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Stephen Briers, 
editor-in-chief,  
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BT Fleet ran a 
session at its 
recent annual 
customer 
conference 
entitled 

‘Things that keep fleet 
managers awake at night’.

It threw up some inter-r-r
esting topics for debate, 
some of which we will 
look at in future issues of 
Commercial Fleet.t.t

Take the London Lorry 
Control Scheme. Fleets 
say it is outdated and not 
fit for purpose. Transport 
for London agrees with 
freight and fleet commu-
nications manager Tim 
Ward, saying it was a 
“re-routing scheme, but 
complicated to explain 
which means it probably 
isn’t fit any more”. 

But it is controlled by the 
councils, so needs them to 
agree an alternative – and 
that’s like herding cats.

Other topics giving fleets 
the chills include safety 
and compliance, driver 
behaviour and monitoring, 
use of data, downtime 
management, the lack of 
young drivers, the future 
for diesel/emissions/
Government and local 
authority regulations, and 
replacement cycles and 
use of finance.

One issue to surprise 
me was unauthorised 
driver modifications, such 
as installing phone 
holders, and unauthorised 
repairs. It seems some 
drivers will try almost 
anything.
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Delivery firm Hermes has defended its 
employment practices after a report claimed it 
was paying some of its drivers less than the 
minimum wage.

Several couriers said their monthly earnings, 
after fuel costs, were £6.80 an hour, 40p an hour 
below the National Living Wage, with one claiming
he earned less than £3 per hour.

Hermes told Commercial Fleet: “We have:
chosen to exceed the National Living Wage and
have set our minimum standard at £7.50 per hour, 
taking into account any expenses the couriers 
may accrue.” 

It said its records showed that the average 
courier rate was £9.80, 36% above the minimum 
wage, after all legitimate expenses had been
deducted. 

Hermes also said its employment practices were 
reviewed by HM Revenue and Customs (HMRC) in 

2011 and it remained confident that its service 
agreements with couriers were legitimate self-
employment. 

Business minister Margot James has asked 
HMRC to look into arrangements used by the firm
after the report’s co-author, MP Frank Field, asked 
the government to investigate.

One couple working for the delivery firm also 
claimed they were told future shifts could be 
withheld after taking time off to tend to their son
who was dying in hospital.    

Hermes said: “We do not believe that this report 
reflects the way our organisation operates. 

“While it is commonplace for those who are 
self-employed to have to find a substitute if they 
are unable to fulfil their work we are committed 
to ensuring that everyone at Hermes operates in a
supportive and compassionate manner.  

“If we find that these standards have not been 

met we will take the appropriate action.”
Hermes said it had written to Labour MP Field as 

soon as the allegations were first made in July 
and offered to investigate any individual cases, 
but claimed it had not received a reply.

It said: “The report is not independent and it has 
not been discussed with us. However, we are
pleased that it does acknowledge some of the 
actions we have taken to further support our 
couriers.

“There are around 10,500 couriers providing 
services to Hermes and yet only 78 current and
past couriers, less than 1%, have commented in 
this report. 

“Over a third of our couriers have been with us 
for more than five years and two thirds for more
than two years.”

However, it said: “We will co-operate fully with
any investigation.”

Hermes defends drivers’ terms and conditions in response to low pay allegations  

4   September 2016    4 commercialfleet.org

By Gareth Roberts

M Revenue and Customs (HMRC) says commer-
cial fleet operators risk falling foul of the law if 
the tax status of self-employed drivers doesn’t 
“stack up”.

The warning comes in the wake of a landmark 
ruling which found Costelloe Business Services 
breached strict tax rules in the way it accounted 

for its agency workers.
They were encouraged to set up limited companies in 

order to avoid income tax and national insurance. Remu-
neration was by way of a small salary, expenses and a large 
dividend which did not attract PAYE and NICs.

However, after a nine-year battle, a tax tribunal finally ruled 
that Costelloe was operating a tax avoidance scheme. 

HMRC says it expects to recoup around £9m from the 
operation, with individual workers facing retrospective tax 
bills of up to £45,000.  

It was the first case brought under the managed service 
company (MSC) legislation and, according to HMRC, it will 
not be the last.

“We’re seeing more schemes being marketed to this 
industry, but they often don’t work and they often don’t stack 
up,” said Mark Frampton, leader of the employment policy 
team at HMRC.

Costelloe set up and ran limited companies for hundreds 
of health professionals, including doctors and social workers, 
but its methods are much the same as some ‘umbrella’ 
companies which provide self-employed agency drivers.

Frampton said: “If you’re sold one of these schemes, where 
other people are controlling and profiting from the workers, 
then you will fall foul of this managed service legislation.”

And, he warned: “It doesn’t just have tax consequences for 

 News insight: Driver taxes

H
the drivers, it potentially has consequences for the people 
who are behind the scheme. That could be the promoter, it 
could be the agency and ultimately it could be you.”

Frampton told delegates at the Road Haulage Association 
(RHA) Compliance Conference that in some extreme 
circumstances drivers are not even aware that they are 
registered as a company director. 

He said: “Those schemes are being sold right now and 
people should be very wary of them.” 

HMRC does allow self-employed status for owner-drivers 
who work mainly for one company, but the driver has to 
demonstrate a degree of control over the vehicle’s use, and 
must be entitled to provide another driver as a substitute for 
himself if he or she wishes.

The tax office’s assessment of whether somebody is 
an employee or self-employed will apply the same tests 

£9m   
HMRC expects to recoup from 

the Costelloe Business 
Services case

Are your drivers self-employed or
employees? That’s the taxing question 
Operators and drivers could face HMRC fines for incorrect tax status

“We’re seeing more 
schemes being marketed 
to this industry, but they 
often don’t work and they 
often don’t stack up”
Mark Frampton, HMRC
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that the courts and employment tribunals apply.
The written terms of the contract will be taken into 

account, but it will also be about how the contract oper-
ates in practice and how that work has evolved.

Frampton called it the ‘reality gap’: the gap between the 
written contract and what happens in practice. 

He explained: “You need to know that both of those 
things align. What you’re actually doing and what the 
written terms say are consistent with being employed or 
self-employed.”

A major deciding factor will be the ownership of the vehicle. 
“It’s all about the financial risk that the worker takes,” said 
Frampton. “If the person is taking a significant financial risk, 
they’re buying or leasing the vehicle, then they’re almost 
certainly going to be considered self-employed.”

According to an HMRC employment status manual, where 
the vehicle is leased from the same concern that the driver 
is working for, HMRC will examine the terms of the lease. 

It says that a number of conditions are likely to be required 
to be met in order for a driver to be established as self-
employed. They include: the lessee having total control of, 
and responsibility for, the vehicle for the duration of the lease; 
the lessee being responsible for the vehicle’s maintenance, 
insurance, and fuel; a commercial rent is paid, protecting the 
investment of the lessor; and the driver is legally responsible 
for obtaining an operator’s licence for the vehicle.

Where the haulier retains control and responsibility for the 
vehicle, enabling it to be used by other drivers, and it is main-
tained, fuelled and insured by the haulier, or where it is ‘paid 
for’ by a deduction from wages based on hours of use, 
mileage or a clearly non-commercial amount, the arrange-
ment is unlikely to establish the driver as having self-
employed status.

Frampton said: “HMRC is always on the lookout for artifi-
cial, circular transactions, where the real cost is being 
underwritten. It’s all about the driver bearing the cost.”

He urged operators unsure about the rules to visit the 
HMRC website, speak to organisations like the RHA or a tax 
specialist, and to inform them if they think an operator is not 
playing by the rules.

He concluded: “Keep telling us about those people who are 
not doing the right thing then we can help create a level 
playing field and make sure you’re not undercut by unfair 
competition.”

For more from the RHA 
conference, visit 

commercialfleet.org/
compliance-RHA

Online

Who bears the 
financial load will be 

a major consideration 
for HMRC in future

tax assessments

Hermes was criticised 
in a report suggesting   

its drivers received less 
than the minimum wage
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By John Charles

he Government is being urged to relax the rules 
relating to truck drivers’ hours following the vote 
to leave the European Union.

A shake-up would deliver numerous business 
and economic benefits, ease traffic congestion 
and help overcome the driver shortage, 
says O’Donovan Waste Disposal, which operates 

an 85-strong commercial vehicle fleet from its North 
London base. It wants the Government to differentiate 
between the rules for ‘local’ short distance hauliers and long 
distance truckers.

Currently, the 1968 Transport Act, which was amended to 
incorporate the EU rules into UK law, allows truckers to 
drive a maximum 56 hours a week or 90 hours over a two-
week period – subject to strict break and rest periods.

But Jacqueline O’Donovan, managing director of O’Donovan 
Waste Disposal, said the rules hampered many ‘local’ 
hauliers. She explained: “Our biggest problem is that 
employees have to take a 45-minute break after driving for 
a maximum of four hours 30 minutes, instead of having 
multi-rests throughout the day as the work schedule dictates.

“Our drivers average five jobs a day, when 20 years ago 
they averaged eight to 10 jobs. The number of jobs has 
reduced because of the conditions our drivers are working 
under; much of the time they are in the cab they can be in 
traffic jams, which eats up driving hours. They do not work 
arduous shifts covering long distances.”

Suggesting the growth of O’Donovan Waste Disposal was 
being held back by the regulatory regime, O’Donovan said: 
“The business functions Monday to Saturday and drivers want 
to work every Saturday, but they are limited by the rules even 
though the majority of journeys are no more than a few miles.

“Our drivers are not working long shifts or doing long haul 
or extensive mileage, so they should be given the chance to 
work every Saturday if they choose, rather than the current 
stipulation which limits them to every other week.  

“Many other people undertaking driving jobs, including taxi 
drivers, are allowed to work long hours without such strict 
restraints.”

She plans to raise the issue with the Road Haulage Asso-
ciation, the Freight Transport Association, the Chartered 

Institute of Logistics and Transport and the Mineral Products’ 
Association. With their support it is hoped discussions will 
then open with the Department for Transport.

O’Donovan said: “European tachograph rules, although of 
paramount importance for long haul and international jour-
neys, place an unnecessary restriction on local short 
distance hauliers, who are essentially working 7am to 5pm.”

By amending the Transport Act, O’Donovan could realign 
its workload so trucks were working when the roads were 
less busy. “That would deliver increased operating flexibility 
and enable the number of jobs undertaken per day to rise, 
and would simultaneously overcome the current skills 
shortage impacting on the entire haulage sector,” she said.

“While a relaxation of the current rules for short haul trips 
would be welcome, we would not want the door to be opened 
to opportunistic rogue hauliers who may seek to abuse 
drivers. Any initiative would need to be bulletproof and 
protect drivers, the wider public and ensure safety standards 
were upheld.”

However, a leading lawyer in the truck and logistics sector 
believes it is unlikely that there will be “any sudden changes”. 
Vikki Woodfine, partner and head of the road haulage 
and logistics group at law firm DWF, said: “I cannot see 
the Government walking away from the drivers’ hours set 
at European Union level, as there are elements of fair 
competition and road safety to consider as well as the 
professionalism of the industry.”

However, she said a two-tier system could emerge. She 
highlighted there was already one in respect of domestic 
rules, which impact on vehicles subject to Operating Licences 
(but outside of the scope of EU rules), and the related Great 
Britain domestic drivers’ hours rules.

While those rules also place restrictions on the hours and 
working time limits of drivers, Woodfine said: “There is no 
reason why the Government might not consider a move 
more towards domestic drivers’ hours’ legislation for Great 
Britain-only journeys once the UK has left the European 
Union. However, for drivers that do a combination of Great 
Britain and European driving, this could cause more 
confusion and compliance issues.”

Call for relaxation to law on drivers’ hours
Move would benefit the economy and help overcome driver shortage, says haulage boss
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For all you need to know  
on tachographs, visit: 

commercialfleet.org/tacho

“Drivers should  
be able to work 
every Saturday  
if they choose, 

rather than every other week” 
 
Jacqueline O’Donovan, O’Donovan Waste Disposal

56 
hours a week maximum 
drive time for truckers

O’Donovan Waste Disposal 
says its drivers are suffering 

as a result of legislation
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By Gareth Roberts

inisters are considering allowing more 
extra-long trailers on UK roads after an 
ongoing trial demonstrated their safety 
record and efficiency gains.

The Department for Transport (DfT) 
launched the 10-year trial in 2012, permit-
ting up to 1,800 longer semi-trailers (LSTs) 

to operate under Vehicle Special Orders (VSOs), which are 
granted by the Vehicle Certification Agency (VCA).  

Four years and 146 million miles later, the pilot has saved 
more than 6.5m vehicle miles and cut up to 90,000 journeys.

Transport minister John Hayes said: “Lorries are the 
engine of our economy and this pilot scheme is helping 
hauliers deliver the day-to-day goods we need more effi-
ciently. This is good news for consumers, a boost for motor-
ists as it is helping cut congestion with fewer vehicles on the 
road, and it is also helping the environment.”

The trailers are up to 15% longer than the standard 
13.6-metre units, with the longest examples operating at 
a length of 15.65 metres.

“There are now 151 operators in the trial,” said Jack 
Semple, director of policy for the Road Haulage Association 
(RHA). “But it is clear from our members that both existing 
longer semi-trailer operators and other hauliers could make 
good use of more of these trailers. The Government should 
release more permits to allow them to do so.”

However, not everybody is keen to see the wider rollout of 
the extra-long trailers, with Philippa Edmunds, from the 
Campaign for Better Transport, opposing their use in the 
interests of road safety.

She claims the Government is ignoring the danger posed 
by longer trucks on urban roads. “Our concern is that 
these longer trucks will become the new standard trucks 
operating on all roads, regardless of the dangers to other 
road users,” she said. 

“We want to see the Government limit their use to desig-
nated local authority routes within urban areas to reduce the 
risks to other road users, protect pavements and property 
from damage, and reduce the current financial burden of 
repairs that currently falls on local authorities and taxpayers.”

Previous analysis by Campaign for Better Transport has 
shown that LSTs have almost double the tail swing of 
standard HGVs, which, it says, makes them unsuitable for 
use in towns and cities.

