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So the 
decision has 
been made: 
weÕre leaving 
the EU.

The 
markets reacted with an 
immediate drop in share 
prices and sterling. The 
FTSE 250, after an initial
slump, has recovered but 
sterling is at a level 
against the euro last seen 
during the 2008-09 
recession (and is even 
lower against the dollar). 

There are plenty of 
implications for fleets: 
worsening exchange 
rates will increase the 
price of imports leading 
to higher vehicle prices 
and higher leasing rates. 
This is a definite risk, 
which wouldnÕt be helped 
by a cut in the interest 
rate as appears likely.

The EU has been the 
main driver behind 
environment initiatives, 
but donÕt expect much to 
change; new London 
mayor Sadiq Khan has 
already outlined his plans 
to extend the emissions 
zone and tighten the rules 
earlier than scheduled.

Fuel costs will rise if 
sterling falls faster than 
the oil price: pump prices 
have already edged up 
a few pence.

But whatever the 
outcome, cost efficiency, 
safety, supplier 
relationships and a 
willingness to innovate 
and trial new ideas will 
remain the bedrock of 
professional van and 
truck fleet management.
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By Gareth Roberts

he United Kingdom’s decision to quit the Euro-
pean Union will push up costs for operators of 
commercial vehicles, an expert has warned.

Although obligations on the Certificate of 
Professional Competence (CPC), as well as rules 
on tachographs and drivers’ hours, are unlikely 
to change as a result of the Brexit vote, Colin 

Tourick, Grant Thornton professor of automotive manage-
ment at the University of Buckingham business school, said 
the pound’s dramatic fall since the referendum, if sustained, 
will make fuel and vehicles more expensive.

Almost 17.5 million people (51.9%) voted for the UK to leave 
the EU on June 23 and within hours of the result being 
officially declared, Prime Minister David Cameron had 
announced his resignation. London stock markets plunged
more than 8% in the opening minutes of trade and the FTSE 
100 index fell more than 500 points, before rallying days later.

In the period since most annual business budgets were 
agreed last autumn, sterling has dropped 10% against the
euro and 9% against the US dollar. Further political uncer-
tainty is predicted to take its toll on the markets.

Tourick told Commercial Fleet: “The long-term impacts of :

Brexit are unknown and as yet unknowable, but there are 
clearly going to be bumps in the road. 

“In the short term, fleet budgets are likely to be blown out 
of the water. Fuel costs and new vehicle costs will rise, 
because sterling will fall.”

As the UK imports so many goods, Tourick believes 
general inflation will rise, affecting prices for servicing, 
maintenance and parts.

However, despite the dramatic fall in the pound in the 
aftermath of the vote to leave the EU, there was not as big 
an effect on wholesale fuel prices as might have been 
expected, according to the RAC.

Fuel spokesman Simon Williams explained: “While the 
exchange rate is a very important factor in determining the 

 News insight: Brexit

T

price we pay for fuel at the pumps, the associated fall in the 
price of crude oil due to fears of weaker global demand has 
softened the effect on wholesale fuel prices. Had the barrel 
price stayed constant, the falling pound would have caused 
wholesale prices to rise sharply.”

In early June, the price of crude oil rose to $50 – a figure 
not seen since October last year, and at the time of the refer-
endum was just under $49. However, on the following 
Monday, the barrel price dropped to $45.88. This 6% reduc-
tion softened the impact on wholesale fuel of the 11% fall in 
the strength of the pound against the dollar.

“We may well see forecourt prices go up by a penny or two 
from the current average prices for both petrol and diesel of 
112p a litre,” said Williams. “But we should remember that
a year ago, a litre of unleaded was 5p more expensive and 
diesel was 9p dearer.”

EU rules will still apply
As the markets come to terms with the implications of the
Brexit vote and commercial fleet operators get to grips with 

10%  
Sterling’s drop against the 

euro since the EU referendum

9%  
Sterling’s fall against 

the dollar

Decision to leave EU 
‘will blow fleet budgets 
out of the water’
Fuel, SMR and vehicle costs all set to rise after Brexit 
vote, say experts, but driver rules unlikely to change

“The long-term impacts of Brexit 
are unknown and as yet 
unknowable, but there are clearly 
going to be bumps in the road”
Prof Colin Tourick, University of Buckingham
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costs, those expecting laws regulating the transport sector 
to be swept away following Brexit should also think again. 
Many of the rules that govern transport in the EU are in fact 
derived from long-standing regulatory structures that 
predate our membership. 

“The best example of this is the operator’s licence and 
traffic commissioners,” said James Backhouse, director at 
legal firm Backhouse Jones. 

While leaving the EU does involve setting aside all the EU 
legislation that currently applies, much of this has been 
made law in the UK by separate legislation in parliament. 

“That legislation will not be set aside automatically once 
the exit period is concluded,” explained Backhouse. “Also the 
negations may involve us agreeing to continue the application 
of some of the EU legislations that we would otherwise lose 
by virtue of Brexit.”

Included among the UK legislation that will not be lost on 
Brexit are the Goods Vehicles (Licensing of Operators) Act 
1995 and the Public Passenger Vehicles Act 1981. 

“There may be subtle changes to financial standing and 

repute, but, in principle, the legislation will remain unchanged 
in the medium term and probably much longer,” said 
Backhouse.  

“We are, though, unlikely to see the scope of goods vehicle 
licensing excluded to sub-3,500kg vehicles as was recently 
mooted by the EU.”

Driver CPC obligations are also unlikely to change, 
because, although the regulations were created by the EU, 
the UK is a signatory of the European Agreement Concerning 
the Work of Crews of Vehicles Engaged in International Road
Transport (AETR), which contains driver CPC obligations. 

Backhouse said: “The UK is expected to remain a signatory 
of AETR as a condition of ongoing trade with the EU. This will 
be in line with a number of other non-EU counties.”

As the rules on tachographs and drivers’ hours are 
governed by EU regulations, it appears at first glance that 
these will no longer apply when we leave the EU. 

However, as with the driver CPC, the AETR incorporates 
these rules and therefore they are likely to continue to apply 
to both goods and passenger vehicle operations.

Backhouse said: “When the UK leaves the EU, the right to 
cabotage using goods and passenger vehicles will be removed, 
unless negotiations with the EU preserve them. This is a great 
example of why companies that carry out journeys across the 
EU should be watching the negotiations carefully. 

“Operators are encouraged to initiate a dialogue with UK 
Government negotiators, perhaps through their trade asso-
ciation, to ensure that the Government is aware of the 
sectors’ big issues, such as cabotage and PSV (public service 
vehicle) EU operations.”

For more on how the 
brexit could affect 

your fleet visit: 
commercialfleet.org/brexit

Online

Much of the EU legislation 
 on transport has been passed into 

law separately by Westminster

Change in UK environmental policy ‘unlikely’ 
Brexit is unlikely to change the course of 
environmental policy in the UK in the short 
term, including the introduction of so-called 
‘clean air zones’.

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

Last year, five cities outside of London – 
Birmingham, Leeds, Southampton, Derby and 
Nottingham – were given charging powers to 
tackle pollution.

Local authorities are now assessing the 
details of schemes, including geographical 
extent, for local community consultation and
the Department for Environment, Food and 
Rural Affairs (Defra) will set national 
standards on vehicle emissions, with 
legislation defining the types of vehicle to 
which controls will apply. 

Meanwhile, in London fleet operators are 
being canvassed on measures to tackle air 
quality, including the expansion, and earlier 
introduction, of the ultra-low emission zone 
(Commercial Fleet: June 2016).:

Christopher Snelling, head of national and 
regional policy, and public affairs, at the
Freight Transport Association (FTA) told 
Commercial Fleet it was “possible” leaving t
the EU could remove the need to comply with 
local air quality targets. 

However, he added: “The timing seems
unlikely to affect the current regulatory
approach the Government is taking. It is 
expected that clean air zones would come into 
effect in 2018.” 

Many fleets have also had to comply with 
the Energy Savings Opportunity Scheme 
(ESOS), which came in as a result of the EU
Energy Efficiency Directive. The next deadline 
for compliance is December 2019. 

Rachael Dillon, climate change policy 
manager at the FTA, said: “Given the 
Government’s commitment to climate change, 
we anticipate that ESOS will continue. However, 
we are aware that the Department of Energy 
and Climate Change is looking to consult on 
changes to greenhouse gas and energy 
reporting requirements this summer, so the 
Brexit announcement could have some impact.”

The EU is also developing carbon standards 
for heavy duty vehicles, similar to those
already in place for cars and vans, to which 
manufacturers will have to adhere. 

Dillon said: “The freight industry will still
buy trucks from Europe, so would follow these 
standards.”

“The timing [of Brexit] 
seems unlikely to 
affect the current 

regulatory approach”
Christopher Snelling, FTA
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By John Charles

CV operators risk a “legislation minefield” 
when ordering Euro 6-compliant vehicles 
that could be transformed into ‘heavy duty’ 
vehicles following conversion.

Vans with a gross vehicle weight up to 
3,500kg fall into vehicle category N1, which 
is subsequently split into three classes: class 

I, up to a maximum of 1,305kg; class II, 1,305-1,760kg; 
and class III, more than 1,760kg.

Euro 6 emission rules impacting on 1,305-3,500kgs 
vans and 3.5-12-tonne commercial vehicles come into 
effect from September 1, 2016 – those for vans up to 
1,305kg were implemented on September 1, 2015.

When vehicle emissions are measured they must 
comply with either Euro 6 ‘light duty’ or Euro VI ‘heavy 
duty’ regulations. The difference between the ‘6’ and
‘VI’ is intended to help identify whether powertrains 
are categorised as light or heavy duty. 

The CO2 content of light duty models is expressed2

as g/km as the whole vehicle is tested. However, the 
CO2 content of heavy duty vehicles is expressed as2

g/kWh, as only the engine is tested.
The key determinant as to whether a vehicle should 

be designated light duty or heavy duty is the ‘mass in 
running order’ (MIRO), although some manufacturers 
may refer to the ‘reference mass’.

MIRO is the mass of vehicle plus fuel tank(s) filled to 
at least 90%, plus mass of driver (75kg), plus mass of 
vehicle liquids, plus standard equipment in accord-
ance with the manufacturer’s specifications, plus 
mass of bodywork plus coupling and the spare 
wheel(s) plus tools. 

The ‘reference mass’ is the mass of the vehicle in 
running order less the uniform mass of the driver 
(75kg), but increased by a uniform mass of 100kg.

Renault Trucks has calculated the MIRO of its 
vehicle range in line with the three N1 class weight 
splits: class I weight, the cut off for the highest MIRO 
weight is 2,355kg meaning a ‘light duty’ engine spec-
ification only; class III weight, when the MIRO exceeds 
2,815kg vans can only be ordered with a ‘heavy duty’ 
engine; class II weight, vans with an MIRO between 
2,355kg and 2,815kg can be ordered and registered 
with light duty or heavy duty engines.

Fleet operators will be familiar with a van’s kerb 
weight, so to discover a vehicle’s MIRO and know 
the N1 class weight and be aware there may be a 

choice between a light duty or heavy duty engine, it is 
necessary to add the weight of the bodywork to the
kerb weight. 

For example, on a standard Renault Master Euro 6, 
chassis cab kerb weight is around 1,854kg and on a 
long wheelbase medium roof panel van it is 2,183kg.  

“It is a potential minefield for fleet operators,” said 
Richard Chamberlain, LCV manager at Renault 
Trucks. “It is critical that operators are very clear with 
vehicle manufacturers, dealers and aftermarket 
specialists on the application of vehicles and how they 
are going to be used on a day-to-day basis. 

Fleet operators are unlikely to know which category 
vehicles will be in and should seek clarification prior 
to ordering, especially when having conversion work 
done and adding significant weight to ensure the 
vehicle meets the latest Euro 6 regulations.” 

The new regulations will typically impact on manu-
facturers’ large vans as they bridge the weight thresh-
olds – as opposed to car-derived and small and 
medium-sized models. 

Chamberlain said: “If operating panel vans as parcel 
delivery vehicles without any conversion then the 
regulations will have little impact as they will fall into 
the N1 Class II category. 

“However, if adding equipment as part of the new 
vehicle conversion process to vans such as genera-
tors, compressors, transforming the vehicle into a 
cherry picker or converting a panel van into a welfare 
vehicle or wheelchair access minibus, it should be 
ordered as a heavy duty vehicle.”

Vehicles cannot be homologated retrospectively 
from light duty to heavy duty emissions, so it is critical 
that the right vehicle with the right engine is ordered 
with the factory, explained Chamberlain.

Vans compliant with Euro 6 light duty standards are 
equipped with in-cab warnings to remind drivers to 
top up the AdBlue tank. 

However, on Euro VI heavy duty vans, during the 
final stage of the warnings there is an engine torque 
reduction. 

Once the AdBlue is empty, the vehicle’s speed is 
limited to 12mph allowing a driver to reach a garage 
for a tank top-up so they are not stranded.

Warning on classification of Euro 6 vehicles
Fleet operators could face ‘legislation nightmare’ over van and truck weight categorisation
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“Fleet operators are 
unlikely to know which 
category vehicles will be in”
Richard Chamberlain, Renault Trucks

Operators need to ascertain 
whether commercial vehicles 

are ‘light’ or ‘heavy’ duty



01686 806663 

enquiries@quartix.net  

www.quartix.net

And Quartix can help you get there faster.

Your goals are  

within your reach.

ï  Real-time tracking

ï  Daily logs and weekly timesheets

ï  Driving style reports backed by our 

Safe Speed database

ï  FREE for Three months

ï  Then £19.50 per month for 9 months

ï  FREE installation

Temperature Monitoring ñ  NEW Feature!

adRocket

FP_COMFLEET_Quartixsumid2413057.pgs  29.06.2016  16:14    



8   July 2016   commercialfleet.org

By John Charles

he Department for Transport (DfT) is investigating 
the impact of AdBlue cheat devices amid calls 
from manufacturers and trade associations for 
them to be banned.

Fitting a selective catalytic reduction (SCR) 
bypass device, known as an emulator, to a truck 
enables operators to dupe the system’s control 

module and thus avoid the requirement for AdBlue.
However, vehicles fitted with emulators are likely to have 

higher exhaust emissions and thus not be compliant with Euro 
4, 5 or 6 standards. Most trucks manufactured since Euro 4 
emissions standards were introduced in October 2005 use an 
SCR system to control nitrogen oxide (NOx) emissions.

With improving air quality high on the Government’s 
agenda, there are fears that a failure to ban such modifica-
tions could result in overall emission levels not being met 
and, as a consequence, even tougher legislation being intro-
duced that would affect all commercial vehicle operators.

A spokesman for one truck manufacturer, who wished to 
remain anonymous, told Commercial Fleet: “Our concern is:

not that major fleets will fit these devices, but as trucks that 
require AdBlue filter into the used market, small operators 
and owner/drivers may seek to fit the devices to save money. 
That is where the temptation will be greatest.”

The Society of Motor Manufacturers and Traders said it is 
working with the Government to try to find a solution.

An internet search revealed that SCR emulators were easy 
t bt i ith s ll ti g th t wh n AdBl tto obtain, with sellers suggesting that when AdBlue systems to obtain, with sellers suggesting that when AdBlue systems 
went wrong they could cost as much as £6,000 to fix. They 
also claimed that using AdBlue can increase vehicle fuel 
usage, so fitting an emulator would reduce diesel bills.

Sellers say the device overrides the SCR system and works 
without any interruption to operation of other truck systems 
so there will be no any engine power loss or black smoke 
and the vehicle’s gearbox will not jump to limp mode. 

Nevertheless, they warn truck operators: “By buying this 
device you take full responsibility for the use of the device 
and the associated consequences. It’s your personal decision 
to use [an] SCR emulator or not. We take no responsibility if 
this device is fitted contrary to any applicable legislation.” 

Sellers add that the sale of emulators are “oriented to 
countries where there are no laws requiring Euro 4/5/6 
ecological standards compliance”.

Ray Engley, head of technical services at the Road Haulage 
Association (RHA), said: “The Department for Transport is 
aware of these devices and is investigating. Tests are being 
undertaken as to the effectiveness of these devices and their 

impact on truck emissions and then the Department may 
be prepared to act. We are awaiting the results of that 
investigation.”

Commercial Fleet found emulators for sale online from t

£70+VAT, although they could be bought from Europe and 
the United States for less, with sellers claiming the ‘box’ 
could be fitted to a truck, bus or any other heavy vehicle in 
about an hour.

Andy Mair, head of engineering at the Freight Transport 
Association (FTA), said: “Post-type approval modifications to 
emissions control systems are likely to result in the harmful 
emissions of engines not being within the strict Euro levels, 
which they should be meeting.”

The introduction of Euro 6 regulations for trucks brings 
with it a requirement for in-service emissions testing for the 
first time. Mair predicted that would go some way to prevent 
the modification of vehicles with cheat devices. However, he 
said it may not eliminate the problem as it involved only 
sample testing of vehicles.

Although in-service emissions testing is detailed in the 
Euro 6 legislation, how it will be implemented nationally is
still to be fully determined, not least with the recent EU 
referendum result.

Mair explained: “The legislation requires manufacturers to 
demonstrate that engines comply with emission limit values 
over an extended operating lifespan, dependent on vehicle 
category. This requirement, a part of type approval, must 
demonstrate verification of the correct operation of emission 

t l d i s d i g the lif f th hi l d lcontrol devices during the life of the vehicle under normal control devices during the life of the vehicle under normal 
conditions of use. In practice, vehicles are likely to be recalled 
from service to undergo in-service conformity testing.”

The Department for Transport was unable to provide a 
comment at the time of going to press.

DfT opens inquiry into AdBlue cheat devices
Manufacturers call for ban on emissions-busting modules that bypass NOx controls
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tape and costs must be 
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fleet.org/tfl warning

“Vehicles are likely to 
be recalled from service 

to undergo in-service 
conformity testing”

Andy Mair, FTA

£6,000 
potential cost of fixing faulty

AdBlue system

£70  
cost of a selective catalytic 

reduction (SCR) bypass device
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By Matt de Prez

hree BMW i3s have been specially adapted for 
commercial use as part of a three-month trial. 

Tool hire company Speedy Services could save 
up to £3,000 per year in congestion charge fees 
alone by using an i3 in place of a Transit and is 
keen to investigate other savings associated with 
operating EVs, such as fuel and tax. 

It also wants to increase its green credentials and both 
companies are keen to see how the vehicle performs on fleet.

Head of transport and logistics at Speedy Services Mark 
Woodworth said: “We’ve been looking at electric vans for a 
number of years and have been unable to find one that suits 
our needs. 

“The i3, with range-extender, is the ideal powertrain set-up 
for us. It provides confidence for my drivers, who worry 
about being stranded on longer trips, and reduces vehicle 
downtime caused by charging.” 

He explained that, despite the lower miles covered in town, 
the nature of the business requires the fleet to be fully 
serviceable all day. EV charging times would put that at risk. 

The optional range extender is a 650cc two-cylinder petrol 
engine that is built into the rear axle, emitting just 13g/km 
of CO2. The engine has no link to the wheels, as with a conven-
tional hybrid, and is used purely to generate electricity.

The £31,000 i3 gives a range of around 100 miles, rising to
180 if you employ the range extender’s 9.0-litre tank of 
unleaded. But Woodworth has covered 800 miles by charging 
overnight, and has only needed to use petrol for 11 miles.

A £1,000 BMW-i wallbox is installed at each depot to charge 
the i3s. It takes around three hours if the battery is empty and 
costs an average £2.26. Running on electricity could save £13 
for every 100 miles travelled in a diesel van, but the small i3 
would need to make more trips to carry the same load.

Drivers are also encouraged to use free fast-charge 
stations around London, which can take the car to 80% 
range in just half an hour.

Speedy Services has deployed two i3s in London and one 
in Manchester. Woodworth said the latter was to get a better 
understanding of how easily an EV can be operated outside 
London, where charging points are less common.  

“Once the charging infrastructure is in place we could use 
electric vehicles in every city centre, but currently London is 
the easiest place to find a charge,” he said.

The vehicles are used predominantly for delivering survey 
kits and hand tools for emergency hire and for breakdowns 
where an engineer is required on-site quickly. 

Jon Jacks, key account manager for BMW group fleet and 
business sales, said: “By working closely with Speedy 
Services to understand its commercial fleet needs, we were 
able to offer a tailored solution. We are eagerly awaiting the 
results of the three-month trial and will support Speedy 
Services throughout.”

BMW created the i3 van concept by removing the rear seats 
and interior panels, lining the floor and fitting grilles against 
the windows. A tailored vinyl wrap completes the transfor-
mation. It has a maximum payload of 450kg but is likely to 
max out on volume before weight.

Woodworth said: “We are looking for a bigger electric 
vehicle that has the same technology as the i3 but can carry 
as much as a Transit. We are in discussion with a number 
of manufacturers.” 

He would also consider taking on a couple of i3 vans once 
the trial is over to use for city deliveries.

So far, driver responses have been positive. Woodworth 
estimates each i3 will cover around 1,000 miles per month 
and has found no shortage of drivers volunteering to leave 
their Transit van in the depot and jump in one for a job.

The range extender only needs a small service every 
30,000 miles and, by using free charging stations in London, 
the vehicles have so far cost Speedy Services nothing in 
operating costs. Woodworth will use the trial to assess 
whether the i3’s running costs will offset its higher purchase 
price and limited payload. 

