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Stephen Briers, 
editor-in-chief,  
Commercial Fleet

In recent 
weeks, I’ve 
visited a 
number of 
companies 
whose 

growth strategies suggest 
van and truck fleets are 
going to enjoy a wider 
choice when it comes to 
vehicles and services.

Volvo Trucks, featured  
in this issue, intends to 
raise its presence in the 
mid-size rigid truck 
sector, particularly  
10-15 tonnes. It not only 
recognises a need to 
diversify and broaden its 
customer base, reducing 
its traditional reliance on 
tractor unit sales, but 
also that this market is 
one of the fastest growing 
truck sectors, as fleets 
reconsider their volume 
capacity needs.

It also brings another 
manufacturer into a key 
truck segment with a 
vision and strategy to 
support fleets throughout 
the vehicle lifecycle.

The fastest growing 
vehicle size is vans up to 
3.5 tonnes. Cartwright 
Group has revealed plans 
to win a sizeable share of 
the van conversion 
market by bringing its 
engineering and design 
skills from trucks.

With four major players 
in van conversions, plus a 
number of regional and 
smaller organisations, 
Cartwright’s move will 
widen the options for 
fleets, as it looks to 
compete on price, quality 
and speed to market. 

Welcome
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By Gareth Roberts

ransport for London (TfL) has warned that red 
tape and costs “must be minimised” for commer-
cial fleets targeted with improving air quality.

The capital, which could become a blueprint  
for other UK pollution hotspots, is due to be  
the world’s first clean-air zone from September 
2020.  

However, the new mayor of London has drawn up 
proposals that could see the so-called ultra-low emission 
zone (ULEZ) introduced a year earlier than expected, and 
more than double in size. 

Sadiq Khan is proposing the new zone would stretch from 
north to south circular roads. 

Under existing plans it was due to only apply to the current 
congestion charge zone, with drivers of non-compliant cars 
having to pay £12.50 per day to enter. 

But Khan now wants to add an additional premium to the 
congestion charge for the most polluting vehicles from 2017.

“I have been elected with a clear mandate to clean-up 
London’s air,” he said. 

“The previous mayor [Boris Johnson] was too slow on this 
issue and the Government has been hopelessly inactive. We 
need to speed up our efforts.”

Transport accounts for around 60% of nitrogen oxide (NO2) 
emissions in the capital, of which cars contribute 28%, vans 
9%, HGVs 18% and buses and coaches 16%.

As it currently stands, London’s ULEZ will require:
n Diesel cars and small vans to be Euro 6-compliant (regis-
tered from September 1, 2015; five years old or less in 2020) 
and Euro 4 for petrol powertrains (registered fromJanuary1, 
2006; 14 years old or less in 2020). 
n Large vans and mini buses to be Euro 6-compliant for 
diesel engines (registered from September 1, 2016; four 
years old or less in 2020) and Euro 4 for petrol (registered 
from January 1, 2007; 13 years old or less in 2020). 
n Heavy goods vehicles (HGVs) to be Euro 6-compliant 
(registered from January 1, 2014, six years old or less in 
2020).

 News insight: Clean-air zones

T
There are already plans in place to make all new London 

taxis zero-emission from 2018 and to increase the number 
of hybrid-electric buses ahead of the introduction of the 
ULEZ in 2020. 

TfL is currently looking at what the economic impact will 
be if Khan’s proposals are adopted. However, the Freight 
Transport Association (FTA) believes they would add 
substantial cost to all London businesses, and potentially put 
some small companies out of work altogether.  

Christopher Snelling, head of national and regional policy 
at the FTA, said: “Freight operators and the service industry 
could find themselves being charged extra for their vehicles 
before they have had any reasonable chance to upgrade.” 

If the ULEZ is introduced earlier than expected, trucks 
could be charged just three years after their Euro 6 standard 
is enforced, and vans just months after, as their Euro 6 
standard does not start until this autumn.

Snelling explained: “The tipping point, where these regula-
tions become less disruptive to business, is around eight 
years after the Euro standard was introduced, when a third 
to half the fleet is compliant, and the second hand market is 
fully developed allowing all companies to upgrade.”

Hackney Council corporate fleet manager Norman 
Harding said that any changes introduced without sufficient 

60%   
Proportion of NO2 emissions  

in London from transport

2017   
Year London mayor Sadiq Khan  

wants to introduce new 
pollution charges

London ULEZ could be sooner than expected 
and more than double the charging zone
FTA believes Sadiq Khan’s new plan would add substantial costs to businesses in the capital

ÒThe Government could  
consider extending the plug-in 
van grant to larger vehicles  
and extend eligibilityÓ
Mike Brown, London transport commissioner
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time to adapt fleet replacement strategies would create a 
problem. “While a five-year replacement cycle for LCVs 
may be acceptable in most cases, this is usually too short 
a window for HGVs or PCVs,” he said.

Green campaigners have also called for HGVs to be 
banned from central London during rush hour periods, 
but Harding labelled any potential restriction or ban of 
HGVs in London as “incredibly naïve”. 

“The mayor will also need to progress house building 
for an ever increasing population and the materials 
required can only be delivered by HGVs,” he said. 

“Many things that we take for granted, such as shop 
stock, food and beverage outlets, petrol stations and 
much more, need to be delivered by HGV. Not much can 
be delivered by the use of ‘final mile’ type alternatives.”

Mike Brown, London’s transport commissioner, urged 
fleets to respond to the consultation, due to be launched 
in the next few weeks, to ensure any changes introduced 
are “credible and deliverable”.

He said: “Opportunities exist today for introducing ultra-
low emission vehicles in many sectors. But this will be 
more challenging in some sectors than others.

“In the construction industry, for example, where power 
is needed to move those heavy vehicles and bulky loads, 
there is at present not quite a suitable, viable alternative 
to diesel engines.”

However, he said that there was a need for fleet opera-
tors to move to Euro 6-compliant engines “as quickly as 
possible”.

LoCity – a new initiative part-funded by TfL – commis-
sioned research to understand fleet operators’ knowl-
edge and awareness of viable alternative fuels for HGVs 
and vans.

Of the 200 operators sampled, 14% operated at least one 
ultra-low emission vehicle, with a further 33% planning to 
add them to their fleet. 

However, just 26% reported positive experiences or 
perceptions of alternative powertrains, while more than a 
third (34%) were deemed to have a neutral viewpoint and 
40% fell into the ‘negative’ category.

The research also showed that additional financial incen-
tives will be needed to increase the uptake of low-emission 
vehicles.

“The Government could consider extending the plug-in van 
grant to larger vehicles and retro-fit solutions, and extend 
eligibility to all zero-emission tailpipe solutions,” said Brown.

Oliver Chadwick, senior policy advisor at the Office for Low 
Emission Vehicles (OLEV), said this was something that it 
was “actively looking at”.

Commercial fleets would welcome additional help, espe-
cially when new clean air zones, which could result in 
charges being introduced for the most polluting vehicles or 
them being banned altogether, are likely to be needed in five 
other English cities that are projected to fail EU air quality 
standards by 2020.

A Department for Environment, Food and Rural Affairs 
(DEFRA) report says that Birmingham, Leeds, Nottingham, 
Derby and Southampton, as well as London, should consider 
“access restrictions” for certain types of vehicles.

Currently, 38 out of 43 geographical zones in the UK are 
failing EU air quality standards due to high levels of NOx – the 
gas emitted by burning fuels, especially diesel.

However, 35 zones are expected to be compliant with EU 
rules by 2020, while the six cities identified by DEFRA are on 
track to fail without further improvements.

Brown said: “It is important to recognise that these cities 
have their own individual challenges that sometimes need 
to tailor their own solutions. But this should be done in a 
framework that minimises regulatory burden and the cost 
of compliance.”

Jonathan Bray, director of the Urban Transport Group, 
blamed the Government for what he described as a “frag-
mented approach” to air quality. 

He said: “It feels like there has been a lack of bold, cohesive 
leadership from the Government to provide a framework 
within which we can work.” 

The Low Carbon Vehicle Partnership (LowCVP) has been 
working with the affected cities, and has stressed the impor-
tance of adopting a common standard.   

Andy Eastlake, managing director of Low CVP, said: “We 
don’t want a London standard and a Birmingham standard; 
we want a common standard for commercial vehicles 
across the UK.”

To investigate London and 
UK city air quality plans, 

visit: commercialfleet.org/ 
air-quality

Online

Fleet attitudes to 
alternative 

powertrains 

Source: LoCity

Negative 40% Positive 26%

Neutral 34%

LoCity to help fleets make ‘informed’ decisions
In the same way that TfL’s CLOCS 
(Construction Logistics and Cyclist Safety) 
scheme transformed the management of 
work-related road risk, and FORS (Fleet 
Operator Recognition Scheme) promoted best 
practice, TfL’s LoCity programme hopes to 
persuade more fleets to explore alternative 
powertrains. 

At its first conference, held in London in 
May, delegates heard how it aims to create 
new environmental operating standards to 
help anyone buying goods or services to 
specify the use of low emission vehicles.

It also plans to investigate, through 
research and trials, the impact of cleaner 

vehicles on business operations to give 
confidence to operators who may be 
considering adding low emission vehicles  
to their fleets.

London transport commissioner Mike Brown 
said that LoCity will be launching a fleet 
advice programme about alternative 
powertrains later this year. “I want 
businesses to make informed decisions about 
low emission vehicles,” he said.

“[LoCity] will allow operators of commercial 
vehicles to make informed decisions with  
a usable, independent and jargon-free  
source of information on alternative fuels  
and vehicles.” 
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By Matt de Prez

leet workshops that employ apprentices could be 
forced into changing their training schemes as 
uncertainty builds around the apprenticeship levy, 
which comes into force in April 2017.

The levy is a 0.5% payroll tax applicable to all 
public and private employers with a salary bill 
exceeding £3 million per year. A business can 

benefit from the tax by reclaiming its payments against 
apprentice training or assessment. Employers that use 
in-house training or self-funded schemes would need to 
switch to an approved trainer or risk losing out financially.

A new online portal will show how much a company has 
paid in each month and how much they have available to 
spend. The Government will top-up accounts by 10% but any 
unspent funds will be taken back after 18 months.

Employers can choose the training and assessments they 
feel best suits their needs from a list of registered training 
courses and providers. The new training standards are 
setup by employer-led groups known as ‘trailblazers’. 

Overall, the Government will have final say over what 
training will be approved for each apprenticeship type and 
states that it must be delivered by an external company. 

Steve Thomson, head of transport for West Yorkshire Police, 
expressed concern over the future of his apprentice scheme, 
saying: “Our in-house apprentice model is different to many 
and works on a four-year plan using on-the-job training; we 
will have to look at changing it or face further costs.” 

Carolyn Fairburn, director of the CBI, thinks that the levy 
will put employers’ own training schemes at risk. 

“The levy misunderstands training only as apprentice-
ships, which will force firms to change existing training in 
order to comply,” she said. Her fear is that large employers 
will stop funding successful in-house schemes as they need 
to free-up cash to pay the levy. 

But FTA skills policy manager Sally Guilson pointed out 
that companies already using external training providers 
should be able to reclaim the costs through the new system. 

She said: “Most businesses in the transport industry are 
already geared up with apprenticeship partners in place; 
they should be able to get back what they pay in.” 

However, it will be down to the company rather than the 
provider to manage costs from now on. 

IMI chief executive Steve Nash said most businesses oper-
ating more than 100 vehicles will have to pay the new levy. 

“Employers will have to accept the levy as an additional 
tax,” he said. “If they want to make the most of the money 
they pay in then they should look to develop apprenticeship 
schemes with similar businesses.”  

Under the trailblazer scheme, similar employers can come 
together to develop their own apprenticeship standards in 
partnership with training providers such as colleges.

If a business can’t find suitable external training, it may be 
forced to self-fund future schemes which, combined with 
levy payments, will cause significant cost increases.

BT Fleet provides its scheme through a partnership with 
Warwick Trident College.  

It should be able to use its levy fund to pay for the training 
but still fears there is a lack of information. HR director 
Stephen Webb said: “We are still waiting for definitive detail.” 

Any business that takes on Apprentices before April 2017 
can still receive full funding under the old system. However, 
they will be required to make levy payments if eligible.

The Government will contribute towards training costs for 
non-levy paying companies – although the level of contribu-
tion has not yet been announced. 

Concerns over apprenticeship levy plans
Existing fleet schemes may be threatened by new rules and costs may mount, say experts

News

F

Online

More information on the 
levy can be found at: 
gov.uk/government/

publications/apprentice-
ship-levy-how-it-will-work/  

Commercial Fleet  
will report on any new 

information as soon as it 
becomes available.

0.5%
Proportion of payroll  
to be paid into levy

18
Number of months after 

which any unspent training 
funds have to be returned to  

the Government

How it may affect your business
Total annual payroll £2.5m £5m £50m

Divide by 0.5% £12,500 £25,000 £250,000

(-)Levy allowance* £15,000 £15,000 £15,000

Your liability 0 £10,000 £235,000

(+)10% Govt top-up n/a £1,000 £23,500

Spending allowance 0 £11,000 £258,500

*An annual payroll bill which does not reach the £15,000 levy allowance would not be liable for the levy.
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By Gareth Roberts

he Department for Transport (DfT) has outlined 
plans to improve the large goods vehicle (LGV) 
test in its motoring services strategy.

