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The first few minutes are 
the most critical: they
are the ones that could 
make the difference 
between someone 
making a full recovery  

or suffering catastrophic injuries or 
death.

I’m talking about the moments 
following a serious crash and the 
helplessness of any good Samaritan 
without medical knowledge who 
stops to give assistance.

Work has been underway for the 
past couple of years to address this 
issue resulting in the Driver First 
Assist campaign which aims to 
provide basic medical techniques to 
drivers to help keep injured 
motorists alive. It’s targeting fleets 
and, in particular, van and truck 
drivers who generally will be one of 
the first at the scene of an incident.

It’s hugely commendable but will it 
really work? I hope so, but I’ve 
noticed that as a nation we seem 
increasingly unwilling to step in to 
help others at their time of need; 
self-preservation seems to take 
precedence.

That said, a recent story did make 
me reconsider my pessimism: 
following a crash in London, 
passers-by formed a human chain 
around two road victims to stop 
traffic and allow an off-duty doctor to 
deliver vital first aid.

If you’d like to sign your fleet up, 
head to page 11 for more details.

Welcome

FLEETS
I N F O R M E D

CommercialFleetBrought to you by

The Commercial Fleet Fleets Informed programme is designed to delivert

comprehensive advice and knowledge to fleet decision-makers. All the content will be 
hosted at www.commercialfleet.org/fleets-informed – which will go live this month. 

Fleet spotlight: 
McFarlane Telfer
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By John Maslen

holelife costs will play a critical role in 
the development of a new van from 
Ford that will test fleet acceptance of 
electric commercial vehicles.

Earlier this year, Ford announced it 
would launch a year-long trial of 20 
plug-in hybrid (PHEV) Transit Custom 

vans in partnership with Transport for London (TfL).
Ford will provide 20 PHEV Transit Customs to a range of 

fleets operating vans in the capital to test their impact on 
emissions and see how they perform in urban conditions – 
the toughest working environment for vehicles.

Participants will include TfL’s own fleet and a range of 
companies that reflect the varied uses of commercial vehi-
cles in the capital, from couriers to plumbers to emergency 
services. The names of fleet partners are expected to be 
announced within the next two months, ready for the trial to 
launch in the autumn.

The van is still in development but it is expected to have a 
pure electric range of around 31 miles. It is just one of 13 
new global electrified vehicles Ford plans to launch in the 
next five years. Among them is a fully-electric SUV with a 
range of 300 miles which Ford is planning to launch by 2020.

Graham Hoare, director of global vehicle evaluation and 
verification at Ford, recognises there is no point creating a 
vehicle fleets don’t want, so the trial will play a critical role 
in refining its development, with a final version pencilled for 
launch in 2019.

The focus will be on two key challenges – wholelife costs 
and usability.

Hoare said: “The aim is to try to reduce the complexity of 
the configuration and look at developing the technology so it
delivers a seamless alternative to today’s powertrains. 

“Also, it is a cost-sensitive market, so wholelife costs must 
be credible. If they are not affordable, vans won’t be ordered. 
We need to make vehicles more efficient, but affordable.”

Simplicity will also be a key factor when it comes to 
recharging, with Ford determined that fleets will be able to 
use a standard power supply, instead of having to invest in 
new charging bays and facilities.

 News insight: EV trials

W

Hoare added: “Charging is very important because we 
don’t want to have customers overhauling their facilities. We 
want to make sure this is transferable without an infrastruc-
ture burden.”

The trial is intended to provide an insight into van usage 
patterns in different business environments and how this 
affects demand on the battery.

This will also help refine the final van’s electric-only range, 
which has to be a careful balance between maximising zero-
emission travel and keeping battery size to a minimum to 
maintain useable payload in the van.

To provide the most detailed analysis, all vehicles will be 
fitted with telematics, allowing engineers to assess perform-
ance throughout a vehicle’s life with each fleet.

The programme is being supported by a £4.7m grant from 
the Advanced Propulsion Centre (APC).

The APC manages partnerships between equipment 
companies, suppliers and manufacturers to develop new 
powertrain technologies in the UK and bring them to market. 
The Government and industry is providing £1 billion to the 
programme over a 10-year period and, to date, it has funded 
£325 million of projects.

Its support for the London trials recognises the importance 
of reducing emissions in the capital, which has become a 
central policy area for mayor Sadiq Khan.

Commercial vehicles in London make 280,000 journeys on 
a typical weekday, travelling eight million miles. Vans repre-
sent 75% of peak freight traffic, with more than 7,000 vehicles 
per hour driving at peak times in central London.

In the coming years, fleet may face an increasing range of 
restrictions when entering urban environments, after the 
High Court ruled that Government plans to tackle air pollu-
tion are so poor they break the law.

£1bn  
figure provided by Government 

and industry to help develop 
new powertrain technologies

£4.7m  
grant to support test             

programme on the Fords in 
London

Plug-in van trial is step 
closer to zero emissions
Ford will supply 20 Transit Customs to evaluate how 
they fare when driven in real-world London conditions

“It is a cost-sensitive market, 
so wholelife costs must be 
credible ... if they are not 
affordable, vans won’t be ordered”
Graham Hoare, Ford
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EU law requires the Government to cut pollution in the 
‘shortest possible time’ but lobby group ClientEarth brought 
legal action as part of a campaign against several national 
governments, arguing their plans are too weak to make a 
short-term difference.

A High Court ruling in ClientEarth’s favour last year means 
the UK Government will be forced to introduce tougher 
measures to cut pollution in cities, which could see the 
nationwide roll-out of congestion charges and low emission 
zones which ban polluting vehicles.

Ministers were already proposing to introduce clean air 
zones in Birmingham, Leeds, Nottingham, Derby and South-
ampton. The ruling will force the roll-out of zones to any city 
deemed to have high pollution levels.

Ian Constance, chief executive of the APC, said: “The Ford 
Transit PHEV project is an important step forward in 
lowering carbon emissions in the commercial vehicle sector, 
and improving inner city air quality. 

“From the rate of development that we have seen through 
APC projects, it is clear there is a strong appetite in the 
commercial vehicle industry to lower emissions, which will 
ultimately filter through to the market.”

However, he pointed out that reducing emissions can be 
achieved using fossil fuel technology in the short-term.

He added: “It is worth noting that not all innovative low 
carbon technologies call for electrification, with many 
companies working on ways to make internal combustion 
engines more efficient.”

Hoare agreed: “The future is difficult to predict. We have a 
very good diesel engine and diesel will be an important part 
of the range into the future, but an EV solution will make us 
better at all classes of vehicles and there will be a migration 
in cities to electrification.”

For plug-in and hybrid 
running costs go to 

fleetnews.co.uk/car-
running-costs-calculator

Online

Some of the 20 vehicles 
supplied by Ford will form part of 

Transport for London’s own fleet

The Ford PHEV trial demonstrates the importance of fleets 
carrying out their own detailed assessments when
investing in new vehicle technology.

A range of companies are being chosen because of the 
different ways vehicles will be used, particularly in terms 
of payload and routes.

Payload will play a critical factor in fleets deciding
whether they can introduce plug-in commercial vehicles. 
As plug-in vans require heavy batteries, there is a trade 
off between low emissions and available payload.

For example, the new Citroën Berlingo Electric L2 550 LX 
van has a gross payload of 552kg, compared to 753kg for 
the equivalent conventionally-fuelled model.

Therefore, if vehicles are expected to carry heavy 
equipment that takes a diesel or petrol vehicle close to its
gross vehicle weight, then they may not be suitable for 
electrification without a change of processes.

By contrast, a business that needs to move light, bulky 
items, such as couriers, bakers or florists, may find 
plug-in vehicles are perfectly suited to their needs.

The routes vehicles will take also require consideration. 
Urban environments and short distances will suit plug-in 
vehicles, but if extensive motorway mileage is required,
then a change is unlikely to work.

Furthermore, while many electric vehicles have a 
claimed zero-emission range, fleets need to consider what 
impact payload will have.

According to leasing company Arval, the range of an 
electric van can almost halve when carrying a full payload 
in real-world conditions. It carried out a study showing 
that over the same 33.58-mile course, an EV with a full 
payload lost more than 85% of its range compared to a 
45% loss for one carrying nothing.

A diesel van with a full payload would typically see its 
range reduced by around 35% on the same route.

Eddie Parker, commercial vehicle consultant at Arval UK, 
said: “It could be that if, as EVs develop, this range loss is
found to be typical then factors that help to extend range,
such as driver training, could become more important.”

Sam Clarke, founder of one of the country’s biggest 
electric commercial vehicle fleets, Gnewt Cargo, says fleets
need to carefully consider how vehicles will be used.

He said: “We are growing and our solution works
because we did not have any legacy systems to mould the
EV operation into. However, for some companies this will 
be a big step. Our range requirement is relatively low, so
there are few constraints and business is relatively
predictable in terms of our mileage requirements. 

“For companies in the services sector, which don’t know 
where they are going every day or how far they will have
to go, there is a different requirement for flexibility.”

Careful consideration 
needed before making 
zero-emission switch

“Our range requirement    
is relatively low”
Sam Clarke, Gnewt Cargo
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By Gareth Roberts

ransport operators impacted 
by major manufacturers 
fixing truck prices have 
been told it’s not too late 
to register their interest 
in making a claim against 
the offending companies.

Four truck manufacturers were collectively 
fined almost €3 billion (£2.48bn) by the           
European Commission last year (Commercial 

Fleet: August 2016).:

The commission investigated six companies 
in total. It found that MAN, Volvo/Renault, 
Daimler (Mercedes-Benz), Iveco and DAF had 
engaged in a cartel while the sixth – Scania – 
remains under scrutiny. The commission said 
the five manufacturers had coordinated prices 
at “gross list” level for medium and heavy trucks 
in the European Economic Area (EEA). 

It also discovered they had colluded on the 
timing for the introduction of emission     
technologies for medium trucks and 
the passing on of the costs to 
customers.

The infringement was EU-wide and 
lasted 14 years, from 1997 until 2011, when 
the commission carried out unannounced 
inspections of those involved.

Between 1997 and 2004, meetings were held at a senior 
management level, sometimes at the margins of trade fairs 
or other events. 

From 2004 onwards, the cartel was organised via the truck 
producers’ German subsidiaries, with participants 
exchanging information electronically.

The commission’s investigation did not reveal any links 
between the cartel and allegations of the use of so-called 
defeat devices (those that interfere with or disable emissions 
controls under real-world driving conditions).  

Daimler (Mercedes-Benz) was fined €1.01bn (£877m); DAF 
was fined €752m (£628m); Iveco €494m (£412m); and Volvo/
Renault €670m (£560m).

MAN (part of Volkswagen Group) was not fined, as it 
reported the cartel to the European Commission. Scania, 
also part of Volkswagen Group, did not settle and remains 
under investigation.

A spokesman for the European Commission told    

Commercial Fleet it is continuing to investigate 
the manufacturer and had “nothing 

further to add at this stage”.
Operators who have bought or 

leased vehicles over six tonnes, 
whether new or second-hand and 

whether direct from the manufac-
turer or through local dealers during the 

period 1997 to 2011, may well be able to 
claim the difference between the price paid 
and the price which would have prevailed 
if the cartel had not existed.

The Road Haulage Association (RHA) 
previously announced it wanted to pursue 
a collective claim for compensation on 
behalf of all UK hauliers, irrespective of 
whether they were a RHA member 
(Commercialfleet.org: November 4, 2016).
At the same time, litigation firm Bentham 

Europe said it was prepared to fund legal 
action on behalf of truck purchasers who 

were victims of the cartel (Commercial-
fleet.org: November 14).

Jeremy Marshall, chief invest-
ment officer at Bentham Europe, 

told Commercial Fleet it is assessing 
consumer appetite for a prospective 

group cartel claim on behalf of truck 
buyers across Europe. 

He explained: “Since November, Bentham has registered 
a significant number of potential claimants in the European 
region. While there is no official cut-off point for registering, 
parties are encouraged to express their interest as soon as 
possible.  

“Potential claimants are encouraged to gather any invoices 
and purchase records for their historic truck purchases, so 
claimants will be prepared for the evidence-gathering stage 
of the process by Bentham.”

Bentham proposes to then prepare loss estimates for 
potential claimants, based on their submitted truck purchase 
evidence.   

Its precise strategy and when the litigation is likely to start 
are expected to be announced in the coming weeks.

Meanwhile, the RHA says it has made “considerable 
progress” in registering interest via its dedicated claims 
website. 

Richard Burnett, RHA chief executive said there is no guar-
antee of any pay-out. 

However based on the high level of evidence already 
received it would appear the prospects for compensation 
look hopeful and the RHA encouraged hauliers to continue 
to register interest via its website. 

“There is no cost and it will be risk-free for hauliers that 
choose to opt into the claim,” he added. 

Burnett was also keen to clarify that there was no financial 
exposure for the RHA and legal action will be de-risked from 
the perspective of both the association and the individual 
hauliers. He also said that there is no intention to profit from 
this action.

The RHA hopes to be in a position to make a further 
announcement in the coming weeks in relation to any legal 
action.

Still time to claim against truck price-fixers
Further details on group actions against multi-company cartel will be revealed in coming weeks

News

T

Online

For more industry news 
visit commercialfleet.org/

news

“Parties are encouraged to 
express their interest  
as soon as possible”
Jeremy Marshall,  
Bentham Europe 

£2.48bn
combination of fines imposed 
on four of the cartel members
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News

By Andrew Ryan

ontinental Tyre Group has “broadened its fleet 
offering” following the acquisition of leading 
truck tyre retreader and fleet management 
service provider Bandvulc Group.

The deal added Bandvulc’s retread production 
facility in Ivybridge, Devon, to Continental’s 
stable, as well as the fleet management portfolio 

of around one million wheels, 460 employees, five tyre 
servicing centres, 70 mobile fitting employees and three 
distribution facilities.

As a result of the deal, Arthur Gregg became integration 
manager at Bandvulc having previously spent 14 years at 
Continental. He said: “Fleet is a crucial sector for Bandvulc 
in the UK.

“This acquisition broadens our offering so we can now look 
at fleets which expect a very tight turnaround on jobs.

“Another area where it helps us is when a fleet is running 
on competitor products and if that gets worn, we can now 
take that tyre case in and that can go through the Bandvulc
process, which we couldn’t do before.”

The company said the acquisition is not expected to have
an enormous impact on sales of the Continental-branded 

tyres, but it is thought it will have a marked effect further 
down the group’s brand tree.

An indication of this came in December 2016 when the 
company announced that its Uniroyal truck tyres would now 
be exclusively distributed by Bandvulc, whereas previously 
they had been distributed by a Kings Road Tyres subsidiary.

Gregg added: “We can now say to a fleet operator that we 
can give them a complete offering to take care of all of their 
requirements in one place.

“The concept of having a one-stop shop for tyres works 
well because most logistics companies have a range of 
forklifts, a lot of supermarkets have a range of vans, etc.”

Under the acquisition, which was announced in July last 
year, the current UK factory at Ivybridge will continue to offer 
retreads in both ContiRe and Bandvulc brands, with plans 
for further investment to widen the range of ContiRe 
produced in the UK. 

Production will continue as normal at the ContiLifeCycle 
plant in Hannover-Stocken.

Gregg added: “For the UK we now have a local plant able 
to supply most of the Continental retread demands, 
manufactured close to market, which improves efficiency, 
availability and flexibility.”

Positive impact expected from Bandvulc deal
Devon-based tyre retreader’s acquisition by Continental will help to increase fleet penetration

C
“We can now 
look at fleets 
which expect 
a very tight 
turnaround”

Arthur Gregg, Bandvulc



adRocket

0844 8000 700 | www.arifleet.co.uk 

We are relentless about gathering Big Data and extracting actionable 

insight. It’s how you’ll make timely decisions with confidence and 

maximise your fleet performance

Watch our experts explain how ARI innovation can lower your total 

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

Go to PowerYourFleet.co.uk

You can wait for “the future” of fleet 

technology that others promise.