BMW creates i3 van for Speedy Services
Three specially adapted EVs could save up to £3,000 a year in congestion charge fees alone

News

T

Online

For more electric  
commercial vehicles, visit: 
commercialfleet.org/cv-ev

“The i3, with 
range-

extender, is 
the ideal 

powertrain 
for us”

Mark Woodworth,
Speedy Services

100m
Mileage range of i3 van

Mark Woodworth (left) of 
Speedy Services and BMW’s  

Jon Jacks are keen to see how 
the i3 van performs on fleet 
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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

During the Euro 2016 Football tournament, some of my van

drivers asked if they could fit a flag to their van for the team

they are supporting. As an employer, we would generally give

permission, but are there any legal issues we need to be aware

of before allowing them to fit a flag on a vehicle?

It is not a specific offence to fly a flag on a vehicle and the 
majority of vehicle flags currently on sale are legal, provided they 
are fitted to the vehicle in a safe and compliant manner. 

However, it is worth noting the following points: Flags so large 
that they obscure the driver’s view of traffic ahead may contravene 
Regulation 30 (‘View to the front’) of The Road Vehicles (Construction and 
Use) Regulations 1986 and flags constructed or positioned in such a way 
that they can cause danger to pedestrians or other road users could 
contravene C&U Regulation 100 (‘maintenance and use of vehicle so as not 
to be a danger’).

Our 3.5-tonne gross vehicle weight vans are fitted with

digital tachograph units as we occasionally tow trailers.

When drivers are not towing trailers, can we use the

tachograph to record the domestic drivers’ hours

rather than a log book?

Yes, you can. If you voluntarily use the digital tachograph 
to record domestic drivers’ hours rather than using a 
paper log book system, you must be aware that all legal
requirements relating to the fitment and use of 

tachographs must be observed (correct mode switch settings, 
calibration etc). After inserting the driver digital card, your driver 
should set the tachograph unit to ‘out of scope’.

What do the letters and numbers relate

to on a vehicle registration number

plate?

The current format for vehicle registration 
numbers was introduced on September 1, 
2001, for all new vehicles being registered. 
The format is two letters, two numbers, a 

space and three further letters. The first two letters 
are the DVLA local memory tag, the two numbers 
indicate the age of the vehicle, and the last three 
letters are random.

For example, BD signifies Birmingham, 51 
represents September 2001 and SMR are random 
letters. The age identifier changes every six months 
in March and September. 

We have a van with a gross vehicle weight of three tonnes, and want to tow a

trailer with a maximum authorised mass of 750kg. If the weighbridge confirms

that the actual weight of the combination is only 2.9 tonnes, would the driver need

to use a tachograph when driving it?

Regulations refer to maximum permissible mass (MPM), which is the same as 
maximum authorised mass (MAM). If we add the MAM (or potential) weight of the 
vehicle, which is three tonnes plus 750kg for the trailer, we have a combined mass 
for the vehicle of 3,750kg MAM. The tachograph regulations apply to vehicles or 

vehicle combinations over 3,500 kg MAM, so the combination would be subject to tachograph 
regulations, unless the operation can claim one of the exemptions from the regulations.
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Rules&
regulations

The FTA looks at the 
latest issues to affect vans
and trucks, including how 
to deal with floods and 
‘road rage’ incidents

A crucial part of the driver vehicle 
walkaround check is tyre condition. Apart 
from the road safety issues, a driver could 
be prosecuted for using a vehicle with 
defective or illegal tyres that could result in a 
penalty of £100 and three penalty points on 
the driving licence for each illegal tyre.ch

Motor vehicle manufacturers specify the 
type, make, size, profile, load-carrying 
capacities and speed ratings applicable to the 
vehicle, along with information on the tyre 
pressures to give the optimum grip, ride and 
handling characteristics. Only change the type 
of tyres on a vehicle after consulting with the 
vehicle manufacturer, or tyre manufacturer.

For vehicles with a maximum gross weight 
not exceeding 3,500kg, the minimum tread 
depth is 1.6mm over the centre three-
quarters of the tyre and around the entire 
circumference. Always replace tyres before 
they reach the legal limit. 

Tyre pressures should always be checked 
and corrected when cold. 

Over or under-inflating a tyre is likely to 
seriously impair its performance and may 
prejudice the safe use of the vehicle. Over-
inflation increases overall tyre diameter, 
decreases the amount of tread in contact 
with the road, decreases sidewall flexibility 
and affects grip and traction.

Under-inflation decreases overall tyre 
diameter, increases sidewall flex, generates 
higher operating temperatures and can 
compromise handling characteristics.

Keep treads clean of stones and other 
foreign bodies, and check regularly for 
damage. Any damage must be checked out 
by an expert and any necessary repairs or 
replacements should be done immediately.

Check tyre valves carefully. Ensure the caps 
are in place and that there is no evidence of 
cracking or damage to the valve stem.

Make sure your tyres are in good condition

TYRE AGEING

SYMBOL-SIGNED  
DIVERSION ROUTES

Rubber compounds used in tyres contain 
anti-oxidising chemicals that help to slow 
down the natural ageing process of 
untreated rubber. However, tyres do 
deteriorate with age, which increases the 
risk of tyre failure, and there are many 
ways in which this can be spotted.
■ Cracking/crazing on the sidewall of the 
tyre, caused by its flexing
■ Distortion of tyre tread
■ Deformation of the carcass of the tyre.

There will also be a deterioration of the 
ride quality caused by vibrations through 
the tyre. This may signify the tyre's

performance has been affected by age and 
should be investigated as soon as possible.

All tyres that display signs of ageing
should be removed.

Tyres that have been in storage should 
not be used if they are more than six years 
from date of manufacture. When a tyre has 
been in use, the effects of ageing are 
lessened to a degree, but such tyres should 
be replaced at least after 10 years.

The effects of ageing can be brought 
about prematurely in several conditions. 
Tyres fitted as spare wheels or used on 
trailers may age prematurely. If tyres on 

trailers are not in regular use, they should 
be inspected before every journey. Tyres 
used predominantly in coastal areas will 
age at a greater rate due to the saline 
conditions, and cleaning products may also 
harm the chemicals in the rubber.

Finally, in most circumstances tread depth 
can be used as a suitable indication of when 
tyres should be replaced – as tyre treads 
generally wear out before their age affects 
their performance. However, the age of a 
tyre will affect its safety and increase the 
risk of failure, and tyres should be regularly 
inspected for the signs of ageing.

Have you ever seen little triangles,

squares, diamonds and circles on our

road signs and wondered what they

were for? 

Here are some examples of symbols

you may have seen:

These are symbol-signed diversion

routes and are often displayed when a

section of road is closed, perhaps

because of an accident or as part of

maintenance of the road network.

As you are diverted off the road, you

will see the diversion sign with a symbol

next to it. Different symbols indicate

different routes, so be sure to keep

following the same symbol.

Highways England is increasing the

number of signed diversion routes to

help motorists find their way. Where

possible, this will include fixed road signs

to help direct drivers back onto the road

they were originally travelling on.



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 excels.

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 superiority. 

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 t

(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 t

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.  

“It was fantastic to win and  
it has been recognised as a 
great achievement both 
internally and by our 
customers. The award is 
independent recognition that 
we know what we are doing” 

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

Gary Condon, PJ Carey

Commercial Fleet Event

AWARDS JUDGES
Chairman – 

Christopher Macgowan

Auditor - Victoria Venning,

Ernst & Young

FLEET CATEGORIES

Stephen Briers, Commercial Fleet

Mark Cartwright, FTA

Darren Bell, fleet consultant

MANUFACTURER CATEGORIES

Stephen Briers, Commercial Fleet

Trevor Gehlcken, Commercial Fleet

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, Commercial Fleet

Richard Crook, DHL Supply Chain

Stewart Lighbody, Anglian Water

Jo Hammonds, Mears

Martin Saxton, Carillion

Rory Morgan, Iron Mountain

Dale Eynon, 

Environment Agency

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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By Andrew Ryan

iring more service veterans, reformed 
offenders and women will help plug the short-
fall of commercial vehicle drivers, transport 
operators at the Microlise Transport Confer-
ence were told.

The event heard the industry currently has 
a shortage of 45,000 drivers, and operators 

were urged to consider taking a range of actions to address 
the problem.

One of these was to support the charity Road to Logistics, 
which was launched at the event, held at the Ricoh Arena 
in Coventry.

“Right now, the road transport and logistics industry is 
facing a massive driver shortage,” said Richard Burnett, 
chief executive of the Road Haulage Association and 
chairman of the newly-formed charity.

“If we can help address the issue and at the same time 
support those in society who may need a helping hand on to 
the employment ladder, then it is an opportunity that must 
be taken.”

Long-term careers in transport
Road to Logistics is a collaboration between Microlise 
executive director Bob Harbey and Burnett, with additional 
support provided by charity Care After Combat.

It aims to give veterans and reformed offenders the oppor-
tunity of a long-term career in transport and logistics.

“We have an objective to have 30 to 50 drivers through the 
programme by Christmas. We want to walk before we run 
and ensure that the programme is nationally scalable,” said 
Harbey, who is also chief executive of Road to Logistics. 

“The aim is to gather evidence during the pilot phase to 
show the exchequer that there is a net gain to the economy 
by running this programme. 

“We then hope to secure further funding to increase the 
numbers of new professional drivers being created.”

Care After Combat and the prison service are working 
together to identify potential recruits for the programme. 
Following interviews and employability assessment, Road to 
Logistics will fund and support new recruits through profes-

Microlise conference report

H
sional licence training before then placing them in an appro-
priate job.

The initial group of five drivers has already begun training 
and major hauliers have started to allocate vacancies for 
graduates.

“Lots of companies have had the issues over the past 
few years of getting drivers and people into the industry, 
and we’ve had the same,” said Paul Allera, head of fleet at 
Fowler Welch.

“We’ve run schemes and had campaigns, and most 
recently we’ve invested £50,000 to do a warehouse-to-wheel 
campaign to encourage staff to become drivers and our 
driver development team has a fantastic result. 

“We had 17 people apply internally. Eleven were selected 
and we’ve now got nine full-time drivers, but there’s going to 
become an exhaustion point. There are only so many internal 
people, and then we have to go outside and that’s where we 
need the support.

“We need to attract new, intelligent people into this industry 
– Road to Logistics is opening a new avenue: let’s look to 
start to explore it.”

Allera urged transport operators to approach employing 
reformed offenders with an open mind. 

“If there’s a real issue there is potential here to solve the 
problem and we need to open our minds more and let’s not 
judge, let’s not comment, let’s listen to what people have got 
to say,” he added.

Keeping an open mind
Before any Road to Logistics funded training begins, candi-
dates will be rigorously assessed for their suitability, 
including a thorough medical examination.

Those who pass will have to sign up to a strict Road to 
Logistics code of conduct, said Burnett.

“That code will cover all aspects of their behaviour and 
professionalism and will ensure that prospective employers 
can be confident that they will be taking on someone in 
whom that confidence is well placed,” he added.

Transport operators were also urged to look at other 
options when recruiting new drivers and other workers, 
including hiring more women and raising awareness of the 
industry among schoolchildren.

Lesley O’Brien, partner at Freightlink Europe and founder 
of She’s RHA, said: “I have been in the transport industry for 
more than 30 years and for a great number of those years 
I have been in a male-dominated environment, therefore I 
am really passionate about promoting women to step into 
our industry.

“There are loads of realistic opportunities for women. Why 
can’t women drive forklift trucks? Why can’t they drive HGVs? 
Why can’t they be in HR or be doing health and safety?

“There are a plethora of opportunities for women, but we 
need to encourage them to step into that arena.

“The transport and logistics industry is a male-dominated 
culture, and I believe that if we want to change the stereotype 
of our industry, we need to mobilise and support our women.”

Sandra Macdonald, national driver training manager at 
Pertemps, agreed that the male-dominated culture has to 
change.

“There is a very poor image associated with the industry 
and it is a very stereotypical image,” she said.

“If you ask people to describe an HGV driver they will say 

Radical solutions to driver shortage issue
Hiring ex-offenders, ex-military and more women all solutions discussed by transport experts

“There are loads of realistic 
opportunities for women,  
but we need to encourage 

them  
into that 
arena” 
Leslie O’Brien, 
Freightlink Europe

During the conference, 
the 1,000 delegates were 
asked a series of questions.
Here are the results:

Q&A

Does the driver 
shortage remain 

a key issue?

Is there a wider 
skills shortage in 

the industry?

Has your 
organisation taken 
action to attract 

new talent?

Does your 
organisation 

employ people with 
criminal records?

Does your 
company actively 
recruit ex-military 

personnel?

Yes: 80%
No: 16%

No shortage: 4%

Yes: 88%No: 12%

Yes it has 
initiatives: 

40%

Yes, some action:
37%

No: 16%

Not sure: 7%

Yes: 26%

No: 28%

Don’t know: 
46%

Yes: 42%No: 58%
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drivers are under 30 and only 1% is under 25, so we are 
really not attracting these drivers into the industry at all. We 
really need to start looking at this problem.

“We need to go into schools and educate children and say 
the industry is not just about long days and nights away from 
home, there are lots of other avenues they can go down, 
whether it’s as a transport manager or in road safety.”

O’Brien added: “It is so heartwarming when you go into a 
school and talk about our industry and a young girl comes 
up to you and says ‘I was thinking about doing hairdressing, 
but do you know what, I’ve changed my mind and now I think 
I might look at doing transport and logistics.”

n Turn to page 26 for Everywoman spotlightn

“We’ve invested £50,000  
in a warehouse-to-wheel 
campaign to encourage  
staff to become drivers” 
Paul Allera, Fowler Welch

they are male and over 50, which is the reality of that industry.
“This makes it a male world and this may mean that we 

are not attracting female drivers. We ask companies if they 
have got the facilities to accommodate women drivers and 
often they haven’t, so it’s maybe getting the companies to 
look at the issue from a slightly different angle.”

Macdonald said the industry is also suffering from an age 
issue. “Freight Transport Association figures show that 4% 
of drivers who are working are over 65 so we will be losing 
those in a fairly short period of time,” she added.

“Forty-seven per cent of drivers are actually over 50 and 
perhaps they are thinking, do we want to renew our licences? 
Do we want the medicals? 

“Do we want to pay for the CPC over five years? 
“In five years’ time those drivers are going to fall out of 

the market and we need to do something very quickly to 
replace them.

“In terms of new drivers coming through, only 7% of 

Operators were urged to take action to 
address the driver shortage problem

For more on driver shortage visit: 
commercialfleet.org/driver-shortageOnline

“If we can support  
those who need help into 
employment, then that 
opportunity must be taken” 
Richard Burnett, Road Haulage Association



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?

Advertisement feature
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Fleet spotlight: Keltbray Group

Putting drivers first, fitting a wide range of safety equipment and using telematics data has
helped specialist construction industry contractor Keltbray reduce fleet claims costs by 45%

By John Charles

ommercial vehicle operators working 
in London’s booming construction 
sector are driving up standards that 
will have an impact UK-wide.

At the heart of this is Keltbray 
Group, a privately-owned £270 
million turnover company celebrating 

its 40th anniversary. Based in Esher, it has 
expanded from its London heartland to become 
a specialist contractor providing engineering, 
construction, demolition, decommissioning, 
remediation, rail and environmental services 
across the country. 

Among its many high profile construction 
projects are the Shard, Queen Elizabeth Olympic 
Park Stadium, St Pancras International train 
station, Crossrail, Earls Court station and 
Battersea power station.

With tenders demanding that contractors have 
best practice and road safety engrained in their 
DNA, Keltbray maintains that achieving Fleet 
Operator Recognition Scheme (FORS) gold status, 
becoming a Construction Logistics and Cyclists 
Safety (CLOCS) champion and securing Freight 
Transport Association Van Excellence accredita-
tion has been critical to its ongoing expansion.

Head of haulage operations Terry Good joined 
the company 11 years ago and has overseen a 
five-fold increase in the truck fleet, from eight 
tippers and three beavertail trucks to 40 Scania 
32-tonne rigid tippers and 10 other Scania trucks, 
including hook loaders, grab vehicles, low 
loaders, flat bed and beavertail plant.

C
Now a FORS practitioner, having completed a 

manager training programme, Good says: “FORS 
has been instrumental in improving compliance 
in the haulage industry, especially in London. 
Meanwhile, CLOCS is bringing the construction 
logistics industry together to change work-related 
road safety practice. I work with our sub-contrac-
tors to bring them up to a FORS bronze standard 
as a minimum. In tender documents, if we cannot 
meet the demands of FORS and CLOCS it would 
have an impact on our business.

“Our customers insist on such standards, so it 
makes sense for Keltbray to ensure all of our sub-
contractors are FORS-accredited.”

Keltbray also operates a fleet of around 700 
diesel vans. While the more specialised vehicles 
are owned, a majority are leased with purchasing 
or part-exchange undertaken on a case-by-case 
basis depending on the market buoyancy and 
business demands. 

Vehicle replacement is every three years, 
although the more specialised vans may only be 
replaced every five years, with models averaging 
around 30,000 miles a year.

Operating from seven depots in the south and 
Midlands, the van fleet comprises Ford, 
Mercedes-Benz and Peugeot in virtually every 
model in respective line-ups from car-derived
vans to dropside, crew cabs and five-seaters. 

Additionally, vans are kitted out with a vast array 
of ancillary equipment including generators, 
compressors, racking, lighting, tow bars and 
employee welfare features such as washing 
facilities, tables and hot water.

‘Well-trained, nurtured 
drivers are vital to us’

Sean Murphy was appointed group fleet 
manager in late 2014, having worked for Keltbray 
for almost a decade, most recently managing the 
company’s plant and related equipment mainte-
nance. Last year, the company secured Van 
Excellence accreditation. 

“Achieving this standard has been a significant 
investment and a demonstration of our commit-
ment to high standards across the group,” 
Murphy says.

Keltbray funds its trucks on hire purchase and 
operates them on a five-year cycle, with total 
mileages averaging 300,000. At the end of the 
agreement, vehicles are purchased, part-
exchanged or replaced on a case-by-case basis 
depending on the market and business require-
ments at any one time. 

“Achieving this standard [Van Excellence] has been 
a significant investment and a demonstration of our 
commitment to high standards across the group” 
Sean Murphy, Keltbray On any one day, 100 or more 

sub-contractors could 
be working for Keltbray
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Defleeted trucks are sold into the market.
The company’s expansion has been so rapid in 

recent years that it has been supplementing its 
HGV fleet with sub-contractors. 

On any one day, 100 or more sub-contractors’ 
trucks could be working for Keltbray and they 
must all be submitted for vetting before joining its 
preferred supplier list. All vehicle documentation 
and appropriate licences are retained on record.

Typically, Keltbray’s own truck fleet operates out 
of its south east centres, supported by sub-
contractors, which also undertake work in other 
parts of the country.

“The company’s growth has been rapid, 
particularly over the past five years,” says Good. 
“We continually review our fleet requirements, 
balancing the fleet size with sub-contractor use 
during busy periods.”

The company’s truck replacement policy means 
that it will be adding the very latest Euro 
6-compliant trucks to its fleet from the autumn, 
ensuring that it is fully compliant with regulations 
governing the introduction of the ultra-low emis-
sion zone across London in 2020, or perhaps 
earlier if the capital’s recently-elected mayor 
Sadiq Khan fast-forwards policy changes.

All trucks are maintained on Scania’s managed 
maintenance programme with service, mainte-
nance and repair undertaken overnight to ensure 

downtime is kept to a minimum. Van maintenance 
is also through franchised dealers.

The company opted for an all-Scania truck fleet 
after an initial batch of 10 vehicles proved reliable 
when acquired five years ago.

One of the benefits to Keltbray of an all-Scania 
fleet is that the company uses the manufacturer’s 
online fleet management reporting tool to 
measure performance including fuel usage,
vehicle emissions and driver behaviour. 

With all commercial vehicles equipped with 
telematics – vans are also speed-limited to 
70mph – data is collated and fed into the FORS 
performance reporting system so Keltbray can 
measure its truck fleet performance anony-
mously against other construction fleets.

While a single brand truck fleet meets Kelt-
bray’s requirements, Good is conscious that 
“there are no poor vehicles” on the market and 
that manufacturers are taking significant steps 
forward in terms of vehicle design – notably 
improved driver visibility – and on fuel economy 
and emissions reduction.

Low-level visibility trucks will increasingly find a 
place on the fleet, but alternatively-fuelled vehi-
cles remain a little further away. “We would look 
at hybrid tippers,” adds Good. 

Similarly, electric vans could be viable, 
particularly in London, if technology 

Keltbray has opted for an all-Scania truck fleet

Company Keltbray Group
Headquarters Esher
Group fleet manager Sean MurphyGroup fleet manager
Time in role Two years
Brands on fleet Ford, Mercedes-Benz, Peugeot, Scania
Replacement cycle Vans – three years; trucks – five years

Factfile
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advances deliver additional range and 
payload and the recharging infrastruc-
ture continues to expand.