The 27-page report, Safe, Secure, Sustainable: 
The Motoring Services Agencies, outlines proposals 
for changes to the way the Driver and Vehicle 
Licensing Agency (DVLA), Driver and Vehicle 

Standards Agency (DVSA) and the Vehicle Certification 
Agency (VCA) operate. 

It includes a commitment to improve LGV test slot avail-
ability and to examine the possibility of allowing for separa-
tion of the on-road and manoeuvring components. Subject 
to addressing the legislative constraints, the DfT report says 
it will allow for the off-road component to be examined by 
third parties rather than DVSA examiners.

The Freight Transport Association (FTA) welcomed the 
move. Head of licensing policy and compliance information 
James Firth said: “We are pleased that the Government  
has committed to have a proper look at allowing non-
government employees to examine the LGV annual road-
worthiness test. 

“Our members are all agreed that standards and safety 
must come first but, if done in the right way, this could offer 
tremendous flexibility for the industry.” 

The report also says that the Government will investigate 
how it can raise the professionalism of LGV instructors. At 
present, there are no qualifications for providing instruction 
on an LGV other than being a qualified driver, a less stringent 
requirement than those for an advanced driving instructor. 

The DVSA says it will reassess the Delegated Examiner 
(DE) scheme, which provides for bus or haulage operating 
licence holders and emergency services to provide tests for 
employees. It is considering extending testing to other opera-
tors’ employees. However, it says it will retain the current 
requirement for DEs to deliver at least 40 tests per year. 

Firth said: “Road freight companies are too small to be 
able to satisfy the existing requirements, which is why, of the 
100 or so delegated examiners, currently only two are in the 
LGV sector. This change could make it much more straight-
forward for new drivers to find a test and get their foot on 
the ladder in the logistics industry.” 

Elsewhere in the report, there is a commitment from the 
DVSA to develop its ‘earned recognition’ scheme, which 
targets enforcement at operators that don’t provide open 
access to their records and maintenance programmes. It 
launched a pilot of the scheme last year and the DfT is keen 
to see it expanded.

Partly in response to the Glasgow bin lorry crash, the DfT 
has also signalled reform of the DVLA Drivers Medical 
Group (DMG), which handles 600,000 cases per year. It 
includes recruiting more medical and administrative staff, 
reviewing how it deals with complex cases and improving 
communication with customers. 

The report states that the DVLA will develop a web applica-
tion which will enable drivers to provide details online. At the 
same time, where it is necessary for the DMG to contact 
customers or medical practitioners, it says it will adopt a 
more tailored approach to these communications. 

“It is important that, where DVLA is called on to make a 
decision on an individual’s fitness to drive, it should have 
complete and accurate information,” said the report. 
“However, there is a balance to be struck between making 
these decisions as quickly as possible and ensuring that they 
are based upon the appropriate information. 

“People can be slow to recognise any gradual decline in 
their driving abilities. It may take the intervention of others 
to induce them to see how their driving has changed.”

The General Medical Council (GMC) has issued guidance 
for doctors on reporting concerns to DVLA, and has recently 
consulted on updating and strengthening this guidance. “We 
believe that this revised GMC guidance, when issued, will be 
the best way to address the problem,” said the report. 

The merger of DVLA and DVSA’s contact centres will also 
be looked at and the DfT will investigate whether other 
existing qualifications such as NVQs can be aligned with 
Driver CPC.

Reform of LGV test will bring more flexibility
FTA welcomes improvements to annual roadworthy test as part of DfT motoring services proposals

News

T

Online Read the full report at:  
commercialfleet.org/imsa-report

“This change could make it 
much more straightforward 
for drivers to find a test”
James Firth, FTA

The new report proposes 
changes for vehicle licencing 
and standards agencies
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BETTER

Movano offers a wide choice of load length, roof height and even
front or rear wheel drive. And with class-leading payload at 3.5T
gross vehicle weight, it’s a great choice for your business.
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Best Heavy Van

Vauxhall Movano  
 3500 panel van
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VANAwards
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For more information call 0345 740 0777 

or visit www.vauxhall.co.uk/vans
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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

How do our van 

drivers check the 

rear brake lights 

during a vehicle 

walk-around check if they 

are on their own?

There are a 
couple of ways 
your drivers can 
check their rear 

brake lights when they are 
on their own. If there is a 
nearby reflective surface, 
such as a large window, 
instruct your drivers to position the vehicle so they can see the rear 
lights illuminate in the reflection. This should be carried out prior to 
taking the vehicle on to the road.

Another solution is a device called a ‘brake depressor’ which  
is an adjustable shaft that can be positioned under the steering 
column and the brake pedal itself. The brake pedal is pressed down 
and the shaft is locked into position, so the driver is free to walk 
round to the rear of the vehicle and check the brake lights are in 
good working order.

Does a vehicle defect 

report pad need to be 

allocated to a driver, or 

to the vehicle?

There is no right or 
wrong answer as the 
DVSA Guide to 
Maintaining 

Roadworthiness suggests that 
drivers must be able to report any defects or symptoms – so either 
method would achieve this. However, some operators find that giving the 
report pads to the driver means that it is their issue and use can be more 
effectively monitored, especially if the pads have serial numbers.

We operate a number of vans and are finding that on occasion 

we are exceeding the 11-hour duty limit allowed on UK 

domestic drivers’ hours. Can we change to tachograph rules 

without having to apply for an operator’s licence? 

There is no specific link between tachograph regulations and the 
Operator Licence legislation so the use of a tachograph will not, 
in itself, require an O-Licence. Also, you are not able to pick 
which set of drivers’ hours regulations you follow to suit your 

individual transport operation. If you are able to claim an exemption from 
tachograph rules, you must stick with the UK domestic hours rules.

However, there are some circumstances where the 11-hour duty limit 
will not apply and these may offer a solution to your problem. Drivers are 
exempt from the duty limit provided that they do not drive for more than 
four hours on every day of a fixed week, but if they drive for more than four 
hours on any day in that week then the duty limit will apply for every 
driving day in that week.

Additionally, drivers of goods vehicles (including dual purpose vehicles) 
not exceeding 3.5 tonnes gross vehicle weight are exempt the daily duty 
limit when used:
■ for any service or inspection, cleaning, maintenance, repair, installation 
or fitting
■ by the AA, RAC or RSCA
■ by commercial travellers
■ for cinematography or radio and television broadcasting
■ by doctors, dentists, nurses, midwives or vets

We are tendering for a job to transport empty 

compressed gas bottles back to a plant for refilling. 

Even though we are proposing to use our 3.5-tonne 

drop-side vehicles for the job, we have been told that 

we need an ADR-trained driver, even though the cylinders are 

empty. Can you confirm if such movement would be subject to 

the ADR regulations?

The number of gas bottles are carried on the vehicle at 
the time will determine whether the ADR Regulations 
would apply. Under ADR (from the original French initials) 
regulations, empty gas cylinders are deemed to be full. 

Therefore it is important to identify what is contained within the 
cylinders (e.g. butane, compressed oxygen), so you know the load 
threshold before ADR regulations apply. The gas can be identified 
by the UN number assigned to the product, along with the 
description of the gas itself. 

The reason empty gas bottles are classed as full is that in the 
packing instructions for gases (P200) pressure vessels must be 
closed to prevent leaks. This means the pressure of any residual 
gas will exceed two bar, so it is considered a pressure vessel.

If in doubt, always seek professional advice on whether the 
amount of gas bottles you propose to carry are subject to ADR 
regulations. 

Q

Q

Q
Q

A

A

A

A

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

The FTA looks at the latest  
issues to affect vans and trucks, 
including helping your drivers 
avoid collisions with cyclists, 
coasting and road stud colours

Cycling in general is on the increase and, 
although it is generally becoming safer, 
more than half of all cyclist deaths in London 
are caused by collisions with goods vehicles, 
with most happening when vehicles turn left 
at traffic lights or other junctions.

Even light commercial vehicles have blind 
spots that increase the chances of the driver 
not being aware of a cyclist near the vehicle.

Risk can be minimised if drivers and 
cyclists alike are aware of each other and 
behave responsibly.

Commercial vehicles, 
cyclists and road safety

WHAT DRIVERS CAN DO

WHEN TURNING LEFT

WHAT IS THE MEANING 
OF THE TERM ‘COASTING’?

WHY ARE REFLECTIVE ROAD 
STUDS DIFFERENT COLOURS?

■ Leave space at junctions for cyclists 
– don’t cross stop lines or infringe on 
cycle ‘advanced stop lines’. 
■ Stay alert and look out for cyclists, 
particularly on your left side. 
■ Wait for the right moment to pass 
cyclists and give plenty of space when 
overtaking. 
■ Remember your vehicle is large 
compared to the vulnerable cyclist.  
■ Look out for cyclists when opening doors.  
■ Remain alert even in stationary traffic 
– pedestrians and cyclists may weave 
through queues of traffic. 
■ When turning left, always indicate 
well before the junction and make sure 
your indicator stays on, even when you 
are waiting to turn. 
■ Get the best mirror system you can, 
one that includes a Fresnel lens.

■ Always signal and do so well in 
advance. A cyclist already on your left 
hand side or in front of you may not 
see your indicators. 
■ Actively look for cyclists on your 
left-hand side. If you even suspect they 
are there, pause briefly to let them get 
out of your way, especially when 
pulling away. 
■ Remember that, if you have passed 
a cyclist just before approaching a 
traffic light or a junction, it is very 
likely they will end up on your left 
hand side or just in front of you. 
Assume the cyclist is in one of your 
blind spots. 
■ Leave room in front of you when 
stopped at traffic lights to allow cyclists 
and motor cyclists a margin of safety.
■ Both cyclist and driver should always 
be patient; you will both eventually get 
to your destination and hopefully in a 
safe and compliant manner.

Coasting is a term that describes a vehicle 
travelling in neutral or with the clutch 
pressed down. It can reduce driver control 
because:
■ Engine braking is eliminated.
■ Vehicle speed downhill will increase 
quickly.
■ Increased use of the footbrake can 
reduce its effectiveness.
■ Steering response will be affected, 
particularly on bends and corners.
■ It may be more difficult to select the 
appropriate gear when needed.

Reflective road studs are different colours 
as they indicate to drivers the marking of 
lanes and edges of the carriageway. 
These studs may be used with white lines.
■ White studs mark the lanes or the 
middle of the road.
■ Red studs mark the left edge of  
the road.
■ Amber studs mark the central 
reservation of a dual carriageway  
or motorway.
■ Green studs mark the edge of the main 
carriageway at lay-bys and slip roads.
■ Green or yellow studs indicate 
temporary adjustments to lane layouts, 
e.g. where road works are taking place.

By fitting the lens to the passenger 
side window of your cab, you can 
improve your vision of cyclists on the 
left-hand side of your vehicle. 
■ Consider fitting a side guard if there 
is a substantial gap between the 
wheelbase of your vehicle.
■ Consider fitting a side sensor which 
helps to detect a cyclist who may be on 
your near-side and in your blind spot.  



T
By Stephen Briers

he Commercial Fleet 
Awards are the ideal 
opportunity for fleet 
decision-makers to get 
recognition for excellent 
work, for companies to 
receive good PR and for 

the staff in the business to get a 
boost from knowing they are 
working for a company that cares.

For suppliers, it’s a chance to 
show potential customers that they 
are the best in their field, while van- 
and truck-makers can point to the 
independent panel of leasing, 
residual value setters and fleet  

end-users as evidence of their 
model excellence. 

So what are you waiting for? 
If you have done something 

outstanding in the past year that 
deserves recognition, go to the 
Commercial Fleet Awards website 
(awards.commercialfleet.org) and 
tell us about it.

Our past winners will tell you that 
it’s well worth the effort.

The Commercial Fleet Awards will 
be presented on November 30 in 
front of an audience of more than 
600 industry representatives from 
van and truck makers, fleets, trade 
bodies and suppliers.  