Or get it now, from ARI.

ARI Competitive01_UK_Commercial_Fleet_December.indd   1 3/13/17   4:22 PM

adRocket

FP_COMFLEET_ARICompetiid2912466.pdf  14.03.2017  09:17    



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   March 2017   11

By John Maslen

an and truck drivers on the frontline of Britain’s 
roads should be taught first aid techniques that 
have been used to save seriously injured soldiers 
on the battlefields of Iraq and Afghanistan.

That is the view of medical and road safety
experts backing a campaign for drivers to be 
trained in basic techniques which can be deliv-

ered in the first few minutes after a crash to keep injured 
motorists alive.

The campaign is led by Driver First Assist, a not-for-profit 
organisation which wants to provide the course to thousands 
of drivers every year (first covered in Commercial Fleet, 

October 2015).
The importance of its work has been recognised by 

Professor Sir Keith Porter, a teacher of clinical traumatology 
at Queen Elizabeth Hospital, Birmingham, which is the 
centre for treating injured soldiers from recent conflicts.

He said: “While we have some astonishing survivors from 
the most catastrophic injuries, none of this would have been 
possible without the first aid that was delivered in those first 
minutes following injury. 

“We know this is fully translatable into our civilian practice 
where many patients in road traffic collisions die at the scene 
either because of a failure to open an airway or to arrest 
external haemorrhage. 

“First responder training can ensure the patient is alive 
when the emergency services arrive and impact very much 
on the quality of the person’s recovery from their injuries.”

The training focuses on the first few minutes following a 
collision, as it can take as little as four minutes for a victim 
to die from a blocked airway. On average, the emergency 
services take eight minutes to arrive at the scene.

Courses start with scene management, which is designed 
to keep the first responder safe in a high risk environment 
to avoid volunteers becoming victims themselves.

They are taught to quickly assess all the potential dangers 
and the benefits of their being involved, with a priority placed 
on providing timely and accurate information to the emer-
gency services, which can be as important as the care 
provided.

Transport consultant Steve Rounds, who delivers courses 
on behalf of Driver First Assist, said: “Deaths can be avoided 
if someone is there with basic scene management and 
trauma-based knowledge.”

Rounds, a former police officer with 30 years’ experience, 
including traffic policing, told delegates at a recent Driver 
First Assist training course held at the Road Haulage Asso-
ciation in Peterborough: “You need to talk the language of 
the emergency services. 

“If you just say an MPV or a bus has crashed, then the 
emergency services work on the number of seats, unless 
you tell them otherwise. Accuracy is paramount. It is better 
to have a slight delay to ensure accuracy and it is 10-15 
seconds well spent.”

Critical care is also covered during the course, including 
how to keep someone’s airway clear and basic first aid to 
reduce blood loss and even deliver cardiopulmonary resus-
citation (CPR).

“High-speed crashes can cause injuries similar to explo-
sions,” Rounds said.

However, he emphasised that Driver First Assist is not 
about drivers feeling obliged to get involved at the scene of 
a crash.

He said: “Driver First Assist is not about asking people to 
do something they would not normally do. It is getting people 
to be of assistance while staying within the law.

“It gives you the mandate to say ‘I have the knowledge to 
be here and I know how to sustain life when needed. I am 
not going to do anything to get in the way, I am just going to 
do what an off-duty police officer would do’.

“There is no compulsion to get involved. The only thing 
required of us is to provide timely and accurate information to 
the emergency services. No one is forcing you to do anything.”

The course provided by Driver First Assist recently received 
high-profile backing when transport minister John Hayes 
said he would take the seven-hour training programme after 
he was briefed about its work.

Driver First Assist has already recruited 1,000 members, 
but its ambition is to have 5,000 by the end of the year, with 
an eventual target of 100,000.

Founder and chief executive officer David Higginbottom 
said: “Our aim is to secure support through the fleet industry. 
We have always known that the biggest pool of potential 
lifesavers is people who don’t drive professionally, but drive 
as part of their profession.”

Battlefield-standard first aid training for fleets 
Driver First Assist aims to get 100,000 signed up to give swift assistance to accident victims

News

V

“Biggest pool of potential lifesavers is 
people who don’t drive professionally”
David Higginbottom, Driver First Assist 

First responders may 
need to administer CPR
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Compliance

QA&

Do you have an issue that needs resolving?

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

?

We are looking to transport a load of new car batteries
filled with acid or alkali, but have been told these are
subject to ADR (carriage of dangerous goods by road).    
Is this the case?

While batteries filled with either acid or alkali are classified 
as UN2794 or UN2795 they are often able to be exempted 
from the ADR rules under a special provision (number 
598). This specifies that if the batteries are loaded in a 

secure way so they cannot slip, fall or be damaged, with no traces of 
acid or alkali and protected against short circuits, then they are 
exempt from the ADR rules. 

One of my drivers received a caution from a police officer
for incorrectly using a ‘pelican’ crossing. What are the
rules for drivers when observing a ‘pelican’ crossing
over a conventional traffic lights crossing?

For drivers, the only difference between a pelican crossing 
and the conventional three-light signals is the flashing 
amber signal which appears after the red light, instead of 
the customary red/amber signal. When the amber light is

flashing, pedestrians still have precedence on the crossing but 
traffic can proceed if no pedestrians are using it. The signals remain 
green to vehicles until the press-button control is operated. A driver 
is prohibited from stopping:
■ on a pelican crossing, unless prevented from proceeding by 
circumstances beyond control, or to avoid an accident 
■ on the zig-zag markings either side of the crossing, except:

■ to comply with the light signals 
■ to avoid an accident, or when prevented from proceeding by 
circumstances beyond their control 
■ for fire brigade, police or ambulance purposes 
■ if unavoidable, for building, demolition or statutory undertakers 
such as a utility organisation’s work 

We have a driver who has a C1 entitlement through acquired
rights but has never taken any driver CPC training. Due to a
new contract, we need him to do deliveries as soon as possible.
How quickly can he obtain his DQC (driver qualification card) to

comply with driver CPC legislation?

Any driver with acquired rights who has not done any periodic 
training has two choices – either undertake 35 hours of periodic 
training or apply for parts 2 and 4 of the initial CPC. Part 2 is a 
series of case studies and part 4 is a practical vehicle demon-

stration lasting approximately 30 minutes. Once both tests have been 
passed, the driver will be permitted to drive provided he/she retains the 
pass certificates until the DQC is received. One final note is that a driver 
with the old paper licence needs to exchange it for a plastic photo card
licence before being issued with a DQC.

We are about to take delivery of some trucks that have
ancillary diesel-powered engines required to drive some
on-board pumps. Are we legally allowed to use rebated fuel
for these engines?

Rebated fuel can be used to power ancillary equipment on a
vehicle which is fuelled by diesel so long as the machinery that 
the rebated fuel is powering and the tank containing the rebated 
fuel are solely and permanently connected to each other and 

entirely separate from the vehicle’s fuel supply and engine. Any other tanks 
on a vehicle or trailer are deemed to be part of the vehicle’s fuel system 
and therefore must contain fully duty-paid diesel.  

Q

Q

Q

Q

A

A

A

A

Fleet management is riddled with issues, 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
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Rules&
regulations

The FTA looks at the 
latest issues to affect
vans and trucks, including 
operator licences and 
vehicle maintenance

Operator Licence – transferring operating centres

What is ‘schedule 4’?
Sometimes operators will need to transfer 
operating centres from another operator’s licence
to their own (or a newly applied for operator’s 
licence). This is usually due to a company 
acquisition or a management buy-out. The 
schedule 4 procedure is designed to smooth the 
path in such a situation.

Schedule 4 gives the Traffic Commissioner 
discretion to allow operating centres to be 
transferred from one O Licence to another 
existing O Licence or to a new licence for which 
an application has been made without the need 
for an advertisement in a local newspaper. The 

Traffic Commissioner may still question a transfer 
if there is any doubt as to the suitability of the new 
operator or of the site on environmental grounds, 
or if the transfer will lead to a considerable 
extension of a site’s review date. 

The procedure only covers the transfer of the 
operating centre and not the vehicle authorisation 
which was previously allocated to it. Therefore, 
the operator acquiring the operating centre will 
also have to apply for either a new O Licence in 
the traffic area where the depot(s) is located if one 
is not currently held, or for a major change to the 
existing licence to allow the additional vehicles if 
the limit on the licence is exceeded. 

USE OF VEHICLE HAZARD WARNING LIGHTS

VEHICLE MAINTENANCE

You may use hazard warning lights when the vehicle is
stationary to warn other road users that it is temporarily
obstructing traffic.

Rule number 116 of the Highway Code states that ‘you
MUST NOT use hazard warning lights while driving or being
towed unless you are on a motorway or unrestricted dual
carriageway and you need to warn drivers behind you of a
hazard or obstruction ahead. Only use them long enough to
ensure that your warning has been observed’.

Keeping your vehicle fleet well
maintained is critically important to
the health of your business. Traffic
commissioners attribute a great deal
of importance to vehicle maintenance 
and roadworthiness. In fact, an
O Licence would not be granted if the
commissioner considered the
arrangements an operator had put in
place to look after its vehicles were
inadequate. 

An O Licence requires an
administration procedure to be
established for regular and effective
maintenance, as well as a schedule
for the systematic and thorough
inspection of vehicles. There is no
regulation laying down specific rules
as to how often vehicles must be
checked but, once these have been
set, an O Licence could be put at risk
if standards are not maintained.

What needs to be done – and when
– is influenced by the following
factors:
■ Types and sizes of vehicles used
■ Equipment fitted to them
■ Technical specification
■ The work they do
■ Mileages run

New vehicles should have gone
through a PDI (pre-delivery
inspection) at the supplying
dealership before being delivered to
the user. But there is an additional
requirement to undertake a ‘first use’
inspection on unfamiliar vehicles.
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Fleet spotlight: McFarlane Telfer

Over the past five years Chris Craggs has followed best practice at every opportunity to 
ensure McFarlane Telfer’s ever-expanding fleet continues to reach the highest standards 

By John Charles

ive years ago Chris Craggs knew “next 
to nothing” about managing a fleet of 
light commercial vehicles but, today, as 
chief executive officer of McFarlane 
Telfer (McFT), he oversees what is 
considered to be one of the best run van 
operations in the country.

Maidenhead-based McFT became the first van 
operator in the UK to achieve Fleet Operator 
Recognition Scheme (FORS) silver accreditation 
and in the first half of this year it anticipates 
achieving the top gold standard.

The refrigeration and catering equipment main-
tenance company operates a 58-strong van fleet 
that has increased in size annually over the past 
five years as the business has expanded at more 
than 30% year-on-year.

“The ethos of the company is to do every job 
right to a high standard and not to cut corners and 
that must also apply to the fleet,” says Craggs, 
who founded the company 25 years ago. 

FORS is a nationally operated fleet best practice 
accreditation scheme and McFT has embraced 
the standard and encourages its wider supply 
chain to follow its lead. The FORS standard sets 
best practice requirements for fleet operators in 
four key areas: management, vehicles, operations 
and drivers.

F
A FORS member for more than four years, 

Craggs says: “As our fleet grew, we quickly real-
ised we had an obligation to other road users, and 
the best way to demonstrate that was to achieve 
ever higher levels of best practice. As well as 
reducing accidents and incidents, FORS lifts the 
game. The safety levels and the high standards 
of operation we aspire to are exemplified by 
FORS. We’re now gunning for FORS gold.”

McFT counts global multi-nationals and blue 
chip corporate clients, top education and health-
care establishments, retail outlets and sporting 
venues among its client base including: BBC, 
BMW, British Airways, Coca-Cola, Emirates, 
KPMG, Mercedes-Benz, National Trust, Rolls-
Royce, Samsung, Siemens, Sony and Virgin 
Atlantic, as well as the Royal household.

“Our customers expect world class standards 
and that means meeting best practice, which was 
the precursor to the company’s involvement in 
FORS,” says Craggs.

Conscious the company fleet was expanding, he 
attended a health and safety seminar when he 
heard about FORS – then still known as the 
Freight Operator Recognition Scheme.

“Fleet management can seem a bit archaic and 
it can be difficult to find information sources and 
evidence of best practice, but FORS gave me a 
framework to enable me to look after vehicles 

“The safety levels and the high standards 
of operation we aspire to are exemplified by 
FORS. We’re now gunning for FORS Gold” 

Chris Craggs, McFarlane Telfer

and drivers and put policies and procedures in 
place,” says Craggs. “I had no history in fleet and 
neither did anyone else in the business, but I
recognised that there was a responsibility on the 
business to take action.” 

From that embryonic position, McFT used the 
FORS standard as the basis for implementing 
fleet and driver best practice across the van 
operation and Craggs has played a part in the 
organisation extending its focus from freight to 
the LCV sector.

Highlighting the potential knowledge gap and
the lack of regulation in the LCV sector, McFT has 
gone on to help develop more specific guidance 
for van operators within the FORS standard and 
made recommendations to the FORS Govern-
ance and Standards Advisory Group.

An initiative undertaken by McFT in April last 
year saw its engineers swap their vans for a half-
day on the road on bicycles.

Increasing the safety of vulnerable road users, 
such as cyclists, is a major issue nationally – and 
particularly in London. Craggs says: “We piloted 
a practical initiative with our technicians so they
understood at first hand the potential risks faced 
by cyclists on the road and it is now something 
that is recognised within the FORS Standard.”

One of only a handful of UK employers that has
achieved Investors in People Platinum status,
Craggs argues that meeting the FORS standard 
highlights to other organisation and customers 
that McFT “conducts its business in the right way”.

While to the best of its knowledge FORS accred-
itation has not helped McFT win new business, 
Craggs says aligning with the standard has 
resulted in a direct correlation with saving money 
due to improved driver behaviour, notably in 
respect of more than 50% fewer incidents of
speeding being flagged up by in-vehicle telemetry 
as well as improved van mpg being recorded (see 
panel overleaf).

Today McFT’s all-diesel van fleet is 
Renault-focused with 44 Trafic and 10 

From knowing ‘next to
nothing’ about fleet       
to chasing FORS gold
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McFT boss Chris      
Craggs’s background is  

in catering. His company 
lists several blue chips 

and the Royal household 
among its clients
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Kangoo models. A further four vans 
carrying other manufacturers’ badges 
are expected to be replaced with vehi-

cles from the French marque in the near future.
With its fleet operated on four-year/120,000-

mile cycles, McFT has switched from buying vans 
to funding through Renault Finance on an HP 
arrangement as the fleet has expanded.

Craggs explained: “It made more financial 
sense to use available funds to invest in the 
growth of the business rather than buy vehicles.”

A long-standing relationship with a local inde-
pendent garage means it continues to service, 
maintain and repair the vans. McFT also defleets 
vans through the garage’s contacts.

“We have a good customer service arrangement 
with the garage which is important as we don’t 
want our vans off the road for longer than 
necessary,” Craggs says. 

“Nevertheless, if work is required it is arranged 
to be undertaken immediately. It is critical that 
vehicle-related service, maintenance and repair 
work is completed immediately the requirement 
is identified.”

That said, McFT does retain a couple of “spare 
vans” in case a major vehicle repair is required, 
thus ensuring technicians remain mobile.

New vans arrive at the company’s headquarters 
where they are equipped with tracking and tele-
matics technology and in-cab forward-facing 
cameras and are sign-written and racked out to 
McFT’s own specification.

One of the many ‘big lessons’ learned by Craggs 
as he got to grips with fleet management was the 
importance of having vans racked out to a profes-
sional standard.

He explains: “With a business background in 
fabrication, we thought we could rack vans 
ourselves, but we came to the conclusion that while 
there is an expense, there was no alternative to 
professional racking and kitting out of vehicles.”

Today all vehicles feature a bespoke design 
drawn up with technician involvement to deliver 

Motivation for operators of small van fleets to improve standards 
HGV-like regulation of the light commercial vehicle
sector has been frequently highlighted as a possibility 
amid concerns that van operators and drivers flout 
best practice and fail to meet compliance 
requirements, particularly in respect of overloaded 
and defective vehicles.