Keltbray’s fleet safety focus started in 2008 
when it believes it was one of the first to equip 
side proximity sensor technology systems to 
trucks. Since then, it has gone on to fit:
■ CCTV to the front, offside and nearside of all 
tipper trucks along with cycle and pedestrian 
sensor systems – cycle wide scanners are also 
fitted to vans
■ Side under-run guards
■ Reversing cameras and white noise reversing 
sirens, which are said to be less irritating than 
tonal beeping alarms, preventing workers from 
becoming desensitised to the warning
■ Cab-operated air tailgate systems
■ Front and rear strobe lighting 
■ Hydraulic load sensors

“Drivers have a clear picture of what is occur-
ring around their vehicle,” says Good. “We can 
view footage frame-by-frame as required with 
regards to incidents and near-misses. We have 
also seen benefits to our insurance as we are able 
to provide evidence with regards to any claim.”

Most recently, Keltbray trialled a new safety 
device on a tipper truck aimed at saving the lives 

Drivers ‘most important asset’ for Keltbray
Vehicle drivers are the most important asset to a 
business and their wellbeing must be looked after, 
according to Terry Good, head of haulage operations
for Keltbray Group. The Group’s truck drivers are 
salaried so, unlike many, earnings are not related to 
the number of loads carried or journeys made. 

“Keltbray is the exception to the rule,” says Good.
“Our drivers are not chasing around trying to
squeeze in another journey to earn extra money. The 
most important issue for the company is to have 
safe drivers and a safe fleet.”

With a career stretching across the public and 
private sectors and as a tipper lorry owner/driver, 
Good says: “Driver wellbeing is the biggest
lesson I have learned and one of the most important 
issues. Companies can have new trucks and they 
can be fitted with all the latest safety features,
but the person behind the wheel is the most 
important asset.”

Good admits that he never thought he would 
take that view when working for 17 years as an 
owner/driver. 

“Good, well-trained drivers that are nurtured and
looked after are vital to a business,” he says. “Too 
many companies think they have a truck and simply
recruit a person to drive.”

Keltbray Group policy includes ensuring drivers 
have an annual in-house medical and that they feel
empowered to discuss any health-related issues 
with the medical team.

The company’s approach seems timely when
organisations such as the FTA and the Road Haulage 
Association have highlighted major concerns around 
a national driver shortage. “A good driver will be a 
safe driver and, as an employer, that is what is
required when the company’s name is all over the 
vehicle,” says Good. “That’s why we look after our
drivers as best we can.”

of cyclists, pedestrians and other vulnerable road 
users. The DawesGuard claims to be a revolu-
tionary safety system that creates a shield across 
the danger zone between the axles of large vehi-
cles. In the event of a collision, it prevents a person 
going into the danger zone and significantly 
reduces the risk of serious or fatal injury.

To make the design feasible for fleets which 
have an off-road need, including the construction 
and waste services sector, the system can be 
retracted or deployed with the flick of a switch 
from inside the cab, thus enabling the vehicle to 
be used in uneven, off-road environments. 

Keltbray has also equipped the vehicle with the 
Dawes PeoplePanel. These panels are made of 
tough shatterproof plastic and are fitted over 
existing under-run bars to reduce the risk of 
entanglement of clothing or bicycle parts.

“When it comes to the safety of our drivers and 
other road users we are constantly seeking ways 
to improve standards through training and invest-
ment,” says Good. “Road safety is a continuous 
process, and so we keep investing in equipment 
to ensure that our vehicles are fitted with ever-
more modern equipment.”

Keltbray is also a major supporter of cycle 
safety schemes run by Transport for London, the 
Metropolitan Police and City of London Police. The 
capital’s Exchanging Places Initiative sees cyclists 
take a seat in the company’s HGV to get a better 
understanding of driver blind spots and safe 
behaviour around large vehicles. 

Meanwhile, as group fleet manager, Murphy 
has a holistic view of the van fleet and sets policy 
with transport coordinators located at seven 
company depots responsible for day-to-day 
vehicle management.

Vans are driven by employees who range from 
demolition, construction and rail operatives to 
fabricators and welders and in mid-2015 they 
were all issued with a comprehensive driver pack 
that included a major focus on safety.

The packs contain a driver handbook, the 

CCTV is fitted to the front, offside 
and nearside of all tipper trucks, 
along with cycle and pedestrian 
sensor systems

All trucks are maintained via 
Scania’s managed programme

Highway Code, ‘bump cards’ for completion if a 
crash occurs and tyre tread indicator. They under-
line the importance of daily and weekly walk-
around vehicle checks. 

All vans are equipped with telematics with front 
and rear cameras and those owned by Keltbray 
are also equipped with nearside and offside 
cameras. Murphy, a Driver Certificate of Profes-
sional Competence holder, says: “A combination 
of the actions we have taken – speed limiters, 
telematics, cameras and the driver packs – has 
undoubtedly reduced the number of speeding and 
other incidents we record.”

The raft of information means that bespoke 
action plans can be introduced on a driver-by-
driver basis, overseen by the company’s seven 
driving assessors. Indeed, a focus in the coming 
months is on expanding van driver assessments 
to further improve safety and fuel efficiency.

“Drivers realise that the Group is serious about 
fleet safety and they have taken it upon them-
selves to behave as the company expects when 
on the road,” says Murphy. “While they may not 
be professional drivers, they are in liveried vans 
and are ambassadors for the company.

“Safety is more regulated in trucks, but the onus 
is on employers to be just as professional in respect 
of vans. We are aiming to raise the professional 
standards of van drivers to those of truck drivers.”
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Both Good and Murphy say that the safety focus 
has resulted in a significant reduction in vehicle 
crashes – particularly nearside truck incidents – 
and that, when they do occur, the severity of the 
incident is much reduced. According to Murphy, 
the proactive attitude to risk and driver manage-
ment has also helped drive a 45% reduction in 
fleet claims costs compared to last year.

The DawesGuard is deployed and retracted at 
the flick of an in-cab switch by drivers, which 

More commercial fleet profiles at:  
commercialfleet.org/ 

fleet-profiles
Online

makes a significant difference when so much 
information is being conveyed to them by screens 
and sensors as well as the vehicle’s dashboard.

Good admits that there is a balance to be struck 
between operating a safety-focused fleet and 
overwhelming drivers with data.

He says: “That is why the DawesGuard is such 
a great feature because it is so simple to operate. 
We have to be careful not to overload drivers with 
too much information.”

Good leads a six-strong team that includes two 
in-house driver-trainers. Would-be recruits 
undergo a day’s assessment and then, on joining 
the company, they spend a week with the asses-
sors “to get a feel for the businesses and what it 
expects of its drivers”. All drivers then undergo a 
half-day assessment twice a year with video 
footage from any incidents reviewed with the 
potential to trigger further training.

“The most important thing for Keltbray is to 
operate a safe fleet,” says Good, a transport engi-
neer who started his career with Post Office 
Telephones before becoming an owner/driver 
and undertaking work for a company that was 
subsequently acquired by Keltbray. “Being an 
owner/driver gave me an insight into being careful 
in terms of operating costs. There are a lot more 
cyclists in London, and they have the right to use 
the roads. We all need to live together.”

Murphy adds: “It’s important to understand 
driver issues and ensure they are safe and 
compliant. But it is also vital to recognise the 
commercial needs of the business and ensure 
that vans and the ancillary items fitted are fit-for-
purpose and to enable employees to be produc-
tive and safe in their work. We listen to the drivers 
and managers, find out the requirements of the 
business and then specify and equip vans to meet 
the demands of both.”

The company is owned by chief executive officer 
Brendan Kerr, who joined in 1989, and became 
the sole shareholder in 2003.

Having worked in the public and now the private 
sector, Good says: “The public sector has much
to learn from the private sector in terms of 
decision-making. We are always looking to intro-
duce new technology and initiatives. 

“As managers, we are empowered to develop 
ideas and so long as we can prove the case, deci-
sions are made quickly. The company has invested 
significantly in the fleet and training to ensure we 
keep driving improvements in safety, customer 
service and environmental performance.” 

In 2015, all drivers were issued with 
a comprehensive driver safety pack

“When it comes to the 
safety of our drivers and 
others, we are constantly 
seeking ways to improve 

standards through training 
and investment” 

Terry Good, Keltbray
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‘AFTERSALES IS OUR 
KEY DIFFERENTIATOR’
Renault Trucks has a renewed focus after creating separate divisions for vans 
and trucks; the initial signs are good, with double-digit rises in both this year

By Stephen Briers

ecent reporting on Renault Trucks has focused 
on the way the business has started merging 
some admin and back-office functions with its 
parent company Volvo Trucks (Commercial 

Fleet, February 2016) after operating largely as 
a separate entity for the previous 15 years of 
ownership.

The move makes sense as a way to pool resources, reduce 
overheads and exploit each organisation’s strengths when 
deciding on the best way forward. 

But arguably a more fundamental decision for the UK was 
taken in 2015 – certainly one having a more immediate impact 
on business – when Renault Trucks decided to segment its 
British operations into two divisions: trucks and vans.

Through a quirk of its former parentage, Renault Trucks 
retains the right to sell Renault vans branded with its Truck 
logo (an identical diamond but on a red background). By 
creating a dedicated division, headed by LCV brand manager 
Richard Chamberlain, it is now able to give greater attention 
to growing this part of the business.

Initial signs are positive: van sales have risen by almost 
30% so far this year, albeit from a low base, by proactively 
targeting customers and improving engagement with the 
dealer network. Conversions, in particular, are proving 
popular, with chassis cabs fuelling much of the growth.

Meanwhile, truck orders have also risen by more than 
60%, with deliveries up almost 20% year-to-date, in a market 
up by a similar proportion. 

Nigel Butler, Renault Trucks commercial director, explains 
the strategy: “We set out to find long-term customers. We 
now have a consistent approach to the market.”

He is looking to build on a brand position rooted in robust 
products, customer service and the environment with new 
initiatives and business processes designed to fulfil the 
strategic criteria.

Manufacturer spotlight: Renault Trucks

R

30%
Increase in van sales 

so far this year

60%
Increase in truck orders 

so far this year

Company Renault Trucks
Key personnel Nigel Butler, el
commercial director; Richard 
Chamberlain, LCV brand manager
Sales (2015) Trucks – 2,453; 
vans – 921
Market share Trucks – 5.57%; 
vans – 0.25%
Key models Trucks – T, K, C, D; 
vans – Master

Factfile

“We are looking for customers that value our service 
proposition,” Butler says. “Our vehicles are more reliable if 
they are serviced through the franchised network which 
means better uptime and earns more money for customers.”

Renault Trucks has a range of vehicles from 2.8 tonnes to 
44 tonnes available at dealerships which now specialise in 
vans as well as trucks. Over the past couple of years, the 
market has been buoyant at all weights, although Butler 
anticipates a levelling off in the heavier sector, above 16 
tonnes, this year, while the medium-duty six-to-16 tonnes 
sector continues to rise. Registrations of mid-size trucks are 
still, though, at just 60% of the pre-recession market.

There has been noticeable polarisation, which has seen 
buyers exit the 7.5-tonne sector in favour of upsizing to 
12-tonners or downsizing to vans. Butler has also seen some 
18-tonne customers move to 26 tonnes, and some 26-tonners 
upgrade to tractor units.

“The pressure is on the medium sector – it probably won’t 
get back to the levels it used to be at,” he says. “The licence 
changes mean there is a shrinking pool of drivers so it is 
easier to go for 3.5-tonne vans, which are more manoeu-
vrable for home deliveries.”

He describes the renewed focus on vans as a “step 
process” which is seeing the truck and van teams work 
more closely together, with the right level of resource and 
better communications. 

At present, up to 70% of Master buyers are existing truck 
customers, a business built from truck fleets that weren’t 
happy with the aftersales offering from van dealerships. That 
proportion will fall as Renault Trucks starts to attract new 
customers to the brand.

It’s the aftersales offering that Butler believes gives Renault 
Trucks the edge over Renault UK – as well as other truck 
makers – and will help to persuade more fleets to buy their 
Masters at its dealerships. It’s crucial because it impacts 
on downtime.

Fleets move towards short-term contracts for trucks
Nigel Butler has seen a drive in the truck sector towards shorter-
term contracts, typically three to five years, as fleets begin to 
mirror the contract terms they are getting from their customers. 

Often they are inserting break clauses, while spot hire is 
playing a more dominant role. Renault Trucks has the flexibility to 
cater for all needs via its two funding divisions: Renault Trucks
Financial Services, which finances 35% of its truck sales, and 
BRS, which accounts for 30%. 

Combined, Renault Trucks is funding up to 65% of its
registrations in-house. Ironically, the proportion is falling as 

banks, post-recession, start to return to the market. “We used
to do a lot of four- and five-year contracts; now the demand is for 
two- and three-year contracts,” Butler says.

This trend has increased the need to recycle vehicles into the 
used truck market, something Renault Trucks handles via its own
used operation. 

It takes a two-tier approach: tier one is for retailable trucks, 
typically with less than 500,000km on the clock, which are tidied 
up and sold with a warranty; tier two is for older trucks which
could be exported or traded out.
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“Their biggest cost is fuel; I can help them to manage that,” 
Butler says.

A new driver eco scoring service will complement the 
training. It will be free of charge to truck customers who 
purchase the OptiFleet telematics package and is intended 
to provide exception reporting based on fuel consumption. 
Over the next couple of years, the service will be rolled out 
to van operators.

Despite its growth aspirations in van, Renault Trucks is not 
“hung up” on market share, says Butler. He sees Masters 
as an add-on to the overall business, one which gives 
customers a one-stop supply solution.

The company is on track to top 1,000 Master sales this year, 
with orders up 50% on 2015. That’s only around 12% of the 
8,000 Masters Renault UK is likely to register this year, but 
Butler reiterates his position: “We won’t buy market share;
it needs to be sustainable growth.”

He recognises that Renault Trucks has a big awareness 
job to attract fleets whose vans are part of their core offering; 
most customers are running small numbers of vans along-
side their main truck fleets.

Nevertheless, it has started to win business with customers 
which operate several thousand vans, particularly where 
they have a need for complex conversions. Renault Trucks 
offers a range of pre-converted vehicles, including tippers, 
dropsides and Lutons, under its Ready for Business initiative.
It is expanding this to curtainsiders and has also produced 
cherry pickers. This capability is vital when 60-65% of vans 
are undergoing some form of conversion. 

“Our knowledge and support are critical when it comes to 
converted vehicles,” says Chamberlain.

For Butler, success will come down to one key business 
priority: “To win business I have to be better than my compet-
itors to help customers to be more efficient and profitable.”

“Our knowledge and  
support are critical  
when it comes to  

converted vehicles” 
Richard Chamberlain, Renault Trucks

“Aftersales is our key differentiator,” Butler says. “We 
understand the marketplace and have solutions that meet
their requirements. For example, you can drop off at 7pm 
and pick up at 7am – we can meet downtime requirements 
with our 24/7 proposition.”

According to Butler, van fleets can face delays of up to a 
week before their vehicles are fixed because they are a lower 
priority at car-focused dealerships. 

“We have a commercial offer with KPIs: 84% of vehicles 
are back on the road within six hours,” he says.

Chamberlain adds: “We also go out to the vehicle at the 
roadside to try to get it back on the road. We have uptime 
solutions for customers.”

Renault Trucks is about to launch a leasing offer for van
fleets that will help to drive volume. It is also looking to repli-
cate its truck maintenance and repair products for vans and
will launch a complete package in the next couple of months.

This will “take away all the repair headaches”, says Butler, 
by covering everything that isn’t included in the service 
contract. It is all part of his focus on fixing the total cost of 
ownership for customers.

He recognises that Renault Trucks also needs to offer a 
broader range of support services. This may include 
extending its one-day driver training to vans; it almost 
certainly includes a more extensive vehicle handover 
process. “The vehicle handover is important to us,” Butler
explains. “We take the driver round the vehicle and also talk 
about efficient driving, how to get the best fuel performance 
and how to minimise wear-and-tear on the vehicle.” 

From September, Renault Trucks will introduce a ‘train the 
trainer’ initiative to enable fleet operators to undertake their 
own driver education. Demand is likely to be concentrated in 
the truck side due to companies here operating high capital 
investment businesses with low margins.

ABOVE: 
Nigel Butler, commercial 
director (right) and 
Richard Chamberlain, 
LCV brand manager

For more 
case studies, visit:  

commercialfleet.org/vans/ 
case-studies

Online



26   July 2016    commercialfleet.org

Women thrive once they enter the  
industry, but barriers remain, says  

Everywoman co-founder Maxine Benson 

By Sarah Tooze

omen should end up in the transport 
industry by choice rather than by 
accident, according to Maxine Benson, 
co-founder of Everywoman, a member-
ship organisation that seeks to advance 
women in business.

“Over the years when we’ve polled 
women at our Transport & Logistics Leadership Academy, 
there has been a large percentage of them who say they 
have fallen into the industry,” says Benson. 

“It wasn’t that they had any desire to do it – they just fell 
into it. And once they get in there, they thrive. We want to 
showcase it, so it stops being an accident that great talent 
ends up in the industry, so that it’s a choice.”

Everywoman, which Benson set up in 1999 with Karen Gill, 
offers online resources, training and networking for women 
working in a range of sectors. It currently has 18,000 members 
in 90 countries. It holds an annual awards ceremony in part-
nership with the Freight Transport Association (FTA) to raise 
awareness of the careers that the sector offers and aims to 
increase the number of women who pursue them.

This year’s ceremony – at the Hilton Park Lane, London, in 
May – saw winners from a range of organisations, including 
TNT Express, Transport for London (TfL) and Shell (see the  
winners’ panel opposite). 

“The awards are about uncovering role models that will 
inspire others and create ambassadors for the industry,” 
says Benson. 

Winning an award is often “the nudge” that women need 
to “step into that ambassadorial role”, she adds. 

Of the 22 finalists, this year’s woman of the year, Caroline 
Rose, head of regional operations at TNT Express, has 
arguably the biggest ambassadorial role to play. 

Rose has been in the logistics industry for almost 30 years 
and secured her first depot manager’s role at 26. She now 
heads TNT’s 11 depot operations across London and the 
South East. 

“It’s the type of industry that is Marmite: you either love it 
or you hate it, and I absolutely love the day-to- day challenge,” 
she says. 

“The logistics industry requires you to work long hours at 
times, and that’s hard to balance with family life. But that’s 
not gender-specific; it’s a hard balance for anyone. It doesn’t 
stop, it rolls day and night.”

Spotlight: Everywoman

W

Maxine Benson, who 
founded Everywoman in 
1999 with Karen Gill

‘Women should  
choose careers  

in transport’
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Field is a board member of the Women’s Transportation 
Seminar (WTS) London group, a professional network for 
women in transport, which has about 1,000 contacts.

WTS London is acting as the secretariat to the new All-Party 
Parliamentary Group for Women in Transport, which was set 
up in May. Field believes the group could have a big impact. 

“Once you’ve got parliamentary support and it starts to move 
up the agenda, it could make a real difference,” she says. 

The launch event is due to take place this month, followed 
by a number of themed events, looking at how to break down 
stereotypes, give positive role models and encourage STEM 
(science, technology, engineering and maths) subjects, as 
well as how to arm women with the skills they need to 
advance their careers in transport. 

Field believes women in transport that want to get into 
senior management roles need to work on “personal 
branding”. “Sometimes women have a tendency not to 
champion their achievements, so it’s not enough to simply 
do a good job, you need to tell people about the good work 
that you’ve been doing,” she says. 

Rose thinks progress is being made: “When I joined the 
industry in my 20s, I was one of two depot managers. There 
are far more women in senior leadership roles. Traditionally, 
they would have been found in sales or customer service, but 
now I find far more women in operations. For the first time, 
we’ve got a female managing director, which is fantastic.”

The number and type of organisations entering the FTA 
Everywoman in Transport and Logistics Awards is increasing 
every year. Benson says: “That is indicative of more compa-
nies recognising the importance of shining the spotlight on 
their female talent.”

“It is important that the transport 
industry and fleet sector continues 
to promote and work hard at 
encouraging more women” 
Jerry Ward, John Lewis, and Everywoman judge

Rose believes people often look at the transport industry 
and “only ever see trucks”, not the roles that sit behind them.

“We need to do more as an industry in terms of that 
attraction, making people understand what sits behind the 
logistics,” she says. 

“You can work anywhere in the UK, but you can also have 
opportunities that take you around the world.”

The industry also needs to raise awareness among women 
considering a career change that many transferable skills 
apply to the transport sector, according to Jerry Ward, 
manager legal operations, central transport at John Lewis 
Partnership. Ward joined the judging panel of the FTA Every-
woman in Transport and Logistics Awards this year. The John 
Lewis Partnership encourages women to work within its 
transport, fleet and supply chain areas, and female staff have 
transferred into those areas from other parts of the business.

Getting the message across to schools and colleges also 
has a part to play in getting more women into the industry. 

Ward says: “It is important that the transport industry and 
fleet sector continues to encourage more women into this very 
interesting and challenging industry by starting at grass-roots 
level – talking to schools and colleges and explaining the 
numerous and varied transport, fleet and supply chain roles 
available and the great career paths these can lead to.”

Everywoman’s latest initiative, Modern Muse, a not-for-
profit social enterprise, aims to inform and inspire students 
aged eight and upwards about future career paths. 

“Modern Muse is a great way to reach out to girls in 
schools really early on,” says Benson. 

“They need to see what careers look like in this industry 
while they are still young and open to ideas.”

