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Defra’s attempt to use 
the Government’s 
decision to call a snap 
General Election as an 
excuse to delay the 
publication of the air 
quality plan has been 

thwarted by the courts (see page 6).
The air quality plan is seen as 

critical to tackling the illegal levels of 
air pollution across the country. 

New measures include the 
introduction of multiple clean-air 
zones where van and truck drivers 
will be charged if their vehicles do 
not meet emissions levels, and the 
possible introduction of a diesel 
scrappage schemes for older 
vehicles.

Both have implications for fleets, 
particularly the emergency services 
and those involved in last-mile 
deliveries, and will need to be weaved
into vehicle replacement policies to 
ensure they are not affected.

One concern has been a lack of 
uniformity if different urban areas 
introduce inconsistent rules around 
emissions. That seems to have been 
headed off after the Government 
provided greater clarity about its 
expectations at a national level.

Nevertheless, it is going to become 
increasingly challenging for fleets    
to take trucks and vans into city 
centres, hastening the onset of last 
mile distribution solutions such as 
robots, drones and hub/delivery 
operations. More on this in future 
issues.
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Investment in infrastructure ‘must continue’ irrespective of who is in power
The next Government must ensure the Roads 
Investment Strategy (RIS) remains protected and 
provides sufficient funding to deliver the full approved 
programme of improvements, says the Freight 
Transport Association (FTA).

More than 80% of goods go by road and, as the
economy grows, the demands placed on the road 
network will only increase. However, the FTA said   
that the quality of the existing road network is poor 
and maintenance of it must be improved to reduce the 
cost of congestion. 

The RHA said: “Congestion costs the UK economy 
£31bn per year and leads to increased pollution,
especially in urban areas. 

“In addition, poorly maintained roads cost the UK 
economy millions of pounds each year; the cost of 

repairing potholes alone has been estimated at £683m
per annum and the cost in vehicle repairs is more than
£675m per annum. The UK needs well-maintained
roads, fit for the  21st century, to make sure UK 
businesses are as competitive as possible.”

The RAC wants continued investment in the strategic
road network funded by ring-fencing Vehicle Excise 
Duty (VED).

In December 2014, the Government committed to 
investing £15bn in England’s strategic road network 
between 2015 and 2020 – known as RIS 1. 

RIS 2, which comes into effect from 2021, will be 
funded by VED which currently generates 
approximately £6bn per year for the Treasury. This 
figure is expected to increase further from 2020-21.

With RIS 1 well underway, the RAC wants the next

Government to commit to the development and delivery 
of RIS 2, the on-going hypothecation of VED to fund it 
and future roads investment strategies to cope with 
the rising demand expected on the network. 

Both the FTA and RHA are also calling for rest 
facilities for drivers to be improved. “Driver roadside 
facilities are poor for both overnight parking and 
45-minute breaks, hampering the effectiveness of 
logistics operations and the attractiveness of lorry 
driving as a profession,” the FTA says in its manifesto. 

“Government must ensure that highways authorities 
are provided with support for the development of new, 
and improvement of existing, roadside facilities for 
drivers. We recognise recent steps taken to improve
provision. However this is nowhere near enough and 
much more needs to be done.” 
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By Gareth Roberts

he commercial fleet industry is calling on the next 
Government not to punish it at the pumps by 
increasing fuel duty on diesel. The duty has been 
frozen since it was reduced by 1p per litre (ppl) in 
2011. But, it remains the highest in Europe at 
57.95ppl, representing a huge cost to business 
and, according to the Road Haulage Association 

(RHA), a massive tax on the entire supply chain.
The logistics sector pays 35% of fuel duty collected by the 

Treasury and contributes more than £121 billion Gross Value 
Added (GVA) to the UK economy. Annual turnover is esti-
mated at £1 trillion, while it also employs more than 2.5 
million people nationwide.

But, with the general election just a matter of weeks away 
on June 8, the Freight Transport Association (FTA), the RHA 
and RAC have called on all political parties not to risk 
economic growth by targeting diesel duty.

Publishing their own manifestos ahead of the national vote, 
they have put fuel duty, congestion, investment in roads and 
skills, road safety and a Brexit deal which delivers for the 
commercial fleet industry, among their chief policy concerns.

In light of a growing focus on pollution, and the publication 
of the current Government’s long-awaited air quality strategy 
(see page 6), the new Government may be tempted to 
discourage the use of diesel by creating a differential 
between fuel duty rates. 

Christopher Snelling, head of national policy at the FTA, 
said: “The logistics sector underpins every aspect of modern 
life and it is incumbent on the next Government to ensure 
that it remains a key consideration for [its] policy decisions, 
both domestically and internationally.”

