
commercialfleet.org Business support... Head online for news,  
running cost data, best practice, fleet profiles

Guarantee your next issue... Email subscriptions@
email.commercialfleet.co.uk to register today

Follow us... Debate the hot topics on our 
Twitter, LinkedIn and Facebook sites

Supplier spotlight: FleetCheck

Fleet management company 
aims to help ‘reluctant fleet 
managers’ in small businesses

Insight: racking

Latest trends in lightweight 
and customised shelving 
systems to suit your vans

Fleet profile: Mobile Mini

Why fast-growing fleet 
decided to develop its 
own HGV drivers 

CommercialFleet
H E L P I N G  F L E E T S  R U N  E F F I C I E N T  A N D  E F F E C T I V E  V A N  &  T R U C K  O P E R A T I O N S  December 2016   £5 where sold

Official Media Partner

Thirty-two winners, lots of networking, laughter and one very happy charity – full details inside

Celebrating and honouring 
the van and truck industry



Safety, efficiency, environment
www.fors-online.org.uk  08448 09 09 44

�������#���	���#�� �!�#�!��������#�������������"�#���������#�%��

!�$#��#����"#� !��#������!�%�������#"������(�"�)������������#�#���

�!#����������
���"�� �


��$"#!(����������!�%�!�#!��������"�����%�!���#�!�$���#�����
��	����

 !��!����������$���������!��������$��"���!�%�!�����+�������,�

 !��#����"�������!������#����������"�����������#��������#"�

����$������!�%�!�"�������������+������#,���!�������!"��������'�

����"��������"#�!���#�*�������������(�����,�#�#��������#���#�

#���!���������"#� !��#����#��(�$!��$"���""�


�����#������������!"�� �����!"����$���!��������#��������

������#"�#����� ����"#� !��$�#�%�#(���!�(�$!��!�%�!"��

(�$!�#!��" �!#�������!"�����(�$!�&������ �!�#����

FORS – delivering Van Smart

driver training to you

The art of good 

        vanmanship

FORS – delivering Van Smart

adRocket

FP_COMFLEET_317243id2581626.pgs  03.11.2016  14:54    



commercialfleet.org   December 2016    3

Complaints: Bauer Consumer Media Limited is a member of the Independent Press Standards Organisation (www.ipso.co.uk) and endeavours to respond to and resolve your concerns quickly. Our Editorial Complaints Policy (including full details of how to contact us about editorial complaints and 
IPSO’s contact details) can be found at www.bauermediacomplaints.co.uk. Our email address for editorial complaints covered by the Editorial Complaints Policy is complaints@bauermedia.co.uk.

Inside this issue

4 I Don’t cut corners to cope 
with high seasonal demand
Now is the time for distribution companies  
to step up risk management

6 I Chancellor ignores request 
for 3p reduction in fuel duty
Duty frozen in autumn statement and extra 
cash available to ease traffic pinch points

8 I Dedicated truck auction 
centre is the first in the UK
Manheim puts more resource into HGVs

9 I Vauxhall takes bluelight 
production line in-house
2,000-plus turnkey vans and cars at Luton

10 I BT Conference
Data gathering is key to fleets’ future

12 I Rules and regulations Q&A
Queries answered, legislation explained

14 I Fleet spotlight: Mobile Mini
Why it is developing its own HGV drivers

18 I Supplier spotlight: 
FleetCheck
Business was founded to help ‘reluctant’ 
fleet managers in smaller companies

21 I Commercial Fleet Awards
Thirty-two fleets, manufacturers, suppliers 
and vehicles earn top honours in CF awards

51 I Insight: Racking
The role of racking is growing in 
importance as more and more companies 
want dedicated storage for their vans 

57 I Insight: Remarketing
Records broken and demand is holding up

59 I New launches: 
Mercedes-Benz X-Class, 
Peugeot Boxer, Nissan Navara, 
Volkswagen Transporter 
Bluemotion

60 I Driven: Fiat Fiorino,  
Nissan NV, Mercedes-Benz 
Vito, Citroën Berlingo, Renault

21

51

Stephen Briers, 
editor-in-chief,  
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What an 
evening! The 
Commercial 
Fleet Awards 
honoured 32 
people, 

companies and vehicles 
on November 30.

These awards are about 
celebrating our industry 
and raising the profile of 
the van and truck sector.

This was also one of the 
reasons we were so keen 
to become the FTA’s 
official media partner for 
Van Excellence earlier 
this year. Together, we are 
committed to promoting 
the professionalism of the 
industry and helping van 
fleet operators to improve 
their business efficiencies. 

One way we intend to do 
this is by integrating our 
Van and Truck exhibition 
into Fleet Management 
Live next year, at the 
Birmingham NEC on 
October 3-4. Fleets told 
us they wanted a must-
attend show for cars, 
vans and trucks, and 
that’s what we’ll be 
looking to deliver.

Our awards charity this 
year was Little Miracles 
which supports families 
with children that have 
disabilities and life-
limiting conditions.

In addition to donations, 
they needed a van. They 
were inundated with 
offers, including livery, 
conversions, equipment 
and even the use of 
premises for meetings.

Thanks to all of you – 
your generosity has made 
a huge difference.

Welcome

18

Commercial Fleet 
Awards 2016

Supplier spotlight: 
FleetCheck

Fleet spotlight: 
Mobile Mini

Insight:  
Racking

14
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By Tom Seymour

he UKÕs delivery and courier fleets have scaled up 
their vehicle and driver numbers by more than a 
quarter to cope with demand during the Christmas 
peak period.

According to Interactive Media in Retail Group 
(IMRG), the UKÕs industry association for e-retail, 
parcel volumes in 2015 hit 1.065 billion, exceeding 

industry forecasts to finish 15.7% up on 2014. This was driven 
largely by the 260 million parcels dispatched during 
November and December, and this year is expected to see 
a similar rise.

Black Friday, the retail discount day adopted here from the 
US, is for many companies the official start of the Christmas 
delivery rush on November 25. America also coined the 
term Cyber Monday, which sees further discounts online just 
three days later. In the UK, analysts expect sales on Black 
Friday to have topped last yearÕs £1.9bn. Barclaycard, which 
processes nearly half of the credit and debit card transac-
tions in the UK, said payment transactions were 6% higher 
than last yearÕs Black Friday.

The Nationwide Building Society said purchases by its 
customers were up 13% on a year ago, while the discount 
retailing site TopCashback reported a 43% increase in 
spending compared to last year.

The total is expected to rise to more than £4bn once the 
weekend and Cyber Monday are included.

Extra 2,000 vehicles
In order to meet this surge in demand, DHL has increased 
its delivery fleet by 27% through short-term rental, taking 
its total fleet from 7,500 vehicles to 9,500. It employs 14,000 
full time drivers and this is increased by 10% during the peak 
season. DHL uses its Asset Management Centre of Excel-
lence team to source the vehicles and manage their return 
post-peak.

Royal MailÕs fleet has been increased by 11% from 46,000 
vehicles to 51,000, and driver numbers by 33%, from 6,000 
to 8,000, to cope with demand. 

It is a similar story at CitySprint, with driver numbers 
boosted by 5.7% from 3,500 to 3,700 during the peak period, 

 News insight: Distribution

T
but this is across vans, cars, motorcycles and bicycles. All 
of its couriers are self-employed although, at the time of 
writing, this status is being challenged in the courts. 

Patrick Gallagher, CitySprint chief executive, said bolstering 
the fleet was vital to maintain service levels for customers. 
He told Commercial Fleet: ÒLast year our busiest day was the 
final Friday before Christmas, December 18, as customers 
squeezed in their final pre-Christmas deliveries. This year, 
weÕre expecting to see a Christmas of two ÔhumpsÕ, with a 
second peak in demand for deliveries in January as retailers 
cash in on the growing trend for convenient returns.Ó

Mark Horrobin, director of peak at Yodel, said Christmas 
is just business as usual, but on a larger scale. He said: 
ÒPlanning and preparation for the Christmas peak period 
starts in January and we work closely with our clients on 
their parcel volume forecasts so that we can assess the 
additional resource needed.Ó

Yodel appoints around 3,000 temporary delivery roles over 
the peak season. Horrobin wouldnÕt reveal the standard 
number of drivers for the Yodel fleet, which is made up of a 
mix of self-employed franchisees and employed drivers.

It has added an additional 800 vans through short-term 
rental in the run up to Christmas, as well as 570 trailers and 
100 tractors. The shortfall is made up of the owner-drivers 
who supply their own van.

APC Overnight operates 195 trunk routes across the UK 
which is increased to 250 during the peak season. 

Colin Rann, APC Overnight operations director, said: 
ÒDemand has been slowly building over the past few years 
to the peak it is at now. The challenge is resourcing up for 
that peak period, scaling back between Christmas Day and 
New YearÕs Day and then scaling the operation back up again 
for the January sales.Ó

DPD began planning for the increase in vehicles and 
drivers back in January. ÒAs we get nearer, we agree detailed 
forecasts with our customers so we always know the exact 
daily volumes,Ó said a spokesman. ÒIn total, we are planning 
for just over 20% uplift on last yearÕs peak.Ó 

However, fleets employing drivers for a short period of time 
are potentially exposing themselves to risk as every driver 
needs to be briefed on fleet policy and safety.

260m  
parcels dispatched in  

 November and December    

last year

£4bn   
spent between Black Friday 

and Cyber Monday

Distribution companies urged not to cut 
corners to cope with high seasonal demand
Step up risk management during Black Friday to Christmas and New Year peaks, says consultant

“Planning and preparation      
for the Christmas peak period 
starts in January and we work 
closely with our clients on their 
parcel volume forecasts”
Mark Horrobin, Yodel



lation – but this happens throughout the year.” DHL employs 
driver assessors to ensure anyone driving a vehicle does so 
to its ‘required standard’.

Brockhouse continued: “This ensures that any temporary 
support meets our high standards as well as those of our 
customers.  As a result we don’t see any increase in inci-
dents over the Christmas period.”

Temporary additions
All new staff receive training before joining Royal Mail, even 
if they are temporary additions. Drivers have to complete an 
assessment with one of Royal Mail’s advanced driver 
coaches before being allocated a duty.

“The assessment is carried out in one of our vehicles in 
the unit within which they are going to work so that they can 

be educated on safety within the yard and advised of 
any hazards related to the duty they have been allo-
cated,” said a spokesman. “This approach is designed 
to keep incidents down to a minimum during the 
busy period.”

Meanwhile, Gallagher told Commercial Fleet that 
CitySprint has a “strict selection criteria” for its 

couriers and this is maintained throughout the year, 
regardless of the pressure to scale up the business to 
cope with peak demand.

He said: “Every new courier has a disclosure 
and barring service check, as well as regular 
driving licence, insurance and vehicle checks 
so we can ensure every delivery is made in 
safe hands.”

Every driver has an induction before 
being allowed on the road. They are 
given ID badges, CitySprint uniforms 
and high visibility and safety clothing if 
required.

Delivery fleets were reminded 
that there was also no excuses 
for making compromises when 
it came when it came to 
ensuring standards covering 
delivery vehicles themselves 
were maintained.

“If a van is due for servicing 
in December, then it should be 

serviced in December, no matter what opera-
tional demands you face,” said Cook. “There 
is a temptation to put it back until January, but 
you will simply be taking unnecessary risks.

“Similarly, while vehicles are being used 
intensively, it becomes even more important 
that daily visual safety checks, such as on 
tyres, are being carried out. 

“When your fleet is being placed 
under more pressure that is the time 
to step up your risk management.”

Simon Cook, LCV consultant at Arval, said: “It appears the 
pressure being brought to bear on delivery fleets increases 
every year, especially around the traditional seasonal peaks 
such as Christmas and artificial ones like Black Friday. This 
unavoidably creates pressure on all parts of fleet operations 
but notably on the drivers themselves who – if they are 
agency staff – may be driving vehicles that they are not 
familiar with, and often in adverse weather conditions.

“The message we’d like to get across to delivery fleets 
working against this backdrop is that it is crucial not to cut 
corners when it comes to your risk management policy, both 
from an ethical and legal point of view.

“For these companies, getting the parcels out on time is a 
priority, but it is crucial that they keep their eye on the ball 
– ensuring the safety of their drivers, and all other 
road users, is an area of focus.”

Cook added that this became even more 
important when it came to agency drivers 
that delivery fleets often use to cope with 
seasonal peaks. “These drivers should not be 
treated differently to those you employ 
permanently,” he said. “You must ensure that 
the agency, your own fleet and human 
resources have followed the procedures in 
your risk management policy in full and are 
aware of your road risk policies.”

Sunday working
Government safety inspectors have been 
called on to investigate the possible danger 
from delivery drivers who work six days 
a week and have been asked if they 
are also willing to work Sundays.

Labour MP Frank Field, chair of the 
work and pensions select committee, 
asked the Health and Safety Executive 
(HSE) to investigate after Hermes, 
which delivers parcels for retailers 
including John Lewis and Next, 
made the request to about 5,000 
couriers.

The HSE said it was considering his 
request, while Hermes said Sunday 
work is “completely optional”. 

Mel Brockhouse, DHL vice-presi-
dent operations for retail, said: “The health 
and safety of our drivers is our number one 
priority.

“We always comply with driver legislation 
around working hours and ensure that 
people take appropriate breaks and are fully 
trained on vehicles and customers’ bespoke 
requirements.

“We regularly swap drivers part way 
through a delivery to comply with legis-
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By Gareth Roberts

K operators face the highest fuel duty costs 
for diesel anywhere in the world despite a 
freeze in fuel duty, announced in last month’s 
autumn statement. 

The league table, published by FairFuel UK, 
puts the UK in the unenviable top slot, just 
ahead of Switzerland, Italy, Norway and 

Israel, with Germany ninth and France 14th.
The campaign group, alongside the Freight Transport 

Association (FTA) and the Road Haulage Association 
(RHA), had lobbied the Chancellor for a 3p cut in fuel duty, 
claiming it would provide a host of economic benefits. 

A report from the Centre for Economics and Business 
Research (CEBR), commissioned by FairFuel UK, claimed 
it would boost GDP by 0.02% and create 8,000 jobs, at no 
cost to the exchequer, while the FTA said it would deliver 
much needed savings to hard-pressed operators facing 
pump price volatility.

Between the end of January and the end of October 
2016, unleaded petrol prices rose by 14% while diesel 
prices rose by 16% for fleets. An increase in the dollar 
price of oil since the start of the year has combined with 
the sharp decline in the value of sterling since the Brexit 
referendum, leading to a sharp increase in pre-tax prices.

However, Philip Hammond was not persuaded by the 
arguments being made for a cut, instead announcing a 
seventh consecutive freeze in fuel duty at 57.95p per litre.

FTA deputy chief executive James Hookham said: “We 
are pleased with the chancellor’s decision not to increase 
fuel duty in line with inflation as previously planned. The 
freeze will save truck operators – the majority of which 
are small and medium businesses – about £9,000 a year 
for a typical 10-vehicle fleet.”

But, with the FTA estimating that a 3p per litre cut in 
fuel duty would have delivered savings of £1,500 a year 
on the running of a 44-tonne truck, he added: “The chan-
cellor needs to continue that logic and recognise that 

reducing tax duty in future will bring even greater benefit 
to the economy.”

Diesel forms a considerable chunk of the costs faced by 
the haulage industry. According to the FTA, fuel accounts 
for 13% of the cost of operating a 3.5-tonne van and 17% 
for a 7.5-tonne heavy goods vehicle, increasing to 30% of 
the cost of operating a 44-tonne truck.

Richard Burnett, chief executive of the RHA, also 
welcomed the freeze, but said: “A fuel duty cut would have 
made a real difference to our members’ operating costs.”

Instead, the freeze will help offset a price hike in the 
standard rate of Insurance Premium Tax (IPT). The chan-
cellor said it will rise two percentage points to 12% from 
June 1, 2017. IPT is a tax on insurers and so any impact 
on premiums depends on insurers’ commercial deci-
sions. Burnett said the IPT rise was a “disappointment”.

However, there was good news elsewhere in the 
autumn statement. The Government committed an addi-
tional £1.1 billion funding for local transport networks in 
England, where Hammond said small investments could 
offer “big wins”. This included £220 million to address 
traffic pinch points on strategic roads.

Burnett said: “Roads are the haulier’s place of work. 
Any measures to make their journey easier, more efficient 
and certainly more cost-effective will contribute greatly to 
the movement of the UK economy and help ease the cost 
of congestion.”

The increase in spending on infrastructure was also 
welcomed by the FTA. It was particularly pleased to see 
that the East-West corridor between Oxford and 
Cambridge was given the go ahead. Another priority for 
FTA is the route of the approach roads to the new Lower 
Thames Crossing between Gravesend and Tilbury.

Hookham concluded: “More money for local infrastruc-
ture is welcome and we will be presenting our list of 
preferred schemes to local highway authorities and the 
devolved governments to prioritise those that most 
benefit freight movements.”

Chancellor ignores request for 3p reduction
Fuel duty freeze announced alongside additional cash to ease traffic pinch points 

News
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“Reducing tax duty in future 
will bring even greater benefit 

to the economy”
James Hookham, FTA

£220m 
to address traffic            

pinch points

12%  
new Insurance Premium Tax 

rate from June next year
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By John Charles

anheim is adapting its six-acre site in 
Coventry to become a dedicated auction 
centre for HGVs from next month.

The site, which currently holds car sales, 
will become the UKÕs only dedicated truck, 
trailer and plant auction centre, hosting 
weekly HGV and trailer auctions. An online 

auction will also run between physical sales Ð with fort-
nightly plant and equipment auctions and a monthly specialist 
sale for bus and coach product.

