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News from a 
recent CBI/ 
Aecom survey 
that 71% of 
infrastructure 
providers are 

not confident Highways 
England has the capacity 
to deliver the road 
investment strategy (RIS) 
will be of great interest to 
the Office of Rail and 
Road (ORR), which now 
has the responsibility of 
ensuring Highways 
England hits its targets.

One-third believes the 
delivery of phase one of 
the RIS is not on course 
to be achieved by the 
2020/21 deadline, but 
97% see it as important 
to the UK’s economic 
growth.

ORR has given Highways 
England a reasonably 
upbeat appraisal in its first 
annual report, with 
highways director Peter 
Antolik saying it had done 
“pretty well” (see page 24).

But he also recognised 
it has gaps in its current 
capability and is pressing 
the government body to 
produce a plan of action.

The CBI survey also 
identified a business 
priority for linking the 
road network to other 
forms of transport, with 
71% calling it critical or 
important. The ORR 
agrees and intends to  
use its influence and 
knowledge to bring road 
and rail more closely 
together when assessing 
future strategy.

We’ll be tracking its 
progress with interest.
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By John Charles

major review of the London Lorry Control
Scheme (LLCS) is to take place, with some 
calling for it to be scrapped altogether.

The noise-reducing, environmentally-
focused LLCS was introduced in 1986 to stop 
unnecessary lorry movements disturbing the 
peace of Londoners. And, although there 

have been some minor amendments since, its focus remains 
restricting the movement of HGVs in excess of 18 tonnes 
(maximum gross weight) at night and at weekends on a 
series of routes throughout London.

However, operators say that moving as many HGVs as 
possible out of peak hours operation, and enabling them to 
make unrestricted night-time and weekend journeys, could 
help improve safety and reduce emissions and costs. 

In calling for the LLCS to be scrapped, they say that not only 
has HGV technology improved significantly since the LLCS 
was conceived, but it has been overtaken by other regulations 
including the capital-wide Low Emission Zone (LEZ), the forth-
coming Ultra-Low Emission Zone (ULEZ) and the Safer Lorry 
Scheme introduced in September last year.

Furthermore, commercial fleet operators highlighted 
initiatives such as the re-timing of deliveries to avoid peak 
times and launch of a Code of Practice for Quieter Deliveries 
as evidence of what they described as the pointlessness of 
the LLCS.

Natalie Chapman, the Freight Transport Association (FTA) 
head of policy for London, said that, while the organisation 
wanted to see the LLCS scrapped, at a local level that was 
likely to prove politically unacceptable.

Enabling, not restrictive
She said: “The focus of the review must be on enabling 
rather than being restrictive. If we want London to be a world 
class city with a growing economy and improvements in air 
quality and reductions in traffic congestion the LLCS cannot 
continue in its present form.

“We need meaningful change and that means not forcing 
lorries onto arbitrary routes, using more fuel, adding to emis-
sions and congestion. We need an LLCS that is right for the 
21st century and fits in with other schemes and initiatives.”

Suggestions as to how the LLCS could evolve include: 
changing its hours of operation to better reflect life in a 24x7 
economy; raising the 18-tonne restriction meaning fewer 
trucks on the roads; and making HGVs equipped with ‘quiet 
technology’ exempt from the scheme.

The LLCS is run by the London Councils think-tank and 
lobbying organisation on behalf of the capital’s boroughs. 
Some 29 of the 32 boroughs currently allow the body to 
enforce on their roads as well as the City of London.

The scheme operates on Monday to Friday from 9pm to 
7am (including 9pm Friday night to 7am Saturday morning) 
and from 1pm on Saturday to 7am on Monday. Restrictions 
also apply during public and bank holidays.

The penalty charge notice (PCN) for non-compliance is a 
£550 fine for hauliers and a £130 fine for drivers reduced by 

 News insight: future of the LLCS 

A
50% if paid within 14 days. In 2015/16 4,314 PCNs were issued 
against operators and 679 to drivers for breaching the LLCS.

A steering group has been established to lead the review 
comprising representatives of London Councils, Transport 
for London (TfL) and the Greater London Authority (GLA) as 
well as some individual boroughs.

It has established the scope of the review, which will 
assess LLCS effectiveness, including consideration of its 
impact on the freight industry and business, and the benefits 
to London’s residents. 

What the review will cover
A London Councils spokesman said: “The review will cover 
routing, signage, hours of operation, extent of restrictions, 
enforcement, permissions and exemptions, taking into 
account technological advances in HGV design as well as 
traffic management and planning techniques.”

However, Chapman believes that advances in vehicle tech-
nology and the introduction of other initiatives meant some 
of the reasons for founding the scheme 30 years ago were 
now irrelevant. She said: “There needs to be a focus on 
continuing to reduce noise while making the LLCS less 
restrictive for operators who want to deliver at night.”

To aid the review, the steering group is finalising composi-
tion of a working party that will include representatives from 
London Councils, TfL, the boroughs, freight trade and busi-
ness associations, and travel and environmental groups.

However, there are currently no plans to invite fleet opera-
tors to join the working group. The London Councils’ 
spokesman said: “Any changes would require consultation, 
so industry and all operators would have an opportunity at
this stage to provide their comments and feedback.”

Steering group and working group meetings will be held 
on a regular basis until May 2017 after which London Coun-
cils says it will look to put final recommendations to its 
Transport and Environment Committee, potentially in July. 
Therefore, it could be late 2017 or even 2018 before any 
changes are announced.

The Road Haulage Association (RHA) told Commercial Fleet

that it wanted to see the LLCS scrapped, highlighting that 
fleets’ opposition to it was “not so much the draconian 
routing requirements”, but that HGVs could be forced to 

London Lorry Control Scheme: 
should it stay or should it go?
‘Outdated’ HGV restrictions increase emissions and costs, claim fleets

“There needs to be a focus 
on continuing to reduce noise 
while making the LLCS less 
restrictive for operators”
Natalie Chapman, FTA
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has improved so much that it is often not the vehicle that 
makes the noise, but the equipment used when loading and 
unloading.”

TfL, together with industry partners and London Councils, 
has developed a Code of Practice for Quieter Deliveries
promoting measures to reduce noise at the point of delivery. 
It includes fleets introducing HGVs equipped with quiet roll 
cages, rubber floor mats, soft-close doors, remote-
controlled shutter door systems, electric hand pallet trucks, 
low-noise refrigeration units, automatic shut-off radios and
broad band reversing alarms.

Lorries operated by the John Lewis Partnership, which 
includes both John Lewis and Waitrose, make more than 
100 deliveries to stores in and out of the capital per day and 
more than 1,500 home deliveries daily within the M25.

Jerry Ward, manager legal operations for the John Lewis 
Partnership, says that the LLCS should be relaxed, explaining 
that existing hours of operation were both counterproductive 
to both 21st century living and initiatives being worked on by 
both the mayor and TfL.

Still a place for LLCS
However, he said: “There is still a place for the LLCS in terms 
of keeping noise levels down and preventing the unneces-
sary out of hours movement of lorries in residential areas. 
But London is changing and the population is increasing and 
the LLCS cannot be as rigid as it is.

“Out of hours deliveries does not necessarily mean deliv-
ering at 2am. Lifestyles are changing and that means that 
residents and businesses require deliveries at perhaps 
10pm or 11pm, or on Saturday afternoons and Sundays.” 

He also wants to see a relaxation of the penalties for 
breaching the LLCS and believes the review should be 
completed prior to a final decision being made on whether 
the ULEZ is introduced in September 2020 or 12 months 
earlier as proposed by the mayor.

Mike Bracey, chairman of the Brewery Logistics Group 
(BLG), which represents the key logistics firms and brewers 
delivering to pubs, restaurants and bars in London, also 
believes the outcome of the LLCS is inextricably linked to 
implementation of the ULEZ.

Arguing that the LLCS allows operators to deliver without 
a permit for fewer than 50% of the 168 hours in a week, 
Bracey said: “That is annoying, time-consuming and expen-
sive. The LLCS is not stopping deliveries, it just makes them 
difficult. There are a lot of hours in a week which many 
operators are not using.”

The BLG backs calls for a relaxation in the LLCS hours of 
operation and suggests the 18-tonne weight limit should be 
raised which could mean fewer HGVs on the capital’s roads.

Bracey continued: “The review of the LLCS is critical to the 
ULEZ because changes could impact on operators’ fleet 
sizes and shift flexibility. Once operators know what a future 
LLCS will look like they can plan their fleet size and delivery 
schedules, only then should the timetable for the intro-
duction of the ULEZ and its extension be considered.” 

to read more about 
the scheme visit 

commercialfleet.org/llcs

Online

HGV advances have 
made the role of the 

LLCS almost redundant say 
some transport observers

travel 20 or even 30 miles further to avoid the restricted area. 
“That results in operators using more fuel and HGV emis-
sions being higher which goes against the grain of what the 
mayor is trying to achieve in terms of air quality,” said Chrys 
Rampley, the RHA infrastructure manager. “Those issues 
need to be addressed.”

Additionally, the RHA said some operators had exploited 
the LLCS by introducing smaller vehicles to their fleets. 
Rampley said: “That has a knock-on effect of more vehicles 
on the roads and therefore adds to congestion.”

Some fleet operators are known to be keen on promoting 
a so-called “quiet truck” scheme with stickers displayed on 
compliant HGVs. If introduced it would potentially operate as 
voluntary code of practice. Rampley said: “HGV technology 

£550
fine for hauliers for 
non-compliance

£130 
fine for drivers for 
breaking the rules
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By Tom Seymour

an and truck makers have welcomed the 
Government’s decision to expand eligibility for 
the plug-in van grant to included larger electric 
vehicles (EVs).

The extension will mean N2 vans (3.5-12 
tonnes gross weight) and N3 vans (more than 
12 tonnes gross weight) will be eligible for up 

to £20,000 in grant money to help towards the purchase of 
a plug-in truck for the first time, thanks to an additional        
£4 million in funding. The scheme for heavier commercial 
vehicles will be reviewed once 5,000 grants have been 
processed, or in March 2018, whichever is earlier.

The eligibility criteria for a plug-in truck to qualify for the 
extended grant are yet to be confirmed by the Office for Low 
Emission Vehicles (OLEV), but it is expected to make an 
announcement on the parameters and confirm a list of vehi-
cles that will qualify before the end of the year.

One of the models likely to qualify for the grant includes 
the zero tailpipe emission Fuso Canter E-Cell truck, dubbed 
the eCanter. A spokesman for Mercedes-Benz Trucks, 
parent company for Fuso Canter, said: “The grant is very 
welcome news. We’ll be providing any data OLEV need in 
order to get our vehicle approved for the grant.”

The plug-in truck has been confirmed to go on sale in the 
UK towards the end of next year. Pricing has not been 
confirmed, but the discount will likely factor into how it is 
positioned in the market.

The spokesman continued: “Tests with businesses using 
the eCanter have shown around a £900 saving on each 
vehicle per 10,000km versus an equivalent diesel model. 
There is also the potential for a 30% reduction in main-
tenance costs due to having an electric powertrain with 
fewer moving parts to service.”

Mercedes-Benz is hoping eCanters and any future electric 
models operating in London will avoid the congestion charge 

and any charges from the Ultra-Low Emissions Zone (ULEZ).
A spokesman for Tevva told Commercial Fleet that it has t

had an initial meeting with OLEV about the eligibility criteria, 
but was unable to comment further as the company is “still 
trying to understand the impact to the business”.

The current structure of the plug-in van grant offers 20% 
of the cost of a light van, up to a maximum of £8,000. To 
qualify under current rules, vans must emit less than 75g/
km of CO2 and must be able to travel a minimum of 60 miles2

between charges. Plug-in hybrid electric vehicles must have 
a minimum electric range of 10 miles. Vehicles must also be 
able to reach a speed of 50mph or more.

The plug-in van grant has been available to small commer-
cial vehicles of up to 3.5 tonnes since 2012, but sales of new 
electric vans have remained limited.

Department for Transport (DfT) figures show vans regis-
tered with the help of the plug-in van grant reached 895 units 
last year, compared to 27,447 cars.

The Freight Transport Association (FTA) has been calling 
for OLEV to provide “much needed” financial support to help 
fleets make the switch to alternative fuels and low carbon 
technology.

Rachael Dillon, FTA climate change policy manager, 
welcomed the expansion of the grant. 

She said: “The Government has recognised that freight 
operators need support as much as other vehicle users to 
adopt greener fuels and technologies in order to reduce 
carbon and contribute to improved air quality.

“The cost of an electric vehicle can be prohibitive so any 
financial support that Government can give may allow 
operators to make the business case to invest.”

Dillon said there are still a number of barriers to adopting 
electric commercial vehicles, including higher costs, a lack 
of charging infrastructure, range and payload limitations 
and, while all these need to be addressed, the FTA hopes the 
grant system can help to encourage uptake.

Grants extended to encompass larger EVs
Eligible plug-in vans and trucks expected to be revealed before the end of the year

News

V

Online

To read how Gnewt Cargo 
uses electric vans visit 
commercialfleet.org/

gnewtcargo

£4m 
in Government funding to 
expand plug-in van grant

£20,000 
maximum grant available for 

larger electric vans 

Vehicles that could now be eligible for the plug-in van grant

Fuso Canter E-Cell
The 7.5-ctonne eCanter is powered by four lithium-ion 
traction battery packs that power a 150hp electric
motor. It has a load capacity of 4.63t including the 
body and load. 

A full charge takes six-to-eight hours but a fast
charge will take the vehicle to 80% capacity within  
60 minutes. The E-Cell chassis cab can accommodate
bodies up to 5m long.

Tevva Motors – Tevva diesel hybrid range-extender 
retrofit powertrain
Tevva is offering a retrofit package to fit “almost    
any make or model of 7.5t truck”. It features a 20kw
electric motor, a 66kW lithium-ion phosphate battery
pack and a 1.6-litre Ford diesel engine. 

The battery-only range is 100 miles and a 38-litre 
fuel tank adds about 370 miles from the diesel engine. 
The batteries can be recharged in three hours.

ePower Trucks - Flex L3
The L3 is made for inner-city delivery fleets. It has a
range of 35 miles and can be trickle charged within 10
hours. 

Bodies available include flat-bed, cage, box body or 
tipper, offering a payload of up to 400kg or 2.3m³
volume of carrying capacity.
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By Simon Harris

ord has overtaken its main commercial vehicle 
rivals to top the FN50 rankings for the most reliable 
vans in 2016. In a closely fought contest at the top 
of the table, Ford edged ahead of Volkswagen and 
Mercedes-Benz, to narrowly take first place, while 
Mercedes-Benz made up some ground on Volks-
wagen compared with last year.

However, it wasn’t quite enough to unseat the best-
performing model from last year, the Mercedes-Benz 
Sprinter, which retains its place at the top, ahead of the 
Volkswagen Transporter.

Mercedes-Benz Vans UK managing director Steve Bridge 
said: “Sprinter keeps on adding to its awards haul, even 
though it is far from the newest van on the block. In fact, in 
Europe it has defined an entire class of van – known as the 
Sprinter segment.

“The FN50 award for most reliable van proves that the 
tough, durable, dependable workhorse, which is a firm 
favourite for fleets, actually does what it says it’s going to do.”

The reliability survey asks FN50 companies – the top 50 
vehicle funders in the UK – to rank their light commercial 
vehicles (LCVs) in order of the best-performing in terms of 
breakdowns and warranty claims, and allocate points, which 
are then collated to create these rankings.

The results were compiled from more than 225,000 vans.
Vauxhall’s Vivaro medium panel van took third place 

behind the Volkswagen Transporter, while the Ford Transit, 
which achieved third place in 2015, took fourth.

The Volkswagen Caddy was ranked fifth, one place lower 
than it reached last year, while the Ford Transit Custom 
moved up two places from eighth to sixth.

Meanwhile, a second showing from Mercedes-Benz, the 
Vito, is one place lower than in 2015, taking seventh, while 
the Ford Transit Connect rises from 12th to eighth, helping 
to consolidate Ford’s position at the top of the manufacturer 
overall rankings with three models in the top 10.

Mitsubishi’s L200 is the highest placed pick-up truck, albeit 
two places lower than it achieved in 2015, taking ninth, while 
the final position in the top 10 models is secured by the 
Peugeot Partner.

The sister van to the Partner, the Citroën Berlingo, was just 
outside the top 10 in 11th place, while the Citroën Relay large 
panel van was 12th.

The Renault Trafic came from outside the top 20 in 2015 to
take 13th place in 2016, with the Toyota Hilux pick-up truck 
falling three places from 11th to 14th.

The Volkswagen Crafter takes 15th place in 2016 after 
achieving 10th last year, while the Iveco Daily gets a boost to
16th – four places up from 2015. The Nissan Navara becomes 
the third pickup in the top 20 in 17th place, having failed to 
make the top 20 in last year’s survey. 