TfL is working with schools to inspire more women and 
young people to work in transport through its Women in 
Transport programme (formerly 100 Years of Women in 
Transport), which will see 12,500 volunteers visit schools, 
provide work experience and present at careers fairs.

A new schools toolkit aimed at 11- to 16-year-olds has also 
been launched, which includes two short films on the role 
the transport industry has in society, and a suite of online 
supporting materials showcasing the wide variety of roles 
available within the industry.

Jo Field, head of campaigns, communications and 
engagement at TfL, who won the industry champion of the 
year award, says: “Reaching young people, particularly 
young women, is hugely important.”

Caroline Rose (centre) and Jo Field 
(right) are joined by the rest of the FTA 

Everywoman in Transport and  
Logistics award winners 2016

Winners of the 2016 FTA 
Everywoman in Transport 
and Logistics Awards
RISING STAR OF THE YEAR 
AWARD: Rachel Beckett, 
coaching team leader at Brighton 
& Hove Bus and Coach Company
DRIVER OF THE YEAR AWARD:
Kirsty Sando, driver manager at 
Heathrow Express
THE WAREHOUSING AWARD:
Helen Page, team manager at 
Mondelez
INNOVATION & SUSTAINABILITY 
AWARD: Katherine Trauth, 
manager, LNG Marine Fuel 
Projects at Shell
TEAM LEADER OF THE YEAR 
AWARD: Wendy Findlay, fleet 
support engineer at First 
Glasgow
LEADER OF THE YEAR AWARD:
Kathryn Lewis, operations
director at Advanced Supply 
Chain
INDUSTRY CHAMPION OF THE 
YEAR AWARD: Jo Field, head of 
campaigns, communications and 
engagement at Transport for 
London
WOMAN OF THE YEAR 2016:
Caroline Rose, head of regional 
operations at TNT Express
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Safety technology: vehicles

Cost considerations have left commercial vehicles 
lagging behind cars in the safety stakes, but industry 
attitudes are changing and manufacturers face growing 
demand for the latest technology (see pages 30-31)
attitudes are changing and manufacturers face growing 
demand for the latest technology (see pages 30-31)demand for the latest technology (see pages 30-31)
attitudes are changing and manufacturers face growing 

By Matt de Prez

afety developments are a key aspect of modern 
car design and manufacturers keenly promote 
them to buyers. However, in the commercial 
vehicle industry,  vehicles are sold predominantly 
on capability, reliability and running costs.

Although legislation is getting tougher, manda-
tory fitment of safety equipment to commercial 

vehicles still lags behind cars, which means responsibility, 
particularly for vans, lies in the hands of the operators.

Martin Flach, Iveco product director, says: “The take-up on 
safety options is very slow in the haulage industry and this is 
why it takes so long for developments to come to market.

“Before ABS became a legal requirement, only 5% of our 
customers across Europe took the option. It wasn’t particu-
larly expensive and the benefits were widely known, yet people 
just didn’t bother. Unfortunately, there is a sub-conscious ‘it 
won’t happen to me’ attitude among many.

“It is slowly getting better and organisations like Transport 
for London (TfL) and Construction Logistics and Cyclist Safety 
(CLOCS) are doing good work to raise awareness.”

S
Cemex, a building 

materials company with 
900 vehicles, has been 
working closely with these 
organisations to develop and raise 
awareness of safety equipment in the 
construction industry.

Carl Milton, northern regional logistics manager 
at Cemex, says: “The best way for vehicle safety to 
progress is if the industry works together to develop 
and implement best practice. If we don’t do it ourselves, 
it will be done for us.”

“When we purchase a vehicle, we look to specify as much 
extra equipment as possible. There are some great safety 
features available, such as AEB (auto emergency braking), but 
things like air conditioning and heated seats are also impor-
tant to ensure the driver is comfortable.”

Cemex has been a leading campaigner in the industry for 
more than 10 years, since a cyclist was killed in an accident 
with one of the company’s vehicles.

Milton says: “The drive for safety needs to come from the 
top level of any company. It’s imperative that this culture is 
embraced from the bottom to the top.

“It’s also important that companies share information and 
best practice between themselves, but also report and 
monitor accident data. Organisations such as FORS (Fleet 
Operator Recognition Scheme) allow us to do that.”

Graham Thomas, Ocado fleet services manager, says the 
online supermarket promotes best practice among all its 
drivers, whether on its truck fleet or in its 1,300 vans. “The 
safety of employees and other road users has been the 
number one priority for Ocado since it began trading.” he says.

In April Ocado took delivery of 20 Mercedes-Benz Actros 
trucks fitted with optional Active Brake Assist 3 (ABA3) and 

MAKING CV 
FLEETS  
SAFER

“Volvo has a goal of zero accidents, but our 
research shows that 90% of all accidents have 
some element of human misjudgment or error” 
Jon Corner, Volvo Trucks



Predictive Powertrain Control (PPC) and has ordered 15 more.
“Following an initial evaluation of the Mercedes Actros 

trucks which joined the fleet in 2015, it was time to review our 
specification priorities for future requirements. ABA3 and PPC 
were the first two systems on the list,” says Thomas. 

One fleet engineer says vans are behind the times compared 
with cars and the company will choose vehicles based on what 
safety options are available.

“All of our vehicles come specified with AEB. That comes 
following a study on our car fleet, where we had 400 cars 
without AEB and 400 with,” he adds. “We saw a significant 
reduction in rear-end collisions on the second batch. I think 

operators need to push manufacturers to fit and 
offer more safety equipment.”
Phil Moon, marketing manager at DAF Trucks, 

believes that despite increased fitment of safety gear, 
there is still an issue over driver acceptance.
“Drivers need to realise the safety benefits of using the 

technology. What is important is to educate drivers about how 
the technology works, what its shortfalls are and how they 
can get the best from it,” he says.

“If a driver has an unpleasant experience with the 
technology, they may lose confidence in the system and 
disable it. But if we can educate them on how it works, they 
are more likely to use it.”

Keeping the driver safe is a key part of operations at Volvo 
Trucks, which has been working on perfecting cab design 
since the 1960s. Jon Comer, product manager at Volvo Trucks, 
says: “The best accident is the one that did not happen. Volvo 
has a goal of zero accidents with a Volvo truck, but our 
research shows that 90% of all accidents have some element 
of human misjudgment or error.

“The focus is on active systems to support the driver with 
the aim of collision mitigation; in terms of driver handover, it 
is important to highlight this – they are not comfort systems”.

Flach believes legislation is the key to improving safety. He 
explains: “With trucks, the issue is cost. Truck operators like 
to avoid cost options as they feel they are unnecessary.

“Many operators would focus on the bottom-line price and 
wouldn’t consider the implications if an accident were to occur. 
The legislation changes have had a significant impact and 
things have certainly got better. Operators are starting to look 
more seriously at safety – it’s moving in the right direction.” 

It’s left to the fleet engineer to make the salient point: “Our 
policy is to take whatever options we can. You have 
to consider accident costs – safety features cost us 
a lot less than accidents do.”

For more on safety 
technology visit: 

commercialfleet.org/safety

Online
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Technology: Driver safety

Adaptive cruise control 
(ACC)
Functioning alongside the AEB system, ACC 
uses the same data to control the vehicle’s 
cruise control. The driver just needs to set the 
maximum speed at which they wish to travel 
and the minimum travelling distance from the 
vehicle in front. The system will then control the 
vehicle speed within those parameters. 

Mercedes-Benz’s Proximity Control Assist is 
optional on its truck range and has the added 
advantage of functioning in stop-start traffic, 
reducing driver input.

More advanced systems utilise GPS, such as 
Mercedes-Benz’s Predictive Powertrain Control 
(£1,340), Volvo’s i-see (£1,600) and Scania’s 
Active Prediction (standard), which will vary the 
speed and gears as the vehicle approaches a 
hill or corner. These systems have the added 
advantage of reducing fuel consumption.

The feature comes on Volkswagens with AEB, 
Ford Transit (£1,182) and Citroën Dispatch (price 
TBA) vans. In the latter it can be combined 
with road-sign recognition and satnav data to 
automatically maintain the speed limit.

Lane keep assist (LKAS) 
& lane departure 
warning (LDW)
Required by law on new HGVs, lane departure 
warning (LDW) is designed to alert the driver if 
the vehicle strays outside a given lane. 

The disadvantage of this system is it can fail to 
identify road markings in poor weather conditions 
or on worn road surfaces. The windscreen-
mounted camera also needs to be kept clean.

The system is standard on MAN, DAF and 
Iveco trucks. Mercedes-Benz offers LDW on its 
truck range as an option.

Ford offers LDW on the Transit as standard 
equipment and as an option on both the Connect 
(£700) and Custom (£335). It’s also available on the 
Vauxhall Corsa (with AEB) and Movano (£385), Fiat 
Ducato (£350) and Citroën Dispatch (Price TBA).

More advanced LKAS systems can apply a steering 
input or use the vehicle brakes to keep it on-track 
but is yet to be fitted to a commercial vehicle.

Autonomous emergency 
braking (AEB) & forward 
collision warning (FCW)
AEB is required under EU law on any road- 
going truck with two or three axles and rear 
air-suspension, built after November 2015. It 
uses radar or cameras to monitor the road 
ahead for slower moving or stationary traffic. If 
no action is taken after the driver is alerted, the 
system can automatically apply the vehicle’s 
brakes and even bring it to a complete stop.

The number of HGVs on the UK’s roads with 
the system is negligible. Thatcham Research 
thinks it will be a while before the 500,000 HGVs 
registered in the UK feature it.

More concerning is the number of LCVs that 
lack this key safety system. DVLA registration 
figures show there are currently 3.6 million vans 
on the road, many of which will be travelling on 
the motorway and in cities every day, making 
them a prime beneficiary of compulsory AEB 
technology. 

A study by Euro NCAP in May 2015 reported 
that cars fitted with low-speed AEB had 38% 
fewer accidents than those without. Those that 
did have impacts were significantly less serious 
due to the increased braking effort.

Ford fits ‘active city stop’ to the Fiesta (£210) 
and Transit Connect (£250) as an option, but 
utilises the technology in a different way. It’s 
AEB is used to mitigate low-speed impacts 
below 20mph involving pedestrians or other 
vehicles in slow-moving traffic. 

Buyers of a Mercedes Vito or Sprinter can add 
Collision Prevention Assist (£1,195-£1,750 
depending on body type) as part of an optional 
safety pack that includes lane departure 
warning. It is also available on the 2015 
Volkswagen Caddy and Transporter (£750-£870) 
and the new Citroën Dispatch (price TBA). 

Vauxhall offers forward collision alert, which 
warns the driver of impending impact, but 
cannot take evasive action. It is currently only 
available as an option on the Corsavan (£1,100).

Driver alertness
Increasing autonomy in vehicles reduces the risk 
of accidents caused by driver error, but the driver 
is still in ultimate control of the vehicle and some 
manufacturers fit systems that can monitor the 
driver and alert them when their concentration 
slips or if they show signs of fatigue.

Volvo debuted the system and offers it in the 
safety package on its truck range. Iveco fits the 
system as standard to its trucks, as does 
Mercedes-Benz, which call the system 
‘attention assist’.

Ford fits ‘driver alert’ as standard to the new 
Transit as does Volkswagen to the Transporter 
but neither offer it on any other models. It’s 
optional on the Citroën Dispatch (price TBA).

38%
Reduction in 

accidents involving cars 
fitted with AEB

20mph
Speed under which AEB 

operates to 
mitigate accidents

“ESP systems have 
helped prevent more 

than 190,000 accidents” 

Electronic stability (ESP) 
A legal requirement for cars and LCVs since 
2014, ESP reduces wheel spin and helps control 
the vehicle if traction is reduced. It works in 
combination with ABS and can apply braking 
force to an individual wheel to maximise grip.

It is especially effective in wet or slippery 
conditions to reduce under or over-steer. In the 
dry it can prevent a roll-over in the event of 
excessive speed or steering input.

The system has also been adopted by the HGV 
industry and is featured on almost all trucks 
currently on sale, with many being adapted to 
act as a hill-start assist, holding the brakes until 
the vehicle is under enough power to move off.

According to Bosch, ESP systems have helped 
prevent more than 190,000 accidents since it 
was launched in 1995.

Crosswind Assist is a further development 
which can mitigate the effects of strong winds. It 
is fitted as standard to Mercedes-Benz Vito and 
Sprinter models and the Ford Transit.
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Passive safety
Protecting the driver has been the continued 
focus of road car development, but commercial 
vehicles are further behind in the safety stakes.

LCVs, which fall under the same legislation as 
cars, are more frequently fitted with improved 
safety such as airbags and crumple zones. 
Passenger protection is still optional across the 
LCV market and Euro NCAP has only just 
started to test and evaluate van safety in the 
same way as road cars.

However, even basic safety equipment that we 
now take for granted in cars, such as driver 
airbags and safety belt pre-tensioners, is still 
optional on most HGVs. 

All truck cabs must meet European Union 
ECE R29 regulations for cab strength. The test 
requires a minimum amount of survival space 
to be retained when the cab is subjected to a 
front impact and rollover. Next year the forces 
exerted during the tests will be increased along 
with the survival space.

Blind-spot monitoring
This system uses sensors to monitor both sides 
of the vehicle to alert the driver of nearby 
objects that may not be visible to them. 

Volvo offers the feature as an option on its 
trucks as part of a safety package (£1,500), but 
most manufacturers are opting to fit larger 
mirrors and additional windows instead. After-
market bodybuilders offer the system along 
with 360-degree cameras. 

Scania offers an optional camera system that 
operates at low speeds, offering an overhead 
view of the vehicle’s surroundings.

The feature is standard fit on all Mercedes-
Benz vans and the Ford Transit. Volkswagen and 
Citroën offer it as an option on the Transporter 
(£408) and Dispatch (price TBA) respectively. 

Tyre pressure 
monitoring (TPMS)
Low tyre pressures can extend braking 
distances, reduce handling characteristics, raise 
fuel consumption and increase tyre wear.

TPMS monitors each wheel using sensors and 
reports back to the driver if the pressure drops. 

Any vehicle without this feature can have it retro-
fitted at any time – wireless sensors are fitted in 
each wheel along with a dashboard display.

TyrePal takes things one step further by 
linking the TPMS to telematics, meaning an 
entire fleet can be monitored centrally.

MAN is the only truck manufacturer to fit the 
feature as standard. Scania offers it as an option 
(£1,200-£1,800). The feature is standard on the 
Ford Fiesta van and Vauxhall Corsavan. 
Mercedes-Benz also fits it to the Vito as standard 
as does Volkswagen to the Transporter. It’s 
optional on the Renault Traffic (£120), Vauxhall 
Vivaro (£240) and all Ford vans (£75-£100). 

“Most manufacturers 
are opting to fit larger 
mirrors and additional 

windows” 
“Basic safety equipment is 

still optional on most HGVs” 

Iveco’s Martin Flach says:
“Further developments of
AEB will continue and we
have tougher ABS regulations
coming next year and stricter
cab strength rules that we
are working on for 2018.

“We are firmly looking into
autonomous driving and
vehicle to vehicle (V2V)
communication. There are
many opportunities to not
only increase safety, but also
reduce driver fatigue and
fuel costs.

“At the moment, the
technology can only mitigate
the effects of an accident or
possibly prevent it at the last

second. With V2V, we can
prevent an accident
significantly before it
happens and mitigate the
after-effects of any incident
that does occur.”

Jon Comer at Volvo Trucks
took a similar view, saying:
“The next stage is autonomy
and the connected truck.
However, a quicker solution
would be a longer heavier
truck with one cab and one
driver working on a green
corridor on the motorway
network during a set time
at night.”

But would the market
accept this level of autonomy? 

Flach says: “As with any
development, there will be
resistance from the market,
but it’s up to manufacturers
to sell the benefits.

“Not only is it saving lives
and reducing accidents,
but developments like
platooning using V2V will
save operators money as
there are large fuel economy
benefits. With technology it’s
a cost issue rather than a
safety issue. Legislation and
economic pressures will
always be the driving force
and if V2V is legal and saves
money then operators are
likely to get on board.”

“Any vehicle without TPMS 
can have it retrofitted” 
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Safety technology: Lighting

Commercial vehicle operators’ adoption of hi-tech lighting technology is a plus for driver safety 

By Matt de Prez

ehicle lighting is often taken for granted, but 
without headlights, brake lights or turn signals, 
the result on our roads would be carnage. Even 
interior lighting has a part to play in driver safety.

As with other safety add-ons, lighting is an 
area where the commercial vehicle industry  
has some catching up to do. Car manufac-

turers have accelerated developments in lighting, offering 
improvements such as laser headlights, night-vision 
cameras and LED interior accent lights.

The commercial market is catching up, but much of the 
technology on offer is still optional. Commercial Fleet took a 
look at the key aspects of commercial vehicle lighting and 
how they are being developed.

Halogen
Halogen headlamp technology still dominates the commer-
cial vehicle industry. This is mainly because it is simple and 
cost-effective. With only three commonly used bulb types, 
replacements are easy to find and fit.

The biggest disadvantage is efficiency. The burning  
filaments sap power from the vehicle’s electrical system and 
give about 1,000 hours of service before needing to be 
replaced.

Nonetheless, the ageing technology provides adequate 
illumination and is cheap to manufacture.

V
1,000

hours – average lifespan  

of halogen bulbs

2,000
hours – average lifespan  

of xenon bulbs

Xenon
For many years the only viable alternative to halogen, xenon 
lamps produce a cool blue light, which offers far greater 
illumination.

Officially known as high-intensity discharge (HID), these 
lamps have no filament. The light is created by an arc of 
electricity between two electrodes.

It’s often used in conjunction with high-beam lights (known 
as bi-xenon) and the beam pattern stretches much farther 
than traditional lamps.

The bulbs offer greater life-expectancy too, lasting twice 
as long as a halogen bulb (about 2,000 hours). They also 
draw slightly less power from the vehicle.

However, xenon systems are expensive, with each bulb 
costing more than £100. The headlight units are more 
complex due to the higher voltage and there is a risk of 
dazzling other road users. 

LED
Light-emitting diodes, or LEDs, are currently the most 
popular lighting technology among car manufacturers, with 
even mainstream cars, such as the Vauxhall Astra, now 
featuring LED headlights.

The technology evolved from the increased use and  
popularity of LED daytime running lights (DRLs). Since the 
mandatory fitment of DRLs was introduced, manufacturers 
have turned to LED technology to provide bright, long-lasting 

THE ROAD 
AHEAD



lamps that are cheap to make and replace when required.
There are many benefits of LED technology, such as low 

power consumption. If a vehicle uses a full LED lighting 
set-up, the energy saving is enough to affect fuel efficiency.

DAF is the only truck manufacturer to offer a full LED 
headlight set-up. The unit is produced by Hella and is 
currently optional.

Iveco is interested in developing a full LED solution and 
already plans to fit LED headlamps to the Daily van. Currently, 
only the Mercedes-Benz Vito can be specified with full LED 
front and rear lights.

LEDs also offer advantages for maintenance budgets, says 
Martin Flach, Iveco product director.

“If a driver is off-site and blows a halogen bulb, he will call 
out a mobile technician to change the bulb. This could cost 
the operator £50 to have a 50p bulb fitted. LED clusters are 
fit-and-forget, so costs are significantly reduced.”

LEDs are more visible and react quicker, meaning they 
have great safety advantages. With the cluster made up of 
many tiny LEDs, the design possibilities are far greater than 
conventional lamp units. Not only for size and shape but also 
the way the light works.

Car manufacturers have already adopted the technology 
and use it to create light signatures and even animated 
signals, such as scrolling indicators.

When braking, LEDs allow for different intensity levels 
depending on the harshness of the application, this means 
following drivers will be made more aware of heavy braking 
and some vehicles even flash the brake lights to ensure they 
are highly visible.

On the inside
The commercial sector is also moving to adopt LEDs in 
vehicle interiors and work spaces. Here too, benefits include  
lower lifetime costs and less battery drain, but the biggest 
dividend has been the contribution to safety.

Low-voltage LED lights have delivered brighter, better 
illumination, which has enhanced vehicle users’ ability to 
notice hazards and assess risks, directly reducing the risk 
of injury to drivers and other people who may access the 
interior space. 

The difference can be impressive. Labcraft, a UK manu-
facturer of low-voltage LED interior lights, recently 

performed a light test on a factory-installed van light and 
found it provided 7 lux of light. However, replacing it with one 
of its high-performance LED lights showed a 900% increase 
in light output. 

In the vehicle workspace, more and more operators are  
installing LED lighting in addition to the factory spec,  
especially where the vehicle user will be expected to perform 
a task. 

There is also a growing use of products with infrared-
activated (PIR) switches that automatically illuminate an 
area. 

So what about the future? Labcraft’s managing director, 
Nick Luscombe, says: “The future will see bright reliable 
low-voltage LEDs going into more applications that enhance 
safety. 

“For example, Labcraft’s Banksman LED range. This is a 
driver aid designed to deliver additional light to the sides and 
rear of a commercial vehicle when manoeuvring or reversing. 
It reduces the risk of injury to people, and damage to prop-
erty and the vehicle itself. Improving safety can mean 
reducing the time vehicles are off the road and the associ-
ated accident costs.