Manheim UK, part of Cox Automotive, is consolidating 
existing HGV and plant volumes from Colchester, Gloucester, 
Shepshed and Washington into the Midlands location.

Truck volumes sold through Manheim are at record levels, 
up 11% year-on-year. Vendors include: manufacturers, daily 
rental fleets, contract hire and leasing companies, finance 
houses, franchised and non-franchised dealers and local 
and national fleet operators that include local authorities and 
utility businesses.

The expectation is that volumes will further increase, 
partly due to increases in new vehicle registrations as busi-
nesses replace and expand fleet operations. 

Latest Department for Transport (DfT) data reveals that at 
the end of 2015 there were 483,400 licensed HGVs on Brit-
ainÕs roads Ð a figure that has increased each year since 2011 
when there were 465,500 trucks. Furthermore, data from 
the Society of Motor Manufacturers and Traders (SMMT) 
reveals that HGV registrations in 2016 are running 6.6% 
above last year.

Opening a dedicated HGV auction centre would, said 
Manheim, help to continue to offer its clientsÕ stock to the 
largest possible pool of buyers, with the aim of achieving the 
optimum price for each vehicle. 

The centre is also expected to deliver improvements in 
speed of sale, due to the shift to a weekly auction programme. 
The consolidated auction programme and central location 
would also reduce the travel requirement for buyers 
attending sales in person, said the company.

James Davis, Manheim director of commercial vehicles, 
said the move would allow it to Òfree up capacityÓ at other 
centres, in preparation for the increase in used car and van 
auction volumes that will result from record-breaking new 
vehicle registrations in recent years.

He said: ÒFor the LCV market in particular Ð sold van 
volumes are up 17% year-on-year Ð we needed to free-up 
capacity at our dedicated commercial vehicle auction centres 
to manage increasing volumes. The HGV market is distinct 

from other vehicle markets, so we are acknowledging that 
it deserves additional investment.Ó

The weekly HGV sale at the transformed Coventry location 
would, said Manheim, offer an Òunrivalled selection of quality 
stockÓ. 

Currently, Manheim hosts a fortnightly HGV sales 
programme. There will be no changes at Manheim Shotts 
in North Lanarkshire, which will continue to hold regular 
HGV and light commercial vehicle auctions fortnightly on 
Wednesdays.

Davis said: ÒFocusing our HGV auction offering into a dedi-
cated centre in England, as well as Shotts in Scotland, will 
allow those auction centres that will no longer sell HGVs to 
focus on their core volumes and provide increased capacity.Ó

The Coventry development is expected to result in the 
recruitment of 10 new dedicated HGV team members 
supported by a dedicated team of commercial vehicle 
auctioneers and product specialists.

Manheim Coventry also sees the launch of the companyÕs 
new electronic vehicle inspection reports and a dedicated 
high-resolution undercover imagery area.

The new inspection reports will be fully integrated into 
companyÕs website, thereby aligning with its LCV reports and 
will include full vehicle inspection details, including ancillary 
equipment as well as condition.

Referring to the quality of vehicle photography, Davis said: 
ÒTrucks are currently imaged outdoors, in all weathers and 
lighting, which can lead to inconsistency in presentation. With 
a dedicated indoor facility, we will have a standardised environ-
ment and will immediately raise the standard for commercial 
vehicle buyers, alongside our new inspection reports.Ó

Manheim says the twin initiatives will give buyers the 
greatest amount of detail and therefore confidence when 
buying, especially online. 

Davis concluded: ÒOur HGV auction offering will be 
industry-leading. The investment from Cox Automotive is 
made and our focus is on a new facility, new technology and 
dedicated people. Vendors will have the optimum platform 
to offer their inventory to the largest, engaged group of active 
buyers.Ó

Dedicated truck auction centre is UK’s first
That’s the claim of Manheim for its Coventry site as HGV sales volumes continue to grow

News
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“The HGV market is distinct from other 
vehicle markets, so we are acknowledging 
that it deserves additional investment”
James Davis, Manheim

11% 
year-on-year increase on 

truck volumes sold through 
Manheim

Above: Manheim Coventry will 

only auction trucks, trailers 

and plant in future 
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By Matt de Prez

auxhall has moved its Special Vehicle Opera-
tions facility – the largest of its kind in Europe 
– to its manufacturing plant in Luton.

The plant, which currently produces the 
Vivaro van and houses the Vauxhall commer-
cial vehicle conversion centre, will now be 
responsible for producing more than 2,500 

police vans and cars plus vehicles for the fire and ambulance 
service each year.

Moving the operation in-house, from its previous location 
in nearby Millbrook, aims to save the manufacturer money 
in the long run and give it the opportunity to be competitive 
in future tenders. It also gives it greater capacity for expan-
sion and control over the operation.

Dick Ellam, manager of Vauxhall Special Vehicle Opera-
tions, told Commercial Fleet: “At Luton we have double the 
capacity and we have increased the number of workstations. 
Currently, we only run a single shift but we can switch to 
double like the rest of the plant if needed.” 

Building riot and cell vans takes up to 350 hours for the 
most complex, but as vehicles are built to bespoke customer 
specification, build times can vary.

Meanwhile, the team of conversion specialists working at 
the plant produces 60 cars per week, with a single Vauxhall 
Astra police car taking a day to complete.

More than 2,000 vehicles will be supplied to 28 bluelight 
fleets by Vauxhall over the next two years through a large 
procurement contract, set up via the Crown Commercial 
Service framework – an initiative which brings together 
public sector groups to leverage large discounts.

Sarah Wood, the strategic head of transport for Stafford-
shire Fire and Staffordshire Police and part of the consor-
tium, said: “The move to Luton will speed up the delivery 
time and reduce the overall cost.”

Ellam added: “The biggest change we have seen is an 
increase in demand for a turnkey solution. As they are buying 
turnkey cars we take that risk and concern away from them.”

An array of Vauxhalls are used by the emergency services 
and converted at the Luton facility including Combo, Vivaro 
and Movano vans.

The vehicles are factory specification and there are no 
upgrades or enhancements to the drivetrain, which makes 
maintenance and re-sale simpler.

Residual value is becoming an increasingly important 
factor for bluelight fleets, according to Ellam. For the past 
five years his team have been working hard to integrate 
police equipment into the vehicles so it can be easily removed 
– again without damage.

Policing has changed dramatically in recent years with new 
types of crimes and the increased terror threat. With tech-
nology like 4G Wi-Fi and rugged ‘Toughbook’ tablets, Vaux-
hall says it can offer the emergency services everything they 
need to stay connected on the move.

“Through our flexible production facility, Vauxhall is able to 
offer a one-stop shop purchasing experience to UK emer-
gency services,” said Ellam.

“We can deliver a wide choice of car and van models, 
specifically designed and rigorously-tested to meet the strin-
gent demands of our emergency services. We can also 
supply turnkey vehicle solutions that enable rapid turna-
round of replacement vehicles, plus we can now offer a 
unique in-house de-commissioning and re-marketing 
service.”

Vauxhall is the number one supplier to police fleets with a 
70% market share of competitive segments.

Vauxhall takes bluelight production in-house
More than 2,000 turnkey vans and cars will now be completed at Luton manufacturing plant
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“The biggest change we have seen is an 
increase in demand for a turnkey solution”
Dick Ellam, Vauxhall Special Vehicle Operations

350
number of hours it can take 
to produce riot and cell vans 

A Vauxhall Astra police car 
takes just a day to complete
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By Stephen Briers

ata capture from mobile phones and the intro-
duction of smart meters to every UK home will 
open up a whole new opportunity for fleets, 
particularly delivery operators and engineers, 
according to the new managing director of BT 
Fleet Henry Brace.

Mobile phones will provide the information on 
location which can be relayed to customers to inform them 
of the whereabouts of delivery drivers and improve the 
scheduling and timing of arrival, while smart metering offers 
a one-stop shop for making appointments by informing 
drivers when the customer is home.

Brace calls it the “connected infrastructure” and says BT 
Fleet will need to become increasingly mobile to support its 
customers.

“We are expanding our garage network and we have a new 
partnership for a mobile maintenance network,” he told 
delegates at the company’s recent customer conference.

Meanwhile, a BT Fleet survey carried out with The AA 
found that fleets have bought into the benefits of telematics, 
with 51% of the 385 fleet managers questioned saying they 
are using the technology. The proportion rises to 74% for 
fleets with more than 100 vehicles.

Edmund King, AA president, said: “Of those with the tech-
nology, 86% say it has improved their business, tackling fuel 
efficiency and unnecessary mileage. Half reduced unneces-
sary mileage and 42% reduced fuel costs.”

However they have concerns over data, with 56% saying 
they were unclear about how best to utilise the information 
from telematics. The biggest issue was time to interrogate, 
process and act on the data, particularly for smaller fleets.

News: BT Fleet conference

D
51% 

of fleet managers questioned 
in survey say they are using 

telematics

91% 
of drivers believe they should 
be able to switch connectivity 

on and off 

Data capture holds future 
for fleet management
But drivers indicate they want more control over 
how the information is handled, held and shared

“It’s not the role   
of cities to introduce 
safety measures;   
it has to be the  
role of national 
government and 
safety standards 
bodies”
Gerry Keaney, BVRLA

Two-thirds of fleets said they wanted more advice on how 
to use the data; they believe the telematics companies 
needed to improve their support. Lack of resource was the 
reason stated by 27% of fleets that did not currently deploy 
telematics.

The AA also surveyed 320 drivers to established their view 
on telematics. It found that 57% wanted to know if the data 
would be used for disciplinary purposes, 47% wanted to 
know how long the data would be kept, 56% wanted informa-
tion on how the data was captured and 42% whether it would 
be used to reward good performance. Almost one in four 
(38%) said they did not know much about telematics.

Responding to a question about unions challenging the intro-
duction of telematics, Henry Brace said: “It drives up health 
and safety and is a tool for the driver. Manufacturers will put 
it into the vehicle anyway, so it will soon become default.”

Area of concern
Default telematics is effectively the connected vehicle – and 
it’s an area of concern to drivers, said Gerry Keaney, chief 
executive at the British Vehicle Rental and Leasing Associa-
tion (BVRLA).

Its research revealed that 90% of drivers see data as their 
possession, while 91% believe they should be able to switch 
connectivity on and off. Another 83% said that they should 
be able to decide when and for how long their data was 
shared and 78% want control over who repairs their vehicle. 
Seven out of 10 were also worried about vehicle hackers and 
being tracked.

“Do you know what your car says about you?” Keaney 
asked delegates. “It tells where you’ve been, your last 100 
parking destinations, your GPS destinations, how you drive 
and for how long, who you know and how your car is, such 
as battery data and mileage reading.

“But it’s an area where there are no rules.”
This could change in 2018 when the European Union 
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A little less that half (44%) of 
drivers involved in an accident or a 
close call don’t report the incident

towards smaller vans. Now we are seeing a reversal, either 
staying in the same size van or moving up a size for a multi-
purpose use van for multi-skilled people.”

Many mobility options
The mobility marketplace is fragmented with many options, 
although most are variations of existing services, according 
to Brendan Keane, assistant vice-president of sales UK and 
Ireland at Enterprise Rent-A-Car.

He believes that the apps currently available do not address 
the needs of the commercial vehicle user. Considerations 
include online retainers, end-to-end shipping, parcel space 
and logistics. 

“The future is usage-based charging: vehicles when you 
want them,” Keane said. “We are in the middle of an evolu-
tion, a quicker way of delivering existing services.”

He added: “The fleet manager role is evolving. It’s about 
total cost of ownership and choice, managing the fleet and 
drivers, and integrated mobility. It’s reducing the expense 
and increasing the convenience.”

Local rules on air quality
Local authorities setting their own rules on air quality and 
safety is a real problem for fleet operations running vans and 
trucks.

Gerry Keaney said the UK Government did not have a 
national directive on low emission zones because it believes 
air quality is a local issue.

“This is a risk,” he said. “A key part of our dialogue [with 
Government] is to have some national framework.”

As an example of his concerns, Keaney said one of the five 
cities due to introduce a low emission zone by 2020 had 
recently held a ‘blue-sky day’ and its view “doesn’t look like 
the London one”.

Keaney also raised concerns about safety, in particular the 
decision by London to proposal new requirements such as 
vision panels. 

“It is unclear where [London Mayor] Sadiq Khan stands on 
this. We don’t support it – it’s not the role of cities to introduce 
safety measures; it has to be the role of national government 
and safety standards bodies,” Keaney said.

“It (telematics) 
drives up health 
and safety and 

is a tool for     
a driver. 

Manufacturers 
will put it into 

the vehicle 
anyway, so it   

will soon 
become default”

Henry Brace, BT Fleet

proposes introducing new data protection rules. These 
would see fines of up to 4% of turnover for breaching the 
rules, collaborative enforcement and a possible role for a 
new data protection officer.

Right vans for the job
BT Fleet has taken action to improve standardisation across 
its vehicle range as part of a programme to reduce cost and 
ensure it has the right vans for the job.

In just two years, it has reduced the number of vehicle 
types from 450 to 48. 

Rob Pope, BT Fleet head of engineering, said the company 
initially consulted its drivers on its existing models to identify 
‘needs’ not ‘wants’, to find out what works and does not work, 
and to future-proof the fleet for innovation and legislation.

It then identified the best chassis in terms of payload, axle 
weights and load volume space, carried out field trials and 
agreed the specifications with drivers, unions and health and 
safety.

Finally, Pope and his team worked with procurement to 
agree terms with manufacturers and converters.

Once the policy was in place, BT Fleet had to implement a 
replacement programme. A number of criteria were consid-
ered, including the right time to change (modelled on age, 
mileage, reliability, value, cost of downtime, fuel efficiency, 
SMR costs and discounted cashflow), available funding (vehi-
cles versus other business priorities), wholelife costs, brand 
image and employee engagement.

Mike Langford, BT Fleet senior customer relationship 
manager, said: “We had ground rules: don’t break budget, 
complete by year-end, minimise business disruption, mini-
mise driver downtime, communicate changes to customers 
so they understood the impact on them, keep everyone 
informed, have a contingency plan and keep asking yourself 
‘what if…’.”

He added: “We noticed a trend a couple of years ago 

Better incident reporting is required
The BT Fleet/AA Operational Fleet Insight 
Report found that one-third  of drivers had 
been involved in a crash or near-miss in the 
previous 12 months. Of those, 44% said they 
had not reported the incident.

When asked why not, 38% said they were 
not required to by company policy, 20% said 
no harm had been done, 16% said it hadn’t 
been their fault and 13% said they feared 
punishment.

The results suggest fleets need to better 
communicate their policies on reporting 
incidents, including the likely outcomes.

In contrast to the perception that drivers  
are resistant to training, 58% said they   
would welcome the chance to have training. 
Meanwhile, 20% of drivers said they were 
employed by a company which had a working 
group enabling them to provide feedback on    
vehicle choice. 
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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

Our new vehicle fleet has digital tachographs and we 

have heard that the download period for has been 

extended from 56 to 90 days. Is this true? Also, is there 

any extension to downloading driver cards?

From the April 6, 2015, the requirement to download 
digital tachographs was extended from every 56 to a 
maximum of 90 days between unit downloads. This now 
falls in line with the EU but also gives more operators the 

flexibility to combine the downloading of the vehicle unit with the 
regular preventative maintenance service of the vehicle. There have 
been no changes in the requirement to download driver cards. 
these still must be downloaded every 28 days at the latest.

We have an ex-driver in the office and occasionally would like 

to use him to move a vehicle to another depot. The vehicles are 

18 tonne GVW rigids but he doesn’t have a driver CPC. Can he 

drive the vehicle without a CPC? He also does not have a digital 

tachograph card, is that a problem?

Drivers who never carry goods for their employers and who only 
drive occasionally are permitted to move empty vehicles without 
the need to hold a driver CPC card (DQC). There is a distance 
limit, and the journey must be within 100km radius of the 

vehicle/driver’s base. The same is true with digital driver cards, although 
there is no actual formal limit on distance or radius from base. So, if the 
other depot is within 100km radius of the vehicle’s base, your ex-driver 
may move the vehicle provided it is not carrying goods and it is not the 
driver’s normal role.  

Due to a new business contract opportunity we have applied to 

use a new site as an operating centre on our O licence. We are 

told that the full process to authorise the site takes about nine 

weeks. As the contract starts soon, we need to start using the 

site almost immediately. As we have made our application, can we start 

using the site now?

Unfortunately not. The legislation is quite clear on this matter. 
Section 7 of the Goods Vehicle (Licensing of Operators Act) 1005 
states ‘a person may not use a place in any area of a Traffic 
Commissioner as an operating centre….unless that place is 

specified as an operating centre’. Any contravention of this requirement 
would be liable to a fine of up to £1,000 with the potential for further action 
by the Traffic Commissioner against the O licence holder.

There are, however, some measures such as interim permission, or    
the use of a Schedule 4 procedure that may be available to help reduce 
the timescale.
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Do you have an issue that needs resolving?

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

The FTA looks at the latest issues 
to affect vans and trucks, 
including what lighting you need 
to have when parked at the 
roadside and driving in rural areas

Light up and be seen
With the arrival of winter bringing dark mornings   
and evenings, it is important to be aware of the law 
regarding the use of lights when parking on the 
roadside.

If you drive a goods vehicles exceeding 2,500 kgs 
gross vehicle weight or a passenger vehicle adapted to 
carry eight or more passengers, excluding the driver, 
you must have lights illuminated and unobscured 
when parking between sunset and sunrise.

When lights are required to be illuminated, every 
front position lamp, rear position lamp, rear 
registration plate lamp, side marker lamp and 
end-outline marker lamp with which the vehicle is 
legally required to be fitted must be kept illuminated 
and unobscured. Use of either a single parking light or 
a device that switches on only the off-side front and 
rear lamps is insufficient.