Regulation of the sector is not something that Chris 
Craggs would welcome, although he says he would
not have any qualms if tough new rules were
introduced for van operators. “We have set the 
business up to undertake all of our work, including
operation of the fleet, in the right way according to
best practice. If regulation was imposed then we 
would embrace it and toe the line,” he adds.

Separate to the  FORS standard the Freight 
Transport Association operates the voluntary Van

Excellence scheme. Craggs poses the question: “Why 
wouldn’t responsible fleets adopt best practice?”

Craggs highlights the fact that FORS has become a 
“must have” for many major HGV fleets, particularly 
in the construction sector, to have a chance of 
tendering for and ultimately winning contracts. 

He says: “When McFT tenders for work we get quite 
extensive pre-qualification questionnaires, but none 
ask about our vehicle or driver management policy.

“If that changes and, as a result, businesses
operating LCV fleets have to start to take ownership 
of their van operations then company image will be 
boosted, driver behaviour will improve and there will 
be fewer incidents involving vans on the roads.

“There must be a motivation for operators of small 
van fleets to improve operating standards and that

has to be either by winning business or saving money. 
A correlation is difficult to prove, but while FORS 
accreditation has not secured new business for McFT, 
vehicles and drivers are better managed as we have 
adopted best practice. We are saving money and we 
are doing the right thing.”

He concludes: “It is a difficult message to get 
across to small fleets, but big business and 
organisations based in London and the provinces need 
to recognise they are responsible for the traffic they 
generate and the requirement for delivery drivers, 
service technicians, etc. They have a responsibility 
beyond their front door as to how goods and people
arrive at their premises. Once that recognition 
happens then LCV fleets and van drivers will become 
better managed and standards will improve.”

maximum efficiency when working on site.
The company’s ‘one-van, one-man’ operating 

policy has enabled McFT to use telematics data 
to compile driver performance league tables 
covering a number of key behaviour areas 
including speeding and fuel economy.

The tables, identifying drivers, are shown at 
monthly communication meetings attended by 
employees.

Craggs says: “When we started the programme 
three years ago there was some discomfort, but 
now everyone wants to see their position in the 
charts. Someone has got to be top and someone 
has got to be bottom, but what it has done is made 
drivers modify their behaviour on the road. We 
have all the data from the telematics devices; we 
show it to all the drivers and it self-regulates their 
behaviour.”

Furthermore, the number of vehicle incidents 
has reduced as the number of vans operated has 
increased annually. Five years ago when the fleet 
numbered 24 vans, McFT recorded 12 vehicle 
incidents and last year with the fleet numbering 
58 vans, incident numbers, typically low speed 
dings and dents, totalled 23. Over the past five 
years vans have been involved in a total of 74 
incidents.

Driver fuel efficiency has also improved, 
although Craggs acknowledges that is more diffi-
cult to quantify as Renault vans featuring the 
latest fuel-efficient technology are introduced on 
to the fleet. 

McFT spends around £4,000 a month on fuel 
with each van averaging 20,000-30,000 miles a 
year.

Critically, Craggs also highlights the importance 
of the company’s fleet projecting “the right image” 
and says: “It is absolutely important to me that
McFT’s image is right and on the road that starts 
with driver behaviour.” 

All new recruits undertake a one-day on-the-
road driving assessment under the watchful eye 
of a FORS accredited trainer – only one driver 

Chris Craggs asks: “Why wouldn’t  
responsible fleets adopt best practice?”

Fleet spotlight: McFarlane Telfer

currently has more than three points on their 
driving licence. 

Bi-annual driving refresher courses are also 
held and, at least annually, drivers attend a 
thought-provoking road safety presentation typi-
cally delivered by a former police officer.

Craggs says: “The annual classroom exercise 
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complements the in-vehicle assessments, the 
drivers’ handbook and the FORS framework in 
working to ensure our fleet follows best practice 
and minimises incidents, damage or injuries.

“The presentations focus on road safety 
because statistically, with our technicians driving, 
a road accident is the single likeliest cause of 
death or injury. It is clear from drivers’ feedback 
that they take note.

“We are asking our technicians to increase their 
risk of death and injury because of the require-
ment to drive, but we are trying to do that in a 
controlled way and better than anyone else.”

Asked what were the most significant fleet chal-
lenges McFT faces, Craggs says nothing keeps 
him awake at night, but adds: “The nightmare I 
have is that one of our drivers ploughs into a group 
of people on the roadside. 

“We therefore must implement all the meas-
ures we can to ensure that never happens. Why 
would you not? There is no comfort in cutting 
corners.”

The interview with Craggs was conducted just 
weeks after fleets were urged by the Royal 
Society for the Prevention of Accidents (RoSPA) to 
review their duty of care systems and procedures 
following the manslaughter conviction of the 
owner of a haulage firm and the company’s 
unqualified mechanic after a defective tipper 

More commercial fleet profiles at 
commercialfleet.org/

fleet-profiles
Online

truck careered out of control killing four people in 
Bath in February 2015.

The day-to-day fleet operation – including 
Vehicle Excise Duty (VED) renewal, service, 
maintenance and repair booking, driver licence 
validation, vehicle defect checks, accident 
management, telematics data management and 
fuel management reporting – is overseen by McFT 
quality and compliance manager Louise Reynolds. 
She is assisted by office co-ordinator Keira 
Fitzgerald, while operations director Alistair 
Collins handles new vehicle acquisition and van 
disposal.

Craggs, who has a catering background, 
launched McFT as a business producing bespoke 
stainless steel fabrication for kitchens in major 
West End hotels in London. 

In 1998, the company started to employ techni-
cians offering “complete food service projects” to 
specific market sectors.

However, in 2010, on the back of the banking-
sector inspired recession, McFT restructured to 
focus on the service and maintenance of kitchen 
equipment mostly in the south east. In 2014, 
following significant growth, the company 
expanded to offer a national service.

Craggs says: “Service and maintenance of 
refrigeration and catering equipment in corporate 
kitchens and other establishments is a far more 

robust business. Organisations can always delay 
a large capital refurbishment programme.”

The company fleet has expanded by around 
60% since 2012 and McFT has seen its UK 
employee base over the same period increase
from 27 to 85 people. 

Furthermore, the company also has operations 
in the United Arab Emirates (26 employees) and 
Qatar (six employees) and has plans to open in 
Saudi Arabia.

Craggs says: “As the business expands so will 
the fleet. We added 13 vans to the fleet in 2016 
and further expansion will take place in 2017 in 
addition to the replacement of older vehicles.”

Looking forward and fleet developments in 2017 
will include piloting route optimisation that will 
see vehicle tracking linked to job scheduling to 
further drive both van and technician efficiency.

But, concludes Craggs: “Whatever comes along 
– rising fuel prices, tighter regulations, clean air 
zones, vehicle restrictions in London or anything 
else – we will manage the best we can and to our 
advantage and not cut corners.”

Fleet size 58 LCVs
Funding method hire purchase
Operating cycle four years/120,000 miles
Key brands on fleet Renault

Factfile
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ALTERNATIVE FUELS 
DIRECTOR TO DRIVE 
IVECO EV GROWTH 
It has only sold one electric van to date, but Iveco is so confident EVs 
are the future that it has appointed Martin Flach to the new position

By Trevor Gehlcken

hen you have only sold one electric van 
in seven years, it might seen a bit incon-
gruous to appoint an alternative fuels 
director. 

But that’s the case at Iveco, which 
launched the electric Daily in 2010. 
Martin Flach, appointed to the new role 

in mid-2016, even admitted to Commercial Fleet back in 2014t

that “it made no sense” to run an electric Daily in the UK due 
to the lack of incentives. So what has changed?

Iveco always insisted it would continue to offer an electric 
option, regardless of the interest from fleets. The company 
was the first to go large with a 3.5-tonne van but it will be
followed this year by Renault with the Master ZE and Volks-
wagen with the eCrafter.

And now Iveco is planning a much bigger push into alterna-
tive fuels – electric and compressed natural gas (CNG) – in 
the belief that, like it or not, environmental pressures to cut 
vehicle emissions from local authorities and national govern-
ments will drag fleets into the world of greener fuels.

The move is very much a long-term strategy and Iveco 
knows full well it is likely to cost a lot of money in the short 
term. But, as Flach tells Commercial Fleet magazine, whent

the sales of such vehicles finally start taking off, he wants 

Manufacturer spotlight: Iveco

W
“We want to have a pivotal    
role when the realisation          
finally hits that fleets will     
have to buy greener vehicles” 
Martin Flach, Iveco

Iveco to be firmly in the forefront. The company already 
occupies a different place in the market than most van 
manufacturers; its products start at 3.5-tonne gvw and go 
right up to 44 tonnes. 

From the middle of 2017, all these sectors will either have 
electric variants or CNG/LNG models on offer.

Flach says: “Despite Brexit on the horizon, global warming 
is the biggest challenge facing our industry at present. The 
need to develop environmentally-friendly trucks and vans has 
never been greater and, whether they like it or not, transport 
chiefs are facing local and regional initiatives against the use 
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300kg
payload loss if maximum 
number of batteries installed

£4,000
extra for a CNG-powered 
Daily compared with diesel

Company Iveco
Alternative fuels director
Martin Flach
Van registrations 2016
4,083 (down 5.62%)
Market share 1.09% (2015: 1.16%)
Truck registrations 2016  
3,542 (up 14.7%)
Market share 7.7% (2015: 7%)

Factfile
CNG Stralis should break even after 200,000 miles

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

case-studies

Online

of diesel vehicles which will multiply after we leave the EU. 
“Some of the operators we talk to are already looking at 

alternative fuels and we believe interest will increase as time 
goes by. Taxes on pollutants are on their way and we want 
to have a pivotal role when the realisation finally hits that 
fleets will have to buy greener vehicles.”

Flach is planning a major campaign to accompany the 
launch of these new models. His team is at present negoti-
ating with all Iveco dealers so there will be an alternative fuel 
‘champion’ at each who will be responsible for nudging fleet 
buyers towards these models. They will all be more expen-
sive to buy than their diesel counterparts, but cheaper to run.

He said: “Firstly my team will be targeting existing 
customers who are appropriate candidates such as local 
authorities, dot.com delivery companies and firms who 
operate in and around London. We are getting enquiries 
every day about electric vans, for example, but at present 
the front-end price puts them off. We need to explain how 
the lower running costs and other benefits help to balance 
the wholelife cost of the vans. When someone goes into a 
dealership to buy an Iveco vehicle, we will question them 
about the use they will be put to and, if appropriate, our 
alternative fuel champions will then gently nudge people in 
this direction.”

Daily will be offered in a CNG guise from gross vehicle 

weights between 3.5 tonnes and 7.2 tonnes while electric 
versions go from 3.5 tonnes to 5.0 tonnes.

Eurocargo gets CNG versions from 12 tonnes to 16 tonnes 
from the summer, while Stralis will be offered in either CNG 
or LNG formats.

CNG Dailys lose around 200kg in payload while electric 
Daily loses up to 300kg dependent on how many battery 
packs are included. However Flach is hopeful that this 
problem will soon be ironed out (see panel above).

Another problem is that natural gas is not available at any 
fuel stations at present, although there are 20 sites across 
the country where tanks can be filled on contract.

However, Flach said Iveco would help fleets establish their 
own on-site filling stations where applicable. He said: “If 
someone comes to us for one vehicle and they don’t live 
anywhere near an existing filling point, we would say gas is 
not for them. But anything above about 15 vehicles would 
warrant an on-site point. These can either be paid for 
upfront, leased or installed on a pay-for-use basis, so it won’t 
necessarily cost the fleet any money at first.”

The CNG-powered Daily will cost around £4,000 more than 
the equivalent diesel but with the possibility of 30% fuel 
savings, Flach reckons it will break even after two years of 
typical fleet usage. Following that, savings will be made.

It’s a similar story for Stralis, which has a £20,000-£30,000 
premium over diesel but should break even after around two 
years and 200,000 miles. 

Eurocargo prices have yet to be announced but Flach said 
breaking even on price would be “more challenging”. He 
added: “For buyers of this vehicle, price won’t be the force
behind the buying decision. It will be chosen by fleets which 
want to cut emissions and help clean up the air in urban 
environments.”

The electric Daily, costing £80,000 for two battery packs 
and £100,000 for three, will break even with a diesel equiva-
lent after six years based on the Government’s Plug-In grant, 
fuel savings, lower maintenance costs and no London 
Congestion Charge.

However, what is uncertain is the residual value of such 
vans, which could again sway the equation in diesel’s favour. 
Battery life could also be an issue after so many years’ use.

Flach admitted: “There is virtually no used market for 
these vans at present but in five years’ time we believe elec-
tric vehicles will be more accepted by used buyers so hope 
that RVs might improve.”

‘I was bashing my head on a wall’ – Flach
One of the problems with electric- and gas-
powered Daily vans at 3.5 tonnes gross vehicle 
weight – the biggest seller – is that as the 
batteries and gas tanks weigh between 200kg 
and 300kg, the vans lose the same amount in 
payload to get under the limit. Anything above
this weight and operators need an O-Licence 
and tachograph fitted.

Martin Flach has been at the forefront of the
battle to increase the weight of vehicles car 
licence holders can drive from 3.5 tonnes to 
4.25 tonnes in electric and gas vans, so this 
loss of payload is, effectively, overridden. And, 
finally, he believes his goal is near.

He said: “I have been in negotiation with the 
Government over this problem for seven or 
eight years now and until 18 months ago I was 
pretty much bashing my head on a wall. In fact 
I might as well have been talking to a brick 

wall as no one seemed to think this was a 
priority. But things started changing about a 
year ago and finally a consultation document is 
about to be published and I urge all fleet
managers to give their positive views on such
a move so legislation can be brought in soon.”

At present in Germany, drivers with car
licences are allowed to drive electric vans up 
to 4.25 tonnes while in France this is allowed 
for both electric and gas vans.

Flach is hoping the Government will follow 
suit for both gas and electric and also to 
obviate the need for O-Licences, tachographs 
and speed limiters up to 4.25 tonnes.

However, he said: “Some or all these points
may finally end up being law and I’m not too 
worried about the speed limiters as these vans 
are built for urban use, anyway, but at least 
we are getting somewhere after all this time.”  



Defining company policies is 

straightforward – implementing 

them is the hard part

ompany policies are the foundation 

of every organisation, determining 

the ‘who, what, how and why’ of 

business activity.  

If something needs doing, or if a decision 

needs to be made, it’s highly likely that you 

have some kind of company policy that 

guides you in the general direction and 

enables you to tick the box as ‘job done’.

Sounds simple in theory; company policies 

are easy enough to define.  But let’s have a 

reality check: deciding what they are is only 

the start.  

Documenting the policy, making sure it’s 

valid and compliant, getting agreement 

from stakeholders and communicating it      

to staff…this is where things get tricky.  

Add in policing the policy – making sure 

it’s adhered to in real life, and that it remains 

current and legally robust – and the 

seemingly simple task of policy 

management can start to create significant 

challenges for even the most organised 

business.

Company policies don’t get any more 

serious or essential than in fleet 

management.  Take the recent change in 

penalties for using a mobile phone while 

driving – licence points for offenders have 

doubled, and evidence is compounding all 

the time about the scale of danger involved.

 Let’s be clear: you’re sending your staff out 

on the road as part of their job, so straight 

away you’re placing them in high-risk 

situations.  

It’s crucial you have stringent policies 

defining who can drive, what their 

responsibilities are (as well as the 

responsibilities of the company), how they 

are expected to behave in their driving 

activities and why the minimum standards 

are in place.  

What’s more, you’ll need policies to 

underpin how you as a company approach 

the strategic management of your fleet.  

Legal compliance, cost control, vehicle 

maintenance, asset management and 

health and safety – unless you have sound, 

FleetCheck’s fleet management software is there to help simplify the process

C
well-structured policies defining how these 

are handled, you’re at risk of falling behind.

