.0-litre 
turbodiesel engine. All models 
will come with air-con, electric 
windows, power side mirrors 
and keyless entry, plus driver 
and passenger airbags, foglights 
and a tyre pressure monitoring 
system. 

Prices will be revealed nearer 
the launch date.

LDV extends V80 range

Telematics provider TomTom has 
teamed up with Truck Parking 
Europe to make its app available 
for TomTom users.

Users of TomTom Bridge driver 
terminals and the Pro 8 series 

The importance of installing good 
quality van racking can’t be stressed 
too highly – and racking specialist 
Sortimo was on hand at the show to 
talk about its products.

In addition to its usual range, the 
firm was also showing off the 
WorkMo mobile work station that 
consists of portable modules that 
can be connected together and  
used as a mobile work station or 
workshop. 

Sortimo’s Quick Quote five-day 
system allows customers to choose 
the blocks that are most suitable to 
requirements and order them in a 
mix-and-match style.

Sortimo racking
TomTom apps will be able to download the app 

directly on to their devices. 
 By bringing together TomTom’s 

Remaining Driving Time (RDT) 
app, which reminds drivers when 
the next stop is due, and the 
parking app, drivers are provided 
with the tools for safer driving 
and parking in one unit.

EV80: fully  
electric version of the V80

TomTom apps now  
downloadable

Sortimo WorkMo workstation

Sigma Vision has taken its 3D tyre 
imaging system and converted it to 
a handheld product.

3D imaging is a more consistent 
and accurate way of measuring tyre 
tread depths than dip gauges, which 
can be “hit and miss”, according to 
managing director Andy Pryce. 

“Our technology speeds up the 
process and de-skills it,” he said. “It 
also presents the information in a 
more usable way.” 

Tread accounts for a quarter of the 
weight of a tyre which means that, 
as tread is eroded, it becomes 
lighter and, therefore, more fuel 
efficient. Sigma Vision believes its 
scanner will enable fleets to get 
their tyres down to the ideal swap 
depth, instead of changing too early.

“This often happens,” said Pryce. 
“Operators need data to plan more 
effectively when tyres have to be 
changed or swapped. 

“Typically, this should be at 3mm 
– this is the point at which efficiency 
and cost savings are maximised, 
without hitting safety.”

The 3D scan provides a total view 
of the tyre rather than a partial view, 
with more than 300 data points 
assessed. It also identifies uneven 
wear, which gives pointers to over/
under inflation, suspension or wheel 

New Unwin lift 
Mini-bus converter Unwin is now 
able to offer a near one-stop shop 
following its acquisition by Autoa-
dapt in 2014 with a product range 
stretching from aluminium floors, 
seat locks, wheel chair restraints 
through to lifts.

The company’s latest product, an 
underfloor cassette lift manufac-
tured by its sister company Braun-
Ability, is launched this month. 

According to Unwin product 
marketing manager Martin Taylor, it 
is lighter and lower than rival lifts, 
and much easier to fit to minibuses.

“It weighs 140kg and is 140mm in 
height,” he said. “It has just four 
brackets and two bolts on each 
bracket and it is quick to connect 
and disconnect the electricals. 
Fleets can install it themselves 
which keeps their costs down.”

The standard trade price is £3,600, 
but Taylor said that many customers 
were taking advantage of its broader 
package including seat locks and 
flooring.

“This is making a difference in our 
conversations with customers,” 
said Taylor.

Sigma Vision 3D tyre now handheld

alignment issues. Sigma Vision has 
offered its system as a drive-over 
product in the yard for daily scans 
but has now launched a handheld 
scanner which provides a result in 
fewer than five seconds. 

It costs £2,000 for the device and 
software, which is updated via an 
app from Google Store.

A number of fleets have been trial-
ling the system which has prevented 
swap outs occurring at up to 8mm 
or as low as 2mm. 

Pryce estimates savings for fleets 
to be at “several hundred pounds 
per tyre”.

“Operators need 
data to plan more 
effectively when 
tyres have to  
be changed” 
Andy Pryce,
Sigma Vision
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CV Show preview

Iveco has launched the Daily van 
in Euro 6 format, claiming up to 
8% better fuel economy, up to 12% 
savings on repair and mainte-
nance costs and a 4db reduction 
in cab noise.

Iveco also revealed a new Daily 
Business app, which features a 
Driving Style Evaluation (DSE) 
system, Sygic professional naviga-

tion and interactive user hand-
book. The app links to Assistance 
Non-Stop, Iveco’s 24/7 roadside 
assistance service.

The Daily four-wheel drive was 
also on the stand making its show 
debut, along with the latest Daily 
Electric van, while the new Euro-
cargo also made its first appear-
ance at the show.

Lytx, which was rebranded from original name DriveCam in 2014, 
aims to prevent crashes rather than clear up the mess that occurs 
post-accident.

The Lytx DC Enterprise programme identifies and addresses the 
causes of poor driving, while the Lytx DriveCam programme sees 
a video camera installed in the cab linked to a web-based review 
system that provides additional driver coaching.

Iveco now Euro 6-compliant

Lytx delivers crash prevention

Daily: 8%  
better fuel economy

Red Forge’s new weight device
Red Forge has updated the 
software on its weighing prod-
ucts to improve accuracy for 
van and truck drivers. It also 
links to fleet telematics to 
provide instant feedback to 
operators.