However, the DfT’s latest report on the trial says there is 
“no evidence” to suggest that the safety risk of the extra-long 
trailer “is any worse than that of normal HGV trailers”.

In fact, it said: “Looking at all the operations, there may be 
evidence that they [LSTs] are performing better.”

Nationally, on a per kilometre basis, LSTs have been 
involved in around 70% fewer personal injury collisions 
and casualties, in comparison to the average for standard 
articulated HGVs.

But the DfT says it wants to continue collecting data on the 
road safety record of LSTs until the end of 2017, so it can 
confirm this with a degree of statistical confidence. “We do 
not yet have sufficient data regarding the safety risk perfor-
mance of LSTs, specifically in urban operations,” it said.

DfT argues that despite their bigger size, LSTs meet the 
existing manoeuvrability requirements and maximum 
weight limit of 44 tonnes for six-axle vehicles.

It concluded: “Following these positive results we are 
consulting trade associations and participants on whether to 
increase the number of vehicles in the trial.” 

Trial gives thumbs-up to extra-long trailers
Data suggests they are cutting congestion and pose a smaller safety risk than standard HGVs
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“Lorries are the engine of our economy. This is 
helping hauliers deliver goods more efficiently”
John Hayes, Transport Minister

146m
miles travelled by LSTs in the 

DfT trial since 2012

90,000 
journeys cut in that period
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By John Lewis

ully-automatic gearboxes can be a vully-automatic gearboxes can be a viable 
alternative to automated manual transmissioalternative to automated manual transmissions in 
trucks on short-haul urban and intertrucks on short-haul urban and inter-urban 
delivery work. 

So says Manlio Alvaro, marketing director  fSo says Manlio Alvaro, marketing director  for 
Europe, Middle East and Africa at global autEurope, Middle East and Africa at global auto 
gearbox giant Allison Transmission.

He cites as an example the company’s 10-speed TC10He cites as an example the company’s 10-speed TC10
box, currently available in the USA and likely to arrivebox, currently available in the USA and likely to arrive 
on this side of the Atlantic. He said: “It can achieve anon this side of the Atlantic. He said: “It can achieve an 
average fuel economy improvement of around 5%average fuel economy improvement of around 5% 
compared with a manual or automated manual trancompared with a manual or automated manual trans-
mission and we’re in discussions about applicationsmission and we’re in discussions about applications for it 
with a number of European truck manufacturers.” 

DAF could be an early adopter – US parent coDAF could be an early adopter – US parent company 
Paccar announced in April that it would soon be o gPaccar announced in April that it would soon be offering 
TC10 in the USA in selected Kenworth and Peterbilt models.

A transmission such as TC10 could perform to its best 
advantage in Britain in a truck deployed on what Alvaro 
refers to as “commuter work” – runs between big cities not 
far from one another that involve motorways and dual 
carriageways clogged with traffic, and finishing with a low 
speed crawl around an industrial estate.

The drawback of automatic boxes where many truck fleets 
are concerned is the typical price premium of between 10% 
and 15%. With TC10 that would be offset by improved fuel 
economy, assuming the claims made for it are borne out in 
practice. But Alvaro makes no such claim for transmissions 
such as Allison’s 3000 and 4000 Series, which are already 
available in Europe as part of the company’s varied range.

What he does contend however, is that their economy can 
match that of a manual or automated manual box on a 
comparable duty cycle. He adds that any premium they 
attract is offset by their ability to provide greater vehicle and 
driver productivity. That is because of the way in which an 
auto box multiplies the torque immediately available by a 
factor of two when a truck pulls away from rest. 

He told Commercial Fleet: “We’re talking about up to 35% 
better acceleration which means your average journey 
speed can be as much as 14% higher depending on your 
duty cycle.”

That could equate to an increase in deliveries, for example, 
as well as the elimination of clutch wear and the need to
change a clutch periodically, with all the associated costs 
and downtime. Robotised manual transmissions still have 
conventional clutches although they do not suffer the abuses 
often meted out to them by manual boxes.

The TC10 can cope with power inputs of up to 600hp and 
q p p t , y c , ttorque inputs of up to 2,305Nm. By contrast, the 3000 can 

cope with no more than 336hp/1,695Nm while the 4000 is 
limited to 485hp/2,644Nm.

Both are six-speed boxes although a seventh gear is avail-
able on the 4000 Series as an option. All three are fitted with 
torque converters but the TC10 relies on twin counter-shafts 
rather than planetary gears.

While stressing the advantages of having lots of torque 
instantly available, Allison is aware it needs to be controlled 
on grounds of fuel economy and road safety but without 
inhibiting productivity. As a consequence, it has developed a 
series of transmission management packages under the 
FuelSense, FuelSense Plus and FuelSense Max banners, 
with the latter featuring Acceleration Rate Management.

All three variations of FuelSense are designed to ensure the 
box’s gear-changing schedule matches the type of work the 
truck is on, be it running lightly-laden through flat countryside 
or tackling hills fully-freighted. As a consequence it should 
achieve the right balance of economy and performance.

Allison is attempting to widen the appeal of its transmis-
sions beyond their current UK use in bin wagons, buses, and 
specialised applications that require trucks to stop and start 
constantly and move very slowly. Romaquip, for example, 
has specified 2,500 boxes in 160 DAF LF180 12-tonners used 
on kerbside refuse collection and recycling work: a typical 
current application.

Go back thirty years and many truck operators and drivers 
had deep reservations about suggestions that the industry 
should start moving away from manual to automated 
manual boxes. Such reservations are likely to accompany 
proposals to introduce more fully-automatic transmissions 
– but they might just represent the next big step.

Automated gearboxes look to widen appeal
Allison Transmission highlights benefits for use beyond bin lorries and buses
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up to 35% 

better 
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Manlio Alvaro, Allison 
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Allison 3000 series 
– already available 

in much of Europe
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Compliance

QA&

Do you have an issue that needs resolving?

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

?

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

Q
Q

Q

A A

One of our vehicles was stopped by DVSA Enforcement
and found to have a defective dipped beam headlamp.
The enforcement officer issued an Immediate Prohibition
and we had to send our maintenance provider out to the

vehicle to replace a headlamp bulb to get the lamp working again.
The enforcement officer then lifted the prohibition and we were
allowed on our way. Should a faulty headlamp attract an
immediate prohibition?

The severity of the penalty for a defective headlamp will 
depend upon weather conditions and time of day when the 
vehicle is stopped, and will take into account whether or 
not dipped headlamps are required or will soon be 

required. The following extract is taken from the categorisation of 
defects which is used as a guide for DVSA Enforcement at roadside: 
‘Prohibition action should be taken when a vehicle is encountered in 
the hours of darkness and where it can reasonably be assumed that 
vehicle is likely to be used where compulsory use of dipped 
headlamps is required.’

We operate a large fleet from cars to goods vehicles that come
under Operator Licensing. Our company policy is that driver
walk-around checks are carried out by all drivers of company
vehicles, whether they are on Operator Licence or not. If we

stop carrying out walk-around checks on all our vehicles and just check
Operator Licence vehicles, would this raise any issues?

The daily driver walk-around checks form part of your 
maintenance system. They are not as in-depth as the planned 
safety inspections but are put in place to ensure to the best of the
driver’s knowledge and ability when they take a vehicle out on the 

road it is in a safe and roadworthy condition. Any defects found by the 
driver that would affect the roadworthiness of the vehicle (such as worn 
tyres, defective lights etc) can be spotted and rectified before the vehicle is 
used on the public highway.

Daily driver walk-around checks are a requirement for vehicles operated 
under Operator Licensing, as a means of ensuring they are in a 
roadworthy condition, but as you have this in place for all your vehicles this 
can only be a good thing. A point worth noting is the fact that problems 
found on non-Operator Licence vehicles can reflect on your ability to hold 
an Operator’s Licence and would definitely attract unwanted attention from 
DVSA. You have a duty to ensure all your vehicles used on a public 
highway are in a safe and roadworthy condition, and daily walk-around 
checks are a proven method of helping to comply with this requirement.

Q

A

A
What is the legal position of driving a 7½ tonne lorry with a
trailer with a 1½ tonne digger on, gross weight 10 tonnes? On10
the drivers’ licences the category C1+E has 107 against, which I
think is a restriction. Could you please confirm?

A code restriction 107 against your drivers’ C1+E driving licence 
category entitlement means the maximum authorised mass 
(MAM) of the vehicle and trailer combination added together 
cannot exceed 8,250kgs. An example of a compliant combination 

falling into scope of the restriction code 107 (in the case of their C1+E) 
might look like this: the drawing vehicle has an MAM of six tonnes and the 
trailer being towed has an MAM of 2,250kgs. This combination is legal as 
the total MAMs added together do not exceed 8,250kgs. 

Please be aware that the MAM must be taken into account when 
assessing this restriction, and not the physical weight of the vehicle/trailer.

To remove the 107 restriction, the driver must undertake a separate +E 
trailer test to permit vehicle and trailer combinations to be driven up to a 
maximum of 12,000kgs gross train weight. 

We are a forklift truck hire company, which often rents
gas-powered trucks to its customers, occasionally
needing spare (full) gas bottles to be supplied along
with the truck. We own and operate an articulated

lorry, which could potentially carry up to six gas powered
forklifts, each with its own gas bottle fitted, and we could
theoretically supply a spare gas bottle with each one. Is the
carriage of gas bottles allowed in this way, and if so what are the
limits for the amount being carried? Also what precautions need
to be taken and what signage needs to be displayed?

Assuming that the gas bottles that power the forklift 
trucks are propane, they would be classified under the 
ADR Regulations (transport of hazardous goods by road) 
as UN 1978, which is assigned a transport category of 2.

This allows up to a maximum of 333kgs of gas bottles (full or 
empty) to be carried on board a vehicle before the full ADR 
Regulations apply. If the consignment is below these limits, the 
driver would need hazardous goods awareness training (how to 
carry, restrain the load safely and how to safely handle the goods,
deal with leakage etc).

A 2kg dry powder fire extinguisher that is easily accessible to the 
driver will need to be carried on board the vehicle.

A ‘flammable gas’ class 2 hazard label can be optionally fitted to 
the rear of the trailer, indicating that this hazardous product is 
being carried on board, but it is best practice to either remove the 
label or cover it up when no gas bottles are being carried.

The gas bottles that are connected/fitted to the forklift itself are 
assigned to UN 3166 and the regulation states that these gas 
bottles are not subject to ADR Regulations. All connections, taps or 
valves must be shut to prevent any leakage of the gas.   



TRAILER TELL-TALE 
INDICATOR LIGHTS
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Rules&
regulations

The FTA looks at the 
latest issues to affect vans
and trucks, this time focusing 
on staying safe with airbags 
and indicator lights

A popular subject which always raises several
issues is goods vehicles towing trailers, and
usually concerning light vehicles towing small
twin-axle trailers. One of the issues is the
illumination of extra tell-tale indicator lamps
when a trailer is attached. Today’s vehicles do
not always have an extra tell-tale indicator light 
which illuminates when a direction indicator is
selected, showing that a trailer coupled to the
vehicle has fully operational indicator lamps.
This causes concern among some operators.
However, a system has to be in place to
indicate to the driver when the indicators on
the trailer are not fully operational.

The legislation states: ‘A vehicle drawing a
trailer must be equipped with a visual system
that detects a failure of any of the direction
indicator lamps on the combination.’

This warning system can include an audible
warning but under ECWVTA (European
Community Whole Vehicle Type Approval)
there must be a visual warning system to
meet this requirement. The traditional method
that conforms to the visual requirement is a
second tell-tale which illuminates on the
dashboard of the towing vehicle when the
trailer electrics are connected and the
direction indicators are selected.

With regard to vehicles that do not have a
second indicator tell-tale lamp for the trailer,
these vehicles incorporate a bulb failure
warning system which monitors vehicle lamps
and the lamps on any trailer drawn by the
towing vehicle. This will indicate to the driver a
bulb failure on the trailer as well as the vehicle.
This system satisfies the legal requirements.

“Serious or fatal injuries  
can be caused if an  

occupant is too close to 
an airbag when it inflates”

The key points are: 
■ Always wear your seatbelt. 
■ Position yourself as far away from the steering wheel as possible, but make 
sure you can maintain safe control of the vehicle. 
■ If you must have your seat pushed forward in order to reach the pedals, 
slightly reclining the back of your seat may help move you back sufficiently from 
the steering wheel.
■ If your steering wheel is adjustable, tilt it downwards so that the airbag points 
towards your chest rather than your head, but make sure you can see the 
instruments clearly.

Most new vehicles have front airbags for 
the driver and passenger as standard 
equipment, with more and more additional 
bags fitted around the occupants to 
maximise their safety if involved in a 
collision.

Airbags are sometimes referred to as 
‘Supplementary Restraint Systems’ (SRS) 
as they are designed to enhance the 
protection offered by seatbelts. Front 
airbags operate in a severe frontal 
collision. Crash sensors detect the sudden 
reduction in speed and send a signal to 
the airbag inflator, which fills the bag with 
a gas. Full inflation occurs faster than the 
blink of an eye. The bag begins to deflate 
instantly, in a controlled way, to cushion 
the impact. 

In order to do their job properly in a 
severe front impact, airbags inflate very 
quickly with considerable force. This can 
sometimes cause injuries such as 
abrasions and slight burns, but these are 
minor compared with the serious injuries 
which could have occurred if the airbag 
had not been present. However, serious or 
fatal injuries can be caused if an occupant 
is too close to an airbag when it inflates. 

Driver’s airbags and seat positioning
Whether or not an airbag is fitted, the 

driver should sit as far back from the 
steering wheel as reasonably possible. 
Given the speed and force with which an 
airbag inflates, it is vitally important to 
always wear a seatbelt and do not sit too 
close to the steering wheel. 

Research suggests that the distance 
between the centre of the steering wheel 
to the driver’s breastbone should be at 
least 10 inches (25 cm). However, since 
airbag systems differ from vehicle to
vehicle, it is always best to check and 
follow any specific advice from the vehicle 
manufacturer. 
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FTA awards

By Matt de Prez

riving competitions and incentives 
might be viewed as a bit of fun and 
light relief from the day job, but they 
have a serious side too – ultimately 
producing better, safer drivers.