Failure to comply with this legislation could lead to a 
£50 fixed penalty for the driver.   

Driving safety tips for windy weather
When driving in windy weather, take note of the 
following points:
■ Plan your journey to avoid exposed or high roads 
(such as motorway flyovers, bridges or viaducts) if 
possible.
■ Anticipate how conditions may affect other road 
users, especially cyclists, motorcyclists, and cars 

towing caravans – take particular care when 
overtaking these.
■ Take special care when driving empty and high-
sided vehicles, which will be affected more by the 
wind.
■ When driving an empty curtain-sided vehicle, tie 
both curtain sides at one end of the vehicle to reduce 
the effect of side winds.
■ Watch for places where conditions could suddenly 
change, such as a gap in the trees, or after passing 
some form of shelter such as a bridge or large vehicle.
■ If you have to travel on exposed roads in high winds, 
be prepared for lower speed limits, lane closures and 
diversions.

Low sunshine
During autumn and winter, the angle of the sun in the 
sky will frequently be too low for a visor to be effective. 
If blinded by glare:
■ Gradually reduce speed. 
■ Reduce the effect of glare by keeping both the inside 
and outside of the windscreen clean and grease free. 
■ Wear sunglasses (with prescription lenses if 
necessary) and take them off whenever the sun goes 
in and visibility improves. They should not be worn in 
dull light conditions or at night as they seriously 
reduce the ability to see the road ahead.
■ Do not suddenly change direction or lane until you 
are sure that it is safe to do so.  

RURAL 
DRIVING TIPS

■ Don’t assume it’s safe to 
exceed the speed limit on 
rural roads just because 
there is less traffic or less 
chance of being detected by 
the police.
■ A speed limit is not a 
target speed. Be aware 
that there are dangerous 
hazards such as blind 
corners, high hedges/
trees, wet or icy conditions, 
poor drainage, narrow 
carriageways, no 
pavement, poor road 
surface, vulnerable road 
users such as pedestrians 
and cyclists on the road 
itself.
■ Tractors can often stop 
or turn without warning so 
stay alert and be remain 
patient as restlessness can 
lead to accidents.
■ Drive slowly round 
bends and prepare to take 
evasive action. Reduce 
speed gradually and select 
the correct gear to ensure 
tyres maintain grip and 
keep the vehicle stable.
■ When overtaking 
another vehicle, ensure it is 
safe to do so and that you 
have a clear view of the 
road ahead and are aware 
of adjoining roads and 
junctions. 
■ Reduce speed when 
entering villages and pay 
particular attention to 
additional traffic signs that 
you would not normally 
see (e.g. cattle grid, 
animals, and horse riders).
■ Make sure vehicle lights 
are in good working order 
and clean as the lack of 
street lighting makes 
driving particularly 
hazardous at night.

Illuminating drivers on roadside lighting legislation
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Fleet spotlight: Mobile Mini

That’s the solution Mobile Mini came up with when it had a 
new vehicle sitting idle due to the lack of a suitable driver

By John Charles

ast-growing Mobile Mini is blazing a trail 
in solving the nationwide HGV driver 
shortage with the launch of its own 
driver development programme. 

To-date two employees at the hirer of 
portable accommodation and secure 
storage solutions have changed profes-

sions after completing the company’s fully-funded 
bespoke training programme.

What’s more, with the fleet expected to expand 
next year and beyond, the expectation is that 
Stockton-on-Tees headquartered Mobile Mini will 
train more of its own drivers. 

From a national network of 16 branches, the 
company delivers portable units which provide 
anything from construction site accommodation 
to storage units for retail customers.

The development of the driver training 
programme comes as Mobile Mini aims to trans-
form its transport operation from “industry-
leading to world-class”.

That’s according to Chris Watcham, who joined 
Mobile Mini as health and safety director 12 years 
ago. For the past six years he has combined the 
role with that of transport manager following an 
internal restructuring, intended to give the 
company a greater fleet focus.

Watcham says: “As the company was expanding, 
we needed to ensure the transport operation was 

F
higher up the agenda in the boardroom and that 
our branch employees understood the costs of 
operating a vehicle fleet.”

He adds: “We started to put everything under 
the microscope. We introduced measures and 
raised levels of communications to increase the 
profile of transport within Mobile Mini because 
truck operation is core to the business.”

The spotlight on the fleet now becomes ever 
greater following the October 2016 appointment 
of Kevin Buckler as transport manager. His brief 
is to use his 25 years’ industry experience to iden-
tify operational areas that can be further enhanced 
to drive business efficiencies at Mobile Mini. 

The company hopes to shortly notch gold 
accreditation to the Fleet Operator Recognition 
Scheme (FORS) for the fourth consecutive year.

The catalyst for the launch of the HGV driver 
training programme was a newly acquired vehicle 
standing idle because of the inability to recruit a 
driver that met Mobile Mini’s requirements.

The training programme was subsequently 
developed using a mix of external training 
providers and the company’s own internal trans-
port and safety team. 

Rolled out in 2016 at a cost of £4,000 per 
employee, the elements include: medical, theory 
and hazard perception, driver training, driver 
Certificate of Professional Competence (CPC) 
training, HIAB Training (lorry-mounted crane 

“The HGV driver shortage is not a problem 
that will disappear without employers 
recognising they need to make a change” 

Chris Watcham, Mobile Mini

training), driver induction and road and crane 
mentoring.

Dwayne Mitch, previously a fitter in the South-
ampton depot, was the first employee to volunteer 
and complete the four-month programme. He 
has now been joined by Simon Wood, ex-yard 
foreman at the Wakefield branch.

Watcham says: “As new vehicles join the fleet 
we will develop our own drivers so reducing the 
time to hire. With the shortage of drivers and the 
skills that we require, recruiting drivers suitable 
for the company has been a real challenge.

“We recruited a couple of drivers but that didn’t 
work out. Many older drivers come with precon-
ceived ideas about what the job involves and that 
didn’t fit with the culture of the company. We want 
to develop drivers to the way we work with our 
quality systems, focus on safety and customer 
service ethos. That’s why we are upskilling our 
own employees.”

Hopes are high that uptake for new HGV driver 
posts will come from across the business, but if 
vacancies are not filled then Watcham does not 
rule out external recruitment followed by enrol-
ment on to the scheme.

Fleet size 50 loader crane 
vehicles; 39 LCVs 
Funding method HGVs outright 
purchase; LCVs contract hire 
Operating cycle HGVs seven 
years; LCVs not disclosed
Key brands on fleet HGVs 
Scania; LCVs Ford

Factfile

‘We’ll develop 
HGV drivers 
for ourselves’ 
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Chris Watcham joined Mobile Mini 12 years 
ago as health and safety director. For the 

past six years he has also fulfilled 
the role of transport manager

For a number of years the truck industry has 
been concerned about the combined impact of an 
ageing professional HGV driver workforce and the 
lack of new entrants coming through to replace 
those who left the sector as a result of retirement 
or to pursue different careers. 

The Road Haulage Association (RHA) says there 
is already a shortage of 60,000 drivers, with an 
ageing workforce shedding another 40,000 by 
next year against an estimated requirement that 
the UK needs an extra 150,000 drivers by 2020 to 
deliver goods nationwide.

Watcham says: “The HGV driver shortage is not 
a problem that will disappear without employers 
recognising they need to make a change, and we 
hope companies will follow our lead to address 
the shortage.

“By offering existing employees the chance to 
gain further driving qualifications, we’re ensuring 
that our fleet is staffed by fully-trained and 
committed individuals who understand our 
company ethos. This investment will help us meet 
our high customer service standards, guaran-
teeing a consistently first class and safe delivery 
every time.”

Meanwhile, Mobile Mini claims to have one 
of the largest fleets of its kind in the country 
after late last year adding 15 vehicles and this 
year investing a further £3.7 million on eight 
Scania-based crane arm loader lorries 
featuring the latest engine technology to take 
the number to 50.

Mini Mobile continues to rely on third party 
logistics providers to deliver around half of its 
portable units but, says Watcham: “Our long-
term aim is to perhaps move to a 75:25 split. We 
will never eradicate all third party logistics, but if 
we are to achieve our target there must be 
continued future expansion of the fleet.”

The company, which saw annual income hit a 
record £57.6m in 2015, a 9.5% increase on 2014, 
now employs more than 400 people and has in 
excess of 35,000 portable units for rent in varying 
sizes. They fulfil a wide range of on-location 
requirements including offices, staff canteens, 
meeting rooms, stores, accommodation, shower 
and toilet facilities to meet requirements that 
could include the creation of “a small village” at a 
major construction site.

In addition to the fleet of 50 HGV delivery vehi-

cles, Mini Mobile also runs a fleet of branch-
based service vans. The Ford Transits – two or 
three are located at each branch – are leased and 
driven by engineers as they travel to undertake 
site maintenance on portable units.

Mobile Mini buys the “high ups” for cost-effec-
tiveness and, in partnership with loader crane 
supplier Fassi and bodybuilder Adcliffe, ensures 
that each vehicle complies with the FORS 
standard, while also adding bespoke features at 
the request of drivers as well as additional safety 
features prior to branch delivery.

The Scania trucks are acquired with the manu-
facturer’s seven-year repair and maintenance 
contract, which also dictates the company’s 
vehicle replacement cycle. Trucks typically 
average around 50,000 miles per annum and are 
sold through the trade on defleet.

The contract means that all service, mainte-
nance and repair work and vehicle checks to meet 
Operator Licence requirements are undertaken 
at Scania dealers. Typically such work occurs 
overnight to keep vehicle downtime to 
an absolute minimum.

Watcham, who has more than 20 
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years’ professional safety experience, 
having previously worked in the rail 
industry on some of the UK’s major 

mainline projects, says: “Historically we had 
Scania and Mercedes-Benz trucks, but we went 
down the all-Scania route because we found the 
staff engaging and approachable, the support 
service met our requirements and the vehicle 
technology was advanced.

“Scania calls Mobile Mini a ‘perfect partner’. I 
believe in partnerships, allowing relationships to 
build rather than have fragmentation and a mix 
of suppliers.

“We have kept trucks beyond seven years, but 
we found that was the tipping point after which 
repair and maintenance costs increased with 
engines and gearboxes perhaps needing 
replacing. We now don’t go beyond that point.”

Watcham says the seven-year replacement 
cycle has proved to be a “win-win” for Mobile Mini 
as it also meant it kept the fleet fresh which aided 
company image and branding.

Mobile Mini uses Scania’s online fleet manage-
ment reporting tool to measure performance 
including fuel usage, vehicle emissions and driver 

behaviour. However, it supplements that informa-
tion with an in-vehicle tele matics system deliv-
ering a raft of additional data.

As a result, league tables highlighting individual 
driver performance are published at branch level 
so employees can monitor their own standing 
against colleagues.

The measure is part of Mobile Mini’s focus on 
driver engagement that started more than three 
years ago. 

Then the company asked drivers for their “wish 
list” of vehicle features that would help them in 
their day-to-day job.

Fleet spotlight: Mobile Mini

More than half of requests are typically accom-
modated and they have included a repositioning 
of ladder racks at ground level so drivers do not 
have to clamber on to a truck; the use of twist 
locks when moving combination units instead of 
web straps; increased in-cab storage; and LED 
lights fitted on head boards so drivers have a 
better view of a truck when walking around it.

Watcham says: “We listen to our drivers. A lot 
of companies make the mistake of telling drivers 
what they believe is the right thing to do. But that 
can be unworkable and money is wasted. 

“Telling a driver with perhaps 20 years’ experi-

“Scania calls Mobile Mini a ‘perfect partner’. I believe 
in partnerships, allowings relationships to build rather 
than have fragmentation and a mix of suppliers” 

Chris Watcham, Mobile Mini
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Working with drivers to understand their needs 
and requirements has paid off for Mobile Mini 
The single biggest challenge facing Chris Watcham 
in transforming the Mobile Mini fleet was to secure 
the support of the company’s drivers.

With a career in health and safety and joining 
Mobile Mini from the rail industry, he “got his head 
round” legislation and Operator Licence issues with 
regards to the fleet, and adds: “The risks are 
similar in both industries in that I needed to ensure 
people were engaged, trained and competent. I 
needed to listen to the drivers, who accepted they 
were accountable for their performance.”

Getting the drivers “onside” was, said Watcham, 
“a huge step-change”. 

But, he adds: “Through communication, toolbox 
talks and involving them with improving the 
vehicles, we have changed the culture. But that only 
happened because as a business we engaged with 
them and worked with them to understand their 
needs and requirements.

“In my career I have learned that if you want to 
make change then you must get people on board 
and listen to them. 

“It’s a two-way process. Many drivers have 
pre-conceived ideas, but when you are open with 
them and break down barriers they will help and 
cultural habits will change.”

ence what to do is not right if you have never sat 
behind the wheel of an HGV.”

FORS first came to Mobile Mini’s attention in 
2012 when the company noticed an increase in 
customers requesting it as a contractual condi-
tion when delivering to their sites. As a result it 
has become the catalyst to the company’s 
advances in vehicle technology and focus on its 
people and processes.

In addition to the FORS-required accessories 
that are fitted to Mobile Mini’s vehicles, further 
items are added to help increase vehicle and 
driver safety.

They include upgrading the camera system 
from a forward dash cam and a reversing camera 
to a full all round 360o camera system,   providing 
drivers with additional scope to view blind spots 
around the vehicle as well as video footage of a 
journey. Additionally, reversing sensors are fitted 
to all vehicle and trailers providing an audible and 
visual warning in the cab to warn drivers an object 
is close when reversing.

Reversing manoeuvres resulting in damage to 
other vehicles and property were one of the major 
causes of crashes along with incidents caused by 

More commercial fleet profiles at:
commercialfleet.org/
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trucks changing lanes which led to Watcham 
declaring that “our insurance premiums were 
high”.

From averaging “an incident per week”, Mobile 
Mini suffered just four incidents in the first nine 
months of 2016 and has slashed its annual insur-
ance premium by £100,000.

Acknowledging that there was initially some 
“push back from drivers” to the deployment of 
cameras, Watcham says: “We viewed the equip-
ment as a driver aid in terms of protecting them 
and their licence as well as the company.”

Following a couple of accidents with blame 
placed on the Mobile Mini drivers, video footage 
proved otherwise and driver support was 
secured. 

The service vans are also fitted with telematics 
and forward-facing dash cams so drivers’ effi-
ciency is monitored.

Furthermore, in addition to using the Driver 
CPC cycle, Mobile Mini worked with the RHA to 
develop and deliver bespoke courses specific to 
the areas of risk associated with the company’s 
operations. Courses have included safe and fuel-
efficient driving, load security, vehicle loading and 
unloading and professional driving to further 
improve drivers’ skills. 

The recruitment of Buckler, a qualified HGV 
trainer, means future training will be delivered 
internally.

Additionally, footage from the cameras and 
telematics data is used during any accident inves-
tigation process and is viewed as a driver educa-
tion tool.

The company is the only storage container 
company to be awarded FORS gold and it says 
the hat-trick of accreditations in consecutive years 
demonstrated its on-going commitment to safety 
and effective vehicle management policies.

Saying “safety is at the forefront of everything 
we do and shows how seriously we take our 
responsibilities as a fleet operator”, Watcham, 
adds that the initiatives not only made transporta-
tion safer, but also provided a “good return on 
investment”.

With the recruitment of Buckler the focus for 
improvement will move to “the next level” with 
the business looking to drive a 5-10% reduction 
in its £1m a year fuel bill thus further reducing its 
carbon footprint; research perceived vehicle 
service, maintenance and repair savings from 
improved driver behaviour; further reduce vehicle 
downtime in partnership with suppliers; benefit 
from greater journey scheduling efficiencies; and 
further engage with drivers to deliver benefits to 
them and the company.

Watcham says: “We can deliver further financial 
savings and, by making individual branches 
aware of the costs versus the branch average, 
everyone will benefit because they will become 
more efficient and productive and that will help 
the business to grow.

“People development is key and if we deliver we 
will see some big wins. For example, dispatchers 
may need upskilling to deliver more efficient 
vehicle routing and branch managers may need 
help to better understand vehicle maintenance 
procedures.”

Buckler, who has joined from BSS Industrial, 
the distributor of pipeline and heating solutions, 
reports to Watcham along with a health and 
safety advisor and two lifting operations managers 
who also have a focus on the transport operation. 
Additionally, branch managers have a responsi-
bility “for keeping the Operator Licence intact” 
and managing vehicles at a local level.

Looking forward, Watcham said: “Our number 
one aim is to maintain the standard we have 
achieved and improve operating efficiencies still 
further. We believe we have transformed Mobile 
Mini’s transport operation into one that is industry-
leading, but we have the potential to be world 
class. We have built a great platform from which 
to push forward.”

Chris Watcham, health and safety 
director Mini Mobile (right), receives 

the keys to a new truck from Alan 
Dale, Scania regional sales director
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Peter Golding got idea for FleetCheck  
after dealing with small businesses 
who didn’t understand their obligations

By Stephen Briers

eter Golding first got the germ of an idea for 
launching a fleet management company while 
working for independent garages in the early part 
of his career. 

“I dealt with a substantial number of small busi-
nesses that had little or no understanding of what 
they had to do,” he says. “There’s a lot of igno-

rance when it comes to running a fleet of vehicles.”
The sector is full of misconceptions – Golding lists three: 
■ Employers who believe that someone with a company 

car will look after it – “not the case”, he says. 
■ Van drivers who assume it’s the company’s responsibility 

to look after the vehicle – while that is ultimately the case, 
they are also accountable.