“Hard work, combined with our ever-
improving model range, was key to 
retaining the prestigious title of 
Commercial Fleet van fleet 
manufacturer of the year for the 
second consecutive year, as well as 
scooping three other important awards 
and a commendation from the judges” 

To book your table for the Commercial Fleet Awards, please contact  
Paige Phillips on 01733 395133 or paige.phillips@bauermedia.co.uk

Ricky McFarland, Fiat Professional UK

Commercial Fleet Event

AWARDS JUDGES
Auditor - Victoria Venning, 

Ernst & Young 

Chairman – Christopher 

Macgowan 

FLEET CATEGORIES

Stephen Briers 

Mark Cartwright, FTA

Darren Bell 

MANUFACTURER CATEGORIES

Stephen Briers

Trevor Gehlcken

Andy Picton, Glass’s 

Rory Morgan, Iron Mountain 

Rob Pope, BT Fleet 

Gary Banister, Hitachi Capital 

John Blakeley, Clancy Group 

Lorna McAtear, Royal Mail 

John Watts, CAP

Wayne Millward, Arval 

SUPPLIER CATEGORIES 

Stephen Briers

Richard Crook, DHL Supply Chain 

Stewart Lighbody, Anglian Water 

Jo Hammonds, Mears 

Martin Saxton, Carillion 

Rory Morgan, Iron Mountain 

Dale Eynon, Environment Agency

Lorna McAtear, Royal Mail 

Adam Baillie, Travis Perkins

30TH NOVEMBER 2016, HILTON BIRMINGHAM METROPOLE
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SUPPLIER AWARDS 
Van/truck fleet management 
company 
of the year
2015 winner: Hitachi Capital  
Vehicle Solutions (HCVS)
Van/truck leasing company  
of the year
2015 winner: HCVS
Van/truck rental company of the year
2015 winner: SHB
Best new product or service
2015 winner: Caledonian Signs
Customer partnership initiative  
of the year

New category
Converter of the year

New category

VAN MANUFACTURER 
AWARDS 
City van of the year
2015 winner: Fiat Fiorino
Small van of the year
2015 winner: Fiat Doblo Cargo
Medium panel van of the year
2015 winner: Vauxhall Vivaro
Large panel van of the year
2015 winner: Mercedes-Benz Sprinter
Pick-up truck of the year
2015 winner: Isuzu D-Max
Best van chassis derivative
2015 winner: Mercedes-Benz Sprinter

TRUCK 
MANUFACTURER 
AWARDS
Best civil engineering/ 
construction truck 

New category
Best urban delivery truck

New category
Best distribution truck

New category
Green fleet manufacturer of the year
2015 winner: Fiat Professional

INDIVIDUAL FLEET 

AWARDS
Construction and building 
commercial fleet of the year
2015 winner: PJ Carey Plant Hire (Oval)
Transport and logistics commercial 
fleet of the year

2015 winner: Network Rail
Public sector and bluelight 
commercial fleet of the year
2015 winner: South East Coast 
Ambulance Service
Business services commercial fleet 
of the year
2015 winner: Siemens
Utilities commercial fleet of the year
2015 winner: Balfour Beatty
Safe commercial fleet of the year
2015 winner: British Gas
Green commercial fleet of the year
2015 winner: Gnewt Cargo
Livery of the year
2015 winner: Fresh Direct (UK)
Most improved commercial fleet of 
the year
2015 winner: Ginsters
Best fleet customer service
2015 winner: Arval
Workshop apprentice of the year

New category

HEADLINE AWARDS
Supplier of the year
2015 winner: HCVS
Commercial fleet manager  
of the year
2015 winner: Graham Telfer,  
Gateshead Council
Commercial vehicle of the year
2015 winner: Mercedes-Benz Sprinter
Van fleet manufacturer of the year
2015 winner: Fiat Professional
Truck fleet manufacturer of the year
2015 winner: DAF
FTA van excellence lifetime 
contribution
2015 winner: Rick Young

2016 AWARD CATEGORIES

Sponsors
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What could happen to your organisation in the aftermath 
of a serious incident? How can you reduce the risk? 
Experts give conference delegates food for thought

FTA Conference

Fatal road 
accidents 
have a 
significant 
‘ r i p p l e 
effect’ far 
beyond the 

deceased and the guilty driver.
Sgt Jon Butler and PC Stuart Allen 

outlined a fictional case – based on three 
real-life situations – which involved an 
at-work van driver hitting and killing a 
14-year-old girl. Bob, the driver, was 
banned from driving at the time he 
started working for his employer, but no 
licence checks were made.

At the time of the collision he was 
distracted by a call on his mobile phone 
and failed to see Samantha, who was 

using a road crossing, fatally injuring her.
Samantha’s parents were so over-

come by grief that they separated after 
her father turned to drink, with the police 
being called to their home to deal with 
complaints of domestic violence.

Bob and his family received death 
threats and, as he was suspended from 
work without pay, they were forced to 
leave their home, while his son had to 
move to a new school, as he was bullied.

Bob pleaded guilty to causing death by 
dangerous driving and was jailed for six 
years. His employer was also found 
guilty of corporate manslaughter and 
fined heavily, while individual managers 
received prison sentences. The compa-
ny’s reputation was destroyed, and it 
eventually closed down. 

The cost implications of 
a collision stretch much 
further than simply 
repairing or replacing a 
damaged vehicle, said 
Andy Price.

It also extends into 
providing a replacement vehicle, loss and 
revenue and the risk of damage to the 
reputation of the operating company.

“However, the biggest one is absen-
teeism and the knock-on effect of that is 
because, even in a minor collision, if the 
driver is ringing up the insurance 
company and the depot, they are not 
actually doing what you are paying them 
to do, so there is a cost associated with 
that,” said Price. “If it’s a more serious 
incident, that person may be off work so 
that means that your customers are not 

receiving the service. Are other people 
having to work extra shifts just to deliver 
the services that you are contracted to? 

“There is a big cost implication associ-
ated with absenteeism, but it doesn’t 
appear on any balance sheet, so nobody 
knows what it is.”

Price said Zurich uses a two-times 
multiplier, so estimates that for every £1 
a claim costs, another £2 is created  by 
uninsured losses. “A typical fleet may 
have an average cost per claim of £1,000,” 
he said. “If you use our multiplier, you’ve 
got £2,000 of uninsured losses some-
where in the business. 

“If you’ve got a profitability of 10%, a 
fleet of 1,000 vehicles and 25% of them 
are involved in a claim every year, every 
vehicle in that fleet has to generate 
£5,000 to fund the uninsured losses.”

Driver distraction is a contributory cause 
in a significant number of collisions, and 
fleets should introduce policies to tackle 
this, said Will Murray.

He told delegates there are three 
types of distraction: visual, manual and 
cognitive. “Essentially, we are talking 

about taking your eyes off the road, taking your hand off 
the wheel or your mind off driving,” said Murray.

“All these are serious points and, if you don’t have them 
in your driver distraction policy, you don’t really have any 
guidance for drivers or the ability to coach, and you can 

Understanding the psychology of drivers 
has an important role to play in 
increasing work-related road safety, 
said Shaun Helman.

“I’m not talking about making them 
change their behaviour; I’m talking 
about giving them the tools to change it 

for themselves,” he said. “It’s not just about using the 
most behaviour-changing techniques that you can, either.

“Certain techniques work better with certain demo-
graphics than others: some work better with men than 
women, and even age and ethnic backgrounds make a 

What could potentially happen?

What can you do to avoid it?

Sgt Jon Butler and PC Stuart Allen, West Midlands Police

Andy Price, practice leader – EMEA, Zurich Risk Engineering Europe

Will Murray, research director, eDriving Fleet

Dr Shaun Helman, head of transport psychology, 
Transport Research Laboratory

The real impact of crashes

The real cost of crashes

Driver Distraction 

The psychology of driving

Accidents: consequences, 
causes and prevention
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Utilities construction 
company Skanska uses 
the Freight Transport 
Association’s Van Ex- 
cellence scheme to 
increase the safety of 
its at-work drivers.

“It’s very important to us that all our 
vehicles, whether they are cars, big 
tippers or our real heavies, have the 
same standards of safety around them, 
no matter what they are being used for 
and no matter who’s driving them,” said 
Alison Moriarty.

“There is a lot of talk about compliance 
and one of the things around vans is that 
it is difficult to say what are you being 
compliant with: on the heavy side it’s 

much easier because there’s a lot more 
regulation around it.

“We use Van Excellence to plug the gap 
between the regulations you need to 
adhere to with a large vehicle and our 
smaller vehicles.”

She added: “Once you’ve met that 
framework and keep on top, it does give 
you that same sense of safety that your 
fleet out on the road is probably as safe 
as it could possibly be.”

Skanska has a fleet of around 4,000 
vehicles, including 2,500 cars and 600 
vans. “We’ve found the drivers are happy 
now,” said Moriarty. 

“They understand what accidents 
mean and understand that they are 
valued as a driver.”

Van fleet operators 
should not restrict safe 
driving messages just 
to employees, but 
include their families as 
well, said Tracey Fuller.

“You might be respon-
sible just for your van fleet, but if you think 
about everybody you can touch with road 
safety messages then your scope is 
broader than just van drivers,” she told 
delegates.

“It could be partners and spouses. It 
could be your grey fleet population, but 
actually it’s everybody. It’s everybody  
you employ. 

“And you might look after one little part, 
but how much broader can you make 
your message than that?

“Something we’ve done for years is to 
universally share our safety messages to 

help make more of our people safe.”
Fuller said the company launched its 

Drive 4 Life campaign around eight years 
ago. “We hadn’t talked about safety 
before, so we signposted it under a brand 
which is something that our business 
now associates with and recognises,” 
she said. 

“We tell our people regularly how we 
are doing. How many incidents we are 
having, what type, what’s our at-fault 
ratio, if there’s a common incident type.

“We are always making it relevant and 
personal, even down to specifically 
talking about incidents and sharing 
photographs in newsletters with people 
without naming and shaming.

“However, we can’t just say we’ve had 
another brilliant year, throw your hat in 
the air and move on. You’ve got to carry 
on and look at new ways to improve.”

How do you make it happen?

Alison Moriarty, fleet risk and compliance manager

Tracey Fuller, customer engagement manager, Arval

Turning the theoretical to the practical 

Pulling it all together

lose the opportunity to reduce the potential for distrac-
tion.”

Research in America has shown that almost two-
thirds (65%) of collisions resulted from inattention in the 
three seconds before an incident, while drivers were 
nine times more likely to crash while reaching for a 
moving object. Driving angry, in tears or agitated 
increases risk 10 times, finding a CD increases risk two 
times, while mobile phone use increases risk four times.

Murray asked delegates: “Is distraction included in 
your communications? Is distraction included in your risk 
assessements? Do you encourage your co-workers to 
take driver distraction lessons home to their families?

“The more we can to do help our family and friends 
understand road safety issues, the better it is for an 
organisation as well as individuals.”

difference. It’s quite a complex space and it’s quite 
specialised, but there is evidence you can draw on to 
design interventions that help you have a chance of 
changing behaviour.”

Helman said keeping records of relevant data is also 
important when looking to reduce road risk.

 “Companies come to us saying they need us to help 
with behavioural change, but when we ask them what 
data they have, typically the answer is nowhere near 
enough for us to help with what they want us to do,”  
he said.

 “We look for data on incidents and near misses, as 
well as exposure to risk. You need to know who’s driving, 
what they’re driving, when and where.

“Once you’ve got all that you can identify who are the 
risky drivers, what are the risky routes and which are 
the risky vehicles.”



Companies like yours tell us 

that leasing or buying a car or 

van can be complicated, time-

consuming and confusing. There 

are so many vehicle suppliers 

and funding options to consider, 

while the amount of time it takes 

to get a good deal can be a major 

distraction for smaller companies. 

Instead of spending their time 

running their core business, 

companies feel that they waste 

time negotiating with vehicle 

suppliers with no guarantees that 

they are getting a good price or the 

best service.

What smaller companies really 

want when they are sourcing new 

cars and vans are value for money, 

swift answers and a hassle-free 

service. 

Wouldn’t it be great if you could get 

the right vehicle at the right price, 

quickly and simply, from a business 

you can trust. Well, now you can.

THE SOLUTION

Since 1978 Fleet News has been 

dedicated to helping you reduce 

costs and increase effectiveness. 

Fleet News Buying Group 

(FNBG) is the perfect extension 

of this approach. By combining 

the demand from hundreds of 

businesses like yours, we get 

bigger price discounts from our 

panel of top leasing companies and 

dealer groups who compete to win 

your business.

FNBG is free to use and enables 

companies to make the right 

buying decisions for their business 

each time they need a new car or 

van. We’ll show you how much 

money you are saving and we’ll 

even bring you special offers on 

relevant vehicles when they are 

available.

The problem...  
and the solution

Who is FNBG for?

FNBG is for company owners and directors who are 

responsible for buying or leasing cars or light commercial 

vehicles. They want to get a good deal but they do not 

have the benefit of a dedicated fleet manager or fleet 

procurement support.

IS THIS YOU? THEN READ ON.

A free service that combines the demand of hundreds of 
businesses to deliver competitive prices for cars and vans

www.fnbg.deals

FNBG is different to any other offer in the market. Our 

service is free to you because we take a fixed marketing 

fee from the leasing company or dealer group for every 

transaction. 

The marketing fee is the same irrespective of the vehicle 

you choose or the company which supplies it, which means 

we have no bias about your choices.

We will provide you with a personal account manager and 

we guarantee you will receive your quotes within one hour.

The benefits to you

Fleet News Buying Group has partnered with leading leasing 

companies and dealer groups who will provide competitive 

pricing for your cars and vans. 

When you register your company with FNBG you just need 

to provide information about your vehicles and when you are 

intending to procure. This is called the Customer Action Plan 

(CAP), which is a non-binding agreement between you and 

FNBG.