However, he says, the sector should not be targeted for a 
pollution problem which is “the responsibility of all”. He 
argued: “There is no environmental purpose to increasing 

 News insight: General Election

T
diesel duty on vans and lorries, as unlike diesel car drivers, 
operators of these vehicles currently have no realistic alter-
native.”

The FTA says that Government support is still required to 
develop the market in alternative fuel vehicles to the point 
where technological development and economies of scale 
will make them fully competitive with diesel. 

For example, it says, support is required to help provide a 
national refuelling infrastructure for gas vehicles. Govern-
ment should also consider regulatory incentives to create 
market conditions and encourage uptake.

Snelling continued: “Business, including the logistics 
sector, has made significant improvements in its environ-
mental impacts in recent years, but there is more work to 
be done. It is vital the next UK Government continues to help 
and support freight and logistics operators.”

In 2014, a Treasury report indicated that lower levels of fuel 
duty help boost economic growth. It therefore follows,
according to the RAC, any rise in duty from the current rate
could prove damaging to the UK economy. 

For this reason, the RAC’s manifesto urges the next 

35%   
of fuel duty collected by the 

Treasury is paid by the      
logistics industry

Don’t dump on the diesels – lobbying groups
make strong case to parties seeking election
Transport and motoring bodies say next Government must help, not hinder, the logistics sector

“It is vital that the next     
UK Government continues    
to help and support freight    
and logistics operators”
Christopher Snelling, FTA
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Government to commit to no further increases in fuel duty 
for the entire duration of the next parliament. 

RAC chief executive officer Dave Hobday said: “It is vital, 
with motoring taxation at record levels, that there should be
a commitment not to increase fuel duty.” Otherwise he 
warned “it could stifle economic growth”.

However, the FTA and the RHA want the next Government 
to go one step further and cut fuel duty. 

Research from the Centre for Economics and Business 
Research (CEBR) shows that if a further 3ppl fuel duty cut 
was introduced by the Government it would bring substantial 
economic benefits; rises in other tax receipts would offset 
losses on fuel duty

“A 3ppl reduction in fuel duty would boost the economy and 
be revenue neutral for the Government,” said Snelling. “The 
resulting additional spending would reinvigorate the economy.”

In its manifesto, the RHA argues: “High duty drives up 
costs for companies and consumers, undermining the 
competitiveness of the UK and undermining the working 
capital of businesses. 

“The impact in the more remote areas of the UK – further 
from suppliers and major markets – is especially damaging. 
The next Government needs to reduce the differential
between duty rates in the UK and the rest of the EU.”

NOx emissions from HGVs are estimated to have fallen by 
one third in the past three years and continue to fall as new 
Euro VI HGVs replace older vehicles.

The FTA’s manifesto says the biggest challenge during the 
next Parliament will be how quickly can the cleanest ‘Euro 
VI/6’ lorries and vans be deployed in the cities with the
highest local pollution levels. 

The Government, it says, should offer support to busi-
nesses affected to both speed up the use of the cleanest 
diesel vehicles and to enable firms to cope with the transition 
to Clean Air Zones (CAZs). 

The RHA wants the removal of restrictions that force 
trucks to use congested roads at peak times and a “realistic 
scrappage scheme” for hauliers operating pre-Euro VI 
HGVs.

Another key policy to cut emissions, according to the FTA, 
would be reducing the amount of road freight journeys by 
enabling modern load-efficient vehicles to be used on the 
trunk road network; carrying more of the goods the UK 
requires in each single vehicle movement. 

The ‘Longer Semi Trailer’ now being trialled is delivering 
this concept. 

Government should allow research and testing of load-
efficient road freight concepts to assess safety and environ-
mental performance, says the FTA.

Snelling added: “The industry deserves the full support of 
the Government as it works to ensure the continued success 
of UK plc, and we expect whichever party is successful in 
next month’s general election to place logistics at the heart 
of its economic plans.”

57.95ppl    
is the highest rate of fuel 

duty in Europe

6
years fuel duty has 

been frozen

For more on the lead-up 
to the election, visit: 

www.fleetnews.co.uk/
general-election-2017

Online

Whatever the colour 
of the next Government the 

UK must remain competitive UK must remain competitive 

RIS 1 and 2 must 
continue unaltered 

say lobbying groups
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By Gareth Roberts

estricting the movement of diesel commercial 
vehicles in the UK’s towns and cities could hit the 
wider economy, the fleet industry has warned.

Clean Air Zones (CAZs) – areas where local 
authorities may be able to charge entry to vehi-
cles which fall below minimum emission stand-
ards – are central to the Government’s draft air 

quality plan which was published this month.
Under the plan, vans older than just two-and-a-half years, 

as well as lorries older than five years, could be charged a 
fee for entering a CAZ. 