One of the most prestigious is the 
Freight Transport Association’s (FTA) 

Van Excellence Driver of the Year competition, 
which was launched in 2014. And this year, as 
ever, the standard was particularly high.

Eventual winner was Mathew Young from AAH 
Pharmaceuticals, one of two drivers taking 
part from the company, which has held its own 
annual driver competition for the last 16 years. He 
beat stiff competition to take the top prize after 
contestants took part in six challenges – driving 
style, economy, manoeuvring, defect checking, 
risk awareness and legislation (see panel below 
and results overleaf).

The industry clearly sees the benefits of such 
competitions and businesses are keen to put their 
best drivers forward. Amey, which operates more 

than 8,500 vehicles, has taken part since
it was launched – and telematics, which the
company introduced to its fleet in 2009, plays a big 
role in identifying the winners.

Amey fleet compliance manager Julie Davies 
says: “You’ve got to make drivers feel that you 
aren’t spying on them [with telematics], but rather 
you want to help them become better drivers.

“Competitions like this are really good at making 
drivers see why you are doing it. You can’t just tell 
them, sometimes you have to show them.”

Martine Smith, distribution services manager at 
AAH Pharmaceuticals, created the company’s 
own event for its 1,800 drivers and says: “It’s a 
great incentive for the drivers. They all have the 
chance to take part in the main event, which is a 
great fun day out. Traditionally it was based on a 
points system but we have recently adopted a new 
telematics system which will be incorporated into 
our competition in future.”   

But, maintaining that performance and encour-
aging drivers to engage with telematics poses the 
biggest challenge for fleet managers.

This year’s Van Excellence Driver of the Year competition put the 
most skilful through their paces with a tough series of challenges

MEET THE TOP 
VAN DRIVERS 
IN THE UK

DD

Economic driving
Winner: Colin Shearer, 
Kelly Fleet Services

This exercise was all about saving money. It measured 
the driver’s actual fuel usage over a set route using 
both telematics and the vehicle’s on-board computer. 

To win, drivers needed to show a range of economy-
boosting techniques, including gear selection, avoiding 
unnecessary braking and moderating throttle use.

Terry King of Balfour Beatty says: “There are a 
number of ways a driver can reduce fuel economy, 
such as switching off the engine instead of idling. But 
driving style can have the biggest impact. Coasting in 
gear, for example, the vehicle uses no fuel, but shift 
to neutral or dip the clutch and the engine needs fuel 
to stay on.”

Driving style 
Winner: Mathew Young, 
AAH Pharmaceutical

During the fuel economy test, each driver followed 
a sat-nav on a pre-defined route. They were also 
monitored on speed, cornering, braking and 
acceleration to ensure they completed the drive as 
smoothly as possible. Jeremy Gould, vice president of 
sales at Tom Tom Telematics, which sponsored the 
driving test, says: “An average score of 8.9 out of 10
demonstrated strong driving standards across a range 
of performance indicators.”

Mark Lovett head of commerical vehicles at 
LeasePlan, the event’s overall sponsor, adds: “This test
was key to ensuring the reliability and longevity of 
a vehicle. Heavy braking causes wear to brake 

components, hard cornering wears tyres out and 
aggressive acceleration can affect the drivetrain. Not 
only will this add extra maintenance requirements but
it will increase the downtime of that particular vehicle.”

Pre-use defect check
Winner: Terry King, Balfour Beatty

Perhaps one of the most important parts of running an 
effective van fleet, pre-use checking ensures the 
vehicle is safe and legal to drive. In this challenge a 
van was prepared with a number of common (and some 
less common) faults. Each contestant had 10 minutes 
to list every fault they could find.

Mark Cartwright of the FTA says: “If you look at what 
the majority of vans fail their first MOT on, it is usually 
something we would expect a driver to pick up in a 

The competition challenges that tested the best in the business

“It is a great way to 
identify and recognise 
drivers who are doing a 
fantastic job under 
difficult circumstances” 
Mark Cartwright, FTA
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a driver but Riverford had the system in place 
when I started. I think it makes you a better driver 
as you are aware that you’re being monitored.”

But Lisa Hanley from G4S points out that not all 
drivers will readily accept the system: “You have 
to re-learn the way you drive in order to suit 
telematics. At first it was a big shock – all the 
drivers were panicking that if we had to drive 
slower then we wouldn’t get all the work done.”  

But they quickly adapted and a combination 
of coaching and internal driving competitions
helped to turn opinions around. 

“The support we receive is really positive, the 
scores are put up each week and 
everyone tries to get to the top of the 
board. Overall I’d say that driving stand-

defect check. This tells us there are a lot of operators
out there who aren’t carrying out pre-use checks, 
which is an absolute foundation block of operating in a
safe and proper manner.” 

Risk awareness
Winner: Jonathan Walls, 
Alliance Healthcare

With automated driving technology a few years off and
a lack of commercial vehicles offering automatic 
braking or pedestrian detection, it is still up to the
driver to avoid a crash. Much like the hazards 
awareness element of a driving test, this computer-
based activity required the drivers to watch video
simulations and identify potential road risks.

Lovett says: “This is another key attribute for a safe 
driver. The legal implications of a collision, no matter 
how big or small, can be substantial. Coupled with 

vehicle downtime and an injured driver, it’s a scenario 
no one wants to be in.”

Legislation
Winner: Terry King, Balfour Beatty

The legislation test was the most challenging for the
majority of contestants on the day. The multiple choice
quiz included questions about weight, speed, working 
hours and the highway code.

Gary Day of Riverford Organic Farms says: “The 
legislation test was the most difficult part. I deliver 
fruit and veg in a small van and some of the questions 
were about things I would never come across.”

Cartwright adds: “They knew what they were doing
in relation to the vehicles they drive but it highlighted
that operators do need to be switched on if they are 
moving drivers between vehicles – are they confident 
with the legislation relating to that vehicle?”

Manoeuvring
Winner: Lisa Hanley, G4S

Undoubtedly the most fun element of the day. Drivers 
had the chance to really prove their worth by 
negotiating obstacles and demonstrating awareness of 
both the vehicle and their surroundings.

To ensure the test was as challenging as possible the
other contestants weren’t allowed to watch and all the 
parking sensors on the vehicle were disabled.

Lovett says: “It’s important to make sure drivers are 
competent in their day-to-day work in compounds, 
yards or depots. Safe drivers reduce the risk of damage 
so it’s a really nice element of the competition.”

Hanley adds: “It was great to be recognised for my
driving ability. I usually drive an armoured cash-in-
transit vehicle in London, which is difficult as it has
limited visibility and I wear body armour. The minefield 
of buses, taxis and cyclists don’t make things easier.”

Fleet consultant Darren Bell warns that fleets 
must be aware of the ‘Hawthorne effect’ (the 
alteration of behaviour by the subjects of a study 
due to their awareness of being observed). He 
says: “Installing telematics comes at a cost to 
your business, so to make the most of that invest-
ment the data must be used in productive way. If 
drivers know their data is not being studied and 
acted upon, any improvements will soon 
diminish.”

A collaborative approach to driver improve-
ment, therefore, is likely to have the greatest 
impact in achieving a lasting change in driver 
behaviour.

Mark Cartwright, head of vans at the FTA, says: 
“What drivers like is being recognised for being 

good at what they do. Telematics allows them to 
see how they compare against colleagues and 
gives operators a way to address problems. 

“More importantly it is a great way to identify
and recognise those drivers who are doing a 
fantastic job under difficult circumstances.”

Driver Terry King from Balfour Beatty thinks all 
fleets should run competitions. He says: “It helps 
build awareness and improves the way people 
drive when they are all competing.”

Riverford Organic Farms runs its own competi-
tions and delivery driver Gary Day has taken part 
in them in the past. He says: “I think it’s a great 
way to engage drivers and make them realise 
how their actions can directly affect the business. 

“I have never experienced telematics before as 

The manoeuvring challenge was the 
most fun element of the day – 

but also one of the toughest

The pre-use 
defect check 
tested drivers’ 
vehicle knowledge
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3rd place: Gary Day, 
Riverford Organic Farms
Job role: Delivery driver

Time in to role: three years

Despite having the least driving experience of 
all the contestants, Day performed extremely 
well in all the tests. He switched  to a career 
as a van driver having spent 20 years as a 
car salesman.

“Van driving is a lot better than I initially 
expected but I think it has a lot to do with the 
company you work for,” he says. 

“I have a lot of driving experience [30 years] but 
have only been driving vans since I started at 
Riverford.”

He found the manoeuvring to be the most 
enjoyable part of the day as the vehicle used for 
the tests (Mercedes Sprinter) was larger than the 
one he usually drives, posing a greater challenge.

FTA awards

The FTA driver of the year award: the top three
1st place: Mathew Young, 
AAH Pharmaceutical
Job role: Delivery driver

Time in role: 18 years 

Young delivers time-critical medical supplies to 
a number of locations around Merthyr Tydfil and 
the Valleys from his base in Swansea. 

“The whole day was great fun – I enjoyed the 
challenges and the chance to prove my ability 
behind the wheel,” he says.

With an average mileage of 45,000 per year, he 
adds: “I think I am conscientious. I like to look out 
for other road users. It’s something I believe in 
as a motorist – we all need to share the road and 
I see no reason to drive differently for work.”

A big part of that mentality comes from his 
employer. Young says: “The company has a big 
culture for safety and we are expected to uphold 
the values of the brand whenever we are.”

2nd place: Lisa Hanley, G4S
Job role: Cash-in-transit driver
Time in role: 12 years

Hanley was the only female in the competition 
and also has one of the most demanding driving 
roles day-to-day, delivering and collecting cash 
in and around central London.  

She says: “I’m the only girl at my depot and I’m 
the only girl here today. I think that’s a big deal.”

Having never taken part in any type or driving 
competition before, Hanley says she was 
attracted by the prospect of the £1,000 holiday 
voucher but also the kudos of being one of the 
country’s best van drivers. 

She took home an iPad as runner-up and says: 
“The holiday would have been a great prize but 
I’m more than happy just to be recognised 
for my achievements today and to represent 
girl power.”

1 2 3

12 3

Truck driver of the year
The FTA introduced three separate driving contests 

this year, following the success of the Van Excellence

Driver of the Year events in 2014 and 2015.

Spread across two days, heavy goods vehicle drivers 

competed in one of two categories, either the

18-tonne, sponsored by Bridgestone, or 44-tonne, 

sponsored by Mercedes-Benz Trucks.

The challenges were the same for all three events:

economical driving, style of driving, defect checking, 

legislation, risk awareness and manoeuvring.

Logistics operators including Speedy Services, 

Central England Co-Operative, Bookers, Ceva Logistics, 

Matalan, XPO Logistics and United Biscuits were 

among those represented at the competition.

David West from Total Foodservice Solutions was 

victorious among the 12 competitors in the 18-tonne

category. Second place went to Stephen Bainbridge

from Hargreaves Logistics and Michael Lomax from 

Booker picked up third.

Matthew Pickering, of Samworth Brothers Supply 

Chain, was named 44-tonne Truck Driver of the Year, 

beating 19 other finalists to lift the trophy. Stephen 

Hornsby from Clarke International came second and 

Brian Thompson from FTX Logistics took third place.

The winners from all three competitions will be

assessed and one will be named overall FTA Driver of 

the Year in October.
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By John Charles

hange is constant across industry, and 
businesses and fleets must be flexible 
enough to innovate and adapt to meet 
the requirements of customers.

That’s the view of Carl Hanson, fleet 
director of Balfour Beatty Plant and 
Fleet Services, who advises other 

fleet decision-makers to embrace change and not 
retain the status quo. “Change means innovation 
and I welcome innovation,” he says.

Hanson, who was appointed fleet director two 
years ago, has experienced a wealth of change 
across the company following the launch of the 
business-wide transformation programme Build 
to Last in February last year. 

The programme was set up with four aims: to 
be lean, expert, trusted and safe. It meant an 
agenda to drive change focused on innovation.

The journey that the company has been on, 
notably in further increasing its compliance focus 
while simultaneously cutting costs, led to Balfour 
Beatty being named Utilities Commercial Fleet of 
the Year at last year’s Commercial Fleet Awards.

In presenting the award, the judges said: 
“Balfour Beatty takes an intelligent and data-
driven approach to road risk management. It 

C

“It was brilliant to have our work recognised and means 
we are among the leaders in the field, enabling our 
customers to recognise we are doing the right thing”
Carl Hanson, Balfour Beatty Plant and Fleet Services

Hanson said: “It was brilliant to have our work 
recognised and means we are among the leaders 
in the field, enabling our customers to recognise 
we are doing the right thing.”

The ‘Build to Last’ programme saw Balfour 
Beatty Plant and Fleet Services establish its own 
initiative across four key operational pillars: 
procurement, fuel management, fleet efficiency
and reporting.

They have been implemented across all Balfour 
Beatty operating areas, collectively delivering 
savings of around 6% of the fleet costs (including 
overhead, fuel, vehicles and technology), with 
identified forecast cost benefits running into 
millions of pounds. Specific actions include:
■ Procurement – on the back of awarding Lext

Autolease a five-year contract for company cars 
and light commercial vehicles in 2014 
(see panel overleaf), further significant 
savings were identified by standardising 

Embrace change and reject the status quo, says Balfour Beatty’s Carl Hanson 

Innovation and 
information are 
the keys to success

Utilities commercial fleet of the year

Knowledge – not opinion – is power
Facts are critical when making fleet-related 
decisions, according to Carl Hanson.

“Everyone has an opinion whether it is a company
car or van driver or an operations manager running a 
contract,” he says.

Therefore, he says one of the major lessons 
learned during a career in vehicle and plant asset 
management has been “to ensure you have visibility
of numbers and keep score because you have to 
deal with the facts. Everyone has an opinion, but it 
is not always based on the facts.”

Hanson also believes it is vital for fleet decision-
makers to understand their customers, ask the right 

questions and not to be afraid to ask ‘why’ in 
response to a request.