Stuart Richardson, Red 
Forge senior sales engineer, 
said there was still a lack of 
understanding about over-
loading, particularly with crew 
cabs, where the weight of 
passengers was often not 
taken into consideration.

“The EU standard allows 
only 75kg per person [when 
setting weight rules] but we 
find that the average weight 
for a labourer is around 
100kg,” Richardson said.

He believes the DVSA will 
introduce more stringent 

checks on light commercial 
vehicles after the driver CPC 
saw many operators downsize 
from 7.5-tonne trucks to 
3.5-tonne vans. 

“We are seeing an increase 
in fines because they are 
trying to carry as much as 
they did before, but they can’t,” 
he said.

Richardson estimates that, 
at any one time, around 700 
vehicles “at least” in London 
are running overloaded.

Red Forge’s biggest seller  
is its Limitlife Plus which 
measure front and rear axle 
weights as well as gross 
vehicle weight. It shows where 
the load is displaced and 
where overloading occurs, as 
well as indicating how much 
capacity remains.

Helping your fl eet get the job done

www.ringautomotive.co.uk

POWER 
ON

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

Leaseplan has topped 50,000 
funded commercial vehicles for 
the first time. The funding provider 
has seen a huge surge in business 
in the past five years, after head of 
commercial vehicles Mark Lovett 
launched a new strategy to in- 
crease the focus on vans.

 “We have doubled our fleet 
business in this time and have 
seen an increase in fleet, SME and 
local authority business,” said 
Lovett.

Lovett has also attempted to 
bring an HGV philosophy to van 
fleet operators, by focusing on 
maximising the uptime and opti-
misation of each vehicle.

He estimates that, at present, 
around 50% of van fleets are 
outright purchased, as opposed to 
leased, but the numbers are 
changing as more and more busi-
ness owners see the benefits of 
leasing.

Leaseplan reaches 50,000 vehicles

One of the many firms showing off its accessory range at the show 
was Ring Automotive, which offers lighting and power solutions for 
commercial vehicle fleets.

Ring offers inverters to provide mains power and extra illumina-
tions in cargo areas and experts were on hand on the stand to 
ensure visitors were made aware of the importance of installing 
the correct, high quality products for the job.

Ring Automotive accessories

Lovett said: “It makes no sense 
to have millions of pounds tied up 
in vehicles when that money 
could be used to improve the 
business. What we do is to not 
just provide finance for vans but 
also to effectively outsource the 
management of the fleet. 

“This can include advice about 
funding, health and safety and 
even what extras to choose when 
acquiring vans.” 

BVRLA HGV wear-and-tear guide
The BVRLA has updated its 
HGV fair wear-and-tear guide 
with a series of additional 
guidelines formulated by a 
working party of eight 
members.

The objective of the revised 
booklet is to “improve commu-
nications so the leasing rela-
tionship with fleet customers 
isn’t fraught with misunder-
standing”, according to 
director of member services 
Nora Leggett.

The guide underlines 
members’ commitments to 
their customers, including 
service expectations and the 
end-of-life procedure. It is 
divided into three areas 
focusing on working parts, 
such as the load bed, non-
working parts and the interior 

to take into account the type of 
wear-and-tear and damage 
that could occur.

For the first time, the guide 
provides details of chips in 
terms of the size and number 
allowed on each panel before 
a charge is made. 

Any charges made must be 
communicated to the cus-
tomer within four weeks of the 
vehicle being defleeted, inc-
luding photo evidence and, if 
available, video evidence.

“We are recommending for 
the first time that an inventory 
of equipment is provided to the 
fleet,” Leggett said. “Cus-
tomers will be advised on how 
to look after the vehicle  and if 
the fleet discovers a fault they 
should let the leasing company 
know as soon as possible.”

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
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The UK and Europe’s largest used vehicle marketplace

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

BCA reports near record values 
as buyer demand continues

Advertisement feature

“Values remain strong, 
despite the poor condition 
of some vehicles”

Duncan Ward, BCA

T
he headline average value of a used 

LCV sold at BCA in March rose to 

near record levels on the back of 

strong demand and competitive bidding 

across BCA’s network.

Values for LCVs sold at BCA averaged 

£5,879 in March – a modest rise of £31 (0.5%) 

compared to February – but the second 

highest monthly figure on record. Year-on-

year values, however, were up by £263 – 

equivalent to 4.6% – with the average van 

in 2016 being nearly three months younger 

and with a 2,400 lower mileage.

BCA’s LCV operations director, Duncan 

Ward, commented: “Even with the 

disrupting effect of the Easter break, 

demand for light vans remained strong in 

March with trade buyers competing strongly 

for the best-presented stock. Values remain 

exceptionally strong and well ahead of 

where they were a year ago, despite the 

poor condition of some vehicles reaching 

the used sector.

 “As volumes increase, we are advising 

sellers to pay attention to the basics of 

remarketing. Presentation and preparation 

are a given, and it is vital to properly 

identify and declare the specification, 

particularly where this can create additional 

interest with buyers. Providing the service 

history at the point of sale is also important 

and can have a real, tangible effect on the 

potential prices vehicles might achieve.”