■ Companies who lease their vehicles believe the respon-
sibility sits with the contract hire company. “Not true,” says 
Golding. “The company holds the duty of care.”

He adds: “I have spent hundreds of hours with hundreds 
of companies and I hear the same stories regardless of fleet 
size, although the smaller the company, the less the resource 
they have.”

Golding believes the biggest issue is in the van sector, 
where there is no regulation and drivers are either not inter-
ested or not aware of their responsibilities.

FleetCheck was conceived in 2006 to support the “reluc-
tant fleet managers” in smaller businesses who have limited 
knowledge and time. “Fleets running up to 100 vehicles do 
not want to run multiple reports; our user interface requires 
little training. We are taking people from spreadsheets into 
a central database,” Golding says.

FleetCheck’s focus on the SME (small- to medium-sized 
enterprise) sector led to Freight Transport Association (FTA)
selecting the company earlier this year as a key partner for 
its Van Excellence small fleet programme.

Supplier spotlight: FleetCheck

P

“Saving money on a fleet isn’t 
easy outside of fuel. It takes 
a level of management that 
most companies don’t have” 
Peter Golding, FleetCheck

Peter Golding launched 
FleetCheck with SMEs in mind 
but now his company’s software 
is also appealing to bigger fleets

‘WE HELP SMALL  
RELUCTANT FLEETS’
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Golding’s strategy is driven by three key areas: legal expo-
sure, financial control and improving admin processes. 

“Saving money on a fleet isn’t easy outside of fuel. It takes 
a level of management that most companies don’t have,” he 
says. “More companies are looking at fleet management and 
understand that using a spreadsheet isn’t good enough. 
Software gives peace of mind that everything is being 
managed, checked and recorded.”

This has taken on greater importance since manufac-
turers began embarking on a journey of ever-extending 
service schedules. But while oil lasts much longer, tyres and 
brakes still wear out at the same frequency.

“Responsibility has therefore moved from the garage to 
the company,” Golding says. “If a vehicle isn’t due a service 
for two years, these other issues still need addressing.”

And he has identified another major concern with longer 
service schedules: advisory notices. If a garage issues an 
advisory notice, such as tyres at 3mm when the company 
has a 2mm policy, who manages the process to ensure the 
car goes back into the garage in a few months’ time?

“There is not a mechanism for following up these notices and 
if that leads to an accident, the company will be in breach of duty 
of care by not acting on the advisory notice,” Golding says.

FleetCheck reckons it has the solution. It is piloting a new 
garage portal with ATS which enables the garage to log an 
advisory notice into the fleet software system. This links to 
the mileage capture system to automatically notify the fleet 
and the garage when the vehicle needs to return to have the 
work carried out.

Diminishing safety as maintenance costs fall
“We are addressing a failure by the manufacturers who are 
moving to reduce maintenance costs on vehicles but are 
diminishing safety,” Golding says. 

“This puts the responsibility back onto the garage and 
means the fleet doesn’t have to make a judgment. It also 
means the garage can forward plan, which minimises 
downtime.”

Here, the savings can rapidly rise for fleets. FleetCheck 
calculates that it costs on average £690 per day if a vehicle 
is unexpected off the road. If managed well, a fleet could 
easily save several days per vehicle.

“We can move a fleet from reactive maintenance to 
pro active maintenance to reduce their maintenance bill 
safely and legally by monitoring it properly and acting on 
advisory notices,” Golding says.

He also believes vehicles should be inspected relative to 
their use, regardless of the servicing schedule – he recom-
mends an annual inspection at a garage as a minimum.

FleetCheck has a hand-holding approach towards fleets 
new to its software. It takes on the task of loading the vehicle 
data onto its system prior to the handover training, which 
takes about an hour.

It also contacts clients if they have not logged in for a few 
weeks. “It might be a staff change and it is important to give 
them that support,” Golding says.

Up to 95% of new customers running up to 1,000 vehicles 
are converts from spreadsheets or an internal database 
rather than conquests from another software system. 

Spreadsheets are, says Golding, still “massively prevalent 
– all the software companies have a very small proportion 
of the market”.

He adds: “Our single biggest challenge is to educate compa-
nies that what they are currently doing is not enough. They are 
exposed and once something has gone wrong it is too late.”

However, while SME was the starting point, FleetCheck 
has been slowly gaining traction with larger fleets. This 
sector opened up when the company began to integrate data 
from other providers, such as TomTom, into its software. 

“We have gone from stand-alone software to a data plat-
form with more than 200 data streams – leasing company, 
fuel, telematics, SMR – coming in,” Golding says. “It has 
allowed clients to consolidate their information, for example 
licence data with telematics and leasing company recharges, 
to identify the high cost drivers and take action.”

The biggest challenge with the larger fleets is engaging 
staff when the organisation has multiple depots. “Our 
system allows them to align the view from each depot and 
display the information in a succinct way both centrally and 
at each depot,” Golding says. “We have worked with these 
fleets to enhance the product; a lot of our development work 
comes from our clients.” 

FleetCheck has increased its customer base by around 
40% in the past two years. Around 60% operate more than 
200 vehicles, while 70% of those vehicles are vans, 30% cars. 
However, the majority operate cars, vans and trucks, as well 
as plant and machinery.  

Lack of resource for fleets of all sizes
FleetCheck has three types of relationship based on fleet size: 

■ Companies with five to 50 vehicles tend to take an off-
the-shelf solution. Relationships are at a director level and 
they are able to make fast decisions.

■ Companies with 50-250 vehicles have greater aware-
ness of their responsibilities because they tend to employ a 
fleet manager or have someone with direct fleet responsi-
bility. They make minor changes to the software and require 
bespoke reporting.
■ Companies with more than 250 vehicles want systems 
that align internal policies and procedures which requires 
tailored software solutions. 

Regardless of size, they have mutual issues and concerns 
which usually revolve around lack of resource.

“We spend a lot of time helping with best practice to help 
people manage their fleet effectively and in a legally respon-
sible way,” Golding says. 

“Fleets need to be aware of the redefined sentencing 
guidelines for serious injury on the road, not just corporate 
manslaughter. They have to meet a national standard and, 
because authorities take financial records over three years 
into account, the fines are so high a company could go bust.”

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

case-studies
Online

‘Give fleet managers  
the tools to do the job’
The majority of companies running a fleet of vehicles do not use 
fleet management software. So what is the catalyst for change?

Peter Golding says the main reasons are: the issue is 
brought up at board level because someone has identified a 
risk, possibly through media coverage; the fleet has 
expanded to a size that means spreadsheets simply do not 
work; or it is driven by a financial desire to save money.

“If you are a director that employs someone to manage 
your fleet, you should give them the tools to do it,” he says. 
“We’ve seen fleet managers offer letters of resignation to 
the director who wouldn’t take up software.”

One of the biggest issues is the fact that finance directors 
are wedded to spreadsheets and are reluctant to sign off 
investment in specialist software. 

“You shouldn’t wait for an accident to happen in order to 
have a catalyst,” Golding warns.

Company FleetCheck
Founder/MD Peter Golding
Established 2006
Key products FleetCheck Lite 
for fleets up to 10 vehicles; Pro 
for larger fleets; Pro+ for greater 
management and policy insight; 
Pro + HGV for truck operators

Factfile
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‘A FANTASTIC AWARDS AND 
A BRILLIANT COMEDIAN’

hirty-two fleets, manufac-
turers, suppliers and vehi-
cles received top honours 
at the Commercial Fleet 
Awards, which highly 
commended another 19.

More than 620 people 
from the van and truck sector were 
there to recognise their colleagues 
and peers amid the networking and  
socialising that typifies the Commercial 
Fleet Awards. 

Host Sally Phillips, star of the Bridget 
Jones films and hit TV show Miranda, 
and comedian Milton Jones ensured 
the evening was a roaring success, 
enjoyed by everyone.

Alison Moriarty, fleet risk and compli-
ance manager at safe fleet of the year 
Skanska, summed up the mood: “The 
awards were fantastic – food, hosting 
and comedian were brilliant.”

Our thanks to the events team, 
staging company Eclipse and all the 
sponsors for ensuring this year’s 
awards was the best ever.

T
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MEET THE JUDGES

Lorna McAtear,  
Royal Mail
MANUFACTURER 
CATEGORIES

Victoria Venning, 
Ernst & Young
AUDITOR

Christopher 
Macgowan
CHAIRMAN

Gary Bannister, 
Hitachi Capital
MANUFACTURER 
CATEGORIES

Stephen Briers, 
Commercial Fleet
ALL CATEGORIES

Stewart Lightbody, 
Anglian Water
SUPPLIER 
CATEGORIES

Martin Saxton, 
Carillion
SUPPLIER 
CATEGORIES

Adam Baillie,  
Travis Perkins
SUPPLIER 
CATEGORIES

Mark Cartwright,  
FTA
FLEET  
CATEGORIES

Wayne Millward, 
Arval
MANUFACTURER 
CATEGORIES

Darren Bell,  
fleet consultant
FLEET
CATEGORIES

Dale Eynon,  
Environment Agency
SUPPLIER
CATEGORIES

Trevor Gehlcken, 
Commercial Fleet
MANUFACTURER 
CATEGORIES

John Blakeley, 
Clancy Group
MANUFACTURER 
CATEGORIES

Rory Morgan,  
Iron Mountain
MANUFACTURER  
CATEGORIES

Andy Picton, Glass’s
MANUFACTURER
CATEGORIES
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COMMERCIAL FLEET 
MANAGER OF THE YEAR

WINNER:
Stewart Lightbody,  
Anglian Water Services

FTA VAN EXCELLENCE LIFETIME CONTRIBUTION AWARD

WINNER:
Rory Morgan, Iron Mountain

HIGHLY COMMENDED
■ Graham Davis, Electricity North West

FINALISTS
■  Aaron Powell, HSS Hire Services Group
■  Andrew Gibbons, Ginsters Van Sales Company
■  Graham Davis, Electricity North West
■  Martine Smith, AAH Pharmaceuticals
■  Stewart Lightbody, Anglian Water Services

Stewart manages a diverse range of cars, vans, trucks and boats, plus numerous other assets 
and has put in place an effective piece of change management with significant cost savings, 
safety improvements and environmental improvements. He has changed the culture of the 
operation and put fleet at the centre of the business. This award is well-deserved recognition 
for an outstanding year.

JUDGES’ COMMENTS

The recipient of this year’s award helped formulate the FTA’s 
Van Excellence Code of Practice and served as chairman of 
its governance group for three years. His business was one 
of the first to achieve Van Excellence accreditation and one 
of its driver’s won the inaugural Van Excellence Driver of 
the Year competition.

While the rest of us are coming to terms with Brexit,          
our winner makes many trips to the continent to support his 
European and Global roadrisk reduction programme with the 
application of his winning formula. 

Our recipient is no stranger to awards having previously been 
recognised as the Fleet Van ‘Van Fleet Manager of the Year’, as 
well as having collected industry honours from Fleet News, 
road safety charity Brake, the British Safety Industry Federation 
and a Prince Michael International Road Safety Award.

FTA CITATION

Anglian Water Services head 
of fleet Stewart Lightbody 
(left) receives the award 
from Ian Hughes, commercial 
director, Zenith

Rory Morgan (centre) receives the Van 
Excellence Lifetime Contribution award from 
FTA deputy chief executive James Hookham 
along with awards host actor Sally Phillips
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and expertise to deliver your vehicle 
branding project no matter its size 
or complexity. 

Supporting you from design
to after-care and doing it with 
care, skill and passion.

Everything you expect from the 
market leader in transport branding.

� 0845 0525 241
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COMMERCIAL VEHICLE 
OF THE YEAR

WINNER:
Volkswagen Transporter

SUPPLIER OF THE YEAR

WINNER:
BT Fleet

FINALISTS
■ Fiat Fiorino
■ Ford Transit Connect
■ Volkswagen Transporter
■ Mercedes-Benz Sprinter
■ Toyota Hilux
■ Mercedes-Benz Atego
■ DAF LF
■ DAF CF

FINALISTS
■  BT Fleet
■  Europcar Group
■  Hitachi Capital Vehicle Solutions
■  Manheim Commercial Vehicles
■  Qi Van Systems

The Transporter is a cult vehicle in fleet which inspires almost religious fervour. The vans go 
on forever which makes them a strong used proposition, while Volkswagen has added lots of 
safety technology to the latest model. Excellent residual values and low maintenance costs 
make for a compelling total cost of ownership. Volkswagen has also thought of all markets, 
offering a model to suit base level fleets to high-end retail customers.

Outstanding customer testimonials and depth of service – BT Fleet understands fleet 
challenges in a way that only an operator could. It deploys technology in an intelligent and 
innovative way and its commitment to apprentices is a great service to the whole industry.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

Chris Black, head of fleet, Volkswagen Commercial 
Vehicles (left), was handed the award by Stuart Day, 
head of business development, Aura Graphics

Henry Brace, managing 
director, BT Fleet (left), 
was handed the award by 
Steve Ward, national LCV 
corporate manager, Fiat 
Professional
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VAN FLEET 
MANUFACTURER  
OF THE YEAR

WINNER:

Mercedes-Benz Vans UK

TRUCK FLEET 
MANUFACTURER  
OF THE YEAR

WINNER:

DAF Trucks

FINALISTS
■  Fiat Professional
■  Ford
■  Mercedes-Benz Vans UK
■  Volkswagen Commercial Vehicles

FINALISTS
■  DAF Trucks
■  Iveco
■  MAN Truck and Bus UK
■  Mercedes-Benz Trucks
■  Renault Trucks
■  Volvo Trucks

Mercedes-Benz offers a heavy truck service for vans which, when combined with its 
outstanding products, makes it a clear winner. There has been a step-change in its approach 
to fleets; it listens to their concerns and has restructured its organisation to meet their needs, 
especially for aftersales. It now offers an end-to-end solution for business.

From factory build to DAF Aid support and funding, DAF covers every fleet need in the support 
of its trucks. The range is full of high quality models and the dealer network is focused on 
serving its customers. DAF is the benchmark for truck makers.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

Andrew Eccles, head of 
business development, 
Mercedes-Benz Vans UK   
(left), is congratulated          
by Commercial Fleet        
editor-in-chief Stephen Briers

Mark Oldbury, truck sales director, 
DAF Trucks (left), collects the 
award from Commercial Fleet 
editor-in-chief Stephen Briers
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GREEN COMMERCIAL  
FLEET OF THE YEAR

WINNER:
South East Coast 
Ambulance Service      
NHS Foundation Trust

COMMERCIAL FLEET OF 
THE YEAR – UTILITIES

WINNER:
Electricity North West

HIGHLY COMMENDED
■ Gateshead Council

FINALISTS
■  Gateshead Council
■  South East Coast Ambulance Service NHS    

Foundation Trust
■  University of Birmingham

HIGHLY COMMENDED
■  Anglian Water Services

FINALISTS
■  Anglian Water Services
■  Countrywide Farmers
■  Electricity North West
■  Enserve Group

The ambulance service takes a holistic approach involving vehicles, technology, driver 
behaviour and minimising mileage to create an all-encompassing strategy. It has taken         
on the challenge of a bluelight fleet and successfully implemented a robust plan.

Significant innovations from cameras, telematics, videos and apps for driver checks 
make Electricity North West stand out. Its consideration for drivers is demonstrated by 
their inclusion on vehicle design and modification discussions; the team takes a collaborative 
approach to fleet management. A worthy winner.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

John Griffiths, head 
of fleet & logistics, 

South East Coast 
Ambulance Service 
(left), is handed the 

award by Stuart 
Thomas, head of 

fleet services and 
SME for The AA

Jason Chamberlain, sales & marketing director, 
ARI (left), presented the award to Electricity 

North West fleet manager Graham Davies (centre) 
and fleet controller colleague Steve Peers

commercialfleet.org   December 2016   29

Award sponsors Pre-dinner 
drinks 

sponsored by

Sponsored by: The Automobile Association

Sponsored by: ARI



Call us today on 0330 0193 843
northgatevehiclehire.co.uk

facebook.com/northgatevehiclehire twitter.com/northgatevhire

N
G
-C

F-
0
1
5
9
0
-3
0
/1
1
/1
6

The UK’s leading 
LCV rental provider
• No surprise costs
 One simple fixed and transparent fee

• Control your operating budget
 Servicing, maintenance and breakdown cover included 

• Fit-for-purpose fleet
 Fully customise vehicles to suit your business

• National branch and workshop network
 More local branches than any other LCV provider

Trust Northgate to keep your business moving
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COMMERCIAL FLEET  
OF THE YEAR –  
BUSINESS SERVICES

WINNER:
AAH Pharmaceuticals

FINALISTS
■ AAH Pharmaceuticals
■ Kings Security Systems
■ NRS Healthcare
■ Wates Group

AAH’s investment in technology is commendable and has helped the fleet to reduce costs, 

lower its emissions and improve its efficiencies. But the fleet is about much more than that; 

it’s a people business and it grasps the concept of supporting van drivers through training and 

awards – and that’s the real key to its success.

JUDGES’ COMMENTS

AAH Pharmaceuticals 
fleet services manager   
Martine Smith receives 
the award from 
Commercial Fleet editor-
in-chief Stephen Briers
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COMMERCIAL FLEET  
OF THE YEAR – 
TRANSPORT AND 
LOGISTICS

WINNER:
Royal Mail

HIGHLY COMMENDED
■ Network Rail

FINALISTS
■  Network Rail
■  Royal Mail

With an intelligent approach to conversion of its vehicles to meet a range of conditions,     

plus continued optimisation of the fleet and outstanding 26% year-on-year savings in its 

maintenance costs, Royal Mail showed improvements in many areas of its operation.          

The entry was evidenced by meaningful data.