“We also believe that individual safety technologies, 
including lighting, will become further integrated to provide 
a more cohesive safety environment inside, and around, the 
vehicle. We see LEDs being used more strategically in  
exterior applications which again will integrate with safety 
systems.” 

Ultimately, as low-voltage LED lighting technology develops 
it will mean smaller lights, providing greater brightness, 
leading to new applications to enhance safety.

For more information on 
driver safety visit: 

commercialfleet.org/
driver-safety

Online
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By Liam Campbell

hoosing the right supplier for vehicle 
funding has become an increasingly 
complex decision, with new products 
and services coming to market. 

Over the past 20 years, an increasing 
number of vehicles have been acquired 
through various methods of financing 

as companies look to free up cash, remove residual 
risks and benefit from competitive interest rates.

Depending on the package you choose, vehicle 
financing can, in the long term, work out more 
efficient and flexible, as well offering less risk, 
than the traditional method of buying outright. A 
pay monthly arrangement fits in with modern 
business culture and often other services may be 
included such as service, maintenance and repair 
(SMR) contracts or the provision of tyres.

For commercial fleets, there are around five 
main types of vehicle financing but the main divide 
is whether you eventually would like to take 
ownership and have the vehicle on the company’s 
balance sheet, or if you’re happy renting and not 
having the vehicle show as an asset on the 
balance sheet.

A fundamental consideration is to ensure your 
potential supplier is going to be in it for the long 
term. There have been quite a number of compa-
nies entering and leaving the market over the past 
decade, and you need a finance partner that is 
backed by credible investors.

Establishing a business relationship, and being 
able to “put a face to the name” is also important, 
especially as fleet funding requirements can 
reach into the millions. 

So you tend to find that the more established 
finance and rental companies, such as Close 
Brothers, Ryder and Lex Autolease, tend to have 
a dedicated regional manager to provide the busi-
ness relationship that major fleets require and 
who can assist with many of the funding require-
ments, such as establishing credit lines.

For a lot of fleet operators, particularly own-
account operators involved in warehousing and 
logistics where there are other assets involved 
(forklift trucks, processing equipment, hoists), 
one of the key factors in deciding which funder to 
choose is their ability to finance other equipment 

vans and trucks, and has witnessed record 
growth over recent years with around 1,500 vans 
and 3,500 trucks now on its books.

“A lot of operators don’t want to be tied down 
anymore”, said Nick Evers, operations director at 
Salford Van Hire. “We’ve seen a surge in demand 
for our long-term spot hire, whereby it’s a fixed 
rate without the commitment of contract hire.”

This sentiment is shared by Paul Brown, group 
fleet manager at Enserve Group, which operates 
550 vans and 10 trucks. 

“Our main concern is flexibility, as there’s not 
much difference in pricing nowadays,” he says. 

“We’re not like the Royal Mail, who can actively 
predict the work load, type of work and amount 
of mileage over the next five years with relative 
certainty. We need a flexible finance partner. We 
had a number of contract hire deals a few years 
ago, and things worked well until the job changed 
and we wanted to swap vehicles, and that’s when 
things got tricky.

“Now we’re with Northgate on a flexi-rental 
agreement, and we’re able to send up to 20% of 
the fleet back early if a certain contract ends. This 
has saved us a great deal of effort and money.”

For those preferring the traditional method of 
owning outright at the end of the agreement, one 
of the more popular choices is going direct to the 
manufacturers via their dealer network. 

“You tend to find that a lot of the traditional and 
established operators prefer manufacturer 
finance,” says Lindsay Hyde, director for commer-
cial vehicle sales at Mercedes-Benz Financial 
Services. “That reflects in our figures, as hire 
purchase is still our most popular package.”

Is yours the best finance deal for your fleet?
Choosing the right source has become increasingly complex, with a variety of packages on offer

Choosing the right supplier: Funding

C

“Our main concern is flexibility  
[in rental], as there’s not much 
difference in pricing nowadays”
Paul Brown, Enserve Group

Picking out the right finance  
deal involves planning and  
consideration

on the company’s books and to create a one-stop 
shop, which cuts down on admin and time.

Another important consideration, according to
Alphabet, is the quality of the funder’s supplier 
network, especially when it comes to converters.

The ability to manage complex conversion 
needs within an approved network is vital to 
ensure a high quality service which delivers the 
right specification on time.

“It’s important to match commercial vehicle 
funding to your company’s operational needs,
depending on the nature of the your business,” 
says Alphabet.

Historically, high interest rates might have put 
off some fleets but, due to today’s competitive 
market, most suppliers offer similar low rates of 
interest. However, what can set the funders apart 
is the credit limit and funding criteria.

This last issue has led to a rise in the number 
of fleets turning to rental companies. Salford Van 
Hire offers contract hire and long-term rentals on 



Alphabet knows
commercial vehicles
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Alphabet’s experience with LCVs ensures high-quality service

For more information, please call: 0370 50 50 100 or visit: 
www.alphabet.com/en-gb/commercial-vehicle-funding

A
lphabet supplies all makes and 

types of commercial vehicle up to 

3.5 tonnes, including electric vehicles. 

We believe it’s important to match 

commercial vehicle funding to your 

company’s operational needs, depending on 

the nature of your business.  

A leasing provider’s success in delivering 

an excellent service to its customers depends 

greatly on the quality of its supplier network.

Alphabet has an approved conversion 

partner network in the UK. Working closely 

with our network of suppliers enables us to 

deliver a consistent, high-quality approach to 

service levels and to deliver the most 

complex commercial vehicle requirements, 

on time and to the right specification. From 

coachwork to internal and external fit-outs, to 

complete bodybuilding projects, our commer-

cial vehicle experience is outstanding.

Choosing the right supplier Funding

Electrifying LCVs

Seeking to reduce its fleet’s environmental 

impact, Saga Group took delivery of four 

Renault Kangoo ZE electric vans in June 2014. 

The vehicles have been in daily use, moving 

post, office equipment and staff between the 

company’s locations in Kent. 

Fleet and in-house services manager 

Lukas Jansen Van Vuuren described the 

move into EVs as “plain sailing”. He said: 

“The drivers use them all day, plug them in 

to charge at night and come back the next 

morning and off they go. To the drivers, they 

are just like a normal vehicle.’’ 

Alphabet understands that commercial 

vehicle experience counts. Whatever your 

LCV needs, our flexible, comprehensive 

approach will deliver a solution to meet them.

Don’t take our word for it – read what our customers have to say: 

Rotherham, Doncaster and South Humber 

(RDaSH) NHS Foundation Trust enhanced 

its service to thousands of wheelchair 

users in South Yorkshire and north  

Lincolnshire with the introduction of two 

new mobile workshops.

Technicians from the trust helped to 

specify the Ford Transits, which feature 

tail-lifts, workbenches, task lighting and 

storage space for wheelchairs and spare 

parts. Alphabet co-ordinated and guided 

RDaSH through the upgrade. 

Ken Harwood, logistics manager at 

RDaSH, whose team runs 45 LCVs for 12 

departments, said: “The Alphabet team 

gave us all the guidance we needed. The 

new vehicles are everything we were 

looking for in terms of repair facilities, 

environmental issues, mpg and cost.” 

WDH awarded the supply contract for its 

LCV fleet to Alphabet in 2014.

“Alphabet handles our requirements by 

proactively managing our vehicles’  

servicing needs,” said Paul Clarke,  

procurement categories manager at 

WDH. “Irrespective of scheduled service 

intervals, every vehicle undergoes a 

safety inspection every six months. 

“Alphabet uses its scheduling system to 

make sure any compliance checks are 

undertaken and it holds the information 

about what needs to be checked on each 

vehicle, to make sure the drivers are safe 

and only required work is undertaken. 

“The implementation of the contract 

and mobilising the vans was an impor-

tant phase, which Alphabet handled well 

and quickly. It is working very well for us.”  

Alphabet ‘proactively  
manages our vehicles’  
servicing needs’,  
says WDH
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By Liam Campbell

s little as 20 years ago, most large 
fleets would have bought their 
diesel in bulk and stored it on-site,
but the cost of maintaining these 
bunker tanks, along with the ever-
growing list of health and safety
regulations, as well as the potential 

for fuel theft, has meant that an increasing 
number of fleets are switching to fuel cards.

Many fleets view fuel cards as a cost-effective
and simpler alternative to credit cards. They
often offer discounted rates for fuel and any
expenditure can be automatically calculated into 
a single HMRC-approved invoice helping with
the quarterly VAT requirement. This means 
there’s no need for receipt collecting, which cuts 
the level of administration required. 

There are many types of fuel cards and 
providers, so deciding which arrangement is 
best for your business can be complicated. The
good news is many fuel card companies don’t
have a minimum contract length, so in most
cases fleets are free to switch providers as many
times as they like.

Fuel card competition is good for fleets
The fuel card industry is becoming increasingly 
competitive, with companies from various back-
grounds (finance, fleet management, supermar-
kets and oil suppliers) fighting for business.

This is great for businesses, as there are better
deals around, and the levels of customer care to
keep clients on board are higher.

Fuel cards are also making transactions safer. 
Barclaycard was the first big name brand to
offer a ‘chip and pin’ fuel card. Replacing the
older magnetic swipe method has helped to
reduce face-to-face card fraud by 72%.

All fleets irrespectove of their size can tap into
the ‘buying power’ of the fuel card retailers to 
access lower prices which can be several pence
per litre cheaper at the pump. 

The fuel card company can also help identify
and highlight, via exceptional reporting, potential 
discrepancies in spending patterns. 

Allstar is the market leader when it comes to
fuel cards, with more than 1.1 million active
cards in the UK. A key sales proposition is its
online account, which fleets can access 24/7,
where lost or stolen cards can be reported and 
blocked within minutes. 

There’s also a Business Mileage Monitoring 
service, which ensures simple, accurate 
accounting of business and private mileage with 
a HMRC-compliant audit trail.

However, Allstar introduced a charge of up to
£2 per transaction last year, which put off some
small and low-mileage fleets. 

One alternative is to save money with an oil
supplier fuel card, from the likes of Shell, BP 
or Esso.

smaller, you could find yourself having to deviate
greater distances to refuel, which could elimi-
nate the savings.

There are also other things to consider, such
as  if fuel cards can be used to pay toll charges,
and whether they can be used abroad.  

Paul Birkbeck, general manager of GBA
Services, which has a fleet of 150 vans and 100
trucks, says his fleet uses two types of fuel card 
for different types of work.

Does your fuel card work abroad?
“GBA Services currently has two fuel card 
suppliers, one for UK-specific work and one for 
Europe. In both cases, a card is registered to a
specific vehicle. For those vehicles operating in 
Europe, the fuel card will also pick up toll costs,”
says Birkbeck.

“Both our suppliers offer us good coverage 
where we need it the most, as well as flexibility
for ad hoc operations. In addition, our European 
partner provides discounts in our busiest areas
of operation and also handles the VAT reclaim
process.

“Importantly, both companies offer us detailed
reporting, through an online portal. As part of
our ongoing review process, we wanted to be
able to link the fuel card data to the telematics 
systems on our vehicles so that we can compare,
analyse and learn from the information
we receive.”

Fuel cards improve efficiency and save money
Fleets can benefit from discounted pump prices, lower admin costs and less fraud

Choosing the right supplier: Fuel cards

A

“We wanted to be able 
to link the fuel card 

data to the telematics 
systems on our  

vehicles so that we  
can compare, analyse 
and learn from the  

information we receive”
Paul Birkbeck, GBA Services

Fuel cards differ in discount rates, 
network coverage and whether or 
not they charge for transactions

By cutting out the middle man, businesses 
receive greater discounts on fuel and there’s
very rarely a transaction charge. However, the 
discount only applies in designated filling stations 
and, because the network coverage will be
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The Esso Card™ is designe

easier to manage the costs of running 

commercial fleets in the UK and across Europe.

Traditionally, fleet operators either managed 

their fleets on a cash basis, reimbursed driver 

expenses or paid with company credit cards,  

and often used a mixture of all three. As well 

as being inefficient and unnecessarily 

complicated, these methods can increase 

opportunities for fraud and pose a potential 

security risk for drivers.

With the Esso Card™, fleet operators have 

total control over the everyday organisation of 

their vehicles, whether they are trucks, buses, 

coaches, vans or cars. Every transaction is 

logged on a single, VAT-approved invoice, 

helping to reduce the burden of paperwork and 

making administration quicker and easier. All 

invoices are prepared in accordance with the 

Sixth EU VAT Directive, which means no matter 

the country or tax jurisdiction, reclaiming VAT 

owed on fuel spend is quick and easy.

A self-service e-portal enables fleet 

operators to view detailed information on 

; t g

invoices; and to view transactions, including 

fuel, store purchases, automated car washes 

and tolls, 24/7.

The latest multi-card offering of WES, 

combining the Esso Card™ with the UK Fuels 

card, further strengthens the appeal of the 

Esso Card™. The multi-card solution increases 

the number of pump sites available to drivers to 

more than 3,400, without adding to the 

administrative burden, as transactions from 

both cards are logged on the same invoice.

Many companies are also seeing the 

benefits of linking their fuel card account with 

a telematics solution, enabling them to identify 

areas of inefficiency and highlighting where 

staff could benefit from additional driver 

training or where vehicle maintenance could 

strengthen performance. 

Peter Dore, commercial and marketing 

director at WEX Europe Services, says: “More 

and more fleet operators are recognising the 

benefits of the Esso Card™, helping us increase 

our customer base across the UK and Europe. 

The Esso Card™ makes managing your 

business easy, especially if you’re looking 

to reduce administration time and paperwork. 

When used in combination with the UK Fuels 

Card, it gives fleet operators access to one of the 

largest networks in the UK. We’re continually 

developing our product portfolio and services, 

and we’re committed to retaining our existing 

customers through great customer service.”

The fuel card portfolio of WEX Europe 

Services, a joint venture between two of the 

world’s leading fuel card companies, WEX 

and Radius Payment Solutions, currently 

covers national and international locations 

including UK, France, Germany, Italy, Norway, 

Belgium, Netherlands and Luxembourg. 

Choosing the right supplier Fuel cards

TM

Esso CardTM

Multi-card solution 
combines Esso CardTMcombines Esso CardTMTMcombines Esso Card
and UK Fuels card to 
give fleets access to one 
of the UK’s largest fuel 
pump networks

ommercial vehicle operators in the UK 

and Europe can look forward to less 

difficulty, lower costs and more 

detailed performance data when running 

their fleets, thanks to the Esso Card™ from 

WEX Europe Services (WES), and its latest 

The Esso Card™ is designed to make it 

vehicle expenses, statistics and performance; 

to order and block cards online; to manage 
“We’re committed to 
retaining our existing 
customers through 
great customer service” 
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hile dashboard cameras 
have been available to fleet 
operators for decades, it’s 
only been in the past 5-10 
years that advances have 
made the units’ costs low 
enough and their screen 

resolution high enough to be widely available.
Dash cams offer many benefits to fleets, the 

most obvious of which is the ability to provide 
evidence in the event of a disputed insurance 
claim, such as a crash-for-cash. Many insurers 
offer discounts for fleets that have them fitted.

However, there are other advantages. Drivers 
who know their behaviour is being monitored 
adopt better behaviour on the road, which 
reduces accidents, fuel consumption and wear 
and tear on the engine, transmission and brakes.

Dash cams are not a legal requirement, but 
industry associations, such as the Road Haulage 
Association and the Fleet Transport Association, 
encourage their members to fit them. 

Devices should intrude no more than 40mm 
into the swept area of the windscreen wiper 
blades and must not be fitted directly above the 
steering wheel. The law states that video-playing 
devices must not be visible to the driver when 
driving, so they must be able to turn themselves 
off or drivers may have to cover them.

manager via a 3G mobile data connection.
“There is a range of benefits associated with a 

3G system, as opposed to SD storage,” says Raj 
Singh, managing director of Crystal Ball. 

“The camera is always running, but only sends 
clips back to the fleet manager’s portal if the 
G-sensor is activated. This could be because of 
a crash, or even incidents that the fleet manager 
wouldn’t know about, like harsh acceleration 
and heavy braking. 

“We had a driver recently who repeatedly 
drove on the rumble strips of the motorway, 
which highlighted concerns of driver fatigue and 
due care and attention.”

Cameras are also used to ensure compliance 
with duty-of-care and health and safety legisla-
tion. Some suppliers offer vehicle checklists, 
which helps to cut down on paperwork. 

Martin Hazelwood, transport manager at 
Logistics Planning Services, believes 3G 
cameras offer better safety and insurance 
benefits than more traditional models.

“We are committed to using the latest tech-
nology to provide the highest levels of customer 
service, operational performance and duty of 
care,” says Hazelwood. “We recognise the poten-
tial of the 3G vehicle camera, when compared 
with other devices in the marketplace, and we 
expect it to have a significant positive impact on 
road safety and insurance costs.”

Pick the right dash cam to protect your fleet
Cameras can provide evidence in insurance cases, lower premiums and improve driver behaviour

Choosing the right supplier: Cameras

W
Make sure the dash cam your fleet 
chooses is recognised by insurers

caused a shunt. The other driver just drove off 
immediately knowing that he wasn’t going to get 
an insurance pay out,” Singh says.

There is an increasing shift towards premium 
devices with a wider range of services. Some 
dash cams now offer driver aid systems, such 
as collision detection, lane departure warning, 
front collision alert and driver fatigue alert. 

More expensive models are linked to telem-
atics via the sat-nav, which documents the speed 
and location of vehicles. Inward-facing cameras 
can also be used to monitor a driver’s move-
ments and concentration.

Most dash cams record their videos to SD 
cards, but some devices instead send footage of 
suspected incidents (detected via a G-sensor, or 
acceleration sensor, in the camera) to the fleet 

“There is a range of benefits  
associated with a 3G system,  
as opposed to SD storage”
Raj Singh, managing director, Crystal Ball

Prices, quality and functions vary, but the 
budget models often fall short of operators’ 
requirements in terms of quality and function-
ality. Furthermore, a number of these cameras 
are not recognised by insurers, so it is worth 
checking that your supplier is accredited.

“The key considerations for fleet operators 
when choosing an in-vehicle CCTV system are  
‘will it be reliable and will it provide court admis-
sible footage in the event of an insurance claim?’,” 
says Paul Singh, CEO of SmartWitness.

Cameras should provide instant email notifica-
tion as soon as an incident occurs, be  tamper 
proof and state the speed of the vehicle.

“In one recent case, a customer of ours simply 
pointed to the SmartWitness camera he had 
installed when the car in front had deliberately 
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generation of tracking
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Future-proof your fleet, reduce costs and improve driver behaviour with 
Crystal Ball’s comprehensive fleet tracking and 3G HD video solution

To find out more please call: 08450 501 501, 
email: smartcam@crystalball.tv or visit: www.crystalball.tv

S
martCam, Crystal Ball’s latest innovative 

product, delivers a comprehensive fleet 

tracking system with a completely 

integrated 3G HD video solution, ideal for fleet 

managers needing to run efficient and 

effective fleets on one platform. 

At the heart of SmartCam is Crystal Ball’s 

FleetTracker solution, an established GPS fleet 

tracking system launched in 2008 and used by 

thousands of SMEs and local government 

departments. In addition, SmartCam includes 

key functionality like Driver Behaviour and 

Driver ID – which differentiates between 

business and private mileage – and paperless 

vehicle checklists. 

SmartCam’s HD 1080p video recording 

quality provides fleet managers with valuable 

event-generated videos which are sent over the 

mobile network to the Crystal Ball admin portal 

(see Fig.1) and Manager App in real-time, 

allowing operators to immediately view them 

remotely from any desktop or smart-device. 

This functionality enables fleet managers to 

clearly identify and improve poor driver 

behaviour by having meaningful discussions 

around event-generated videos which will 

help to identify dangerous, reckless or tired 

“SmartCam provides 
valuable event- 

generated HD videos” 

driving. Improving poor driver behaviour is 

paramount to reducing fuel costs, vehicle 

wear-and-tear and improving safety.

The SmartCam SC700 device also provides 

drivers with visual and audible speeding and 

fixed-speed camera alerts through onboard 

road speed and speed camera data, which 

is provided under license and updated 

regularly. This not only helps to safeguard 

licenses but also assists with identifying and 

improving poor driver behaviour by warning 

the driver when they are exceeding speeding 

thresholds set by company administrators, 

and when approaching fixed speed cameras.  

Event-generated videos may also provide 

invaluable evidence in respect of accidents 

and subsequent insurance claims, reduce 

claim processing times and can offer 

protection against ‘crash for cash’ scams. 

The FTA recently highlighted the fact 

that crash for cash incidents are a significant 

issue affecting vans and trucks. It said that 

staged accidents targeting vans are rapidly on 

the increase and recommended forward-

facing cameras as both a control and 

preventative measure.

With upcoming and tightened legislation 

impacting fleets, businesses must ensure they 

are operating well-maintained, roadworthy 

and safe vehicles at all times. After new 

sentencing guidelines came into force on 

February 1, companies that breach health and 

safety laws will face fines of up to £20 million, 

making it absolutely necessary that operators 

provide employees with adequate tools to 

conduct daily vehicle checks. SmartCam 

provides paperless vehicle checks which can 

be scheduled to be completed as and when 

required, eliminating tiresome and manual 

processes and ensuring compliance and duty 

of care for employees. 