Fleet and lease
The fleet and lease sector recorded average 

values of £6,726 in March, an increase of 

£101 (1.5%) compared to February and the 

highest monthly value recorded since 2014.  

Retained value against MRP (Manufacturer 

Recommended Price) improved to 34.44%.   

Year-on-year, values were up by £117 (1.7%), 

although performance against MRP was 

down slightly.

Part-exchange
Average part-exchange LCV values 

improved to £3,987 in March, a rise of £47 

(1.2%) compared to February. Year-on-year 

values remain well ahead, up by £397, 

equivalent to an 11.3% uplift. Average 

mileage was broadly static over the year, 

while average age has fallen by nearly four 

months.

Nearly-new
Nearly-new LCV values averaged £13,976 in 

March – an increase of £1,284 (10.2%) 

compared to February. 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. 

All LCVs 2015-2016
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Values for LCVs sold at BCA averaged £5,879 in March – the second highest monthly 

figure on record
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Insight: Remarketing

By Trevor Gehlcken

espite dire warnings of a slowdown in the economy 
due to uncertainty over Britain’s continuing 
membership of the EU, there was certainly no 
let-up in activity in the country’s used van market, 
with prices booming and records broken.

Main players BCA and Manheim both saw year-on-year 
prices rise – BCA by 4.6% on the month and Manheim by 
6.4% on the quarter.

Values for LCVs sold at BCA averaged £5,879 in March – a 
modest rise of £31 (0.5%) compared to February – but the 
second highest monthly figure on record. Year-on-year 
values, however, were up by £263 – equivalent to 4.6% – with 
the average van in 2016 being nearly three months younger 
and with a 2,400 lower mileage.

BCA LCV operations director Duncan Ward said: “Even 
with the disrupting effect of the Easter break, demand for 
light vans remained strong in March with trade buyers 
competing strongly for the best-presented stock. Values 
remain exceptionally strong and well ahead of where they 
were a year ago, despite the poor condition of some vehicles 
reaching the used sector.”

Meanwhile, Manheim has seen previous auction records 
tumble in the first quarter of 2016, with a record number of 
sales seeing 100% conversion rates, the highest number of 
in-lane and online auction events held, as well as a record 
number of vans sold to online buyers.

Matthew Davock, head of LCV at Manheim, said: “This 
quarter has been one of the strongest on record in terms of 
performance, conversion and buyer attendance. We have 
seen a record number of sales with 100% conversion rates, 
helped by a 58% year-on-year increase in new CV buyer 
accounts being opened – 763 since January.”

 The performance in the first quarter of 2016 saw the 
average selling price increased by 6.4% (£295) compared to 
Q1 2015, to £4,869. 

D

£5,879
Average LCV values  

at BCA in March

4.6%
Year-on-year increase  
in LCV values at BCA

VAN RECORDS BROKEN DESPITE  
ECONOMIC UNCERTAINTY
Q1 average prices up 6.4% year-on-year, although CAP Red Book reports a ‘mixed bag’

Manheim has seen  
100% conversion rates in Q1

On average, commercial vehicle units sold have the same 
age as those sold in the first quarter of 2015 – 65 months 
– with slightly lower mileage, 81,030 compared to 82,360, but 
days in stock have reduced on average by three days, so 
commercial vehicles at Manheim are selling faster.

 Davock said: “In recent years, Manheim has made stra-
tegic investments in diversifying its range of sales channels. 

“From the increasing focus on our Simulcast online bidding 
platform, to the creation of our Mobile Auction Unit, these 
investments are paying dividends, as more buyers are 
choosing to view and acquire stock online.”

 In terms of sector performance, Davock said: “We have 
seen car-derived van and small panel vans performing most 
strongly against guide prices. There has been much less 
duplicate product in the car-derived market in 2016, which 
has increased buyer confidence and thus demand.

 “Tipper and dropside product have been the most chal-
lenging during Q1, as this sector has been impacted by large 
defleet volumes and certain return conditions have played a 
major factor. Buyers have been selecting the cleaner, low-
mileage examples first and holding small volumes in stock, 
knowing there is a plentiful supply of stock available in 
wholesale channels.

 “Large panel vans have also been under pressure during 
the first quarter, mainly due to the amount of heavily-
damaged and extended-life stock being defleeted. We have 
also seen an increase of daily rental late-plate vans enter 
the marketplace compared to 2015.” 

At CAP Red Book, experts saw a mixed bag of fortunes in 
March, with entries falling by 4% while average prices 
dropped 2% against current guide values based on three 
years/60,000 miles. Senior editor John Watts said: “In a 
gloomy month when the Chancellor warned us about storm 
clouds gathering in the global economy and we 
saw ‘expert’ after ‘expert’ on the breakfast TV 
sofas talking about how the downturn in the 

Matthew Davock: ‘We have  
seen a record number of sales’



The new LCV market remains 
robust as we move firmly into 

Q2, with a heavy emphasis on demand for 
vans with a car-like specification. Whether 
it’s fleet businesses or the smaller volumes 
going to SMEs, the trend is definitely 
towards those vehicles with air conditioning, 
sat-nav, crew van conversion, colour coded 
exterior bodywork, higher horsepower, and 
metallic paint. Finance packages available 
now make a top end model affordable for 
all to own. However, keeping up with the 
demand is not proving easy as lead times 
for some models are pushed out past 16 
weeks, with specialist models even further. 