When the time comes to make the transaction, FNBG has 

created a simple five-step process:

1.  We contact you as agreed in the Customer Action Plan.

2.  We help you specify the vehicle and provide real quotations, 

simply and quickly from our vehicle suppliers.

3.  We show you how much money you can save.

4.  We confirm your order and you authorise it.

5.  We check that you’re happy with our service.

Once you have a vehicle shortlist (3 or 4 choices), you can start 

the buying process.

Once the order is placed, the supplier will let you know when 

you can expect to take delivery. Your personal FNBG account 

manager will always be on hand to help you with any queries.

How does FNBG work? 



Giving you confidence…

1
 We provide you with all the information, reviews 

and funding advice you need to decide which car 

or van is best for your business.

2
We offer a service that has your best interests  

at heart.

3
You have a choice of all brands – car and van – 

from an independent business that you can trust.

Saving you time...

1
 Multiple quotes delivered to you within one hour.

2
 A mutually agreed action plan based on your 

individual requirements and a timescale that 

suits your business needs.

3
 A personal FNBG account manager that you  

can trust. 

Saving you money...

1
 The combined demand of hundreds of 

businesses like yours

2
 Multiple companies competing for your business

3
 A service that’s completely free to use

4  
Special offers brought to you when they’re 

available

If you’re interested in 

better deals, quicker, 

go to www.fnbg.deals 

and complete the FNBG 

preregistration form to 

secure your membership.

FNBG will begin trading in August 2016 and is now looking for 

expressions of interest from businesses like yours.

Demand is likely to be high and we would advise a quick response to 

be among the first to benefit from this service.  

Registration and the agreement of your Customer Action Plan will be 

completed with you in early August and trading will start immediately.

What happens next?
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Fleet of the year – business services: Siemens

Commodity manager Paul Tate explains how his position encompasses all aspects of the business

By John Charles

iemens, the world’s largest engi-
neering company, has taken a ‘back 
to basics’ approach to its commercial 
vehicle fleet operation, which has 
saved £2 million over two years.

Like many major organisations, the 
Siemens board challenged its busi-

ness divisions to introduce a lean structure, 
meaning if it was non-core it was outsourced.

Siemens has contract hired its vehicle fleet – 
which comprises 1,200 all-diesel light commer-
cial vehicles, five units above 3.5 tonnes and 3,300 
company cars – from Lex Autolease for many 
years, but the outsource instruction saw it turn to 
the supplier for day-to-day fleet management 
eight years ago.

More recently, Siemens has outsourced further, 
introducing external expertise in key operational 
areas – ARI Fleet for pay-on-use maintenance, 
Fleet Claims Administration for accident manage-
ment and Interactive Driving Systems (IDS) for 
driver training and risk management – to further 
drive a wealth of operational improvements.

A root and branch review of the entire commer-
cial fleet operation has delivered numerous 
benefits, with initiatives that include:
■ Smaller vans replacing larger vehicles on the 
fleet, delivering CO2 savings of around 25% and 
improved fuel economy.
■ Vehicles redesigned in conjunction with drivers 
to provide employees with a smarter working 

S
environment and internal space reconfigured to 
maximise operational efficiency.
■ The switch to pay-on-use maintenance, with 
unbundling from inclusion in the monthly vehicle 
lease rate giving greater cost transparency.
■ The introduction of smart and mobile repairs, 
reducing costs and cutting van downtime.
■ Telematics to deliver a range of benefits 
including identifying vehicle usage trends, elimi-
nate speeding and assist with maintenance and 
job scheduling.

Other initiatives have included improvements to 
existing tyre management processes, replacing 
road-going tyres with off-road tyres where 
appropriate; a focus on both on and off-road 
driver training that has also included turning the 
spotlight on reducing incident rates; and a spot-
light on vehicle damage with vehicles repaired 
immediately to reduce end-of-contract charges.

Masterminding the changes has been 
commodity manager Paul Tate, who delivers a 
central service to Siemens’s business divisions in 
the UK.

With 20 years’ fleet industry experience behind 
him and having joined Siemens nine years ago, 
initially as commercial vehicle fleet manager prior 
to the outsourcing decision, Tate was involved in 
fleet management at Amey before joining 
Siemens and also worked at Northgate and FMG. 

He explains his unusual job title: “Officially, I’m 
not a fleet manager, even though that is the job I 
do. I have much more of a strategic role looking 

“Getting all the business units talking to each other, 
acknowledging that a problem shared was a problem 
solved and sharing best practice was a challenge”
Paul Tate, Siemens

at everything to do with fleet and our suppliers.”
Siemens was established in the UK more than 

170 years ago and now employs 14,500 people. 
Based in Frimley, electrification, automation and 
digitalisation are its long-term growth fields. 

To take full advantage of the market potential in 
those fields, businesses are bundled into nine 
divisions, including power and gas, wind power 
and renewables, power generation services, 
energy management, building technologies, 
mobility (including traffic management solutions), 
and financial services, with healthcare as a sepa-
rately managed business.

“With outsourcing there is an internal require-
ment for consolidation and management of 
demand with a person being the interface 
between suppliers and the business units, so a 
consistent approach is achieved,” says Tate.

“Being the voice of the business units, which 
operate virtually independently of each other, has 
been a challenge. This has allowed me to take the 
business on the start of a journey that can only 
enhance operations, reducing cost and improving 
safety for the organisation and its employees. 

It was ending that ‘silo mentality’ that Tate 
considers his biggest challenge within the busi-
ness. “Each business unit had its own way of 
operating, but the Siemens board wanted 
change,” he says. “Getting all the business units 
talking to each other, acknowledging that a 
problem shared was a problem solved and 
sharing best practice was a challenge. But a plat-
form is now in place and when that was achieved 
it was a utopia moment.”

It was an achievement recognised by the judges 
of the 2015 Commercial Fleet Awards as Siemens 
was named fleet of the year – business services. 

The judges said: “Siemens has an established 
track record in excellent fleet management. It has 
a continued and sustained commitment to 
improved fleet services across the business with 
a real focus on minimising the environmental 
impact of the fleet. 

“Siemens has been able to simplify the work-
ings of a complex fleet.”

‘Officially, I’m not a fleet 
manager – I have a much 
more strategic role’
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“The award was acknowledgement that the 
fleet is being driven in the right direction and that 
Siemens is considered to be a leader in fleet 
management,” says Tate. “To achieve that went 
down well, not just in the UK but at a global level.”

The UK is arguably the world’s most mature 
fleet market, something Tate feels needs 
acknowledgement. “Siemen’s fleet operations in 
other parts of the world can learn from the UK,” 
he says. “But education and best practice can be 
two-way. We are using benchmarking to look for 
further enhancements to our service.”

While Tate sits at the hub of the wheel in terms 
of Siemens’ centralised fleet operation, road 
vehicle coordinators in each of the different busi-
ness units have ‘local’ fleet responsibility. As a 
result, explains Tate, they are linked to Siemens’ 
strategic partners and join him in regular reviews. 

There is also a departure from the norm. “We 
ask our suppliers for a reverse evaluation and for 
them to score us,” says Tate. “This allows us to 
improve communication channels and remove 
unnecessary blockers.”

Furthermore, to keep suppliers on their toes, 
Siemens implements a ‘supplier management 

plan’ at the start of each year, which is reviewed 
quarterly and amended to reflect an evolving 
fleet, setting clear objectives with timescales 
from operational efficiency to savings including 
corporate social responsibility.

Reflecting on the decision to switch to pay-on-
use maintenance, Tate says: “We were paying a 
premium for a risk which was not really a risk. 
Having the correct reporting tools in place made 
the switch from service inclusive to pay-on-use a 
no-brainer. If you know where the vehicle is, the 
work it is doing and service, maintenance and 
repair (SMR) spend and trends, there is no risk of 
an increase in costs. Now business units are not 
expecting any additional costs, so if they do occur 
they are challenged. Previously, some costs were 
hidden, but we now have transparency.”

With a maintenance specialist on board, 
Siemens is able to drill down into costs, reduce 
vehicle downtime and proactively better manage 
its SMR programme.

Climate Change and global warming are “real 
challenges” for Siemens and, as a technology 
supplier, it says it has the opportunity to positively 
impact emissions throughout the supply chain. 

Sponsored by

Within its own operations, Siemens has 
programmes targeting emission reductions and 
that includes in fleet where last year it cut fuel use 
by 200,000 litres due to a range of measures 
including: 
■ Vehicle monitoring and smarter working prac-
tices.
■ A review of equipment carried by vans that 
resulted in a reduction in weight and thus 
improved mpg.
■ The introduction of smaller vehicles by 
educating business units to move away from the 
mindset of “we always have that size of van” and 
instead conducting a full operational review at 
end-of-life and mid-cycle to understand fitness-
for-purpose.
■ The introduction of video conferencing to drive 
down journey numbers.

Siemens is ranked in the top 50 companies in 
the world as a green brand. “That commitment 
by Siemens globally to reduce its carbon footprint 
lends itself well to our objectives of running a lean 
green fleet,” says Tate. “Taken together, 
the initiatives have reaped benefits and 
assisted Siemens in reducing fuel 

Paul Tate, commodity 
manager Siemens (right), 
receives the award from 

Andy Hungate, head of 
business development, 

Halfords Autocentres
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‘Qualifications such as the ICFM diploma bring credibility’
From accountancy to zoology, professionally 
recognised qualifications are a ‘must have’ for gaining 
employment in numerous occupations – and the same 
should be true for fleet managers, says Paul Tate.

Proving that you are never too experienced to learn, 
Tate hopes later this year to achieve a diploma in fleet 
management from the Institute of Car Fleet 
Management (ICFM). Even with 20 years’ fleet 
industry experience, he says: “I know I have a wealth 
of knowledge, but I don’t have a piece of paper that 
says I have that knowledge. Qualifications such as the 
ICFM diploma bring credibility.”

Tate sees the year-long course as providing an 
opportunity to “challenge myself”. He explains: “I’m 
going back to school and looking at strategy and 
structure and seeing if I am doing the job correctly.”

Additionally, he hopes to take new found knowledge 
back to Siemens, which is considering the possibility 
of ‘buddying up’ colleagues globally so they can learn 
new skill sets in different business areas, including 
fleet operations.

“Many have found themselves in a fleet manager 
role, but they have no knowledge of what is involved 
and make mistakes which prove costly,” says Tate. 

“They get themselves bogged down in fleet reports 
and paperwork, which mean nothing unless there is a 
structure in place underpinned by key performance 
indicators and employees know what they are 
monitoring and managing.

“I want to see a structure of training in place for 
tomorrow’s fleet managers, where they can learn the 
basics, eliminate mistakes and save their company 
money by implementing best practice. There is a huge 
amount of knowledge available, but they need 
direction. Qualifications in professional fleet 
management should be the target for all.”

Fleet of the year – business services: Siemens

spend and improving its green creden-
tials. CO2 reduction is a massive target 
for the business.”

Siemens aims to be carbon neutral by 2030. But 
with 20% of the company’s carbon footprint attrib-
uted to the fleet, it wants fleet to be there by 2025.

Measures already implemented will help drive 
Siemens towards operating a greener fleet, but 
so will adoption of technology including hybrid and 
electric vehicles, when operationally viable, and 
remote vehicle servicing.

Petrol vehicles are being considered for some 
urban areas where diesel particulate filters have 
proved troublesome in stop-start motoring and 
an analysis of NOx is being undertaken as, 
believes Tate, “it will be a key part of government 
environmental strategy in the future”.

Last year, Siemens signed a preferred supplier 
agreement with Vauxhall for vans up to 3.5 
tonnes. The Luton-based manufacturer was 
already a supplier alongside Ford, Mercedes-
Benz and Volkswagen and it is now the supplier 
of choice except where its range does not meet 
requirements such as with Siemens’ need for 4x4 
units in areas of remote operation.

LCVs, which clock up an average 19,000 miles 
annually, are replaced on three-, four- or five-year 
cycles, based on an individual assessment of 
mileage, operating environment and capital 
expenditure.

Across the business, Siemens is promoting a 
‘zero harm’ culture, with a commitment to “safe 
vehicles, safe roads, safe people”, according to 
Tate. Siemens now operates a policy of recording, 

Individual business units are empowered to 
switch on telematics reporting channels to meet 
their own requirements, with some using only 
basic data to set up alerts, including speeding, and 
others using the tool extensively, including for 
scheduling work.

Meanwhile, Siemens has also invested in a 
state-of-the-art mobile training vehicle based on 
a Mitsubishi Cantor that allows trainers, armed 
with data from risk management partner IDS, to 
deliver targeted training programmes to fit the 
operational environment of drivers, who can work 
in some of the more remote areas of the UK.

“Ensuring I have the right data for consolidation 
of demand and to be the interface with suppliers 
and business units has been the pivotal success 
factor in our operation,” says Tate. “It is a partner-
ship, not a solo approach, where partners under-
stand where Siemens is heading.”