The Renault Master in 18th place was the second of three 
vans by the French manufacturer to make the top 20, while 
the final two places were taken by the Mercedes-Benz Citan 
and Renault Kangoo, both based around the same Renault 
design, but only the Kangoo made the top 20 last year.

Renault made a big improvement in the overall rankings for 
manufacturers, thanks to the performance of the Vivaro, taking 
fourth place in the table – three places higher than in 2015.

It pushes Vauxhall down one place, although the points 
scored by the Luton-based brand are almost the same as 
in 2015, showing good consistency.

Sixth and seventh places in the manufacturer rankings 
were taken by Citroën and Peugeot respectively. Both share 
vehicles and offer mainly cosmetic and specification changes 
to differentiate from each other.

Nissan is placed eighth, which is three places lower than in 
2015, while Fiat has moved up to ninth place from 11th last year.

The final place in the top 10 for manufacturers is taken by 
Mitsubishi, whose commercial vehicle sales are almost 
entirely the L200 pick-up, although it also occupies a 4x4 
niche based on its car models, including a plug-in hybrid 
Outlander van.

F

With three models featuring in the 

top 10 Ford has moved up to No 1 for 

best-performing LCV manufacturers

BEST-PERFORMING  
LCV MODELS 
(2015 in brackets)

1 (1) Mercedes-Benz 
Sprinter

2 (2) Volkswagen 
Transporter

3 (5) Vauxhall Vivaro

4 (3) Ford Transit

5 (4) Volkswagen 
CaddyCaddy

6 (8) Ford Transit 
Custom

7 (6) Mercedes-Benz 
Vito

8 (12) Ford Transit 
Connect

9 (7) Mitsubishi L200

10 (13) Peugeot Partner

BEST-PERFORMING LCV 
MANUFACTURERS 
(2015 in brackets)

1 (3) Ford

2 (1) Volkswagen

3 (2) Mercedes-Benz

4 (7) Renault

5 (4) Vauxhall

6 (6) Citroën

7 (8) Peugeot

8 (5) Nissan

9 (11) Fiat

10 (10) Mitsubishi

News

Ford vans the most reliable in FN50 rankings 
Manufacturer moves up from third to overtake Volkswagen and Mercedes-Benz
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By Gareth Roberts

he Driver and Vehicle Licensing Agency (DVLA) 
has apologised after a damning report revealed 
major failings in how it manages fitness to drive 
rules.

In one case, a truck driver who had suffered a 
heart attack had to wait 17 months to reverse a 
decision to remove his licence, despite being 

symptom free. He lost his business in the process.
The report, published by the Parliamentary and Health 

Service Ombudsman, says drivers have been left in limbo 
for years because of a “flawed” decision-making process 
which lacks proper standards to fairly assess people. 

Guidance about the process, it says, is also not readily
available to people or to the medical profession, making it 
difficult for doctors to offer advice. And, when it comes to 
handling complaints, it concludes the DVLA is both poor and 
defensive.

Parliamentary and Health Service Ombudsman Julie 
Mellor said: “People’s lives have been put on hold for years 
because of severe delays and flawed decisions by the DVLA, 
leading people to lose their jobs, causing stress, worry and 
isolation.”

The ombudsman investigated eight complaints where 
people with complex conditions were unfairly left without 
driving licences. It led to a wider review of the way in which 
the DVLA handles medical fitness to drive cases.

DVLA chief executive Oliver Morley said: “We are sorry for 
the way we handled the customers’ cases highlighted in the 
report. 

“These eight very complex cases, however, date back to 
2009 and since then the vast majority of the four million cases 
we’ve handled have been dealt with swiftly and correctly.”

The DVLA processes more than 600,000 medical cases 
each year, with around nine out of 10 drivers able to keep 
their entitlement either on a full- or a short-term licence.

Morley continued: “We have already made a number of 
improvements including more effective ways of managing 
cases, taking on more staff and introduced a new online 
service where drivers can tell us about their medical 
conditions.”

Meanwhile, a triage service directs and prioritises cases, 
and requests additional information where appropriate to 
minimise delays. 

It will also make licensing decisions where possible within 
five days and when a licence is revoked a driver can reapply, 
if they can provide fresh evidence.

In addition, the DVLA says it has rewritten and published 
guidance for customers and medical professionals, and now 
prioritises calls from drivers who work abroad or have a job 
offer pending, along with applications from bus and lorry 
drivers, to ensure a licensing decision is made as quickly as 
possible.

Stronger internal processes to help ensure any errors are 
dealt with quickly and accurately have also been introduced, 
and it has set up a team to deal specifically with customers 
who want to challenge a medical decision with the DVLA.

Mellor said: “DVLA has accepted our findings and has 
taken steps to address some of the failures identified. But 
further action is needed to make the assessments of fitness 
to drive more robust to prevent others from suffering the 
same injustice in the future.”

The report recommends the DVLA improves the way it 
communicates with both drivers and doctors, and produce 
robust standards to fairly assess people with medical 
conditions. 

DVLA ‘flawed’ fitness 

to drive procedures 

face strong criticism
Agency insists measures have been 

introduced to address concerns
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T
“We are 

sorry for the 
way we 

handled the 
customers’ 

cases”
Oliver Morley, DVLA

600,000 
medical cases handled        
by the DVLA each year

8 
complaints investigated       

by the ombudsman
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By Trevor Gehlcken

round 300 transport and logistics managers 
gathered at the annual Institute of Road Trans-
port Engineers (IRTE) conference in Nottingham 
to hear a line-up of top experts giving advice on 
topics ranging from the effects of Brexit to the 
quest for cleaner air. The two-day event was 
staged in the city’s Eastwood Hall. 

James Backhouse, Backhouse Jones

Van and truck operators should act now to minimise any 
effects from Brexit, according to James Backhouse, director 
at law firm Backhouse Jones.

While he admitted that no one knew as yet what the effects 
of Britain leaving the EU would be, he urged delegates: “Look 
at the contracts you have that are Brexit-sensitive and iden-
tify suppliers and how they will be affected. The time to do 
this is now. 

“Work out how your business as a whole might be affected 
and explore what might happen in the future. Try to mitigate 
it. Develop a plan now. Don’t assume the clever people in 
Whitehall know anything about your day job. 

“It is crucial that operators initiate a dialogue with our
negotiators from the start. You can’t whinge afterwards 
when things are given up. If they don’t know you need it, you 
can’t complain. We have access to trade associations and 
they need to hear from you. It’s not all doom and gloom but 
there is hard work ahead.” 

Backhouse said it looked likely that Prime Minister Theresa 
May would trigger Article 50 early in 2017 and then the UK 
would have two years in which to negotiate a deal. And he 
added: “This is the biggest economic change since the war. 
Don’t kid yourselves that it will not have an impact. Success 
or otherwise is yet to be decided but the effects will be 
profound.”

As to the direct effect on the transport system, Backhouse 
believes there will be little change ahead. The rules 
surrounding O-licences, tachographs CPC and drivers’
hours are likely to remain, he said. “Don’t expect them to 
disappear. It’s not going to happen,” he added.

IRTE conference report

A

Backhouse also praised the Prime Minister for not 
revealing her Brexit plans. He said: “We will have two years 
to negotiate a deal and there will be a lot of posturing ahead 
on both sides. We need to be up and running and have a game 
plan before Article 50 is triggered. She is not telling us what 
our negotiation stance will be and I agree with her. The aim is 
a smooth a transition as possible. We are the world’s fifth 
largest economy. If we go into recession so will the rest of the 
world and no one wants that.”

Andy Eastlake, Low Carbon Vehicle Partnership

The van and truck sectors are forgotten areas when it comes 
to low carbon transport, Andy Eastlake, managing director 
of the Low Carbon Vehicle Partnership (LCVP) told delegates.

But, he said, they were the fastest growing sectors in 
terms of numbers, and added: “To me that is the biggest 
opportunity. They are rising up the agenda in terms of 
Government thinking. We must try to grab that opportunity 
and offer ideas and money as to how we can move this 
market forward.”

So far, take-up of low emissions vehicles among van fleets 
has been minimal and many of the electric vehicles that were 
on offer – such as the Ford Transit Connect and Mercedes-
Benz Vito – have been withdrawn from sale. At present only 
Iveco offers an electric van at 3.5 tonnes, although Volks-
wagen is promising an electric-powered Crafter next year. 

Eastlake was realistic about the monumental task ahead 
of him to persuade transport chiefs to choose low carbon 
alternatives, but he told delegates: “We try to map out what 
products we are looking for. But if we can’t sell them, we 
have failed. So we are trying to build around product. Fleet 
operators need proof. They must have evidence of opera-
tional benefits and whether low carbon vehicles will work, 
delivering what they want. 

“Clean air zones will be mandated in five cities 
soon and we are trying to help join up a national 
framework so we don’t bring the country to a 

Delegates urged: act now on important issues
Fleets need to focus on Brexit, low carbon vehicles and compliance

ÒThere are 
things you can 
do right now. 
DonÕt wait for 
the next best 
thing when  
we can have 
savings nowÓ 
Andy Eastlake

James Backhouse said no one should 
assume that Government negotiators 

understand all transport issues 
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tricity is made (from coal-fired power stations) and they will 
continue to be until we can decarbonise the electricity grid.”

He praised bio-gas but pointed out that as it came from 
rubbish tips, there was a limited supply of it, which would cut 
out mainstream use.

He also praised LPG and CNG but dismissed hydrogen as 
“sexy, but stupid”. As for autonomous vehicles, he said: “Let’s 
not waste our time even thinking about them.”

He also dismissed the idea of drones delivering parcels as 
“the most stupid idea ever”.

Gareth Llewellyn, DVSA

The new CEO of the Driver and Vehicle Standards Agency 
(DVSA) promised a renewed crackdown on van and truck 
drivers who break the law.

Llewellyn, who took the post in March, said: “Our main 
focus must be on making people safe on the roads and in 
the next five years we will do exactly that. Safer drivers, safer 
vehicles and safer journeys – that’s all that really matters.”

One of the raft of measures Llewellyn is planning is 
creating a new enforcement team who, he said, would “mop 
up those van and truck operators who seriously under-
perform and see fines as a cost of doing business”. 

He said: “One area we are looking at is foreign drivers who 
are increasingly using electronic devices to override the 
tachograph. We stopped a Romanian driver recently who we 
suspected of this and found he had been driving for 72 hours. 
This is completely unacceptable. For one thing people like 
this undercut you and you just hope you don’t meet a driver 
on the road at night who has been on the road for 72 hours.”

Llewellyn added: “We need to send a clear message to 
everyone in the industry. If you are performing well you don’t 
need to have your industry dragged down by these cowboys.”

“Electric vehicles are just  
as bad as diesel vehicles 
bearing in mind how the 
electricity is made” 
Prof David Cebon

grinding halt. It does take time. It took 20 years to 
clean up the bus industry. It took £120 million of 
grants to get clean buses on the road and we need 

10 times as much as far as the truck market alone is 
concerned.” 

Eastlake pointed out that there was more to his campaign 
that just pure electric vehicles. He said: “In the car market, 
plug-in hybrids are outselling electric cars two to one 
although they only get half the grant. Plug-ins give customers 
what they want in range and it’s a lesson for the van and 
truck market. Range-extended solutions may be best to give 
the assurances transport operators need. But don’t just 
jump for the first thing that comes along. Look at the flexi-
bility you need and the journey starts now.” 

He added: “There are things you can do right now. Don’t wait 
for the next best thing when we can have savings now. Euro 
6 trucks work well, low rolling resistance tyres work and 
deliver savings, aero-dynamic improvements are effective 
and alternative fuels are here. Scania and Iveco are both 
selling gas trucks today and there are a number of gas stations 
now. Van fleet should consider retrofitting LPG systems.”

Prof David Cebon, Cambridge University

Van and truck manufacturers are spending billions of 
pounds developing engines which will save a few miles per 
gallon when massive savings could be made simply by 
improving the roads on which they run.

The revelation was made by David Cebon, professor of 
mechanical engineering at Cambridge University, who also 
pointed the finger at empty running and excessive packaging 
as things which were bad for fuel economy.

Cebon said: “Starting and stopping is your big enemy.  
Every time a van or truck has to accelerate, it is wasting fuel. 
Congestion for trucks is costing the UK 3,000 gallons of fuel 
per mile per day. Starting and stopping is such an important 
thing but we can get carried away with other measures to 
cut emissions.”

In a highly entertaining, yet hard-hitting, speech, Cebon 
pointed out that the bigger the vehicle, the more efficient it 
was to carry goods. 

His solutions for cutting emissions included ensuring tyre 
pressures were correct, use of low rolling road resistance 
tyres, telematics, better routing of trucks to avoid congestion, 
avoiding empty running and cutting down on packaging, 
which meant that vans and trucks could hold more cargo.

Running through the alternative fuels available, Cebon was 
highly critical of electric vehicles. He said: “Electric vehicles 
are just as bad as diesel ones bearing in mind how the elec-

Gareth Llewelyn told delegates how the authorities picked 
up a driver who had been at the wheel for 72 hours

For the latest industry news 
visit commercialfleet.org/

news

Online

IRTE conference report

“If you are 
performing 
well, you don’t 
need to have 
your industry 
dragged down 
by these 
cowboys” 
Gareth Llewellyn
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By Trevor Gehlcken

aving been at the forefront of van technology for 
many years, Mercedes-Benz is now spending 
hundreds of millions of euros and employing 
scores of new staff across the globe in a bid to 
take its light commercial vehicle operation on to 
a new playing field.

Instead of being purely a maker of vans, the 
German manufacturer aims to become a provider of total 
logistics systems that involve the vehicle itself, together with logistics systems that involve the vehicle itself, together with 
a host of transportation technology that would have been 
unthinkable even five years ago.

This new approach is being labelled Advance – and to show 
what has been achieved so far, Mercedes-Benz invited jour-
nalists from across Europe to its Van Innovation Campus 
in Stuttgart, where a stunning new concept vehicle was 
unveiled which points the way to the future of light 
commercial vehicles.

Although no dates have been set for the introduction of 
the new systems, bosses at the firm made it clear they 
were not just concepts but technological solutions that 
would definitely be appearing in future vehicles.

The concept van has no steering wheel but, instead, a 
control lever and is powered by an electric motor.

 News insight: Mercedes-Benz technology

H
Commercial Fleet magazine joined the throng at Stuttgartt

and managed to grab some time with Volker Mornhinweg, 
Mercedes-Benz’s global head of vans.

He told us: “We live in exciting times and the internet is 
pushing us into a new age of connected mobility. By 2020, 
we will be totally different from the company you know today 
– not as a result of new models but through changes at the 
foundation of our firm.”

Why the need for change at all, we asked.
He said: “The year 2015 was a record-breaking one for us He said: “The year 2015 was a record-breaking one for us 

with 321,000 vans sold and we have set a record in the first 
six months of this year with sales up 21%. We are on top of 
our game and we don’t need to change. But the world is 
changing and we can be driven by it or drive it. We prefer to 

lead the parade.”
Mornhinweg said more than half of the world’s popula-

tion lives in cities at present and by 2030 the proportion 
will be two-thirds. The London area, for example, now 
houses 14 million people and, he said: “This opens up 
opportunities and challenges to business as traffic 
requires new infrastructure and distribution systems.
“Also digitalisation has changed the needs of individuals 

with e-commerce and deliveries changing in a massive 
way. It has had a major impact on our business as customers 
expect goods to be delivered on time.

“How do we adapt to these developments? We are evolving 
our business to provide a holistic system to make the busi-
nesses of our customers as efficient as possible. We are also 
seeking to reduce emissions and noise to make urban trans-

port more sustainable.”
Mornhinweg explained that Advance describes a 
whole new area of expertise. 

He said: “It will lead to new products and 
services beyond the hardware of a van. 

“Vehicles will be upgraded with advanced 
internet features. Onboard systems will 

collect data to make businesses more 
efficient. They will be able to view 

free loading space, detours will 

321,000  
number of vans sold in record 
year (2015) for Mercedes-Benz

Mercedes-Benz’s new concept van shows
the way for technology advances 
Out goes steering wheel, in comes drone landing pad as maker explores new areas of expertise

The new concept 
vehicle will have a drone 

landing pad on its roof

BELOW: There is no steering 
wheel in the new concept 
vehicle. It is guided by a levervehicle. It is guided by a lever 
near the driver’s hand
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package could be delivered to the scene four times quicker 
than in the conventional way, thus saving a life.

Vans and robots
If Mercedes-Benz has its way, small robots will be seen regu-
larly on streets, delivering packages to homes and offices.

The Sprinter would act as a ‘mother ship’, parking up at a 
central location and dispatching robots up to two miles for 
final delivery. Customers would be alerted to the arrival of
the robot via their smartphones.