At auction, it has been reported of late 
that the overall hammer price has 
increased, however. 

This is always dependent on the model 
mix available at the time. As we see more 
commercials with car-like specification 
entering the open market, this trend will 
surely continue. 

Andy Picton, senior  

commercial vehicle  

editor, Glass’s 

THROUGH THE 
LOOKING GLASS

“The market is awash 
with tired looking, high 
mileage, damaged units” 

However, there will be a point in the 
not-too-distant future when these once rare 
and sought after top-end models become 
commonplace. This will not only have a 
detrimental effect on their high values but 
also on those of their lesser specified 
siblings as well. Supply and demand drives 
the used market and, if this type of vehicle 
becomes readily available, expect to see 
downward pressure placed on their values. 

While this could lead to problems in the 
future, the current limited availability has 
led to results that regularly out-strip the 
marketplace. On the downside, the market 
is awash with tired looking, high mileage 
and often damaged units which are 
receiving little interest from the trade. This 
kind of stock is often offered on numerous 
occasions before finding a home. Anything 
in reasonable condition and supported with 
sensible miles and a full service history will 
sell more readily. 
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Insight: Remarketing

“We have 
seen an 
increase of 
daily rental 
late-plate 
vans 
compared  
to 2015” 

Matthew Davock, 
Manheim,

What the experts say

Chinese economy is likely to affect us all and even 
more ‘experts’ adding to the confusion over 
whether we should leave or stay in Europe, it’s little 

wonder that many of us are starting to feel a degree of 
uncertainty over the economy. At some of the auctions we 
attended the atmosphere seemed somewhat subdued in 
comparison to the previous month. 

“However, at other sales we saw a completely different 
picture, with plenty of professional buyers around clearly out 
to acquire vehicles. The internet seemed particularly busy.”

Citroën Berlingos were very much in favour with trade 
buyers last month, said Watts, putting upward pressure on 
prices. In some cases condition appeared to be irrelevant, 
which suggests that retail demand is currently high. 

Over-performance of Transit Custom models has high-
lighted a strong trade preference for ‘Limited’ models and 
non-white vehicles. Despite the guide price adjustments 
made a couple of months ago, the demand for Ford Transit 
double-cab tippers still appeared to be limited and many 
sold last month failed to reach the guide prices. 

Watts said the actual used market prices of three-year-old 
examples of certain models remain disproportionately high 
when compared to the same models on later plates and, in 
some cases newer models. “This is not a new problem for 
used dealers and it’s one we have mentioned many times 
before,” he added. “The used LCV wholesale market has 
effectively become a victim of its own success and, while 
relatively high market prices are good news for vendors, 
vehicle manufacturers and auction houses alike, they can 
reach a point where they become self-defeating.” 

Jayson Whittington, manager – commercial and leisure 
vehicle valuations at Glass’s Guide, meanwhile, said dealers 
continued to talk optimistically about the state of the new 
market, with enquiry levels remaining in line with last year.  

Whittington said: “It is believed that the majority of sales in 
recent months have been by way of finance products, with 
current deals occasionally working out less than buying a 
nearly-new vehicle, which is having a knock-on effect on 
late-year values. Having said that, there clearly remains a 
market for younger vehicles. Some 800 units under two 
years of age were sold in February with the average age 
being 17 months, the largest volume seen in recent times. 

“The first time conversion rate for this age category sat at 
only 62%, which is 10 percentage points lower than in 
January, indicating that supply is outstripping demand.”

For the latest news on 
the remarketing sector, 
visit commercialfleet.

org/remarketing

Online

“Even with 
the disrupting 
effect of the 
Easter break, 
demand for 
light vans 
remained 
strong in 
March” 

Duncan Ward, BCA

“At some 
auctions the 
atmosphere 
seemed 
somewhat 
subdued in 
comparison to 
the previous 
month” 

John Watts, CAP

4%
Fall in CAP Red Book  

average prices in March
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Go to our web shop now! sortimo-shop.co.uk

SORTIMO VAN RACKING SOLUTIONS
WorkMo - Mobile workstation for maximum flexibility.

WorkMo modules are easily portable,  

completely individual and flexible.
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MODEL: E-CELL

By Steve Banner

ive all-electric zero-exhaust-emission Fuso 
Canter E-Cells are going on a 12-month trial with 
fleet operators in Stuttgart, Germany. Like 
Mercedes-Benz, Fuso is part of the Daimler family 
and its products are sold and supported by the 
Mercedes-Benz van and truck network in the UK.

Four Canter E-Cell 6.0-tonners are joining Stutt-
gart city council’s fleet. Two are bodied as tippers and will 
be used by highway repair and landscaping teams while 
their stable-mates are fitted with box bodies and will be used 
to deliver items such as furniture and waste bins.

The fifth E-Cell will be deployed by parcel carrier Hermes 
on a regular shuttle service into the city from a distribution 
hub on the outskirts to local delivery bases. The vehicle will 
carry 600-700 parcels and packages at a time.