Previously, the Department for Environment, Food and 
Rural Affairs (Defra) had identified five cities – Birmingham, 
Leeds, Nottingham, Derby and Southampton – where CAZs 
would need to be introduced. It still expects these cities to 
have implemented schemes by 2019, with a view to achieving 
statutory NO2 limits within “the shortest time possible”,2

expected to be 2020.
However, Defra suggests a further 36 towns and cities, not 

including London, will fail to meet legal NO2 limits by 20202

if no additional measures are introduced.
The Freight Transport Association (FTA) says restrictions 

on the movement of diesel vehicles and the increased cost 
of making deliveries into CAZs would hit operators hard.

“At a time when British businesses, particularly sole 
traders and SMEs, are under intense financial pressure, a 
clean air plan that will penalise vital logistics operators and 
prevent them reaching customers in our towns and cities 
would be a massive blow,” said FTA head of national and 
regional policy Christopher Snelling.

Furthermore, the FTA argues that the zones will not be 
transformative for air quality. 

“They are only bringing forward by a few years the change 
that was coming anyway,” continued Snelling. 

“However, they do pose a serious risk to the viability of 
many small businesses based in these zones, and a real risk 
to jobs and local prosperity.”

In order to mitigate these impacts and support the transi-
tion to CAZs, the air quality plan suggests the retrofitting of 
vehicles and support for ultra-low emission vehicles (ULEVs). 

The plan also pledges to update Government Buying 
Standards for public sector fleets to take account of nitrogen 
oxides (NOx) and to consult on increasing the weight limit of 
plug-in vans that can be driven on a category B licence.

In addition, the Government said it will look at the tax treat-
ment of diesel vehicles, with changes expected to be included 
in the autumn budget, general election permitting.

The retrofit option would entail the installation of selective 
catalytic reduction (SCR) technology for buses and heavy 
goods vehicles (HGVs) and liquefied petroleum gas (LPG) 
technology for black cabs. 

It is envisaged that a retrofit grant scheme would need to 
be established.

The Government says it will also establish a Clean Vehicle 
Retrofit Accreditation Scheme (CVRAS) which will provide 
independent evidence that a vehicle retrofit technology will 
deliver the expected pollutant emissions reductions and air 
quality benefits. The scheme is expected to be in place by 
the end of the year. 

A diesel scrappage scheme is not mentioned in the actual 
86-page air quality plan, but a technical report which accom-
panies it does consider its merits and the Government is 
keen to attract views as part of a consultation process. 

However, vans are not included in the technical report’s 
scrappage observations. 

Gerry Keaney, chief executive of the British Vehicle Rental 
and Leasing Association (BVRLA), said: “Commercial vehicle 
operators trading in older diesel vehicles should be given a
cash incentive – either money off or a discounted lease rate 
when choosing a Euro 6 van or Euro VI truck.”

Snelling added: “There is nothing in the consultation to 
support commercial vehicle users through these changes. 
This is another example of politics getting in the way of 
progress.”

The plan also outlines how Government Buying Standards 
(GBS) for public sector fleets will be updated later this year 
to take account of nitrogen oxides (NOx). 

“This will further encourage public sector fleets to choose 
ultra-low emission vehicles where possible,” said Keaney.

The consultation on the clean air plan will run until June 
31, with the final plan due to be published by July 31. 

Snelling concluded: “We will not now know where lorries 
and vans will be restricted until next year, giving little time 
for businesses to adapt and leaving many with potentially 
large bills on top of rising operating costs in a difficult trading 
environment.”

Clean air plan not without its side effects
Industry bodies warn Government’s air quality proposals pose a risk to jobs and local prosperity
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By Gareth Roberts

alf of the respondents to a Commercial Fleet poll t
said they expect the first self-driving vans to 
feature on UK roads by 2030. One in four (26%) 
believes they will start being operated earlier by 
commercial fleets –in 2025.

But almost one-third (31%) of respondents 
said that autonomous vans will never be adopted 

by commercial fleets, suggesting that there remains a 
significant degree of scepticism within the industry. 

There are five accepted technology levels which distinguish 
between differing levels of capability for autonomous vehi-
cles. A level 4 vehicle can do the complete driving task but 
only under certain boundary conditions. A level 5 vehicle is 
a one that will do all the driving all the time, and will be able 
to do any driving that a human is capable of.

Today’s vans are already advanced, with cameras and 
radars fitted to monitor hazards ahead. 

Autonomous Emergency Braking (AEB) and lane depar-
ture systems are becoming standard, and level 2 autonomy, 
with automated braking, acceleration and steering, is 
starting to appear.

Experts predict by the start of the next decade, there will 
be an increased degree of autonomy, with the van able to 
take complete control and allow drivers to carry out other 
tasks. 

By 2025, they say, vehicles will be able to drive from door 
to door without a driver needing to touch the wheel.