More than 10 years of engagement with a 

wide diversity of customers with fleets of all 

sizes has shown us that, even in today’s 

culture of heightened legal awareness, most 

companies remain concerned to some 

degree about the strength of their fleet-

related health and safety management.

 Some lack the expertise and/or 

understanding, others simply run out of time 

to create and implement effective policies, 

and almost all are nervous about how they 

would respond should the worst happen 

and they were faced with an investigation 

following a road accident.

To this end, FleetCheck recently launched 

Policy Manager, an inclusive portal within 

our fleet management software that gives 

companies the tools and ability to manage 

fleet-related health and safety and run safe, 

legally compliant fleets.  

Intelligently designed for companies 

starting out on their compliance journey, as 

well as those with established policies and 

processes already in place, Policy Manager 

Advertisemen

helps companies to create, communicate 

and organise the essential elements of fleet-

related health, safety and risk management.

 Within the portal, users have access to 

lawyer-validated templated documents, 

including a Driving Policy and a Driver 

Handbook.  These are fully editable; 

companies can personalise the documents, 

add information specific to their own fleet 

management policies, and then circulate 

their finished documents to all involved 

parties.  

And here’s where life gets even better for 

fleet managers – when your staff download 

FleetCheck’s new mobile app, you can use it 

to communicate policies to them directly.  

Printing, or e-mailing lengthy documents, 

gaining signatures, filing acceptance forms, 

diarising review dates – these are all in the 

past now that you have the ability to handle 

the complete audit trail quickly and 

effectively via an app, with the minimum of 

manual intervention.  

In addition to managing policies, the app 

can also be used by drivers to carry out and 

submit vehicle walkaround checks, send processes already in place, Policy Manager 



To find out more about FleetCheck’s Mobile App and Policy 
Manager, or to discuss how FleetCheck can help you simplify 
your vehicle and driver management processes, please speak 
to one of our fleet specialists on 01666 577928.  

ement feature

“We are continually pushing 
the boundaries of what fleet 
software can do, and 
leading our customers into  
a new generation of smart 

fleet management”

Peter Golding, FleetCheck

images of vehicle damage, communicate 

accident information and more. 

Peter Golding, MD of FleetCheck, states: 

“Apps are changing the way businesses 

look at driver and vehicle management.      

At FleetCheck we are delighted to be at the 

forefront of this pioneering technology.

“With ever-increasing responsibilities for 

fleet operators, saving time and improving 

processes has never been more important.  

Fleet departments are inherently stretched, 

and most are keen to find ways of reducing 

the time it takes to process core tasks.  

Thankfully, with the technology available 

across the fleet software industry today,      

it’s easier than ever to streamline key 

processes.“

To manage a fleet in a robust manner, 

connecting data is key.  Most fleet managers 

are routinely inundated with launches of 

new apps and other solutions claiming to 

revolutionise their approach to fleet tasks, 

but very few offer the data integration 

needed to achieve truly joined-up 

management systems.  

FleetCheck’s app not only provides the 

facility to conduct vehicle checks, it feeds the 

resulting data straight into the FMS platform.  

This gives immediate notification of defects 

to those in charge of the fleet, enabling them 

to start the rectification process, plan tasks 

and create a robust audit trail of progress.  

This advanced level of integration means 

the fleet department no longer has to rely on 

spreadsheets, manual forms and basic 

e-mailed reminders to manage a process 

that, all things considered, is about as high-

risk as they come.

Peter concludes: “These are exciting times 

for FleetCheck. We are continually pushing 

the boundaries of what fleet software can do, 

and leading our customers into a new 

generation of smart fleet management.  

Technology has never been better, and the 

wealth of solutions at their disposal are all 

designed to streamline processes and 

ultimately make their lives, and the lives of 

their staff, easier.  And now that the tools are 

on hand to help companies generate fleet 

policies that are robust and compliant, with 

reliable methods of communication and 

water-tight controls, it’s safe to say that more 

so than ever before, companies really can 

turn to software for 

every conceivable 

element of their 

fleet management.”
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MAINTAINING AN 
EFFICIENT FLEET ONEFFICIENT FLEET ON 
FLEXIBLE RENTAL

By Matt de Prez

pot hire is a vital tool for fleet managers, allowing 
them to quickly get vehicles in the event of a 
breakdown, accident or to cover extra work.

Rental providers are seeing growth as the 
country experiences a period of economic uncer-
tainty. Businesses can rely on rental to provide 
vehicles when demand is high but give them 

back when it is low with no early termination charges.
Fleet managers are more frequently opting to rent for 

longer; to cover new starters or to provide flex in their fleet 
during peak trading. Some have even switched to a rental-
only method of vehicle funding.

Flexibility
Flexibility is the key selling point of the rental model. Whether 
you choose to rent for a day, week or month, the vehicle is 
often available immediately and can be returned or kept for 
longer without fuss.

Construction and civil engineering companies, which often 
require specific vehicles for short, pre-determined contracts, 
account for a large proportion of rental demand.

However, couriers and logistics is a growing sector 
because online shopping is driving demand for retailers to 
provide home delivery. In addition to a core fleet, these busi-
nesses may require significant increases in vehicle numbers 
to cover seasonal demands. But that does not mean they
want to invest in lengthy contracts.

Greater demand for longer hire periods has seen more 
rental companies introduce flexible contracts which can last 
for two, three or even five years. It’s like a contract hire, but
can still be terminated at any time.

Stuart Russell, specialist vehicle director at Europcar, says: 
“The traditional options open to commercial users are 
contract hire with a fixed term or outright purchase. Rental 
gives them both the flexibility to adjust the fleet up and down 
as their business needs peak and trough but also it’s off 
balance sheet.”

Vehicles bought outright appear on the balance sheet but 
leased vehicles do not. However, the new IASB lease 
accounting rules due in 2019 mean leased assets will sit on 
the balance sheet for corporates that report to the Interna-
tional Financial Reporting Standards (most UK firms report 
to GAAP which is unaffected by the changes). Vehicles rented 
for up to 12 months do not have to be reported.

Russell adds: “Longer term rental is slightly more expen-

Insight: Rental

S
350

per year is the number of PCN
tickets issued to Momentum

Instore. It used to be 800

sive [than contsive [than contract hire] but nowadays 
not a lot morenot a lot more. The flexibility it gives means 
there is no risthere is no risk of early termination charges.”

Paul Brown, hPaul Brown, head of group fleet at Enserve, switched his 
entire fleet to rentire fleet to rental through an arrangement with the UK’s 
largest van prlargest van provider, Northgate, last year. 

He says: “We lHe says: “We looked at a different way of funding vehicles 
– typically you t– typically you take the vehicle and you’re stuck with it for a 
set period of tset period of time, but things change within any industry.

“What we fo“What we found is leasing companies are very inflexible to 
work with – eswork with – especially if your requirements change.”

During his tDuring his time as head of fleet for Kier Group, Brown 
oversaw a lot ooversaw a lot of council contracts where the business would 
typically rent 6typically rent 600 identical spot hire vehicles for the first 
three months. Othree months. Over that period he could make sure everyone 
had the right shad the right size and shape of vehicle.

Once he was sOnce he was satisfied he had the right people in the right 
vehicles, Browvehicles, Brown would order them from his leasing provider 
and send the 6and send the 600 spot hire vans back to the rental company. 

“When it ask“When it asked why we couldn’t keep them for the full four 
years we said iyears we said it’s simply down to price. We said we’d keep 
them for the fu e m but dd a o pay spo e ra es,them for the full term but didn’t want to pay spot hire rates,” 
Brown says. 

“Eventually they saw the opportunity and said they would
match the leasing company’s price. The added cherry on the 
cake is the free replacement vehicle if anything breaks down 
or needs a service.

“We were one of the first companies Northgate did this 
with on a larger scale. So far we’ve had one contract that 
terminated early and we had to hand the vehicles back. You 
wouldn’t get that flex with the leasing company.

“If the van does go back they put it back into their daily 
rental fleet so they don’t lose money.”

Eddie Aston, CEO at Northgate, believes many companies 
are frustrated by the established methods of renting vehi-
cles. He believes they don’t reflect the fast-evolving business 
needs of modern fleets. 

“Businesses want flexibility, control, regular payment with 
no extra costs and no worries over vehicles off the road,” he 
says. “But they also want a partnership with a company that 
understands their need for agility, cost control and choice.”

Spreading the cost of conversions
Many operators also require additional equipment or livery 
on their vehicles. A rental company is not averse to putting 
that equipment on and spreading the cost across the rental 

Uncertainty about length of contracts and the economy, plus the abiliUncertainty about length of contracts and the economy, plus the ability to add 
vehicles at short notice, are among the reasons why fleets are considevehicles at short notice, are among the reasons why fleets are considering rental
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“We are opening up super 
sites which will have the 
capacity to store several 
hundred units and we are 
employing a number of van 

specialists to work in them. We are 
almost going back – taking a more 
personal approach. The most growth is 
from the specialist van: dropsides, tippers, 
crewcabs and pickups. We’ve gone from 
having a fleet of 20 to nearly 1,000 in a 
year and a half and we’ll be buying more 
of them this year.”
Stuart Russell, specialist vehicle director at Europcar

“We have launched 
Northgate Choice, a     
new portfolio of products 
enabling customers to have 
complete control of how 

they rent and manage their fleets. The 
new portfolio provides customers with 
greater levels of choice to plan, rent and 
pay for their fleets including, for the first 
time, the options to ‘fix, flex or mix’, all 
from the same partner.”
Eddie Aston, CEO at Northgate 

Rental moving forward

and even absorbing some of it, knowing that the rental may 
run on and on. 

We wa e cus o e o boo o 8 mo s but e d“We want the customer to book for 18 months but end     
up keeping the vehicle for three-four years,” says Russell.

“If you look at what we consider to be old-school vehicle
providers; they built a model where they run their own work-
shops and tailor a vehicle to a customer’s requirement.

“What’s happened in the past six-seven years is all the 
familiar rental companies have entered that space, so we 
are now providing bespoke vehicles with liveries and conver-
sions. Going back nine years we only provided a small, 
medium or large van,” he adds.

Northgate offers to tailor a vehicle to meet a customer’s 
specific requirements.  Additional equipment can be added 
through a plan called Norflex – and this can either be 
included in the weekly hire rate or paid for in a single upfront 
payment. If a vehicle is returned early and the customer is 
paying on a weekly basis for additional equipment, then the 
customer simply pays the outstanding balance.

James Rafferty, TOM vehicle rental, says fleets are 
increasingly requesting vehicles that require additional 
specification added on to them. “Dependent on where in the
country it is, several of our depots are geared up to convert. 
Should it be in an area we don’t have a depot we will 
outsource,” he says.

“What we are seeing is that a lot of the bigger fleets know 
exactly what vehicles they want. Customers come to us with 

a spec and ask us to quote on it. There is often a very low 
tolerance for what would be accepted.”

Blended rental solutions

Russell believes the perfect blend for medium to large 
corporates is to combine rental with contract hire or outright 
purchase. 

“If you have a consistent level of business you can comple-
ment that with a bunch of flexible rentals, giving flex but also 
a core fleet that may cost slightly less than going full rental,” 
he says.

While rental may not be the cheapest solution, Danny 
Glynn, vice president at Enterprise Flex-E-Rent, says fleets 
can save money in the long run.

“Savings are made in two ways. Firstly, a rental model will 
free up capital so they can invest elsewhere in their business. 
Secondly, if there is a loss of a contract or shorter 
term contract awarded, a lease or purchase 
model would become more expensive. In rental 
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Insight: Rental

there is no differentiation in price for having a 
vehicle three months or three years. They can 
scale up or down dependent on the state of their 

business,” he explains.
Brown adds: “Since switching to rental our downtime and 
operations have greatly improved. A £70 per week van could 
cost £70 per hour in lost work if it’s off the road. We didn’t 
have that flexibility with the leasing companies. 

“Northgate recover it and get the driver on the road within 
an hour. They manage all our servicing 30 days in advance: 
we know when it needs to go in and can arrange it. When 
the driver turns up for the service he knows there’s a vehicle
waiting for him and he can go off and continue working.”

For some businesses rental may be the only viable option. 
Asset Alliance realised that many of its customers were 
operating on rolling contracts with their customers, often for 
12 months. For these operators, being locked in to a three-
year or longer deal could be financially crippling if they were 
to lose that contract.

Therefore Asset Alliance launched a flexible product that 
offers a leasing package but on a shorter rolling contract.

“Normally we offer them a full contract hire price and then 
offer a flex solution besides that,” says David Potter, commer-
cial and development director at Asset Alliance. 

“If they feel they don’t have the commitment from their 
customer to suit a three- or four-year deal the 12 month 
rolling may be a better option. It means we can leverage our 
buying power, buy the products at the right price and we can 
pass that saving on to the customers.”

Helen Brislane is the commercial manager at Momentum 
Instore which provides retail surveys and remerchandising 

services. She runs a rental-only fleet because the business 
operates lots of short contracts and uses temporary 
employees. Having a permanent fleet wouldn’t work for the 
business as its requirements for vehicles can fluctuate from 
anywhere between a handful and 300 at any time.

“We have negotiated hard with our supplier and I know that 
our rates are extremely competitive – the rental companies 
are open to negotiation,” says Brislane. “We also include 
breakdown and have been able to negotiate free delivery and 
collection so all costs are incorporated.”

PCNs, fines and damage risks
An operator who chooses to rent a vehicle is potentially at 
increased risk when it comes to penalty charge notices 
(PCNs), fines and damage recharges.

Rental vehicles can cause additional administration as any 
fines or PCNs will be directed to the hire company first. The 
hire company must then work out which client was renting 
the vehicle at the time and forward it. The operator is then 
at risk of being charged more for late payment.

To solve this issue most rental companies will pay all fines 
immediately and forward them on to the client. But those 
wanting to contest, or who have been penalised in error, 
often lose out.

Brislane says: “Parking charges are a big issue. Because 
we work for retailers we often use their car park or a retail 
park car park. If the driver isn’t reporting the registration to 
the right person and they aren’t passing it on to the parking 
company then we are inundated with PCNs. That’s due to 
the nature of the sector we are in.

“We’ve had success with one major parking company and 

“We buy the 
products at 

the right price 
and we can 
pass that 
saving on” 

David Potter,  
Asset Alliance
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we are permanently on their exemwe are permanently on their exemption list – but this came 
about after a prolonged period of about after a prolonged period of having charges cancelled. 
It’s reduced our tickets from abouIt’s reduced our tickets from about 800 per year to 350.

“There are other companies tha“There are other companies that want to do the same but 
because we use hire vehicles tbecause we use hire vehicles the registrations change 
every day and they don’t all have tevery day and they don’t all have the technology to support 
that.”

Damage recharges is a recurrinDamage recharges is a recurring issue for companies 
that rental vehicles. To try to othat rental vehicles. To try to overcome the issue, 
Europcar has developed a mobile aEuropcar has developed a mobile app which its drivers 
use on delivery and collection.

Russell says: “Often we find daRussell says: “Often we find damage on a vehicle, 
invoice the customer and they dispinvoice the customer and they dispute it. So we’ve got 
this technology now which our dthis technology now which our drivers use to take 
digital images of the vehicle includdigital images of the vehicle including the odometer 
and fuel gauge. That then is recand fuel gauge. That then is recorded in Google 
maps with the time and date. Itmaps with the time and date. It’s firm evidence 
that we didn’t cause that damthat we didn’t cause that damage and we’ll 
compare that with the photos frocompare that with the photos from delivery and 
collection. 

“If there is additional damage the“If there is additional damage then we will pass 
on those costs. If you can’t see ton those costs. If you can’t see the damage in 
the image then we don’t charge fthe image then we don’t charge for it.

“Damage on vans is more of a p“Damage on vans is more of a problem than 
with cars; mainly due to the size, twith cars; mainly due to the size, type of use and 
length on contracts.