In the recent past, Hermes has tested the electric 
Mercedes-Benz Vito E-Cell on delivery routes in Berlin and 
Hamburg. The Stuttgart trial follows a similar exercise 
carried out by Fuso in 2015 with fleets in Portugal, where 
Canter is assembled, but will place the compact electric 
truck in a hilly city further to the north and subject to lower 
winter temperatures. Fuso says the Portuguese trial has 
already revealed that E-Cell’s operating costs are up to 64% 
lower than those of a diesel truck of equivalent size.

F

 NEED TO KNOW 
n Extremely quiet – ideal for night deliveries

n Full EV, with fast-charge facilities available

n Price still unknown at time of writing

Fleets to put all-electric model to the test in tough real-world conditions

FUSO CANTER

“It achieved savings of around €1,000 (£790) per 10,000km 
(6,213 miles),” said Mark Llistosella, president and chief 
executive officer of Mitsubishi Fuso Truck and Bus Corpora-
tion and head of Daimler Trucks Asia. Fuso is already 
working on a next-generation E-Cell which it says will be 
even more economical. The company admits, however, that 
the front-end price of E-Cell is likely to be higher than that 
of a diesel 6.0-tonner when it comes to market. 

As things stand, no UK Government grants are available 
to bridge the gap. It will be interesting to see if that situation 
changes when E-Cell appears on this side of the Channel 
– possibly in two years’ time. At that stage it should be in 
series production and available for sale.

By that time the price gap between the diesel and electric 
models may have narrowed, because the price of lithium-ion 
batteries is likely to have fallen further. “They’ve come down 
by 25% over the past 12 months alone,” said Llistosella. The 
next five years could see a further fall of 20-25%.

Maximum range between recharges is upwards of 62 
miles, although this is likely to fall to closer to 43m in winter 
months, as operating conditions become more arduous and 
the driver switches on the (electric) cab heater. The lithium-
ion batteries can be fully recharged overnight in around six 
to eight hours but fleets with access to a Chademo fast-
charge facility will be able to recharge them to 80% of their 
capacity within 30-60 minutes during the day.

In developing E-Cell, Fuso has been able to draw on its 
experience with the diesel-electric Canter Eco Hybrid. Some 
3,000 are in service worldwide. The only difference between 
E-Cell and its diesel and diesel-electric Canter counterparts 
is the drive-train.

Sitting on either side of the 3.4m-wheelbase chassis, 
E-Cell’s four lithium-ion traction battery packs together 
weigh 600kg. Delivering 48kWh they power a 110kW (150hp) 
permanent-magnet asynchronous electric motor that uses 
a single-speed transmission to drive the rear wheels. 
Maximum torque is 650Nm with a continuous 400Nm.

Weighing 2,990kg, the E-Cell chassis cab can accommo-
date bodies up to 5m long. Fit a box body and you increase 
the weight to 3,530kg leaving you with a gross payload 
capacity of 2,470kg.

No decision has been taken as to whether the batteries  
will be sold with the vehicle or leased separately. Nor has 
Fuso announced what the warranty on the batteries will be 
other than to point out that the Eco Hybrid’s are warranted 
for 10 years.

E-Cell uses what looks like a conventional ignition key and 
a lever offering a choice of drive, park, neutral and reverse.

Driven

Payload 

2,470kg

Warranty 

N/a

Price as tested

N/a

62
Mileage range

The dashboard display 
shows how much charge 
is left in the batteries

The batteries are fitted to either 
side of the E-Cell chassis

64%
Reduction in operating  
costs claimed by Fuso

Permanent-magnet  
asynchronous electric motor Charging points
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The performance on tap is almost identical to that of a 
conventional diesel/hybrid Canter but requires a slightly 
different driving technique if you are to maximise the  range 
between battery recharges. Hermes is training its drivers 
accordingly. It is an approach that involves lifting your foot off 
the accelerator pedal at every opportunity, especially if you 
are in hilly terrain, because doing so prompts the truck’s 
electronics to switch to energy recovery mode.

What this means is that the electric motor becomes a 
generator. As the vehicle rolls down a slope it feeds the 
energy generated into the batteries. If you are descending a 
steep hill then you can increase the degree to which energy 
is recovered by flicking a stalk on the steering column. Doing 
so you will enjoy the same effect as you would get if you 
engaged a retarder, slowing the rate of your descent without 
having to touch the brake pedal.

A display on the dashboard tells you how much charge is 
left in the batteries and the extent to which they are being 
replenished by regeneration. 

E-Cell accelerates smoothly and runs extraordinarily 
quietly; a key advantage if it is required to make deliveries 
outside normal working hours when nearby householders 
may be asleep. “We’re talking about 50db – what you get 
from light rain – compared with 75db from an equivalent 
diesel truck,” Llistosella says. 

The absence of noise has not resulted in other potential 
sources of noise on the vehicle (suspension, tyres and so on) 
becoming more noticeable. While that means noise pollution 
is kept to a minimum, it also means that pedestrians and 
cyclists may potentially be put at risk. They often use their 
ears as much as they do their eyes and as a consequence 
may be unaware of E-Cell’s presence. 

That is why it is equipped with VSP – vehicle sound for 
pedestrians. Press a button at low speeds and it generates 

SPEC
Price as tested: n/a

Gross vehicle weight (kg): 6,000 

Engine capacity: 110kW

Output (hp): 150

Torque (lb ft): 479

Payload (kg): 2,470

Warranty: n/a

VERDICT
Looks well worth considering if you are on  

short-haul city centre delivery work with easy 

access to charging points. Low running costs should 

be appealing but a lot will depend on the front-end 

price and the availability of Government subsidy. 