The main benefit of the system is that multiple drops can 
be made at the same time, thus saving time for the driver 
while helping to improve air quality on city streets as the 
robots are powered by electricity.

Parcels up to 10kg can be transported in this way.

Cargo space engineering
Many vans are driven half empty and with cargo loaded so 
badly that drivers waste time searching for packages when 
making multiple drops.

This slider system optimises the use of space by getting 
rid of the traditional aisle that the drivers need to walk 
through to find items of cargo.

The van is loaded automatically and the driver is routed via 
a telematics system which will decide on the most cost-
effective roads. At each stop the appropriate shelving slides
out to reveal the goods to be delivered, saving the driver time.

Mobile material service
With this system, clients can order items via a smartphone 
and the delivery driver will have access to the client’s van for 
delivery, say, at night when the customer has gone home.

As an example, a builder runs out of nails and orders a 
new boxful at the end of the day. By the next morning the 
nails have arrived, having been placed in his van overnight, 
so no time has been wasted by a trip to the hardware store.

B2b connectivity
Although several companies already offer fleet manage-
ment packages to van operators, Mercedes-Benz is plan-
ning its own system that will be built into the van before it is 
bought. In addition to the usual items on offer – routing, 
reports on driver behaviour, maintenance schedules and the 
like – there are some clever extras such as advice to drivers 
via their smartphones on how to improve driving techniques 
and fuel efficiency.

For news of the latest 
technology advances visit 

fleetnews.co.uk/
technology

Online

“The world is 
changing and 
we can be 

driven by it or 
drive it. We 

prefer to lead 
the parade”
Volker Mornhinweg, 
Mercedes-Benz Vans

Cargo is loaded automatically 
and with no wasted space

A team of robots can deliver 
multiple packages at one time

gation systems and in the end be transmitted to drivers’ navigation systems and in the end 
and money and offer better our customers will save time and money and offer better 

service to clients.
ms will put loads in the right “Smart cargo space systems will put loads in the right 
e with the rest of the van. We place in the van and integrate with the rest of the van. We 

t mile delivery with drones and will have solutions for last mile delivery with drones and 
s to ensure the most efficient matching interfaces with vans to ensure the most efficient 
other ships and robots will go way of delivery. Vans will be mother ships and robots will go 

out like busy bees.
o mobility as we need to rethink “This is a new approach to mobility as we need to rethink 

c jams will cost ¤4bn (£3.4bn). urban transport. By 2030 traffic jams will cost ¤4bn (£3.4bn). 
r core product but, as a full This seems very far from our core product but, as a full 

rate those areas into our busiservice provider, we can integrate those areas into our busi-
ness strategy.”

s spent ¤200m (approximately So far Mercedes-Benz has spent ¤200m (approximately 
ecruited an extra 200 staff with £1.75m) on the products and recruited an extra 200 staff with 
eas.the remit of producing new ideas.
een achieved to date:Here we look at what has been achieved to date:

Vans and drones
d up with Matternet, a company Mercedes-Benz has teamed up with Matternet, a company 

o create a system in which awhich specialises in drones, to create a system in which a 
oof of the van. Goods can be drone pad is placed on the roof of the van. Goods can be 

d are then dispatched by drone ordered via a smartphone and are then dispatched by drone 
an then be collected by the straight to the van, which can then be collected by the 

customer.
o host this system and loads to The Vito has been chosen to host this system and loads to 
ransported up to 12 miles by a maximum of 2kg can be transported up to 12 miles by 
tem is that, unlike most new drone. The beauty of the system is that, unlike most new 
o special infrastructure is technological innovations, no special infrastructure is 
ve an example of how the required. Mercedes-Benz gave an example of how the 

r when an ambulance attends a system could be a life-saver when an ambulance attends a 
f a special group is needed. A call-out and finds that blood of a special group is needed. A 

Drones can carry a maximum of 2kg up to 
12 miles and land on the roof of the van
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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

One of my drivers sent his driving licence to the DVLA    

to update the photograph. The driver’s vocational

entitlements are due to be renewed next year as he will

turn 45. When his licence was returned, the photograph

had been updated on the card but his LGV licence had also been

renewed even though he had not undergone a medical. Has DVLA

made a mistake?

Probably not. As of January 19, 2013 vocational driving 
licences are subject to administrative renewal every      
five years. Licences issued after this date will 
automatically fall into this new regime and existing 

licences will come into scope as and when they are sent for 
updates, such as change of address or photo card renewal.

With so manWith so many renewal transactions going on, DVLA has 
taken the decistaken the decision to harmonise as many renewal 
dates as possidates as possible which is what happened in the 
case of your dcase of your driver. The photograph and 
licence renewalicence renewal should now be the 
same date and esame date and easier to 
track. It has mtrack. It has meant that 
some drivers wsome drivers will have 
their vocationatheir vocational entitlement 
renewed withorenewed without a medical, 
as DVLA could nas DVLA could not insist on a 
driver paying fdriver paying for a medical early 
just to help thejust to help them with this process.

We hold a standard national O Licence and our CPC holder   

has left the company. Can we carry on without a CPC holder 

for now?

The law requires you to notify the Traffic Commissioner (TC), in 
writing, and this must be done within 28 days of the person 
leaving. You will also need to inform the TC what arrangements
you have made for getting a replacement transport manager.

This may be by training someone already working for the company to 
take the CPC exam, using an external transport manager or recruiting a 
replacement. Your letter should also state a date when you expect this 
process to be completed. Most importantly, you must assure the TC your 
O Licence undertakings will continue to be met while this happens, giving
details of the systems and procedures you have put in place.

How long you will be able to continue operating without a CPC holder – if 
at all – is at the Traffic Commissioner’s discretion. 

We have been rescheduling some of our work patterns. In a

few instances a schedule will require a driver to reduce his

daily rest. All reductions are in line with the tachograph

regulations. However, one of my drivers informs me that only

the driver can decide when to take a reduced rest. Is this true?

No, the EU drivers’ hours regulations (561/2006) make no 
reference to who decides when reduced rests can be taken. This 
means an employer can schedule in reduced daily or weekly rests 
so long as it is in compliance with regulations. But there are other 

considerations. For instance, it would be possible to schedule three 
consecutive reduced daily rests of nine hours and meet the regulations but, 
in terms of safety and driver well-being, it may be unwise to do so. This also 
applies to other areas such as reduced weekly rests, where and when a 
driver takes his break and increasing driving time to 10 hours.

Q

Q

Q

A

A

A
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Rules&
regulations

The FTA looks at the 
latest issues to affect vans
and trucks, including how 
to address driver fatigue and 
safe overtaking procedures

Driver fatigue
Feeling tired while driving can affect the driver’s 
ability to concentrate on the road ahead and 
responsive reactions to road hazards can also 
be badly impaired. Research confirms that 
drivers who fall asleep at the wheel are 
conscious of feeling sleepy and continue to ‘fight’ 
sleep for some time before an incident.

A driver who has momentarily fallen asleep at 
the wheel for 30 seconds and is travelling at 
70mph will have travelled a considerable 
distance and have no recollection of this, 
resulting in a potentially catastrophic incident.

Factors that may cause a driver to fall asleep 
are:
■ The amount of sleep they get before driving.
■ Consumption of alcohol.
■ Sleep-inducing medication.
■ Boredom (particularly on monotonous roads).
■ Age.
■ Over-the-counter medicines that have side 
effects causing drowsiness, for example cold 
and flu relief.

Drivers should:
■ Try to ensure they are well rested and feeling 
fit and healthy before starting the journey.
■ Plan the journey to include regular rest 
breaks (at least 15 minutes every two hours).
■ If necessary, plan an overnight stop.
■ Avoid setting out on a long drive after working 
a full day.
■ If feeling sleepy during a journey, stop. 
somewhere safe, take drinks containing caffeine 
and try to take a short nap.

Employers have a responsibility under the 
Health and Safety at Work Act, which states that 
‘health and safety law applies to on-the-road 

work activities as to all work activities and the 
risks should be effectively managed within a
health and safety system’. Therefore employers 
must assess the risks involved and put in place 
all ‘reasonably practicable’ measures to 
manage those risks.

Employers should:
■ Raise awareness of driver fatigue and 
incorporate this into driver training.
■ Consider alternative travel such as train/drive, 
video conferencing and centralised locations.
■ Have a reporting system for fatigue as some 
employees may have to look after young 
children or sick or elderly relatives.
■ Arrange shifts in particular when shift 
patterns may give rise to a potential problem.
■ Consideration should be given to allow drivers 
to stay away overnight rather than driving home, 
while recognising that some drivers may want 
to return home for domestic reasons.
■ Put in place active monitoring of fatigue in the 
workplace. Journey planning should be 
monitored and drivers consulted during the 
planning process to ensure that all alternatives 
are explored and that a clear plan is agreed.

WHEN IS IT SAFE TO OVERTAKE ANOTHER ROAD USER

The first thing to be
aware of when
considering overtaking 
another road user is
whether there are
restrictions indicated by
road markings and
signage as indicated here.

This information provides valuable
information about when it is unsafe and
illegal to overtake.

Rule 129 of the Highway Code refers to
‘double white lines where the line nearest to
you is solid’. This means you MUST NOT
cross or straddle it unless it is safe and you
need to enter adjoining premises or a side
road. You may cross the line if necessary,
provided the road is clear, to pass a
stationary vehicle, or overtake a pedal cycle,
horse or maintenance vehicle, if they are
travelling at 10mph or less.

Rule 128 refers to ‘double white lines
where the line nearest to you is broken’. This
means you may cross the lines to overtake if
it is safe, provided you can complete the
manoeuvre before reaching a solid line on

your side. White direction arrows on the road
indicate that you need to get back onto your
side of the road.

Even if there are no road markings or signs
that prohibit overtaking, there are many
situations when it is not safe to overtake.

Rule 166 of the Highway Code advises that
you DO NOT overtake if there is any doubt, or
where you cannot see far enough ahead to
be sure it is safe. For example, when you are
approaching a corner or a bend, a hump
bridge or the brow of a hill.

Rule 167 advises not to overtake where
there is the possibility of coming into conflict
with other road users, for example
■ Approaching or at a road junction on either
side of the road.
■ Where the road narrows.
■ Approaching a school crossing patrol.
■ Between the kerb and a bus or tram when
it is at a stop.
■ Where traffic is queuing at junctions or
road works.
■ When you would force another road user
to swerve or slow down.

■ At a level crossing.
■ When a road user is indicating right, even
if you think the signal should have been
cancelled. 
■ Stay behind if you are following a cyclist
approaching a roundabout or junction, and
you intend to turn left.
■ When a tram is standing at a kerbside
stop and there is no clearly marked passing
lane for other traffic.

In conclusion, the sensible and best approach
is never attempt to overtake unless you are
sure you can complete the manoeuvre safely
and legally. When travelling behind a slower
vehicle, ask yourself is it really necessary to
overtake it. There are occasions why
overtaking could be unnecessary, such as:
■ The vehicle in front is travelling at the road 
speed limit for the specific type of road.
■ You will be leaving that road soon.
■ The vehicle in front may be leaving the
road soon, look for clues such as an address
on the vehicle.
■ A dual carriageway or the road widens to
allow for safe passing is coming up. 
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Fleet spotlight: AAH Pharmaceuticals FTA audit

Quality standard boosts driver motivation, ensures consistency and helps AAH to win tenders

By Stephen Briers

ive years ago, Commercial Fleet sister t

magazine Fleet News joined Freight s

Transport Association (FTA) on an audit 
of South Central Ambulance Service for 
its new Van Excellence programme.

The bluelight fleet, which passed with 
flying colours, was undergoing its first 

audit and its then head of fleet Rick Stillman (now 
a fleet consultant), told us how he decided to put 
a dedicated person in place for the two months 
leading up to the audit.

“We couldn’t have done it without the support of 
a project manager because of the time involved,” 
he said at the time.

The FTA launched Van Excellence in 2010 and 
now has 103 members operating 25,000 vans, 
with many more embarking upon the process. 

So what happens during the annual audit and 
how has it changed in the past six years? To find 
out Commercial Fleet was invited on the latest 
inspection being carried out on AAH Pharma-

F
ceuticals, which was the first fleet to pass the Van 
Excellence assessment six years ago.

AAH and its parent Celesio take Van Excellence 
seriously. Fleets services manager Martine Smith 
and fleet technical engineer Mick Storey both sit on 
the governance group which is responsible for 
ensuring Van Excellence remains fit for purpose.

For its latest audit, which took place at the 
company’s Swansea branch, Smith assembled a 
team of seven, including regional training coord-
inator Ken Hadlow, fleet technical support Mike 
Dabbs, fleet admin coordinator Michelle Shute and 
branch operations manager Adrian Alford.

Smith says: “We have gone round all the 
branches for our audits. Every branch sends its 
files in and FTA chooses which ones to check.”

FTA auditor Julie Richards ran the audit. She 
believes the key to a successful review, which 
takes around three to four hours to complete, is 
“being prepared, having the information to hand 
and, for the fleet, having clear policies and process 
with documentation”.

She adds: “The audits can take longer if the 
company isn’t prepared. But a lot of the time is 
spent re-checking existing policy.”

Richards has a check list of items which look at 
every element of fleet policy and processes with 
the objective of understanding how the fleet 
works with proof of practices. She asks additional 
questions along the way to satisfy herself that 
AAH is doing what it claims and makes notes 
about the files and documentation she’ll need to 
see later as further evidence of its processes.

Order of questions changes
The audit itself has evolved. The biggest change 
is the running order: the questions have been 
swapped around to make the assessment more 
user-friendly.

Mark Cartwright, FTA head of vans, explains: 
“We used to ask the most difficult questions first, 
so we reordered them to start with the most 
straightforward ones after we consulted with 
members and the governance board.

“We are now slicker and more organised and 
the fleet [being audited] is better prepared.”

The other notable change was an amendment 
to the speed limiter section to take into consid-
eration the role of bluelight fleets.

“We realised that bluelight fleets are not able to 
be speed limited so we changed that element for 
them,” Cartwright says. “We will now accept 
evidence of a robustly managed telematics-
driven speed management programme instead 
– in other words, evidence that you can manage 
speed via telematics and that you do something 
about the data that it generates.

“But overall, the standard isn’t broken so there 
is no need to fix it. Our governance group over-
sees it and makes a few working tweaks but from 
our point of view, it still works well.”

Back to the audit, and Richards is enquiring 
about licence checking. Sample questions: how 
do you do it? When do you do it? Who has access 
to the results? How are they recorded and stored? 
How long are they kept? Do you have written 
evidence of the process? Are staff trained to carry 
out the checks?

The audit takes place in a genial atmosphere. 
Richards asks lots of questions and probes to 
identify the necessary answers. But, as she says, 
it isn’t a case of trying to catch out a company; it’s 
simply to “identify that they have policies and that 
those policies are documented – the proof that 
they are doing what they say they are doing”.

FTA Van Excellence gives
‘sense of pride’ to drivers

 g
‘sense of pride’ to drivers 

Audit is ‘all about communications’
The audit process begins with a phone call to the 
fleet. The fleet has guidelines to read, understand 
and follow which are key to passing the standard. 
The phone call will try to establish whether this is
the case to save time – both FTA’s and the fleet’s – 
being wasted.

The FTA auditor will select 10 drivers and vehicles 
randomly for the audit, and will assess all relevant

files. The auditor expects to see the same standards
in every branch for a multi-outlet business.

The fleet needs to be prepared, with the right files
and people present at the audit. 

Julie Richards explains: “This is an audit they 
want. It’s not forced upon them, so they will do the 
preparation work. From there it’s all about the 
communications. Then everything falls into place.”

Julie Richards (centre) ensures audits 
take place in a genial atmosphere
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“At AAH we use the audit to improve.          
If something is wrong that’s a      
positive because we can address it” 

Martine Smith, AAH Pharmaceuticals

A key part of her role is communication. “You 
have to be a people person, to get rapport with 
the fleet and ease them into it so they are confi-
dent to say if they don’t understand a question and 
also so that they are comfortable asking you 
questions,” she says. “The process tends to be 
straightforward and we do see clear progress on 
the re-audits where companies have improved 
their processes and introduced new elements. 
They are improving all the time.”

For her part, Smith says the audit offers a lot of 
benefits for AAH. She structures her own fleet 
inspection around the Van Excellence questions 
and mirrors any updates.

“At AAH we use the audit to improve. If some-
thing is wrong that’s a positive because we can 
address it and improve,” Smith says.

Benefit to drivers
Swansea was selected for the audit as it is the 
branch from which the FTA’s recent crowned van 
driver of the year works (Mathew Young, see 
Commercial Fleet, September 2016, for details). 
The centre stocks 6,000 product lines but can 
bring in another 14,000 for next-day delivery.  
Some 75,000 items are picked daily, 60% of which 
is automated, with pick accuracy of 99.98%.