SmartCam has been developed in-house 

and is a unique product in the market today, 

delivering significant savings, improving fleet 

productivity and providing legislative 

compliance to fleets of all sizes.

Choosing the right supplier Cameras

Fig.1
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Long-term used van values 
continue to rise, says BCA

Advertisement feature

L
ong-term used van 

values are continuing to 

rise, says BCA, despite 

the headline average value of 

a used LCV falling in May. 

LCVs averaged £5,892 during 

the month, down by £74 when 

compared to April. 

However, year-on-year trends 

show that the average LCV sold 

for £334 more (up 6.0%) 

compared to a year ago.

Fleet and lease
The fleet and lease sector 

recorded average values of 

£6,786 in May, a fall of just £32 

(0.4%) compared to April.  

Retained value against MRP 

(Manufacturer Recommended 

Price) fell marginally to 35.70%.   

Year-on-year, values were up 

by £339 (5.3%), with 

performance against MRP 

relatively flat. Both age and 

mileage have dropped over the 

year, with mileage falling by a 

significant 8,355 miles.

Part-exchange
Average P/X LCV values fell 

back by £47 in May, a fall of 

1.2% compared to April, while 

year-on-year values were static. 

Both average age and mileage 

have declined over the year.

Nearly-new
Nearly-new LCV values 

averaged £14,337 in May – a fall 

of £266 compared to April.  

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. 

“Fleet and lease 
values also saw a 
significant increase”
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Average values achieved at BCA in May were up 6%, year-on-year
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Insight: Remarketing

By Trevor Gehlcken

ctivity at auction houses has been strong for much 
of 2016 and values have been hitting record levels. 
However, some experts are expressing concerns 
that the market will now start to get jittery in the 
wake of the referendum vote to leave the EU.

Franchised dealers are worried that the economic uncer-
tainty fuelled by Brexit and exacerbated by negative 
comments from the Bank of England and the Chancellor of 
the Exchequer will persuade people to keep hold of their 
money rather than spend it on a used van.

However, for the moment, the pricing guides are reporting 
that values remain strong, even if conversion rates have 
dipped slightly in recent weeks.

Rupert Pontin, Glass’s director of valuations, said: “We 
have not seen a downturn in activity. Values have not fallen
but conversions rates have dropped a little.”

Pontin added that “70-80%” of the motor trade thought the 
UK would remain in the EU, so “few companies did financial 
modelling on what would happen if we came out”.

He said: “Retail activity is patchy but in auction people are 
still buying. The immediate response [to Brexit] is not the 
calamity that many predicted. We do not see any price 
changes for the next few weeks.”

The auction companies are continuing to talk up the 
market. Manheim has seen year-on-year growth in respect 
of every market performance measure, with online bidding 
playing a major role. 

Its 2016 buyer audiences have been 16% higher than last 
year, with 74% of all vans offered attracting an online bid and 
a third going on to sell to an online buyer. When compared 
to the first five months of 2015, the average selling price this 
year has increased by 6%, or £275, despite near identical 
average age and mileage. 

Matthew Davock, head of LCV at Manheim, said: “I’m stag-
gered that three quarters of the vans we’ve offered so far
this year have attracted an online bid. Compared to last year, 
we have sold 7% more vans online – a total of 32%. We’ve 
seen some sale sections where over 60% of the vans have 
sold online with 100% overall conversion rates.” 

James Davis, director of CV at Manheim, said that the 
performance had been drived by a “step-change” in online 
buyer engagement. 

“We’ve been predicting a paradigm shift towards online 
buying channels and we’re already beginning to see the 
benefits of launching 360-degree high-definition imagery, 
inspection systems and defleet facilities across our network,” 
he added. 

“This eight-figure investment is driving new standards for 
buyers. We’ve held a record number of online-only and bid-
and-buy-now auction events, as well as hosting offsite online 
sales supported by our Mobile Auction Unit.”

While guarding against the referendum vote and the usual 
seasonal downturn over the summer months, Davock 
believed prices would “remain strong”.

He said: “The only note of caution is to vendors with dupli-
cate, damaged and high mileage product. With bid values as 

A

much as 20% behind book, the need for market-reflective 
reserve pricing is key to buyer loyalty and activity.”

At BCA, average prices have been rising steadily for much 
of the year. LCV operations director Duncan Ward said: “The 
LCV market remains generally confident and professional 
buyers were competing strongly for the stock on offer. 

“Average values in 2016 have stepped up significantly from 
last year, as these high levels of demand continue – largely 
driven by the construction and civil engineering industries, 
as well as the courier and online delivery sectors.”

Ward added: “With the summer months upon us, the 
market is now moving into a period when demand and 
values typically remain relatively flat and this year we have 
the distractions of the UEFA Euro 2016 tournament, the EU 
referendum and the Rio Olympics. History tells us events 
such as these have notable if short-term effects on the LCV 
sector and this year will probably be no different. 

“This is likely to put pressure on price and conversion rates 
for volume vendors and means sellers should pay 
attention to remarketing processes and disciplines 
in the weeks ahead. We are also seeing increasing 

74%
Proportion of vans 

attracting online bids 
oportion of 

attracting online bids 
oportion of 

at Manheim
acting online bids

at Manheim
acting online bids

6%
Average price increase this
year, when compared with 

age price incr
year, when compared with 

e price incr

first five months of 2015
y , when compar
first five months of 2015

, when compar

ONLINE BIDDERS KEEP USED VAN 
PRICES HIGH DESPITE BREXIT
Auction halls still full of activity but concerns surface over retail uncertainty after leave vote

Manheim 
reported 74% of 

vans attracted  
an online bid



New van registrations for the 
month of June showed an 
increase of 2.7%, which is 

further good news for the trade and the 
industry as a whole. The new market is 
tracking at a 3% uplift in volume year-to-
date, which is potentially sustainable to the 
end of the year, depending on the state of 
the economy. Some have commented that 
this increase demonstrates there has been 
no impact from the referendum, although it 
is wise to remember that many of these 
registrations are for vans ordered some 
weeks ago that have been on long lead 
times. As such, it could be eight weeks or 
so before any pre- or post-referendum 
effect becomes evident.

Rupert Pontin, director

of valuations, Glass’s 

THROUGH THE 
LOOKING GLASS

“It could be eight weeks 
before any referendum 
effect becomes evident”

What is interesting is that auction 
attendances have increased slightly, 
perhaps evidence of the trade wanting to 
pontificate with peers in a period of 
economic disquiet. Ultimately, activity in the 
trade will reflect retail consumer demand 
and there has only been a limited downturn 
thus far. And before conclusions are drawn 
that this is a negative result of the decision 
to exit the EU, it should be noted that there 
is always a slow-down in footfall and sales 
during the summer months.

Demand remains firm for good quality 
low mileage stock across almost all 
sectors, with top prices paid for the best 
examples. Car-like specification enhances 
demand on smaller vans, but is still 
deemed unnecessary on larger units. With 
Euro 6 legislation coming into force in the 
coming months, watch for spikes in values 
and demand for late-plate Euro 5 units.

With speculation running at an all-time 
high, it is important to remember that 
consumer demand will be based on 
confidence and certainty. Brexit will not 
happen overnight and there is plenty of 
time to ensure a smooth and mutually 
beneficial transition. 

“With the 
summer 
months here, 
the market is 
now into a 
period when 
demand and 
values remain 
relatively flat” 
Duncan Ward, BCA

What the experts say

“We’ve held  
a record 
number  
of online-only 
and bid-and-
buy-now 
auction 
events” 
James Davis,

Manheim

“Looking 
ahead, it  
is highly 
unlikely there 
will be any 
let-up in the 
supply of 
used LCV 
stock” 
John Watts, Cap

Insight: Remarketing

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

org/remarketing

Online

3%
Decrease in overall number of 
LCV auction entries, according 

to Cap Red Book
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volumes of same make, base specification stock in 
the current market. Many are from rental sources, 
typically finished in white and are often in poor 

condition. While the better examples will sell well, the poorer 
examples need to be very keenly-priced to attract buyers.”

Experts at Cap Red Book report sale catalogues brimming 
with entries, although there were some supply variations by 
model. John Watts, senior editor, said: “While some models 
seemed to be thin on the ground compared to previous 
months, there was an abundance of some of the most 
popular models, notably Volkswagen Transporter T5s, old 
shape Vauxhall Vivaro and Ford Transit 280.

“According to the LCV auction sale catalogues, which we 
monitor daily, there was a 3% decrease in the overall number 
of entries. All of the sales we watched were well-attended 
and very busy in terms of bidding activity. If anything, the 
internet seemed quieter than normal, which may have 
something to do with the strength of the bidding in the halls.”

However, with dire warnings being issued over the EU 
referendum, Watts said: “Amidst reports of growing 
economic uncertainty and faltering retail demand, this 
suggests a shift in the delicate balance between supply and 
demand in favour of buyers.

“As always mileage and condition are important factors 
and discerning trade buyers certainly seemed picky at times. 
Late-plate high mileage vehicles, particularly Sprinters, 
proved very popular and most likely bound for foreign 
climes. Looking ahead, it is highly unlikely there will be any 
let-up in the supply of used LCV stock and already we are 
seeing some models teetering on the edge of over-supply.” 

In contrast, Glass’s Guide senior commercial vehicle editor 
Andy Picton said late-year models in the large panel van 
sector were struggling to sell. 

However, clean stock with warranted miles and a full 
service history was performing well. 

“With values of two-to-four-year-old vans holding strong 
in the marketplace, newer, later plate stock has got little 
wriggle room when compared to a discounted brand new 
example,” Picton said.

“Some vendors still continue to hold out for top money on
late-plated vans, seemingly oblivious to the discounts and
finance deals available on new products. The unavoidable 
conclusion to this is that we are seeing downward pressure 
on late-plated stock in the used market, which has been 
reflected in some of our value movements.”
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The Commercial Fleet Fleets Informed 
programme is designed to deliver advice 

and knowledge to fleet decision-makers. In 
this section, the four Fleets Informed commercial 

partners examine the best ways to choose and 
work with the right supplier

IN PARTNERSHIP WITH



FLEETS INFORMED

Aura Graphics has the experience and resource to be able to 
deliver projects of all sizes, as DPD Group’s case study proves

C
ommercial fleet rebrand projects 

can be complex, so it is important 

to select the right partner to help 

you achieve your goals, without impacting 

on operations. Aura Graphics has the 

experience, resource and capability to 

deliver the most challenging of national 

rebrand projects, and the recent rebrand 

of the DPD Group fleet is testament to this.

The requirement for the project was to 

rebrand more than 4,500 vehicles across 

56 depots throughout the country, while 

ensuring complete consistency of brand 

presentation, so the company’s years of 

experience gained on similar projects 

were put to good use. 

Effective planning and project manage-
ment
Richard Penn, brand implementation 

manager at Aura Graphics, says: 

“Managing this scale of project success-

fully requires close working with the 

customer and consideration of needs to 

ensure minimal disruption to operations, 

which is why we work with customers at 

the early stages of a project. By discussing 

everything thoroughly ahead of imple-

mentation we can address the specific 

needs of each customer and reduce risk.

“With the DPD rebrand, not only did we 

have a large-scale national project across 

multiple sites, but also complexities of 

vehicle variance and a mixture of owned 

fleet and owner-driver franchise fleet.  So 

consistency of approach was absolutely 

paramount to the success of the project.” 

Aura Graphics meets these needs by 

supporting the customer with a multi-

layered project team approach. Delivery 

of the project is the responsibility of the 

project manager who, in turn, is supported

by team leaders for each of the installa-

tion crews and dedicated internal account 

management to oversee project reporting 

and communications. 

“By having this multi-layered approach, 

we deliver accountability at every stage of 

the project,” says Penn. “The project 

manager is in daily contact with the 

installation crews, depot and central 

project contacts to ensure we are aware 

of changes in requirements and business 

operations that may impact on the project.  

Meanwhile, team leaders manage the 

installation process at granular level to 

ensure consistency of finish and brand 

presentation across all vehicles. All infor-

mation is then centrally coordinated via 

the internal account manager, so we 

provide the customer with a clear cohe-

sive flow of information. 

Maintaining standards and doing the 
brand justice
A successful rebrand project requires 

Rebrand your fleet  
– the right way



more than project management, however. 

As Will Bunn, key account manager for 

Aura Graphics explains: “We worked with 

DPD right from the conceptual stage of the 

rebrand project. First of all, working with 

the creative agency to assist with making 

sure the design was suitable for all the 

different vehicles in the DPD fleet and that 

it was viable for commercial production. 

“Being involved at this early stage really 

does help deliver the project efficiently, as 

finer details can be ironed out ahead of 

implementation. We also worked with DPD 

to select the right material specification to

deliver consistent brand presentation, not 

only during this project but throughout the  

life of the vehicle.” 

Brand presentation should never be 

overlooked as a vital component of fleet 

branding. Tim Jones, director of marketing 

for DPD, is very clear that this was central 

to the project. “Our fleet is a very visible 

part of our business and is often the 

primary consumer-facing element of our 

brand, so it is integral to our brand strategy 

and a strong component of our customer 

engagement,” he says. 

“So it is important that quality and 

consistency is maintained at all times.  

Brand guidelines, colour-ways and brand 

presentation are paramount. Aura has an 

understanding of the importance of this 

from the start and worked closely with our 

business from initial concept through to 

implementation.  It took a cohesive app-

roach to the rebrand project that delivered 

the brand standards we needed. It also 

worked with us to consult on material and 

production specifications to ensure our 

brand presentation is never compromised 

through the whole vehicle life.”

Being flexible and keeping control
There are other considerations, too. “The 

variances on this type of project can be 

huge – variance of vehicle, operating 

times, last-minute changes to plan, vehicle 

condition and installation skill levels all 

have an impact,” says Penn. “For example, 

we provide DPD with a full manufacturer 

backed warranty on all fleet branding. But 

central to this is the quality and accredita-

tion of our installation crews. Operating 

such a large directly employed installation 

department is a definite strength, as we 

have absolute control of quality and 

training. This gives us the confidence to 

deliver such large projects in a controlled 

and accountable way and to react quickly 

to project changes as we have control of 

resource and demand planning.”

Aftercare is another important element of 

brand control and one that Aura delivers 

on. By providing DPD with managed stock 

control and online ordering, they can 

guarantee that ongoing fleet branding 

requirements are met within very tight 

timeframes and consistency of brand is 

maintained. Bunn says: “By holding stock 

of the brand items we can fulfil accident 

damage livery repair requirements within 

48 hours of receiving the order and know 

that the parts supplied are an exact match. 

All too often I have seen repairs being 

handled by third parties and the livery is 

rarely the same as the rest of the van, but

we help control this so your brand presen-

tation is never compromised.” 

It is clear that the successful delivery of 

fleet branding requires attention to detail

across many facets of your business and 

that experience is key. By engaging with 

Aura Graphics as early as possible in the 

brand project you can benefit from these 

and enjoy a successful project. 

Call us on: 0845 0525 241 
Email: fleet@auragraphics.com
Visit: auragraphics.com
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“having a multi-layered 
approach, we deliver 

accountability at every 
stage of the project”
Richard Penn, Aura Graphics
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BT Fleet assisted the iconic establishment with running its fleet 
maintenance, previously handled by an in-house garage network

The Post Office – a trusted provider of 
essential services
With a heritage of more than 370 years, 

Post Office Ltd is one of the UK’s most 

iconic establishments. Providing key 

services at the heart of thousands of 

communities, with more branches than all

of the UK’s banks and building societies 

combined, it is a commercial business 

with a public purpose. Today, you will still 

find a Post Office within three miles of 

99.7% of the population, while the busi-

ness has an estimated social value of 

£2.3 billion. 

In 2012, the Post Office separated from 

Royal Mail, during the latter’s privatisa-

tion process, and ever since has been 

embarking on a new era of growth and 

modernisation as an independent, multi-

channel business, with a particular focus 

on financial services and mail products.  

The decision to outsource 
Following the Royal Mail privatisation, 

Post Office remained under public owner-

ship – with it coming under intense public 

scrutiny. The business was required to 

outsource its fleet maintenance agree-

ment for its fleet, something that had

previously been handled by an in-house 

garage network. The team behind the 

project needed to ensure that the right 

partner was selected as the effectiveness 

of the fleet operation was critical to busi-

ness performance. 

Meanwhile, the Mobile Post Office 

service ensures that 250 communities 

across the UK stay connected and are 

visited by a fully-equipped van offering a 

full range of Post Office services. These 

communities are visited at regular times 

and days each week and are easily 

accessible for elderly or disabled

customers.  

Due to the bespoke nature of the Post 

Office’s cash in transit and Mobile Post 

Office fleets, alternative vehicles cannot 

be hired and, in turn, any disruption to

service can be extremely damaging, at a 

local and national level. Because of this, 

it was essential that services across the 

Post Office were maintained via an exem-

plary fleet network to ensure that local

communities and businesses were not 

affected and customer needs were met.

Success was crucial during this period 

of transformation, as well as internal and 

external support on the venture as the 

future of one of the nation’s most recognis-

able public companies.

Outsourcing success for t

“BT Fleet  
has been an 
extremely supportive 
and responsive 
partner that  
understands  
the importance  
of our operation“
Rob Leslie, Post Office Ltd

Specifically, the Post Office team was 

looking for a fleet partner to manage two 

critical fleets; its cash-in-transit fleet and 

its Mobile Post Office fleet. Both are key to 

the continued success and evolution of the 

business and each fleet has specific 

requirements. 

The cash processing service provides 

flexible, reliable and good value cash-in-

transit operations which ensures that 

cash is picked up and deposited safely 

and efficiently to the bank. Vehicles are 

high specification, with security being the 

top priority. 



r the Post Office

For more information: Telephone: 0800 032 0012

Email: sales@btfleet.com Web: btfleet.com

FLEETS
I N F O R M E D

CommercialFleetBrought to you by

O U T S O U R C E D  F L E E T
M A N A G E M E N T

The BT Fleet solution
Post Office Ltd selected BT Fleet to manage 

its two distinct commercial fleets. BT Fleet 

was chosen for many reasons including 

the company’s particular expertise in 

running mission-critical fleets and experi-

ence in cash-in-transit operations. BT Fleet 

maintains the 450-strong combined fleet 

through a dedicated in-house garage 

network and via carefully selected part-

ners. This tried and tested framework 

provides support for specialist vehicles or 

those with particular requirements, such 

as mission-critical and security vehicles. 

As well as vehicle maintenance, BT Fleet 

delivers fleet management support, 

including proactive event management of 

the Mobile Post Offices. This is particularly

important to the Post Office, as the mobile 

branches provide significant support to 

local communities and people are reliant 

on the services they provide.  

Improved fleet performance 
The bespoke approach to outsourced fleet 

management by BT Fleet has enabled the 

Post Office to perform in three key target 

areas – having a proactively managed 

fleet, improving maintenance manage-

ment on all vehicles and ensuring that 

vehicles are compliant. There has also 

been a significant improvement in vehicle 

availability. 

Since the partnership began, BT Fleet 

has delivered a dramatic improvement 

in the first-time MOT pass rate for the Post 

Office’s operator licenced fleet from 83 

to 96%. 

Rob Leslie, fleet contracts and projects

manager at Post Office Ltd, says: “The Post 

Office is fast transforming into a modern, 

customer-focused business. Equally, it is 

respected and trusted by the public as 

part of the fabric of our society. We provide 

an important touchpoint between the

public and government and have a long

history of successfully providing indispen-

sable government services. The work that 

we do also has a significant impact on 

local communities and it is vital we keep 

people across the UK connected to essen-

tial services via the Post Office network” 

“This is why it is crucial that our fleet 

operation is effective and we maintain 

service to our 11,500 Post Offices and the 

communities which they serve. Relation-

ships with our customers are vitally impor-

tant on a national and local level, and we 

cannot let them down. We are therefore 

reliant on excellence from our suppliers to 

ensure we continue to meet the needs of 

our customers. BT Fleet has been an 

extremely supportive and responsive 

partner that understands the importance 

of our operation. 

“As well as helping us to improve signif-

icantly our vehicle maintenance 

programme, the team has also given us 

unprecedented access to our industry 

peers, which has enabled us to bench-

mark against other companies striving for 

fleet excellence.” 

Acting managing director Henry Brace 

explains: “To ensure continued success, 

the Post Office needed to evolve and, in

order to achieve this, it was essential that 

its fleet was managed efficiently and 

effectively. Outsourcing fleet management 

has obvious immediate cost savings, but 

there are also longer-term benefits. BT 

Fleet was able to improve processes and 

management, drawing from our experi-

ence in running mission-critical fleets, 

such as G4S.

“We are extremely proud to be able to 

partner with such a well-respected and 

important business. We will endeavour to 

continue delivering added value services 

to the Post Office and do our bit in ensuring 

the continued success of the organisation.”
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or the purposes of this article, 

let’s assume that you’re

committed to sourcing part or 

all of your fleet through a rental 

agreement, either one of, or a 

combination of, leasing, contract hire, 

flexible rental or spot/daily hire. (And, 

quite honestly, why wouldn’t you? For 

most businesses nowadays, the case for 

buying and maintaining your own vehi-

cles really doesn’t stack up.)  

Here are three suggestions for identifying 

the right partner for your business and 

getting the most out of the relationship. 