JUDGES’ COMMENTS

Paul Gatti, director, Royal 
Mail Fleet, picks up the 
award from Ruth Spratt, 
UK sales director, 
Northgate Vehicle Hire

Sponsored by: Northgate Vehicle Hire
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MOST IMPROVED 
COMMERCIAL FLEET  
OF THE YEAR

WINNER:
Wates Group

COMMERCIAL FLEET  
OF THE YEAR – PUBLIC 
SECTOR AND BLUELIGHT

WINNER:
Environment Agency

HIGHLY COMMENDED
■  Anglian Water Services
■  Kings Security Systems

FINALISTS
■  Anglian Water Services
■  Celesio UK
■  Kings Security Systems
■  South East Coast Ambulance Service NHS       

Foundation Trust
■  Wates Group

HIGHLY COMMENDED
■  South East Coast Ambulance Service NHS       

Foundation Trust

FINALISTS
■  Environment Agency
■  Incommunities Group
■  London Council of Redbridge
■  North Lincolnshire Council
■  Oxford City Council
■  South East Coast Ambulance Service NHS       

Foundation Trust
■  West Suffolk Councils

Wates Group has made significant and transformational change within the business, with 
improvements in many areas and disciplines that was well evidenced with supporting data 
and cost reductions.

Continued professional development by the Environment Agency with a new focus on transforming 
the fleet landscape within the Department for Environment, Food & Rural Affairs (Defra). Excellent 
cost reductions through supplier management and vehicle selection, particularly around emissions 
and fit for use, as this government agency continues to lead the way.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

Ted Sakyi, group fleet 
manager, Wates Group (left), 

picks up the award from 
Paul Street, managing 

director, SHB Hire

Stephen Briers, 
Commercial Fleet 
editor-in-chief (left), 
hands the award to Dale 
Eynon, head of Defra 
Group Fleet Services
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BEST COMMERCIAL 
FLEET LIVERY  
OF THE YEAR

WINNER:
Electricity North West

FINALISTS
■  AAH Pharmaceuticals
■  Countrywide Farmers
■  Electricity North West
■  Harlech
■  Network Rail

Striking a uniformed livery showing thoughtful use of symbols and colour, plus good use        
of contact information including various social media platforms. The company set a clear 
objective which was perfectly met by the livery.

JUDGES’ COMMENTS

Mark Ashton, in-house graphic designer, 
Electricity North West (left), with 
Mediafleet sales director Barnaby Smith
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Sponsored by: Media Fleet

BEST FLEET  
CUSTOMER SERVICE

WINNER:
AAH Pharmaceuticals

FINALISTS
■  AAH Pharmaceuticals
■  South Central Fleet Services

Round-the-clock coverage for critical services, with innovation across the operation from 
customer service to in-cab applications and design. The AAH service runs like clockwork 
every single day; proof comes from excellent customer testimonials.

JUDGES’ COMMENTS

Richard Chew, national sales manager for award 
sponsors Enterprise Flex-E-Rent (right), presented 
the award to AAH Pharmaceuticals trio (from left) 

Lee Smith, national retail distribution manager; 
Martine Smith, fleet services manager; and Neil 

Donoghue, national transport manager

Sponsored by: Enterprise Flex-E-Rent
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SAFE COMMERCIAL 
FLEET OF THE YEAR

WINNER:
Skanska UK

HIGHLY COMMENDED
■  South East Coast Ambulance Service NHS    

Foundation Trust

FINALISTS
■  Anglian Water Services
■  Millers Vanguard
■  Skanska UK
■  South East Coast Ambulance Service NHS    

Foundation Trust

A professional approach to managing risk within the commercial vehicle environment, 
Skanska’s emphasis on training and awareness shows strong evidence of robust and well 
thought-through policy and governance. A stand-out winner demonstrated by a multi-faceted 
approach to management safety and risk.

JUDGES’ COMMENTS

Skanska UK’s risk & compliance manager 
Alison Moriarty (left) and head of fleet 
Julie Madoui pick up the award from Neil 
Thomas, head of sales, Qi Van Systems 
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VAN/TRUCK RENTAL 
COMPANY OF THE YEAR

WINNER:
Europcar Group

HIGHLY COMMENDED
■ TOM Vehicle Rental

FINALISTS
■  Dawsonrentals Vans
■  Europcar Group
■  Northgate Vehicle Hire
■  SHB Hire
■  T.O.M Vehicle Rental

Europcar is showing a real commitment to growing its van fleet, but it’s not just about volume; 
it has workable solutions to many of the problems that large fleet operators face. Mobile 
collection and delivery with GPS devices is a great innovation and the customer KPI 
information shows a good commitment to fleets. The judges also liked the white van offering 
and the hourly rental service.

JUDGES’ COMMENTS

Stuart Russell, specialist vehicle director, 
Europcar Group (left), with Stewart Light-

body, awards judge and head of fleet 
services, Anglian Water Services
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COMMERCIAL FLEET  
OF THE YEAR - 
CONSTRUCTION  
AND BUILDING

WINNER:
Balfour Beatty Services Division

HIGHLY COMMENDED
■ Keltbray Group

FINALISTS
■ Balfour Beatty Services Division
■ Keltbray Group
■ PJ Carey Plant Hire
■ Skanska UK

Balfour Beatty shows a sheer relentless pursuit of excellence – in safety, cost reductions, 
customer service; everything is considered within the fleet strategy. Not just that, but the 
company is willing to share its knowledge with others, helping other fleets to make their own 
improvements.

JUDGES’ COMMENTS

Robert Lindsay, driver 
risk manager, Balfour 
Beatty Plant & Fleet 
Services, collects the 
award from Lisa Spong, 
head of sales, 
Reflex Vans
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Sponsored by: Reflex Vans

CONVERTER OF  
THE YEAR

WINNER:
Qi Van Systems

HIGHLY COMMENDED
■ Mackworth Vehicle Conversion Specialists

FINALISTS
■  CPD Bodies
■  Mackworth Vehicle Conversion Specialists
■  Qi Van Systems
■  SHB Hire

Qi is constantly innovating; it’s a big organisation but still pushes the boundaries and invests 
heavily in new systems. The company really works on behalf of the customer with its whole 
approach from manufacture to livery application to aftersales support with its mobile 
engineers.

JUDGES’ COMMENTS

Lyndon Stonier, managing director, 
Qi Van Systems (left), collects his 

company’s award from Steve Ward, 
national LCV corporate manager, 

Fiat Professional

Sponsored by: Fiat Professional



For more information call 01489 883230, email andy.phillips@applieddriving.co.uk  
or visit www.applieddriving.co.uk

Customer partnership 
initiative of the year: 

Applied Driving Techniques

Advertisement feature

Supplier’s 
comments
Applied Driving 
Techniques is a 
leading provider of 
fleet compliance and 
risk management, 
offering a service that 
combines personal, 
proactive and 
hands-on support. We 
have worked closely 
with SSE to implement 
a detailed programme 
for more than 15,000 
drivers, covering all 
risk assessments, 
licence and grey fleet 
checking, and permit-
to-drive requirements. 
This has helped 
increase compliance 
of the permit-to-drive 
policy, while achieving 
a reduction in both 
speeding events and 
high risk drivers. 
SSE is well-placed to 
analyse, measure and 
minimise risk factors 
within its fleet 
operation, enabling    
it to take appropriate 
action to achieve the 
highest levels of road 
safety.

Customer testimonial:

“By teaming up with ADT we 

have been able to ensure we are 

best placed to understand and 

minimise the risk factors a fleet 

operation faces to meet legal 

obligations, improve driver safety 

and, ultimately, save lives. We are 

committed to highest levels of road safety and ethical behaviour        

in everything we do. Better protecting our employees, the local 

community in areas we work in and the wider general public          

are important business priorities.”

Mark Laker, Management of Road Risk (MoRR) Project Manager, SSE

Mark Laker, 
Management of 

Road Risk 
(MoRR) Project 
Manager, SSE, 
(left) with Andy 
Phillips of ADT

W I N N E R



BEST NEW PRODUCT 
OR SERVICE

WINNER:
Vision Techniques for  
VT BrakeSafe

HIGHLY COMMENDED
■  Vision Track for VT2000

FINALISTS
■  Manheim Commercial Vehicles for Project Swift
■  Roadvert for Spedian SuperLite
■  Vision Techniques for VT BrakeSafe
■  Vision Track for VT2000

This was a clear winner for the judges. It is truly innovative and addresses a real safety issue 
that fleets have to contend with. It also has lots of potential to be scalable and could apply to 
any vehicles, from trucks to cars, as a factory-fit option as well as retrofit.

JUDGES’ COMMENTS

Steve Ward, national LCV corporate manager of award 
sponsors Fiat Professional (centre), handed the award to 
Vision Techniques’ marketing manager Dominic Benabda 

(right), and area sales manager Richard Hall 
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CUSTOMER 
PARTNERSHIP 
INITIATIVE OF THE YEAR

WINNER:
Applied Driving Techniques

HIGHLY COMMENDED
■ Zenith

FINALISTS
■  Applied Driving Techniques
■  Arval
■  Ctrack UK
■  Telogis
■  Zenith

This partnership with SSE was not a straightforward solution; it required scale and consist-
ency and was time intensive. Applied Driving Techniques engaged with the customer in an 
innovative way to get the job done to a high standard and with a focus on road-risk. It is a 
great example of how a true partnership brings many benefits.

JUDGES’ COMMENTS

Andy Phillips, director, Applied Driving Techniques (left), 
picks up the award from Steve Ward, national LCV 

corporate manager, Fiat Professional (centre), along with 
customer partner Mark Laker, project manager at SSE

Sponsored by: Fiat Professional
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VAN/TRUCK FLEET 
MANAGEMENT 
COMPANY OF THE YEAR

WINNER:
BT Fleet

VAN/TRUCK LEASING 
COMPANY OF THE YEAR

WINNER:
Hitachi Capital  
Vehicle Solutions

FINALISTS
■  BT Fleet
■  Hitachi Capital Vehicle Solutions

HIGHLY COMMENDED
■ Lex Autolease

FINALISTS
■  Lex Autolease
■  Hitachi Capital Vehicle Solutions
■  Zenith

BT Fleet is driven by continuously improving processes that deliver services more effectively 
for fleets. The judges praised its apprenticeship scheme and its leading IT systems, while also 
noting that the company uses its own fleet as a guinea-pig for new ideas; nothing comes to 
market until it has been properly tested and fine-tuned.

Strong on compliance and with a great range of services, Hitachi always listens to its 
customers to develop meaningful, high-value solutions. The judges noted the re-use of bodies 
and intelligent asset management as worth celebrating.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

Henry Brace, managing director,    
BT Fleet (left) collecting the award 
from Dale Eynon, awards judge and 
head of Defra group fleet services, 

Environment Agency

Jon Lawes, managing 
director, Hitachi Capital 
Vehicle Solutions (right), is 
congratulated by Steve Ward, 
national LCV corporate 
manager, Fiat Professional

42   December 2016   commercialfleet.org 

Sponsored by: Fiat Professional



BEST CIVIL 
ENGINEERING/
CONSTRUCTION TRUCK

WINNER:
Mercedes-Benz Atego

BEST VAN CHASSIS 
DERIVATIVE

WINNER:
Mercedes-Benz Sprinter

HIGHLY COMMENDED
■ Iveco Trakker

FINALISTS
■ Iveco Trakker
■ Mercedes-Benz Atego
■ Scania G Series
■ Volvo FE

FINALISTS
■ Ford Transit
■ Iveco Daily
■ Mercedes-Benz Sprinter
■ Renault Master
■ Vauxhall Movano

The Mercedes-Benz Atego offers operators an established, trustworthy and robust chassis 
platform to which many body applications can be attached. With a high level of safety and 
sound wholelife costs the Atego is a fleet favourite and backbone of countless operations.

The Sprinter can accommodate a multitude of bodies but has found its niche serving the 
growing home delivery sector. Fleets benefit from a strong converter scheme, a wide payload 
range and gross weight up to five tonnes. It’s reliable and versatile, while Mercedes-Benz is 
focused on partnership and collaboration with fleet customers.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

Simon Wood, senior 
press & public relations 
officer, Mercedes-Benz 

Trucks (left), collects 
the award from chair 

of the judges Christopher 
Macgowan, OBE

Andrew Eccles, head of 
business development, 
Mercedes-Benz Vans UK 
(left), picks up the award 
from John Collins, strategic 
accounts director, 
Enterprise Flex-E-Rent
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Truck Fleet Manufacturer 
of the Year

W I N N E R

Advertisement feature

Truckmaker’s comment
At DAF we are incredibly proud of the UK market-
leading position we have held for more than 20 years. 
Our success relies on delivering quality products and 
services through a strong network of dedicated dealers 
and they share in the credit for this award. And we 
must thank the many long-standing DAF operators with 
whom we have close working relationships. Their 
insight ensures our business continually adapts to the 
ever-changing needs of the market.
Ray Ashworth, Managing Director DAF Trucks Ltd

Judges’ comment:

“From factory build to 

DAFaid support and 

funding, DAF covers 

every fleet need in the 

support of its trucks. 

The range is full of high 

quality models and the 

dealer network is 

focused on serving its 

customers. DAF is the 

benchmark for truck 

makers.”

James Stewart, Michael Hunt, Phil Moon, Mark Oldbury 
& John Mabey from DAF and PACCAR Financial celebrate 
DAF awards for Best Urban Delivery Truck, Best Distribution 
truck and Truck Fleet Manufacturer of the Year

To find out more call 01844 261111,  
email reception@daftrucks.com or visit: daf.co.uk



BEST DISTRIBUTION 
TRUCK

WINNER:

DAF CF

BEST URBAN  
DELIVERY TRUCK

WINNER:

DAF LF

FINALISTS
■  DAF CF
■  MAN TGM
■  Mercedes-Benz Antos
■  Renault Trucks D Model
■  Scania P Series

HIGHLY COMMENDED
■  Iveco EuroCargo

FINALISTS
■  DAF LF
■  Isuzu N75
■  Iveco EuroCargo
■  MAN TGL

Available in various sizes, all with outstanding fuel consumption, the CF has proven reliability 
backed by an excellent dealer network and mobile assistance. The overhang is a key selling 
point; the CF sets the standard.

The shortest turning circle is ideal for urban streets, with good capacity and a full range of 
body options which make the LF ideal for a number of applications. Auto boxes, the teardrop 
body and Euro6 mean low emissions, while DAF Aid ensures back-up support is always 
available. The fact that everything comes out of the UK factory is an added bonus.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

Mark Oldbury, truck sales 
director, DAF Trucks (left), 
collects the award from chair  
of the judges Christopher 
Macgowan, OBE 

Same line-up but this time the 
award is for the DAF LF – Mark 
Oldbury with chair of the judges 
Christopher Macgowan, OBE 
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PICK-UP  
OF THE YEAR

WINNER:
Toyota Hilux

LARGE PANEL VAN  
OF THE YEAR

WINNER:
Mercedes-Benz Sprinter

FINALISTS
■ Ford Ranger
■ Mitsubishi L200
■ Nissan Navara
■ Toyota Hilux

HIGHLY COMMENDED
■  Fiat Ducato

FINALISTS
■  Fiat Ducato
■  Iveco Daily
■  Mercedes-Benz Sprinter
■  Vauxhall Movano

As smooth on the road as it is capable off it, the Hilux comes with high driver appeal wrapped 
in a workhorse body. It’s a genuine 4x4 which is loaded with safety and comes with a full 
range of cabs. The Hilux has stood the test of time and Toyota always finds a way to come 
back with improvements – it’s done it again with this latest model.

Reliable, strong wholelife costs and leads the way with new technology – the Sprinter is 
constantly evolving and improving. It might not be the cheapest upfront, but you get what you 
pay for, said the judges. The roadside assistance service just adds to the Sprinter’s dominance 
in this sector.

JUDGES’ COMMENTS

JUDGES’ COMMENTS

All smiles as Gareth Matthews, 
commercial vehicle manager, 
Toyota GB (left), collects the 
award from John Collins, 
strategic accounts director, 
Enterprise Flex-E-Rent

Andrew Eccles, head of 
business development, 
Mercedes-Benz Vans UK (left)
picks up the award from John 
Collins, strategic accounts 
director, Enterprise Flex-E-Rent
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Whether your vehicles are large or small, bulk standard or highly specialist, you need a partner who understands Whether your vehicles are large or small, bulk standard or highly specialist, you need a partner who understands 
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At Enterprise Flex-E-Rent, we believe this means more than simply having the scale and resources to deliver 
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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 costs 
tool can help you find it – and tell 
you how much it will cost to run.
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CITY VAN VAN OF THE YEAR

WINNER:
Fiat Fiorino

SMALL VAN OF THE YEAR

WINNER:
Ford Transit  
Connect

MEDIUM PANEL  
VAN OF THE YEAR

WINNER:
Volkswagen Transporter

FINALISTS
■  Fiat Fiorino
■  Ford Transit Courier
■  Vauxhall Corsavan

HIGHLY COMMENDED
■  Volkswagen Caddy

FINALISTS
■  Citroën Berlingo
■  Fiat Doblo Cargo
■  Ford Transit Connect
■  Mercedes-Benz Citan
■  Peugeot Partner
■  Volkswagen Caddy

HIGHLY COMMENDED
■  Ford Transit Custom

FINALISTS
■  Ford Transit Custom ■  Mercedes-Benz Vito
■  Renault Trafic ■  Vauxhall Vivaro
■  Volkswagen Transporter

Excellent build quality, economic engines and fresh looks combined with a 
good volume and payload capacity make the Fiorino a winner. Packed with 
technology, it may be a small van but it’s a proper fleet vehicle and lends 
itself to several conversions and uses.