The delivery fleet totals 30 vans, making 800 
deliveries a day all within a 15-minute window to 
pharmacies. It clocks up 100,000 miles a month.

Van Excellence helps to ensure that each of 
AAH’s 17 branches operate to the same high 
standards. Its 2,500-vehicle fleet includes cars, 

vans and trucks, and Smith says one of the 
biggest benefits to the business is the drivers.

“They see themselves as the best,” she explains. 
“They are working to the same standards across 
the network and they know what we want from 
them. There’s a sense of pride because the badge 
is on their vehicles; they want to be involved.”

Smith adds: “From a fleet team point of view, 
we see our drivers looking after their vans, 
carrying out regular checks. And from a business 
point of view, it helps with tenders: potential 
clients know our drivers are trained and that we 
take pride in how the vehicle is maintained and 
managed. They know we will turn up when we 
say we will – it’s proof of our standards.”

One criticism of voluntary standards is the 
robustness with which they are monitored. Do 
companies fail to reach the standard, for example?

FTA insists yes, they do, although Cartwright 

For more on AAH’s fleet operations 
visit commercialfleet.org/

aah-profile
Online

says the number “is low because we make sure 
they are aware of what they need to do to pass 
before they undergo an audit”.

In essence, there is little point auditing a 
company if they are not likely to pass. Conse-
quently, the FTA sees its role as encouraging and 
supporting fleets to reach the required level. 

Cartwright adds: “We’ve only had a couple of 
failures on a first audit; no one has failed a 
re-audit.”

And AAH? Once again it passed the Van Excel-
lence audit and can proudly display the logo on its 
vans for another 12 months.

AAH has a fleet of 2,500 vehicles 
operating from 17 branches
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Regulator will help ensure 
Highways England delivers
Office of Rail and Road has remit to ensure the Government body meets 
its objectives, including efficient use of the £15bn road improvement budget

By Stephen Briers

re you happy with the state of the roads? Ever 
had trucks or vans caught in a traffic jam? 
Complaints about the road infrastructure are 
perpetual but things could finally be about to 
change.

Highways England, formed from the ashes of 
Highways Agency in late 2014, is the new 

Government body tasked with improving the condition of the 
strategic road network (SRN) as part of a £15 billion invest-
ment plan. These 4,400 miles of motorways and main A-roads 
account for just 2% of the road length in England, but carry 
one-third of its traffic, including two-thirds of truck journeys.

Traffic on the SRN grew by 19% between 2000 and 2015 with 

Supplier spotlight: Office of Rail and Road

A

Peter Antolik, left, visited the site of the 
M1/M6 interchange earlier in the year

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

case-studies

Online

the biggest growth from vans. The Department for Transport 
(DfT) predicts that, by 2040, traffic will increase again, by 
between 29% and 60%. An effective Highways England is vital 
to ensure the national infrastructure doesn’t collapse.

On paper, one agency has been replaced by another – so 
what’s new, you might ask. Well, the biggest difference is the 
fact that Highways England’s policies and performance are 
now being held to account by the powerful Office of Rail 
Regulator, since renamed as the Office of Rail and Road 
(ORR) to recognise its broader remit.

In rail, the ORR is respected and feared in equal measure. 
It has almost limitless powers, which extend to the closure 
of lines or stations or forcing a company to stop operations 
should it be unsatisfied about safety and standards.
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created a monitor function to ensure they are achieving 
efficiency over that time.” He has relied heavily on the 
knowledge and experiences from the rail division: the tools, 
technology and thinking it already employed have been 
tweaked for roads, such as the annual data submissions or 
the monitoring framework which follows a similar philosophy 
of being proportionate and targeted.

Combining road and rail also enables the body to spot
linkages between the two and where investment strategies 
do not stack up. It’s the ORR’s strategic intent to play a role 
in the development of both sectors.

Take freight, for example. When ORR assesses price 
control and charges for operators, it can sense-check a 
strategy of moving freight from road to rail or vice versa. 

“We can understand what it means for the road network 
[if more freight moves to trucks]; how that might be 
impacted,” Antolik explains.

ORR published its first annual report into Highways 
England in July which gave the organisation a positive 
evaluation. Antolik sums up by saying: “Highways England 
has done pretty well for the first year; they have largely met 
their targets and hit their KPIs.”

He adds: “We recognise that Highways England has just 
been created so they have gaps in capability in a number of 
areas, both today – e.g. stakeholder engagement and
communications – and for the future – e.g. project manage-
ment for all their projects over five years.”

That will get increasingly challenging towards the end of 
the period as some 50-60 road schemes are due to start.

“Is that deliverable?” Antolik asks, rhetorically. He points 
to a number of concerns, such as employing the people, 
achieving planning consents and structuring the workloads. 
Those concerns have been discussed with Highways 
England, which is now working on a plan of action.

“It’s a perfect example of the benefits and challenges of 
road reform,” Antolik says. “If they can plan efficiently, they 
should be able to deliver it more efficiently and help the 
supply chain to plan better to reduce cost. Understanding 
how will impact their KPIs, such as safety and keeping the 
network open, for the benefit of all users.”

Highways England’s objectives for its first five-year period 
were laid out in the investment strategy set by DfT. Next time 
they will be agreed with ORR.

Strategic studies are already underway, such as the 
Oxford-Cambridge link road and south-west M25, which will 
identify whether a highways solution is the best option or 
whether an alternative, such as rail, offers a better solution.

The research will also consider route strategies, such as 
bottlenecks, capacity and safety, to form Highways England’s 
next set of priorities. 

“Highways 
England has 
done pretty well 
for the first 
year; they have 

largely met their targets    
and hit their KPIs” 
Peter Antolik, ORR

It doesn’t have quite the same carte blanche for roads – 
irrespective of the performance of Highways England, no 
one is going to thank ORR for closing a major road – with a 
lot of responsibility for safety sitting with the Health and 
Safety Executive.

Ultimate sanctions include fines of up to £2.5 million. This
is, though, a “last resort”, according to ORR highways 
director Peter Antolik. “Enforcement is a spectrum,” he says. 
“Intervention is a form of enforcement. The first step is to 
write to them. At the other end are fines. In between we can 
request information from Highways England and they are 
under legal obligation to provide it. We can also demand that 
they implement specific remedies or improvements.”

He provides an example: if Highways England isn’t on track 
to hit a KPI, ORR can insist that it obtains external advice and 
then creates a plan which will require its approval.

“We are transparent and a lot of that plays out in the public 
domain,” Antolik says. “We publish details and stakeholders 
- for example, freight companies, representative bodies, 
engineering companies, DfT, Brake, Clean Highways – can 
give us their views.”

Antolik was appointed in March 2015 after a career that 
crisscrossed roles in infrastructure investment and utilities 
regulation. He understands what it’s like to be on the end of 
“helpful” regulation (“you can put that word in inverted 
commas,” he quips).

“We have all the powers and duties of a regulator,” he says. 
“But when we say something has to be done, we have to be 
mindful what that means regarding workloads and 
responses from the industry.”

He’s a firm believer of working with industry to solve 
industry problems, although there is undoubtedly an element 
of need: the rail division employs 300 people; Antolik has just 
15. “We are unlikely to have the same depth of expertise, so 
we engage with sector stakeholders,” he says.

Those consultations, with the likes of DfT, RAC, RoSPA, 
Transport Focus and the Chartered Institution for Highways 
and Transportation, helped ORR to shape its own policies. 
Discussions ranged from the ORR’s objectives and imple-
mentation of policy to its enforcement role and level of fines.

Not surprisingly for a regulator with its roots in rail, safety 
is a priority for ORR, for both users and maintenance 
workers. It is, therefore, also a priority for Highways England. 

“It’s in our DNA; we have relentless focus [on safety],” says 
Antolik. “And while we don’t have the same powers as rail, 
we have that as our backdrop.”

The major change of focus initiated by creating Highways 
England can be summed up in one word: planning. Highways 
Agency was driven by short-term policy-making which 
resulted in an inefficient delivery of results and a failure to 
achieve targets. “That’s undoubtedly true,” agrees Antolik. 
“There’s freedom for Highways England to do long-term 
planning with a five-year settlement. Within that we have 

19%
Xgrowth of traffic on the
strategic road network
between 2000 and 2015

£2.5m
maximum fine ORR can 

impose on Highways England

Highways England objectives

Highways 
England’s 
investment 
plan

■ Making the network safer: 40% reduction in killed and serious injured (KSI) by the end of 
2020 against the 2005-09 average. Current performance: KSI down 3.5% in 2015, but is above 
the trajectory to meet the 2020 target.
■ Improving user satisfaction: target 90% by March 2017. Current score: 89.3%.
■ Traffic flow: 97% lane availability in any year and 85% of motorway incidents cleared 
within one hour. Currently 98.4% availability and 86% clearance rate.
■ Encouraging economic growth: reduce average delays (no target set).                  
Current: 8.9 seconds – worsening trend.
■ Achieve real efficiency: Save at least £1.2bn on capital expenditure by 2019/20.     
Current: £33m of efficiencies identified and under review.
■ Network condition: 95% of pavement requiring no investigation for maintenance.   
Current: 95.4%

■ £7bn investment in 
112 major schemes – 20 
open for traffic, 63 under 
construction and 20 
feasibility schemes by 
2020, plus £5bn of 
maintenance/renewals
■ £900m of additional 
ring-fenced funds to 
2020/21 for environment, 
cycling, safety, air 
quality and housing.
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Implementing a robust 
vehicle recovery plan
The importance of getting a vehicle back on the road quickly is not lost on 
fleet operators, third party suppliers and the manufacturers themselves

By Matt de Prez

anaging breakdowns is crucial for any busi-
ness. Having a driver at the side of the road 
is not only dangerous, but also impacts 
directly on revenue.

Every minute that a vehicle is inoperative 
is another minute that the driver isn’t able to 
work, so a number of decisions need to be 

made to get them back on the road as quickly as possible.
Unfortunately there is not a one-size-fits-all approach to 

breakdown management. The process can be handled 
in-house or by a third party supplier but now more fleets are 
choosing to outsource the entire arrangement.

Mark Lovett, head of commercial vehicles at LeasePlan, 
says: “There is now a requirement for fleets to understand 
the entire breakdown process, in terms of vehicle recovery, 
liaising with garages, repair times and warranty. 

“There’s a real advantage to having a third party manage 
and take care off all of that for you and almost become your 
remote-based fleet manager.”

But for a fleet to get the best service and value for money 
from its provider, it must have strong service level agree-
ments and key performance indicators (KPIs) in place.

Same as a heavy truck
Lovett believes it’s absolutely critical to handle the break-
down of a van in exactly the same way as a heavy truck. 
Therefore off-road time and onward load provision should 
be top priorities.be top priorities.

He explains: “Traditionally the heavy side of the industry 
has always had a greater focus on reducing downtime and 
keeping vehicles moving. 

“But with increasing demands on companies to meet strict 
deadlines and adapt to changing customer needs, van fleets 
are now feeling the same pressures.”

Stuart Thomas, head of fleet services at The AA, says: 
“From our own experience in delivering roadside breakdown 
services, the van is a tool. It’s a vital ingredient of what we 
do. Breakdown requires a holistic approach. By nature 
commercials have a higher level of breakdowns than cars 
because they are worked harder.”

The AA is one of the largest providers of breakdown 
services in the UK. Its national fleet of mobile mechanics and 
recovery vehicles attend almost half a million commercial 
vehicle breakdowns every year.

“The primary reasons for breakdowns are battery or tyre 
issues. Because vans do a lot of stop-start work and the 
doors are left open for long periods of time when they are 
being loaded, unloaded or worked in,” explains Thomas.

The AA receives three times as many calls for vans as it 

Insight: Breakdown and recovery

M
does cars so it works hard with customers to understand 
the reasons for breakdown, in order to assist them in 
preventing future issues.

Matt Dallaway, general manager of RAC commercial, 
says: “What commercial vehicle customers want is not only 
quick attendance but quick diagnosis.

“For commercial fleets the approach is a bit more special-
ised. When dealing with cars it’s generally about the 
passenger.

“With vans the load is the first consideration because 
someone somewhere is expecting it. We do a lot of cash and 
delivery vans so there can be security concerns too.”

Fleets can go direct to a supplier and either insure their 
fleet against breakdown or opt for a pay-on-use service. 

The latter has less immediate costs but if a breakdown 
occurs the fleet will be charged for the recovery or repair 
required. 

This option is the most cost-effective if the fleet suffers few 
breakdowns but can become expensive if there are regular 
call-outs or a high number in a short space of time.

Dallaway explains: “Cashflow and margins are tight so we 
can help fleets protect their cashflow with an insured policy. 
If you have a bad period on breakdown it could cost you a lot 
of money, recovering a truck 100 miles isn’t cheap.”

Insuring a commercial vehicle for breakdown can cost, on 
average, around £100 per vehicle with discounts being 
applied for larger fleets. Those heading to Europe or wanting 
recovery will pay around £150.

“Our response is tailored to 
individual fleets because 
every customer has different 
requirements. The engineer 
will decide whether we will 
attempt a roadside repair or 
go straight to recovery” 
Colin Melvin, Fraikin
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£100
the on-average cost of 
insuring a commercial 

vehicle against breakdown

The sight no van or truck 
operator wants to see – a 

roadside breakdown with a 
vehicle and its driver in 

need of assistance 

Outsourcing
The alternative option is to outsource, which can be done in 
a number of ways. First, if you lease or rent then it’s likely 
the provider will offer a maintenance or breakdown package 
either optionally or as part of your contract.

Cost is one reason to outsource. Including breakdown 
cover for free or very cheaply has become a way for leasing 
and rental companies to attract more clients. Vehicle prices 
are difficult to substantially reduce so additional services are 
being used to bolster packages instead.

Also the scale of the leasing companies means they can 
utilise a number of breakdown suppliers and offer 24/7 call 
centres – services which are very difficult for fleets to offer 
in-house.

Paul Brown, fleet manager at Enserve, says: “Can I really 
offer a 24/7 breakdown service in-house? I did a full review 
into it and found it was easier to let it all be handled outside. 
This is only a recent development though. Previously it was 
far cheaper to do myself.”

Lovett agrees: “There’s a real change in the makeup of 
fleets now and the old fashioned, heavily resourced fleet 
department and fleet management just doesn’t exist.”

Tilden adds: “We would always quote breakdown as a 
standard offering, customers can opt out but because of our 
size and scale we are very competitive. 

“The vast majority of customers take a lease with 
a maintenance package, it just keeps the whole driver 
messaging simpler and the management. It allows 

150
mobile repair vans        

operated by Mercedes-Benz

CASE STUDIES

Hobart UK – Eric Bristow,  
fleet manager
At Hobart the fleet is supplied and 
managed by Inchcape. If a breakdown 
occurs the vehicle is recovered to the 
appropriate dealer and the driver gets a 
rental vehicle.

For Eric Bristow downtime is a key 
issue therefore the company is provided with daily reports 
of vehicles that are off the road, with estimated completion 
dates.

His fleet of 200 vans suffers around four breakdowns per 
month.

Bristow says: “The management company makes all the 
arrangements. We tell drivers not to make their own 
arrangements. Inchcape does everything from recovery to 
replacement vehicle.”

If a vehicle is covered under a manufacturer’s service then 
it is used, otherwise Inchcape arranges for The AA to 
attend. The service is included in the management fee but 
Hobart gets charged for the recovery where applicable.

“We tend to swallow the cost but the charge is fairly 
minimal and I’ve been working on other areas of cost 
reduction.

“It’s important to ensure that inclusive recovery is used 
appropriately and I will reject any charges associated     
with a vehicle that has manufacturer cover included,” 
explains Bristow.

Zip Water UK – Graham Short, 
fleet manager
LeasePlan provides all of Zip Water UK’s 
vans and Graham Short has opted for a 
fully maintained package.

Short says: “We don’t even get to 
know about breakdowns, the driver calls 
the leasing company phone number and 

it is all handled by them.
“In the past, when I’ve purchased or leased without 

maintenance, it became something that was bolted on.     
But now it’s generally included as part of the package.” 

LeasePlan makes all the breakdown data available to 
Short but he says it’s not a priority for him as he knows the 
driver will still be able to work using a relief vehicle, which 
is also arranged and supplied by LeasePlan.

He adds: “We advise drivers not to change a wheel for 
health and safety reasons so that’s the main reason we use 
the services, but not all providers will cover punctures so 
it’s something worth checking.”

“The management company 
makes all the arrangements. 
We tell drivers not to make 
their own arrangements” 
Eric Bristow, Hobart UK
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us to support them as a one-stop-shop. The cost of 
going out, unless you’ve got absolute scale and your 
own fleet department, would be prohibitive.”