1
Can they supply the vehicles?
It may seem like an obvious 

place to start, but failing to 

consider the fleet size, profile and range 

when selecting your preferred rental 

supplier can (and usually does) result in 

poor service and performance. While 

price is obviously a key consideration, it 

should not be the only one (and certainly 

not to the detriment of vehicle availability, 

service and support).

If you’re the type of operator that knows 

exactly what vehicles you need, when you 

need them and how long for, providing a 

detailed list for your rental partner to 

adhere to is a relatively simple and 

straightforward process.  

But not everyone has this level of internal 

expertise or resource. And if you don’t, 

it’s important to partner with a supplier 

that has sales and support teams with 

hands-on knowledge, developed through 

decades of experience. 

Choose the right rental partner and 

you’ll have a team of people with in-depth 

knowledge of manufacturers’ specifica-

tions, options and feasible modifications. 

And they can work with you to evaluate 

how the vehicle will be used and make 

recommendations on configurations and 

service plans to help maximise efficiency 

and minimise the risks that come with 

operating any commercial vehicle.  

“Enterprise Flex-E-Rent has proven its 

willingness to invest in order to fulfil our 

specialist needs,” says Joe McDade, trans-

port manager at City Building (Glasgow) 

LLP. “It already provides hundreds of 

expertly-maintained vehicles when and 

where we want them, liveried and kitted 

out to our specification, all with no strings 

attached and no financial liabilities. The 

new trucks are a further example of their 

willingness to go the extra mile.” 

2
Are they willing to be flexible?
Flexibility is key in commercial 

vehicle rental; you need a 

supplier who can be flexible to your 

needs, with excellent service and long-

term support. Whether you need a 

standard panel van to plug the occasional 

gap, or a longer term solution with tippers, 

grabs, temperature controlled vehicles, 

minibuses, accessible vehicles or even 

large articulated HGVs, your rental 

provider of choice should be able to meet 

these demands in order to keep your busi-

ness running.  

Of course, simply providing the vehicles 

How to identify the 
right partner and 
develop a winning 
relationship 
with them

Three simple ways to ge
most from your rental pro

you need on a flexible contract term is just 

one part of the story. Inspections can be a 

big disruption to your business, so it’s 

important you find a supplier who is flex-x-x

ible and has a proactive approach to 

vehicle management. An experienced 

maintenance team that works with you to

make sure the inspection happens, with 

minimum disruption to your business, is a 

must. It also makes a big difference 

having a dedicated account manager, so 

you always deal with someone who 

understands your business and the type 

of support you really need.

“We need to source vehicles at very 

short notice to fulfil our contractual obli-

gations and Enterprise Flex-E-Rent 

provides us with the correct vehicles, at 

the right time, and in the right place,” says 

Evolve MD Neil O’Halloran. “They even 

supply minibuses to assist our drivers 

when collecting vehicles. Our property 

maintenance runs on a daily appointment 

system, so it’s essential that our fleet trans-

port operation and support is as efficient 

F



“We cannot afford to have unnecessary down 
time and this is where Enterprise Flex-E-Rent’s 
performance is exemplary, supported by customer 
service that is second to none”
Neil O’Halloran, Evolve
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For more details, please call: 0800 328 9001  
Email: FER_info@ehi.com or visit: flexerent.co.uk

with specialist features at very short notice. 

It could be mobile technicians proactively 

maintaining your vehicles on-site or out of 

business hours to minimise off-road time. 

Or it could simply be assigning someone to 

take personal responsibility for making 

sure your needs are being met each and 

every day.

Of course, not every situation can be 

planned for in advance, so if you do have 

a vehicle issue or have been involved in an 

accident, you need to be able to rely on 

your supplier 24 hours a day, 365 days a 

year. In these situations, it’s important you 

are speaking to an individual with experi-

ence of your business, and preferably 

someone who is adept at handling complex 

fleet requirements on a daily basis. The 

knowledge and expertise required for 

managing highly sensitive fleets, such as 

accessible patients or refrigerated trans-

port, guarantees a level of expertise.  You 

know you’re speaking to someone who is 

trained to deliver local support and a first 

class service to you. 

“We were so impressed by the way Enter-

prise Flex-E-Rent were able to meet our 

short-term requirements that we were keen 

to extend our partnership with a long-term 

deal,” says Kevin Waters Alliance Flooring. 

“Their customer service has been excellent 

and the fact that they service the vehicles 

at a time that suits us helps minimise any 

potential downtime in the working week.”  

as possible. We cannot afford to have 

unnecessary downtime and this is where 

Enterprise Flex-E-Rent’s performance is 

exemplary, supp-orted by customer service 

second to none.” 

3
Supporting your business 
Of course, being able to supply the 

vehicles is the main element in 

commercial vehicle rental. However, you 

should also be looking for a supplier who 

wants to make a difference to your business 

by understanding not just what you need, 

but also what you are trying to achieve. 

This might mean being flexible enough to 

help you manage the peaks and troughs of 

seasonal demands, or providing vehicles 
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A good fleet management system can revolutionise your  
business, as the local authority discovered with FleetCheck

“The use of visual alerts and  
automated emails within FleetCheck  
means that compliance is no longer  
a constant worry”
Carl Nicholson, North Somerset Council

n June 2014, FleetCheck was 

approached by North Somerset 

Council. The Council had made the 

decision to tender for a fleet manage-

ment solution that would replace its 

existing system, in a bid to improve their 

internal management and controls. 

The council runs a diverse fleet of vehi-

cles that includes minibuses, HGVs and 

4x4s, as well as cars and vans – 110 vehi-

cles in total. Varied fleets like this can be 

difficult to control, and North Somerset’s 

fleet manager Carl Nicholson was finding 

that, as the fleet grew, data was becoming 

increasingly fragmented. He concluded 

that the complex array of spreadsheets 

they’d relied on to date were hindering 

instead of helping his job, and so a fleet 

management system (FMS) solution was 

quickly brought in, promising to solve all 

of the council’s fleet headaches.

Sadly, it wasn’t to be the miracle cure it

had hoped for. The system it had selected 

proved to be unsuitable for the organisa-

tion’s requirements, and North Somerset 

Council was soon back on the hunt. This

time, however, thanks to its hands-on 

experience of modern fleet software, it 

were armed with a very clear wish list. It 

I
also appeared that their timing was just 

right as, since their previous review some 

years before, a number of cost-effective, 

web-based fleet management solutions 

had emerged onto the market and 

changed the way that companies viewed 

the concept of fleet software. 

Nicholson says: “Migrating to FleetCheck 

was a simple business decision because, 

first and foremost, FleetCheck is much 

more cost-effective than our previous 

system. But it’s not just about cost. 

FleetCheck makes it easy to bring a multi-

tude of fleet data sources into one place, 

and for a diverse fleet like ours, that’s a 

fundamental requirement. 

With minimal effort I was quickly able to 

set up an automated integration of data 

from Quartix, our telematics provider, as

well as regular imports from our various 

fuelcard providers. 

Benefits were felt instantly: I no longer 

had to search numerous systems for infor-

mation on our drivers, vehicles and costs; 

it was all here in one place, and I could

pick and choose the reporting options that 

were right for me and for others within the 

council’s hierarchy. Very quickly, we 

found ourselves regretting that we hadn’t 

discovered FleetCheck in the first place!”

Migrating to FleetCheck was hailed a 

resounding success, and North Somerset 

Council quickly found that evolving tech-

nology and data intelligence, when 

combined with FleetCheck’s intuitive user 

interface, helped to transform the manage-

ment of its fleet. A fleet review programme 

was quickly implemented and, thanks to 

the effective combination of vehicle telem-

atics, accident cameras and the use of 

FleetCheck’s software, the council recently 

reported a significant reduction in its fleet 

operating costs in the 18 months since 

the migration.

“The system is so effective that we have 

been able to free-up time and resource 

equivalent to two full-time employees,” 

says Nicholson. “This resource was 

deployed elsewhere within the council, 

saving circa £40,000 per annum in back-

office costs.”

Regarding the trials and tribulations of 

juggling cost control, legal compliance 

and operational efficiency, Nicholson 

says: “The use of visual alerts and auto-

mated emails within FleetCheck means 

that compliance is no longer a constant 

worry. Working relationships with our 

maintenance contractors are also greatly 

improved due to the free flow of informa-

tion within the system, to the extent where 

I have been able to confidently hand over 

the day-to-day responsibility of regular 

maintenance work scheduling to the

contractors, using their own access within

the system. 

“I still have full visibility and control, but 

the process no longer relies on my inter-

vention at each stage – it just flows 

smoothly and everyone involved knows 

exactly what to do.”

Now in its tenth year, FleetCheck’s fleet 

software is relied upon by hundreds of 

organisations spanning the length and 

breadth of the UK and a wide-ranging 

mix of industry sectors. Every fleet is, of 

course, different, but whatever the compa-

ny’s size, type or background, a funda-

mental set of rules apply that are intrinsi-

cally aligned to compliance. Quite simply, 

whether you operate five or 5,000 vehicles, 

you are responsible for ensuring that your 

vehicles and drivers are both safe and 

legal, and that those who are placed 

behind the wheel are educated, protected 

North Somerset Council r
the benefits of a robust FM



“At FleetCheck we 
pride ourselves in 
our ability to deliver 
solutions that get 
straight to the heart 
of a company’s fleet 
challenges”
Peter Golding, FleetCheck

For further information and a free demonstration,  
call: 01666 577928 or email: sales@fleetcheck.co.uk
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“Our clients enjoy an intuitive user inter-

face, and with its ability to connect and 

combine a multitude of data streams, 

FleetCheck gives a complete insight into 

every conceivable aspect of fleet manage-

ment. Ten years in, we are more 

committed than ever to delivering excel-

lence and helping fleet operators gain 

peace of mind. 

“We’re proud to be right at the cutting 

edge of fleet software development, and 

we’re looking forward to the next decade 

of success.”

and managed. Driving is probably one of 

the riskiest activities a person does during 

the course of their working day and, when 

you consider the serious implications of 

getting it wrong, it doesn’t take much 

imagination to see why robust fleet 

management practices cannot and must 

not be overlooked.

FleetCheck also understands that one of 

the greatest difficulties for fleet operators 

is that they are dealing with a constantly 

changing sector. Changes to legislation, 

technology and best practice are frequent, 

and smart fleet managers must stay 

ahead of the game. 

 Some of the most critical changes

affecting fleets in the recent past revolve 

around legislation. The much talked-about 

Corporate Manslaughter Act 2007 trans-

formed fleet management, and was 

closely followed by a series of further 

changes, culminating in the new 

sentencing guidelines that came into force 

in February 2016. 

The scale of change has – quite under-

standably – left many companies fighting 

to keep up, and furthermore, the sustained 

impact of the financial crisis has left them 

still endeavouring to manage fleets with 

diminished resources and expertise. With 

all of these challenges to juggle, it’s little

wonder that companies feel vulnerable.

FleetCheck’s founder and managing 

director Peter Golding says: “At FleetCheck 

we pride ourselves in our ability to deliver 

solutions that get straight to the heart of a 

company’s fleet challenges. 

“Working alongside a trusted network of 

fleet industry leaders over many years has 

resulted in an FMS that is intelligent and 

powerful, yet surprisingly user-friendly. 

l reaps 
t FMS



The right vehicle at the right price.

FNBG is free to use and enables companies to make the right buying decisions 
each time they need a new car or van. We’ll show you how much money you’re 

saving and we’ll even bring you special offers on relevant vehicles.

If you’re interested in better deals, quicker, go to www.fnbg.deals and 
complete the FNBG preregistration form to secure your membership.

1 The combined demand from hundreds of businesses like yours

2 Multiple companies competing for your vehicle order

3 A service that’s completely free to use

4
 
Special vehicle offers brought to you when available

A free members-only service dedicated to 
getting better prices for cars and vans.



Special edition  
Mercedes-Benz Sprinter
Following the success of the 20th anniversary edition of the 
Mercedes-Benz Sprinter last year, the German manufacturer 
has revealed yet another special: the Premium Edition.

 Available at 3.0 and 3.5 tonnes gross vehicle weight across all 
engine variants, the special van will offer, in addition to the 
standard spec, an integrated Becker sat-nav system, chrome 
effect radiator grille, colour screen infotainment system, 
air-conditioning, comfort driver’s seat, an outside temperature 
gauge and special wheel trims.

In addition, Sprinter Premium Edition also benefits from 
crosswind assist, which supports the driver in strong, gusty side 
winds through automatic brake interventions, adaptive brake 
light to indicate a critical braking manoeuvre, adaptive electronic 
stability control – the dynamic control system that also takes 
vehicle load into account – and rescue assist QR code stickers, 
which gives emergency services critical information at the scene 
of an accident.

Long wheelbase hi-roof versions are available for business 
users with a £19,171 deposit plus £379 per month for two years.

Nissan NV300
Nissan is about to unveil its new NV300 medium 
panel van. The vehicle will be a reworked Renault 
Trafic and will replace the old Primastar. A variety 
of models will be available from the autumn and, 
uniquely, the NV300 will carry a five-year/100,000-
mile pan-European, manufacturer-backed policy that’s fully transferrable to 
second and subsequent owners. It includes five years’ roadside assistance cover.

SsangYong Rexton van
SsangYong has launched a new Rexton van with a 2.2-litre Euro 6 engine and priced at £19,495 on the road.

The new vehicle is built on a steel ladder chassis and has a 3.0-tonne towing capacity. With the newly-devel-
oped e-XDi220 turbodiesel engine, maximum power is increased to 178hp and torque to 295lb-ft. Maximum 
torque is delivered from 1,400rpm and maintained through to 2,800rpm for smooth driving from low revs. 
CO2 emissions have been reduced to 184g/km, while fuel economy is 40.4mpg on the combined cycle.2

The cabin has been given a refreshed new look. Aluminium-effect and chrome finishes have been added 
and the list of standard equipment now includes cruise control, air-conditioning, electrically-operated 
windows and heated door mirrors, leather covered steering wheel and gear knob and CD/RDS radio with 
iPod and Bluetooth connectivity.

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
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WHAT’S NEW IN THE VAN AND TRUCK WORLD...

New launches

Citroën Nemo/Peugeot Bipper
The death knell has 
sounded for the 
Citroën Nemo and 
Peugeot Bipper after 
it was revealed that 
the two firms will not 
be taking the 
facelifted original 
model from maker 
Fiat.

These two vans are 
clones of the Fiat 
Fiorino but, while PSA 

Group will be taking the upgraded Euro 6 engines, the old model will remain “for 
a couple of years” before being scrapped.

Citroën’s UK LCV chief Jeremy Smith said the decision had been made due 
to Nemo’s lack of financial viability. He said the bigger Berlingo achieves better 
residual values than the Nemo, adding: “You can contract hire a Berlingo 
for less than a Nemo.”

Nick Crossley, head of business sales at Peugeot, said: “The Bipper will 
absorb the Euro 6 engines but not the facelift. The RVs are not enough to invest 
in the facelift.”

Crossley predicted Peugeot would cover the gap left in its portfolio by the 
departure of the Bipper by extending its next Partner model range.

“We have plans to develop a new Partner – it would be sensible to develop a 
vehicle to cover the Bipper,” he said.
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By Trevor Gehlcken

he medium panel van sector is one of the most 
hotly contested in the UK’s light commercial 
vehicle world at the moment, with several new 
models launched in the past three years offering 
superb build quality, improved fuel economy and 
previously unheard of levels of ride, handling and 
technology.

The Volkswagen Transporter was traditionally seen as 
sector leader, but Ford’s new Transit Custom well and truly 
upset the apple cart when it was launched back in 2013, 
challenging the German rival in many of its best areas.

Renault and Vauxhall added to the fray with their new Trafic 
and Vivaro – all of which left the PSA Group trailing the field 
among the mainstream manufacturers with their Citroën 
Dispatch and Peugeot Expert.

But in September the French carmakers will be officially 
launching new models – and, being totally new vans rather 
than upgrades, they once again set the scene for a battle 
royale in the mid-ranges.

The two vans are clones of each other and differ only in 
their front grilles. This van will also feature as the Toyota 
Proace, incidentally. 

After the official launch at the CV Show in April, Commercial 

Fleet was invited to drive the new vans in left-hand drivet

format on varying roads around Paris. 
It soon became clear that these vehicles are worthy fleet 

contenders, with several best-in-class features and a host 
of new technology on board.

The new van is based on the Citroën C4 Picasso/Peugeot 
308 platform, albeit modified to cope with the stresses and 
strains of commercial vehicle life. Uniquely in the sector, 

T

 NEED TO KNOW 
n Class-leading fuel economy, at 55.3mpg

n Lower CO2 emissions than previous versions2

n Diesel-only, with AdBlue facility

Best-in-class features and new technology boost fleet appeal

CITROËN DISPATCH/PEUGEOT EXPERT 
MODEL:  RANGE

three body lengths will be available – compact, standard and 
long – and, while no high roof versions are on offer, maximum 
cargo volume is 6.6 cubic metres, while payloads go up to 
1,400kg – well up with all the rivals in the sector. 

Using the flap in the bulkhead, loads of up to 4.02 metres 
can be accommodated. Gross vehicle weights rise from 2.6 
to 3.1 tonnes.

One of the reasons PSA doesn’t offer a high roof option is 
that, at 1.9 metres high, this van can go under the barriers 
in most city car parks, whether over or underground.

Under the bonnet, two powerplants will be available, both 
diesel, at 1.6- and 2.0-litre. No petrol and electric versions 
are planned. These offer power outputs of between 95 and 
180hp and all come with an AdBlue tank which helps the 
vans comply with the tougher emissions standards that will 
apply after September this year.

PSA reckons a tankful will last for 9,300 miles. The tank is 
filled via a flap in the front of the vehicle. CO2 emissions will 2

be less than those in the current vans (as low as 133g/km). 
Fuel economy is impressive, with the most efficient engine 
slated to return a class-leading 55.3 miles per gallon on the 
combined cycle. Environmentally-friendly ‘Blue’ versions 
also get stop-start as standard.

Meanwhile, service intervals are stretched to 25,000 miles 
or two years, again adding to the van’s low cost of ownership.

In addition to van versions, there will also be a chassis-cab 
on offer plus crew van and combi variants with up to nine 
seats. Prices go from £17,495 to £24,195.

As with most new vans nowadays, safety systems abound. 
In addition to the now-statutory ABS brakes and ESP traction 
control, PSA is offering the option of blind-spot monitoring, 
a vision pack with rear radar parking and assistance equip-
ment, extra grip control, a road sign reading device with 
speed limit recommendation, a driver attention alert system, 
lane departure warning system, automatic main beam
switching and active safety braking which stops the van 
when a crash is imminent. This works up to 18mph. Above 
this speed, the brakes will be applied to help minimise any 
damage that occurs. 

Payload 

1,400kg

Fuel economy 

55.3mpg

C02 emissions2

133g/km

Basic price

£17,495

First drive

KEY RIVAL
Volkswagen Transporter T6
Gross vehicle weight (kg): 2,600-3,200
Power (bhp/rpm): 84/3,500-204/4,000

Torque (lb-ft/rpm): 162/1,250-295/1,400

Load volume (cu m): 5.8-9.3
Payload (kg): 745-1,331
Comb fuel economy (mpg): 34.4-47.9
CO2 emissions (g/km): 2 153-219

Basic price (ex-VAT): £17,745-£32,680

SPEC
Gross vehicle weight (kg): 2,610-3,100
Power (bhp/rpm): 95/3,750-180/4,000

Torque (lb-ft/rpm):Torque (lb-ft/rpm):T  154/1,500-:
273/2,000

Load volume (cu m): 4.6-6.6

Payload (kg): 1,098-1,400

Comb fuel economy (mpg): 51.4-55.3

CO2 emissions (g/km): 2 133-144

Basic prices (ex-VAT): £17,495-£24,195 

Little variation between new Citroën 
Dispatch (above) and Peugeot Expert
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VERDICT
Good looks, 

reasonable front-end 

prices, dazzling fuel 

economy and a host  

of new safety and 

technology features. 

The new Citroën 

Dispatch and Peugeot 

Expert look ready to 

really set the medium 

van sector on fire.

ment and sat-nav system, which comes courtesy of TomTom, 
but it was sad to see that it only comes as standard on the 
Professional and Enterprise variants. Lowest spec vans only 
get a digital radio and Bluetooth connectivity. As the old
Dispatch came with a standard Teletrac sat-nav and theft 
tracking unit (which is now being ditched), that seems a 
somewhat backward step.

While on the gripes front, we also felt the plastics used in 
the cab seemed a little downmarket. 

However, there were certainly no complaints once the 
engine was fired up. It is extremely quiet in the cab, even at 
autoroute speeds and, with a nice slick gearchange and light 
clutch action plus pin-sharp handling, this van is as car-like 
as any commercial vehicle is going to get.

The 150hp version proved smooth and powerful but, for 
business use, the smaller engined van is the likely fleet 
choice. Not only did it feel perky and quite up to the job of 
lugging full loads around with gusto but, more importantly 
for fleets, it’s £4,445 cheaper to buy.

But probably the biggest selling point of this van is its class-
leading fuel economy. That 55.3mpg on the combined cycle 
simply knocks every rival into a cocked hat. And that fact 
alone should ensure its success in the fleet market.