Direct rivals are thin on the ground.

KEY RIVAL
JAC/Tevva Motors 

range-extended 7.5-tonner

Price as tested: n/a

Gross vehicle weight (kg): 7,500

Engine capacity: 120kW electric

motor, 1598cc diesel engine

Output: 160hp (motor), 100hp (engine)

Torque (lb ft): 1327

Payload (kg): 2,700

Warranty: n/a

a buzzing noise that they and certain other vulnerable road 
users should be able to hear. However, it is not loud enough 
to cause widespread disturbance if the driver is making 
deliveries late at night.

The button is one of the few differences in E-Cell’s controls 
when compared with the mainstream diesel model. As a 
consequence, while training is important, fleet drivers 
should be able to adapt reasonably quickly should they be 
asked to switch from one to another at short notice.

While electric trucks are viable so far as short-haul urban 
distribution work is concerned, the range required by heavier 
trucks and the weight of the batteries that would be needed 
to provide it would make building an all-electric 40-tonner a 
lot more challenging, according to Wolfgang Bernhard, the 
Daimler board member responsible for trucks and buses.

Models such as the E-Cell can make a major contribution 
to cleaning up city environments, because they do not emit 
NOx or particulates, he points out. 

“It represents a response to a major global trend towards 
urbanisation,” said Berhrad. 

“Half the world’s population already lives in big cities and 
that percentage is increasing. Run electric trucks that are 
emission-free and almost silent and you are improving their 
quality of life.”



This is a great opportunity to 
join our operational leadership 
team.  You’ll shape, influence and 
implement organisational change 
and performance improvement 
across our workshops. 

You’ll bring a minimum of 2 years’ 
management experience of multi-
depot maintenance facilities and 
be a member of relevant 
professional organisations.

KEY RESPONSIBILITIES:

Leadership of the service centre 
managers in your region
Full budget responsibility for 
your area of control
Ensure Health & Safety and 
Fleet compliance
Developing client relationships 
and contract management

We’re offering a competitive salary 
and benefi ts package.  If you 
believe you have the leadership 
skills, commercial acumen, 
technical background and hold 
a relevant CPC please apply with 
covering letter and CV to: 

Cathy Potts, HR Director,

Essential Fleet Services, 

Jarvis House, 157 Sadler Road,

Lincoln LN6 3RS

Or email:

cathy.potts@essentialfl eet.co.uk 

Further details can be found at 
essentialfl eet.co.uk

Essential Fleet Services is committed 
to equality of opportunity.

Essential is the leading provider 
of specialist vehicle contract hire 
and maintenance to the public and 
private sector, with a fl eet size of 
over 3,500 LGVs and LCVs with 
strong growth ambitions.

Essential has a proud 40 year 
heritage delivering safe and 
compliant fl eets to our customers 
through our national network.
We are focused on delivering 
great customer service at the best 
possible value.

Regional Operations Manager

TRANSPORT STATIONARY

MARKET INSIGHT

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

LOCKS

SPECIALIST SERVICES

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

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

commercialfleet.org/newsletter-signup

Do you receive 
our free weekly 
email newsletter?  
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By Trevor Gehlcken
he Citroën Berlingo was launched back in 1995 
and voted Fleet News small van of the year for 
five years in succession.

There’s hardly a street in the UK that doesn’t 
contain at least one Berlingo, such has been its 
popularity over the past 21 years, and many of 
these are pretty old models – which says a lot 

about the van’s build quality.
There have been myriad facelifts and relaunches since 

then. But along the way, Citroën has stuck to its basic prom-
ises: good solid engineering, a reasonable level of standard 
spec and low running costs.

The Euro 6-compliant van on test here is basically the 
same as the old Euro 5 model apart from the fact that it is 
more fuel efficient, has lower CO2 emissions and now comes 
with an AdBlue tank that will have to be filled every so often. 
And of course all this comes at a price – this van is £585 

T

 NEED TO KNOW 
n Fuel economy at 67.3mpg and CO2 at 110g/km
n 3.3 cubic meters rear capacity
n Parking sensors optional extra

A little more expensive than predecessor, but Euro 6-compliant upgrades like better mpg make it worthwhile
CITROèN BERLINGO 

MODEL: BLUE HDI L1 625 LX EURO 6

VERDICT
The Euro 6 engines have certainly pushed the  
envelope as far as fuel economy and emissions are 
concerned. The extra cost of the van is worth paying 
to get such benefits.

more than the Euro 5 version. However, it has to be borne 
in mind that the extra front-end cost can be offset by the 
better fuel economy. 

Over a 100,000-mile fleet life, the Euro 6 version will save 
£810 in fuel over the Euro 5, which adequately covers the 
initial extra cost. Meanwhile, CO2 emissions drop from 133g/
km in the Euro 5 to just 111g/km.