“The issue for fleets is that o“The issue for fleets is that often these vehicles are 
driven by numerous drivers throdriven by numerous drivers throughout the rental. We do 
encourage a business to make suencourage a business to make sure that when we deliver a 
vehicle they look at the damage – wvehicle they look at the damage – we give a 24-hour amnesty 
so any damage reported within tso any damage reported within that period will not be 
charged.”

Brislane says damage remains a cBrislane says damage remains a challenge and is a huge 
cost to the business. “With any scost to the business. “With any sort of improvement in this 
area, there will still always be isarea, there will still always be issues with damage. When 
you deal with remote workers whyou deal with remote workers who get vehicles sent to their 
home address you rely on them to rhome address you rely on them to report the damage within 
the right timescale. 

“Communication and prompt a“Communication and prompt action is vital. The costs at 
the end of a lease wouldn’t be anthe end of a lease wouldn’t be anywhere near what we pay 
for incidental damage.”

By contrast Brown is happy wBy contrast Brown is happy with his rental company’s 
damage policy. 

“We’ve not had an issue, even w“We’ve not had an issue, even with in-life damage. It’s 
much easier than dealing with a lmuch easier than dealing with a leasing company,” he says. 
“The rental company just fixes it a“The rental company just fixes it and invoices us if it’s within 
a set limit. Larger damage is deaa set limit. Larger damage is dealt with by the 
insurance company and we treat insurance company and we treat it like 
a normal insurance claim.”

“Contract hire is remaining 
positive. I think it’s about 
being able to complement 
what is the right solution for 
the customer. There may be 

some flexibility required in the larger fleets 
and we can complement that with rental 
solutions.”
Colin Melvin, sales director at Fraikin

We’ve got several customers that have moved 
from a totally owned fleet to a totally hired 
fleet. We now have a process called Intelli-
Rentback where we go in and value a customer’s 
fleet to buy it from them then hire back new 

replacements. It gets their fleet back up-to-date. If they have 
run the fleet on extra years on the back of the credit crunch, 
this allows them to change in a quick timescale.”
James Rafferty, sales director at TOM Vehicle Rental 

Rental moving forward
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By Trevor Gehlcken

he van and truck industry is gearing 
up for the UK’s biggest industry event 
next month – the CV Show at the NEC 
in Birmingham from April 25-27.

As usual there will be hundreds of 
exhibitors attending. They will be
offering everything from nuts and 

bolts to 44-tonne trucks – and many of the 
manufacturers will be displaying new launches 
and fresh vehicle derivatives.

Here we present a run-down of companies 
which will be exhibiting vehicles, goods and 
services specifically of interest to our readers.

CV Show 2017 preview

T

ALL SET FOR THE BIGGEST 
VAN AND TRUCK SHOW
We look at some of the hundreds of exhibitors who will make the Birmingham event special

AXTEC

Overloading is 
an ever-present 
problem for van 
and truck oper-
ators but Axtec, 
the specialist 
supplier of 

weighing systems, will be showing how fleets can 
keep safe and on the right side of the law where 
cargo is concerned.

Axtec has chosen the show to launch a new aid 
specifically for artic drivers and operators. The 
Axtec OnBoard Axle Load Indicator means oper-
ators can now benefit from the same proven 
Axtec technology as operators of van and LCV 
rigid fleets to keep them running legally.

Axtec OnBoard is easy to use, simple to install 
and tamper-proof, having no external controls, 
knobs, buttons or switches. No settings can be 
accidentally changed and no driver training is 
required. 

It uses surface-mounted electronics and a clear 
colour display with integrated touchscreen. The 
system can be powered either by 12V or 24V, 
without adjustment.

BT FLEET
The provider of outsourced fleet management 
solutions will be at the show, with specialists on 
hand to explain how the firm’s expertise can take 
the weight off the shoulders of the fleet operator. 
Over the years, BT Fleet has gained a reputation 
for quality and technical excellence and has 64 
owned garages, 42 mobile engineers, 940 staff 
and has 120,000 vehicles under its wing.

FIAT PROFESSIONAL
Taking centre stage on the Fiat stand will be the 
new Fullback (pictured below), the manufactur-
er’s first foray into the world of 4x4 trucks. The 
model on display will be the SX, featuring a 180PS 
2.4-litre turbodiesel engine. 

The stand will also be showing the new Talento 
in long wheelbase guise, plus there will be a Ducato 
MWB hi-roof model, a Doblo Cargo featuring a 
1.2-litre petrol engine and a Fiorino city van.  

FLEETCHECK
An industry-first auto-
mated fleet policy 
writer is to be intro-
duced by FleetCheck at 
the show. The soft-
ware, called Policy 
Manager, is designed 

to guide companies of all sizes, but especially 
SMEs, through creating a legally compliant and 
operationally effective framework for their fleets.

Another app created to provide a simple, yet 
robust, way of carrying out essential commercial 
vehicle safety checks is the second new product
to be launched at the show.

Designed for HGVs, vans, buses and coaches, 
the Walkaround Check App creates the means to 
schedule, carry out, confirm, follow-up and audit 
all kinds of inspections from daily walkarounds to 
formal weekly or monthly checks.

It delivers a paper-free checking process, 
instant visibility of missed checks, uploading of 
photos, bespoke checking for specialist equip-
ment and automated mileage collection to enable 
accurate forward maintenance planning.

DAF TRUCKS
DAF Trucks will attend 
the show with the theme 
of DAF Transport Effi-
ciency, returning to its 
traditional location in Hall 
5 adjacent to an addi-
tional, large outside exhi-
bition area, which will be 
home to the company’s 
new Showtrekker hospi-
tality trailer.

DAF Transport Effi-
ciency encompasses a 
collection of product 
enhancements such as 
Silent Mode and Predictive Cruise Control, supported by its range of customer support services, 
namely, DAFaid, DAF MultiSupport R&M packages, DAF Parts and PACCAR Financial.

On show will be a mix of models from the company’s LF, CF and XF ranges supported by DAF 
experts from across the company. DAF Trucks’s in-house finance division, PACCAR Financial, 
will also be present, showing DAF First Choice, its approved used programme.

“We’re very excited to be back at the CV Show in 2017 and to be flying the flag for the heavy truck 
industry,” said DAF marketing manager, Phil Moon. “We’ve enjoyed a market-leading position for 
more than two decades now, and it’s for good reason.”
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VISIT US ON STAND 5H110 FOR
ULTI BAR

ULTI RACK

PIPE CARRIER

GENTILI’S G2000 HARRIER SYSTEM
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CHEVIN FLEET SOLUTIONS

Fleet software supplier Chevin will be at the show 
explaining to van and truck operators how data 
management is more important than ever for 
fleet compliance and admin control. Experts will 
be on hand to demonstrate the firm’s FleetWave 
system, which helps operators use fleet informa-
tion more effectively and achieve improvements 
in nearly every aspect of their jobs.

Software on display will include Workshop 
module, aimed at operators running their own 
workshops; Real-time Driver Licence Checking 
Service, a service to automate the checking of 
employees’ driving licences to determine whether 
drivers are legally entitled to operate company 
vehicles and alert organisations to incurred 
penalty points and offences; and FleetWave 
Mobile, a mobile app, used by drivers to perform 
daily vehicle inspections and capture defects 
which can be raised as jobs in the maintenance 
or workshop module.

CITROËN
Citroën has been gradually rolling out fresh 
versions of the new Dispatch and on the stand 
there will be small-, medium- and long-wheel-
base versions for fleets to see for the first time. 

There will also be numerous examples of 
Citroën’s Ready to Run range on show, plus a new 
long-wheelbase version of the Berlingo Electric 
and a celebration of 70 years of the H type van.

Fleet Operator Recognition Scheme (FORS)
The Fleet Operator Recognition Scheme (FORS) will be preaching the safety message at the show,
signing up van and truck operators to the group which aims to cut the death toll on Britain’s roads.

It will be rolling out FORS Professional, which is the new brand name for the full range of FORS 
training courses, workshops, eLearning and support materials, including Toolbox Talks, toolkits and 
practical reference guides.

FORS Professional supports the group’s three main principles – safety, efficiency and the environment.

FREIGHT TRANSPORT 
ASSOCIATION (FTA)

The FTA will 
once again 
showcase all 
its key prod-
ucts and 
services, with 
staff on hand 

to offer expert advice and information. 
There will be special membership offers 
available only at the show plus exclusive 
deals on FTA shop products.

Visitors can also view Vision, FTA’s compli-
ance software, that pulls together driver 
and vehicle management in one easy-to-
use platform. Many FTA members already 
use Vision to manage multiple sites, vehi-
cles and drivers. FTA’s Penalty Charge 
Notice service and driver licence checking 
can also be integrated to provide a complete 
one-stop-shop for operator compliance.

FTA head of vans Mark Cartwright will be 
talking about Van Excellence accreditation, 
FTA Small Fleet Programme and the impor-
tance of improving the image of the UK’s 
growing van industry.

GOODYEAR
The show will see the UK launch for Goodyear 
Proactive Solutions, a programme that offers a 
suite of demonstrated vehicle-to-fleet operations 
management solutions featuring advanced tele-
matics and predictive analytics technology.

Using intelligent computer algorithms, a wealth 
of data derived from Goodyear’s commercial tyre 
and service business and clear, accurate reporting, 
the solutions allow fleet operators to identify and 
resolve tyre-related and potential safety issues 
before they happen.

It enables fleets to monitor their vehicles and 
tyres in real time, affording them a competitive 
advantage while helping to increase their profit-
ability and operate more sustainably in a rapidly 
changing environment.

ISUZU
Prior to going on sale in the 
spring, the new generation 
Isuzu D-Max will make its 
debut at the show.

D-Max has been exten-
sively overhauled with a new 
1.9-litre turbodiesel power-
plant, which produces 
164PS and 360Nm of torque. 

The engine retains the 
3.5-tonne towing capacity 
and one tonne payload while 
providing a quieter, more 
refined and economical 
driving experience. Inside, a 
range of new touchscreen 
entertainment systems are 
available, equipped with Apple CarPlay and Android Auto as well as updated ergonomics and 
trim quality.  

Shift-On-The-Fly 4x4 is a key feature of the new truck. The rotary dial allows the driver to select 
four-wheel drive on the move as well as low range gears. New Hill Descent Control and Hill Start 
Assist are fitted across the range. 

The D-Max comes with a five-year/125,000-mile warranty. Running costs are kept down with 
12,000-mile or 24-month service intervals, five years’ recovery and European cover, a three-year 
paint warranty and a six-year anti-corrosion warranty.

FORD 
Although Ford doesn’t have any new launches this 
year, there will be plenty of new derivatives on the 
stand to interest fleet buyers.

A new Transit Courier Sport Van will be on 
display. This will take over from the old Fiesta Sport 
Van when that model ceases production soon.

Continuing the sporty theme, there will also be a 
Transit Custom Sport Van (pictured) with muscular 
extras for those who want a high profile vehicle.

Transit will also be on show featuring an intel-
ligent all-wheel drive system, which gives an 
improved performance on rough roads.
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Lyndon Systems, 
Doncaster based vehicle converter specialising in welfare vehicles.

Ring products are of the highest specification 

and quality, that’s why we trust Ring

Through our knowledge of vehicle electrics and lighting, Ring 

offers a portfolio of products to transform vehicles into mobile 

work centres. Fleet managers and installers can select inverters, 

battery chargers, hazard lighting, work lighting and interior 

lighting all from a single source.
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JAAMA

Fleet industry asset 
management soft-
ware provider 
Jaama will be 
showcasing the 
new functionality 
introduced to its 
web-based vehicle, 

driver and workshop management solution Key2
at the show.

Jaama invests more than £2 million per year on 
software development that keeps Key2 at the 
cutting edge of management solutions and that 
has continued with the introduction of vehicle
inspection sheets within the Workshop touch-
screen module.

The application allows technicians to view their 
work allocation and record their time against 
each vehicle work item. 

In addition, a technician is able to complete a 
vehicle service/inspection checklist sheet, which 
is fully configurable/customisable. Each check on 
the list has three options – completed, requires 
attention or not applicable – and if a technician’s 
work on a vehicle service/inspection is inter-
rupted the sophisticated technology will return to 
the appropriate page on resumption. On comple-
tion, checklist sheets are stored against the Key2 
Workshop job sheet.

A further development by Jaama is its new ‘My 
Vehicle App’ which delivers benefits to managers 
thanks to ‘auto-triggering’, as well as simplifying 
tasks for drivers.

LDV

LDV will be making 
its second appear-
ance at the show, 
having relaunched 
the old Maxus as the 
V80 last year. 

After going out of 
business in 2009, the machinery for making the 
vans was sold to SAIC in China but now the old 
Maxus has resurfaced in two sizes – 3.2 tonnes 
gvw and 3.5 tonnes gvw. They will both be on the 
stand in panel van, tipper Luton and dropside 
formats.

The show will also see the debut of the electric-
powered EV80.

LICENCE BUREAU

Licence Bureau will demonstrate the seamless 
integration of Tacho and CPC information into its 
fully-customisable CMS platform during the 
show. 

Established in 2003, the price of its driver 
licence checking service – recommended every 
three months – will be 70p per check, reduced 
from the current 90p from April 1. 

This comes as Licence Bureau forecasts it will 
check its three millionth licence in the forth-
coming year, just three years after hitting the one 
million mark.

Licence Bureau is continuing to work closely 
with industry associations such as the Freight 
Transport Association (FTA) and the Fleet Oper-
ator Recognition Scheme (FORS), driving an 
industry-wide safety first culture. 

It also launched its driver safety guide at the 
start of 2017 with road safety charity Brake, 
raising further awareness of fleets remaining 
compliant behind the wheel following a successful 
social media campaign over Christmas.

KWIK FIT

Kwik Fit, the UK’s largest automotive repair company, will promote two new services at the show 
– Mobile7 and a Fleet Web Booking tyre facility.

In recent years, Kwik Fit has increased its penetration of the light van sector notably as a result 
of extending its reach into the vehicle servicing and MOT segment as well as building on its long-
established reputation as a major provider of traditional fast-fit services. 

With the launch of Mobile7 and Fleet Web Bookings – both designed to minimise fleet 
and driver inconvenience and maximise vehicle uptime – Kwik Fit anticipates further light 
commercial vehicle demand for its range of services to the corporate sector.

Director Peter Lambert said: “At the event five years ago Kwik Fit launched its 
improved service to light commercial vehicle fleets, small business, sole traders and 
the retail market.

“Since then demand for Kwik Fit’s light commercial vehicle tyre fitting proposition 
and expanded range of mechanical services has increased significantly, particularly 
as the number of vans on the UK’s roads continues to rise rapidly.

“Kwik Fit’s launch of Mobile7 and Fleet Web Booking for tyres deliver further signif-
icant benefits to van fleets and their drivers, which we anticipate will translate into 
business growth.”

PEUGEOT

The French manufacturer has been picking up 
prizes galore for its new Expert medium panel 
van and examples will be on the stand at the 
show, including the new long-wheelbase version, 
the latest to join the range, plus the Expert 
crewvan with seating for five passengers.

There will also be a new electric version of the 
Partner on the stand – the Partner L2, in Royal 
Mail livery. The firm has supplied 20,000 vehicles 
to the postal group since 2009.

MARSHALL FLEET SOLUTIONS

Marshall Fleet Solutions is back at the show after 
several years’ absence and is promising “a few 
surprises” on its stand. Founded in 1972, the
company is the UK’s largest independent refrig-
eration, tail-lift and commercial vehicle fleet 
service and support organisation and a dealer of 
ThermoKing equipment.

Visitors to the stand will be able to see the firm’s 
latest products and services, while experts will 
be on hand to discuss individual needs. MD 
George Ralph said: “We felt the time was right to 
return to the show. We think stand visitors will be 
pleasantly surprised by what will be revealed.”
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MAN

MAN will be using the show for the UK public debut of its new van – the TGE – alongside its range 
of heavy trucks.

TGE will be offered with two wheelbases and three roof heights. The entry-level starts at 3.0 
tonnes gvw, with an upper limit of 5.5 tonnes. MAN also presents its new TG range, displaying 
TGX and TGL models featuring Euro 6-compliant engines and the latest driveline innovations.