Get the right deal
Whichever option you choose, when signing a breakdown 
supply deal it’s important to ensure the provider has a 
commercial vehicle focus and fully understands the demands 
of your fleet.

Lovett says: “What we’ve tried to do is apply that mentality 
to our light commercial business so we are increasingly 
using suppliers that can carry out roadside repairs rather 
than having that vehicle towed away.

“The whole vehicle off-road time must be managed proac-
tively throughout. There’s no point being reactive – you need 
to be chasing when that vehicle will be back on the road.

“There are a number of options available but it’s about 
having the foresight to apply a truck philosophy to it and not 
treating a van fleet like a car fleet.”

Fraikin started out as a truck business and has now added 
vans to its proposition. The business offers full vehicle supply 
contracts or standalone fleet management, and both include
breakdown.

Colin Melvin, commercial director at Fraikin, says: “The 
main benefit of our service is our internal breakdown team 
which includes trained engineers. We also keep the full fleet 
details on our system along with any special instructions.

“Our response is tailored to individual fleets because every 
customer has different requirements. The engineer will 
decide whether we will attempt a roadside repair or go 
straight to recovery.”

Fraikin has a small fleet of its own fully-equipped mobile 
repair vans but in the main it outsources to a group of 2,000 
approved agents.

All its customers are signed up to varied service level 
agreements and Fraikin must react to a breakdown within 
the pre-agreed timescales and provide alternative transport 
where required. The entire process is managed by its 
in-house team.

The manufacturer option
Vehicle manufacturers are also offering breakdown cover at
varied levels. New van buyers can benefit from between one 
year of inclusive cover to lifetime dedicated response.

Most manufacturers are partnered with either The AA or 
the RAC to provide cover. One year is the most common 
length, but with uptime becoming a key ingredient to the 
commercial vehicle sales package some are offering more. 
Volkswagen now includes three-year cover on all its 
commercial vehicles.

Mercedes-Benz Vans operates its own service: Mobilovan. 
A dedicated call centre and 150 mobile repair vans deliver a 
24/7 service to assist stranded Mercedes-Benz van drivers.

“The most common call outs are 
battery-related ‘non-start’ issues 
or warning lights on the dash. 
These things are good for us 
because they are educational” 
Steve Bridge, Mercedes-Benz Vans

Provided the vehicle is serviced within the dealer network, 
cover remains indefinitely and can be used for any type of 
fault.

Steve Bridge, managing director of Mercedes-Benz Vans, 
says: “At the moment we can attend a breakdown within 57 
minutes and more than 80% of those are fixed at the road-
side.”

The service receives between 3,000 and 3,300 callouts 
each month, with no cost to the operator.

“The most common call-outs are battery-related ‘non-
start’ issues or warning lights on the dash. These things are 
good for us because they are educational. If we go out to a 
breakdown, we can educate the customer and explain the 
reason for the failure,” adds Bridge.

For truck operators the brand has a range of breakdown 
cover options; all trucks receive a year of complimentary 
cover and three years if under a service contract. Operators 
who opt for a repair and maintenance contract will get 
breakdown and recovery included for the whole contract.

Sam Whittaker, director of customer service and oper-
ations at Mercedes-Benz Trucks, says: “Our Service24 
proposition promises a 55-minute attendance time and we 
get 90% of trucks back on the road at the roadside. If we 
can’t repair the vehicle within 24 hours we provide a free-of-
charge replacement.”

Another manufacturer operating its own breakdown 
service is Daf. Dafaid is a 24/7 365 service available to Daf 
operators with an average call response time of just 15 
seconds. The call centre is operated by the RAC who passes 
the information on to the nearest Daf dealer.

Only relevant details are taken on the call before the dealer 
is placed on the case when more accurate information can 
be exchanged. The call is then given first priority status – 
regardless of owner-operator or national fleet status – until 
the vehicle is either back on the road following a roadside 
repair or back in the workshop for analysis.

Ian Vowles, fleet services manager at Daf, says: “The 
Dafaid call centre will keep the customer and the driver fully 

Above: Dafaid is a round-the-
clock every day of the year call 
centre service established by 
Daf to help the operators of 
its vehicles  
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up-to-speed with the status of the call-out. We understand 
the cost implications of unplanned downtime and the effect 
it can have on customers’ operations. Transparency is key 
to the relationship – especially at such a critical time for the 
customer. It’s about maximising uptime.”

Dafaid repairs more than 80% of vehicles at the roadside 
and is available to any Daf operator as a pay-on-use service, 
provided an up-to-date account is held with a Daf dealer. 

What comes next
The future of breakdown is all about the connected vehicle. 
Telematics already plays a part in breakdown by tracking a
vehicle but the next-step is for the technology to intertwine 
with a vehicle’s engine control unit (ECU) and relay data back 
to a central hub.

Currently diagnostics is used in the breakdown industry 
extensively, but requires an engineer to attend the vehicle 
and plug in a computer to read the fault codes. 

The benefit of having remote access to this data is the 
vehicle could call in a breakdown before the actual event 
occurs or relay the information as soon as it does. This is 
meant to reduce waiting times and because there will be a 
full diagnostic report in the hands of the provider and they 
will be able to dispatch the correct repair or recovery vehicle 
with the right parts first time, again reducing the downtime.

Mercedes-Benz is bringing the service to market in 
December this year as part of its Uptime package. The tech-
nology will be available for trucks first and will be launched 
for vans next year.

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 breaks down.”

For older vehicles or those from different manufacturers, 
both The AA and the RAC are developing telematics-based 
diagnostics to allow remote access to the vehicle’s ECU.

CASE STUDIES

Enserve – Paul Brown,  
fleet manager
Enserve gets all its vans from Northgate 
Vehicle Hire on a flexi-rent contract which 
includes breakdown cover.

Paul Brown says: “We have a few of our 
own vehicles and we did have RAC cover 
on them but it became too expensive.   

Now we have a pay-on-use arrangement. 
“If there’s a breakdown they charge us only when we use 

them. The hourly repair rate is more expensive but for the half 
a dozen vehicles we have it’s cheaper than setting out cover 
on each vehicle.”

When setting up an agreement, Brown ensures that 
breakdown is incorporated into the rental cost. “If they came 
back with a high price then we would look for an alternative 
company who would offer it for less,” he says.

Enserve has used this setup for two years. Previously it ran 
its own fleet department with workshops but started looking 
at alternative ways to get a better service without the 
increased overheads and costs.

“We’ve saved on wages and operating costs but have only 
seen a minimal increase in the rental rate and the end user 
gets a better service that we could do in-house,” Brown adds.

NHSB&T – Larry Bannon, 
fleet services manager
NHS Blood and Transplant (NHSB&T) has 
its breakdown management carried out by 
Fraikin, to specific KPIs. The fleet is leased 
from a range of different providers and 
operates 500 commercial vehicles, ranging 
from small vans to 7.5-tonne trucks.

Larry Bannon says: “We have a particular clause called 
‘Blood on Board’. This requires the breakdown team to 
ascertain if the broken down vehicle is carrying blood or blood 
products. If it is, rather than initially sending out a repairing 
agent, a recovery agent will be dispatched instead, to uplift it 
and either take it to its destination, or return it to its 
departure point. 

“This allows us to maintain the complete safety of the 
product within validated time frames. The vehicle fault will be 
attended to afterwards.”

The fleet has used Fraikin since 2003 and is signed up to an 
overall service provision, including maintenance and accident 
management. 

“NHSB&T is, in part, an emergency service and we      
require a 24-hour robust process which incorporates scenario 
management to deal with all kinds of situations,” explains 
Bannon.

Ajax Couriers – Derek Golding, 
fleet director
With a fleet of nine vehicles, all owned by 
the business, Ajax manages its fleet 
in-house. It uses a pay-on-use breakdown 
arrangement which is included as part of 
its FTA membership. 

Derek Golding says: “It’s expensive if we 
need to call-out, but it works out cheaper than having a fleet 
policy or individual cover. 

“It’s charged by the mile but in the past year we’ve only had 
two breakdowns so the cost has been minimal.”

For more information on 
managing uptime visit:

fleetnews.co.uk/
managing-uptime

Online
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Used van values at record level 
for second month running

Advertisement feature

Average values rose by £51 (0.8%) over the month

T
he headline average 

value of a used LCV sold 

at BCA rose to £6,140 in 

September, following another 

strong month for sales around 

the company’s nationwide 

network.  

Average values rose by £51 

(0.8%) over the month to reach 

the highest point on record for 

the second month running.  

Average LCV values were up 

by £533 (9.5%), year-on-year.

Average fleet and lease van 

values improved by over £100, 

with dealer P/X values and the 

low-volume nearly-new van 

sector falling slightly over the 

month. 

Fleet and lease
The fleet and lease LCV sector 

saw average values rise by £104 

(1.5%) in September.  

Retained value against MRP 

(manufacturer recommended 

price) improved from 34.49% to 

35.25%.   

Year-on-year, values were up 

by £468 (7.3%), with both 

average age and mileage 

continuing to decline compared 

to the same period in 2015. 

Part exchange
Average part-exchange LCV 

values fell back by £33 (0.8%) to 

£3,997 in September, following 

the steep rise to over £4,000 

seen in August. Year-on-year 

values were up by £155 (4.0%).  

Both average age and average 

mileage rose over the year.

Nearly new
Nearly-new LCV values 

averaged £14,382 in 

September, a fall of £393 (2.6%) 

when compared to the 

previous month.   

As always, this has to be 

taken in the context of the very 

low volumes reaching the 

market and the model mix 

factor, as well as the continuing 

availability of ‘new shape’ 

models reaching the used 

market. 
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May 2016
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Insight: Remarketing

By Trevor Gehlcken

s the used van industry cruised into autumn, the big 
players and price guide experts were all reporting 
strong demand for vehicles and busy bidding in the 
auction halls. In fact at BCA (British Car Auctions), 
average prices hit a new record for the second 

month running – up by 9.5% or £533 year-on-year.
BCA head of commercial vehicles Duncan Ward said: “The 

light commercial vehicle (LCV) market has seen continued 
value growth throughout much of 2016. There has been 
steady demand for vehicles to service online shopping 
delivery, the construction and civil engineering industries 
and the small business and entrepreneurial start-up sector. 

“BCA continues to experience plenty of demand for tippers 
and dropsides, Lutons and larger panel vans, the latter often 
going back to service the online shopping sector.”

Ward added: “However, volumes are rising and buyers will 
have more choice in the weeks ahead. This underlines the 
importance of appraising and valuing vehicles sensibly, as 
this builds buyer confidence and delivers benefits for buyers 
and sellers alike.” 

Matthew Davock, head of LCV at Manheim, said: “The 
commercial market continues to show its strength. When 
comparing September against August we saw a 12% 
increase in units sold, performance against guide rising by 
3% and the average selling price at our in-lane and online 
auctions hit the highest level recorded all year. 

“Conversion rates at Manheim have been equally strong, 
with record high performance seen throughout the summer. 
We have seen the overall conversion rates for September at 
a healthy 77%, representing year-on-year growth of 8%.”

At Shoreham Vehicle Auctions, commercial vehicle sales 
manager Tim Spencer said the rising number of LCVs going 
under the hammer was being met with strong demand, 
regardless of vehicle age, mileage and condition.

A
Footfall at Shoreham’s twice-monthly LCV sales has 

significantly increased, with all vehicles and ex-utility equip-
ment well received by the Lancing-based auction house’s 
buyer base. Spencer said: “The incredible variety on offer 
has seen everything from nearly-new panel vans and drop-
sides to 40-year-old ex-utility excavators and construction 
equipment offered for sale, some in pristine condition with 
less than 10,000 miles on the clock.

“Because of the need for these vehicles to go beyond 
expectations in their original working life, they have been 
maintained to a very high standard mechanically, which is 
heavily appealing to SMEs, despite various areas of cosmetic 
damage and 100,000+ mileages.”

The market has remained so buoyant that Ken Brown, 
editor of CAP Red Book, noted that the usual August dip in 
sale prices never happened this year, with prices rising 
steadily after a small fall at the end of July.

Brown said: “Although sales decreased from around the 
middle of June and hit a low point around the middle of July, 
they actually started to increase just as the schools broke 
up and the main holiday season began, which completely 
contradicts any notion that auctions are quieter during 
holiday periods. Although less dramatic than the increases 
we witnessed in 2015, trade sales continued to increase 
throughout August and September.”

Brown continued: “Our overall impression from the auction 
sales we attended last month was that of a buoyant market. 
Most sales seemed busy enough with a healthy mix of 
private and professional buyers and only the odd familiar 
face conspicuous by their absence.

“Bidding was slow at times though and there was a sense 
that buyers were holding back on occasions, more often than 
not on vehicles that were damaged or ill-prepared 
for sale. Genuinely clean vehicles were thin on the 
ground and some models were achieving the 

£533
year-on-year increase on

average prices
-on-y
average prices

12%
increase in units sold
comparing September        

with August
comparing September

with August
comparing September

SALES OF USED LCVs Vs V BOLSTERED 
BY ONLINE SHOPPING DELIVERIES
Prices hit record highs for second successive month as auction demand shows no sign of let-up

Vans continue to ride the wave of demand 
created in part by the construction industry’s 

recent upsurge and shopping from home



32   November 2016    32 commercialfleet.org

Andy Picton, Senior

Commercial Vehicle 

Editor, Glass’s

The new van market reported 
that 59,857 commercial vehicles 

were registered during September, a modest 
rise of 1.9% on the same period in 2015. 
Year-to-date (YTD) registrations now stand at 
291,714, a year-on-year increase of 2.7% and 
the first time that light commercial vehicle 
registrations have passed 290,000 by the end 
of September since 2007.

Continuing demand in various sectors 
drove the growth with registrations for vans 
between 2.0-2.5t up by 11.2%, and those 
weighing 2.5-3.5t up 5.2%. Demand for 
pick-ups was also strong, with the sector 

THROUGH THE 
LOOKING GLASS

“Ford proved winners 
again, registering 19,434 
units during September”

reporting its eighth successive month of 
growth, up 16.4%.

Although economic uncertainty continues, 
UK businesses have taken full advantage of 
the myriad attractive and flexible finance 
options to buy their new 66-plate vans. 

Ford proved winners again, registering 
19,434 units during September, in excess of 
12,000 more than nearest rival Volkswagen. 
YTD sales see Ford with 90,141 units 
registered, compared to 33,889 for VW.

Auction sales of LCVs fell in September by 
5% and by 6.1% on the same point in 2015. 
The first time conversion rate improved by 
nearly 5% to 79.9% (75% – August 2016), while 
the average selling price increased £136 to 
£5,374 from £5,238, some £531 higher than 
after the first three quarters of 2015.

Although attendances at auction during 
September remained buoyant, volumes of 
available stock has diminished. With the 
quality of stock remaining desirable, values 
have firmed again, and those with higher 
specification levels and metallic paint gained 
most of the attention.

The 4x4 sector has seen continued 
improvement for the best examples of two- 
to five-year-old stock. Toyota, Mitsubishi, 
Nissan, Volkswagen and Ford have all seen 
stronger performances of late.

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

org/remarketing

Online

77%
is the overall conversion    

rate for September

8%
year-on-year growth            

for September

“Problem is 
exacerbated  
by heavy 
discounting of 
pre-registered 
Euro 5      
vehicles by 
certain   
manufacturers”
Ken Brown, CAP Red Book

What the experts say

“The average    
selling price   
at our in-lane 
and online 
auctions      
hit the   
highest level 
recorded      
all year”
Matthew Davock, Manheim

“The worst 
residual value 
performances 
accompany 
those vehicles 
that were 
heavily 
discounted 
when new”
Andy Picton, Glass’s

Insight: Remarketing

guide prices irrespective of the amount of damage 
they exhibited. Conversion rates were good with 
most lots selling on or around the guide prices.”

Brown said three- to four-year-old vehicles were still 
achieving disproportionally high prices in the used wholesale 
market. And given the generally accepted principle that a 
vehicle should be worth more on each successively younger 
plate, it has been near impossible to reflect the true worth 
of one- to two-year-old vehicles in the guide. 

He said: “This problem is exacerbated by heavy discounting 
of pre-registered Euro 5 vehicles by certain manufacturers. 
This is also putting additional pressure on used LCV dealers 
with late-plate stock on their forecourts.”

Andy Picton, Glass’s Guide senior commercial vehicle 
editor, has warned fleet buyers to beware of highly-
discounted new vans with unsuitable specifications, which 
will perform badly when sold and thus cancel out any finan-
cial gains made when the vehicles were first bought.

Picton told Commercial Fleet: “Commonly, the worst:
residual value performances accompany those vehicles that 
were highly discounted when new, tempting the first owner 
to agree to buy an inappropriately specified van. This will 
store up problems for the vendor in the future. 