Ford intends to have a fully autonomous, SAE level 4-capable 
vehicle for commercial application in mobility services, such 
as ride sharing, ride hailing or package delivery fleets, in 2021. 
It also expects continued growth in electrified vehicle offer-
ings, to the point where they outnumber their petrol-powered 
counterparts, in the next 15 years.

Shared modes of transportation will continue to gain popu-
larity, it says, and connected communications between 
vehicles and infrastructure will grow. 

Speaking at SMMT Connected, a conference on connected 
and autonomous vehicles (CAVs), Graham Hoare, director of 
Global Vehicle Evaluation and Verification at Ford, told 
delegates: “Autonomy for us is productivity squared. If we’ve 
got a commercial vehicle which is optimised in its connectivity 
then automating it enables that final degree of productivity.”

It will, he said, make fleet operators “more efficient, more 

effective and more profitable”, and will “open new markets 
and new opportunities” for the auto industry.

Meanwhile, Mercedes-Benz last year revealed that it is 
investing approximately €500 million (£420m) over the next 
five years to help drive increased automation in its vans.

With its ‘Advance’ initiative, the manufacturer says it is 
systematically adapting to new, rapidly changing customer 
requirements.

Its all-electric ‘Vision Van’ concept combines various solu-
tions for last-mile delivery in urban and suburban environ-
ments. It will digitally connect all people and processes 
involved, from the distribution centre to the consignee. 

Furthermore, it features a fully automated cargo space 
and integrated delivery drones. For example, if a parcel
service provider stops his vehicle in a residential area, it will 
be possible to deliver multiple packages autonomously by 
air – even if the recipients are not at home – in addition to 
manual delivery. 

Volker Mornhinweg, head of Mercedes-Benz Vans, said: 
“The intelligent automation technology connects the entire 
process, from loading and transportation by road through to 
delivery to the consignee. This makes it easier for the deliv-
erer to do business and rapidly reduces the delivery time for 
end customers.”

In addition to increased productivity, commercial fleet 
operators will also benefit from fewer collisions involving 
their vehicles. 

An autonomous vehicle study, from the Ptolemus 
Consulting Group, claims automation at level 4 will reduce 
losses from crashes by up to 88%. 

In the case of a frontal collision, advanced driver assistance 
systems (ADAS) alone will have the biggest impact on claims 
cost, it says, with a 30% reduction overall. 

“Automation will save millions of lives,” said Frederic 
Bruneteau, managing director of Ptolemus. “The fact that 
Intel valued Mobileye at five times what Audi, BMW and 
Daimler paid for HERE demonstrates both the panic and the 
momentum behind AVs.”

Poll highlights scepticism about self-drive vans
Half of fleets say they are up to 13 years off; nearly a third say they will never be adopted commercially 
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By Gareth Roberts
an traffic grew more quickly than any other 
vehicle type, rising 4.7% from 2015 to 49.1 billion 
vehicle miles in 2016. 

Overall, 323.7bn miles were driven on Great 
Britain’s roads, a 2.2% increase from the 
previous year, according to figures released by 
the Department for Transport (DfT).

Trucks travelled 16.7bn miles, a 0.2% fall from 2015, after
having risen by more than 7% between 2012 and 2015. 

Meanwhile, car traffic made up the lion’s share, growing 
by 2% from 2015 to 252.6bn vehicle miles – the highest 
annual car traffic estimate ever.

Vans now account for 15% of all motor vehicle traffic, with 
DfT figures showing a 71% increase in van miles since 1996, 
while the number of licensed vans has risen by 74% over the 
same period.

Over the past 20 years, trends in van traffic have followed 
changes in the economy closely. As businesses were estab-
lished or expanded, the van fleet grew at the same rate. But, 
when gross domestic product (GDP) resumed growth after 
the recent recession, van traffic grew even faster than GDP 
between 2012 and 2016. 

This additional growth can be linked to a shift in the way 
consumers and businesses operate, including a growth in 
internet shopping and home deliveries.

Around £133bn was spent online with UK retailers in 2016, 
£18bn or 16% higher than in the previous year, according to 
IMRG and Capgemini.

The DfT also suggests that fewer regulations on driver 
training, driver’s hours and roadworthiness testing for vans 
than for trucks make it easier to find van drivers. This may 
encourage businesses to substitute vans for small lorries. 

In terms of truck traffic, there was a small rise on motor-
ways and rural ‘A’ roads, alongside decreases on other road 
types. This continues a general trend of higher growth rates 
on motorways and rural ‘A’ roads seen over the past 20 years. 

The 2016 figure of 7.7bn vehicle miles on motorways equals 
the previous high seen in 2007, and together, motorways and 
rural ‘A’ roads carry 82% of lorry traffic.