It’s easy to see why the Berlingo has been such a success 
for Citroën over the years. The van is a classy looker and has 
a lot to recommend itself for business users, both in the front 
and rear. Priced at £14,730, excluding VAT, this LX variant 
sports a 1.6-litre 100hp diesel powerplant – plenty for busi-
ness purposes – and a 625kg payload. Our van really looked 
the business, partly due to its £320 metallic paint job, which 
means that most fleets won’t order one like it. Also on the 
options list was air-conditioning at £600, a touchscreen audio 
pack at £400 and rear parking sensors at £200. These 
sensors are a necessity, and shouldn’t be an option. 

This is one of the few vans in the sector to offer three seats 
and, although the middle one isn’t very big, it’s a useful addi-
tion for emergencies. The other two seats are big and 
comfortable and, despite the mesh bulkhead, there’s still 
plenty of legroom. Other little goodies include Citroën’s 
Teletrac sat-nav and stolen vehicle tracking system. 

In the rear, there’s a useful 3.3 cubic metres of space, 
accessed via two rear barn doors or a standard side sliding 
door, and half-height panels come as standard to protect the 
van from those dreaded dings. There are also six load-
lashing eyes to keep things in place.

On the road, the Berlingo is as impressive as ever, with 
super-slick gearchanges and nice taut handling. 

Metallic paint costs £320 extra

Payload 

625kg

Fuel economy 

67.3mpg

C02 emissions 

110g/km

Basic price

£14,730

First drives

SPEC
Gross vehicle weight (kg): 1,970

Power (hp/rpm): 100/3,750

Torque (lb-ft/rpm): 187/1,750

Load volume (cu m): 3.3

Payload (kg): 625

Comb fuel economy (mpg): 67.3

CO2 emissions (g/km): 110
Basic price (ex-VAT): £14,730

KEY RIVAL
 Volkswagen Caddy 2.0TDI 102 
Trendline E6 
Gross vehicle weight (kg): 2,141

Power (hp/rpm): 102/2,900

Torque (lb-ft/rpm): 184/1,300

Load volume (cu m): 3.2

Payload (kg): 663

Comb fuel economy (mpg): 61.4
CO2 emissions (g/km): 120

Basic price (ex-VAT): £15,670

Touchscreen audio 
pack option and 
Teletrac sat-nav
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This quarterly magazine is sent to 
managing directors and finance 
directors at 25,000 small to  
medium enterprises (SMEs) that  
are running fewer than 50 vehicles. 
Focusing on the key elements of 
running cars and vans, Driving  
Business provides practical  
advice to reduce cost and improve 
safety with a minimum of time  
and effort.

Driving Business 
magazine

The leading business publication for the fleet sector, 
offering insight, analysis, best practice and in-depth 
profiles of fleets and suppliers every fortnight. But don’t 
take our word for it: 96% of readers say Fleet News is 
the most useful fleet publication (Fleet News reader 
survey). Every issue is packed with information that 
helps companies to run efficient and effective fleets – 
and our readership of 16,000 is restricted to named 
decision-makers, running fleets of 10-plus vehicles. 

Fleet News magazine

Commercial Fleet offers insight into the world of light 
commercial vehicles and trucks to provide operators  
with detailed analysis on key topics such as operations, 
safety, remarketing and the environment. Case studies  
in every issue provide best practice advice to help you to 
improve your efficiency. The magazine is supported by  
the commercialfleet.org website and events. 

Commercial Fleet magazine

W H A T  W E  D O  I N  Y O U R  I N D U S T R Y

The Fleet News website is an  
extensive library of best practice 
advice, fleet case studies, news and 
tools. Compare car and van running 
costs, check how much tax 
employees will pay and find out which 
models use the least fuel with our 
easy-to-use tools. We also send 
Ignition, a monthly newsletter which 
contains car reviews and interviews 
not included with our print magazine.

Websites and 
newsletters

Magazines, supplements, brochures 
and digital products are produced 
for commercial partners. These 
bespoke publications inform fleets 
about companies and topics 
relevant to their business. They 
include manufacturer and supplier 
reports, in which Fleet News  
journalists interview key personnel 
to unearth the developments of 
interest to fleet operators.

Bespoke 
publications

Fleet Leasing provides insight and 
analysis to board level executives, 
senior management and regional 
sales staff at contract hire and 
leasing companies. Its objective  
is to inform and educate about  
fleet trends, new models and 
technological developments, once 
a quarter, supported by a website 
regularly updated with the latest 
leasing news.

Fleet Leasing 
magazine

Fleet News events are the 
biggest and best in the sector. 
Our annual awards night attracts 
more than 1,500 people; the 
FN50 Dinner sees 950 leasing, 
manufacturer, rental and 
supplier companies networking; 
Congress and Commercial Fleet 
Summit provide insight into key 
areas of fleet operation; 
monthly roundtables enable 
10-15 fleets to discuss issues 
and share solutions.

Fleet events

Van Fleet Insight

Brought to you by FleetNews

Business Services and Facilities Management
www.mbvans.co.uk/fn

How to run an 
effective fleet 

Advice to maximise on-road time and minimise costs

Reliability

Fit for purpose

Improve your  
business with the 

right van choice 

Fleet best practice profiles

Kwik Fit and  
Stannah share their 

tips for success 
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By Trevor Gehlcken

fter a month behind the wheel of our long-term 
Volkswagen Transporter, I can quite easily see 
why this van has such an awesome reputation 
in the industry: whichever way you look at it, 
the Transporter is a superb contender in the 
medium panel van sector and, in fact, is the 
company’s biggest selling van.