“To the operator, the justification might be that hugely 
discounted front-end prices compensate for any financial
loss that may be suffered at disposal. However, this simply 
masks the fact that some manufacturers persist in acting in 
a high-handed manner, producing vans for the UK market-
place that do not meet domestic needs and preferences. 

“The consequence is that otherwise excellent newly-
designed vehicles clog up the auction halls for weeks, as is 
happening now, and this acts as a drag on the used market, 
adversely affecting the reputation of that marque.”

Used van traders are well aware of new van prices and 
what discounts have been given, so are unlikely to pay high 
prices for late-plate offerings when there is little chance of 
selling them on for a profit.

Picton added: “This is where hard decisions need to be 
made – either extract the value out of the fleet on a daily 
basis, accepting lower residual values as a consequence of 
constant hard use or to return its full potential at disposal 
through modest and careful use. You can’t do both.” 
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Over the course of this year, our four partners have provided 
insight, advice and case studies. Here, we summarise the best

Livery
Aura 

Graphics 

has the 

experience, insight and 

resource to meet your 

vehicle branding needs. 

Long-standing relationships 

with some of the UK’s most 

recognised brands means 

your livery is in safe hands. 

We’ll provide competitive 

costs and products that meet 

the daily rigours of fleet.

How partners help you

Company introduction

Fleet Management
BT Fleet is 

one of the 

UK’s leading providers of 

fleet, vehicle and accident 

management services, and is 

a trusted partner to some of 

the UK’s best-known fleets.

Renowned for its specialism 

in mission-critical fleets, it 

has a reputation for quality 

and technical excellence 

delivered through a network 

of 500 garages.

Rental
Enterprise 

Flex-E-Rent 

combines the 

widest range of vehicles 

with expertise, innovation 

and customer service. We 

continue to look for new 

ways to help our customers 

be more efficient, more 

profitable and to better 

manage the risks associated 

with running any type of 

commercial vehicle fleet. 

Software
At FleetCheck, we 

recognise the 

challenges faced by 

fleets and are 

committed to helping them 

manage these. Our approach 

to customer engagement 

means that we make it our 

business to understand each 

company’s concerns. 

Customers can be 

confident their fleet 

is in safe hands.

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

visible to your customers 

and can communicate with 

them on a continual basis, 

making them valuable 

assets. Branding them is a 

vital part of promoting your 

business effectively. 

What are the essential 
details to maximise its 
impact?
Design is key. The overall 

design must communicate 

your brand message, but 

also be easy to view. 

Focus on the key message, 

ensuring it is clear and 

uncluttered. Don’t forget 

contact information, 

including web address, and 

put it where it can be seen. 

How long will livery last?
This is largely determined 

by the quality of materials 

and components. Some 

graphics films can last up to 

10 years, but as soon as 

they are printed this can 

reduce to four-to-five years. 

Ask for a written warranty 

to ensure you are covered.

Which areas of fleet 
management is it possible 
to outsource?
It is possible to outsource 

all aspects, dependent on 

operational requirements 

and contractual 

arrangements. Many 

organisations have adopted 

this approach to release 

financial and people 

resources to focus on core 

business areas. 

Which departments need to 
be involved in the decision? 
Include procurement, 

finance, operations and the 

fleet team as a minimum. 

Other stakeholders to 

consider are HR and drivers. 

Outsourcing should not 

detract from the service you 

provide to your customers.

Is there a minimum fleet 
size before outsourcing 
makes financial sense? 
Fleets of all sizes can 

benefit from outsourcing. 

However, it’s important to 

identify the elements you 

can outsource and those 

you need to retain in-house. 

This will impact on the level 

of savings 

How can daily rental offer 
an alternative to a pool fleet?
Outsourcing your fleet to a 

rental company can provide 

greater flexibility as well as 

financial control. An effective 

rental partner will be able to 

supply vehicles on terms to 

suit your business, whether 

that’s hourly rental or 

car-share for short-term or 

flexible and fixed-term rental 

for longer-term needs.  

How can a daily rental 
vehicle meet the specialist 
needs of van fleet?
A specialist commercial 

vehicle rental provider will 

stock vehicles with 

modifications to suit a broad 

range of applications: 

racking, towbars, Chapter 8 

livery and beacons can all 

be obtained at short notice. 

Having access to a huge 

range of vehicle types 

provides many benefits over 

purchasing. If your fleet grows, 

has seasonal fluctuations or 

moves into a new sector and 

you need to change your 

vehicle type, renting means 

you can simply swap your 

vehicle for one that suits your 

new needs. 

How many vehicles does a 
business need before fleet 
software makes sense?
Companies with a fleet of  

10 or above start to see 

tangible financial benefits 

from using fleet software. 

How will fleet software 
improve on the Excel and 
accounting software? 
Fleet software brings every-

thing together in one place. 

It gives a robust audit trail, 

eliminating the risk of corrupt 

or lost data. Excel can leave 

sensitive information open to 

unauthorised access.

Mistakes that can easily 

occur when using spread-

sheets. Many errors are 

discovered weeks or even 

months after the event. 

How can a fleet manager 
avoid being overwhelmed 
by data?
Fleet management systems 

store an enormous amount 

of data about vehicles, 

drivers, finances, daily 

activity and more. The best 

systems provide a platform 

that sorts the data and 

stores it in an accessible, 

manageable way.

Essential questions answered

MARCH MAY
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The rebrand of the DPD 

fleet involved more than 

4,500 vehicles across 56 

depots throughout the UK. 

Richard Penn, brand 

implementation manager at 

Aura Graphics, said: “Not 

only did we have a large-

scale national project across 

multiple sites, but also 

complexities of vehicle 

variance and a mixture of 

owned fleet and owner-

driver. Consistency of 

approach was paramount.” 

Tim Jones, director of 

marketing for DPD, said: 

“Our fleet is a very visible 

part of our business and is 

often the primary consumer-

facing element, so it is inte-

gral to our brand strategy 

and a strong component of 

our customer engagement.”

Case studies

Following Royal Mail   

privatisation, Post Office 

remained under public 

ownership. The business 

was required to outsource 

its fleet maintenance,   

something previously 

handled by an in-house 

garage network. 

Post Office selected        

BT Fleet for many reasons 

including the company’s 

expertise in running 

mission-critical fleets and 

experience in cash-in-transit 

operations. 

Its bespoke approach has 

enabled Post Office to 

perform in three key target 

areas: having a proactively 

managed fleet, improving 

maintenance management 

and ensuring that vehicles 

are compliant. 

“Enterprise Flex-E-Rent has 

proven its willingness to 

invest in order to fulfil our 

specialist needs,” said Joe 

McDade, transport manager 

at City Building (Glasgow). 

“It provides hundreds of 

expertly-maintained vehicles 

when and where we want 

them, liveried and kitted out 

to our specification, all with 

no strings attached and no 

financial liabilities.” 

Evolve MD Neil O’Halloran 

added: “We need to source 

vehicles at short notice to 

fulfil contractual obligations 

and Enterprise Flex-E-Rent 

provides us with the correct 

vehicles, at the right time, 

and in the right place. They 

even supply minibuses to 

assist our drivers when 

collecting vehicles.”

In June 2014, FleetCheck 

was approached by North 

Somerset Council. The 

council runs a diverse fleet 

that includes minibuses, 

HGVs and 4x4s, as well as 

cars and vans – 110 vehicles 

in total. 

Fleet manager Carl 

Nicholson was finding that, 

as the fleet grew, the array 

of spreadsheets he’d relied 

on were hindering instead 

of helping his job.

“FleetCheck is much more 

cost-effective than our 

previous system,” he said.

“But it’s not just about cost; 

FleetCheck makes it easy to 

bring a multitude of fleet 

data sources into one place. 

For a diverse fleet like ours, 

that’s a fundamental 

requirement.”

Commercial Fleet Van and Truck best practice sessions

Nimesh 
Chauhan
Transport 

companies 

considering 

outsourcing have no 

shortage of options. But how 

do they decide which one to 

choose?

The question was posed at 

a BT Fleet seminar where 

Nimesh Chauhan, senior 

customer account manager 

at BT Business, had some 

words of advice.

“The key questions for 

potential fleet management 

providers are: what services 

do they offer and what 

value they bring to the 

table?,” Chauhan said.

“You also need to look at 

the service levels they offer 

and ask if they will simply 

look to outsource your entire 

operation. Many will  

recommend full outsourcing 

but the company should be 

able to offer outsourcing of 

some parts only.”

John Collins
Could a rental 

firm fulfil all 

the needs of 

Britain’s van 

and truck fleets? Yes, says 

John Collins, founder of 

Enterprise Flex-E-Rent.

Collins said: “We are a 

one-stop shop which offers 

everything from a vehicle 

for an hour to a contract for 

five years. 

“We offer passenger cars 

through vans and HGVs, to 

temperature-controlled 

vehicles and buses. We 

have a suite of products 

right across the range that 

offers full mobility solutions 

for most businesses.”

One of the reasons for the 

firm’s success, said Collins, 

is: “We get a full        

understanding of a business 

and diagnose the solution 

by digging deep into  

understanding what the 

customer wants and how to 

make it better.”

Will Bunn
Rebranding is 

about more 

than just wrap-

ping a vehicle; 

there are a number of key 

elements which, if ignored, 

can have a significant 

impact on the end result.

“Managing the implement-

ation is one area not   

considered by fleets,” said 

Will Bunn, key account 

manager for Aura Graphics. 

“There’s an array of vehicle 

profiles that often goes 

above the experience level 

of the fleet administrators. 

Choose a supplier that will 

support you through the 

entire process.”

It’s also important to plan 

ahead. Bunn recommended 

that fleets get suppliers on 

board as early as possible 

in the decision-making 

process and warned they 

must be prepared to adapt.

“There will be things you 

didn’t expect,” he added. 

Peter Golding
Peace of mind 

is important to 

fleet managers, 

according to 

FleetCheck managing 

director Peter Golding.

He outlined the responsibility 

that a fleet operator has for 

corporate manslaughter and 

health and safety breaches.

Fleet managers who are 

not keeping track of main-

tenance and licence checks 

could face “astronomical” 

penalties or even jail if 

caught out in an inspection 

or following an accident.

Golding said it is      

imperative fleets keep on 

top of this information and 

recommended moving 

away from spreadsheet-

based record keeping to a 

central software platform.

The FleetCheck system 

integrates with more than 

200 data sources including 

telematics, giving fleets 

total transparency.

OCTOBERJULY



FLEETS INFORMED

As the outsourced fleet management provider 

to some of the country’s best-known fleet 

operators, BT Fleet is truly the ‘one stop’ 

solution that keeps UK infrastructure moving. 

More and more companies of varying sizes 

are moving towards an outsourced fleet 

management model, gaining access to a 

wealth of knowledge and innovative solutions. 

Partnering with an experienced fleet management provider 

can offer several advantages such as minimising vehicle 

downtime and extended vehicle life, through the use of state-of-

the-art maintenance procedures which can increase 

productivity and reduce costs. 

Borne out of BT Group’s in-house fleet operation, we leverage 

our owner-operator status to trial and perfect services with one 

of Europe’s largest and most complex fleets, before rolling 

them out to our wider customer base. 

During many years in business we have won and retained 

many contracts, demonstrating our high level of customer 

service and innovative products. We look after the specialist 

requirements of such companies as the AA, E.ON, Network 

Rail, G4S and, more recently, the Environment Agency, a 

testament to our reputation for operational excellence, 

technology leadership and customer service. 

We now manage in excess of 100,000 operational fleet 

vehicles across our growing 65 garage network and our 

customers enjoy the benefits of working closely with a partner 

focused on best practice service delivery and smart solutions.

Throughout BT Fleet, we strive to deliver customer service 

excellence through a market-leading service at the forefront of 

technology, and our commitment to innovation will continue 

long into the future.

In recent months we have highlighted 
elements of vehicle branding that have an 
important impact on project success, such as 
specification, warranty, wholelife cost and 
project management. Our recent work 
rebranding Addison Lee’s fleet is testament to 
how beneficial it is to correctly address these 
key considerations.

The task at hand

Addison Lee contacted Aura Graphics to discuss the 
implementation of a new brand identity across its fleet of more 
than 4,000 vehicles within a time span of just over four months.

Addison Lee was keen to ensure it selected a partner with 
proven experience in this scale of commercial project and the 
resource and capacity to deliver.

The sooner the better

Critical to the success of the project was that Addison Lee 
contacted us at the early stages. This gave us the time and 
opportunity to discuss the requirements and address the 
fundamentals needed to deliver on time and on budget. 
Working with us at the very start allowed us to assess and 
advise on aspects such as vehicle working times, site access 
times, specification and value engineering.

We were able to create a project plan that addressed the 
requirements of the whole business, minimising disruption. 

Summary

Careful planning and project management means we’ve been 
able to deliver a project that hit all the critical success factors. 
This collaborative approach has seen Addison Lee benefit from 
brand consistency and integrity, cost controlled implementation 
and maximised fleet uptime.

By Henry Brace, managing director at BT FleetBy Will Bunn, key account manager
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“Critical to the success of the 
project was that Addison Lee 
contacted us at the early stages”

“We strive to deliver customer 
service excellence through a 
market-leading service”
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Enterprise owns and operates a fleet of more

than 1.7 million vehicles – the largest in the 

world – so it will come as no surprise that best 

practice is core to its operations. 

That fleet includes more than 32,000 HGVs. 

In the UK, under the Flex-E-Rent banner, 

Enterprise supports in excess of 25,000 

commercial vehicles, 2,000 of which are HGVs, 

and champions best practice in all its forms.  

Programmes like Fleets Informed are an excellent channel to

promote best practice within commercial vehicle operations. 

The industry is constantly evolving and it can be difficult to 

keep up with the latest environmental and safety developments. 

However, partnering with the Fleets Informed programme 

allows companies like Enterprise Flex-E-Rent to keep decision 

makers up to date and fully informed about the latest legislation 

and how to implement these changes effectively. 

The complexities of a modern commercial fleet cannot be 

underestimated and it’s a situation that’s exacerbated where 

there is no specialist internal transport resource. A not 

uncommon occurrence since the last recession when many 

fleet departments were culled and the industry lost a lot of 

experience. The fast pace of change, added complexity and 

increasing levels of legislation require specialist focus. 

The Fleets Informed programme helps companies access 

knowledge and expertise that might otherwise be unavailable.

Knowledge that can help to improve safety, minimise

inefficiency and maximise effectiveness. 

Improving these standards is in everyone’s best interests and 

Enterprise Flex-E-Rent is proud to be associated with the Fleets 

Informed programme.

In the 10 years we have been delivering fleet 

management software, we have engaged with 

companies operating every size and type of 

fleet imaginable, enabling us to develop a deep 

understanding of fleet challenges. 

The roundtable events that formed part of 

Fleets Informed 2016 gave us a great 

opportunity to connect with like-minded fleet 

professionals. Throughout all these discussions, it was evident 

there are key issues that impact every fleet, and, without 

intervention and policy change, the issues are not going away. 

A prime example is the extension of manufacturer service 

intervals. Time between garage visits has increased to such an 

extent that companies can no longer rely solely on their garages 

to monitor vehicle roadworthiness. They have no choice but to 

take action between services. Garage advisories must be 

tracked and actioned, and regular pre-use defect checks 

carried out. 

Why would any company knowingly send an employee out in a 

potentially unsafe vehicle? Without these checks in place, that’s 

exactly what they’re doing. 

 A startling number of companies are unaware of the severity

of problems such as this. Many lack guidance, as well as the 

tools and resources to make the necessary changes. That’s 

when fleet management software really steps up to the mark.

FleetCheck has developed a simple walkaround app drivers 

can use to submit audited vehicle safety checks. Furthermore 

we’ve launched an online garage portal which allows garages to 

upload any advisories identified, alleviating the risk of safety 

issues being overlooked.

Defect management and a robust fleet management audit trail 

are pre-requisites for Van Excellence, and FleetCheck is delighted 

to have been chosen by FTA to provide the software platform that 

allows fleets of up to 20 vehicles be remotely audited.

By Andrew Hill, marketing managerBy Peter Golding, managing director

commercialfleet.org    November 2016   37

“Companies can no longer rely 
solely on their garages to monitor 
vehicle roadworthiness”

“Programmes like Fleets  
Informed are an excellent  
channel to promote best practice”
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Try it for yourself at:
commercialfleet.org/

vanrunningcosts

PRICE

PAYLOAD

LOAD LENGTH

TOW WEIGHT

VAN RUNNING COSTS
CommercialFleet

Whatever specification you need, our
new and improved van running coststs 
tool can help you find it – and tell 
you how much it will cost to run run.