Rural minor roads saw the largest proportional increase in 
van traffic (10.3%) followed by motorways (5.3%). Motorways 

and rural ‘A’ roads carried almost half of van traffic in 2016.
The RAC contends that Government funding needs to 

reflect this mix. “Local roads are seeing traffic growth and 
many are struggling to cope with a depressing combination 
of congestion and potholes,” said RAC roads policy 
spokesman Nick Lyes. “This is a constant source of frustra-
tion for millions of private and business motorists every day.

“The RAC believes that a strategic plan which includes 
longer term, ring-fenced funding is needed and that it recog-
nises the vital role local roads play in moving people and 
goods around the country.”

A key factor in understanding trends in lorry traffic over 
the longer term is that trucks comprise of a wide range of 
differently sized vehicles, able to carry differing quantities of 
goods, says the DfT.

Between 1996 and 2016, total lorry vehicle mileage grew 
more slowly than UK GDP, but trends in lorry traffic differed 
markedly between different vehicle sizes. Traffic of lorries with 
four or more axles was 47% higher in 2016 than in 1996, 
whereas for those with less than four axles it had fallen 27%. 
The statistics from DfT’s annual freight survey show a similar 
trend, presenting freight transport by gross vehicle weight. 

Between 1990 and 2015, heavier HGVs moved an increasing 
proportion of goods by road. As a result, road freight in HGVs 
is now more concentrated in heavier lorries than in the past, 
and fewer vehicle miles are being driven to transport the 
same weight of goods.

This gradual shift towards larger HGVs carrying a higher 
proportion of goods means that, over the long term, the 
trends in volume of goods moved and distance travelled by 
HGVs have diverged. 

It could also partly explain the different trends in HGV traffic
by road types. Freight is likely moved more efficiently by 
larger HGVs on major roads, than on narrow or busy minor 
and urban roads. It is also possible that vans are being used 
to perform work previously carried out by smaller HGVs.  

Lyes concluded: “These figures underline the importance 
in having a road network that is truly fit for purpose – and a 
reminder to whoever forms the next Government that 
investment must be sustained to support further economic 
growth, and to provide roads that deliver safe, reliable jour-
neys for every UK motorist.”

Van traffic volumes grow to nearly 50bn miles
Popularity of online shopping behind the increase as RAC sounds warning about state of the roads

News

V

49.1BN   
VAN MILES  

IN 2016
Source: DfT

RIGID HGVS
3.5-25 tonnes >25 tonnes

ARTICULATED HGVS
3.5-33 tonnes >33 tonnes

Percentage of goods 
moved by GB-registered 
HGVs in the UK, by HGV 
weight, 1990-2015
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Source: DfT
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By Matt de Prez

f one of your vehicles was involved in a collision with 
a pedestrian are you confident you are legally 
protected? That was the question the Freight Trans-
port Association (FTA) wanted to highlight at its annual 
Van Excellence conference.

The day started with a staged interruption of the 
conference by a police officer coming to inform the 

group that one of their vehicles had knocked down an 
11-year-old girl.

Delegates were then shown videos of the journey through 
the investigation process which culminated in a live mock-
courtroom scene. The scenario was based on a number of 
real-life cases.

The first scene was a police interview with the driver. 
Before it began the police officer informed the driver that the 
person he hit had died. It was clear from the investigation 
that a number of factors had contributed to the incident such 
as vehicle defects, mobile phone use and intoxication.

But the driver blamed his long working hours as a gas 
engineer, constant interruption from his manager and the 
company’s focus on ‘getting the job done’ as the reasons 
behind his actions.

The operations manager was then interrogated. He had 
put best practice procedures in place, such as daily checks, 
hands-free kits and driving policies. However, he had not 
been following up on the reports and had let things slide. The 
vehicle involved was reported to have bald tyres, no washer 
fluid and a broken hands-free kit. The operations manager 
blamed this on his increasing workload and a lack of trans-
parency over his role.

Finally the company’s managing director was called for
interview. He was the business O-licence holder but, as it 
transpired, only from a paperwork point of view. He also 
claimed that vans are “just vans” and didn’t need regular 
attention like his heavier vehicles. When the police officer 
asked if the company provided driver training, he replied “no, 
they’re gas engineers”.

 News: FTA Van Excellence Operational Briefing

I

In the final session of the day the three participants were 
sentenced at a mock trial. 

Their “punishments” were as follows: the driver was jailed 
for four years and in addition was disqualified from driving 
for four years extended to begin at the end of the jail term, 
plus a 12-month supervision order; the operations manager 
was handed a 12-month community order and told to carry 
out 200 hours of unpaid work; the managing director was 
fined £250,000.

The activity served to highlight how easy it is for fleets to 
overlook basic compliance requirements and how 
they can escalate to the point where somebody – in 
this instance, the driver – ends up in jail. 