Superb build quality, excellent resale value and backed by a strong 
warranty, the Transit Connect is the perfect workhorse. It offers fleets 
major conversion opportunities and fits a multitude of fleet applications. 
Safety is a priority and it all adds up to a competitive wholelife cost.

The new model is packed with safety technology and improved engines with best-in-class build 
quality and the highest residual values in the sector. Combined with a strong dealer network and 
excellent running costs, it makes the Transporter a clear winner.

JUDGES’ COMMENTS JUDGES’ COMMENTS

JUDGES’ COMMENTS

Alejandro Noriega, 
commercial vehicles 

director, Fiat 
Professional (left), 

with chair of the 
judges Christopher 

Macgowan, OBE

Claire Killwick, 
national fleet 

Manager, Ford 
Motor Company, 
with the award  
for the Transit 

Connect

Chris Black, head of fleet, 
Volkswagen Commercial 
Vehicles (left), with the 
award for the Transporter
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Innovation.Quality. Accountability.
Class leading, end-to-end

vehicle conversion and racking services.

BETTER. BUILT IN BRITAIN

Q Latest technology and production 

facilities

Q Vehicle sourcing

Q Design & configuration

Q Compliance, quality control and safety 

testing

Q Up to 36-monthc warranty as standard

AMBULANCE

MOBILITY 

SECURITY

WELFARE & RACKING

SPECIAL PROJECTS

Cartwright Conversions

T +44 [0]161 928 0966
sales@cartwrightconversions.co.uk

www.cartwrightconversions.co.uk

adRocket
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DEMAND IS 
RACKING UPRACKING UP
Addition of customised, business-specific shelving 
is becoming one of the most popular van conversions

By Matt de Prez
emand for van conversions is soaring as the 
number of vans on UK roads continues to 
increase. According to the Society of Motor  
Manufacturers and Traders (SMMT), there are 
now more than four million vans on our roads, 
with new registrations rising 2% for the year 
running up to October and especially fast growth 

of 13.5% in the pick-up market.
Many owners want vehicles that are customised to their 

specific business requirements but also meet stricter safety 
standards and minimise weight at the same time, with 

Insight: Racking

D
racking being one of the most popular types of conversion.

 David Healy, commercial director of Doncaster-based 
Cartwright Conversions, says: “There has been a huge 
expansion of the van conversion market lately as businesses 
focus on making sure they get the best value out of their new 
vehicles.

“Customised racking, for instance, saves time because staff 
can quickly find the right tools for a job. Companies can 
sometimes downsize to smaller vans that are cheaper to run 
if a skilled converter can design a racking system 
that maximises storage capacity.

“The LCV market is growing each year and more 

Hop Hills Lane, Hatfield, Doncaster, DN7 4JX (for sat navs use DN7 4JJ)  
+44 (0)161 928 0966 sales@cartwrightconversions.co.uk

Sponsored by
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Insight: Racking

and more fleet managers are concerned about 
health and safety. Vans need to be racked out 
properly with the right kit so employees are safe 

and more efficient.”
Think about what objects are being carried around in your 

vans every day. Are they secure? A loose load can damage 
both a van and the cargo. A can of paint rolling around in the 
back could leave a costly mess but a power tool could do 
even more damage, scratching or even denting the interior 
panels of your vehicle.

For heavier items the safety risk is even higher. Heavy 
items can lead to ‘load shifts’ causing the van to lose traction 
when cornering and then, for vehicles without a bulkhead, 
the driver could be on the receiving end of an untethered 
object.

Lyndon Stonier, managing director of Qi Van Systems, says: 
“We have noticed there is growing focus on payload, base 
vehicle weights, and conversion weights. This is something 
which we are adapting into our designs. But thanks to the 
introduction of our new laser we are also utilising high tensile 
steel which can reduce rack weight by up to 25%. 

“One of our main challenges is overall conversion weight 
– this has been an ongoing issue and continues to be 
extremely important to our customers. We notice more and 
more regularly that customers are multi-skilling their 
people, which means they require more carrying capacity. 
This gives our designers the task of being able to design 
specifications which allow users to fit more into a vehicle, 
without impacting on the payload.”

Traditional materials, such as wood, are becoming less 
popular among racking providers. Despite its low cost, wood 
is impractical, heavy, offers limited grip and is liable to splinter, 
so galvanised steel, aluminium and plastic are becoming the 
materials of choice as they can be easily screwed or clipped 
together and are much lighter.

Straight from the factory
Turnkey conversions are becoming more commonplace in 
the van market as fleets demand a more efficient handover 
and finance process. One order/one invoice is the ideal 
scenario and manufacturers are gradually getting on board 
and offering in-house conversions.

Vauxhall opened its in-house van conversion centre earlier in 
2016 and plans to offer a custom racking service in early 2017.

Volkswagen has partnered with Sortimo to offer a bespoke 
service alongside its existing racking solutions, with prices 
starting from £350. The modular system allows for a range 
of customisations, is crash tested and includes a three-year 
warranty.

Liz Richardson, service and parts product manager at 
Volkswagen Commercial Vehicles, says: “When buying 
racking through an original equipment manufacturer (OEM), 
the key advantages are the quality, safety and professional 
fit. The trained technicians in our van centres and authorised 
repairers know what to fit and how to fit it. 

“The other advantage is that racking can be selected at 
purchase (on a new vehicle), so when the customer comes 
to collect their vehicle it’s fitted out and ready to go; there’s 
no waiting while it goes to another supplier. They can get to 
work straightaway. There can also be a financial advantage 
with the cost of racking incorporated into monthly payments 
(if the van is bought with finance).”

Volkswagen Commercial Vehicles also offers a Sobogrip 
protective floor (from £205) which is needed for the racking, 
but also appeals to non-racking customers as it has an anti-
slip durable surface and is oil and chemical resistant.

“We would encourage any van user to consider OEM 
racking solutions – and to do so when they buy the van. Too 
often, aftersales and aftermarket accessories are an after-
thought. But anyone who uses racking in a van on a day-to-
day basis will know that they’re every bit as important as the 

van itself and it’s essential to find a solution that fits your van 
and your work,” adds Richardson. 

Renault has also embraced racking. It has introduced 
Ready4Work for the Renault Kangoo, a turnkey conversion 
service giving customers a van that is ready to go straight to 
work.

It costs from £1,150 (including VAT) and is installed into a 
customer’s van before delivery. The cost can be incorporated 
in a single finance package arranged by any Renault dealer-
ship or the brand’s specialised Renault Pro+ dealer network.

The Ready4Work systems were developed in partnership 
with vehicle storage specialist Bri-Stor.

Steve Wilson, LCV product manager at Renault, explains: 
“Ready4Work racking adds to the versatility of the Renault 
Kangoo, while at the same time offering customers an effi-
cient and cost-effective way to fit out the back of their van 
with a quality storage solution that meets their needs.”

There are two versions of Ready4Work racking available. 
Kit-1 is designed to provide engineering tradesmen with an 

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

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

“By choosing either Ready4Work kit, our customers aren’t 
losing revenue while their new vehicle is being prepared and 
they are also safe in the knowledge that the equipment they 
have invested in is covered by the warranty,” adds Wilson

“We have noticed that there 
is growing focus on payload, 
base vehicle weights, and 
conversion weights” 
Lyndon Stonier, QI Van Systems

Above: Renault Kangoo now 
available with Ready4Work 
racking and storage solutions



commercialfleet.org  December 2016  53

Cartwright Conversions, a 
Cartwright Group company, is 
at the cutting edge of vehicle 
conversions for the LCV 
market. The business has 
taken its parent company’s 
vast experience as the UK’s 
largest commercial vehicle 

body builder and trailer manufacturer and 
combined it with the knowledge of a dedicated 
team handpicked from the van conversions 
market for their expertise and specialities. 

This unique blend of experience, expertise and 
market knowledge allows the business to 
design and configure conversions that are 
fit-for-purpose, cost-effective and safe. Recent 
projects include ambulances and PTS, welfare 
vehicles, mobility and security vehicles.

The company operates from a dedicated 
conversion facility in Doncaster that can 
accommodate fleet projects of up to 500 
vehicles. All work is carried out using latest 
technology and planning software, by fully-
manufacturer-trained, specialist technicians. 

The company manages every stage of the 
conversion process from vehicle sourcing, 
design, configuration and compliance. The 
company also manages third party suppliers to 
ensure ancillary equipment is specified and 
sourced correctly and delivered on time to meet 
production schedules. Weekly progress reports 
for customers ensure complete transparency. 
Personal account managers provide up-to-the-
minute feedback on conversion progress and 
vehicle movements. 

Once conversions are completed, vehicles 
undergo a full quality control inspection and 
pre-delivery inspection before customer 
delivery. All vehicles come with 12-36 months’ 
warranty as standard.

Cartwright Conversions is an industry 
benchmark for high safety and quality 
standards: its ISO9001 certification recognises 
consistent quality of its design and production 
processes. The company also applies its own 
rigorous quality checking procedures to ensure 
every vehicle conforms to the highest standards 
before leaving the factory. 

SPONSOR’S
COMMENT
By Steve Shaw, commercial & operations 

director, Cartwright Conversions Ltd

Sponsored by

Leasing, finance and rental providers are also becoming 
increasingly capable of offering racking and conversions and 
incorporating the costs into their payment plans.

According to Alphabet more than 80% of commercial vehi-
cles require some form of conversion.

Therefore vehicle providers are putting more focus on 
building and maintaining relationships with suppliers to 
ensure they can offer a competitive converted vehicle.

Jamie Atkinson, vehicle acquisition manager at Enterprise 
Flex-E-Rent says: “More than half the vans we rent out for 
a month-plus involve a degree of specialist equipment. When 
customers are renting a vehicle for a longer period, it’s with 
a particular role in mind and that usually means a bespoke 
fit-out. Our vehicles typically begin with standard ply line, and 
from there we work with specialist racking providers to meet 
any bespoke fit-out needs, sometimes from existing 
templates or designing from scratch.

“We create bespoke storage for more than 50% of our 
vans, which means we can offer expert guidance and 
consultancy on design that customers might not have 
considered. We aim to be a business partner rather than just 
a vehicle supplier.”

When you fund a conversion, the assets remain the prop-
erty of the finance, leasing or rental company during the 
payment period. Dependent on the type of funding used, the 
equipment may need to be returned at the end of the contract 
or bought with a final instalment.

Atkinson adds: “We cost any fit-out with total transparency 
and build it into the monthly rental for our vans. We pay for 
the equipment and installation before giving the vehicle to 
the customer.

“We will often guide a customer towards a solution that 
works better within a budget, or that could control cost in 
a different way, say by reducing the number of vehicles 
required. We worked with one food industry customer to 
reduce cost by introducing flexible removable racking for 
refrigerated vehicles, which meant that a replacement 
truck could quickly be adapted if one of the fleet was being 
repaired. This meant no downtime combined with fewer 
rental days.”

It is important to discuss your options thoroughly with your 
provider from the outset, especially if you are financing the 
vehicle and conversion as a single package. If you intend to 
transfer the equipment to another vehicle at the end of 
contract, you need to be sure the costs of transfers, repairs 
and refurbishment are properly taken into account and 
costed into the monthly rentals.

Using a conversion specialist
The conversion market is awash with providers, ranging 
from large organisations handling thousands of fit-outs to 
smaller, niche companies.

Cartwright Conversions was launched in March with a 
specific focus on vans, building on the success of its parent 
company which has experience in the heavier side of the 
industry. It is housed in a 30,000 sq ft building with two 
production lines, 30 bays and 20 engineers. It specialises in 
installing cargo bay equipment including shelves, cupboards 
and lighting.

The company offers three types of racking – steel modular, 
mobile and mini. The latter is suitable for small vehicles such 
as the Peugeot Bipper. 

David Healy says: “This is a dedicated operation which will 
offer a different approach in response to the flexible needs 
of the market, whether a customer requires a one-off vehicle 
or has a fleet of 500.

“We bring to the market a number of exciting features. 
Firstly, our build flexibility – our plant allows us to build multiple 
repeat vehicles in a line. We also have up to 30 bays 
so we can build different vehicles at the same time 
which obviously wouldn’t work on a production line. 

80%
of commercial vehicles 

require some form               
of conversion

30,000
square feet is the size of the 

Cartwright Conversions 
building in Doncaster
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Insight: Racking

This flexibility allows us to build one vehicle in a bay 
or 500 on a line.”

Qi Van Systems has been in the conversion busi-
ness for more than 30 years. This year new products have 
been introduced such as folding shelves which give opera-
tors a more flexible storage capacity dependent on their 
needs.

It has also introduced glass reinforced plastic (GRP) 
internal lined vans which have been used in a specification 
for one of its customers in the healthcare sector.

To strengthen its service offering Qi has separated its tech-
nical support team from its customer services, and now has 
a designated aftersales department. 

The aftersales investment has allowed the company to 
reduce downtime for end users needing warranty repairs. It 
can also undertake projects at customers’ own depots. 

Stonier explains: “We take the worry away from fleet 
managers – all they want to know is when can they pick up 
their vans and do the vans include the specification ordered 
on them. We manage everything from start to finish.

“Smaller conversion components or simple racking is now 
more regularly requested as an on-site fitment, and where 
possible we can now carry this out on-site with customers 
rather than at our site in Telford.”

Build it yourself
As many commercial vehicle fleets are used as mobile tool-
boxes, some are likely to have skilled workforces who could 
build their own racking systems. This can prove costly and 
unproductive, especially for larger fleets, but for those that 
don’t mind getting hands-on, a number of suppliers will sell 
flat-packed racking solutions.

There are health and safety and warranty considerations 
when taking this route but, by far, this would be the cheapest 
way to rack out a vehicle, with kits starting from £100.

Bott launched its SmartVan range in 2013 and now offers 
solutions for most small vans. It is custom-developed and 
can be fitted in about 60 minutes with no need for drilling.

The systems are fully configurable online and can be 
ordered to a vast range of specifications including floor 
modules. Prices range from £200-300 per module. 

Payload, productivity and the impact on vehicle perfor-
mance should be key considerations when determining your 
equipment specifications. 

Systems that increase payload, save fuel and enhance your 
employee’s efficiency will make valuable investments.

Choosing higher-end, modular fit-outs means they can be 
reconfigured if your requirements change. 

Today’s lightweight components and modular construction 
make versatile conversions. But the price of these systems 

can be significant, with costs running well into the thousands 
of pounds per vehicle. 

However, internal racking or mobile workshop equipment 
may retain some residual value which can add to the vehi-
cle’s second-hand appeal or detract from it – dependent on 
how bespoke the conversion is.

Lifecycles can also play a part. A quality modular racking 
system, for example, might remain serviceable over the 
vehicle’s lifetime and could be used in two or more succes-
sive vehicles. You could expect to get up to 10 years of use 
from the equipment by refitting it into other vehicles. This 
could also enhance the vehicles’ residual value, as some 
buyers want plain, stripped-out used vans. 

By planning ahead to anticipate the reuse of racking and 
other equipment, you can work out your lifetime funding costs 
and determine which finance plan will best suit your needs.

Not just for vans
With the pick-up market gaining pace with the launch of a  
number of new and efficient models joining the market, 
many fleets are finding them invaluable when they have to 
access off-road sites. Using a pick-up instead of a van means 
the driver can get closer to the worksite, is less likely to get 
stuck and the vehicle is less likely to get damaged.

Truckman is a UK supplier and manufacturer of pick-up 
accessories, including hard tops and canopies.

Mike Wheeler, managing director of Truckman, says: “It’s 
all to do with somebody who needs a four-wheel drive 
vehicle with reasonable ground clearance. It tends to be 
everybody from the coastguard through to utility companies 
like Network Rail, water authorities, EE and BT.”

To fully utilise the truck bed in a pick-up, a hard top can be 
added – in some instances doubling the enclosed load volume.

“When we designed our utility top there was a requirement 
from one of the utility companies to install racking into their 
fleet. Therefore that canopy has been designed specifically 
to be racked out. It’s got very large doors, giving good access.

“The inside is designed to have a very large area for 
racking. When you take a pick-up and that canopy, it’s basi-
cally a receptacle for racking –that’s how we designed it.”

Truckman does not provide the actual racking system but 
its vehicle specific hard tops are used by converters when 
carrying out the work, generally at the request of operators.

For those requiring the practicality of an open-bed pick-up, 
Truckman has also introduced Invis-A-Rack, a foldable 
frame which can hold 220kg above the vehicle’s roof height.

It’s designed to carry heavy materials, like metal pipes, 
timber and sheet material. But when not in use, the rack can 
be folded away into rails clamped to the pick-up without 
impacting on truck bed storage space. 

“When we 
designed our 

utility top 
there was a 
requirement 
from one of 
the utility 

companies to 
install racking 
into their fleet. 
Therefore that 
canopy has 

been designed 
specifically to 
be racked out” 
Mike Wheeler, Truckman

A skilled conversion can 
result in smaller vehicles 
being fit for purpose

Sponsored by
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Used van values at record level 
for third month running

Advertisement feature

BCA reported average van values at record levels for the third month running

T
he headline average 

value of used LCVs sold 

at BCA rose to £6,368 in 

October, the highest point 

since Pulse began reporting in 

2005.  

BCA reported exceptionally 

strong sales around the 

company’s nationwide network, 

with average values rising by 

£238 (3.8%) over the month to 

reach record levels for the third 

month running. Average LCV 

values were up by £724 (12.8%), 

year-on-year.

Average fleet and lease van 

values also rose to a new 

record level, with both the 

dealer part-exchange and 

nearly new sectors recording 

the highest average values in 

recent months. 