All this adds up to a five-star Ncap crash-test rating.  All 
of these options, however, are paid-for extras, so only fleets 
willing to invest in safety will get to use them.

The same goes in the technology stakes. There’s a seven-
inch touchscreen on offer, which can also be operated by 
voice for navigation, media and telephone features, a facility 
which flags up not only where fuel stations are but also the 
prices they are charging and a ‘mirror’ system, so that the 
driver’s smartphone can be linked up to the van. There is 
also the option of a fleet management package which moni-
tors the driver’s behaviour and fuel usage on the road.

Interestingly, PSA is now offering to fit its fleet manage-
ment functions to other vehicles too, so companies which 
run a variety of marques will be able to ‘bundle’ the package 
together across their entire fleets.

We drove two vans on the test route, which included twisty 
country lanes, narrow-streeted villages and the inevitable 
peage: the Dispatch 1.6-litre 115hp and the Expert 2.0-litre 
150hp, both in stan-dard lengths.

In the looks department, this van is smart and stylish, as 
we have come to expect from Gallic manufacturers, although 
of the two I preferred the grille on the Peugeot (not that this 
counts for much in business terms).

I particularly liked the little feature PSA has invented in
which the rear corner of the van can be kicked to open the 
side sliding door in the event of a busy driver having his or 
her hands full. Great fun and no doubt a stress reliever too, 
depending on how hard the kick is.

Climbing aboard, immediately noticeable is the fact that, 
although the seats are 110mm higher than those in the 
previous models, the driver and passengers still sit lower 
than those in, say, the Volkswagen Transporter or Vauxhall 
Vivaro. The plus side of this is that the vans feel more like 
cars to drive, which is hardly surprising as the chassis are 
derived from those of cars.

The dashboard sadly doesn’t match the stylishness of the 
exterior and is rather dull compared to the silver and black 
swirls and curves of the Transit Custom, but it is functional 
and at least there are two coffee cup holders in the right 
place on top of the dash, plus a spare 12v take-off under-
neath the dash.

There is great fun to be had playing with the van’s infotain-

TomTom infotainment and  
navigation system only available on 
Professional and Enterprise variants

Peugeot Expert: nice slick 
gearchange and light clutch 

action plus pin-sharp 
handling



We do the work, you get the benefits.

Your personal account manager will provide multiple competitive quotes within 
one hour, using an action plan agreed with you and tailored to your business 

supported by useful data and tools on our members-only website.

If you’re interested in better deals, quicker, go to www.fnbg.deals and 
complete the FNBG preregistration form to secure your membership.

1 Multiple quotes delivered to you within one hour

2 A mutually agreed action plan focused on your new vehicle requirements

3
 
A personal account manager that you can trust

4 Access to vehicle information, reviews and funding advice

A free members-only service dedicated to 
getting better prices for cars and vans.
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By John Lewis

olkswagen has revamped its Amarok 4x4 
four-door double-cab pick-up with a V6 
3.0-litre TDI Euro 6 diesel replacing the 
existing 2.0-litre. 

The first models will arrive in UK dealer-
ships towards the end of this year/early 2017 
and will deliver 224hp; a big increase on the 

maximum 180hp offered by the departing Amarok. Next 
year will see the arrival of less-powerful V6 versions deliv-
ering 204hp or 163hp.

Exterior changes include a reworked front bumper and 
grille, while the interior is available with a new touchscreen 
infotainment package with Volkswagen’s CarNet internet 
connectivity system and App Connect in a new dashboard.

The beefiest model in the line-up comes with an eight-
speed automatic gearbox. Its 204hp stablemate can be 
specified with either an automatic or a manual box while the
163hp variant is manual-only. Four-wheel-drive is always on 
tap in automatic derivatives, courtesy of Volkswagen’s 

V

 NEED TO KNOW 
n New 3.0-litre Euro 6 diesel engine

n Post-collision braking system standard

n BlueMotion technology on 224hp version

The only V6 pick-up sold in Britain but revamped model likely to attract a premium price tag

VOLKSWAGEN AMAROK 
MODEL:  3.0-LITRE 224HP 4X4 HIGHLINE DOUBLE-CAB AUTOMATIC

VERDICT
While the new Amarok is undoubtedly impressive,  

it is pitched at the premium end of the market and is 

likely to be priced accordingly. While fleet managers 

will undoubtedly want one, they may be rather less 

keen on issuing it to blue-collar workers who need  

to get their hands – and their vehicles – dirty.

4Motion system but is optional on manual versions. As with 
the previous Amarok, the newcomer will be marketed with 
entry-level Startline, Trendline and top-of-the-range High-
line specifications. 

Indications are that Amarok models sold in Britain will 
struggle to meet the crucial 1,000kg payload VAT figure 
without close attention to the exact specification. “We’ll have 
to do it though and we will,” insists Volkswagen’s UK product 
marketing manager Mark Haddon. Maximum towing 
capacity is 3.5 tonnes for European models, although this 
figure has yet to be confirmed for the UK. 

Volkswagen’s light commercials have gained a reputation 
for safety and Amarok is no exception. The post-collision
braking system is standard and automatically applies the 
brakes after a collision to prevent any secondary impacts.

Floor the accelerator pedal and it accelerates strongly 
through the gears until it reaches maximum (UK) motorway 
speed and the Amarok would clearly be quite happy to stay 
there all day. The auto box delivers all that power and torque 
smoothly and in-cab noise levels are well-suppressed.

Nor did we have any concerns about ride or handling. For 
a big pick-up, they are both top-notch. Heavy-footed users 
may be comforted by the thought that the 224hp Amarok 
comes with BlueMotion technology, which includes stop-
start and battery regeneration. As a consequence, it should 
average 37.2mpg on the combined cycle according to provi-
sional official figures, with CO2 emissions of 199g/km.2

The only V6 pick-up currently sold in Britain, Amarok is an 
effective performer off-road too. Hill descent reins the 
vehicle back effectively on even the steepest inclines. And, 
as usual with Volkswagen, build quality is second to none. 

Amarok is an effective 
off-road performer

Payload 

1,045kg
*

Fuel economy 

37.2mpg

C02 emissions2

199g/km

Basic price

Tba

First drives

SPEC
Gross vehicle weight (kg): 3,080

Power (bhp/rpm): 224

Torque (lb-ft/rpm): 405

Load volume (cu m): n/a

Payload (kg): 1,045*

Comb fuel economy (mpg): 37.2

CO2 emissions (g/km):2 199

Basic price (ex-VAT): TBA

Warranty Three years/100,000 milesy

*provisional figure

KEY RIVAL
Ford Ranger 3.2-litre 200hp 
Duratorq TDCi 4x4 Wildtrak 
double-cab automatic

Gross vehicle weight (kg): 3,200

Power (hp/rpm): 200

Torque (lb-ft/rpm): 346

Load volume (cu m): n/a

Payload (kg): 1,007

Comb fuel economy (mpg): 32

CO2 emissions (g/km):2 234

Basic price (ex-VAT): £26,595

Warranty Three years/60,000 milesy

CarNet internet  
connectivity system  
and App Connect available
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MODEL: EURO VI FAN 6X2 REAR STEER RIGID

By Tim Campbell

ith the marketing strapline “Your profit-
ability – our aim”, DAF Trucks lays out 
its key aim of producing products that 
are firmly geared toward improving the 
fleet operator’s bottom line.

Of course, the recent change in Euro-
pean emissions legislation has meant 

that all the European truck manufacturers have been busy 
upgrading their driveline offerings, and DAF Trucks is no 
different, with 2016 heralding the introduction of many major 
upgrades in both the chassis and cab areas to all models 
within the range. 

One of the unsung heroes in the range receiving a make-
over is the middleweight CF. With both a rigid and tractor 
version, it’s quite diverse and fleet applications are at the 
heart of its appeal.

The big news for CF involves the three axle variants having 
availability of the lighter 6.7-litre Paccar PX-7 engine as well 
as having the heavier MX-11/MX-13 engines, enabling the 
model to carry greater payloads, therefore improving trans-
port efficiency. In fact, the manufacturer is quoting a net 
weight saving between the MX-11 and PX-7 in the region of 
a not inconsiderable 500-600kgs.

The six cylinder PX-7 has two power ratings on the 6x2s: 
the 283hp, with 1,020Nm of torque, and the more powerful 
314hp, with 1,100Nm of torque, which cater for all gross 
combination weights up to 32 tonnes. 

There are four power ratings of the PX-7 available on the 
CF rigid ranging from 223hp and 850Nm of torque to 314hp  
and 1,100Nm of torque. If more power is required, the MX-11 
engine and the MX-13 with powers from 286hp and 1,200Nm 
of torque to 510hp and 2,500Nm of torque are available. 

All the latter, more powerful engines are really geared 

W

 NEED TO KNOW 
■Three axle variants, allowing for wide range of payloads

■ Euro 6-compliant

■ Suitable for both urban and regional distribution

Fully revised in order to comply with new legislation and
packed with fleet-friendly safety and economy features

DAF CF 310 

toward drawbar applications more popular on the continent,
rather than the solo rigid trucks we use over here.

As far as gearboxes are concerned, a comprehensive 
range is on offer, from six- and nine-speed manuals to auto-
mated ZF-based six- and 12-speed gearboxes, and a fully 
automatic Allison for more bespoke operations.

For maximum cooling of the Euro 6 engines, the CF has 
a new chassis with a Y-frame at the front, allowing compo-
nents such as the AdBlue tank, the batteries and the unit 
for the after-treatment of the exhaust gases to be fitted
more efficiently.

The CF has a full complement of two-, three- and four-axle 
rigids but, as mentioned earlier, the big news is very much 
focused on the three-axle models, specifically:
■ FAR –  6x2 with a single non-steered trailing axle. 
■ FAS – 6x4 traditional double drive rear bogie.
■ FAN – 6x2 with a rear steered trailing axle.

The latter FAN model is a completely new variant, featuring 
a 7.5-tonne trailing axle with a single assembly mounted 
immediately behind the twin-wheeled rear axle and, 
according to DAF, the lightest model has the potential 
payload of around 19 tonnes on a 26-tonne gross vehicle 
weight chassis.

There are up to nine wheelbases, from 3.8m to 6.1m 
catering for body lengths over 10m, with suspension provided 
at the front by 8.0-tonne parabolic leaf springs and all air at 
the rear for the 11.5-tonne rated drive axle and the 7.5-tonne 
trailing steered axle. Tyres are 315/70R22.5 all round and 
the 390-litre steel fuel tank and a 50-litre AdBlue tank 
are standard.

In light of current legislation, ABS, ESP and vehicle stability 

Driven

Payload 

18,513kg

Warranty 

2 years

Price as tested

N/a

9
Number of wheelbase

lengths available

50-litre
AdBlue tank available 

as standard

Redesigned dashboard, with 
driver performance assistant

Six variants of cab available, 
with distinctive shared front grille
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control are standard, as well as adaptive cruise control with 
advanced emergency braking and lane departure warning.

As far as cabs are concerned, the CF range is available 
with six variants on the MX-11/13 powered chassis and three 
cabs on the PX-7 which include a day, standard sleeper and 
a Space Cab. 

Outside, there is the shared distinctive grille underneath 
the chrome panel with DAF logo.

Inside, the dashboard has been redesigned with colour 
displays and every cab has an updated driver performance 
assistant, providing information about the trip, fuel consump-
tion, axle load, service as well as helping the driver to drive 
as economically as possible by providing information about 
braking behaviour, anticipation of traffic situations and giving 
advice when to shift gear. 

It also offers advice on tips for saving fuel, optimum use of 
the engine brake and intarder and the importance of the right 
spoiler adjustment and tyre pressure. Of course, the key aim 
is driving more efficiently. 

With such an extensive revision of its line-up, picking a 
new DAF truck to road test at the recent press event wasn’t 
easy, but for Commercial Fleet one truck stuck out: the CFt

6x2 rear steer, with the recently added PX-7 engine. 
According to DAF, these new versions, with the trailing rear 

axle, are ideal for more demanding applications in urban and 
regional distribution, including the transportation of food 
products, building materials, livestock and chilled goods – 
the perfect vehicle for many fleets in the UK.

The cab on the rear steer 6x2 was slightly unusual as it 
was the Space Cab, which meant climbing in required a little 
more effort than your average three axle distribution rigid 

SPEC
Price as tested: n/a

Gross vehicle weight (kg): 26,000

Engine capacity (cc): 6,700

Output (hp): 314

Torque (lb-ft): 811

Payload (kg): 18,513 w/o body 

Warranty Warranty W Two year vehicle, three 

year driveline and breakdown coverage

VERDICT
DAF Trucks has revised its whole range this year, 

and undoubtedly the CF range, which is often the 

unsung hero in its line, misses the limelight. But 

these revisions deserve the CF. Three axle rigids 

take centre stage when operators are looking for a 

solid urban and regional distribution 26-tonner. 

KEY RIVAL
Volvo Trucks FE 320 

Gross vehicle weight (kg): 26,000

Engine capacity (cc): 7,700

Output (hp): 320

Torque (lb-ft): 885

Payload (kg): n/a

Warranty: 24 months

but this wasn’t a road test about the cab but more to look at 
the set-up of this rear steer layout.

Once settled into the very spacious cab, the controls and 
dashboard feel a major improvement on the outgoing model 
with the larger driver information system situated in the 
centre of the instrument panel with the rev counter to the 
right and speedo to the left. 

The audio, sat-nav and heating and ventilation controls are 
angled toward the driver via the semi wraparound dash with 
the handbrake lever at the side.

Once on the road it quickly became obvious the third axle 
was steering, with a noticeable reduction in turning circle 
on roundabouts and in tight city streets. This also helped 
the ability to concentrate on the road by not worrying about 
gear selection having the As-Tronic 12-speed automated 
gearbox matched to the most powerful version of the PX-7 
at 314hp.

The combination of new cab suspension and rear air 
suspension on both axles matched to the rear steer plus 
virtually a full payload provided a first class driving experi-
ence with a very comfortable and relaxed journey.



MANHEIM is the world’s largest automotive services company, handling nearly 10 million used vehicles worldwide. In the UK, 
Manheim Commercial Vehicles has the largest network of 7 CV auction centres and over 700 online and physical auction events.  

As proud winners of 2 Fleet Van awards in 2014, Manheim CV continues to receive plaudits and industry recognition to underline 
its position as the UK’s Number One CV Auction Company. We are looking to further expand our award winning CV team with 
an exciting new role. 

IN THIS ROLE YOU WILL develop a long term trusting relationship with LCV vendors and buyers, you will identify opportunities 
to build new business and support the Head of LCV in developing an understanding of our clients’ needs and wants. Identifying 
best practice and ways to ensure standardisation of service in all areas, you will champion the use of multi-channel remarketing 
platforms. Utilising our team of CV experts, you will drive the strategy ensuring an industry leading customer experience and 
auction performance is delivered.

YOU ARE passionate, committed and with a proven track record of success, the successful candidate will have previous 
experience of a CV environment and be able to drive business relationships at a variety of levels. A strong problem solver with 
good organisational and planning skills, you will have the ability to facilitate open communication between clients and internal 
stakeholders and have experience of trend analysis, market monitoring and result tracking.

If this opportunity sounds right up your street, please contact Sonia.Robertson@manheim.co.uk

GROUP LCV MANAGER
Field Based, with National Travel

Competitive Salary

commercialfl eet.org
Our website has all the information you’ll need
to help you run a fl eet of commercial vehicles

Latest industry news
The latest van and truck news 
from across the industry is posted
on commercialfl eet.org each
weekday – and for a weekly 
round-up, subscribe to our 
newsletter, direct to your inbox 
every Thursay.

Case studies and insight
Discover how van and truck fl eets 
have tackled cost, safety and 
environmental issues with our 
archive of profi les and insight. Our 
profi les and case studies cover a 
wide range of industry sectors 
and fl eet types, so you can learn 
and benchmark your own fl eet 
against the ideas and programmes 
of your peers. Take a look at: 
commercialfl eet.org/casestudies

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

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

always had the idea, when my son and daughter were 
small, that one day they would fly the family nest and 
set up their own homes, leaving me to enjoy my old age 
in peace.

Some hope! Now aged 35 and 32 – and both with 
families of their own – they still constantly plague me 
with requests that invariably involve the use of my test 

van to move heavy items. And this normally involves the 
driving of a good many miles too. Of course, being a doting 
dad, I agree to their requests and at least all this activity has 
both kept me fit and given me the chance to put our long-
term Transporter T6 well and truly through its paces.

This van is the ideal size in my book. It’s small enough to 
nudge under the bars in the local multi-storey car park and  
to sit neatly on the driveway of my house, yet it carries nearly 
six cubic metres of cargo, which equates to an awful lot of 
gear if you cram it all in expertly, as can be seen in the 
picture. I have yet to find a situation where I can’t fit every-
thing in that I need to transport.

Being a medium van has other advantages in the loading 
stakes too. The rear load height is 566mm, which means 
that if you are hopping up and down loading and unloading 
cargo all day long, it isn’t that big a step-up. This, in turn, 
means that the driver is unlikely to suffer any unnecessary 
back twinges.

Our test vehicle is the top-spec Highline variety, which 
means that there are a few features in the back that are 
extras on lower spec models. The main example of these is 
the rubber non-slip flooring, which cost £168 extra if you 

 NEED TO KNOW 
n Six cubic metres capacity

n Non-slip rubber flooring on Highline

n Hardboard protection panels £204 extra

“Even with this 
van fully loaded, 
it’s a pleasure 
to drive, either 
around town or 
at motorway 

speeds”

don’t choose this variant. We reckon it’s a real must as it 
stops cargo sliding all over the place while on the road. On 
the downside, though, it means you can’t slide heavy items 
in and out – they stick to the matting like glue.

Another must, that will cost £204 extra on lower spec 
models, is the hardboard protection panels on the sides. Any 
damage to the rear of the van is nigh on impossible to repair 
and will severely affect the used value of the vehicle.

There are, meanwhile, two lights in the roof at the front 
and rear which light up the load area just about adequately 
at night and eight load-lashing eyes. My only complaint about 
the cargo area is that these eyes are all in the floor, whereas 
nowadays most vans have a few halfway up the sides too, 
making it a lot easier to lash in awkwardly shaped items.

One thing is certain though – even with this van fully loaded, 
it’s a pleasure to drive, either around town or at motorway 
speeds. If anything, the Transporter lopes along fully loaded 
even better than empty, with any skittishness ironed out and 
ride and handling unaffected. A glance at the mileage in our 
spec table shows that we have been piling on a lot of miles 
in the past month, thanks mainly to the above requests.

Next month, we’ll be bringing you news about our van’s 
fuel economy as a result of all this activity. For now, suffice 
to say that neither my partner nor I have suffered any back-
aches on the road – despite the high mileage. 

Long-term test

I

Perfectly-sized load-shifter that has proved a little too popular
VOLKSWAGEN TRANSPORTER 
MODEL: T6 SWB 102 HIGHLINE BLUEMOTION

Payload 

858kg

Fuel economy 

47.9mpg

C02 emissions 2

153g/km

Price as tested

£23,600

Small enough to navigate mulit-storeys,  
but spacious enough for every situation

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):2  153

Basic price (ex-VAT): £23,600

Current mileage: 7,103

SPEC



66   July 2016    66 commercialfleet.org

Inside the 
August issue

commercialfleet.org

Fleet profile 

Wrings Transport 

Manufacturer spotlight 

Mercedes-Benz Vans

Supplier spotlight 

Cartwright Conversions

Insight 

Managing accidents

Road tests

Fiat Fullback, Ford Euro 6, Toyota Hilux

LATEST INDUSTRY NEWS

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

CASE STUDIES AND INSIGHT

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

VAN RUNNING COST CALCULATORS

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

DIESEL COST CALCULATOR

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

The only website that matters for van and truck fleet operators
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events
From September

FTA Transport Manager Conferences

Locations across the UK

September 20-21

Commercial Fleet Van and Truck
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We’re happy if you’re happy.

A free members-only service dedicated to 
getting better prices for cars and vans.

FNBG is the only buying group that charges suppliers the same fixed marketing 
fee irrespective of the vehicle purchased or supplier used. Whatever you choose, 
FNBG remains completely independent and only focuses on fulfilling your needs.

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



www.fleetmanagementlive.co.uk
Follow us on Twitter @FleetLive 

Lascivius fiducias spinosus imputat tremulus rAugustus praemuniet catelli. Fiducias fermentet
chirographi, et apparatus bellis neglegenter suffragarit suis. Medusa adquireret fragilis saburre,
semper ossifragi celeriter corrumperet chirographi. Parsimonia ossifragi suffragarit quadrupei, ut
Augustus agnascor incredibiliter adlaudabilis agricolae.
Optimus bellus syrtes imputat Aquae Sulis, utcunque vix saetosus chirographi insectat Pompeii.
Fiducias senesceret Caesar, quod pessimus parsimonia zothecas verecunde vocificat cathedras, ut
oratori plane celeriter imputat perspicax matrimonii, semper incredibiliter bellus agricolae
circumgrediet suis, quod fiducias deciperet Augustus, quamquam matrimonii agnascor oratori.
Fragilis chirographi deciperet saburre, utcunque Pompeii vocificat perspicax matrimonii, quod Aquae
Sulis deciperet verecundus quadrupei, semper matrimonii vix libere conubium santet

19-20 October 2016
NEC, Birmingham
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