Mock road fatality investigation gives FTA 
delegates food for thought about culpability
Driver, operations manager and the managing director all find themselves in make-believe ‘dock’

FTA staged a fictitious police inquiry and court 
case to get its points about best practice across

Strategies for managing 
drivers and reducing risk
Driver training specialist Sandra MacDonald-Ames spoke on 
behalf of Gallagher Bassett to highlight the importance of risk 
profiling drivers.

She said: “For too long driver training has focused on the
wrong things. If a driver has a collision, we assume it’s 
because of a skills deficit and not due to distraction.”

Creating a risk profile of each driver will highlight those who 
have poor skills and those who have poor behaviour. The key 
element is to consider aspects of the job that will affect driving 
performance like fatigue and stress alongside aspects of the 
driver’s personality such as how they react to situations.

According to MacDonald-Ames, fleets have become reliant 
on telematics to keep drivers in check, but the systems only 
tell part of the story.

“If a driver gets bad scores they are often sent for more 
training but there is a difference between an unsafe driver 
and one who just has a rough driving style,” she explained.

“There is a 
difference 

between an 
unsafe driver 
and one who 
just has a 

rough driving 
style”

Sandra MacDonald-Ames,
Gallagher Bassett
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Protecting against drug-driving

Managing driver 
health issues

Cut down the distractions

Claire Hopper, sales and training manager at 
AlcoDigital, went over the drug-driving laws
that were introduced in March 2015.

The previous offence was driving while 
impaired by drugs and the police had to prove 
the drugs caused the impairment. Under the
new law the police only need to obtain a blood 
sample which proves certain drugs are 
present and above specified limits.

Hopper told delegates the importance of 
checking what medication their drivers are on
as some prescription medicines are now 
restricted under the new law.

“Drivers can still work, they just need to 
make sure they carry a prescription to prove
they are allowed the drugs,” she said.

Since the new guidelines were introduced 
more than 8,000 drivers have been arrested 
with 98% convicted for the offence of drug-
driving.

“You have a duty of care, drug drivers are 
still on the road,” Hopper warned. 

She told delegates to perform regular drug 
testing and ensure their fleet policy clearly
states there is a ‘zero-tolerance’ policy on the 
use of illegal drugs.

Eamonn Brennan, manager – van information at 
FTA, introduced some best practice guidelines 
for ensuring drivers are fit to work.

He recommended all fleets start to carry out 
eye tests at the same time as licence checks, if 
they don’t already. 

“It’s very simple. You just need to ask the 
driver to read a number plate from 20 metres,” 
explained Brennan.

Drivers also need to be aware of the impact a 
medical issue can have on their ability to drive.

“When learning to drive we think the process 
through but eventually it becomes muscle 
memory – how many times do you change gear 
without even thinking about it?

“A medical condition that impairs even a small 
part of the body can affect the cycle that drivers 
use all day long,” said Brennan.

He advised fleets that alongside a signed 
health declaration from all drivers at induction,
they should get that document re-signed on a
regular basis to remind the driver of their
obligations. 

Driver behaviour expert Lisa Dorn presented some insight from her
research into what distracts drivers.

The associate professor at Cranfield University said: “Time 
pressure is the number one reason why commercial drivers are 
more likely to be in crashes. When you compare their driving at
work to leisure that’s where the driving changes. The real difference
is the pressure.”

Delegates were told how hazard perception training has been
developed from research into how we use our eyes when driving. 
Dorn said younger drivers have a more narrow scope and spend 
longer looking at hazards.

She went on to explain what happens when a mobile phone is 
introduced to the mix: “Response times are much slower and 
drivers don’t compensate by leaving greater headway.

“You’re not in the same visual space as the person you are talking 
to so they can’t see how demanding it is for you to drive in that 
situation, unlike a passenger.”

Dorn added that drivers generally have a biased opinion of their 
driving ability. Because traffic is very forgiving, mistakes are often 
allowed for by other drivers reacting which leads to overconfidence.

How to influence attitudes and behaviour
Colin Knight, road risk manager at The Clancy 
Group, told delegates how his organisation has 
worked to reduce the number of collisions 
involving its drivers.

He explained that driver behaviour is about more 
than just telematics data and recommended that
fleet operators look at their financial data to find 
potential risks.

Insurance claims are another area to 
investigate, along with the use of consumables 
such as brake pads and tyres. Knight said drivers 
who wear parts out more regularly and are often 
involved in scuffs and scrapes should be an 
immediate concern.

But he added: “Even if you do have all the 
paperwork in place, it won’t stop the crash from 
happening.”

According to Knight, driver training doesn’t go 
deep enough and managers need to be aware that 
driver attitude and behaviour have a large part    
to play.

“You have to create a sense of accountability 
from an early age. If a driver thinks they can get 
away with breaking the rules they will,” he said. 