“Ensure you are close to your customers, whoever 
they are, and fully understand their operations and 
the way they operate,” he says.

Indeed, Balfour Beatty Plant and Fleet Services 
is enhancing its customer support by further 
embracing technology.

Hanson says: “Our customers want information 
and we need to get that data to them more quickly
so that they can act upon it. Information is power 
and that drives operating improvements and 
efficiencies.”

shows a high level of education and compliance 
which is best-in-class in that sector and takes 
a holistic approach to running the fleet, which 
has resulted in major improvements in safety 
and cost reduction. Gate checks, weight checks 
and toolbox talks are helping to drive up 
compliance levels.”



commercialfleet.org    September 2016   21

Robert Lindsay, Balfour Beatty 
Services driver risk manager 

(right), receives the award  
from Joe Fielder, sales and 

marketing director, BT Fleet

Sponsored by
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the commercial fleet and rationalising 
the supplier base. 
■ Fuel management – the introduction 

of new discount diesel fuel cards and educational 
packs, to encourage more effective usage. 
■ Fleet efficiency – a project team was set upy

to review existing data, identify where savings 
could be made, conduct ‘deep dives’ into fleet 
operations and support them via a change 
programme across key areas such as vehicle 
utilisation, efficiency and safety. 
■ Reporting – ongoing reporting is critical tog

ensure improvements and efficiencies are 
maintained over time and become the norm. 
Management information packs are generated 
monthly and sent to senior stakeholders in each 
business unit. They are designed to allow senior 
management to identify positive or negative 
trends in their fleet and act accordingly. 

Balfour Beatty’s gas and water and power 
transmission and distribution business units, 
which have almost 900 light commercial vehicles 
and around 150 vehicles above 3.5 tonnes 
between them, have each now adopted Plant & 
Fleet’s Permit to Drive scheme, which won the 
Fleet News 2015 Safe Fleet of the Year Award.s

The initiative is an overarching scheme that 
supports the company’s ongoing driver risk 
assessment and management programme, 
culminating in all employees authorised to drive 
on business receiving a Permit to Drive card. 

Development of the tool now means that all 
drivers are continually assessed during their 
career with permits renewed every three years.

Hanson says: “The Permit to Drive process is 
a comprehensive risk assessment and manage-
ment system that is undoubtedly having a positive 
effect on drivers’ attitudes and appreciation for 
the risk associated with driving on business.”

The risk management programme has deliv-
ered a year-on-year reduction in crash frequency 
and incident severity, thus generating significant 
insurance premium savings. The recipe for 
reducing crashes and improving road safety is to 
follow the four ‘Es’:
■ Engineering – using technology to improveg

safety such as the introduction of on-board 

weighing equipment with integrated reverse and 
left-turn cameras on all commercial vehicles 
above 3.5 tonnes. All vehicles below 3.5 tonnes 
also have on board weighing equipment.
■ Education – numerous driver training packn -
ages in different formats from toolbox talks to 
on-road coaching and e-learning to classroom 
workshops.

■ Enforcement – implementing robust policies,t

including gate checks, backed by disciplinary 
procedures to promote best practice such as a 
ban on the use of all mobile phones while driving.
■ Evaluation – using indicators to continuallyon

assess the impact of all measures to reduce 
incident numbers. 

Transport compliance in the field has been 
further increased with around 3,000 gate checks 
annually and 2,000 random vehicle weight checks, 
as well as 1,700 driver toolbox talks.

Most recently a new fall protection feature on 
large vehicles was introduced, which was an 
in-house innovation and has since been replicated 
by a number of other operators.

A further innovation has been the introduction 
of pull-out chain boxes below the chassis of larger 
vehicles to increase the amount of safe, secure 
storage. It means improved safety through 
reduced manual handling and the ability to safely 
store smaller items in a more convenient location, 
reducing the need to access the truck bed or to 
store unsafe items in the vehicle cab.

In the past year around 500 employees in the 
two operating units completed 35 hours of 
training to comply with the compulsory Driver 
Certificate of Professional Competence (CPC) 
regulations relating to the driving of vehicles 
above 3.5 tonnes. Hanson says: “It is testament to 
the company’s ethos and belief in both learning 
and development of its people, as well as 
recognition of the importance of road safety.”

Utilities commercial fleet of the year

“When implementing 
change you must  
introduce a small number 
of initiatives and review 
them frequently. Everyone 
is busy, but you must 
identify problems and 
provide solutions”
Carl Hanson, Balfour Beatty
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Collaboration with Lex Autolease pays off
The decision to outsource the management of 
Balfour Beatty’s company car and light commercial 
vehicle fleet to Lex Autolease in 2014 has reduced 
the overall cost of running the fleet across the 
group and allowed it to invest in other initiatives. 

Lex Autolease supplies vehicles on contract hire
– van replacement cycles vary from three to five 
years depending on contract demands – and provides 
a comprehensive range of fleet management 
services. They include service and maintenance, 
accident management and core vehicle hire. 

Hanson says: “The partnership goes from strength 
to strength. We are benefiting from improvements 
and efficiencies to processes such as flexible online
ordering and in-life support tools. We continue to 
work with Lex to ensure we are challenging areas of 

high cost such as damage and misuse of vehicles. 
We measure Lex’s performance through a range of
KPIs and the company is delivering.”

Vehicles above 3.5 tonnes and specialist assets
continue to be purchased by Balfour Beatty, utilised
via an internal operating lease arrangement and 
managed in-house. Replacement cycles vary
according to contract demands, with Hanson 
highlighting that “it’s what’s bolted to the chassis
that’s important”.

Explaining the decision to continue to buy and 
manage vehicles above 3.5 tonnes in-house, Hanson
says: “Due to the complexity of the vehicles – 
particularly the bespoke design on the back of the 
chassis – external support is not available from a 
maintenance perspective.”

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

case-studies
Online

A risk management process has 
seen a reduction in accidents 

involving Balfour Beatty vehicles

Sponsor’s comment

The whole Balfour Beatty fleet is Fleet Operator 
Recognition Scheme (FORS)-accredited at bronze 
level. 

Furthermore, Balfour Beatty is Freight Trans-
port Association Van Excellence-accredited and 
its recently launched Driver Certificate of Compe-
tence scheme, which provides a nationally recog-
nised qualification to drivers, is to become part of 
the company’s in-house training programme.

Advocating that other businesses operating 
fleets should join such schemes, Hanson says: 
“By standardising industry best practice we can 
work to a consistent level that delivers increased 
safety and improved operating standards which 
benefits all road users. As a company we already 
have in place many of the measures advocated by 
FORS and Van Excellence. But accreditations 
rubber-stamp what we do and bring a level of 
focus already required through legislation on 
HGVs to vans.”

The company’s Driver CPC programme 
includes an eco-driving course and a classroom 
module called S-A-V-E (Space, Awareness, 
Visible, Environment) to demonstrate ways of 
driving safely and economically.

In a move to reduce ‘unnecessary mileage’, a 
key challenge is driving up the use of tele and 
video conferencing facilities.

However, the gas and water and power trans-
mission and distribution business units acknowl-
edge that in continually striving to reduce the 
environmental impact of the fleet, many journeys 

are necessary. It has therefore introduced speed 
limiters to all commercial vehicles, both as a 
safety measure and to reduce unnecessary fuel 
burn on roads with higher speed limits.

Working in conjunction with speed limiters is a 
telematics system installed in all commercial 
vehicles to encourage efficient driving. Drivers 
have in-cab feedback and weekly dashboard 
reports are sent to the two businesses from 
managing directors down to contract level to help
improve driver and fleet performance.

With a focus on the environment, the dashboard 
reports include – as well as driving manoeuvres 
deemed ‘unsafe’ – league tables relating to 
engine idling and mpg performance versus 
expected performance and the average for a 
particular vehicle.

No single individual is responsible for the 
management, safety and legal compliance of the 
fleet. Instead there is responsibility for fleet 
activity across operating units with dedicated fleet 
support through a transport management struc-
ture that sees a transport manager in each busi-
ness and vehicle controllers for each contract, 
plus a dedicated driver risk manager.

As the gas and water and power transmission 
and distribution business units continue to inno-
vate, a raft of initiatives are taking place including 
constant reviews of short-term vehicle hire 
requirements across a portfolio of sites. 

These can number between 300 and 500 on any 
single day and Hanson says: “We would like all 

vehicles to be on contract hire, but we need to 
manage the utilisation risk by cost effectively 
using short-term hire.”

There is also a specific focus on increasing the 
use of technology to deliver fleet operating 
improvements that include:
■ Telematics to manage ancillary equipment 
such as crane engagement and road gritting so 
customers can benefit from more information on 
how vehicles are being used and when equipment 
attached to them is being activated.
■ Marrying up fuel card management data with 
telematics-sourced information to better manage 
fuel usage and identify any discrepancies.
■ In-vehicle camera feeds to obtain instant 
streaming following a road traffic incident.

Hanson concludes: “The ‘Build to Last’ 
programme continues across the business and 
we will keep on reviewing all aspects of the fleet 
as business requirements change.

“What we have learned from ‘Build to Last’ is 
when trying to implement change you must 
introduce a small number of initiatives and review 
them frequently. Everyone is busy, but as a fleet 
management provider you must identify 
problems and provide solutions.”

BT Fleet are proud sponsors of the utilities category at 
the Commercial Fleet Awards. It is a relevant category 
for our organisation as it celebrates forward thinking 
fleet operators that have a detailed understanding of 
all aspects of commercial vehicle fleet management. 
Joe Fielder, sales director at BT Fleet, was delighted 
to present the award to Balfour Beatty Services 
Division for their exemplary commitment in running a 
safe and efficient fleet coupled with a clear plan for 
dealing with future changes.

As an operator and fleet management partner to
many of the UK’s utilities providers, we have a deep

understanding of the operational challenges that 
mission-critical fleets face on a daily basis. We 
praise Balfour Beatty Services Division efforts in 
setting the benchmark for other fleet operators and
thank all those who came together to recognise and 
celebrate the integral role the fleet industry plays in
keeping Britain working.

Fleet size 900 LCVs; around 150 vehicles
above 3.5 tonnes
Balfour Beatty Plant and Fleet Services: 
6,500 units – 3,000 cars, 2,500 light 
commercial vehicles and 1,000 heavy 
commercial vehicles
Funding method LCVs contract hire with 
maintenance; vehicles above 3.5 tonnes and 
specialist assets purchased and utilised via 
an internal operating lease arrangements 
and managed in-house.
Operating cycle LCVs three to five years 
depending on contract demands; above 3.5
tonnes, variable.

Factfile
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‘CONVERSIONS WILL BE
CORE TO OUR BUSINESS’
Move into conversions offers van and truck cross-sell opportunities, says MD Mark Cartwright

By Stephen Briers

ompetition in the van conversions market has 
heated up this year following the decision of truck 
and trailer manufacturer Cartwright Group to 
launch into the sector.

The company has been growing rapidly, with 
revenues rising from £89 million to £123m and 
the number of employees up by 300 to 850 in the 

two years since group managing director Mark Cartwright 
took control of the business, following the resignation of his 
cousins John and Steven Cartwright.

The grandson of Stanley Cartwright (who founded the 
business in 1952 with his brother Alan), Mark was keen to 
continue the momentum, but spotted the risks in focusing 
primarily on truck and trailer manufacturing and rental.

Moving into the van conversions market was an obvious 
extension, one that tapped into the company’s existing skill 
set. It had previously dabbled, with the engineering capability 
to take on any project, but vans weren’t a priority.

“I felt the number one thing was to build a sustainable 
business and vans was an area with potential growth, where 
we had the skills to make an impact,” Cartwright says. 
“If we have fingers in multiple pies then, if one part of the 
business is down, we can focus on the other opportunities.”

The decision to set up Cartwright Conversions in Doncaster 
was taken as much through necessity as design. Cartwright 
Group had soaked up local talent around its Altrincham head 
office but Doncaster tapped into a different labour pool.

“It also sends out a message to those who thought we were 
just truck guys,” Cartwright adds. “We will be able to exploit 
synergies and our database of customers who wouldn’t 
have previously considered us for vans. It also opens 
up opportunities for the van team to go in and then create 
a business for trucks as well – it’s a good crossover.”

He confidently predicts the new operation will become a 
core part of the group: “We started in rentals for trailers and 
that is now a £20 million-plus business; we started fleet 
services three years ago and that is now £18m. They both 
became core – and conversions will be the same.”

Cartwright has handed much of the responsibility for 
making this happen to new commercial director David Healy. 
Formerly  with rival Clarks Vehicle Conversions, Healy joined 
Cartwright in July last year and says a “fantastic result” 
would be turning over £7m within the next three years.

Put into context, 2,000 conversions roughly equates to £1m, 
so to reach that figure the company would need to be 
converting 14,000 vans a year, fewer if they are welfare vans, 
which are more profitable. 

Healy says while there are clear synergies in the group, 
externally the van market is different to trucks. “Often there 
are different fleet managers in the same company: one for
7.5-tonne-plus and one for vans, and possibly cars,” he says.

Healy recognises that Cartwright Conversions is moving 
into a competitive market where there are four major rivals 

C

Group managing director Mark Cartwright (left) 
with new commercial director David Healy

Supplier spotlight: Cartwright Conversions
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and a host of smaller regional players but is clear about what 
sets the business apart: “Quality, significant improvements 
in type of racking [see panel above], and we have the size 
from a throughput aspect.”

It also benefits from economies of scale from its parentage, 
which means greater buying power. Those savings can be 
passed on to the customer or used to enhance specifications 
at no additional cost – “more for less”, Healy quips.

He adds: “Our selling point is we are a fleet converter, not 
pigeonholed as a racking converter. We have a team of 
designers that can go from a Fiesta van to an Iveco Daily: we 
can do everything and do it well.”

The company also offers a range of fleet management 
services via Cartwright Fleet Services, which includes 
advising on the right vehicle and specification for the job. 
The van can then be brought to Cartwright, converted and 
delivered ready to start work.

The key to this service is educating the fleet, leasing and 
rental companies so they understand the timelines involved.