While the TGE is basically a revamped version of the new Volkswagen Crafter, MAN is quick to 
point out that there will be some fundamental differences between the two models. Extra safety 
systems will come as standard, while operators will be able to take advantage of MAN’s truck 
dealer network, offering out-of-hours servicing and maintenance.

RENAULT

Following record UK van sales in 2016, the 
Renault Pro+ brand will return to the show.

Renault will occupy a prominent position 
in Hall 5 and showcase 15 vehicles that 
illustrate the diversity and versatility of its 
extensive LCV range with a number of UK 
debuts.  

The All-New Alaskan one-tonne pick-up 
will be present, a will the Master ZE – 
offering zero emissions in use with a large 
load capacity for the first time – and the 
uprated Kangoo Van ZE with its upgraded 
range and charging capabilities.  

The stand will also feature the new 
Formula Editions – special editions of 
Master, Trafic and Kangoo that celebrate 
Renault’s presence in Formula One. There 
will also be the enhanced traction range on 
display along with the Master 4x4.

ROAD HAULAGE ASSOCIATION 

The RHA stand will include analysis demonstra-
tions, a new catalogue with more products than 
ever and the opportunity to speak to both training 
and compliance teams. 

Legal Services and FR8 insurance experts will 
be on hand to answer any questions from haul-
iers. Information on other exclusive business
partner services will be available ranging from 
vehicle inspections, rescue and recovery, health 
and safety services to the relaunch of the RHA 
Fuelcard.

The RHA’s active policy team will be present to 
provide members with the latest campaigning 
achievements and details of ongoing work with 
Government and beyond as the group continues 
to lobby for the industry and everyone in it. 

SNAP ACCOUNT

Snap Account claims to be the truck driver’s 
friend, helping with parking, vehicle 
washing, repairs, daily checks and payment 
of the Dartford Crossing charge by chan-
nelling all these facilities through a single 
payment system.

At present Snap operates purely in the 
UK, but at the show the firm will be rolling 
out a pan-European service to enhance its 
offering. Snap has 50,000 drivers on its 
books, half of whom come from across the 
Channel, so bosses decided that expanding 
across Europe was an obvious way of 
taking their business to the next level.

VISION TRACK

Vision Track will be launching the Halo 360 at the show, a fully-inte-
grated video telematics cloud solution. 

Halo 360 is a four-camera system that links to the Internet of Things 
cloud-based software to provide instant live or event video updates 
direct to the fleet manager’s computer, anywhere in the world. 

It continuously sends data via a 3G signal to the cloud and can be 
accessed by desktop, Android or IOS apps.

TOMTOM TELEMATICS

Visitors will be 
able to take a first-
hand look at the 
advanced solu-
tions for truck and 
van operators 
available with the 

Webfleet fleet management system – from 
specialist driver terminals to dedicated applica-
tions, including truck navigation, tachograph
management, and predefined route and itinerary 
order creation.

A wealth of applications for the Pro 8275 driver 
terminal will be showcased, including Truck 
Parking Europe and dedicated apps to help 
streamline field-to-office processes, including 
vehicle checks and proof of delivery.

The TomTom Pro 2020 will also be in action at 
the show, a compact award-winning device that 
combines RFID driver identification, mileage
logbook, working time management and high-
level driver performance technology.



Is your  
fleet driving 
blind? Get a 
clearer view 
with Reflex.
 

Reflex understands the 
importance of insight when 
running your fleet, which is 
why we provide telematics 
and dash cameras with 
every vehicle we hire. We 
also restrict all our vehicles 
to 70mph.
 

Our comprehensive duty 
of care package gives you 
confidence by ensuring 
your fleet is protected 24 
hours a day, so that you 

can see how your vans 
are used on the road and 
take more effective control 
of drivers and vehicles.
 

Our range of products 
have helped to transform 
many fleets with ground-
breaking technology and 
industry-leading service 
levels and your fleet could 
be the next to benefit.
 

Reflex – intelligent, 
flexible van hire. 

Find out how we can help 

your business. Call us on 

0345 609 2345 or email 

sales@reflexvans.com

We’re exhibiting 

at the CV show on 

25-27 April. Visit us 

on stand 5A77.

Pertemps Driver  
Training at The CV Show

Win FREE driver training!
Walk away with a whole host of giveaways!

Visit us on stand 

5A130 at the  

NEC, Birmingham

Driver Training courses and solutions

Driver behaviour expertise

Experts promoting road safety initiatives
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WILCOMATIC
A comprehensive range of wash equipment will 
be on show from Wilcomatic Wash Systems.

There is an underbody wash for any type of 
vehicle using spinning, oscillating and fixed high 
pressure jets. 

This year’s show will also see the launch of a 
range of new wheel cleaning systems, led by a 
Wilcomatic attachment for any of its commercial 
washes that uses oscillating, high pressure jets, 
positioned to clean wheels and sills to a high 
standard.

Under the Wilcomatic Industrial banner the 
company’s sister companies are also producing 
four new heavy-duty wheel cleaning systems.

SSANGYONG

Korean manufacturer SsangYong will have
examples of the new Musso, Rexton and Korando 
LCVs on display on its stand, offering bargain 
basement off-roaders with a five-year unlimited 
mileage warranty.

The new Musso has a 2.2-litre Euro 6 turbo-
diesel powerplant, a one-tonne payload and a 
three-tonne towing capability at a price of £15,995 
ex-VAT.

The Rexton LCV starts at £19,495 ex-VAT and 
features a 2.2-litre Euro 6 engine offering 178PS 
and 400Nm of torque, while fuel economy on the 
combined cycle is up to 40.4mpg and CO2 emis2 -
sions drop to 184g/km.

Meanwhile, Korando LCV prices start at £13,995 
ex-VAT. Now also with a 2.2-litre Euro 6 power-
plant, this van has 433kg payload, 1.3 cubic metre 
load volume and 4x4 capability on CSE variants. 
Max power is up 19% over the old model at 178PS, 
while torque rises to 400Nm – up 11%.

TOYOTA

Toyota recently launched the new Hilux and 
Proace – and both will be on its stand at the show. 
In addition, Toyota will be revealing its Back in 
Business strategy, aiming to show that the manu-
facturer is now a credible alternative for LCV 
fleets. 

Dedicated LCV manager Gareth Matthews will 
be on the stand to welcome visitors. There will 
also be the announcement of a new converter 
programme and new racking kits, plus the reveal 
of the latest Proace – the Verso VIP.

VOLKSWAGEN

The German manufacturer is at the show with a bang this year and taking centre stage on the 
stand will be the new Crafter which goes on sale in the spring. In addition to the panel van there 
will be a dropside variant, plus a VW mobile service clinic van.

There will also be a left-hand drive version of the e-load Up small electric van, based on  the 
e-Up car and offering 990 litres of cargo space and a 360kg payload. 

VW will be gauging visitor reactions and may consider bringing it to the UK in the future 
dependent on the level of interest shown. The stand will also feature a Caddy Black model 
(pictured), Transporter Sportline and Amarok Aventura.

SMART WITNESS

Dashcams are fast becoming a must-have 
item in the cabs of van and truck drivers and 
Smart Witness has been at the forefront of 
developing this fast-moving technology. 

The company will be at the show explaining 
how dashcams can help both drivers and 
fleet operators. At present many fleets use 
multiple telematics technologies to run 
their operations and experts will be 
explaining how many of these can now be 
brought together in a single unit.

Smart Witness will be welcoming some 
of its new technology partners to the stand 
to celebrate theto celebrate the 
new era in the 
c o n n e c t e d 
vehicle world.  
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Used values under pressure  
as van volumes increase

Advertisement feature

L
ight commercial vehicle 

volumes rose sharply in 

January, putting pressure 

on average values and 

conversion rates, particularly in 

the fleet, lease and daily rental 

sector, where values fell by 1.0% 

compared to December.  

Despite this, the headline 

average LCV value reached a 

new record level of £6,409 as a 

richer mix of stock was sold.

Buyer interest remained strong 

both in the auction hall and 

online, but the abundance of 

stock from all sources generally 

outweighed demand.   

However, to put this into 

context, the last four months 

have seen the four highest 

average values on record and 

average LCV values were up by 

£508 (8.6%), year-on-year.

Fleet and lease
The fleet and lease LCV sector 

saw average values fall back 

by £76 (1.0%) to £7,098 in 

January as volumes climbed 

significantly ahead compared to 

December. Retained value 

against MRP (manufacturer 

recommended price) fell slightly 

to 35.81%. Year-on-year, values  

were up by £478 (7.2%), with 

average age and mileage 

declining when compared to the 

same period in 2015. 

Part-exchange
Average part-exchange LCV 

values improved marginally in 

January, rising by £25 (0.6%) to 

£4,020. Year-on-year, values 

were down by £29 as 

comparative age and mileage 

figures continued to rise.

Nearly-new
Nearly-new LCV values fell 

back for the second consecutive 

month, averaging £14,435 in 

January, although values were 

up, 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. 
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Volumes rose sharply in January, putting pressure on average values



£5,576
strongest average January 

figure for eight years at 
Manheim

£6,409
another record in average 

prices recorded at BCA
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By Trevor Gehlcken

sed vans are flooding on to the auction market as 
2017 unfolds, but the big players are still reporting 
record average sales prices, even with all the extra 
vehicles coming under the hammer.

At Manheim Auctions, for example, there was a 
24% increase in the number of vans offered for sale in 
January over the same month in 2016, yet average prices hit
another record of £5,576, the strongest figure in eight years 
– a rise of 9% year-on-year and 3.2% on December 2016.

Conversion rates were down by 6% compared to the same 
month in 2016, but this is to be expected with the huge 
increase in volume, with vendors selling right until Christmas.

Matthew Davock, head of LCV at Manheim, said: “Since we 
opened our doors at the start of the year, there has been a 
consistent wave of van volume and going into February, this 
had showed no signs of slowing down.

“We sold more vans in January than we have for six years, 
with sold volumes 18% above the same month in 2016. Given 
we have also witnessed slight degradation in overall return 
condition – with average recorded damage £368 up year-on-
year – and higher duplication of stock, our sales perform-
ance and increase in selling price is a fantastic result.”

Online performance at Manheim continues to grow, with 
33% of vans sold in January going to online buyers, which 
was 5% higher than January 2016 and 2% above the figure 
recorded in December.

Davock said: “An increase in 8-16-month-old stock at 
Manheim’s auctions has had a positive impact on average 

U
selling price, but has potentially been negative for overall 
conversion rates, as younger, lower mileage vans with some 
damage have not been at the top of our buyers’ wish lists. 
This is augmented especially when you consider the great 
offers manufacturers are making on new and pre-regis-
tered stock.

“Overall buyer activity remains very positive, with physical 
footfall slightly lower than expected, but our clickfall of online 
buyers continues to increase. Many buyers have reported 
retail activity for the first two weeks of the year was fairly 
slow, but picked up at the end of the month.

“Optimism and strength are our watchwords for the van 
market, having recorded volume and average selling price 
at their highest levels for eight years. In February, extra focus 
should be put on realistic pricing of duplicate, late-plated and 
damaged stock to ensure buyer engagement and conversion 
rates remains high.”

It was a similar story at BCA, where volumes of vans on 
offer rose sharply, yet another record in average prices was 
recorded – £6,409 or 8.6% higher year-on-year.

BCA LCV operations director Duncan Ward commented: 
“While January saw good levels of buyer activity at BCA and 
a busy marketplace, the volumes available from a variety of 
sources simply outstripped demand. This impacted on 
conversion rates as buyers were presented with a much 
wider choice of stock.

“Typically, the best presented and specified vans 
outperformed the market by some margin, 
although higher mileage or damaged examples 

AVERAGE SALE PRICES CONTINUE 
TO HIT RECORD LEVELS AT AUCTION
Highest figures achieved even though year started with many extra vehicles coming under hammer

There has been a consistent 
wave of van volume at Manheim 

since the start of the year



What the experts say

“With a strong variety of 
vehicles surpassing their 
reserves regardless of age, 
the first plant sales of 2017 
have demonstrated demand 
is as healthy as ever”
Tim Spencer, Shoreham Vehicle Auctions

61
months was the average age    
of vehicles available to buy

77,014
average recorded mileage on 
the vehicles up for auction
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needed to be realistically valued to attract attention 
from the buyers. It underlines the importance of 
appraising and valuing vehicles sensibly and in line 

with market expectations.
“As we have seen in recent months, there is plenty of 

interest for any vehicles with an unusual configuration or 
special equipment and, as always, any vehicle suitable for 
the delivery or courier markets was sought after. Vehicles 
suitable for the construction and building industries remain 
popular with tippers and dropsides selling strongly.”

At Shoreham Vehicle Auctions, heavy goods vehicles 
(HGVs) and ex-utility stock starred in January, with the begin-
ning of 2017 exceeding all expectations.

A wide range of volume from utility companies, local 
authorities, councils and fleet and leasing vendors continues 
to be well received at the south coast auctioneers’ Lancing-
based auction house, with more than 400 units going under 
the hammer in January alone.

Despite the increased stock that was on offer after a rela-
tive backlog following the Christmas break, conversion rates 
for such units remain high, reflecting the promising local and 
national demand for a wide variety of well-maintained stock 
in the marketplace, if priced accordingly.

Such units that were positively received included two 2001 
ex-fire and rescue Land Rover Defenders, with just 15,000 
and 30,000 kilometres (9,320 and 18,640 miles) on the clock 
respectively and a 2005 Renault Midlum 220 Curtainside 
with more than 500,000 (310,686) on the clock. 

Also featured was a wide variety of Mercedes-Benz stock, 
including the ever-popular Unimog all-purpose vehicle and
a brace of Atego dropside trucks that featured additional 
specialist equipment such as hydraulic cranes.

“Alongside extremely encouraging LCV-only sales in 
January that defied the seasonal period, Shoreham has 
further consolidated its status as the south coast expert in 
handling ex-utility stock,” said Tim Spencer, commercial 
vehicle sales manager at Shoreham. 

“With a strong variety of vehicles surpassing their reserves 
regardless of age, the first plant sales of 2017 have demon-
strated demand is as healthy as ever for specialist vehicles.”

Despite the positive news from the auction floor, the used 
LCV market got off to a sluggish start with several sales 
actually poorly attended, according to Steve Botfield, senior 
editor, commercial vehicles and motorcycles, at CAP Red 
Book. However by the end of the second week in January, 
attendance levels had improved considerably. 

Botfield said: “There were plenty of potential buyers 
around, though many of the professionals seemed to be 
keeping a watching brief rather than actively bidding. At 
times, auctioneers struggled to gain sensible starting bids 

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

org/remarketing

Online

Insight: Remarketing

and all too often bidding was in small increments and pain-
fully slow, both in the halls and on the internet. 

“Overall the price performance against the guide was 
down by just under 3% with only 4x4 pick-ups and the low 
sales volume 3.5-tonne and forward control sectors bucking 
this trend. Whether it was just a case of the post-holiday 
blues or an indication of something more inauspicious 
remains to be seen. 

“One thing is for certain though, it wasn’t down to a 
shortage of stock. According to our daily analysis of the 
auction sale catalogues, January entries were up by 21% 
compared to December. While this almost certainly included 
some pent-up December stock, nonetheless the number of 
weekly entries had quickly climbed back to the average
levels we saw throughout 2016. The average age of vehicles 
was lower at 61 months while the average recorded mileage 
increased slightly from 75,559 to 77,014. 

“However, the thickness of the sales catalogue doesn’t 
always give a true picture of the supply situation. Model mix 
and the condition of vehicles are equally as important as the 
total number of entries.”

The availability of a wider choice of vehicles during January
led to an oversupply of ‘bread and butter’ models which has 
adversely affected some values, according to Andy Picton, 
chief commercial vehicle editor at Glass’s Guide. The best 
presented and highly specified examples remain limited in 
number and therefore continue to outperform the market.