The alleged ‘culprit’ in 
the mock trial (see 
previous page) who 
blamed long working 
hours for the incident.

Van Excellence chief 
Mark Cartwright was 
introducing the event 

when a ‘police officer’ 
interrupted him

Colin Knight said driver 
training doesn’t go deep enough
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Compliance

We have just bought several new vans that are factory
painted white and are planning to apply a vinyl ÔwrapÕ
with graphics. What colour do we specify on the vehicle
registration document? What does the Driver and Vehicle 

Licensing Agency (DVLA) require? 

The DVLA advises any owner of a vehicle that has had a 
full colour change wrap to inform them immediately by 
completing and sending the necessary paperwork. It says: 
The register maintained by the DVLA essentially exists to 

assist in revenue collection, road safety and law enforcement. The 
police and other enforcement agencies rely on the DVLA record for 
all vehicles-related investigations. It is therefore paramount that the 
information stored on the vehicle register is accurate and up-to-date.

DVLA records details given by vehicle manufacturers at first 
registration. Any changes to the vehicle’s details must be notified to 
DVLA by law.

By covering the entire vehicle in a coloured adhesive/vinyl wrap, it 
is DVLA’s view that the colour change should be recorded. To notify 
a change of colour you should complete section 7 of the registration 
certificate V5C and return it to DVLA Swansea SA99 1BA. You 
should receive a replacement certificate within two to four weeks.

Q

A

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

Do you have an issue that needs resolving?

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

?

WeÕre expecting an increase in our transport business,
so will be more reliant on the use of agency drivers than
at present. Do you have any advice on choosing the right
agencies to deal with?

When researching agencies to use, consider the cost
versus the level of customer service, and how you feel 
about the agency’s working practices.

To assess agencies’ working practices, investigate how 
the agency operates. Ask the agency ‘how’ rather than ‘if’ it
regularly checks driving licences – you’re likely to get a better 
picture of the organisation and how robust its procedures are.

Here are a few more examples of the kinds of questions you may
wish to ask the agency:
■ How do you check a driver’s identity and employment history?■

■ How do you regularly check driving licences and ensure drivers■

are reminded of the medical/eyesight standards?
■ How do you test drivers for knowledge and competence in drivers’■

hours and record rules, routine vehicle defect checks and working 
time rules?
■ How do you ensure drivers are kept up-to-date on changing■

legislation applicable to the job roles?

We carry small quantities
of lithium batteries and
understand there is a
new label that needs to

be put on the packages. What is
this change?

Lithium metal and lithium 
ion batteries carried in 
quantities below the
threshold that would put them in full scope of the ADR rules, 

have been permitted to be transported under special provision 188 (SP188) 
for a few years. In the latest set of ADR regulations there is now a
requirement within SP188 to attach a lithium battery mark on the package.
The label must meet the dimensions laid down in the ADR regulations – a 
minimum of 120mm wide x 110mm high with a red hatching, minimum 
5mm around the label. The symbol must include a group of batteries, one 
damaged and emitting flame above the UN number for the type of lithium 
battery cell being carried. In addition, a telephone number must be added 
for additional information. This also applies to lithium batteries/cells 
packed in or with equipment. 

We occasionally need to go to collect an HGV driver who has
run out of working hours. What is the legal position regarding
this please? Can we collect them in a van or one of our
company cars?

If the driver reaches the maximum permitted daily duty time 
(13- or 15-hour working day) and you plan to take a van or 
company car to pick them up, you would be in contravention of 
the EU drivers’ hours rules. These rules state that if a driver is 

not travelling between his normal residence to his normal place of work  
to collect or leave his vehicle, this journey time may not be treated as a 
rest or a break. This means that it will be treated as either ‘PoA’ or ‘other 
work’ and is therefore part of the working day. It is legal to collect a driver 
who has run out of ‘driving hours’ only if they still have some additional
working hours within which to complete the collection.

Q

Q

Q

A

A

A
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Rules&
regulations

The FTA looks at the latest 
issues to affect vans and trucks, 
including working alone, learner/
probationary plates and seat 
belts for children

As an employer, you have responsibilities for the 
health, safety and welfare at work for all your 
employees and the health and safety of those 
affected by the work they carry out on behalf of 
your company, such as visitors, contractors and 
agency workers. 

These responsibilities also extend to employees 
who work alone, such as van drivers.

It is the employer’s duty to carry out all risk 
assessments when considering letting an 
employee work alone.

Broadly speaking van drivers tend to work alone 
so an employer should always engage with the 
driver(s) to help in identifying what potential hazards 
they will come across in their job role and then 
implement appropriate controls to prevent any 
incidents.

Control measures may include instruction, 
training and supervision, issue of protective 
equipment etc, and regular checks that control 
measures are used, and reviewing the risk 
assessment from time to time to ensure it is still 
adequate.