Company Cartwright Conversions
Key staff group MD Mark 
Cartwright, commercial director 
David Healy
Location Doncaster
Capacity 45 vehicles
Key products steel racking, 
mobile racking, mini racking

Factfile

For more case studies, 
visit: commercialfleet.org/

vans/case-studies

Online

Cartwright Conversions offers three types of 
racking to meet the needs of every operator:

Steel modular racking: the traditional, 
robust system that will last for three

vehicle lifecycles. It is cost-effective and does
the job, according to David Healy.

Mobile racking: this pole system, with 
purpose-built containers to hold kit and 

tools, can be fitted without fixings, eliminating 
the need for drilling. It can carry up to 150kg 
on each shelf and weighs around a third of the
traditional alternatives. With no end or back 

panels, it is effectively a removable skeleton 
that is adjustable for maximum flexibility.

Mini racking: ideal for confined spaces, 
this was developed after consultation 

with fleets whose drivers were suffering from 
back strains, head wounds and kneeling on 
screws, the latter surprisingly common. It 
consists of narrower-than-usual near and offside 
racking, creating up to five separate floors that 
can be slid out individually so the driver does 
not have to enter the vehicle. The mini racking
can also be combined with side entry doors or 
split with rear and side entry options. 

31
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Introducing the Rack Pack...

“Often the conversion is the last thing they think about; our 
message is it should be the first because it will help them 
decide which is the right vehicle,” says Healy. “We use our 
experience so they don’t waste money – something often not 
considered, for example, is roof payload.”

The first few projects are under way and the company is 
now concentrating on building the pipeline, with talks 
ongoing with “50 or 60 companies”. Initial successes have 
come in the rental, bluelight and welfare sectors, the latter 
won on Cartwright’s low lead times thanks to the size of its 
Doncaster facility, engineering know-how and resources.

Order-to-completion times are currently four weeks; long-
term they will average between four and six weeks. Healy 
claims this is “unheard of in this industry”, adding: “We took 
20-30 hours out of a welfare van build on a like-for-like basis.”

Production is arranged on two straight lines, which can 
handle up to 45 vehicles at a time. This is ideal for converting 
batches of vehicles as staff with particular specialisms can 
focus on one stage of the conversion. Traditionally a crew 
will work on a single van in a bay until completion.

“It means they are quicker and the quality is better,” says 
Healy. “It also guarantees consistency, which is harder in 
bays because one crew has to have every single skill.”

Any van which requires a bespoke element can be slid out 
from the line and put into a bay for that part of the conversion.

Healy is seeing themes emerge from talks with prospec-
tive customers, one of which is the demand for less weight.

“We can do this but there is a cost – it can be 30-40% more 
for a 20-25% weight saving,” he says. “And, of course, the 
issue is that ultimately the end user will just put more in the 
van, so they don’t save weight or fuel! So we are looking at 
other ways to cut weight, such as lightweight lining materials 
or floors. But axle weight and telematics are opportunities 
to make bigger savings on fuel.”

Nevertheless, Healy anticipates growing demand for ever-
lighter systems, particularly post Euro6 as the additional 
weight of the AdBlue tank (potentially an extra 50kg) will 
reduce payloads.

And, as he points out: “The more of the lightweight systems 
we can produce and sell, the more we can reduce the price.”

Cartwright’s team of designers can convert 
anything from a Fiesta van to an Iveco Daily
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Fleet Management LIVE is the
event tailor made for fleet decision makers.  
Whether you are a fleet manager looking for a new supplier or want to
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Breakfast for Beginners 

In Fleet News regular feature, Nigel Trotman gives advice 
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At this year's Fleet Management LIVE, Nigel will be appearing in
person on both days to answer your fleet related queries during
hosted group sessions.

Ask Nigel 

These free seminars are specifically aimed at HR,
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• Funding company
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• Driver safety
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• Duty of care
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All fleet managers know about the problems of downtime, and the adverse effect it can have on 
their bottom line. But by being proactive they can help staunch the bleeding: welcome to uptime

By Matt de Prez

he traditional approach to downtime manage-
ment is changing. It’s no longer enough to simply 
focus on speeding up the process once a vehicle 
is off the road.

Fleets are embracing a new proactive approach, 
known as uptime management. The concept is 
simple: control the factors that cause downtime 

to make sure it doesn’t happen.
Truck operators are well aware of the implications that 

downtime can bring to a business, especially where time-
sensitive deliveries are required. 

Van fleets are now becoming increasingly relied upon in 
the supply chain as the UK demands more home deliveries, 
putting extra pressure on operators to keep vehicles on the 
road.

Mark Lovett, head of commercial vehicles at LeasePlan, 
explains: “Any operator, large or small, has a van to do 
a job. Any time that van isn’t working it’s like having an 
unproductive employee.” 

Insight: Managing uptime

T
48%

Reduction in downtime 
reported by operators who

had adopted telematics

£1,000
Overall daily cost of a van 

being off the road, taking into
account staff costs and

deadline penalties

By applying uptime management to your fleet, you can 
increase its productivity. The time a vehicle spends being off 
the road has a direct correlation to your customers’ satisfac-
tion. In an ideal world, you don’t want any downtime at all. 
But all vehicles need to be serviced and repaired, so how do 
you minimise costs and maximise the reliability of your fleet? 

It’s about managing downtime to an absolute minimum 
and utilising the range of new products and services that 
have been developed to keep your vehicles on the road.

How uptime prevents downtime
Choose your vehicle carefully

When it comes to vehicle choice, many fleets traditionally 
take a blanket approach. Unfortunately this often leads to 
vehicles being too big, too small or not able to take the strain 
of the work required. Steve Bridge, managing director of 
Mercedes-Benz Vans, explains: “There is a lot of habit in van 
buying – fleets tend to repeat what they’ve had in the past. 
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“Choosing the correct 
vehicle for the job is the 
first step to helping towards 
minimising downtime” 
Trevor Hodgson-Phillips,  
Volkswagen Commercial Vehicles

But the right vehicle for a particular operation might be 
different to the one they’ve always bought.

“A lot of work goes on to consult with buyers over what 
they do with a vehicle and which one best fits that criteria.”

Trevor Hodgson-Phillips, head of service and parts at 
Volkswagen Commercial Vehicles, says: “Working in part-
nership with customers to help ‘uptime manage’ their fleet 
should begin the moment a customer walks through the 
door to purchase their new vehicle. 

“Choosing the correct vehicle for the job is the first step to 
helping towards minimising downtime. Spending time with 
a dedicated van specialist to discuss vehicle specification can 
help reduce unnecessary wear and tear on a vehicle and
reduce the chance of costly downtime in the future.”

A similar consultative approach is being adopted throughout 
the industry. 

Leasing companies, for example, have a vested interest in 
the end-of-contract condition of a vehicle. 

Lovett explains: “Because we ultimately own the vehicle, a 
credible leasing company will first qualify with the customer 
or operator what they use their van for.

“If we understand the needs of the fleet, we can promote 
to them the most suitable vehicle, based on their operation.” 

Simon Cook, LCV leader at GE Capital Fleet Services, adds: 
“Fleet managers who choose the right van for the job will 
maximise reliability and minimise downtime.” 

He says organisations that try to save cash by selecting the 
cheapest vehicle, or one not fit for purpose in terms of size, 
gross vehicle weight or axle weight, are placing unnecessary 
strain on the vehicle – and unreliability is the result.

Vehicle checks

The single most effective weapon an operator can use to 
reduce unplanned downtime is the pre-use defect check, 
according to Freight Transport Association (FTA).

A vehicle defect check should be carried out by the driver 
every day. It should include key items such as tyres, lights, 
fluid levels and checking for warning lights.

Lovett adds: “If a driver checks the condition and state of 
a vehicle every day they can identify very early when there 
is likely to be a requirement for that vehicle to have a sched-
uled repair done.

“By doing that there might be a need for a couple of hours 
of scheduled maintenance but it’s much better to do that 
straight away, rather than leave it until there are all sorts of 
issues.”

To help its customers implement effective pre-use checks, 
LeasePlan is developing an app which drivers can use to 
perform the checks and report any defects back to the fleet 
department.

Dealers can also assist, says Mark Wilkie, fleet director at 
TrustFord: “Customers need to be on top of maintenance 
schedules and also sensible practices such as inspections. 

“We are happy to work with fleets to give them some advice 
and guidance. It can be that there are things that specific 
fleets need to do more than others; some utility fleets run 
secondary power off the vehicle engine where the engine is 
doing a low mileage but it’s powering a compressor or 
generator. 

“We can help them understand what effect that might have 
on maintenance schedules.”

Regular servicing 

To maximise the uptime of a fleet, all vehicles must 
receive regular maintenance – but this in itself can create 
downtime.

Fortunately, fleets may not have to take vehicles off the 
road for planned maintenance. A number of dealerships and 
workshops are now offering out-of-hours servicing and even 
mobile solutions.

Darren Bell, managing director of Fleetvolution Consulting, 
says the biggest way for dealers to support customers is to 
offer 24-hour workshops. 

“What’s the point of a workshop operating retail hours 
when most of their customers operate retail hours?

“I could take around 70 vehicles off my fleet, saving 
£250,000, if my maintenance provider switched to out-of-
hours. If you take out 70 vehicles you could take 
out 70 drivers as well, so the cost saving would be 
substantial,” he adds.
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Insight: Managing uptime

Keith Abell, fleet manager at Integral, is also 
keen for his suppliers to consider flexible servicing. 
Coming from an HGV background, Abell believes 

the need for support and servicing from a van operation is 
very similar to that of an HGV fleet. 

This belief is held by many people in the industry and Wilkie 
admits many of the initiatives TrustFord has has introduced, 
such as out-of-hours servicing, mobile servicing and service 
level agreements, are truck initiatives. 

Mercedes-Benz operates 24-hour opening at the majority 
of its 120 workshops in the UK. Bridge explains: “There is 
considerable demand for out of hours servicing. For most 
operators the best way to have the vehicle off the road is 
overnight.”

A number of other suppliers operate ‘twilight’ hours. This 
means they stay open late on selected days or weekends to 
work around demand from customers.

For fleets that can’t access out-of-hours servicing, or run 
vehicles on double shifts, another initiative is gathering 
momentum. Mobile servicing allows for vehicles to be 
repaired or serviced while out on a job, or in bulk at an 
operator’s depot.

TrustFord has been operating a fleet of 10 mobile servicing 
vans inside the M25 for the last year and is now rolling out 
the offering across the country.

“The vans are managed through our central call centre, 
allowing fleets to book appointments to suit their needs, 
which we believe is key,” says Wilkie.

Mark Wolfe, director of service delivery BT Fleet, says that 
any commercial vehicle fleet operator that wants to reduce 
downtime should begin by establishing an effective service, 
maintenance and repair regime.

“Fleet operators should aim to partner with a fleet 
management provider that looks at vehicle trends and 
analyses this data proactively to predict when a vehicle might 
need to be booked in a garage,” he says.

Driver Behaviour 

“A vehicle is reliable until you put a driver in it,” says Bridge.
Perhaps a cynical view, but there is truth behind his 

sentiment; fleets can invest thousands in preventative 
maintenance but if the driver is abusing a vehicle then all the 
hard work is undone.

Explaining the point, Bridge adds: “We work with all our 
customers all the time to look for the causes for anomalies 

in downtime. Generally speaking, there is a cause and it’s 
usually something the driver is doing or has done. Therefore 
driver training has become a massive opportunity.”

There are a number of training providers available and 
some specifically look at downtime. The Royal Society for the 
Prevention of Accidents (RoSPA) has launched a bespoke 
driver development course that aims to encourage safe
decision-making and reduce unplanned downtime.

Frances Richardson, RoSPA director of operations, 
says: “Driver training can reduce the frequency and cost of 
accidents, lower downtime due to maintenance, repairs and 
injuries, conduct more reliable vehicle scheduling, save on 
fuel, tyres and spares, and enhance their reputation.”

In addition to a healthy training regime, telematics can also 
be a key way to encourage positive driver behaviour.

Abell uses telematics for a number of fleet functions, but 
driver behaviour is the one in which he is most interested.

He says: “Speed limiters have their limitations – for 
example a van limited to 68mph can still go that speed in a 
30mph zone. Telematics allows us to track a number of 
aspects about that driver, all of which have the potential to 
highlight areas for improvement in vehicle wear.”

Nearly 65% of UK businesses are using telematics 
systems, according to a survey carried out by RAC Business.

The research showed that telematics had led to a 55% 
reduction in wear and tear and a 48% reduction in downtime 
for those who took part.

RAC Telematics managing director Nick Walker 
says: “People are looking now for things like 

“What’s the point of a 
workshop operating retail hours 
when most of their customers 
operate retail hours?” 
Darren Bell, Fleetvolution

For more on getting the 
most from your fleet, visit: 

commercialfleet.org/
managing-uptime

Online

Driver training plays a significant role  
in reducing downtime, says RoSPA



Whether your vehicles are large or small, bulk standard or highly specialist, you need a partner who understands 

the direct link between the reliability of your fleet and your company’s profitability.

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

the vehicles you need, when and where you need them. After all, that’s no more than you’d expect and is really 

nothing out of the ordinary (or at least it shouldn’t be).

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

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

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

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

customer service at every level.

Our business is Your business

To find out more about the difference we can make to your 

business, call 0800 328 9001 or visit flexerent.co.uk

adRocket

FP_COMFLEET_290181id2477042.pgs  01.09.2016  17:32    



32   September 2016    32 commercialfleet.org

Insight: Managing uptime

vehicle condition monitoring and vehicle diagnos-
tics. When vehicles have faults, fleet managers 
want to know about them so they can anticipate 

and plan downtime, so vehicle health is a really key part of 
the future of telematics. That is really nicely-aligned to what 
we’re doing at the RAC.”

Embrace technology

Big data is becoming a buzz phrase in fleet technology. 
Connected services are more intelligent and many fleets are 
already using telematics data to plan servicing require-
ments. 

Abell explains: “It’s a source of data that we can start to 
use proactively. For example, proactive servicing: rather 
than leaving it for the driver to phone in when the ‘check 
engine’ light comes on, we can look at the mileage and usage 
pattern of that vehicle and pre-plan for it.”