As can be seen from the picture (above), the vehicle looks 
refined and upmarket in its snazzy blue coat of metallic paint, 
although, as mentioned last month, this is a £660 option so 
most fleets won’t opt for it. Be warned that quality like this 
doesn’t come cheap, although strong residuals help to 
ensure there is a payback.

The T6 doesn’t look a whole lot different from the T5, but 
Volkswagen does not normally focus on sartorial alterations 
just for the sake of it. The company tends to concentrate 
instead on ergonomics and technology – and the Trans-
porter has both in spades.

As my partner and I have been getting used to our new 
transport, we’ve been discovering some really useful extras 
that most other contenders in this sector don’t have.

For example, there are not one but two grab rails on the 
passenger side, which is a real boon for my partner as she 
has some mobility issues and often has a job scrambling up 
inside the bigger of my test vehicles. 

On the driver’s side, meanwhile, the designers have real-
ised that the steering wheel can be used as an extra aid to 
climbing aboard so, instead of a second grab rail, they have 
substituted a sunglasses holder. How useful is that?

 NEED TO KNOW 
n Non-slip rubber floor covering in rear

n Strong residual values offset upfront costs

n Two grab rails on passenger side

“I was left 
scratching my 

head as to 
what use the 
sliding glass 
hatch could 

possibly have”

Both sunblinds contain a light and vanity mirror, ideal for 
anyone who wants to give themselves the once-over before 
heading into an appointment. 

There are also two coffee cup holders up on top of the 
dashboard, just in the right places (certain other manufac-
turers take note). Plus there’s a 12-volt take-off on top of the 
dash, which means that wires from a plug-in sat-nav won’t 
be left trailing all over the place and getting in the way while 
on the move.

The full bulkhead means that legroom is rather at a 
premium for me, as I stand 6ft 3in in my bare feet. But once 
squeezed behind the wheel, the seat proves comfortable and 
supportive and the position of the bulkhead means the driver 
is forced to sit upright, which is exactly the right position for 
avoiding backache on long journeys.

Our van also has a sliding glass hatch in the bulkhead, 
which turned out to be a £162 option. I must admit I was left 
scratching my head as to what use this could possibly have. 
You can’t get your arm through it to adjust any cargo and as 
it is illegal to carry occupants in the back, this addition seems 
to be superfluous.

The useful extras carry on in the load area. The floor has 
a non-slip rubber covering which stops bits of cargo sliding 
about while on the move and there is cladding up to half the 
height of the van. 

This will ensure that our vehicle doesn’t suffer any of those 
dreaded reverse dings that happen when items hit the side 
of the vehicle. 

They are virtually impossible to repair, without having the 
whole panel removed and replaced and will shave a good 
few hundred pounds off the van’s selling price at the end of 
its first fleet life.

The only real problem I have encountered so far is that the 
A pillars seem to be tremendously thick. On a couple of 
occasions, when waiting at T junctions, I have started to pull 
out, only to find a car in my way which had been totally hidden 
from view.

Long-term test

A

Optional metallic paint gives 
the Transporter an upmarket look

A focus on ergonomics and useful features for industry favourite
VOLKSWAGEN TRANSPORTER 
MODEL: T6 SWB 102 HIGHLINE BLUEMOTION

Payload 

858kg

Fuel economy 

47.9mpg

C02 emissions 

153g/km

Price as tested

£23,600

Gross vehicle weight (kg): 2,800

Power (hp/rpm): 102/3,750

Torque (lb-ft/rpm): 184/1,500-2,750

Load volume (cu m): 5.8

Payload (kg): 858

Comb fuel economy (mpg): 47.9

Actual fuel economy (mpg): 38

CO2 emissions (g/km): 153

Basic price (ex-VAT): £23,600

Current mileage: 3,677

SPEC
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Siemens
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Insight: Livery 
How your vans and trucks can make a statement about your business

First drive 
Fuso Canter E-Cell, Volkswagen Caddy petrol

LATEST INDUSTRY NEWS

The latest van and truck news from across the industry is 
posted each day – look out for our weekly Friday newsletter.

CASE STUDIES AND INSIGHT

Discover how van and truck fleets have tackled cost, safety and 
environmental issues with our archive of profiles and insight.

VAN RUNNING COST CALCULATORS

Our interactive calculators let you compare vans on price,  
CO2 and running cost (fuel, SMR and residual values).

DIESEL COST CALCULATOR

Work out the difference an increase in economy could make to 
your fleet’s fuel cost – by individual vehicle or your entire fleet.

The only website that matters for van and truck fleet operators
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The Iveco Daily Anti Roll Bar is put under constant strain due to the vehicles daily functions and weight, 
causing premature failure of the rubber bushes. Polybush manufacture a cost effective solution; 

polyurethane ARB clamps of the highest quality, that last 4 - 5 times longer.
Polybush have longer lasting ARB bushes for most LCV’s to keep your vehicle on the road.

Reducing    :   :  : 
Downtime

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



To book your place at the Commercial Fleet Awards, please visit: www.commercialfleetawards.co.uk

or contact Kate Howard on 01733 468146 or kate.howard@bauermedia.co.uk
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