Sponsor’s comment
We understand the challenges facing today’s fleet managers and were 
delighted to sponsor the award category of fleet of the year – business 
services.  Recognising the complexities of managing and developing vehicle 
fleets we were pleased to see Siemens win this award.

As the UK’s leading independent aftermarket garage network, Halfords Autocentres deliver accessibility, 
technical expertise and value – which is why fleets of all sizes choose us as their preferred SMR partner.

Our independence gives us the flexibility to tailor our service offering while maintaining consistent, high quality 
and cost effective work. We firmly believe that no two clients are the same and our account handling team pride 
themselves on getting to know clients, understanding their individual needs and devising creative solutions that 
provide the best fit.

“We’ve made employees 
and managers for more 
accountable, so more 
incidents are reported”
Paul Tate, Siemens

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

case-studies/
Online

investigating and categorising all incidents from 
wing mirror damage upwards.

Last year, a total of 3,596 ‘incidents’ were 
recorded (2014: 3,737) with third party incidents 
reduced to accounting for just 1.3% of the total. 

“We have made employees and their line 
managers far more accountable, so more inci-
dents are being reported. We can implement 
targeted solutions to drive down damage and 
costs,” says Tate. “Drivers were ‘banking’ damage 
and leaving repairs to the end of the contract. We 
now score each incident according to cost, 
severity and other factors.”

Telemetry was introduced across the van fleet 
ahead of a review challenge by HMRC as to 
whether vehicles were for business use only, or 
whether there was any private use. It was intro-
duced for three key reasons: to protect the busi-
ness, protect employees and health and safety 
from a lone-worker perspective.

Siemens’s LCVs are on 
3-5 year operating cycles
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‘WE HAD BECOME  
A ONE-TRICK PONY’
Mike Corcoran believes Volvo had become too focused on tractor sales. Now 
a new rigid truck strategy will help the company target a 20% market share

By Stephen Briers

olvo Trucks is targeting growth in the mid-size 
rigid truck sector as part of a long-term aspi-
ration to take 20% of the total UK and Ireland 
truck market.

The company currently has a 15% share, up 
from 14.7% in 2014, primarily through its 
traditional strengths in tractors (17% share) 

and 8x4s (21%). However, it takes less than 10% of the 
10-to-20-tonne truck sector where its FE and FL rigid 
models sit.

Commercial director Mike Corcoran admits Volvo had 
“fallen off” in the lighter range, but says the introduction of 
a new 10-tonne version of its FL truck last year will bring a 
renewed focus in this sector.

“Our long-term market share ambition is 20%, but not by 
selling cheap tractor units,” he says. “We had become a 
one-trick pony, but we have brought in a sales team to launch 
our rigid strategy with several initiatives, including funding, 
contract support and improved residual values (RVs).

“We want our market share of rigids to be similar to our 
tractor units.”

The expanded service proposition has enabled the manu-
facturer to lower the total cost of ownership, partly though 
making concessions on the capital cost, but mainly by rais-
ing the RV and by being more competitive on repair and 
maintenance.

Volvo Trucks has initiated a two-pronged customer acqui-
sition plan: existing tractor unit customers that operate a 
rival marque at the lighter end and all-new customers. The 
latter is also unlocking an opportunity to sell some additional 
tractor units as well as rigids.

The order intake has already started to rise dramatically, 
particularly at the lighter end of the segment. Volvo’s share 
of the 10-15-tonne market was just 1% last year. So far, in 
2016 it is 7.3%. “We have registered more in 2016 than we 
did in the whole of 2015,” Corcoran says. “It used to be in the 
ones and twos a month; in April we registered 36.”

Volvo Trucks is supporting dealers with a liveried demon-
strator programme. The rigid trucks bear the slogan ‘For 
Every Body’, emphasising the fact that they can be sold as 
fridges, curtains, boxes and skips. 

More through luck than design, the manufacturer is 
targeting the right sector at the right time if the registrations 
figures are anything to go by. Tractor units have dipped by 
12% year-to-date, but the 10-15-tonne market for two- and 
three-axle rigids is growing.

Corcoran puts this down to fleets exiting the 7.5-tonne 
market. As the number of drivers with ‘grandfather rights’ 
to drive vehicles up to 7.5-tonnes declines, companies are 
opting to either exit O-Licences by switching to vans or 
upsizing to more appropriate vehicles. “They feel that, if they 
are going to put their drivers through the HGV training, then 

Manufacturer spotlight: Volvo Trucks

V

“We want  
our market 

share of rigids 
to be similar 
to our tractor 

units” 
Mike Corcoran,  
Volvo Trucks

Company Volvo Trucks
Commercial director  
Mike Corcoran
Annual sales 6,100 (UK & Ireland)
Market share 15%
Target 20%
Key models FL, FE, FH, FM

Factfile

FH: Long haul tractor unit available as 4×2, 6×2, 6×4, 8×2 or 
8×4 and D13 or D16 (420 to 750hp). 

FM: Versatile specialist available as 4×2, 6×2, 6×4, 8×2 or 8×4 
and D11 or D13 (330 to 500hp).

FE: For urban transport, available as 4×2 tractor; 4×2, 6×2 or 
6×4 rigid and D8K (250, 280 or 320hp). 

FL: Small and light-weight for urban transport, available as 
4×2 rigid or 4×4 rigid and D5K or D8K (210 to 280hp).

Key models
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Such initiatives all have one objective in mind, according to 
Corcoran: “We want to make it easier, so fleets can focus on 
running their business.”

Volvo Truck’s support for fleets even extends as far as 
offering a buyback facility – around 30% of trucks are written 
in this way across the model range. They are refurbished by 
an in-house remarketing team and sold to fleets via the 
dealer network with a recently-launched 24-month driveline 
warranty.

Some 1,500 trucks go through this process. Customers 
were traditionally SMEs buying in their ones and twos, but 
recently a number of larger operators have started to 
purchase used trucks to complement their fleets.

Another market development is a growing demand from 
fleets to carry heavier loads in the same size vehicles. Volvo 
is looking at materials to develop a lighter truck that offers 
greater payload and better fuel economy.

It also offers a range of added-value services such as 
Certificate of Professional Competence and ‘train the trainer’ 
courses, while the Fuel Watch programme sees its fuel 
specialists working with customers to maximise the effi-
ciency of their vehicles.

The vehicle handover also plays a key role; it’s something 
that Volvo Trucks takes very seriously. The handover is a 
seven-hour process – the time counts towards a driver’s 
35-hour CPC training – and goes way beyond showing the 
driver where all the switches are. 

“We include how to use the I-Shift box and how to drive the 
vehicle to the best of their abilities to get the most out of it,” 
says Corcoran. “We are seeing some amazing results in 
terms of driver performance.

“Companies are often bonusing their drivers on fuel effi-
ciency, so they are happy to hear from us because they win 
as well.”

they might as well put them in a heavier truck,” he says. “So 
we are seeing an increase in 10, 12 and even 18-tonne trucks.”

The rigid strategy will drive Volvo Trucks towards its 2016 
growth target of “at least 500” on last year’s 6,100 sales. It 
has, says Corcoran, its “strongest order book in four years”.

He has seen a new trend emerging among fleet operators 
for full transport solutions, not simply the provision of truck 
finance (50% of trucks are funded via Volvo Financial 
Services) and maintenance (70% take-up). Consequently, the 
company has invested heavily in a number of initiatives 
around safety and the environment, both being core values.

One is reporting on vehicle performance via its DynaFleet 
telematics system, a free of charge service for the first three 
years of ownership. It monitors fuel consumption, produc-
tivity, drivers’ hours, braking, speed and CO2 emissions.

The latest release adds Positioning+ which tracks the vehi-
cle’s location minute-by-minute, helping operators to 
improve routing and scheduling, as well as driver security.

Volvo Trucks has further extended this service with the 
introduction this year of a safety report in DynaFleet which 
tracks activation of key safety features, such as autonomous 
braking, seatbelts, stability control, harsh braking and lane 
keeping alerts. It will enable fleets to see how safely and 
efficiently their staff are driving and how often they are 
relying on the truck’s support systems.

The reports can also be used to support in-cab coaching, 
another service offered by Volvo Trucks, complemented by 
an app which shows the driver how they have performed. 

As manufacturers begin to integrate their own telematics 
systems into their trucks, one issue that fleets with multi-
marques are facing is coping with data inputs from different 
systems. Volvo Trucks is already working on a software 
solution and is in talks with Isotrak about how DynaFleet can 
be integrated with third party systems.

50%
Proportion of trucks  
sold funded by Volvo  

Financial Services

20%
Truck market  
share target

For more case studies, 
visit: commercialfleet.org/

vans/case-studies

Online

Mike Corcoran: ‘We have  
registered more 10-15-tonne 

trucks in 2016 than in  
the whole of 2015’
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Supplier spotlight: Microlise

Transparency is key to acceptance as drivers are able to 
access data via smartphone to assess performance

By Stephen Briers

irst, some figures: telematics supplier Microlise 
has almost 100,000 truck installations in the UK 
and more than 200,000 globally. It’s a clear front-
runner when it comes to truck telematics.

The company’s challenge is to replicate this posi-
tion in the van sector after launching a modified 
version of its software last year called Clear.

That’s not to say that huge opportunities in truck don’t 
remain, where estimates on telematics penetration range 
from 25% to 40% of the market. It’s just that, with the van 
parc set for huge growth over the next 4-5 years, the chance 
to increase its penetration is too big to overlook.

Even so, with around 475,000 trucks in the UK, of which 
275,000 are rigids, there could be as many as 300,000 
without any form of telematics. When the efficient operation 
of an expensive piece of kit is a vital part of any company 
bottom line, why is penetration so low? 

Matt Hague, Microlise executive director – product strategy, 
believes the answer rests in cost and accessibility. 

“Until recently, demand for telematics came from the large 
fleet operators,” he says. “But as technology becomes more 
embedded, we will see the pull via manufacturers’ 
customers that are dealing with 10 vehicle fleets. Also, apps 
will open up the market, making it more accessible. Five 
years ago, telematics was a tick option; now it’s often there 
by default. We think the number will accelerate.”

Greater understanding about the potential cost savings, 
particularly on fuel, will help. “Any percentage saving on fuel 
is huge, even if it’s ‘only’ 5%. Fleets want to run as lean as they 
can, so that is pulling telematics in more quickly,” Hague says.

Renewed focus on eliminating empty running will led to a 
convergent market whereby load sharing will require 
contractors to use the same technology as the main 
company. “We are at that point now,” adds Hague. “The 
industry is trying to work smarter.”

He is also now seeing telematics demand filter into the van 
sector, although here it is as much about safety as it is fuel.

“We recognised via conversations with truck fleets that run 
vans that there was an opportunity to hone our truck offering 
for them,” says Hague. “We launched Clear in summer 2015.”

F
100,000
Truck installations in UK

14,000
Vehicle roll-out for  
new Clear software

Company Microlise
Founded 1982
Head office Nottingham
Executive director Matt Hague
Number of staff 300
Number of installations UK: just 
under 100,000; globally: more  
than 200,000

Factfile

Matt Hague: ‘We 
recognised a huge 

opportunity with truck 
fleets running vans’

It is based on the same core architecture as the truck 
system but used in a different way, with nuances on driver 
ID, business/private mileage and workflow management.

In particular, while Microlise has an electronic workflow 
management system called ePOD (electronic point of 
delivery), which enables the customer to sign on receipt of 
goods, the process is different for vans which are often not 
used simply to transport products, but to take the driver to 
do a job, such as an electrician or builder.

Consequently, while ePOD is a linear trip sheet based on 
a fixed number of ‘deliveries’ with the addition of prompts 
for driver vehicle checks, for vans it requires greater flexi-
bility in the workflow to accommodate time on site for 
repairs, etc.

“The visibility [for the fleet] is the same, but the workflow 
through the task won’t be as linear,” says Hague. 

“Also, it might only have the first job lined up for the driver, 
so additional jobs will be allocated during the day. We had  
to make sure our system could support a more dynamic 
work profile.”

Three van fleets are using the Clear system, with a 14,000-
vehicle roll-out starting this month. Installations present 
greater challenges than those for trucks, which all return to 
base; Microlise is subcontracting engineers to do the instal-
lations at the drivers’ homes.

However, it’s worthwhile; the opportunity in the van sector 
is “massive”, says Hague, starting with the large operators. 
Manufacturers also have a role to play here, particularly with 
the smaller operators, by making telematics factory-fit.

Is Microlise in talks? “We’d be daft if we weren’t,” is Hague’s 
only comment on the subject, although it’s worth 
noting that it already takes this approach in the 
truck sector.

‘APPS WILL 
OPEN UP
TELEMATICS 
MARKET’



Microlise has a five-pronged strategy for growth, formulated 
around key segments:
n Direct to the truck market
n Manufacturer-related sales
n Plant and machinery
n Global and new territories
n Car and van

The philosophy is “do once, use many”, which refers to a 
policy of developing technology which can be used across 
different markets. The UK, according to Hague is still “a long 
way” from being saturated. There are multiple opportunities 
to both grow the market and win conquest business.