By adding an element of diagnostics to a telematics 
system, the whole servicing and repair model can be 
optimised.

Mercedes is planning to launch the ‘connected van’ in early 
2017. Bridge explains: “From our point of view we will be in
a position where the van will advise the driver, owner or 
operator that it’s likely to require some maintenance. In that 
instance it’s up to the operator to make the call and take 
action. The next stage will be for the vehicle to book itself in.” 

He told Commercial Fleet (Aug 2015): “If a customer doesn’tt

tell us their vehicle is off the road, it’s hard for us to manage 
it; this technology will tell us.”

But Abell isn’t fully convinced: “I think technology advances 
are great but they’ve got their place. It depends on the 
individual fleet. From a point of self-diagnosis that’s great but 
the bit around booking it in would be potentially a step too 
far if there aren’t agreements in place as to when that vehicle 
is permitted to be off the road.”

Getting back on the road 
Relationships 

The best way to get a vehicle back on the road is by using a 
repairer that understands the impact of downtime on your 
business and prioritises your vehicle

Lovett says: “You need to have a relationship with repairer 
partners who have the mentality of getting the vehicle back 
on the road in the first instance.

“Fleets should select from a manufacturer that adopts 
a commercial vehicle-focused approach within their own 
franchised dealer network. Not just from a sales perspective 
but from a repair perspective.”

Wolfe adds: “There should be a plan in place once a vehicle 
is off the road to account for replacements, which can be 
difficult when you are dealing with a unique fleet.” 

The replacement vehicle is an important part of managing
downtime – if you get a like for like replacement it means 
the driver can carry on with their job.

Volkswagen has a promise to provide like-for-like courtesy 
vehicles during servicing and repair, as does Mercedes-Benz 
Trucks. 

To manage uptime effectively, a business must first 
understand the cost of its vehicles being off the road.

Mark Cartwright of FTA explains: “You have to
measure cost before you can measure your downtime 
effectively, but for an awful lot of van operators 
downtime is one of the great unknown costs.”

Mark Lovett of LeasePlan adds: “If an operator 
doesn’t know what downtime costs in terms of an
actual figure, it’s very hard to demonstrate the value 
of taking remedial action.”

To help illustrate the magnitude of downtime — 
FTA carried out a survey of civil engineering 
companies using specialist vehicles. Taking into companies using specialist vehicles. Taking into 
account staff costs and penalties incurred for not account staff costs and penalties incurred for not 

meeting deadlines, downtime was costing them well 
in excess of £1,000 per day.

Lovett says an industry average figure for any van
being off the road is between £750 and £1,000 per 
day. 

Cartwright thinks around 70% of vans are ‘doing 
vans’ – essentially a mobile toolboxes – and he 
warns these are the ones where the biggest cost
implications can occur, as replacements for such 
vehicles are difficult to obtain at short notice.

But only one-third of companies currently take 
reliability into account when procuring vehicles, 
according to recent research by Fleet Operations.according to recent research by Fleet Operations.

Ross Jackson, managing director of Fleet Ross Jackson, managing director of Fleet 

Operations, says: “Where possible, these companies 
should be factoring downtime into total cost of 
ownership. 

“The difference between vehicles that average one 
day of downtime and ones that average three can
mean a difference of several thousand pounds to the
business’s bottom line.”

Perhaps it goes without saying that nobody wants 
downtime, but inevitably it will need to occur. Lovett 
suggests that between half a day and a day per year 
is a figure with which his customers would be happy,
but it’s important to remember that every fleet is 
different and some vehicles will require a lot moredifferent and some vehicles will require a lot more 
routine maintenance or inspections than others.routine maintenance or inspections than others.

Measuring the cost of having vehicles off the road

Mercedes-Benz is planning 
significant increase of vehicle 
availability through connectivity
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For many fleets, the maintenance is outsourced; this 
means that any downtime is controlled by the maintenance 
provider.

By outsourcing, a fleet has the power to draw up service 
level agreements (SLA) and hold the maintenance provider 
accountable for vehicle downtime, although fleets with their
own workshops do have ultimate control over bookings.

Bell explains: “This is all about workshop planning, under-
standing a fleet’s planned and unplanned work and booking 
the right amount of hours per customer. It’s really down to 
the customer to drive that conversation.

“Part of your SLA with your maintenance provider or 
leasing company is to really establish a robust service 
level around vehicle availability. You have to monitor their
performance and if your vehicles are off the road for more 
than 72 hours then you need to start daily or even hourly 
calls to them.

“The key is to make sure that maintenance and downtime 
are a key agenda item in your monthly reviews, and measure 
their supply chain performance. Also, make sure you 
document failures and get full root cause analysis of those 
failures.” 

Dealing with emergencies

When a breakdown does occur, the support network which 
is in place to remedy it will play a big part in the overall 
downtime impact on your business.

Having a driver unable to work or in a replacement vehicle 
is not ideal, but having one stuck at the roadside when 
customers are waiting is the very worst scenario.

To overcome this, Mercedes-Benz operates a free 
Mobilovan service for all vehicles that are serviced within the 
dealer network. It attends 3,000-3,300 callouts per month 
with a fleet of 122 24-hour service vans. Unlike TrustFord’s 
mobile servicing proposition, Mobilovan is used as an emer-
gency repair service.

Bridge says: “The most common faults are battery-related 
non-start issues, or warning lights on the dash. Those types 

of thing are good for us because they are educational. If we 
go out to a breakdown we then educate the customer and 
explain the reason for the failure.”

And in the truck business, Sam Whittaker, sales and 
marketing director at Mercedes-Benz Trucks, says: “Of all 
our vehicles at the moment, 83% that break down are fixed 
at the roadside. If you just look at up to five-year-old ones, 
that’s almost 100%.”

But the next step in solving this issue is the ‘connected 
truck’. Much like the technology being fitted to Mercedes-
Benz vans, the truck side of the business has been devel-
oping the technology to predict a breakdown. 

The complex system uses intelligent software algorithms 
to analyse all the data coming from a vehicle. 

Whittaker says: “If the vehicle has sufficient codes which 
suggest it may have a breakdown we will contact the 
customer directly by phone to say we believe it will break 
down in the next few hours and find a convenient solution to 
get the vehicle fixed before it fails.”

Parts availability

If a well-serviced, well-driven vehicle still succumbs to 
a breakdown or perhaps even a collision, then the ready 
availability of parts (or otherwise) can have a direct implica-
tion on downtime.

Some fleets opt for in-house maintenance and keep their 
own parts supply, but many will rely on dealers or their 
maintenance supplier.

Bell thinks there is work to be done in this part of the 
industry. “A lot of people struggle with the supply chain,” he 
says. “Dealers will quote a 24-hour lead time but that simply 
isn’t true in some cases.

“If a dealership hasn’t got the part in stock, it can carry out 
a dealer search allowing it to look across their dealership 
network geographically. 

“But what ordinarily happens is they place the order from 
the depot, so a part that could be an hour away could take 
up to a week because the dealer wants to maximise the 
revenue on that part.”

Bell recommends that fleets should phone around dealer-
ships themselves before accepting that the part has to 
be ordered centrally. But he also points out that this is 
something that should be organised by the fleet’s own 
maintenance provider.

He continues: “The maintenance providers fall down by not 
doing enough research on parts failure. They should be able 
to understand the mean time between failures. The parts 
should then be sourced in advance of failure so you should 
never be waiting for parts.”

Wilkie adds: “Across its 65 sites, TrustFord has around 
85% of parts requests satisfied from internal stock. If we 
can’t satisfy a part from our own stock, Ford has more than 
a 90% first pick rate on parts in the UK.”

Mercedes-Benz Vans claims to hold more than £30 million 
worth of van parts in the UK at any time. Bridge is keen to 
point out the value of using manufacturer parts.

“The genuine parts have one massive difference which is 
all the parts are tested on the vehicle – when we develop the 
vehicle we develop the parts with it. 

“You can buy parts from other manufacturers for less but 
they won’t run as well or for as many miles. It’s a false 
economy to save a few pounds on brake pads which will 
need to be replaced more regularly,” he adds.

But Bell has a different view. He says: “You don’t have to 
use OEM, you can use green (recycled) parts or non-standard 
OEM parts. It doesn’t have to be OEM unless it has warranty 
implications.

“If you’ve got an eight-year-old truck or van does it really 
matter if you put in a new engine or gearbox? You’d have a 
reconditioned unit. And things like mirrors, you’d take 
non-OEM.”

“For an awful 
lot of van 
operators, 

downtime is 
one of the 

great 
unknown 
costs” 

Mark Cartwright, FTA



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.

What happens next?

Advertisement feature

See us on 
Stand B18 
at Fleet 

Management 
Live 2016



The UK and Europe’s largest used vehicle marketplace

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

Light commercial vehicle  
values remain stable in July
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Used van values remained relatively stable in July

T
he headline average value 

of used LCVS sold at BCA 

rose for the second month 

running, climbing by just £23 to 

£5,931 in July, but up by £387 or 

6.9% compared to a year ago. 

Fleet and lease values improved, 

while dealer PX values fell 

slightly over the month.

BCA’s head of commercial 

vehicles, Duncan Ward, 

commented: “There is typically 

some softening of demand over 

the summer season and, as a 

result, values remained 

relatively stable in July.”

Fleet and lease
The fleet and lease sector saw 

average values rise marginally 

from £6,754 in June, to £6,779 in 

July. In fact values have been 

relatively stable over the past 

three months, following on from 

the highpoint recorded in April.   

Retained value against MRP 

(Manufacturer Recommended 

Price) improved marginally to 

35.15%. Year-on-year, values 

were up by £499 (7.9%), with 

performance against MRP up 

by one percentage point. Both 

age and mileage have dropped 

over the year, with average 

mileage falling by almost 

exactly 10,000 miles.

Part-exchange
Average part-exchange LCV 

values fell slightly in July, down 

by £30 (0.8%) and continuing a 

trend that has seen values 

decline from the highpoint 

recorded in January of this year. 

Year-on-year values were up by 

£25 (0.6%).  Both average age 

and average mileage rose over 

the year.

Nearly-new
Nearly-new LCV values averaged 

£14,361 in July, a rise of £2,315 

when compared to June. This has 

to be taken in the context of the 

low volumes reaching the market 

and the model mix factor, as well 

as the availability of ‘new shape’ 

models reaching the market. 

July 2015

July 2016

£6,779

£6,280

Fleet/leasing

70,572

60,578

42.76

39.89

£3,748

£3,723

90,113

91,124

82.16

82.74

Part-exchange

July 2015

July 2016

Nearly new

May 2016

Average age (months)
Average mileage
Average value



commercialfleet.org    September 2016   37

Insight: Remarketing

By Trevor Gehlcken

espite earlier predictions of mayhem in the used 
van market in the event of a vote for Britain’s exit 
from the European Union, July saw business very 
much as usual in the auction halls, with all the 
major firms reporting a rise in the average values 

of vehicles.
At BCA, for example, average values were up 6.9% or £387 

in July over the same period last year and were up by £23 
over June’s total.

BCA’s head of commercial vehicles Duncan Ward 
commented: “As we said last month, we expected to see 
some pressure on average values between now and the new 
registration plate in September.  

“Volumes have risen in the wholesale markets with 
continuing questions over poor condition stock, and while 
average selling price appears to be holding up, this is largely 
due to the influence of a younger, lower mileage profile of 
vehicles currently reaching the market. Buyers have more 
choice now than they have experienced at any time 
this year and are understandably focusing on the best-
presented vehicles.” 

He added: “It is vital for sellers to prepare their vehicles 
well and appraise and value them in line with market senti-
ment. There is plenty of interest from buyers in well-
presented, good quality commercial vehicles, but poorer 
presented vans must look good value for money if they are 
to compete.”

Meanwhile at Manheim Auctions, prices rose in July over 
June by 1.8% to the highest level the company has seen so 
far this year.

Compared to July 2015, vans sold for an average of £175 
more this year, taking three fewer days to sell.

Matthew Davock, head of LCV at Manheim, said: “We are 
continuing our record first half of the year into the second 
half and are witnessing a very healthy and consistent 
marketplace. Our online success is ongoing, with one in 
three vans being sold to an online buyer.

 “Our buyers are feeding back that they saw a stronger 
sales performance in July compared to June, with higher 
footfall from their customer base. While our own physical 
footfall was slightly down – in line with expectations for July 
– our online “footfall” was 3% up on June’s figure.

 “We expect that August’s marketplace will be similar to 
July, particularly in relation to de-fleet activity and buyers’ 
choice.”

Experts at CAP Red Book were particularly watching for a 
change in the fortunes of used vans after the Brexit vote, but 
so far have seen very little alteration in the market.

Senior editor John Watts said: “With many political pundits 
still arguing about the pros and cons of Brexit, the country 
‘under new management’ with no post-Brexit plan, so we 
are told, and an opposition party that appears to be in 
complete disarray, if ever there was a time to mention 
political and economic uncertainty then this is the month to 
do it. However, life goes on and pipes are still leaking, roofs 
still need fixing, people and goods still need transporting 

D

around – to mention but a few of the infinite number of uses 
of light commercial vehicles. 

“Business as usual sums up what we saw on our travels 
around the auctions sales over the past month. The auction 
halls haven’t been quite as full as they were a month or two 
ago and bidding activity has been slow at times, but that’s 
what we expect to see as the holiday season gets under way. 
With the school holidays here we expect the slowdown in
auction activity to continue throughout August and up until 
around the second week in September.”

Watts said that in recent months it had become more 
obvious that physical attendance at auctions is no longer an 
accurate indication of how busy a sale is likely to be as the 
online market develops. 

He said: “Online auctions running alongside physical 
auctions have really come of age this year and, with typically 
around a third of vehicles sold to internet buyers, it’s clear 
that many professional buyers are now choosing to buy 
online for some, if not all, of the auctions sales. This is 
changing the dynamics of how auctions work. It’s now very 
common to see auctioneers struggling to get opening bids 
from hall buyers on some lots then, once they receive a bid 
on the internet, the hall springs into life.” 