Volkswagen Transporter Sportline
Volkswagen has extended the range of its award-winning Transporter 
with the addition of a Kombi Sportline model, complete with snazzy 
exterior extras and a 180bhp diesel powerplant.

The Sportline has embossed leather interior trim, climatic 
air-conditioning, heated windscreen and a ‘Discover Media’ touchscreen 
navigation system. In addition, the first raft of models also feature front 
parking sensors, LED head- and tail-lights, USB input and App Connect – 
a system that allows owners to connect their smartphones to the 
infotainment system. Sportline badging and Sportline floormats complete 
the interior look.

The first models weigh in at £36,295 but Volkswagen plans to         
extend the Sportline range in the future with extra wheelbase and 
transmission options.

SsangYong Musso
SsangYong has launched a new one-tonne truck – the Musso – 
designed to offer a bargain basement alternative to the fresh range of 
4x4s that have appeared this year.

On sale this month, the Musso features a newly-developed Euro 6 
turbodiesel engine. Maximum power is 178bhp and torque is 295lb-ft, 
with maximum torque delivered from a low of 1,400rpm and 
maintained through a wide range up to 2,800rpm.

The new Musso is fitted with multi-link rear suspension and 
progressive rear coil springs – the only pick-up at this price to offer 
such a system – which gives a relaxed and comfortable car-like ride, 
while also carrying more than a tonne weight on its load deck.

There are two models in the range. The SE includes a new-look 
front grille and dashboard, as well as silver finish 18-inch alloy wheels 
and hard-wearing ‘leather look’ TPU seat upholstery. It is priced from 
£15,995 ex-VAT.

The EX has black 18-inch alloys, roof rails, front LED daytime 
running lights, leather heated front seats, power-operated driver’s 
seat, automatic air-conditioning, automatic headlights, rain-sensing 
wipers, 7-inch touchscreen RDS radio with iPod and Bluetooth. The 
EX with manual transmission is priced at £17,995 ex-VAT and the 
six-speed Aisin automatic £18,995 ex-VAT. 
n See page 41 for our full review.

Renault Kangoo
Renault has introduced 
Ready4Work racking 
systems for the Kangoo. 
As with the official 
Ready4Work racking 
systems available for the 
Renault Trafic and Master, 
the Kangoo versions are 
installed into a customer’s 
van before delivery and 
saves owners from the inconvenience of having to wait while 
their vehicle is fitted out. 

There are two versions available. 
Kit 1 is designed to provide engineering tradesmen with an 

economical racking solution that offers storage for tools, parts
and accessories together with the option of additional features.

Kit 2 is designed to suit the more specialised tradesmen who 
require an enhanced racking solution for the storage of tools 
and service equipment.

Nissan NV300
Nissan has released full details of its new NV300, which replaces the old 
Primastar and goes on sale in the UK this month.

The NV300 is a reworked Renault Trafic – and this van already makes an 
appearance as the Vauxhall Vivaro and Fiat Talento.

There will be four sizes – L1H1, L1H2, L2H1, L2H2, along with two sizes of 
six-seater crewvan (L1H1, L2H1) plus a floor cab L2H1 version. Numerous rear 
tailgate and side door combinations – solid or glazed – are available and for users 
who need space for passengers, there are two Combi versions (L1H1, L2H1), 
providing seating for up to nine people.

Four engine options are offered. All use Nissan’s tried-and-trusted 1.6-litre dCi 
diesel engine – best known from the Qashqai and X-Trail crossovers – with power 
outputs of 95bhp, 120bhp, 125bhp and 145bhp. The two smaller ones are single 
turbo, while the latter pair are twin turbo. All are mated to a six-speed manual 
transmission.

All NV300s come with a five year/160,000 mile warranty.
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NEW VANS AND TRUCK HAVE MUCH TO ADMIRE

New launches
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By Matt de Prez

oyota is planning an aggressive return to the van 
market with its new Proace, which has been 
developed alongside PSA Group’s Peugeot Expert 
and Citroën Dispatch.

Ahead of its launch, the company has appointed 
a new head of commercial vehicles, invested in 
extra training for dealer staff and has assigned 25 

specialist service sites.
Prices for the new model start at £18,660 (ex VAT) and 

compact, medium or long wheelbases are available with a 
roof height of 1.9-metres. 

Sliding doors on each side open wide enough for a Euro 
pallet and, dependent on length, the Proace can accom-
modate up to 6.1 cubic metres of cargo.

The compact is destined to take on smaller vans such as 
the Volkswagen Caddy, with a length of just 4.6-metres and 
payload of 1,000kg.

Other versions can carry up to 1,400kg and all models can 
be equipped with a Smart Cargo System, which is a small 
flap in the bulkhead adding 1.16-meters to the total load 
length.

The new Proace has neat styling and is much better 
looking than the previous model. The short nose makes 
manoeuvring much easier. Inside, it’s more car-like, yet 
retains a degree of tactility. 

Some of the switchgear is a bit small and fiddly and the 
driving position isn’t brilliant – due to the pedals being too 
small and close together – but overall the PSA-derived inte-
rior is both practical and stylish.

Road and engine noise is reasonably subdued, too, and only 
the most challenging road surfaces could produce rattles.

T

 NEED TO KNOW 
n Compact model available to rival Volkswagen Caddy

n All models achieve at least 50mpg

n Toyota planning larger support network for van owners

Well-equipped and better looking model signals Toyota’s intention to re-establish itself in the van market
TOYOTA PROACE
MODEL: MEDIUM 1.6 COMFORT

VERDICT
The Proace is a contender in the LCV market, the 

114bhp comfort is the pick of the bunch, but with little 

brand strength in this sector it will need to work hard 

to win fleet sales over established models.

However, the Proace has very light steering which makes 
it too eager to change direction at speed and the brakes are 
super-sharp so it takes a fair bit of concentration to deliver 
a smooth ride.

Thankfully, with a 300kg load in the back, the Proace 
becomes more subdued and easier to drive.

Buyers can choose from either a 1.6-litre or 2.0-litre diesel 
engine. The entry level variant develops 95bhp and with this 
few horses, it feels gutless. It also comes with a five-speed 
manual gearbox which is clunky and awkward to use.

Officially the most economical Proace, and the predicted 
best-seller, is the 114bhp which returns 55.4mpg. It’s still a 
1.6 but it feels much livelier and benefits from a six-speed 
manual gearbox which is far crisper. Thanks to a start-stop 
system, it produces between 135 and 139g/km of CO2.

The 2.0-litre engine offers 340nm of torque and therefore 
is more suited to carrying heavy loads and towing. However 
the engine noise is far more intrusive plus fuel economy 
takes a hit.

Standard equipment is generous – all models come with 
Bluetooth, electric windows, remote locking, cruise control 
and DAB as standard, although air conditioning is an option 
on base models.

To get features such as automatic emergency braking or 
adaptive cruise control requires a £1,900 option pack. For that 
you’ll also get auto wipers and lights and a head-up display. 

While it undercuts slightly more accomplished rivals such 
as Volkswagen’s Transporter, like-for-like the Proace costs 
around £1,000 more than its PSA equivalents. It does come 
with a five-year warranty and the promise of stronger 
residuals, however.

The Proace’s sliding doors open 
wide enough to take a Euro pallet

Payload 

1,400kg

Fuel economy 

54.3mpg

C02 emissions2

137g/km

Basic price

£21,206

First drive

SPEC
Gross vehicle weight: 2,660kg

Power (bhp/rpm): 114bhp/3500rpm

Torque (nm/rpm): 300nm/1750rpm

Load volume (cu m): 5.3

Payload: 1,400kg

Combined fuel economy: 54.3mpg

CO2 emissions:2 137g/km

SMR: 4.21ppm

Running cost: 34.22ppm 

Basic price: £21,206 

KEY RIVAL
Fiat Talento SWB Ecojet 125 SX

Gross vehicle weight: 2,960kg 

Power (bhp/rpm): 125bhp/3500rpm

Torque: 320nm/1500rpm

Load volume (cu m): 5.4

Payload: 1217kg

Combined fuel economy: 47.9mpg

CO2 emissions:2 155g/km

SMR: 4.32ppm

Running cost: 38.12ppm 

Basic price: £22,145
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By Matt DePrez

he new SsangYong Musso enters the pick-up 
market at the very bottom of the price list for 
those wanting both Euro 6 compliance and the 
all-important one-tonne payload capacity, 
exempting it from VAT.

Entry-level SE models are priced from £15,995 
(ex VAT), and the most expensive EX with an auto-

matic gearbox will set you back a mere £18,995. To put that 
into perspective, its nearest rival, the Isuzu D-Max, costs 
around £2,500 more like-for-like.

Only one engine is available and it’s all-new for SsangYong 
– a 2.2-litre four-cylinder diesel, which develops 175hp and 
295lb-ft of torque. 

Pulling power is good, as you might expect. The engine 
rarely seems to struggle, is refined at lower revs and gives 
the Musso the capacity to tow a three-tonne trailer.

Fuel economy is reasonable too. It manages 40mpg on 
paper (37mpg for the auto) and emits 186g/km of CO2.

Drive can be sent to either two or all four wheels using a 
dash-mounted selector switch. There is also a low range 
option for more challenging conditions.

Unlike most of its rivals, the Musso has only one bodystyle 
– double cab. When coupled with its sub-five-metre length the 
load bay is quite small though it can manage a Euro pallet.

The total load area is just more than two square metres 
and gives a load length of 1,275mm, making it nearly 200mm 
shorter than that of the Mitsubishi L200.

T

 NEED TO KNOW 
n One-tonne payload

n Three-tonne towing capacity

n Only available as double cab

You get what you pay for with the Musso – low price and decent build quality, but it’s like riding a bouncy castle
SSANGYONG MUSSO
MODEL: SE 2.2D

VERDICT
The Musso has entered a highly competitive and 

growing market and it’s a handsome machine with 

strong capabilities and low running costs. But with a 

poor ride and limited load space it doesn’t stand out 

over established rivals.

Inside the cab there is plenty of space both front and back. 
In the EX model we tested there are heated leather seats, 
climate control and a seven-inch touchscreen infotainment 
system.

Road and wind noise are reasonably subdued, but it’s out 
on the road where the vehicle starts to live up (or should that 
be down?) to its low list price.

The steering is extremely light but the steering rack is slow 
so it takes a fair amount of work to change direction. 

On the motorway this translates into a very unrelaxing 
drive and it’s even worse on country lanes where tighter 
corners require significant input from the driver.

Ride quality is also sub-par, despite the Musso actually 
having a rather sophisticated multi-link suspension setup 
with independent coil springs all-round. 

I can only liken it to a bouncy castle. It leans into corners
and dives under braking, yet on a rough road the whole truck 
shakes as if it has no suspension at all.

With a 600kg load on board we were expecting the ride 
quality to improve, but, unfortunately, it made no difference 
other than creating extra ‘lean’. 

It certainly won’t suit the high mileage driver in the same 
way as a Nissan Navara or Volkswagen Amarok would. But 
with a five-year unlimited mile warranty, decent build quality 
and its strong load-lugging capability, for the money it will 
make a decent site vehicle or workhorse.

The Musso will make a decent site 
vehicle or workhorse for the money

Payload 

3,000kg

Fuel economy 

40mpg

C02 emissions2

186g/km

Basic price

£15,713

First drive

SPEC

KEY RIVAL

Gross vehicle weight (kg): 2,740

Power (hp/rpm): 175/4,000

Torque (lb-ft/rpm): 295/1,400-2,800

Load volume (cu m): 1.07

Payload (kg): 3,000

Comb fuel economy (mpg): 40

CO2 emissions (g/km):2 186

SMR cost: 4.43ppmppm

Running cost (4yr/80k): 31.69ppm

Basic price (ex-VAT): £15,713

Isuzu D-Max DoubleCab 2.5TD

Gross vehicle weight (kg): 3,050

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

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

Load volume (cu m): 1.05

Payload (kg): 3,500

Comb fuel economy (mpg): 38

CO2 emissions (g/km):2 192

SMR cost: 5.80ppm

Running cost (4yr/80k): 35.83ppm

Basic price (ex-VAT): £18,469
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By Trevor Gehlcken

irror, mirror on the wall, which is the 
smoothest 4x4 truck of all? It’s a question 
journalists have been debating at length 
recently as all the major manufacturers have 
launched new models in the past year.

From the agricultural offerings of the early 
noughties which were so harsh as to almost 

loosen the occupants’ fillings on bumpy roads, these trucks 
have become increasingly more smooth and sophisticated 
over the years, to the point where they are just about equal 
on road to mid segment cars.

Assuming that all the trucks in the sector are pretty much 
on a par in the rough – and assuming also that most of these 
vehicles spend about 95% of their time on the Tarmac – the 
question of smooth on-road performance is a critical factor 
in the buying equation.

The new Nissan Navara has been widely acknowledged as 
top dog in the sector of late and has picked up a raft of 

M

 NEED TO KNOW 
n Metallic paint adds £545 to the bill

n Infotainment system costs an extra £750

n Engine is a new 2.4-litre unit offering 148bhp

In a highly competitive sector we think this 4x4 truck gets top plaudits thanks to its on-road performance
TOYOTA HILUX 
MODEL:  INVINCIBLE DOUBLE-CAB AUTO

VERDICT
We can’t praise this new truck too highly. True it’s not 

exactly cheap or frugal, but in a sector crammed 

with excellent new offerings, the Hilux stands proud.

awards in the past few months. Indeed, here at Commercial 

Fleet we pretty much concurred with that view. That is untilt

we drove the new Toyota Hilux.
At its launch earlier this year, we were struck by how quiet 

and well-balanced the new Hilux is on road – and after a 
week with the truck in Invincible guise, our view was 
confirmed. On road, at least, the Hilux simply knocks the 
other contenders into a cocked hat. 

And bearing in mind that – unlike some of the rivals – it’s 
offered in single-cab ‘cooking’ format for basic fleet use too, 
this new truck makes a pretty unbeatable package, although 
it loses out to closest rival Nissan Navara on both price and 
power.

Our test model weighs in at £26,173 ex-VAT and the Invin-
cible variant is one down from the top spec available in the
range. The truck arrived fully equipped but it all turned out 
to be standard spec apart from metallic paint at £545 and a 
fancy infotainment system at £750.

All the snazzy chrome bits such as kick plates and side 
rails come as part of the package, along with a plastic load 
liner (which is usually a paid-for extra) and we were espe-
cially pleased to see that Toyota’s anti-crash system was part 
of the deal too, although fleets shouldn’t expect anything like 
this to be included in lower spec variants.

As can be seen, the Hilux is the usual testosterone-packed 
offering we expect nowadays in this sector and our model 
featured what must be the biggest nomenclature in the 
world on the rear end.

The new Hilux is bigger than the old one and there is 
certainly no shortage of space inside. While we didn’t tow 
anything during our test week, we noted that this truck will 
now lug a full 3.5 tonnes, which could be an important point 
for fleet buyers.

The Invincible variant arrived        
fully equipped, but virtually 

all of it came as standard

Payload 

1,025kg

Fuel economy 

36.2mpg

C02 emissions2

204g/km

Basic price

£26,173

First drive

SPEC
Gross vehicle weight (kg): 3,210

Power (bhp/rpm): 148/3,400

Torque (lb-ft/rpm): 295/1,600-2,000

Load volume (cu m): n/a

Payload (kg): 1,025

Comb fuel economy (mpg): 36.2

CO2 emissions (g/km):2 204

SMR cost: 5.31ppm

Running cost (4yr/80k): 40.97ppm

Basic price (ex-VAT): £26,173

KEY RIVAL
Nissan NP300 Navara Tekna 
double-cab

Gross vehicle weight (kg): 3,010

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

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

Load volume (cu m): n/a

Payload (kg): 1,047

Comb fuel economy (mpg): 44.1

CO2 emissions (g/km):2 169

SMR cost: 4.90ppm

Running cost (4yr/80k): 40.20ppm

Basic price (ex-VAT): £24,013

No doubting which 
model this is



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.

Call us today on 01733 213670 or email enquiries@fnbg.deals



We’re happy if you’re happy.

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

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

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

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

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

independent business that you can trust

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

Call us today on 01733 213670 or email enquiries@fnbg.deals
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By Sarah Tooze
iat Professional’s flagship model, the Ducato large 
panel van, celebrated 35 years of production last 
month and is now in its sixth generation.

Thanks to a joint venture with PSA Group it 
shares its design with the Peugeot Boxer and 
Citroën Relay and they are all built on the same 
production line at Fiat’s Val di Sangro’s Sevel 

(Società Europea Veicoli Leggeri) factory. However, the 
Ducato has its own range of engines.

With the Euro 6 emissions standard coming into force in 
September, Fiat has updated the Ducato’s engines. The good 
news for fleet operators is that, instead of opting for AdBlue 
fluid to convert nitrogen oxide (NOx) to non-harmful gases, 
Fiat is using a low pressure exhaust gas recirculation system 
(known as LPEGR) to lower NOx emissions.