Fleet and lease
 The fleet and lease LCV sector 

saw average values rise to 

record levels, as values 

increased by £306 (4.4%) to 

£7,190 in October.  

Retained value against MRP 

(Manufacturer Recommended 

Price) improved by 1.5 

percentage points to 36.63%.   

Year-on-year, values were up 

by a significant £763 (11.8%), 

with both average age and 

mileage continuing to decline 

compared to the same period in 

2015. 

Part-exchange
Average part-exchange LCV 

values improved by £49 (1.2%) to 

£4,046 when compared to 

September and were the 

highest recorded since the start 

of the year. 

Year-on-year values were up by 

£120 (3.0%).  

Comparative year-on-year age 

and mileage continued to rise 

for the fourth month running.

Nearly-new
Nearly-new LCV values 

averaged £14,888 in October, a 

rise of £506 (3.5%) when 

compared to September and the 

highest monthly average value 

recorded this year. Age, 

mileage and value profiles were 

similar year-on-year. 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. 

Oct 2015

Oct 2016
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Fleet/leasing
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62,657

42.78

40.47

£4,046

£3,926
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Part-exchange
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May 2016
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Insight: Remarketing

By Trevor Gehlcken

ritain may be in uncertain times with the continuing 
economic confusion over Brexit and the election of 
a controversial new president in the USA, but so far 
neither has had any effect on prices in the country’s 
used van market.

In fact, most auctioneers report that business is booming 
– and at BCA, prices have hit new highs for the third month 
in succession, although the experts reported that fewer 
vehicles had actually been sold overall in October compared 
to the previous year.

BCA head of commercial vehicles Duncan Ward said: 
“With recent surveys suggesting improved confidence in 
small business sectors, an expanding economy according to 
the ONS (Office for National Statistics) and a relative 
shortage of good quality stock, there is plenty 
of demand in the used van market.  

“Both professional buyers and end-users 
are bidding confidently across a range of 
makes, models and configurations with 
lots of competition for LCVs that are in 
ready-to-retail condition. Values for the 
best examples will outstrip price guide 
expectations by a considerable margin.

He adds: “As the Christmas season 
approaches, online retailers will place 
increasing demands on the parcel 
delivery and courier sector and we expect 
to see continued interest for larger panel 
vans over the next few weeks. The budget 
van sector is also buoyant, with average values for 
part-exchange stock rising to the second highest 
point on record in October.”

At Manheim, sales have showed no sign of 
dipping and have produced the strongest year-to-
date average selling price.

Lowest average age
In October, the average selling price of vans 
at Manheim’s auctions increased by £541 
from September and was £321 higher 
than any other month in 2016. In addition, 
October saw the lowest average age 
and mileage so far this year.

During October, the average 
mileage of all stock sold was 
73,000 miles with an average 
age of 63 months. When 
compared to September, 
average age was down 
by three months and 
average mileage 
decreased by 
5,000 miles. 

Manheim 

B
also recorded its second highest conversion rate of the year, 
improving by 4% compared to September. Performance 
showed signs of consistency with the total market, recording 
a healthy 98.5% CAP average across all stock sold – the 
strongest monthly performance all year.

Matthew Davock, head of LCV at Manheim, said: “Buyer 
appetite has been there to see during October and both 
physical and online attendances have remained strong. The 
big question will be around retail demand and whether it will 
continue to show the consistency it has shown for our 
buyers. This will be the driving force around conversion rates 
during November. If the retail demand softens, condition and 
price will remain key as buyers will select the cleaner stock 
first and only buy heavily damaged stock if the price is 

reserved correctly.”
At Shoreham Vehicle Auctions, the number 
of vehicles sold declined slightly towards 
the end of October, but despite this busi-
ness remained brisk regardless of the 
vehicles’ age, mileage and condition.

Footfall at Shoreham’s twice-
monthly LCV sales continued to 

increase, with all vehicles and 
ex-utility equipment well 
received by the growing buyer 

base, heading into November.

Maximum interest
With the traditional December slow-

down in the market approaching, 
fleets are extending replacement cycles and 

positioning their used vehicles in order to 
maximise interest once the market recovers 

from its traditional quiet period. 
As a result, buyers have been forced to 

source relatively less desirable stock in 
the marketplace, yet it is still appealing, 
as these vans have been maintained to 
a very high standard mechanically, 
despite various areas of cosmetic 

damage and 100,000-plus mileages.
Tim Spencer, commercial vehicle 
sales manager at Shore ham, 

said: “Between now and 
Christmas, the relative lack 

of stock is forcing prices to 
creep upwards, despite 

the significant footfall 
at Shoreham for our 

twice-monthly 
LCV sales. It will 

be interesting 
to see 

VAN PRICES HIT RECORD HIGHS 
AS VOLUMES START TO SLOW
Traders are keen to fill forecourts ready for New Year, helping to keep residual values high
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“Between now and 
Christmas, the relative 
lack of stock is forcing 
prices to creep upwards 
despite the significant  
footfall at Shoreham”
Time Spencer, Shoreham

“Traders have reported 
back to us that the 
smaller volumes are 
making them twitchy 
with shortages expected 
in the New Year”
Andy Picton, Glass’s Guide

What the experts say

“There’s a sense of       
inevitability that there 
are changes are on the 
horizon, but we don’t 
know what they are 
likely to be”
Ken Brown, CAP Red Book

Andy Picton: ‘Entries at 
auction have reduced of late 
which has helped hammer 
prices remain at their current 
high level’

Matthew Davock: ‘The big 
question will be around retail 
demand and whether it will 
continue to show the 
consistency it has shown      
for our buyers.
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whether this has an adverse effect on demand, as 
buyers position themselves for additional stock 
coming into the market in early 2017.” 

Andy Picton, Glass’s Guide senior commercial vehicle 
editor, said although the overall market remained strong and 
on track for a record year, demand for larger LCVs up to 3.5 
tonnes dropped in October for only the second time since 
July 2013 – by 7.1% over 2015. 

Sales of smaller vehicles weighing less than two tonnes 
also fell 17.4% over the same period. On a positive note, those 
between 2.0-2.5 tonnes rose by 19.6%, while pick-ups 
increased by 17.8% over the previous year.

Picton said: “This slowdown in sales has been explained 
as part Brexit uncertainty, part American election nerves 
and part Euro 6 concerns, with many operators and fleets 
actively sourcing the last of the Euro 5 stocks in preference 
to the more expensive new equivalent.

“Entries at auction have reduced of late, which has helped 
hammer prices remain at their current high level. Traders 
have reported back to us that the smaller volumes are 
making them twitchy with shortages expected in the New 
Year, which has led many to start stocking up in anticipation. 
And, although the model mix has generally remained static 
over the last month with the best stock being snapped up 
quickly by the trade, there have been a couple of instances 
where a sudden defleet has had a negative effect on values.

“Most sectors have seen their values stabilise of late, with 
the cleanest stock sporting ‘car-like specifications’ gaining 
the most attention and the strongest values. However, with 
winter upon us, it should be no surprise to report that 4x4 
values are now performing strongly with positive moves 
recorded over the last couple of months for the best exam-
ples with plenty of specification.”

Electric van struggles
However Picton said one niche sector that continues to 
struggle at auction was the electric van. 

He said: “The trade offers little interest in any model that 
requires the lease of a battery in addition to the hammer 
price and, although the finance company in question offers 
90 days grace on the battery lease to try and install a 
modicum of stocking confidence for the trader, these vehi-
cles are still proving hard to shift.

“Generally though, any stock that requires little or no 
preparation, especially those with low miles and a full 
service history, will attract the most attention from prospec-
tive buyers but with that comes the realisation that a vehicle 
of this quality won’t come cheap. Traders reported ongoing 

business activity and that sales continue to be good for the 
year. The only concern is how to replace sold stock for similar 
money.”

High demand continues
Cap Red Book editor Ken Brown said: “Despite the uncer-
tainty over Brexit, rising fuel prices and the falling value of 
the pound against major world currencies, the apparently 
relentless high levels of demand for used LCVs continued as 
we moved into the final quarter of 2016. 

“There’s a sense of inevitability that there are changes on 
the horizon, but we don’t know what they are likely to be. 
There isn’t a lot that can be done about it so we may as well 
just get on with it rather than worry too much about the 
future. In other words, business as usual.” 

Brown said that certainly seemed to be the case at all of 
the auctions he attended last month. 

“The sales seemed busy enough with most if not all of 
the usual professional buyers out in force and actively 
bidding. Whether buying for stock or fulfilling pre-sold 
orders, that in itself is indicative of a used retail market that 
remains healthy. However, according to our research data, 
the number of vehicles that actually sold was down by 
around 3%.” 

Average sales performance across all sectors hovered 
around 99.6% of the guide values, indicating a degree of price 
stability returning to the market. 4x4 lifestyle and workhorse 
pick-up sectors bucked this trend with average sales 
perform ances of 101.6% and 102.6% respectively.



Nissan Navara
The Nissan Navara, voted International Pick-Up of the year 2016, now has 
an upgraded engine range, with better fuel economy and lower emissions.

The upgrade covers both the 190PS and 160PS versions of the 2.3-litre 
dCi diesel engine and has made a significant difference to the pick-up’s 
environmental performance. CO2 emissions now start from as low as 
159g/km, a reduction of 8g/km on the old Euro 5 engine. Fuel consumption 
on the combined cycle has improved to 46.3mpg, up by 1.4mpg.

The Navara Euro 6 benefits from a reduction in oxides of nitrogen (NOx) 
thanks to the addition of a Selective Catalytic Reduction (SCR) system.    
An AdBlue tank has been fitted, with a filler flap on the opposite side of the 
vehicle to the diesel tank to avoid confusion.

Volkswagen Transporter 
BlueMotion
Volkswagen has launched new BlueMotion versions of the 
Transporter, offering better fuel economy and lower emissions. 

The most frugal variant of the T6 short wheelbase panel van has a 
2.0-litre TDI 102PS Euro 6 common rail diesel engine. In standard 
Startline format with a five-speed manual gearbox, the new model 
offers 47.9mpg on the combined cycle and CO2 emissions of          
153g/km. The most frugal BlueMotion model returns 51.4mpg        
on the combined cycle (a 7% improvement) and CO2 emissions 
reduced to 145g/km. 

To achieve these improvements, the new BlueMotion Transporter 
adds aerodynamically improved wheel spoilers and lowered 
suspension, modified gear ratios, low friction tyres, cruise control and 
a speed limiter (to 62mph) to the technology modifications which 
come as standard on all T6 models. These include stop/start and 
battery regeneration systems. Prices start at £19,670 ex-VAT.

Peugeot Boxer
Peugeot has now completed the roll-out of its cleaner Euro 6 
engines for the Boxer heavy panel van.

The Boxer is now available with a new range of 2.0-litre 
BlueHDi diesel engines. BlueHDi technology has already been 
tried and tested in Peugeot saloons and SUVs since 2013, 
treating up to 90% of NOx and 99.9% of the finest particulates. 

The engines offer three power levels – 110PS, 130PS and 
160PS – and all have improved torque ratings. Fuel 
consumption on the combined cycle is up to 47mpg and CO2 
emissions are as low as 154g/km – a reduction of 30g/km over 

the Euro 5 engines. An 
AdBlue tank has 

been added to 
the new 
range and 

prices start 
from 
£20,970 
ex-VAT.

Mercedes-Benz X-Class
Mercedes-Benz has revealed its first foray into the 4x4 truck sector. The X-Class 
will go on sale late next year and, apart from sharing a ladder frame chassis with 
the Nissan Navara, the new truck is a Mercedes-Benz from the platform up.

Apart from this picture, which reveals the new truck to be extremely 
musclebound, details are scant. 

However, Volker Mornhinweg, head of Mercedes-Benz Vans, said: “We will  
open up and change the segment of mid-size pick-ups with the world’s first     
true premium pick-up for the modern urban lifestyle. 

“Our future X-Class will be a pick-up that knows no compromise. Ladder-type 
frame, high-torque six-cylinder engine, and permanent all-wheel drive are 
compulsory for us. As an added value we bring safety, comfort, agility and 
expressive design – in other words, everything that distinguishes vehicles bearing 
the Mercedes-Benz star. We will thus appeal to new customers who have not 
considered owning a pick-up before.”
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PICK-UPS AND PANEL VANS TO CATCH THE EYE

New launches

consumption on the combined cycle is up to 47mpg and CO
emissions are as low as 154g/km – a reduction of 30g/km over 

the Euro 5 engines. An 
AdBlue tank has 

been added to 
the new 
range and 

prices start 
from 
£20,970 
ex-VAT.
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By Trevor Gehlcken

ince their launch in 2008, the Fiat Fiorino, Citroën 
Nemo and Peugeot Bipper have all been clones 
of each other, albeit built by the Italian manufac-
turer. However, earlier this year PSA Group 
announced it was quietly dropping the little van 
from its range within the next couple of years 
and, while Fiat has upgraded the Fiorino, Citroën 

and Peugeot will continue offering the older model.
True all three now have Euro 6 engines but other improve-

ments have been ignored. That puts Fiat very much in the 
lead in the city van sector for fleet buyers as it seems that 
PSA has virtually given up on this perky little contender.

It’s a great shame as the Fiorino is a cracking vehicle which 
has won a raft of awards since it first went on sale, including 
several from Commercial Fleet and its former title Fleet Van.

So what exactly does the Fiorino now offer that the others 
don’t?

There’s a new front end, better-looking alloy wheels, a 

S

 NEED TO KNOW 
n 1.3-litre turbodiesel engine has been upgraded to Euro 6 

n Air-con adds £500 to price; reversing sensors £150

n Infotainment touchscreen available for extra £395

Fiorino wins the battle of the clones but too many additional extras inflate the price
FIAT FIORINO 

MODEL: CARGO 1.3 95PS MULTIJET II SX

VERDICT
Now the Fiorino has a better spec than its brothers 

from Citroën and Peugeot, there are even more 

reasons to choose this perky Italian contender.

redesigned steering wheel and controls, new graphics on 
the instrument cluster, upgrades to the storage compart-
ments and a new touchscreen infotainment system.

The 1.3-litre turbodiesel engine has been upgraded to Euro 6, 
a 14% improvement on fuel economy (up to 74.3mpg on the 
combined cycle) and CO2 emissions of 100g/km.

Our test van is the SX variant and weighs in at £13,015 
ex-VAT, which compares favourably with the rival Ford 
Transit Courier, but, sadly, a lot of the things we admired 
turned out to be paid-for extras. 

The snazzy paint job, for example, adds £300, air-con is 
£500, the bulkhead which made the cab whisper quiet is £80, 
stop/start £200 and reversing sensors are £150. Even the 
USB charger in the centre console is a £25 option. 

In fact with all the extras added, the total came to a hefty 
£15,930.

Extras aside, the Fiorino is incredibly well built and certainly 
has a premium quality feel to it.

Despite its diminutive size, the seats are big and comfort-
able and there’s a lumbar adjustment knob on the driver’s 
seat, which is unusual for a vehicle of this size and ensures 
a supportive driving position.

Storage space is at a premium but there’s a large scooped 
out area on top of the dash which will hold the bits and pieces 
that drivers accumulate – and there are even two coffee cup 
holders between the seats. The infotainment system is a 
natty touchscreen affair but at £395 extra it’s hardly worth 
mentioning as few company drivers are likely to get it.

On the road, the Fiorino is a sheer delight to drive, with the 
gear changes light and sure. Meanwhile handling is taut and 
crisp, which means this little van is a competent performer 
on the bends. 

A new front end, better-looking alloys and 
Euro 6 engine add to the Fiorino’s appeal

Payload 

660kg

Fuel economy 

74.3mpg

C02 emissions 

100g/km

Basic price

£13,015

First drive

SPEC
Gross vehicle weight (kg): 1,700

Power (PS/rpm): 95/4,000

Torque (lb-ft/rpm): 147/1,500

Load volume (cu m): 2.5

Payload (kg): 660

Comb fuel economy (mpg): 74.3

CO2 emissions (g/km): 100

Basic price (ex-VAT): £13,015

KEY RIVAL
 Ford Transit Courier 1.5TDCi SS 
E6 Trend

Gross vehicle weight (kg): 1,795

Power (PS/rpm): 95/3,750

Torque (lb-ft/rpm): 140/1,750

Load volume (cu m): 2.3

Payload (kg): 661

Comb fuel economy (mpg): 74.0

CO2 emissions (g/km): 99

Basic price (ex-VAT): £13,591

The Fiorino has a redesigned 
steering wheel and controls
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By John Lewis
issan’s new NV300 van may struggle to estab-
lish itself in the marketplace. That is because 
the exact-same model is also marketed by 
Renault as the Trafic, by Vauxhall as the Vivaro 
and is on sale in Fiat Professional dealerships 
with a Talento badge.

It is a scenario Nissan has encountered 
before. Primastar, which the NV300 has belatedly replaced, 
was a rebadged version of the old Trafic/Vivaro while the 
larger NV400 is a rebadged and modestly-restyled variant 
of the Renault Master/Vauxhall Movano.

So how is Nissan ensuring that NV300 stands out from its 
stablemates? Different front-end styling helps, but, on its 
own, is not enough. What the manufacturer has also done 
is introduce NV300 with a five-year/100,000-mile warranty 
in line with the rest of its range. That puts the newcomer 
ahead of its close cousins although any one of them could, 
of course, respond by extending their warranty to match.

N

 NEED TO KNOW 

n Comes with a five-year/100,000-mile warranty
n Four different horsepowers ranging between 95 and 145 
n Payload capacities range from 1,075kg to 1,270kg

Longer warranty period allows Nissan van to steal a march on its near-identical stablemates
NISSAN NV300 
MODEL: ACENTA 1000 L1H1 1.6 DCI 125

VERDICT
A useful package that ticks almost all the boxes but 
will face stiff competition from its Renault,Vauxhall 
and Fiat stablemates and from impressive rivals such 
as Ford’s Transit Custom and Volkswagen’s       
Transporter. Warranty should help its case.