Around half a dozen “serious players” dominate, but they 
differ from truck to van/car. Only a handful cross the divide; 
Microlise is determined to be one of them.

“There are only a few that have the breadth and depth of 
services and systems, especially in making their own hard-
ware. We have an end-to-end solution with no third parties 
involved,” says Hague.

Also vital is the back-end reporting suite which gives fleets 
visibility and control of operations and an accessible driver 
solution. Hague says the Microlise system can be deployed 
on smartphones with minimal training and support.

One area he believes is no longer a stumbling block is 
push-back from the unions over a ‘big brother’ perception. 
It used to happen, but is rare nowadays.

“Why? Because drivers understand it more,” says Hague. 
“Telematics has to be part of a change management system 
with rewards and benefits.  If drivers improve performance 
we have, within a driver league system, the ability to link to 
rewards so fleets can manage everything within the system.

“We can explain the benefits from the system and then 
reward them for achieving those benefits. This is dissemi-
nating through the industry now.”

Drivers can also access the telematics data via an app to 
assess their own driving performance. The transparency 
offered by the system is a key part to its growing acceptance 
among drivers.

Microlise has spotted an opportunity to work with Govern-
ment agencies on road safety by opening up its data files on 

Warehouse origins of telematics giant
Microlise was launched as a developer  
of software for warehouse management 
applications in 1982. By the late 90s, the 
market was saturated, so the company started 
to consider expanding into new areas.

It recognised that the warehouse had 
become a well-controlled environment but that 
products were being loaded on to trucks that 
had far fewer controls. So Microlise evolved 
its expertise and technology to add value down 
the supply chain with the launch of a route and 
scheduling system.

The sea-change came with the development 
of full telematics. “That gave us the route and 
how the driver performed during that time. The 
scorecard became a strategic platform,” says 
Matt Hague.

The system was targeted at trucks but also 
had some van customers. By the early 2000s, 
Microlise started selling it as a white-label 
product to truck manufacturers, including MAN 

“Telematics has to be part of a change 
management system with rewards and benefits” 
Matt Hague, Microlise

and DAF. This now accounts for around a third 
of its truck installations.

“Truck customers want telematics; truck 
manufacturers want to differentiate 
themselves,” Hague explains.

“We’ve never scaled down to fleets of fewer 
than 50 vehicles – that isn’t efficient for us. 
But the manufacturers give us their dealer 
networks to access smaller fleets. Telematics 
wrapped in to the truck is a key cornerstone of 
our business.”

More recently, Microlise has extended into 
health and safety monitoring, and plant and 
machinery. The core of the product remains  
the same, but with additional elements 
focusing on, for example, health and usage  
of the machine, stolen plant and remote  
fault diagnosis. 

“It has given us a blueprint for what the 
manufacturers will want to do with our 
systems,” Hague says.

risk hot spots, detailing incident types and average speeding 
areas, potentially delineated by vehicle class. 

It is also looking to align its telematics system with a 
broader compliance message, particularly via the DVSA 
earned recognition programme which aims to offer 
companies known to operate compliant fleets less road-
side scrutiny. 

“We are supporting it from a technology standpoint as a 
portal for auditors to access regarding operator compliance 
levels and infringements,” says Hague. 

“We have the building blocks; we are just waiting to hear 
from DVSA how we can glue it together.”

For more case 
studies, visit:  

commercialfleet.org/ 
vans/case-studies

Online
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By John Lewis

xfordshire brewery Wychwood is determined to 
stand out from the pack – and it is using a 
striking-looking vehicle to ensure that it does. 

The Witney-based brewer recently commis-
sioned the graphics team at Midlands body 
builder Bevan Group to apply an eye-catching 
livery to the Mercedes-Benz Unimog 4x4 it uses 

for promotional work. 
Because the brewery sits on the fringes of the medieval 

forest of Wychwood, it takes its inspiration from the ancient 
myths and legends associated with it to brand its beers, so 
the Unimog was given the Hobgoblin theme. Hobgoblin is 
the name of the firm’s flagship brew and happens to be one 
of the UK’s fastest-growing premium beers.

Known as the HobMog, the Unimog tows a bar trailer 
shaped like a giant beer can.

Although the Unimog was chosen for its distinctive looks 
rather than its phenomenal off-road capabilities, those capa-
bilities can prove useful when it occasionally has to haul the 
trailer into and out of a muddy field. Truck and trailer are 
deployed at music and food festivals and other outdoor 
events all over the country.

The HobMog underlines the extent to which adhesive vinyl 
has come to dominate commercial vehicle sign-writing, the 
effects that can be achieved with it and the speed with which 
it can be applied. 

In this case speed was of the essence. 
The HobMog was slated to play a starring role at Wych-

wood Brewery owner Marston’s annual sales conference at 

Insight: Livery

O

Promote your 
business while 
on the move
Livery is an excellent way to raise brand awareness. But 
the importance of getting the right variety, and of making 
sure you remain compliant, should not be underestimated

Stoke City’s Britannia Stadium. Bevan Group had to pull out 
all the stops to get the work completed as a consequence of 
delays by another supplier.

Wychwood brewery senior brand manager Joanne Wyke 
is pleased with the result. “The HobMog looks fantastic and 
is playing a key role in helping us raise the profile of our 
brand,” she says.

Go back a few years and the HobMog would have had to 
have its graphics painstakingly applied by a signwriter using 
brushes and pots of paint; a process that would have taken 
many days to complete. Digitally printing the images required 
on to vinyl then applying the vinyl to the bodywork is a  
lot quicker.

Nor are modern liveries confined to metal surfaces. An 
18-tonne MAN TGM equipped with a buckle-less curtain-
sider body by Bevan is being used to promote as well as 
deliver Stowford Press cider by Much Marcle, Herefordshire-
based Westons Cider.

Like the HobMog, it is an effective travelling poster site; and 
all that space that would otherwise remain vacant comes  
for free.

“It serves as a great mobile advertisement for our best-
known brand and has already attracted a lot of positive 

“It serves as a great mobile advertisement  
for our best-known brand and has already 
attracted a lot of positive feedback” 
David Griffiths, Westons Cider

£2,000
Cost of full vinyl wrap for 

3.5-tonne Luton van
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feedback from customers and others who’ve seen it on the 
road,” says Westons operations director David Griffiths.

On the face of it, applying livery to curtains would appear 
to be problematic. 

However, that is not the case; in fact, paint can still have a 
role to play.

“If it is simple text then we can always stencil it onto the 
curtains then paint it on,” says Bevan graphics manager 
Mike Butterly. “If it is something more complex, then we can 
print it on to material we get from APA and apply that.” 

APA is a leading Italian manufacturer of adhesive films.
Another option is to print the graphics straight on to the 

curtains when they are first manufactured.
One would think that the constant opening and closing of 

the curtains cause the livery to deteriorate. Not in the 
slightest, says Butterly.

“That’s a situation that only tends to arise where you have 
got box bodies with sliding doors instead of curtains,” he 
says. Such bodies are sometimes favoured by the drinks 
industry because of the additional security they can offer.

“In fact, graphics on curtains can last longer than the 
vehicle,” he adds.

At its most basic, a livery can consist of little more than 

computer-cut vinyl lettering detailing the company’s name, 
location, phone number and email and website addresses. 

A neat trick is to use addresses and phone numbers that 
are specific to your fleet, rather than simply apply the compa-
ny’s central email and switchboard number. As a conse-
quence, you can see how many enquiries your vehicles 
generate in their role as mobile poster sites. 

Different addresses and numbers can be allocated to each 
of your firm’s regions so you can see which region is gener-
ating the most interest.

Basic lettering may cost no more than £100 a vehicle and 
can be accompanied by a pictogram – a tap for a plumber, 
a saw for a carpenter and so on. 

Some businesses may decide to include a QR – quick 
response – code, especially if their vans and trucks spend a 
lot of time parked in the local high street with plenty of 
passers-by. 

Scan a QR code with your smartphone and you can find 
out a lot more about what the business concerned has to 
offer.
The letters and logos can be produced in virtually 
any colour the customer cares to name – vinyl can 
be made to fade from one colour into another – and 

Wychwood  
brewery’s ‘HobMog’, a 

Mercedes-Benz Unimog 
used at festivals and other 

outdoor events
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in virtually any typeface. However, it should be 
borne in mind that ornate scripts, though superfi-
cially attractive, can be difficult to decipher. 

Some thought should be given to the colour selected. 
Yellow letters tend not to stand out on a white van, for 
example, but will on a black one.

Clients should heed the advice of the graphic designer they 
are dealing with when it comes to determining what works, 
and what does not. 

A livery that contains plenty of information about a compa-
ny’s products and services may be fine if a vehicle spends 
most of its life inching along in slow-moving urban traffic 
because people will have plenty of time to look at it. It will 
not fare so well if the van or truck concerned is usually on 
motorway work.

The entire package can be sent out as a kit for do-it-
yourself application, something that may appeal to commer-
cial vehicle operators with their own workshops. But putting 
it on to the side of a van with all its contours is not as  
easy as it looks. Make a mistake, and the vinyl may end up 
getting torn.

A key advantage of computer generation is that the livery 
is always consistent, whether it is applied to one vehicle or 
one hundred. That matters for businesses eager to project 
a standardised corporate image that applies to the signs on 
their warehouses and the logos on their employees uni-
forms as well as to their vehicles.

It also matters if a van or truck is in an accident. The livery 
that goes back on once it is repaired will be exactly the same 
as the one that was damaged.

Vinyl lettering and logos can be easily removed by warming 
the edge with a heat gun, then peeling them away. 

Unfortunately, they are likely to leave an outline because 
the paint around them will have weathered and dulled over 
the years. The paint beneath them will have been protected 
and will be a lot brighter.

The only way to eliminate this problem is to use a cutting 
compound – and a lot of elbow grease. Liveries should either 
be removed or completely obliterated when a vehicle is sold, 
to ensure the new owner does not attempt to pose as  
somebody working for your business and try to appropriate 
one of your customers.

There is nothing to prevent a fleet from having vehicles 
either partly or completely wrapped in vinyl with images 
printed on it. 

That can make especially sound sense if your corporate 
colour happens to be, say, a lurid shade of metallic purple. 
Rather than have your vans finished in that tone – a tone that 

is unlikely to play well in the used market – then it might be 
wiser to order all your vans in more acceptable white and 
have them wrapped in shiny purple vinyl instead.

Wrapping a van has the advantage of protecting the paint-
work underneath. 

Peel it off after four or five years and the finish will be as 
pristine as was when the vinyl first went on. The paint will 
not have weathered and it will have been protected from 
minor stone chips and abrasions.

“Digitally printed full wraps are becoming increasingly 
popular as more and more marketing managers come to 
appreciate their publicity potential,” says Michael Lyons, 
national business development manager at Witney-based 
graphics specialist Mediafleet.

It is important to remember that, if you alter the entire 
colour of a vehicle with a vinyl wrap, the Driver and Vehicle 
Licensing Agency must be notified. It must be informed 
about entire multi-coloured wraps too.

It does not have to be informed if the vehicle is partially 
wrapped, however, and a partial wrap can be as effective as 
a full one as well as being 50% cheaper.

A full or partial wrap can be invaluable if a business needs 
to rebrand its entire fleet. That was what Liverpool-based 
Sure Maintenance Group did recently when it commissioned 
Signs Express (Liverpool North and Wirral) to carry out  
the work.

The deal involved more than 170 vehicles across the north 
and the midlands which has made for a challenging logistical 
exercise. Sure has opted for a partial wrap involving 
four different colour schemes.

How long a partial or a full wrap or some 

Insight: Livery

“The livery serves as a great 
mobile advertisement for our 
best-known brand and has 
already attracted a lot of 
positive feedback” 
David Griffiths, Weston Cider

£100
Cost of basic lettering  

per vehicle

Westons Cider uses its 18-tonne MAN TGM 
to promote as well as deliver its products
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lettering and a logo last depends on the vinyl used 
– a wrap using a quality vinyl from a well-known 
manufacturer such as 3M or Avery could last for 

five years or more and is unlikely to fade – and whether it 
has been protected with a laminate. 

It may, of course, be the case that the fleet only requires 
the vinyl to last for a couple of months, to coincide with a 
short-term marketing campaign and then want it replaced 
with a vinyl with graphics that reflect the theme of the next 
short-term promotional push. 

As a consequence, the operator can afford to specify a less 
expensive and less durable vinyl, safe in the knowledge that 
it won’t be on the vehicle for all that long.

Something else that will have an impact on the vinyl’s 
durability is the way the vehicle is washed.

Most graphics specialists favour hand washing, but this is 
not always practical. Brush washing should not do too much 
harm, although the constant flaying of the brushes is likely 
to dull the vinyl’s finish over time.

Pressure washers should be employed with caution, espe-
cially if the vinyl has been damaged. Get the jet at the wrong 
angle, or use it too close, and the vinyl may start to lift.

Something else that can shorten a vinyl’s life is the use of 
an overly-aggressive cleaning chemical, although a laminate 
should lessen the impact.