Picton said: “This is borne out in the small and medium 
panel vans sectors where strongest demand has been for 
models such as the current Transit Connect, Citroën Berlingo 
Enterprise, Transit Custom Limited, Renault Trafic Sport, VW 
Transporter Highline and the Vauxhall Vivaro Sportive.

“Others such as lower spec Berlingos, Corsavan, the 
Peugeot Expert/Citroën Dispatch, Vito, Vivaro, Trafic and 
even the Transporter have seen values come under down-
ward pressure in recent weeks. This trend is expected to 
continue as buyers demand higher specification models 
where possible.”

He continued: “Overall for January, after the typical slow 
start to the year, the used market seems to have picked up 
where it left off at the end of December. Attendances at 
auction are steady while internet action continues to increase. 
The used market is performing strongly with the right stock 
being snapped up without hesitation.

“What is of concern, and something that is being monitored 
closely, is the downward pressure that is currently being 
placed on values of duplicate, unprepared or damaged stock. 
Should these large volumes continue to the same level into 
the second quarter, then further downward pressure must 
be expected on all but the best examples.”

“At times, auctioneers 
struggled to gain sensible 
starting bids and all      
too often bidding was      
in small increments      
and painfully slow”
Steve Botfield, CAP Red Book

“Should these large volumes 
continue to the same level 
into the second quarter, 
then further downward  
pressure must be expected 
on all but the best examples”
Andy Picton, Glass’s Guide
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The Commercial Fleet Fleets Informed 
programme is designed to deliver 

comprehensive advice and knowledge to 
fleet decision-makers. Here is an introduction 

to the three Fleets Informed commercial 
partners and their topics

IN PARTNERSHIP WITH
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“This could mean taking vehicles on 
short-term deals – perhaps for one or two 
years (or even less) instead of the five- or 
seven-year contract hire arrangements”

– Danny Glynn, managing director of Enterprise Flex-E-Rent

For more information visit www.flexerent.co.uk, 

email info@flexerent.co.uk or call 0800 328 9001

here’s still not much clarity on 

what Brexit will mean for the UK, 

even so close to the activation of 

Article 50. We’re still seeing 

many businesses putting long-

term decision-making on hold. They’re 

unsure of demand and keeping plans 

short-term. 

Many are worried that the commercial 

impact of Brexit will be like the crash of 

2008-09. But financially and economically, 

the two are significantly different. There’s 

no credit crunch here. 

In fact, funding is still widely available 

and actually seems cheaper than ever. Is 

this one of the greatest risks: that cash is 

temptingly affordable? 

Some sectors like construction are 

seeing transport SMEs and owner-

operators prosper as bigger companies 

outsource the surplus to them, rather than 

expanding their own fleets through long-

term contracts at a time when customers 

may be unwilling to commit. 

At the same time, vehicle providers are 

enticing sales by promoting low-cost 

deals. It can all make purchasing vehicles 

look attractive. 

However, indications that US interest 

rates may be rising, and that the economy 

may turn at any point, means that even 

companies with rising revenues need to 

be careful about what may lie around the 

corner. Being tied in to loans for fixed 

assets can hurt: flexibility to change your 

van and truck fleet when circumstances 

alter has never been more important. 

Because many end customers are 

unwilling to commit to long-term 

distribution contracts due to their concerns 

over Brexit, operators could benefit from 

being wary of large capital commitments. 

Thinking flexibly works. 

It’s vital to maintain a fleet that supports

customer demand – and, in this case, that 

tends to be for short-term contracts at best. 

That could mean taking vehicles on 

shorter-term deals – perhaps for one or 

two years (or even less) instead of the five- 

or seven-year contract hire arrangements 

T
that operators previously adopted.

That presents challenges: how many 

commercial vehicle providers are willing 

to take the risk on shorter agreements? 

Many don’t want to offer flexibility because 

they may end up lumbered with a fleet 

they can’t shift in a year’s time. This may 

lead to either paying a premium or 

compromising on vehicle specifications. 

So it’s more important than ever to deal 

with providers that can withstand 

uncertainty and offer flexibility without 

limitations. Their financial solidity should 

be among the first considerations, so that 

fleet operators know their partner can 

hold up under the strain and always have 

the right vehicles to hand.

We may not yet know all the longer-term 

implications of Brexit, but the immediate 

impact is more about what’s not happening 

than what is: many organisations are 

simply unwilling to commit to long-term 

contracts, whether as vendor or buyer. 

So, although it may still be easy to 

acquire new vehicles outright or take on 

long-term funding deals, what’s clear is 

that businesses should look at being more 

open in their approach. If they haven’t 

seriously looked at flexible rental before, 

now is the time.

General unwillingness to commit to long-term contracts should be 
mirrored in fleet decisions so it’s time to consider flexible rentals

FLEETS
I N F O R M E D

CommercialFleetBrought to you by

R E N TA L

– Danny Glynn, managing director of Enterprise Flex-E-Rent

Flexibility is the 
order of post-Brexit day 
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“We also emphasise 
the importance of 

commercial vehicle 
drivers being able 

to do their job 
easily, safely 

and efficiently”

For more information email  
richard.tilden@lexautolease.co.uk  
or visit www.lexautolease.co.uk

s part of Lloyds Banking 

Group, Lex Autolease is 

committed to helping Britain 

prosper. Whether for start-

ups with one vehicle or 

multi-nationals with a fleet of thousands, 

we provide a range of services to ensure 

businesses reduce commercial vehicle 

downtime while maximising fleet effi-

ciency. This includes end-to-end fleet 

management solutions and actionable 

management information. 

Through our services and vehicles, we 

also emphasise the importance of 

commercial vehicle drivers being able to 

do their job easily, safely and efficiently. 

Our method is simple, but effective. We 

do not just hand over a vehicle’s keys, but 

take a fully consultative approach with all 

of our customers. Our established and 

dedicated commercial fleet engineering 

consultancy team is unique and does not consultancy team is unique and does not 

just help us stand out within the sector, but 

is focused on supporting businesses in 

achieving their fleet goals. 

The eight-strong team has more than 

250 years’ combined experience within 

commercial fleet management, which 

means we can give businesses the 

support and advice they need on key 

areas such as vehicle specification, tax, 

health & safety and compliance. Sitting 

outside of the sales teams, they are 

A
rewarded for achieving good customer 

outcomes rather than for revenue. This 

ensures our customers benefit from 

impartial operational and organisational 

advice to help their fleet continually meet 

any changing business needs. 

Working alongside our engineering 

consultancy team is a dedicated crew of 

commercial fleet technicians and 

commercial vehicle downtime managers. 

They actively participate in key industry 

boards and committees, and their 

membership of leading industry 

organisations means we have access to

unrivalled insight about existing and

emerging challenges faced by commercial 

fleet managers.

As well as sharing insight, providing 

fleet guidance and maximising vehicles’ 

on-road time, we can also support busi-

nesses with cost-efficiency strategies.  

We have been closely involved in the 

design of new ultra-lightweight racking 

and innovative internal storage solutions, 

giving businesses additional opportuni-

ties to cut costs.

In addition, we continue to focus on 

sustainability and increased our number 

of electric vehicles by 20% last year.

We work closely with the wider industry 

on new OEM products, designs, innova-

tion and legislation.  

In recognition of our efforts to promote 

safe and legal operations, and by consist-

ently demonstrating our commitment to 

best practice, compliance and health & best practice, compliance and health & 

safety, we have been awarded Gold 

Partner Certification for Van Excellence by 

the Freight Transport Association (FTA).

We currently manage more than 100,000 

commercial vehicles across the UK, 

supporting them with a national network 

of agents and suppliers to cover fleet 

needs 24/7. What does this mean? National 

coverage with a local feel to ensure busi-

nesses keep their commercial fleet on the 

road, supporting their needs.

Lex Autolease doesn’t just hand over the keys, it strives to offer a 
comprehensive service that is effective and all about best practice  

Impartial advice 
to meet changing needsto meet changing needs ne d ne d ne d ne d ne d ne d ne d ne d ne ne ne ne ne ne ne ne ne ne ne ne ne ne ne ne ne ne ne
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“From advanced, engine-protecting fuels to       
autonomous vehicles, Fluid Thinking shows          
you what’s really going to make a difference”

Discover Fluid Thinking at FluidThinking.shell.co.uk
For more information on euroShell Fuel Cards – call Shell UK on 0800 915 6020

hell has combined its vast fleet 

expertise to create Fluid 

Thinking, an information 

resource for fleet managers that 

is kept up to date with all the 

latest driving intelligence. 

From showing how new fuel technolo-

gies can keep your fleet on the road to 

explanations of the latest automated 

vehicle technology and top tips on 

reducing stress, Fluid Thinking from Shell 

has all you need to know.

Fluid Thinking for People: People are at 

the heart of any fleet business successes. 

Shell has been working with experts to 

find the latest tips and techniques on 

creating the best working environment to 

help you attract the best talent who want 

to deliver their best for you, every single 

day. 

In Fluid Thinking you’ll find detailed 

information about driver wellbeing. We 

cover everything from how to create the 

best rest stops to tackling driver fatigue.

With the latter a big factor in road safety 

which, in turn, is a huge concern for fleet 

managers, Shell is committed to helping 

you keep your drivers safe and healthy 

both on and off the road.

At Shell we know that it’s not just on the 

road where the pressure rises. We under-

stand that managing the diverse needs of 

fleets can be a real stretch. Fluid Thinking 

brings you the latest advice on efficient 

management techniques, up-to-date soft-

ware and technology that cuts admin and 

reduces spend. 

Fluid Thinking for Data and Value: One 

thing that has increased the workload for 

fleet managers more than anything else 

is the amount of information flowing into 

the organisation. 

Growing numbers of vehicles are using 

telematics systems. The move towards 

S

Advanced Driver Assistance Systems 

(ADAS) means the amount of data fleet

managers are going to need to manage, 

process and act on is only going to get 

bigger. 

Fluid Thinking is plunging deep into the 

data universe to bring you the best advice 

on managing data; understanding where 

to access expert help; what technologies 

to implement and what new layers of data 

mean for the efficiency of your teams. 

Fluid Thinking for the Future: Shell is 

committed to introducing fleet managers 

to the most effective innovations on the 

market. From advanced, engine-

protecting fuels to autonomous vehicles, 

Fluid Thinking shows you what’s really 

going to make a difference. 

With expert market analysis and view-

points from leading industry figures, 

Shell’s unique access and insight cuts 

through the mass of information to show 

you what you really need to know.

In just a few minutes each day, you can 

access our resources to supercharge your 

fleet and take your business to the next 

level. Join Shell’s community of forward-

thinking fleet managers. Come to Fluid 

Thinking for a brand new view on fleet. 

Fluid Thinking 
from Shell will offer 
insight and inspiration
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It’s a big task to keep up with changes in fleet so Shell has created 
a new resource to help managers make more informed decisions
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PREPARE FOR THE 
ROAD AHEAD

The Commercial Vehicle Show 2017
Our industry operates in a world where change is constant and uncertainty 
is a fact of life. The ability to see all the latest vehicles, related products and 
services - and to talk face to face to the people who supply them, all in one 
place Ð is therefore ever more vital.

ThatÕs just one of the many reasons why a visit to the Commercial Vehicle 
Show 2017 is a must for anyone who wants to plan for whatever lies on the 
road ahead. See you at the NEC Birmingham, Tuesday 25th Ð Thursday 27th 

April 2017.
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By Liam Campbell

ith the cancellation of the AutoRAI Show 
this year, manufacturers and suppliers 
in the Benelux region (Belgium, the 
Netherlands and Luxembourg) have 
turned their attention to the 2017 Brus-
sels Motors Show to exhibit all their 
latest models and services. 

More than 440,000 people passed through the gates 
during the eight-day event to see what the 80 exhibitors had 
to offer. The majority of manufacturers were in attendance, 
with some using the event to premiere new vehicles.

Brussels show now the 
main Benelux attraction
With 80 exhibitors and 440,000
visitors, Belgian event has become 
must-attend for manufacturers

Brussels Motor Show 2017 Review

W
Vans and conversions
The big news regarding panel vans was the 
unveiling of the all-new Renault Master ZE 
and the second-generation Kangoo ZE. Both 
vehicles feature a newly-developed 33kWh 
lithium-ion battery, which equates to a range 
of around 168 miles on the smaller Kangoo 
and 124 miles on the Master, although the 
Master has a slightly more powerful output 
of 77PS compared to the Kangoo’s 62PS.

Another electric vehicle that was 
attracting attention was the MT, launched by 
a recent start-up company called Addax
Motors. The compact truck is aimed at local 
authorities and country estates, and Addax 
soon wants to expand out of its home
market of Belgium into new territories, 
including the UK. 

In contrast to the larger electric Renault 
vans, the MT has a choice of two outputs: 
8kW/100Nm and 9kW/180Nm. These offer a 
range of between 80 and 110km (50-68 
miles), with an impressive 1,000kg payload 
and a choice of two load lengths (2,150mm 
and 2,420mm). 

Like the Renault vans, the MT is backed by
a five year warranty.   

Iveco was demonstrating the versatility of 
its Daily range, with panel vans, box vans, 

tippers and even a 7.0-tonne car transporter 
on its stand. Carrying a first generation
model from 1978, the chassis was fitted with 
a Boniface Engineering car transporter body 
and offers a 5,100mm load length and a 
3.4-tonne payload.

As well as the large number of makes that 
exhibit light commercial vehicles on their 
own stands, the ‘Van Solutions’ display in 
Hall 3 drew attention to those who make or 
convert and equip these vehicles. 

Most of these were local bodybuilders that 
aren’t represented in the UK, but they have
developed a number of innovative designs.

One such example was a Transporter T6 
with an electric driveline, carried out by 
ABTe, and a box body conversion from Smart 
Box. An extra axle has been added so the 
payload isn’t harmed by the weight of the
battery, and Smart Box says it is the perfect
solution for urban delivery companies.

One name that was familiar was Scattolini 
– one of Europe’s leading bodybuilders. It 
had developed a three-way tipper for the 
Transporter, which featured exclusive design 
pillars, screwed and removable both at the
front and rear so they can be easily 
replaced.

With the cancellation of the       
2017 AutoRAI, Brussels is now      
the region’s largest motor show

Addax hopes to launch the 
MT in the UK by next year

The Renault Master ZE was the 
star of the show at Brussels
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Pick-up trucks

Light to medium trucks

This year looks set to follow on from 
2016 as another big one for pick-up 
trucks if the Brussels Motor Show is 
anything to go by. Isuzu took the
opportunity to display the D-Max’s 
all-new 1.9 litre engine, which is set 
to hit UK dealerships in the summer.

Although it is a considerable 
downsize from the current 2.5-litre 
(165PS/400Nm) unit, Isuzu argues the 
new engine is far more fuel efficient 
and cleaner, without compromising 
on performance. The power has 
increased slightly to 166PS, although 
the torque has been reduced to 
360Nm, while fuel economy is around 
10% better (around 40mpg) which 

makes it a more attractive option for 
fleet customers.

The product marketing team at 
Nissan recently said they were 
surprised at how well the top-spec 
Navara models were selling. 
Approximately 90% of Navara sales 
are with the flagship Tekna trim and
it is therefore no surprise that Nissan 
has decided to launch a limited 
edition model. The Trek -1° is based 
on the Tekna and the differences are
mainly cosmetic (black sport styling 
bars, LED spot lamps, 18-inch alloy 
wheels, etc.), although there is also 
a load bed cover which is hinged at 
the cab end.

In Hall 1, the ‘Truck & Transport’ 
show took place, and all the major 
players (DAF, Iveco, MAN, Mercedes-
Benz, Renault Trucks, Scania and 
Volvo Trucks) were represented as 
well as some of the smaller names 
like Fuso and Isuzu.

The focus on the DAF stand was 
the LF urban distribution truck. 
Taking pride of place was a 4x2
sleeper cab chassis, fitted with the 
most powerful 215PS/850Nm output 
of the 4.5-litre PX-5 engine. For the 
class of 14 to 16 tonnes, nine
wheelbase variants are available, 
ranging from 3,250mm to 6,300mm.