Nissan is also working on beefing up its network. It is 
targeting its latest offering at small- to medium-size fleets 
rather than major corporates.

Power comes courtesy of a 1.6-litre dCi diesel at 95hp, 120hp, 
125hp or 145hp married to a six-speed manual gearbox. 

The two most powerful variants are fitted with twin turbo-
chargers and come with stop/start and an eco-mode switch.  
They also feature Energy Smart Management which enables 
energy to be recovered during braking and deceleration.

Euro 6 compliance is achieved through the use of AdBlue 
and a 20-litre tank is installed. A particulate filter is fitted, too.

Four sizes of van are listed: L1H1 (5.2cu m load area); L1H2 
(7.2cu m); L2H1 (6.0cu m) and L2H2 (8.6cu m). Gross payload 
capacities range from 1,075kg to 1,270kg dependent on the 
model selected and NV300 is additionally produced as a six-
seater crew van at two different lengths, as a nine-seater 
combi at two lengths and as a platform cab.

Three levels of specifications are on offer on NV300 vans 
– Visia, Acenta and top-of-the-range Tekna. 

Visia gets you most of the basics including electric windows, 
electrically-adjustable and heated exterior mirrors and a 
full-height steel bulkhead.

The Acenta has manually-controlled air-conditioning and 
rear parking sensors among other goodies, and the back of 
the middle seat folds to turn into a desk. Also provided is a 
load-through facility that allows extra-long items to be 
pushed through a flap at the base of the bulkhead.

Opt for Tekna and the package includes a seven-inch multi-
media touch-screen, satellite navigation, cruise control, a 
speed limiter and 17-inch alloy wheels on some models.

Service intervals are set at two years/25,000 miles.

The five year/100,000 mile warranty 
allows Nissan’s new NV300 van to 

stand out from its close cousins

Payload 

1,075kg

Fuel economy 

47mpg

C02 emissions 

155g/km

Basic price

£23,445

First drive

SPEC
Gross vehicle weight (kg): 2,760

Power (PS/rpm): 125/3,500

Torque (lb-ft/rpm): 236/1,500-2,500

Load volume (cu m): 5.2

Payload (kg): 1,075

Comb fuel economy (mpg): 47

CO2 emissions (g/km): 155

 Basic price (ex-VAT): £23,445

KEY RIVAL
 Ford Transit Custom Trend 270 
L1HI 2.0L EcoBlue TDCi 130hp

Gross vehicle weight (kg): 2,740

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

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

Load volume (cu m): 6.0

Payload (kg): 874

Comb fuel economy (mpg): 44.8

CO2 emissions (g/km): 161

Basic price (ex-VAT): £22,495

Electric windows come 
as standard on all three 

types on NV300
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By Trevor Gehlcken

eaders could be forgiven for wondering why we 
are testing this vehicle – after all, with its ‘Sport’ 
moniker, it isn’t exactly your average fleet fare.

But the requirements of firms which make up 
Great Britain plc are many and varied and we 
can think of several instances where the 
Mercedes-Benz Vito Sport would fit in nicely.

Some van fleets belong to top end firms – say media 
groups or upmarket estate agencies – which demand vehi-
cles that not only perform well but look good, too. Turn up 
at a client’s with this van, accompanied by its three-pointed 
star, and it will speak volumes about the firm it represents.

Another use for the Sport model was put forward a couple 
of years back by a van fleet expert we were interviewing. He 
suggested having one Sport model among the other ‘cooking’ 
variants and launching a competition each month to see 
which driver used the least fuel. Results would be gleaned 

R

 NEED TO KNOW 
n 3.6 cubic metres of cargo volume

n 2.2-litre turbodiesel powerplant

n 163bhp and 280lb-ft of torque

It’s regarded as a van for VAT purposes but this classy number speaks volumes about the company that runs it
MERCEDES-BENZ VITO 

MODEL: CREWVAN LWB SPORT

VERDICT
The Vito Sport is a stunning commercial vehicle which 

will delight any driver. It’s classy looking, smooth and 

fast yet still returns reasonable fuel economy figures.

from data offered by a telematics system. The winner would 
then get to drive the Sport model the following month.

Apparently where such a ploy has been used, fuel usage 
plummets suddenly.

Then, of course, with a second row of seats and still 3.6 
cubic metres of cargo volume to spare, this van is ideal for 
collecting company executives from the airport and trans-
ferring them to their various destinations. The shiny alloys, 
smart black paintwork, darkened windows and chrome 
sidebars will impress even the most critical of bosses.

And to cap it all, despite having rear seats and windows, 
this vehicle is still classed as a van, so VAT can be recovered.

Needless to say with any Mercedes-Benz product, the Vito 
oozes quality from every pore, after its major facelift at the 
back end of 2014.

It isn’t exactly a bargain basement price at £27,980 ex-VAT 
but you do get an awful lot of bangs for your bucks.

Safety systems on board above the usual ABS brakes and 
Adaptive ESP include crosswind assist, attention assist, hill 
start assist, tyre pressure monitoring, headlight assist, 
rescue assist and adaptive brake lights. 

In the cab, both front seats are the ‘comfort’ variety with 
armrests and snazzy cloth trim, while there’s semi-auto-
matic air-con and an infotainment system that does just 
about everything but make the tea!

Outside, our van boasted a dazzling black metallic paint job 
which is standard, along with colour-coded bumpers, 
chrome sidebars, privacy glass and 17-inch alloy wheels.

Under the bonnet goes a 2.2-litre turbodiesel powerplant 
offering a meaty 163bhp and 280lb-ft of torque. Despite all 
that power, the Vito is still slated to return 46.3mpg on the 
combined cycle.

The Vito oozes quality from every pore with 
its smart black paintwork and shiny alloys

Payload 

928kg

Fuel economy 

46.3mpg

C02 emissions 

149g/km

Basic price

£27,980

First drive

SPEC
Gross vehicle weight (kg): 3,050

Power (bhp/rpm): 163/3,800

Torque (lb-ft/rpm): 280/1,400-2,400

Load volume (cu m): 6.0

Payload (kg): 928

Comb fuel economy (mpg): 46.3

CO2 emissions (g/km): 149

Basic price (ex-VAT): £27,980

KEY RIVAL
Ford Transit Custom 310 L2 Ltd

Gross vehicle weight (kg): 3,010

Power (bhp/rpm): 170/3,500

Torque (lb-ft/rpm): 298/1,600

Load volume (cu m): 6.8

Payload (kg): 1,100

Comb fuel economy (mpg): 42.8

CO2 emissions (g/km): 175

Basic price (ex-VAT): £26,645

Rear seats but the Vito 
is still classed as a van 
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By Trevor Gehlcken

ur latest long-termer is certainly proving a frugal 
little beast. Returning a tad more than 60mpg at 
present, the Gehlcken coffers are practically 
bulging with all the money I’ve saved on diesel 
in the past two months!

The upgrade of Berlingo to Euro 6 in September 
has seen the addition of a little blue hole next to 

the diesel filler cap into which is poured a quantity of AdBlue 
every so often – but, more importantly, it means a huge 
reduction in NOx gases and an improvement in fuel economy 
up to a claimed 67.3mpg on the combined cycle.

No one is ever going to achieve that figure as it is calibrated 
on a rolling road with no wind resistance but I’m pretty 
pleased with my efforts, nonetheless, some 61.6mpg, espe-
cially as many of the miles covered are motorway ones with 
around a half load on board.

Regular readers will know that while I live at Southend in 
Essex, I recently bought a holiday home at Totnes in Devon. 
This means that every so often my partner and I have a six-
hour drive one way or the other.

That gives us both plenty of time to assess the good and bad 
points of our long-term van and I must say I’m struggling to 
find any negative things to say about our sturdy little Berlingo.

With long journeys like this on a regular basis, seat comfort 
is an important item and here and I give the Citroën ones top 
marks.

 NEED TO KNOW 
n We achieve 61.6mpg fuel economy

n Berlingo upgraded to Euro 6 compliance in September 

n Gearstick where second passenger’s legs would be

“Citroën has 
managed to 

keep the noise 
levels in this 

van down to a 
muted thrum”

There is also a third ‘dicky’ seat which looks to be pretty 
useless as the gearstick protrudes right into where the 
second passenger’s legs should be.

But, having given number two daughter a lift back to her 
home in London the other day, a trip of about 45 miles, that 
third seat did suffice, with said daughter skewing her legs 
slightly to the left. 

As she didn’t pass on any adverse comments, I can only 
assume she was comfortable enough.

On the driving front, the Berlingo excels too. Of course 
nowadays we get safety items such as ABS brakes and ESC 
traction control as standard and it gives the driver no end of 
confidence knowing these items are on board ready to spring 
into life in an emergency.

Power through the six-cog gearbox is plenty for my needs 
and the van has a lovely light clutch, slick gearchanges and 
solid handling.

Our test van only has a mesh bulkhead and in most vans 
with this item on board there is quite a bit of noise coming 
in from the back of the vehicle. 

But through some sound-proofing jiggery-pokery which 
I’m not familiar with, Citroën has managed to keep the noise 
levels in this van down to a muted thrum, meaning my 
partner and I can converse in normal tones even at motorway 
speeds.

My only real complaint is that at 6ft 3in, there isn’t a huge 
amount of legroom. When my left foot isn’t using the clutch, 
it sits at an awkward angle under the clutch pedal as the 
‘dead pedal’ is in the wrong place for my long legs. Shorter 
drivers, however, won’t be bothered by such problems.

Meanwhile the rear end of the van is liberally covered in 
plywood, so any scratches and scrapes I may add during its 
time with Commercial Fleet will be magically erased at selling 
time when the wood is removed. 

Long-term test

O

Our reviewer is having problems finding 
fault with the Citroën Berlingo, though he 
would appreciate a little more legroom 

Trips to West Country don’t break the bank thanks to improved fuel economy of more than 60mpg 
CITROËN BERLINGO 
MODEL: BLUE HDI L1 625 ENTERPRISE

Payload 

653kg

Fuel economy 

67.3mpg

C02 emissions 

114g/km

Price as tested

£15,685

Gross vehicle weight (kg): 1,970

Power (PS/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): 61.6
CO2 emissions (g/km): 114
Basic price (ex-VAT): £15,685

Current mileage: 7,935 

SPEC
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MODEL: D18 WIDE 250E6

By Tim Campbell

s many people will be aware, Renault Trucks 
has managed to achieve something most truck 
manufacturers would consider impossible – 
over the past three years or so it has managed 
to replace its whole line-up from light to 
heavies.

Not only did the company achieve this, it also 
managed to fit in two distribution (Range D) models and two 
construction models (Range C and K). Regular readers may 
remember a few months back we tested one of the distribu-
tion models but this was the smaller 7.5-tonne GVW with the 
2.1m wide cab.

This month’s road test looks at its larger 18-tonne GVW 
‘cousin’ featuring the slightly wider 2.3m cab which sits 
higher on the chassis and features a set of higher powered 
engines.

The range on the wider cab model is not as comprehensive 
as the more lightweight version. There’s an 18-tonne GVW 
rigid 4x2, a 26-tonne GVW 6x2 as well as a 4x2 tractor model 
operating at a maximum of 40-tonne GCW. 

Unlike many of its competitors there is only one 7.7-litre 
engine available although the six cylinder in-line has three 
power settings at 250PS and 950Nm of torque, 280PS and 
1050Nm of torque and, finally, the top of the range 320PS 
with 1200Nm of torque. 

Matched to the three engine powers are a set of ZF gear-
boxes including a six- or nine-speed manual or a 12 auto-
mated ‘Optidriver’ (a six-speed Allison automatic is also 
available, but for specialist use). Each is available on all 
engine powers.

The six-speed Optitronic automated gearbox systematically 
engages the best gear ratio on the basis of the load, gradient, 
drivetrain power mapping and requests for acceleration, 
retardation and braking. It apparently can help reduce fuel 
consumption by up to 7% on average as well reduce operating 
costs. The clutch and the mechanical gearbox components 
are protected and their service life is optimised.

To say the chassis wheelbases are comprehensive is an 
understatement, with 14 alternatives on the 4x2 axle config-
uration from 3.5m to 6.8m, and with two fewer on the 6x2.

A

 NEED TO KNOW 
n Six-speed Optitronic automated gearbox

n 14 alternatives on the 4.2 chassis wheelbases

n Large 4.3-inch digital display

Whole line-up has been replaced in a short space of time and to good effect

RENAULT TRUCKS

As for suspension, the 18-tonner has leaf springs on the 
front and rear axle with the option to have air on both and 
these are supplemented by shock absorbers and anti-roll 
bars.

Braking on Range D starts with a 120kW exhaust brake 
which is standard. As an option the Optibrake exhaust 
retarder is integral to the engine and has around 40% 
greater braking power. An electric retarder provides further 
effective braking power stepping up the power to 480kW and 
620kW although ZF also has an alternative solutions via a 
hydraulic retarder rated at 420kW.

Of course there is the normal array of electronic braking 
systems assisting the all-round disc brakes, such as emer-
gency brake assist and hill-start braking.

There are four cab variants on the wider 2.3m version, 
starting with a standard day cab, then a global cab running 
at 2m deep, moving up to the night and day cab just slightly 
deeper at 2.2m. The top of the range is the sleeper cab which 
is as deep as the night/day cab but is around 0.45m (18 inches 
in old money) higher at 2.067m.

At the front is a three-part bumper and its features inte-
grated daytime running lights and a front grille offering quick 
access for checking essential levels. The cab is mounted 
either on four-point mechanical suspension or, as an option, 
a four-point airbag system.

Opening the cab door presents the driver with a couple of 
steps to gain access to the cab floor and a suspended driver’s 
seat. Ahead of the driver is the instrument panel with a large 
speedometer at the centre flanked to the right by a large 
4.3-inch digital display and to the left three gauges for fuel, 
temperature and DPF condition. Running along the total 
width of the panel is a battery of warning lights for all the 
electronically-controlled features and systems.

The whole dashboard is very tight around the driver, which 
is not a criticism; I like this and it’s exactly what’s required in 
a distribution truck with everything to hand. The left bank 
has two rows of switches, a CD player, mp3 Bluetooth audio 
equipment with USB port and jack connection and, finally, 
the heating and ventilation rotatory controls.

The windscreen is not as deep as some of its competitors 
but there’s still good visibility all round which is particularly 

Driven

Payload 

10,430kg

Warranty 

2 years

Price as tested

£66,000

The driver’s seat is suspended 
in the model we tested

“The sleeper cab is very roomy for 
an 18-tonne distribution truck and 
most of the top of the cab above 
the driver’s head is storage 
lockers which is just as well” 
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helped by the excellent addition of a vision panel at the 
bottom of the passenger side door. There is an option for the 
driver’s side as well.

At the top of the windscreen there is a camera for the 
line-crossing warning system and automatic emergency 
brake control system and the obligatory Class V and Class 
VI mirrors. It has to be said the controls for the rear view 
mirrors are difficult to see and, as a consequence, to find. 
They are hidden by the armrest to the driver’s right.

Once the key is turned, moving forward is simply a matter 
of turning the stalk on the right hand side of the steering 
column to ‘D’, releasing the handbrake on the left hand side 
by the driver’s hip and the truck moves away with help from 
the 250hp engine. 

The sleeper cab is very roomy for an 18-tonne distribution 
truck and most of the top of the cab above the driver’s head 
is storage lockers which is just as well given storage lower 
down is relatively bare. 

Cab noise is minimal, helping to produce a nice overall cab 
environment which is probably helped by the ZF automated 
gearbox up changing at an ear-friendly 1600rpm dropping 
around 500rpm per gear. 

The two-way adjustable steering wheel offers great feed-
back from the road and the chassis suspension is stiff 
enough to remain level even around the sharpest of corners. 
This was probably helped by the optional four-point cab air 
suspension on the model we tested.

Moving is one issue but stopping is another and the 
retarder lever on the left of the steering column provides 
effective braking pressure in most situations, saving on the 
use of the service brakes.

SPEC
Price as tested: £66,000 + VAT

Gross vehicle weight (kg): 18,000

Engine capacity (cc): 7,700

Output (PS): 250

Torque (lb-ft): 950Nm

Payload (kg): 10,413 (without body) 

 Warranty Two years

VERDICT
Renault Trucks has come a long way in the past five 
years, due in no small part to the brave and ambitious 
decision to replace its whole line-up in two/three years. 
There is no doubt this decision has paid off, and the 
Range D is a typical example of this with an excellent 
cab matched to a proven and well-known 7.7-litre 
engine which has many fleets looking to include the 
vehicle when considering an 18 tonne purchase.
Thanks to Renault Trucks dealer JDS Truck at 
Blackburn for the loan of its Codeblack demonstrator.

KEY RIVAL
DAF CF 260

Gross vehicle weight (kg): 18,000

Engine capacity (cc): 6,700

Output (PS): 268 

Torque (lb-ft): 1000Nm 

Payload (kg): 13,413 (without body) 

Warranty: Two years

A couple of steps to gain 
access to the cab floor

At the front of the 2.3m cab 
is a three-part bumper 
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us now to secure your
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Our investment in technology and information systems started long 

before our competitors realised what technology breakthroughs could 

do for fleet performance.

Watch our experts explain how ARI innovation can lower your total 

cost of ownership in this 5-part Technology Video Series. 

You can wait for “the future” of fleet 

technology that others promise.

Or get it now, from ARI.

Go to PowerYourFleet.co.uk
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