Wrapping a long-wheelbase high-roof Mercedes-Benz 
Sprinter is likely to take a couple of days and needs to be 
done under cover and in a warm atmosphere. Fetching the 
vinyl off – again you will need to wield a heat gun – typically 
takes half as long. And, while you will not be left with the 
outlines of letters to contend with, you may have to remove 
several bits of residue left by the adhesive. 

The paintwork beneath is unlikely to come away along with 
the vinyl unless the vehicle had been damaged and quickly 
repaired and resprayed prior to the wrap. 

An alternative to vinyl wrapping is a spray-on vinyl wrap 
called WrapidCoat, now being offered by Mediafleet. 

“We’ve been developing it for the past three years and it’s 
available in any colour,” says Lyons.

Among its advantages, he explains, is its ability to cover 

Insight: Livery

For more livery design tips, 
visit: commercialfleet.org/

vehicle-livery

Online

hinges, panel gaps, seams and bumpers easily. “Ordinary 
adhesive vinyl won’t stick to bumpers,” he points out.

“We put on six layers but it comes off easily,” he claims. 
“In fact removing it takes 25% of the time it takes to remove 
a vinyl wrap and it does not leave an adhesive residue.”

Applying it in the first place takes around 30% of the time, 
but the van or truck has to go back to Mediafleet to have the  
work done.

“What typically happens is the vehicles are delivered 
directly to us before they go to the customer,” Lyons explains. 
“We’ve got a compound that will hold 250.”

WrapidCoat lasts for up to five years. “What’s more, it costs 
60-70% less than a standard vinyl wrap,” he adds.

Graphics will still have to be applied once the spraying has 
been completed, which will erode the price advantage, 
depending on how sophisticated the fleet requires them.

So far as cleaning is concerned, the requirements are the 
same as they are with any other vinyl.

At up to £2,000 for a Luton-bodied 3.5-tonner, full vinyl 
wraps do not come cheap. However, the cost should be 
considered in the light of better residuals because of the way 
the paintwork is preserved and what it would cost to hire a 
vehicle to act as a mobile billboard in your catchment area. 

The livery market is a buoyant one according to Allan 
Hamilton, head of strategy at Swindon’s Aura Signs reports. 

“Operators who hung on to their vehicles as long as they 
possibly could during the recession are now replacing 
them,” he says. And those replacements require a livery.

Some operators, especially those carrying high-value 
goods, may prefer their vans and trucks to remain in plain 
white and be as anonymous as possible. 

For other types of business – those on highway mainte-
nance work, for example – being as conspicuous as possible 
is a safety requirement. 

This means complying with the requirements laid out in 
Chapter 8 of the Department for Transport’s traffic signs 
manual; a manual that is also recognised by the devolved 
administrations in Scotland, Wales and Northern Ireland. 

Its requirements include everything from high-visibility 
rear markings to the use of red retro-reflective tape on all  
the rear-facing edges of open doors, guard rails and equip-
ment lockers.

While Chapter 8 may not have the force of law throughout 
the UK, ignoring its guidelines could leave a fleet open to 
legal action under health and safety legislation if there is an 
accident – and facing a lot of unwelcome publicity.

Aura Signs is familiar with Chapter 8’s requirements.
“The best thing to use for the red stripes is prismatic 

retroreflective material,” says Hamilton. “That’s because any 
light that hits it is reflected straight back to the light’s source.”

This means that if the stripes are picked out by a car’s 
headlights then the driver should spot them instantly; and 
will hopefully give the vehicle a wide berth. 

“We’ve been developing WrapidCoat for the 
past three years. Removing it takes 25% of  
the time it takes to remove a vinyl wrap” 
Michael Lyons, Mediafleet

Applying livery to curtains  
can involve both  
paint and vinyl
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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 commercial vehicle 

values rising again in April

Advertisement feature

T
he headline average 

value of a used LCV sold 

at BCA reached record 

levels in April as strong 

demand and competitive 

bidding continued for 

commercial vehicles across 

BCA’s network. Fleet & lease 

values rose for the fourth 

consecutive month.

Values for LCVs sold at BCA 

averaged £5,966 in April – a 

rise of £87 (1.4%) compared to 

March and the highest monthly 

headline figure on record since 

Pulse began reporting in 2005. 

Year-on-year values were up 

by £458 (8.3%), with the average 

van in 2016 being four months 

younger and with average 

mileage 3,400 miles lower.

Fleet and lease
The fleet and lease sector 

recorded average values of 

£6,818 in April, an increase of 

£92 (1.4%) compared to March 

and the highest monthly value 

recorded since 2014. Retained 

value against MRP 

(Manufacturer Recommended 

Price) improved by 1.5 

percentage points to 35.90%.   

Year-on-year, values were up 

by £359 (5.5%), with 

performance against MRP 

relatively flat. Notably both age 

and mileage have dropped over 

the year.

Part-exchange
Average part-exchange LCV 

values fell back by £47 in April, 

a fall of 1.2%. Values in 2016 

peaked in January, fell in 

February and have been 

relatively static since, although 

year-on-year values remain 

well ahead, up by £317, 

equivalent to an 8.9% uplift.     

Average mileage was broadly 

static over the year, while 

average age has fallen by over 

three months.

Nearly-new
Nearly-new LCV values 

averaged £14,603 in April – an 

increase of £627 (4.5%) 

compared to March. 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. 

Strong demand and competitive bidding continued for 
commercial vehicles across BCA’s network

Apr 2015

Apr 2016

£6,818

£6,459

Fleet/leasing

69,375

64,913

42.53

40.46

£3,850

£3,533

93,339

93,998

85.10

81.88

Part-exchange

Apr 2015

Apr 2016

Nearly new

April 2016

“Buyer demand and 
a younger stock 
profile are keeping 
values high”
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Insight: Remarketing

By Trevor Gehlcken

alues of used LCVs are continuing to rise, despite 
increasing volumes of vehicles coming to auction 
and record registrations of new vans.

At BCA used values hit an all-time record in April 
at £5,996. Year-on-year values were up by £458 

(8.3%), although profile played a role with the average van 
four months younger and average mileage 3,400 miles 
lower than 2015. Both go against anecdotal evidence that 
vans are being kept for longer and worked harder.

BCA’s LCV operations director Duncan Ward said: “Buyers 
were out in force in April with both physical and online 
bidders competing strongly for the stock on offer. Values are 
well ahead of where they were a year ago, underlining the 
evolution in price performance which has been driven 
by high levels of demand.

“Average values continue to rise for fleet and lease 
commercials, with both professional buyers and end users 
focusing on one-owner vehicles up to five years old. Both 
age and mileage for corporate vans continues to drop 
and this is contributing to the steady price evolution 
seen over the past year. Values for dealer part-exchange 
vans have been relatively static over the past three 
months, while the nearly-new sector – despite being 
relatively small – also saw average values rise.”

Ward added: “Presentation and condition remain excep-
tionally important, particularly where there are increasing 
volumes of similar makes and models reaching the market. 
Poor condition remains an issue and vehicles need to be 
properly appraised and valued to meet the expectations of 
the marketplace.”

Over at Shoreham Vehicle Auctions, managing director 
Alex Wright also reported that business was booming. He 
said, over a four-year period from January 2012 to December 
2015, the average number of newly registered LCVs had 
rocketed, with a record number of units – 371,830 – regis-
tered in 2015, the highest since 2007. This had resulted in a 
delayed influx of vehicles into the used market, with volumes 
steadily rising over the same period.

 Despite these increases, average used prices have also 
continued to rise, against the expected drop in prices from 
the industry. Wright said: “Driving this is extremely strong 
demand from buyers, who have a varied selection of stock 
in good condition to choose from, particularly with vehicles 
between two and four years old. Previous dips in used values 
in July 2013 and April 2015 quickly rebounded, with prices 
steadily rising once again. It’s remarkable that prices 
continue to rise in line with increasing volumes, although we 
expect to reach the tipping point where supply outstrips 
demand, which will place pressure on prices.”

With increasing numbers of small businesses now 
purchasing LCVs between two and four-years-old on short-
term PCP deals, vehicles are then being sent back into the 
auctions for the manufacturer’s franchised dealers to 
purchase at a reduced rate.

Furthermore, said Wright, SMEs that cannot secure 
vehicle finance are heading to auctions to secure vans 

V

between four and six years old, in good condition and at 
reasonable prices.

According to the latest LCV manufacturing data, there’s no 
sign of registrations letting up, with 27,880 new units regis-
tered in April 2016. This was an 11.7% increase on the April 
2015 total and, year-to-date, a 3.3% increase on the first four 
months of last year.

Wright added: “The record number of new registrations 
we have seen in recent years that continue to filter into the 
used market will only lead to volumes rising. One thing is 
certain – it’s not a question of if, but when and by how much, 
values start to drop as the careful balance of supply and 
demand starts to tip.”

Cap Red Book, senior editor John Watts reported that 
professional buyers were out in force at all of the sales he 
attended, as were the ever-present internet bidders. 

With the vast majority of schools closed for the end of 
spring term holidays and many parents apparently taking an 
extended break, attendance levels were swollen by the usual 
seasonal influx of retail buyers, which added another layer 
to the auction dynamics. 

Watts said: “From a supply perspective, auction 
entries were up by around 3% compared to last 
month. Some of this, we believe, is attributed to a 

8.3%
Year-on-year rise in  

volumes seen at BCA

19.3%
Overall LCV sales dip in April, 
says Cap Red Book, despite 
continuing strong demand  

in some segments

APRIL BRINGS FALL IN LCV SALES 
AS VALUES CONTINUE RISING
But experts predict ‘tipping point’ will bring price drop soon enough, if volumes remain high

Going up: LCV prices  
still show no signs of  

downhill movement



Auctions have been busy over 
the past month, and the bank 

holidays in May have done little to slow 
proceedings. Professional traders have 
been out in force at all the major venues, as 
have the ever-present internet bidders. Add 
to that the large number of retail buyers 
and the result is a particularly lively scene.

Volumes at auction look to be on the 
increase. However, the market remains 
strong for clean stock. It is noticeable that 
late plate prices in the medium and large 
panel van sectors, and also the 4x4 sector, 
continue to come under pressure. With 
values of two-to-four-year stock holding up, 
newer, later plate examples have little 
wriggle room when compared to a 
discounted brand new unit. Some vendors 
at auction continue to hold out for top 
money on late-plated stock, seemingly 
oblivious to discounts and finance deals. 
The unavoidable result is downward 
pressure on the newest stock.

Andy Picton, senior  

commercial vehicle  

editor, Glass’s 

THROUGH THE 
LOOKING GLASS

“Low mileage stock with  
a ‘car-like’ specification  
is in short supply” 

Another potential issue is the number of 
new LCV sales now completed on lease 
and the obvious keenness for the dealer to 
upgrade. Are we looking at a tipping point in 
the next 12-24 months, where volumes of 
these top-end models exceed demand? 

Currently, warranted, low mileage stock 
with a ‘car-like’ specification is in short 
supply, keeping values strong. However, as 
volumes of top-end stock in the open 
market increase, it won’t take much to put 
a dent in their residual values.

Although attendance at auction remains 
steady, the smaller number of exporters 
has led to the number of sales lessening. 
UK traders are buying more cautiously, 
with upcoming referendum uncertainty 
being cited as one reason. This is leaving a 
large number of run-of-the-mill entries to 
struggle at auction. Turnaround is therefore 
slow, resulting in further downward 
pressure on all but the very best examples. 

“The guide 
prices of  
late-plate 
stock are  
too high when 
compared  
to the prices 
of new  
vehicles” 

John Watts, Cap

What the experts say

“Prices 
continue to 
rise, although 
we expect a 
tipping point 
where supply 
outstrips 
demand” 
Alex Wright, 
Shoreham Vehicle 
Auctions

“It is clear 
that there are 
certain retail 
operations 
prepared to 
sell large 
volumes  
for lesser 
margins” 

Andy Picton, Glass’s
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slight increase in unsold stock at the end of March 
which was then re-entered during the first week 
of April.” 

According to Cap, the overall number of LCVs sold at auction 
in April was down by 19.3% but, as always, there were differ-
ences across the sub-sectors. Car-derived van sales were 
down by 28.9%, but this was largely down to the limited 
supply of Ford Fiesta and Vauxhall Corsa vans, which histor-
ically tend to dominate this sector. 

Light van sales were down by 23.4% and medium vans by 
18.8%. Sales of vans in the 2.5–3.5-tonne sector were also 
down by around 18%, with those on late plates up to around 
18 months old struggling most. 

Watts said: “Once again, we believe this is largely due to 
the disproportionately high market prices of three-to-four-
year-old vehicles which has been mentioned many times. 

“Since there is an expectation that vehicles are worth more 
for each successive plate, the guide prices of late-plate stock 
are too high when compared to the prices of new vehicles. 
This problem is compounded by the large discounts and 
attractive finance deals being offered by franchised dealers.” 

Meanwhile, it was a case of mixed fortunes in the pick-up 
sector. While the price performance of workhorse models 
remained strong, volumes were down by 25% – whereas 
sales of lifestyle models were down by only 3.6%. 