Also on the Isuzu stand was the 
N-Series, also known as the ‘Grafter’ 
in the UK, fitted with a locally 
sourced three-way tipper. Isuzu 
performs well in the 3.5-tonne tipper 
market, as its light chassis means it
can carry up to 1,245kg.

Fellow Japanese manufacturer 
Fuso was also exhibiting in the same
hall. Fuso has focused a lot of its

attention, and capital, on alternative 
fuels over recent years, and the Eco 
Hybrid took pride and place on the 
stand. The 152PS/370Nm 3.0-litre 
engine, developed by Fiat 
Powertrains, is complemented by a 
54PS/200Nm electric motor to offer 
an increased fuel economy of 38mpg.

Renault Trucks has the most 
comprehensive construction range of 
any truck manufacturer, and it was 
keen to demonstrate this at Brussels. 
The lighter of its two construction 
trucks, the C-Range (as opposed to
the more extreme K-Range), was on
display in day cab form and the 
446PS 13.0-litre DTi engine.

The focus of the MAN stand was
also on construction. The HydroDrive 
system, showcased on an MAN TGS, 
comprises of a hydropump on the 
gearbox output that supplies the 
wheel hub drives on the front axle to 
provides extra traction for trucks on 
slippery or rough terrain, or even
uneven surfaces like dirt tracks.

A Euro-6 Daily with a Boniface 
body carries a 1978 original

10% better (around 40mpg) which the cab end.

The limited edition Navara Trek -1° is based on 
the Tekna but features enhanced styling cues

MAN was demonstrating its 
Hydrodrive system on the new TGS

The LF is renowned for its               
efficiency and impressive payloads

“Addax soon wants to expand out 
of its home market of Belgium into 
new territories, including the UK”



‘Always ready – 
and fit for purpose’

Advertisement feature

For further information please call: 0116 217 3531, email: businesssolutions.co.uk
or visit: europcar.co.uk/business/van-hire-v2

Stuart Russell, Specialist Vehicle Director at 

Europcar, talks about how its specialist fleet 

is underpinning the construction sector. 

A
s winner of the Commercial Fleet 

Daily Rental Award 2016, Europcar 

has demonstrated a sustained 

commitment to businesses that need 

commercial vehicles. Nowhere more so is 

this playing a crucial role than in the 

construction sector where increased – and 

often unscheduled – demand is stretching 

resources.

‘Ready to rent’ in four hours

“At the heart of our service is an underlying 

customer promise – the right vehicle, in the 

right place, at the right time. We have, 

therefore, grown our specialist fleet fivefold in 

the past 12 months alone and have put even 

greater focus on vehicles that are ‘bread and 

butter’ for the construction and civil 

engineering sectors, importantly ensuring 

they are ‘ready to rent’ at short notice.

“With an extensive fleet of specialist 

vehicles, such as Dropsides, Tippers, Crew 

vans and 4x4 pickups, Europcar is rapidly 

gaining a name for being able to respond to 

the challenges of businesses that need hard-

working vehicles, fast. And making sure that 

a large proportion of our specialist vehicles 

conform to Chapter 8 legislation means we 

can effectively support the operations 

working on roads and railways as 

investment in UK infrastructure continues.

From one day to several weeks … and more

“The specialist vehicles rental length is 25% 

longer than the standard van fleet with the 

Double Cab Tipper being rented by many 

customers for several weeks. And defying 

perceptions that it’s only for bad weather 

months, our second busiest vehicle group is 

the 4x4 pick up.

“At Europcar our goal is to understand   

the specific needs of our commercial   

vehicle customers, and create a fleet and 

operational network that meets those needs.  

And with specialist teams at each of our   

Van Supersite Hubs, we’re ready for the 

challenge.”

“What’s particularly encouraging about 

our relationship with Europcar is its 

understanding of our very specific 

business needs”, explained Gareth Loye, 

Managing Director of UK and Ireland-

based construction firm, M&M Contractors.  

“All Europcar vehicles arrive prepared 

and Chapter 8 ready.  So, not only do we 

have vehicles that comply with regulations, 

but they can get to work immediately.

“Understanding that the unexpected is 

the status quo in our industry is also 

important. Europcar does consistently, 

providing the flexibility to hire a van for 

three hours or three years with as little as 

four hours’ notice. And that is particularly 

important in the current climate where we 

want to be able to grow, but don’t want to 

be tied into long-term agreements.  

“But probably most important of all, 

Europcar understands that the flexibility of 

hiring rather than owning enables us to 

grow our business with right vehicles 

when we need them which, in turn, 

supports our clients.  It’s a service that is 

eminently fit for purpose.”

A reliable partner in challenging times

“

The right vehicle, in the right place, 
at the right time is Europcar’s goal
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By Trevor Gehlcken
nyone who has had to find a care home for an 
aged loved one will well understand the prob-
lems I have been facing these past few months.

My 99-year-old father, who lives 120 miles 
away from me, was unable to look after himself 
any more and I was left with the task of finding 
him a new home and also storing or disposing 

of most of his life’s possessions.
It’s an emotional task to be sure – and for me a logistical 

nightmare as well, as most of the family heirlooms to be kept 
will be stored in my holiday home which is 300 miles from 
my main residence in Essex – and 300 miles in the opposite 
direction from my father, too.

The upshot of all this is that our long-term Citroën Dispatch 
has been put through its paces in no uncertain terms as 
many gruelling miles have been undertaken in mid-winter 
with full loads on board.

But though the Dispatch may be bloodied (well muddied 
anyway) it has marched through its travails like a Trojan, 
hardly putting a foot wrong and leaving me with an enor-
mous respect for this plucky newcomer.

I moaned last month about the slipperiness of the cargo 
floor but, of course, when boxes are piled up as they were 
in the rear end (see picture), this problem no longer exists. 
Mind you, one gripe that did arise is that the light in the cargo 
area is pretty pathetic and doesn’t give a lot of illumination 
for unloading bits and pieces on dark winter nights.

But that’s about as far as the brickbats go – the bouquets 
are indeed plentiful.

The seats, for example, are superbly supportive and, 
despite undertaking journeys of more than 400 miles in a 
day, I did not have cause to complain.

 NEED TO KNOW 
n Claimed fuel economy of 53.3mpg; we achieved 44.02mpg 
n Supportive seats especially good for long distances
n Possible to leave cargo light in “permanently on” position

And the stereo system gives a really good quality sound 
– none of those typical commercial vehicle ‘cooking’ versions 
here. Mind you, as an old groaner without an MP3 player or 
music on my smartphone, I could have done with a CD slot.

One reliability scare did raise its ugly head. I hadn’t used 
the van for a week and when I tried to start it, I found the 
battery was almost flat. After a quick jump start from my
neighbour and a lot of cussing and head scratching, I discov-
ered that the aforementioned cargo area light had been left 
in the ‘permanently on’ position, thus draining the battery 
over the days when the vehicle wasn’t being used. Most vans 
have lights in the back that automatically turn themselves 
off after 10 minutes or so.   

The van’s claimed fuel economy figure of 53.3mpg on the 
combined cycle has proved somewhat wide of the mark in 
real life, our test vehicle returning just 44.02mpg during its 
stay with us. To be fair though, many of the miles we have 
covered have been motorway ones in cold weather and with
big loads on board. Bearing in mind that the diesel engine is 
brand new too and has yet to loosen up, we weren’t too 
disappointed with that figure.

With a few more miles under its bonnet and on a few less 
demanding routes in summer, we would expect this figure 
to rise appreciably.

Final test

A

CITROËN DISPATCH
MODEL: BLUEHDI 120 M S&S ENTERPRISE

Payload 

1,487kg

Fuel economy 

53.3mpg

C02 emissions2

139g/km

Price as tested

£25,398

Gross vehicle weight (kg): 3,100

Power (PS/rpm): 120/3,750

Torque (Nm/rpm): 340/1,750

Load volume (cu m): 5.3

Payload (kg): 1,487

Comb fuel economy (mpg): 53.3

Actual fuel economy (mpg): n/a

CO2 emissions (g/km):2 139

Price as tested (ex-VAT): £25,398

Current mileage: 5,659

SPEC

More bouquets than brickbats for plucky performer that was up to the task on everything we asked of it

The Citroën Dispatch which, 
sadly, we have to hand back

Positioning of boxes at the rear can  
overcome slippery floor problems

“The Dispatch 
has marched 
through its 

travails like a 
Trojan, hardly 
putting a foot 

wrong”
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MODEL: 180E25

By Tim Campbell
veco has undergone many changes over the past few 
years, renewing its offerings across the product line-up 
from the ‘heavy end’ Stralis XP and the lighter 7.5-tonne 
Eurocargo which we tested last year. So this month we 
have gone to the other extreme and taken to the road 
in the 18-tonne version rigid – specifically the 180E25.

The range effectively starts around 7.5 tonnes gvw 
moving through virtually every major weight sector to the 
maximum two axle weight of 18 tonnes. 

Under the marketing strapline of “the truck the city likes” 
the Eurocargo was proclaimed the International Truck of the
Year for 2016 so Iveco must be doing something right and 
certainly the range is comprehensive, offering 11,000 factory 
versions according to Iveco.

As with most manufacturers, there is a large dividing line 
in product types around the 12-tonne gvw mark. In Iveco’s 
case this manifests itself in the switch from a one-step cab 
to a two-step and the 162PS power rating disappears with 
the higher cab.

The power unit for all is the familiar, albeit upgraded, Tector 
engine based on two engine blocks, either a four-cylinder 
4.5-litre (Tector 5) or six cylinder 6.7-litre (Tector 7). Power 
ratings on the Tector 5 start at 162PS progressing through 
193PS to the maximum 213PS, with the Tector 7 taking up 
the mantle at 223PS, 253PS and 284PS finishing at 324PS. 

Interestingly, the torque range on both engines is completely 
different, with the smaller Tector 5 covering band from 

I

 NEED TO KNOW 
■ Comprehensive range with 11,000 factory versions
■ Choice of five gearbox options
■ ‘EcoSwitch’ available on all six- to 12-speed options

Award-winning, self-proclaimed ‘truck the city likes’ offers array
of options and the 18-tonne version is a worthy sector competitor

IVECO EUROCARGO  

680Nm to 750Nm (70Nm) while the Tector 7 covers 800Nm 
to 1100Nm (300Nm) out of proportion to the 51PS and 101PS 
range respectively.

Having said all that, the 18-tonne versions are only offered 
with the Tector 7 engines at all power ratings as the 213PS 
of the Tector 5 is considered underpowered.

One of main features of both engines is their exclusive use 
of Iveco’s Hi-SCR after-treatment system which is lighter 
compared to conventional EGR/SCR combinations and 
eliminates regeneration downtime compared with other 
Euro 6 vehicles.

Eurocargo operators are spoilt for choice of gearbox with 
five potential options ranging from a six- and nine-speed 
manual to six- or 12-speed automatic, and specialist applica-
tions have the added bonus of a five-speed automatic.

Iveco engineers have employed smart technology with an 
electronically-controlled two-speed electromagnetic fan 
clutch which engages or disengages according to the cooling 
needs. Further fuel saving features include EcoRoll, intro-
duced on the 12-speed gearbox, which takes advantage of 
the vehicle’s inertia and automatically shifts the gearbox in 
and out of neutral to reduce fuel consumption when appro-
priate, such as when descending a hill.

This is enhanced by an ‘EcoSwitch’ available on all six- to 
12-speed auto gearboxes. It’s activated by the driver, and 
re-programmes the gear change logic for maximum effi-
ciency by activating the speed limiter, deactivating the kick-
down function, and only authorises automatic gear changes.

Suspension systems choices are traditional, comprising 
parabolic, semi-elliptical leaf spring and air suspensions 
controlled by an ECaS (electronically controlled air suspen-
sion) system, which guarantees a constant vehicle position 
regardless of the load level. While rear air is available across 
the heavier Eurocargo range, front air suspension is not an 
option on the heaviest 18-tonne derivative.

Driven

Payload 

9,750kg

Warranty 

2 years

Price as tested

n/a

Our demonstator  has a 
‘sympathetic’ appearance which 
is important for a distribution truck

The cab moves from one 
step to two as it passes 
the 12-tonne gvw mark

“The front 
cab and 

‘smiley’ grille 
design is 

probably one 
of the best 
facelifts on 
the market”
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There are eight wheelbases starting at the tipper-friendly 
3,690mm to the more haulage style 6,570mm with all the
18-tonne models having air brakes-supported engine 
braking via an exhaust valve on the Hi-SCR Tector engine.

Under the ‘driver assist’ banner, Iveco has a suite of tech-
nology-based safety features, some are legally required but 
others are product benefits to the operator that have become 
familiar in a modern family car.

Lane departure warning uses a windscreen-mounted 
camera, enabling the system to recognise the road mark-
ings and will sound an alarm if the vehicle changes lane 
without the driver signalling. Electronic vehicle stability 
control is supplemented by the advanced emergency 
braking system (AEBS) which measures the distance from 
the vehicle in front, and calculates the time remaining to take 
action before a potential collision. A double warning system 
is triggered before the brakes are applied automatically 
reducing the speed to 20mph (32kph) to avoid impact. In the 
case of a fixed obstacle, the system can prevent and 
moderate the impact by reducing the speed by 6mph.

Finally, adaptive cruise control adjusts the speed by main-
taining the distance from the vehicle in front via the AEBS 
radar, automatically reducing torque, then the engine brake 
and, finally, the service brake.

There are four cab types, starting with a day cab, two 
sleeper cabs (with two roof height options) and a six 
passenger (plus driver) crew cab with a standard low roof.

For our road test we choose the Tector 7 253PS two-step 
sleeper cab with a curtainside body from West Midlands-
based bodybuilder JC Payne.

The front cab and ‘smiley’ grille design is probably one of 
the best facelifts on the market. While this doesn’t add to the 
operating efficiency it helps provides a more sympathetic 
appearance which is important for a distribution vehicle.

The 18-tonne version is considerably larger than its 

SPEC
Price as tested: n/a

Gross vehicle weight (kg): 18,000

Engine capacity (cc): 6,780

Output (PS): 267

Torque (Nm): 850

Payload (kg): 9750 

Warranty Warranty W 2 years or 200,000kms

VERDICT
While the Eurocargo at 18 tonnes is not the natural 

choice of many operators at this weight there’s no 

doubt this is a worthy competitor in the sector –      

it’s a pity not many give it a go.

KEY RIVAL
DAF Trucks CF 260

Gross vehicle weight (kg): 18,000

Engine capacity (cc): 6,700

Output (PS): 253

Torque (Nm): 1,000

Payload (kg): 13.353*

7.5-tonne sibling and this is apparent as you step up into the 
cab which has a floor height around 1.1m, on a par with direct 
competitors. 

Once inside, the driver’s air-suspended seat with integral 
head restraint and safety belt settle you in quickly with 
particularly good support on the seat. 

Facing the driver are the standard dials and gauges placed 
in the central instrument panel. To the left is the central 
binnacle with a large selection of switches and the rotary 
heating/ventilation controls are underneath with the simple 
three button drive system also housed in this area.

The instruments light up like a Christmas tree on start-up, 
reminiscent of the old Iveco Control System. But everything 
soon cools down and there’s no excessive noise from the 
Tector engine, making for a pleasant cab environment.

Pulling away you notice the large mirrors offering great 
visibility aided by the large windows as well as the optional
CLOCS-style bottom window panel on the passenger’s side. 
The auto gearbox shifts up effortlessly although the shift 
down can just ‘hesitate’ as it looks for the right gear. But this 
happened only a couple times on our three-hour route.

While the paperwork says the Tector 7 253PS maximum 
torque of 850Nm is developed at 1,250rpm, on manual it 
went down to almost a 1,000rpm and picked up without 
hesitation. Staying within the green zone was a doddle 
throughout the mixture of urban and dual carriageway 
certainly helping to maintain the fuel economy.

*Based on Day cab and rear parabolic
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