According to figures from CAP Red Book, the total number 
of used LCVs sold at auction in July was down by around 
12%. Light van sales were down by 17.5% while car-derived 
vans bucked the trend as sales were up by just over 10%. 

Corsavan, Fiesta Van and Astravan dominated this sector 
with a significant increase in the number sold. 
Corsavan sales were up by 56%, Fiesta Van up by 
57% and Astravan 72%. 

£387
Increase in average value at 

BCA over same month in 2015
ag

BCA over same month in 2015

BUSINESS AS USUAL AT AUCTION
DESPITE FEARS OVER BREXIT VOTE
July figures show increase in prices as ‘life goes on’ despite political and economic uncertainty

ABOVE: Matthew Davock
at Manheim says the 
record start to the year 
is set to continue



Andy Picton, Senior

Commercial Vehicle 

Editor, Glass’s

Registrations of new light 
commercial vehicles for July 

remained steady with a performance that 
fell by only 0.2% (40 units) on the same 
month last year at 24,506. Year-to-date, 
registrations stand at 216,472 up 2.6%.

Heavy vans continue to dominate, up 
nearly 11% on 2015, although July has seen 
a drop in demand with sales of 2.5t-3.5t 
vans down 2.2%. At the lighter end of the 
market, registrations of new vans below 
2.0t were up by 1.6% while units between 
2.0t-2.5t fell 2.8%. 

  After a record first six months, it is little 
surprise to see new sales level off. Subdued 
activity is expected to continue until the 
middle of September at the earliest. Some 

THROUGH THE 
LOOKING GLASS

“The attraction of online is 
obvious – the trader never 
has to leave his yard”

reports suggest growth may be affected 
further should the costs of running a Euro 
6 van not be readily accepted.

 Sales of LCVs at auction during July fell 
by 13.6% on 2015 with only 68.3% selling at 
the first time of asking. This is due to 
traders erring on the side of caution 
following the referendum and down to the 
sheer lack of quality stock on offer. 

 Online activity is busier than ever. The 
attraction is obvious: the trader can ‘attend’ 
multiple sales simultaneously without 
leaving his yard. Without the overheads of 
travelling, the trader is often able to bid 
more strongly for the best available stock. 

 Although the EU Referendum is a distant 
memory, the result is obviously not as the 
market struggles, dominated by an over-
supply of poor quality stock and uncertainty 
over major infrastructure projects. There 
have been lower attendances in the halls – 
though dealers brave enough to stock rarer 
or unusual vehicles, typically those with big 
cabs or a higher horsepower, are busy. 
Those opting for ‘run-of-the-mill’ stock are 
having to seek out tidy, low mileage ready-
to-run examples to achieve any success.

“Buyers have 
more choice 
now than at 
any time  
this year and 
are focusing 
on the best- 
presented 
vehicles”
Duncan Ward, BCA

What the experts say

“Life goes on 
and pipes are  
still leaking, 
roofs still 
need fixing 
and people 
and goods 
still need 
transporting”
John Watts, CAP 

“An early 
reading of the 
market could 
be that there 
has been 
little impact 
from the 
Brexit vote”
Andy Picton, 
Glass’s

Insight: Remarketing

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

org/remarketing

Online
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Sales of medium and up to 3.5t panel vans were 
also down again in July by around 13% and 11% 
respectively. Old-shape Ford Transit 260/280 low 

and medium roof models were particularly highly-prized. 
The 4x4 pick-up workhorse sector bucked the trend with

sales increasing by just over 37% compared to the previous 
month. However, sales of 4x4 pick-up lifestyle models were 
down again by almost 18%.

Glass’s also saw few effects after the referendum. Andy 
Picton, senior commercial vehicle editor, said: “With votes 
counted and the decision made to leave the EU, an early 
reading of the market could be that there has been little 
impact from the Brexit vote and the high levels of new sales 
will be sustainable to the end of the year. This euphoria needs 
to be tempered by the fact that many of the new vehicle 
orders were placed way in advance of the referendum and 
a note of caution should be flagged until any true reading of 
the economy becomes known.”

Picton said sales of LCVs at auction fell by 8.1% to 9,371 
units on the same point in 2015 with 70% selling at the first 
time of asking. The average selling price was up from £4,677 
to £5,160 over the same 12-month period, with the average 
vehicle age falling by six months from 67.7 last year to 67.2 
in July. The average mileage of these vehicles also dropped 
from 80,504 miles to 77,276 miles.

“Although attendances at auction have increased of late, 
business in the halls has understandably tailed off over the 
last month, with many traders raising only a faint interest 
when a tidy unit enters the hall. With purchases made, many 
are now beating a hasty retreat instead of staying on and 
exchanging conversation with their peers.” 

Picton added that before conclusions are made that this 
trend is a result of the Brexit vote, consideration must be 
given to the fact that there is always a slow-down in footfall 
and sales during the summer months, with traders limiting 
themselves to specific pieces of stock.

He said: “There is no shortage of stock to choose from and 
the current trend prevails for buyers to veer towards only 
the best examples, leaving the run-of-the-mill stock for 
another week. Late-plated stock continues to be an issue 
with the savvy trader perfectly aware of the huge discounts 
available on new stock and the impact this is having on their 
value in the used market. Vendor expectations for one to 
two-year-old stock will need to be realigned in line with
market sentiment if they are to expect a high conversion rate.”
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WHAT’S NEW IN THE VAN AND TRUCK WORLD...

New launches

Volkswagen Crafter
The big launch news of the year is undoubtedly the imminent arrival of  
the brand new Volkswagen Crafter in 2017 – and Volkswagen has been 
drip-feeding details to the press recently to gain maximum publicity.

At present the Crafter comes off the same line as the Mercedes-Benz 
Sprinter, albeit with its own engines, but this agreement is set to end soon, 
so VW is already building its own factory in Poland for the replacement.

First pictures show, unsurprisingly, that the new Crafter bears all the 
hallmarks of an overblown Transporter, and the firm is promising four 
base models, three lengths and heights, manual and auto box options, two 
and four-wheel drive and class-leading fuel economy figures.

A new 2.0-litre powerplant developed especially for the new model will 
offer outputs of 102bhp, 122bhp, 140bhp and 177bhp and there will be a 
host of new safety systems on offer. 
n See October Commercial Fleet for a first look at the new Crafter.

Renault Alaskan
Renault has finally revealed some firm details of its first-ever 4x4 truck offering. 
The new model will be called the Alaskan and will basically be a rebadged Nissan 
Navara. The Alaskan will carry the same powerplants as the Navara, offering 
power outputs of 160bhp and 190bhp. Towing capacity is 3.5 tonnes while fuel 
economy figures promise to be among the best in the sector. 

The new truck will be going on sale first in South America but as yet there are 
no details about when it will be launched in the UK.

Fiat Euro 6 Ducato
All vans must have Euro 6 
engines fitted from this 
month – and most of the 
bigger vehicles will have 
an AdBlue tank fitted so 
they comply with the 
stricter emissions 
standards.

But Fiat has announced 
that with the Ducato, 
instead of using AdBlue, Euro 6 has been achieved by using an 
exhaust gas recirculation system that not only reduces the 
complexity of the engine but also saves on the cost of AdBlue 
too.

The Low Pressure Exhaust Gas Recirculation system (LPEGR) 
functions by channelling exhaust gases away after the diesel 
particulate filter, cooling them through a low-pressure EGR 
cooler and then recirculating them in advance of the 
turbocharger.

The Ducato also benefits from the addition of a new 2.0-litre 
115bhp MultiJet II LPEGR engine to replace the current Euro 5 
2.3-litre 110bhp version.

Offering up to 47.9mpg on the combined cycle and CO2

emissions of 157g/km, this new entry-level engine represents 
a significant downsizing compared to the engine it replaces but 
employs Fiat’s latest technologies to offer improved efficiency 
and lower running costs, while improving performance and 
refinement.

Mercedes-Benz Citan
Mercedes-Benz has introduced dual-clutch automatic transmission 
versions of the Citan. 

Citan panel van and Tourer models with the 112 petrol engine can 
benefit from the double clutch transmission, which combines a 
six-speed automatic transmission with the driving dynamics of a 
manual gearbox.

The six-speed dual-clutch transmission consists of two 
sub-transmissions, each with its own clutch. As one transmits drive 
to the wheels, the other has pre-selected the next gear. This allows 
for near-seamless gear changes without loss of power.

Prices are £15,820 ex-VAT for the 112 panel van long 6G-DCT and 
£17,900 for the Tourer long variant. 



Tel: 01474 560077

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

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

• Thatcham Accredited

• National installation

• Vehicle Specific Locks

• 60,000 lock in Service

• ISO  001 Quality Assured

Slamlocks  l  Deadlocks

Electronic Bolt  l  Defender Plates

Ultimate Lock  l  Shutterlock

Security Solutions for valuables
in transit

• Roll Top Safes

• Slot Top Safes

• Coin Chute Safes

• Plain Lid Safes

• Replacement Key Service

• Available in many different sizes to

fit almost any vehicle

Full model list and prices

available on our website

www.checkmatesafes.co.uk

Tel: 01308 423871

Security Solutions for valuables
in transit

• Roll Top Safes

• Slot Top Safes

• Coin Chute Safes

• Plain Lid Safes

• Replacement Key Service

• Available in many different sizes to

fit almost any vehicle

Full model list and prices

available on our website

Security Solutions for 
valuables in transit

•	Roll	Top	Safes

•	 Slot	Top	Safes

•	Coin	Chute	Safes

•	 Plain	Lid	Safes

•	Replacement	Key	Service

•	Available	in	many	different	sizes 
to	fit	almost	any	vehicle

Full	model	list	and	prices

available on ourwebsite

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 John Lewis

f Fiat Professional’s new Talento looks familiar, that is 
hardly surprising. Its replacement for the long-serving 
and now-outdated Scudo is a rebadged version of 
Renault’s Trafic with some cosmetic alterations, thanks
to a deal between the Italian and French manufacturers.

Trafic is also sold by Vauxhall as the Vivaro, and 
Nissan plans to market the same model as the NV300. 

Scudo was the product of a joint-venture between PSA and 
Fiat, which also spawned the now-being-replaced Citroen 
Dispatch and Peugeot Expert.

Selling a vehicle that will be available through three other 
dealer networks may seem a tough call given the ability it 
gives customers to play one marque off against another to 
secure the best deal. But Fiat Professional does have the 
advantage that it is a dedicated light commercial operation 
with half its UK network linked to truck dealers. They are 
well aware of the importance of efficient aftermarket 
support and can offer out-of-hours servicing.

With cargo volumes ranging from 5.2 to 8.6 cubic metres, 
Talento enables Fiat Professional to cover a wider area of 
the market than Scudo could. It stopped at 7.0 cubic metres.

The manufacturer clearly believes that being able to offer 
that additional 1.6 cubic metres to customers who need it, 
but do not wish to move up to something the size of the 
heavier Ducato to get it, will give it an advantage.

Delivered through a six-speed manual gearbox, Talento’s 
power comes from a 1.6-litre diesel at 95hp, 120hp, 125hp 
or 145hp. The two most powerful versions are fitted with 
twin turbochargers. Twin turbos do not have to mean big 
fuel bills, Fiat Professional insists – the 145hp diesel delivers 
46.3mpg on the combined cycle, according to official figures.

I

 NEED TO KNOW 
n Four-way manufacturer fight with same model

n Fiat Professional market expertise could be an advantage

n Volume up to 8.6 cubic metres is bigger than Scudo

Can another rebadged version 
of the Renault Trafic make an 
impact on the market? 

FIAT TALENTO
MODEL: SX LWB 12 1.6  ECOJET 145HP S&S

VERDICT
An improvement on Scudo but Talento may struggle 

in the market given that it is simply yet another 

rebadged version of Trafic. Fiat Professional’s 

dealer network should help though, as should the 

funding packages being put together by FCA Bank.

Selective Catalytic Reduction is being used to enable 
Talento to meet Euro 6, which means it has an AdBlue 
reservoir that requires periodic replenishment.

Payload capacity goes up to 1,249kg and a neat touch is the 
CargoPlus load-through facility. It allows anybody sliding 
extra-long items aboard to open a hatch in the bulkhead and 
make use of the space under the front passenger seats.

Talento is not being sold solely as a van, however. It is 
also being marketed as a crew cab with a second row of 
seats and a load area at the rear, as a people carrier and in 
platform cab guise. 

Two levels of trim are available: entry-level and SX.  With
the former you get electric windows and electrically-oper-
ated and heated exterior mirrors, a full-height bulkhead, a 
full-size spare wheel and a DAB radio among other features. 
Go for the latter and the equipment you add includes air-
conditioning and rear parking sensors.

We took to the highway in a 145hp long-wheelbase Talento
with Stop and Start and some remarkably-fancy black alloy 
wheels, among other extras. 

With zero weight in the back there was little to hamper 
our progress and there is no denying that – like Trafic and 
associated models – Talento offers a commendably-high 
standard of ride and handling. However it does not quite 
match the drivability of Ford’s latest Transit Custom or the 
build quality of Volkswagen’s latest Transporter.

The optional ViewPlus blind-spot mirror on the inside 
of the passenger-side sun visor could make drivers a 
little queasy after a while – but it could be a life-saver 
for cyclists. 

A commendably-high standard of ride 
– but it’s up against tough opposition

Payload 

1,249kg

Fuel economy 

46.3mpg

C02 emissions2

160g/km

Basic price

£24,445

First drive

SPEC
Gross vehicle weight (kg): 3,060

Power (bhp/rpm): 145/3,500

Torque (lb-ft/rpm): 251/1,500

Payload (kg): 1,249

Comb fuel economy (mpg): 46.3

CO2 emissions (g/km):2 160

Price (as tested): £24,445

KEY RIVAL
Ford Transit Custom Limited 
310 L2 2.0 EcoBlue

Gross vehicle weight (kg): 3,140

Power (bhp/rpm): 130/3,500

Torque (lb-ft/rpm): 284/1,500-2,000

Payload (kg): 1,213

Comb fuel economy (mpg): 44.1

CO2 emissions (g/km):2 166

Price (as tested): £25,680



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.