There was marginal downward shift in the overall price 
performance, which would tend to indicate that vendors have 
reduced their price aspirations.

According to Andy Picton, senior commercial vehicle editor 
at Glass’s, the average hammer price across the country is 
now standing more than 10% greater than last year. 

He said: “The indications are that traders are paying more 
for stock in general. This assertion is backed up anecdotally 
by feedback from dealers and traders who have reported 
that prices at auction seem stronger of late. 

“However, it is clear that there are certain retail operations 
prepared to sell large volumes for lesser margins. It may be 
this sector that is driving demand and pushing prices up.”   

Stock availability at auction began easing back in April and 
it is expected that volumes on offer will continue contracting. 

“This could lead to conversion rates and prices firming,” 
said Picton. “However, a more pronounced slowing in retail 
activity is expected, with two bank holiday weekends in May 
likely to negatively impact retail sales, which may dampen 
demand for stock at auction.”

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

org/remarketing

Online

10%
Increase in average UK auction 

prices since last year
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By Trevor Gehlcken
paragraph in the remarketing feature of the 
April edition of Commercial Fleet got me 
thinking about our long-termer the other day.

In it, Jayson Whittington, manager – commer-
cial and leisure vehicle valuations at Glass’s, 
opined: “The Transporter remains on offer in 
sensible numbers, with values remaining firm 

for the best examples. However, those run-of-the-mill 
models, especially without air-conditioning, are finding 
trading conditions more difficult.”

The reason thoughts turn to our Transporter T6 is that it 
happens to be loaded up with extras that most fleet 
managers would scoff at. And if they do, they might be 
missing out on a trick or two. What fleet managers want in 
a brand new van and what second buyers want some years 
down the line are two very different things.

Most fleet buyers are interested mainly in getting the right 
vehicle at the right money, whereas second buyers are 
demanding items like air-conditioning, alloy wheels and 
metallic paint. Any canny fleet manager knows that wholelife 
cost, not front-end cost, is the all-important factor on which 
to base buying decisions. So if, say, an extra item costs £200 
at buying time but makes the van worth £400 extra at selling 
time, then it’s worth going for – in effect, racking up a profit 
of £200 over the van’s first fleet life.

So, where does our Transporter stand in all this? For 
starters, it isn’t exactly a run-of-the-mill fleet model, being 
the top spec Highline variety as opposed to the more fleet-
friendly Startline and Trendline specs.

 NEED TO KNOW 
n Air conditioning and alloy wheels standard
n Metallic paint £606 extra
n ‘Guide and inform’ sat-nav system £816 extra

“Metallic  
paint can  

add anything  
up to £400  
on to the  
value of a  
used van”

But although it’s more expensive, it comes with quite a lot 
of kit that the others don’t have – and it’s kit that gets the 
second buyers bidding when vehicles like this go through the 
auction halls. Air-conditioning and alloy wheels, for example, 
come as standard, along with a list that would fill this page.

Our test model also has a sat-nav unit with a ‘guide and 
inform’ system that costs an extra £816 – and here is where 
the fleet manager would have to draw the line. It’s a mighty 
sum for a company to pay, especially if a number of vans are 
being ordered. And, although it’s a neat gadget to have at 
selling time, chances are that four years or so down the line, 
this unit will be outdated and will have been replaced with 
something more hi-tech, so will not make up the front-end 
cost again.

But the 64 thousand dollar question comes when we turn 
to metallic paint, which is a £606 option and comes as part 
of a pack that includes special titanium black upholstery.

Yes, I know that most fleet buyers would say: “Absolutely 
not.” But the matter isn’t that clear cut. 

One auction expert told me that metallic paint can add 
anything up to £400 on to the value of a used van, so that 
knocks our wholelife total down to £206. Then there is the 
likelihood that the van will be sold first time through the hall, 
rather than kicking its heels in the yard for weeks on end 
going through again and again.

On top of that, there is a credible theory that metallic paint 
makes business sense too. You only have to look at the 
pictures of this van to see how smart it looks. And a smart-
looking van turning up at a client’s premises will speak 
volumes about the quality of the firm that owns it.

There’s nothing like a dirty, damaged van to ruin the repu-
tation of a company.

So there you have it. Each fleet manager has his or her 
own ideas about added extras at buying time, but our advice 
would be not to dismiss them all out of hand – a quiet word 
with the experts at the local auction house could prove very 
profitable indeed.

Long-term test

A

Expensive choice but expected high RV evens things out
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: 5,566

SPEC

A ‘smart looking van’  
with plenty of kit
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If you’re interested in better deals, quicker, go to www.fnbg.deals and complete 
the FNBG preregistration form to secure your membership.

1
 
We offer a service that has your best interests at heart

2
 You have a choice of all brands – car and van – from an  

independent business that you can trust

3
 
No catches, no fees, no contracts, no unpleasant surprises



Master 4x4: new four-wheel drive is  

perfect for fleets with off-road requirements
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MODEL: RANGE

By John Lewis

hile many fleet operators rely on four-
wheel-drive pick-ups if they need to 
keep mobile off-road, there are occa-
sions when they require something 
with more cargo space to house equip-
ment. However, few manufacturers 
market big vans with the sort of four-

wheel drive capability that enables them to tackle heavily-
rutted, boulder-strewn tracks or ford streams.

Pursuing a policy of covering every light commercial niche 
that it can think of, Renault is entering what remains a 
specialised sector with a 4x4 version of Master. 

A conversion executed in conjunction with all-wheel drive 
specialist Oberaigner Automotive’s German operation, it will 
be on sale in the UK in early autumn. The newcomer will be 
sold and supported by the Renault network in the same way 
as the rest of the manufacturer’s light commercial line-up.

Prices have yet to be announced. 
Produced in van, chassis cab and chassis double-cab 

versions, the Master 4x4 is available at either 3.5 or 4.5 
tonnes. There is a choice of wheelbases – 3,682mm or 
4,332mm – and power is delivered by a 2.3-litre dCi diesel 
at 125hp, 135hp or 165hp, married to a six-speed gearbox.

Ground clearance has been increased by 65mm at the 
front and 58mm at the back, reducing to 45mm if you opt 
for twin rear wheels. A lockable rear differential can be 
specified as an option.

Steel under-body shielding and a steel sump guard are 
installed and Master 4x4 is shod with all-weather tyres.

To engage or disengage four-wheel-drive you press a 

W

 NEED TO KNOW 
n Four-wheel drive can be selected at below 15mph

n X-Track option as alternative to 4x4

n All-weather tyres fitted

New four-wheel drive version of  
Master, and new X-Track option  
available for Kangoo, Trafic and Master

RENAULT OFF-ROAD

button on the dashboard. Four-wheel-drive can be selected 
when you are stationary or at speeds below 25kph/15mph 
just so long as the steering wheel is not turned at  an angle 
of more than 240 degrees. 

Engaging 4x4 temporarily cancels Master’s ABS and its 
Electronic Stability Control (ESC) system in order to give it 
maximum capability in what may be demanding off-road 
conditions. You can go back to 4x2 at below 20kph/12mph. 
Doing so reactivates the ABS and ESC.

The driver can hit an adjacent button to deploy a low-ratio 
set of gears if the going begins to get really sticky. Doing so 
increases available torque by approximately 40%.

The low-range gears can be engaged and disengaged 
when you are at a standstill with the clutch pedal depressed.

There are no plans for Oberaigner to turn out 4x4 versions 
of the front-wheel-drive-only Kangoo and Trafic.

Not all fleet operators need no-holds-barred four-wheel 
drive, however, even though they may think they do. Instead, 
what they often really require is a system that will get their 
vans along a farm road and up and down a muddy slope or 
two without the risk that their drivers and the cargo they are 
carrying will end up stuck.

In response, Renault is making something called X-Track 
optionally available on Kangoo, Trafic and Master. Developed 
in conjunction with France’s Poclain Vehicules, it is perma-
nently-engaged. It involves swapping the transmission’s 
original differential in favour of a limited slip differential, 
boosting the ground clearance by around 30mm (Kangoo, 
Trafic) or 40mm (Master) and installing a 3mm-thick steel 
sump guard.

Driven

65mm
Front ground clearance 

increase on new  
Renault Master 4x4

Left: Kangoo X-Track is 

protected by 2mm steel 

under-floor shield
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All-weather tyres are fitted and Kangoo is further protected 
by a steel under-floor shield 2mm-thick to protect its 
exposed fuel lines and brake pipes against damage.

If one driven wheel starts to lose traction then the limited 
slip differential automatically switches up to 25% of the avail-
able engine torque to the one that has the most grip. It does 
so by means of a mechanical torque transfer system with 
eight alternating friction discs. 

Poclain Vehicules turns out 2,000 mobility conversions 
annually and already works closely with Peugeot, Citroën, 
Fiat and Mercedes-Benz. The agreement with Renault 
should result in a significant increase in output.

Like the off-roading Master, the X-Track line-up will be 
available on this side of the Channel in early autumn and 
supported by the Renault network. Again, prices have yet to 
be revealed.

X-Track’s launch follows on from Renault’s decision some-
time ago to fit the bulk of its light commercials with Grip 
Xtend as standard. Derived from the ESC system, it equips 
the transmission with advanced traction control so that the 
vehicle is less likely to get stuck in snow or when trying to 
cross soft sand.

Grip Xtend can be chosen by pushing a button when the 
vehicle is stationary or at speeds below 50kph/30mph. It 
deactivates automatically at higher speeds.

All-weather tyres are optional.
So what are Renault’s newcomers like to drive? We  

went to Spain to find out and took them around a dem- 
anding four-wheel-drive course not far from Barcelona (see 
panel, right).
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MASTER 4X4 BEHIND THE WHEEL
With four-wheel drive duly engaged 

and periodic recourse to the low-ratio 

set of gears, Master 4x4 chugged 

happily along some severely-rutted 

tracks and down truly precipitous 

slopes without breaking sweat. 

Generous engine braking ensured the 

rate of descent was kept in check.

It forged up equally steep slopes too, 

again without breathing hard.

We sampled the 165hp model, which 

generates more than enough torque to 

allow the Master to ease its way over 

obstacles without any need to depress 

the accelerator pedal. Furthermore, 

there is enough ground clearance and 

suspension articulation to ensure that 

only major obstructions will impede its 

steady progress.

X-TRACK BEHIND THE WHEEL
The X-Track Kangoo, Trafic and Master 

were all able to cope with the rough, 

moderately-rutted, surfaces they were 

asked to tackle and could overcome 

some remarkably-steep inclines if the 

driver stayed in low gear with his foot 

hard down on the accelerator pedal. 

Although the X-Track occasionally 

hesitated, dogged determination kept 

the little van going until it wrestled its 

way to the top.

The conditions were bone-dry and 

the vehicles were unladen. So we have 

to reserve final judgement on their 

true capabilities until we have 

experienced them in thick mud and 

with some weight in the back; the sort 

of conditions that technicians regularly 

encounter in soggy Britain.

Master and Trafic X-Track,  

with boosted ground clearance, limited 

slip differential and steel sump guard

“Few manufacturers market big vans with  
this sort of four-wheel drive capability” 
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Consumer Media Ltd. Registered address: Media House, 
Peterborough Business Park, Lynch Wood, 
Peterborough, PE2 6EA. Registered number 01176085.
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in whole or in part, without prior permission of the 
publisher. All material published remains the copyright 
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Fleet profile 
Keltbray 

Manufacturer spotlight 
Renault Trucks 

Supplier spotlight 
Enterprise Flex-E-Rent

Insight 
Van and truck technology special

Van tests 
PSA Expert/Dispatch, Volkswagen Amarok, Fiat Talento, Volvo low chassis truck

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

Upcoming 
events
June 28

Public Sector Show

Excel, London

July 6

BVRLA Fleet Technology Congress

Williams F1, Oxfordshire

September 20-21

Commercial Fleet Van and Truck

Millbrook Proving Ground,  

Bedfordshire

November 30

Commercial Fleet Awards

Hilton Birmingham Metropole



SPECIALIST SERVICES

TRANSPORT STATIONERY

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

LOCKS

SECURITY

Security Solutions for valuables
in transit

• Roll Top Safes

• Slot Top Safes

• Coin Chute Safes

• Plain Lid Safes

• Replacement Key Service

• Available in many different sizes to

fit almost any vehicle

Full model list and prices

available on our website

www.checkmatesafes.co.uk

Tel: 01308 423871

Security Solutions for 
valuables in transit

•	Roll	Top	Safes

•	 Slot	Top	Safes

•	Coin	Chute	Safes

•	 Plain	Lid	Safes

•	Replacement	Key	Service

•	Available	in	many	different	sizes 
to	fit	almost	any	vehicle

Full	model	list	and	prices

available on ourwebsite

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

Try it for yourself at:
commercialfleet.org/vanrunningcosts

Price

Payload

load lengTh

Tow weighT

van running cosTs
commercialFleet

Whatever specification you need, our new and 
improved van running costs tool can help you find 

it – and tell you how much it will cost to run.
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