This means fleet managers won’t have the headache of 
educating drivers about AdBlue top-ups or the additional 
expense. It also means less weight (rival the Ford Transit, 
for instance, has to accommodate a 40kg AdBlue tank).

CO2 emissions now start from 157g/km with an official2

combined fuel economy of 47.9mpg on the new 2.0-litre 
115bhp Multijet II LPEGR engine, which replaces the current 
Euro 5 2.3-litre 110bhp version.

The higher powered 2.3-litre Multijet 150hp engine, which 
we tested a few months ago, has also adopted LPEGR tech-
nology and has emissions of 165g/km (compared to 183g/km 

F

 NEED TO KNOW 
n CO2 emissions now start from 157g/km2

n Official combined fuel economy of 47.9mpg
n Automatic dual climate control is an extra £1,200

Panel van veteran finds own way to comply with Euro 6 emissions standard without resorting to AdBlue tank
FIAT DUCATO

MODEL: 35 LWB 2.3 MULTIJET II 150 6 SPD

VERDICT
Not using AdBlue to meet Euro 6 emissions 
standards sets the Ducato apart. It’s a good choice 
for operators focused on fuel economy and overall 
running costs, although some options are pricey. 

previously). One of the brand’s key rivals, the Vauxhall Movano, 
emits 42g/km more than this at 207g/km (see panel).

We have chosen the Movano for comparison as it also 
offers a 2.3-litre engine and is a good match on payload
(1,610kg versus the Ducato’s 1,525kg) whereas other equiva-
lents in this sector, the Transit and Mercedes-Benz Sprinter, 
both have lower payloads.

Fuel economy is one of the Ducato’s strengths with the 
official combined figure for the 2.3-litre Multijet 150hp engine 
now at 45mpg (up from 40.4mpg on the model we tested). 
This is nearly 10mpg more than the Movano and translates 
into a pence per mile fuel cost of 11.5, compared to 14.23ppm 
with the Movano. 

Overall, the Ducato will cost 45.51ppm to run (taking into 
account fuel, depreciation and service maintenance and 
repair costs) while the Movano costs 47.74pm, making a 
difference of £1,784 over a four-year/80,000-mile cycle.

The Ducato also has a wide array of options. Our test 
model came with a rear-view camera (£340) and reverse 
parking sensors (£260), speed limiter and cruise control 
(£230) and a Uconnect sat-nav DAB radio five-inch touch-
screen (£530). A lane departure warning system can be 
specified for £400. 

One of the more expensive options is automatic, dual zone 
climate control for £1,200, while the manual climate control 
is £800. An automatic gear box can be specified for £1,700. 

The Fiat Ducato has a lot going 
for it. But some of the extras 
will hit the bottom line

Payload 

1,525kg

Fuel economy 

4.5mpg

C02 emissions2

16.5g/km

Basic price

£28,690

Driven

SPEC

KEY RIVAL
Vauxhall Movano F35 L2 2.3CDTi

Gross vehicle weight (kg): 3,500

Power (bhp/rpm): 128/3500

Torque (lb-ft/rpm): 229/1250

Load volume (cu m): 12.3

Payload (kg): 1,610

Comb fuel economy (mpg): 36

CO2 emissions (g/km):2 207

SMR cost: 4.34ppm

Running cost (4yr/80k): 47.74ppm

Basic price (ex-VAT): £27,913

Gross vehicle weight (kg): 3,500

Power (bhp/rpm): 150/3600

Torque (lb-ft/rpm): 280/1500

Load volume (cu m): 13

Payload (kg): 1,525

Comb fuel economy (mpg): 45

CO2 emissions (g/km):2 165

SMR cost: 3.90ppm

Running cost (4yr/80k): 45.51ppm

Basic price (ex-VAT): £28,690
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MODEL: 3240 8X4 TIPPER 

By Tim Campbell
s well as being relatively new, the Arocs is 
possibly the most versatile product within the 
Mercedes-Benz truck range with a gross 
vehicle and combination weight ranging from 
the more standard 18 tonnes to the STGO 
(Special Types General Order) and beyond 
weight of 250 tonnes.

Getting back to the ‘normal’ rather than ‘abnormal’, versa-
tility and flexibility allow the multi-wheeler Arocs to offer a 
three- and four-axle format with the ability to specify single 
and double drives as well as steered options virtually across 
the required range.

With a total of 14 variants from seven cabs, once again 
flexibility is the name of the game for the Arocs. There are 
two cab widths (2,300mm and 2,500mm) and three cab 
lengths, the S or day cab at 1,700mm, M cab or short sleeper 
at 2,000mm and finally the L cab or sleeper at 2,300mm. 

As if that isn’t enough, the engine tunnel height is also 
variable on all models other than the 2,500mm wide cab 
which has a level floor with a maximum headroom of 1.99m. 

If you want space, Mercedes-Benz appears to have 
cornered the market in marketing speak – you can have:
■ ClassicSpace ■ ComfortSpace
■ StreamSpace ■ BigSpace

All the cabs feature 10.4cm colour display, multifunction 
steering wheel and extended central locking linked to an 
engine start/stop button, with the higher level multifunction 
key available as an option. 

Air conditioning is standard and is situated near the radio 
with aux-in interface and lots of storage around the driver.

The whole range has 16 engine power output levels, 
always using an in-line six cylinder arrangement but with 
four displacement classes at 7.7, 10.7, 12.8 and 15.6 litres and 
power outputs of between 175 kW (238hp) to 460 kW (625hp), 
all to the latest Euro 6 standard. 

A

 NEED TO KNOW 
■ Four types of ‘space’ available
■ Four displacement classes – 7.7, 10.7, 12.8 and 15.6 litres
■ Eight, 12 or 16 gears dependent on the application

With 14 variants from seven cabs including two widths
and three lengths, the Arocs can truly claim to be versatile

MERCEDES-BENZ AROCS 

Obviously not all power ratings are offered in the exception-
ally wide Arocs range but you may be surprised by the depth 
of power available on all the major models. 

The torque range is just as wide, ranging from 1000 to 
3000Nm most of which is mainly due to Mercedes-Benz’s 
use of what it calls an “X-pulse” pressure booster (not on 7.7 
litre) enabling up to 2100bar of pressure to be delivered to 
the injectors.

Transmitting the power and torque towards the rear of the 
chassis is the third generation Mercedes PowerShift auto-
mated gearbox with six mission matched transmission vari-
ants from such as power or off-road with a choice of either 
eight, 12 or 16 gears dependent on the application.

According to Mercedes-Benz, the shift times are up to 20% 
shorter than with Mercedes PowerShift 2 and up to as much 
as 50% shorter than with Telligent automated gearshift. 
There are various driving modes which include a crawl func-
tion with integrated manoeuvring mode for simple moving 
off and precise manoeuvring. 

One of the most useful electronic functions on the gearbox 
is the rock-free mode which makes it easier to move 
forwards and backwards to extricate the vehicle from 
sludgy, marshy ground. Fast reversing is also handy when 
loads per day are an important revenue stream within the 
business. 

As far as the back end is concerned, Arocs has the option
of either planter axles for off-road use (hub-reduction) or a 
more conventional hypoid for those spending most of their 
time on the road, literally.

As mentioned previously, versatility is the key with Arocs 
and just to prove this there are two chassis widths available, 
dependent on your job: a 744mm narrow width mainly 
designed for construction-site and off-road use and a 
834mm wider chassis better suited to the more rigidly 
configuration for on/off-road operations.

As one might expect from the vehicle that caters for both 
on- and off-road operations, Arocs has the option of air or 

Driven

Payload 

22,008kg

Warranty 

1 year

Price as tested

£120,000

£120,000
price of the vehicle (with body)  

we tested

Our unloaded test vehicle was     
a little bumpy on the A roads but 
settled down along the motorway

We had the shortest 
version tipper for our test 

Four steps will take the driver 
into one of four cab spaces
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steel suspension and, dependent on the gross vehicle weight, 
the front and rear springs can be fitted with two-, three- or 
four-leaf spring packages. 

The parabolic springs can also be even further fine tuned 
by varying the spring hardness along with the spring 
brackets; both air and steel are supported by the obligatory 
shock absorbers and stabilisers.

Braking in today’s modern heavy commercial vehicle envi-
ronments starts at the front, and the Arocs is no different. 

Mercedes-Benz offers a wear-free turbo retarder clutch 
which basically combines the best of a ‘wet clutch’ and a 
retarder into one unit. It supplies up to 720 kW (almost 
1000bhp) of brake power directly from low speeds and has 
five settings controlled on the steering column lever. 

Of course the primary market for this product is not the 
generalist 8x4 user but the more extreme loads market 
where braking effort using the service brakes can cost time 
and money.

For the more conventional market a three-stage brake 
system is available offering up to 350 kW (460bhp) of braking 
power. If that’s enough and you don’t need the retarder option
then Arocs has a three stage Higher Performance Engine 
Brake option lifting the brake power to 475 kW (640bhp). In 
stage one the engine brake decompresses cylinders one-to-
three; in stage two, cylinders one-to-six; in stage three, 
cylinders one-to-six plus wastegate valve and exhaust gas 
recirculation positioner.

The service brakes can be either disc or drum dependent 
upon the operation and, of course, we have the usual 
plethora of electronic-based braking including the normal 
ABS and ASR.

For our road test courtesy of Mercedes-Benz dealer Ciceley 
Commercials in Blackburn, we had its latest 8x4 demon-
strator, a 3240 fitted with steel suspension and a Thompson 
tipper. There are five wheelbases available on the tipper 
Arocs ranging from 5150mm to 6350mm and in our case 
we had the shortest version. It’s also worth mentioning that 

SPEC
Price as tested: £120,000 with body

Gross vehicle weight (kg): 32,000

Engine capacity (cc): 10700

Output (hp): 394

Torque (lb-ft): 1401

Payload (kg): 22,008 (exc body) 

Warranty Warranty W 1 year bumper to bumper / 
2 years driveline up to 250,000kms

VERDICT
Arocs is a very capable multi-wheeler truck but 

there’s stiff competition in this sector specifically 

from the Swedish contingent. However having driven 

this vehicle there is no reason why Mercedes-Benz 

shouldn’t start winning more business.

KEY RIVAL
MAN TGS 8x4 32.400

Gross vehicle weight (kg): 32000

Engine capacity (cc): 12419

Output (hp): 400

Torque (lb-ft): 1401

Payload (kg): 22235 (exc Body) 

Warranty: Warranty: W 3 years warranty Xtra

Mercedes-Benz measures its wheelbase from the centre of 
the first axle to the centre of the first driven axle unlike some 
other manufacturers.

It’s a good job the steps are a staircase type entrance as it 
takes four steps to reach the cab floor but once you are sat 
in the air sprung drivers seat you are met with a very tidy 
and relaxing environment. The dashboard is the semi-
wrapround type with the centre section housing the display
screen, handbrake and heating/ventilation controls as well 
as the switchable diff locks.

The multifunction steering wheel offers a great view 
through to the instrument panel which has the tachometer 
on the right and speedometer to the left with a small infor-
mation screen in the centre. 

Once on the road the most obvious features are the lack 
of cab noise and good visibility which is helped by the 
generous-sized mirrors, and good-sized all-round cab 
windows. The test vehicle had the middle M cab which 
helped give the feel of spaciousness probably not available 
with the smaller S cab. 

The vehicle is controlled via the right hand stalk by the 
steering wheel which enables the driver to set the transmis-
sion in to auto or semi-auto mode although it does get slightly 
blocked by the size of the steering wheel.

As the vehicle wasn’t loaded, the ride on the A roads was 
a little bumpy but this soon smoothed out once we started 
travelling along the motorway – of course, having the 
shortest wheelbase didn’t help.



FleetNews
PORTFOLIO

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

Driving Business 
magazine

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

Fleet News magazine

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

Commercial Fleet magazine

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

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

Websites and 
newsletters

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

Bespoke 
publications

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

Fleet Leasing 
magazine

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

Fleet events

Van Fleet Insight

Brought to you by FleetNews

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

How to run an 
effective fleet 

Advice to maximise on-road time and minimise costs

Reliability

Fit for purpose

Improve your  
business with the 

right van choice 

Fleet best practice profiles

Kwik Fit and  
Stannah share their 

tips for success 



The Berlingo is still going strong 
21 years after it was introduced
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By Trevor Gehlcken

s motoring journalists, the staff here at 
Commercial Fleet sit firmly on the fence, avoidt

taking sides, and evaluate each vehicle strictly 
on its merits. However, we all have our favour-
ites when it comes to the prospect of testing 
certain vehicles – and that is where our new 
long-termer comes in.

Since the original launch in 1995, I’ve tested any number 
of Berlingos and, invariably, I’ve been left admiring this perky 
little contender, which has proved to be one of the most 
ubiquitous vans on UK roads over its 21-year life. 

Our van will be spending the next three months here at 
Fleet Towers, during which we’ll be piling on the miles and 
reporting back on the effects of a hard fleet life.

The Berlingo was the first small commercial vehicle to be 
built as such from the platform upwards. Before that, small 
vans were invariably cars with van bodies on the back, such 
as the Ford Escort van and Vauxhall Astravan, to name but 
two.

These car-derived vehicles stood no chance against the 
Berlingo and for the next five years this van was crowned 
small van of the year by our sister title Fleet News, in the days 
before Commercial Fleet gave away gongs for commercialt

vehicles. In fact, I was one of the judges all those years ago.
Over the ensuing years, much has changed and the van

we have now is a far cry from the original.

 NEED TO KNOW 
n Test model has a 1,560 turbodiesel powerplant

n Air-conditioning adds £600 to the purchase price

n Extra trimmings and rear parking sensors add £200 each

Veteran van has kept evolving over 21 years and continues to give its rivals a run for your money
CITROËN BERLINGO 
MODEL: BLUE HDI L1 625 ENTERPRISE

“These       
car-derived 

vehicles stood 
no chance 
against the 
Berlingo”

But you only have to look down virtually any street in the 
country and you’ll probably find an old Berlingo still plodding 
away faithfully and looking rather like a worn-out donkey, 
dejected and neglected but still willing to perform well under 
extremely arduous circumstances.

Our test model weighs in at £15,685 ex-VAT and the 
‘Enterprise’ moniker means that this variant is aimed directly
at fleets. 

A lot of thought went into what the average van driver 
should expect as standard spec and as a result we get 
goodies such as height and reach adjustable driver’s seat, 
an MP3-compatible CD player, cruise control, an overhead 
storage shelf and a storage drawer under the driver’s seat.

Our test van also has a ‘look’ pack which includes extra 
trimmings on the outside (£200), rear parking sensors at 
£200 and air-conditioning at a whopping £600, meaning, 
sadly, few fleet drivers will get it.

We reckon reversing sensors should be a legal require-
ment on all commercial vehicles and it was a shame to see 
that Citroën didn’t add them as standard on this model.

However, on the plus side our Berlingo has one of those 
marvellous little Teletrac sat-nav and stolen tracking units 
as standard which can, for a small price, be linked up to 
Citroën’s own fleet management system, which enables 
transport chiefs to keep an eye on how their drivers are 
performing on the road.

Under the bonnet is a 1,560cc turbodiesel powerplant 
which offers an acceptable 100bhp and is slated to return an 
a healthy 67.3mpg on the combined cycle.

In the past, we have found that some high fuel economy 
figures claimed by certain manufacturers are way wide of 
the mark when out on the road, so we’ll be interested to 
discover whether our Berlingo can match up to this official 
figure.

Long-term test

Payload 

653kg

Fuel economy 

67.3mpg

C02 emissions 2

114g/km

Price as tested

£15,685

Gross vehicle weight (kg): 1,970

Power (bhp/rpm): 100/3,500

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

Load volume (cu m): 3.3

Payload (kg): 653

Comb fuel economy (mpg): 67.3

Actual fuel economy (mpg): 0000

CO2 emissions (g/km):2  114

Basic price (ex-VAT): £15,685

Current mileage: 4,290 

SPEC

A
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Inside the 
December issue

commercialfleet.org

Commercial Fleet Awards: Winners issue
Fleet profile: Mobile Mini

Supplier spotlight: FleetCheck 
Insight: Racking and interior fit-outs

Van tests: Fiat Fiorino, Nissan NV300, Renault Truck Range D
Also includes: CF25 report of the UK’s biggest van and truck 

leasing and rental companies

LATEST INDUSTRY NEWS

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

CASE STUDIES AND INSIGHT

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

VAN RUNNING COST CALCULATORS

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

DIESEL COST CALCULATOR

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

The only website that matters for van and truck fleet operators
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or omissions nor do we accept any liability for any loss 
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