See us on 
Stand B18 
at Fleet 

Management 
Live 2016
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By Liam Campbell
suzu has teamed up with Iceland-based Arctic Trucks 
to offer a new flagship model for the D-Max range. Wth 
huge 35-inch tyres, fender flares and raised chassis it 
is certainly no shrinking violet – but it does its job too.

Building and adapting 4x4 vehicles for more than 25 
years, Arctic Trucks is one of the world’s leading 
experts when it comes to off-road vehicles. This is the 

first time UK customers have been able to purchase an 
Arctic Trucks pick-up through an authorised dealership.

The main focus of the AT35 is off-road performance, so 
very little has changed inside. Extended cab models are 
based on the Yukon, so feature air-conditioning, cruise-
control, heated door mirrors, a leather steering-wheel and 
a CD player with radio and auxiliary, USB and Bluetooth 
connectivity.

Double-cab models are based on the Utah-spec and also 
come with automatic climate-control, leather upholstery 
and rear parking sensors.

The D-Max isn’t the most comfortable pickup to drive with 
its noisy 2.5-litre engine – and this isn’t helped by the noise 
generated by the 315mm-wide Rotiiva tyres either. Going into 
the bends, the D-Max generates quite a lot of bodyroll, 
although the steering is precise and does provide plenty of 
feedback.

Despite the powerful 161bhp output and fairly low 
kerbweight, the D-Max AT35 feels quite sluggish and 
reaches 62mph in just over 13 seconds from standstill, 
although the 295lb-ft torque availability comes in handy 
when towing heavy loads or climbing steep hills.

However, the AT35 is simply in a world of its own when it 
comes to its off-road capabilities. The raised chassis means 

I

 NEED TO KNOW 
n Arctic Trucks partnership is a UK first
n Excellent residual values but poor fuel consumption
n Superb off-road performance

New flagship model is  
expensive but peerless  
for off-road performance

ISUZU D-MAX 
MODEL:  AT35

VERDICT
Priced at £33,499 plus VAT for the double-cab 
(£30,999 plus VAT for the extended), the AT35 is the 
most expensive pick-up on sale in the UK. It isn’t the 
most comfortable to drive either but it certainly gets 
the job done with great off-road capabilities and 
excellent loading attributes. 

there is now a ground clearance of 290mm (65mm more 
than that of the standard model) and an approach angle of 
36-degrees, although the rear underrun bar limits the 
departure angle to just 23 degrees.

We highly rate the electronically-selectable, fly-on-the-
shift 4WD system, which has three settings; 2 Hi, 4 Hi and 4 
Low, with lockable centre-diff for extreme conditions. 

There is no rear diff-lock but, because of the wide tyres, 
the traction control system was called into action on only 
a couple of occasions, while the Fox Perfomance shocks
have more travel – which increases contact over tough 
terrain.

All the extra equipment and bigger wheels aboard the 
AT35 have increased the kerbweight by 75kg, and Isuzu has 
had to lift GVW accordingly to keep the payload (1,068kg on 
extended-cabs and 1,055kg on double-cabs) above the all-
important one-tonne threshold for tax exemption.

The load area measures a respectable 1,795mm long 
(1,485mm on double-cabs) by 1,520mm wide. The AT35 
retains the class-leading 3.5t towing capacity and there is a 
load liner with six lashing points included as standard.

In terms of running costs, the Isuzu D-Max AT35 performs 
pretty well. Special edition models like the AT35 tend to 
hold their money with great residual values, although the 
combined fuel economy of 38.7mpg is poor compared with 
some of the newer rivals.

The service intervals are set at a fairly limiting two years 
or 12,000 miles but the five-year, 125,000 miles warranty is 
class-leading.

Wait until it gets off the road: that’s 
when the AT35 comes into its own

Payload 

1,055kg

Fuel economy 

38.7mpg

C02 emissions2

192g/km

Basic price

£33,499

First drives

SPEC
Gross vehicle weight (kg): 3,070

Power (bhp/rpm): 161/3,600

Torque (lb-ft/rpm): 295/1,400-2,000

Payload (kg): 1,055

Comb fuel economy (mpg): 38.7

CO2 emissions (g/km):2 192

Basic price (ex-VAT): £33,499

KEY RIVAL
Ford Ranger Wildtrak

Gross vehicle weight (kg): 3,200

Power (bhp/rpm): 200/3,000

Torque (lb-ft/rpm): 346/1500-2,750

Payload (kg): 1,024

Comb fuel economy (mpg): 34.0

CO2 emissions (g/km):2 221

Basic price (ex-VAT): £25,745



By Trevor Gehlcken
ntil the arrival of the Volkswagen Amarok in 
2011, the Nissan Navara was pretty much the 
acknowledged leader of the field in the 4x4 truck 
sector when it came to car-like drivability.

Since then, the Navara has gradually been 
slipping down the list as newer and better rivals 
were launched against it. It was only this year 

that Nissan was able to vie for this crown again with the new 
NP300 Navara, launched in January – and it certainly rocked 
the boat. The new model has already picked up a raft of 
awards since launch and looks set to put Nissan firmly back 
among the off-road class leaders.

The Amarok has always had a major problem when it 
comes to fleet sales – it is only offered in double-cab format, 
whereas some company buyers want smaller, more down-
to-earth models. True, Nissan also doesn’t offer a single-cab 
‘cooking’ truck, but king-cab versions with small rear fold-
down seats are available – and these should help to tempt 
prospective fleet buyers in Nissan’s direction.

Having driven left-hand drive versions in Majorca, we were 
keen to try UK variants so snapped up the first one on offer 
from Nissan, which admittedly isn’t exactly the most ‘fleety’ 
version there is – but at least it gives us a chance to try out 
all the goodies that are on offer from higher spec versions.

The vehicle on test is the Navara Tekna – the top of five 
spec levels – and as can be seen from the picture, it came 
in a dazzling metallic gold colour (which turned out to be a 
£495 option) and dripping with all sorts of extras that fleet 
drivers won’t get. Mind you at £24,013 ex-VAT, there are an 
awful lot of bangs for your buck.

Under the bonnet is a 2.3-litre dCi turbodiesel powerplant 
blasting out a meaty 190bhp, while standard equipment 

U

 NEED TO KNOW 
n £24,013 – but packed with features
n Returns 44.1mpg and emits 169g/km of CO2

n As car-like as a truck will ever be

The model which aims to put Nissan back among the 4x4 class leaders
NISSAN NP300 NAVARA 

MODEL: TEKNA DOUBLE-CAB

VERDICT
Once again, Nissan is nudging the front runners  
in this sector. For fleet purposes, however, we 
recommend the lower-powered 160bhp models.

includes roof rails, alloy wheels, side steps, moveable 
tie-down points in the back, body-coloured front bumpers, 
side, curtain and knee airbags, all-round view monitor, a 
Nissan Connect navigation and entertainment system and 
enough safety gadgets in place to make even the most timid 
of drivers feel safe in the rough. 

The truck is slated to return a creditable 44.1mpg on the 
combined cycle and emits 169g/km of CO2.

The NP300 Navara goes along with most of the rivals in 
the sector by offering chunky, macho yet stylish looks, so it’s 
down to personal preference which one looks the best. My 
money is on the Nissan.

Meanwhile just about everything has been updated and 
improved over the old Navara to the extent that the vehicle 
offers as car-like a ride as a truck is ever going to, albeit with 
the seats at a rather different angle.  

The cab is stylish in the extreme, with huge comfortable 
leather seats and a dash that wouldn’t look amiss in the most 
expensive car. Rear legroom, though, is rather at a premium.

In the rear our test vehicle had a plastic load liner which 
was an option at £360 – rather a surprise as in our view this 
is a must to keep the rear of the truck safe from scrapes 
and scratches that will badly affect its resale value.

The Navara fires up with a muted growl which is 
unobtrusive but loud enough to let the occupants know there 
is serious horsepower on offer – and on the road, the driver 
will never be caught short of oomph. The only gripe is that 
the rather old-fashioned long throw gear lever made for 
some notchy changes at times. We didn’t manage to take our 
test vehicle off-road, but had already tried the Navara in the 
dirt at the international launch in Majorca; even novices won’t 
take fright on the scariest inclines as hill start assist and hill 
descent control systems do all the work automatically.

The dazzling metallic gold 
comes with a £495 price tag

Payload 

1,047kg

Fuel economy 

44.1mpg

C02 emissions2

169g/km

Basic price

£24,013

Road test

SPEC
Gross vehicle weight (kg): 3,010

Power (bhp/rpm): 190/3,750

Torque (lb-ft/rpm): 332/1,500-2,500

Payload (kg): 1,047

Comb fuel economy (mpg): 44.1

CO2 emissions (g/km):2 169

Basic price (ex-VAT): £24,013

KEY RIVAL
Mitsubishi L200 2.4 Warrior

Gross vehicle weight (kg): 2,905

Power (bhp/rpm): 180/3,500

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

Payload (kg): 1,045

Comb fuel economy (mpg): 42.8

CO2 emissions (g/km):2 173

Basic price (ex-VAT): £23,049
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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 Trevor Gehlcken

hey say that time flies when you’re having fun, 
so assuming that driving a commercial vehicle 
can be described as a fun pastime, the past six 
months have whizzed by in no time at all.

When you read this issue, our trusty long-term 
Volkswagen Transporter will be back at HQ in 
Milton Keynes awaiting its next tester.

We can’t praise this van too highly. It has been honed to 
perfection over its life – which started back in 1950 – to such 
an extent that we probably wouldn’t be wrong in labelling it 
the best commercial vehicle in the world.

Certainly the judges of various awards panels would agree 
as the T6 has won no fewer than seven major awards since 
its launch recently – and we have yet to decide on the 
Commercial Fleet Awards. One thing is for certain – the 
Transporter will be one of the vehicles in the running for the 
‘medium panel’ van gong.

We’ve piled around 8,000 miles on the van’s clock in its time 
at Commercial Fleet and were expecting to have to top up the 
AdBlue tank – a task we’ve not had the pleasure of 
undertaking so far – but in the event the Transporter hasn’t 
asked for it and therefore we haven’t offered it! Funnily 
enough in our six-month test period we also haven’t had to 
add any oil to the engine or any air to the tyres, so our 
maintenance costs have been a big fat zero.

Every drive in this van has been a pleasure and even six-

 NEED TO KNOW 
n Test fuel economy close to official figure

n Zero maintenance costs in six months of testing

n Highest residual value of any van on the road today

“If your drivers 
complain about 
lack of power 

in this van, they 
probably 

shouldn’t be 
working for you”

hour trips down to my holiday home in Devon have resulted 
in no back twinges at all.

As mentioned in earlier issues, we reckon the Transporter 
is the ideal size for a van (although fleets will be making
decisions based on load capacity requirements). It’s small 
enough to sit on my driveway without getting in the way, low 
enough to duck under the barriers at underground car 
parks, yet big enough to carry more cargo than many drivers 
will ever need to transport – almost six cubic metres.

On the road, handling is crisp and taut and although 102bhp 
seems a rather low power figure for such a van, I have not 
once felt short-changed in the oomph department. If your 
drivers complain about lack of power in this van, then they 
probably shouldn’t be working for you.

We spent quite a time looking at fuel economy and bearing 
in mind that many of the van’s miles were motorway ones, 
quite often carrying heavy loads, our test figure of 45.3mpg 
against an official 47.9mpg wasn’t bad at all. 

The only complaint I could find was that the A-pillars are 
too wide. While this no doubt denotes superior build quality, 
it meant that on a couple of occasions while waiting at T-junc-
tions, vehicles coming from my left were obscured by the 
nearside post. 

And getting down to nit-picking, the writing on the edge of 
the heater and aircon knobs is so small that I have to put on
my reading glasses to see it.

I’ll forgive VW this little “sin”, however – as it’s more to do 
with my age than any fault of the van!

The final pleasure of this vehicle will come when it is sold. 
The Transporter has the highest residual value of any van on 
the road today – the figure for our model is £6,375 (4yr/80k) 
– so VW can be sure that potential second owners will flock 
to buy it when it’s offered up. And whoever ends up behind 
the wheel will certainly not regret their purchase.

Long-term test

T

We’ll be sorry to see this superb van return to VW HQ after its test
VOLKSWAGEN TRANSPORTER 
MODEL: T6 SWB 102 HIGHLINE BLUEMOTION

Payload 

858kg

Fuel economy 

47.9mpg

C02 emissions 2

153g/km

Price as tested

£23,600

One of the best vans in the world – honed 
to perfection since its launch in 1950

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): 45.3

CO2 emissions (g/km):2  153

Basic price (ex-VAT): £23,600

Current mileage: 8,223

SPEC
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Hilton Birmingham Metropole



Made to
measure...

...fleet advice to suit your fleet

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

In association with

Fleet Management LIVE is the event tailor made for fleet decision-makers. 

Whether you are a fleet manager looking for a new supplier or want to discuss
the latest vehicles; or you are finance director who wants to find out just how to
improve fleet efficiency, Fleet Management LIVE is where the industry gathers.

With over 100 suppliers offering everything you need to run a fleet efficiently,
eight tailored best practice sessions, seminars for non-traditional fleet managers,
fuel clinics and briefings for those new to fleet management, imagine how much
you could fit into just one day. In fact, there’s so much going on, your bespoke
agenda will be as unique as your fleet. Register today.

19-20 October 2016
NEC, Birmingham

Supported by:



SmartCam
FLEET TRACKING WITH 

INTEGRATED 3G HD VIDEO 

GPS Fleet
Tracking

3G HD 
Video Camera

Paperless 
Vehicle Checks

Driver
ID

Future-proof your fl eet with SmartCam, Crystal Ball’s 
market leading fl eet tracking and 3G HD video solution

Fixed Speed 
Camera Alerts

Driver 
Behaviour

Manage & improve driver behaviour

Increase fuel savings & reduce 
vehicle wear and tear

Provide invaluable video evidence 
for insurance claims

First Notice of Loss (FNOL) for 
rapid insurance claim management

Visit www.crystalball.tv
Email smartcam@crystalball.tv
Call 08450 501 501

CrystalBall
¨

FREE for a 
limited time only

From just 
£20 per 
month
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