Questions that need to be asked of an employee 
working alone are:
■Can one person adequately control the risks of 
the job?
■Can one person safely handle the entire load and 
equipment carried in the van?
■ Are there security issues to contend with?
■ Are precautions taken if the driver takes ill or has 
an accident?
■ Is the driver medically fit and suitable to work 
alone?
■What training is required to ensure competency 
in safety matters?

■How will the driver be supervised?
Although lone workers cannot be subject to 

constant supervision, it is still the employer’s duty 
to ensure that their health and safety at work is 
adhered to. The extent of supervision required 
depends on the risks involved and the ability of the 
lone worker to identify and handle health and safety 
issues.

Consider what procedures you may want to 
introduce so you know your drivers are safe and 
well. Regularly contact your drivers by phone, radio 
or other communication devices and agree a time 
when this will be done. Panic buttons or switches 
can be fitted to the vehicle or in some cases on a 
driver uniform. This gives the comfort of knowing 
that someone can be notified in the event of an 
incident such as illness, security breach or an 
accident.

Checks that a lone worker has returned to base 
or home on completion of their duty is another area 
that could be introduced, thus any concerns while 
at work can be addressed promptly.

SEAT BELTS AND CHILDREN

LEARNER PLATES

P PLATES

During school holidays, you may be tempted to allow your
children to travel in your van or larger goods vehicles
during your working day. However, the wearing of seat belt
legislation must always be adhered to.

Ensure that:
■ Children should get into the vehicle through the door
nearest the kerb
■ Child restraints are properly fitted to manufacturer’s
instructions
■ The child safety door locks, where fitted, are used when
children are in the vehicle
■ Children are kept under control

When learning to drive, you must
display an L plate on the front and
back of your vehicle so they can be
seen easily.

In Wales, you can use a D plate. In
both cases the plate must have a red
L or D on a white background and be
the right size.

The dimensions of the plate are
illustrated below.

You can display green ‘probationary’
P plates to show that you’ve just
passed your driving test. It is not a
legal requirement to display these
plates and you can leave them on
your vehicle for as long as you like.

Working alone

17
8m
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178mm

40mm

38
m
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38
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44mm 89mm 45mm
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Who Front Seat Rear Seat Whose 
responsibility

Driver Seat belt must be worn - Driver

Child under 3 years Appropriate child 
restraint must be used

Appropriate child restraint must be used Driver

Child aged 3 to 11 and
under 1.35m (approx 
4ft 5ins) tall (small child)

Appropriate child 
restraint must be used

Appropriate child restraint must be used where seat belts 
fitted. Must use adult belt if:
■ in a taxi, the correct child restraint not available
■ on a short and occasional trip, the correct child 
restraint not available
■ two occupied child restraints prevent fitment of a third

Driver

Child aged 12 or 13 or over
1.35m (approx 4ft 5ins 
tall) (large child)

Adult seat belt must 
be worn if fitted

Adult seat belt must be worn if fitted Driver

Adult passengers Seat belt must be worn 
if fitted

Seat belt must be worn if fitted Passenger



Fleets Informed supplier partners claim that more companies are turning to them for information, 
management reports and innovation, but they believe there is still a vital role for fleet managers

By Stephen Briers

he 2017 Commercial Fleet Fleets Informed t

programme brought together representatives 
from Lex Autolease and Enterprise Flex-E-Rent 
to discuss the changing fleet-supplier relation-
ships, the big sector trends and fleet efficiency, 
including the changing role for fleet managers 
from ‘doers’ to ‘facilitators’.

While the focus was on van and truck management, the 
debate did stray into company cars on a couple of occasions, 
including the on-going cash versus car argument.

Lauren Pamma, head of fleet consultancy at Lex Autolease, 
said there was a growing level of “chatter” among fleets who 
had now woken up to the fact that the legislative changes 
did not just affect salary sacrifice but the provision of cash 
versus car benefits.

She said: “Fleets want people in the company car so they 
are looking at what they can do to ensure this happens, for 
example, reducing mileage thresholds, changing the cash 
allowance offer. Other companies are looking at switching 
totally to cash, but that will cost them more money.”

Commercial Fleet: How are fleet demands on suppliers 

changing?

John Collins, Enterprise Flex-E-Rent: Fleets are always 
coming to us to ask what’s happening in the industry. 
Richard Tilden, Lex Autolease: They want us to facilitate via:

the supply chain as well – we have become intermediaries 
between fleets and other suppliers, especially with busi-
nesses that are growing fast and you have the MD’s PA 
running the fleet.
Lauren Pamma, Lex Autolease: They want things to be 
simpler and less hassle but without paying any more. We 
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“We have become intermediaries 
between fleets and other 
suppliers, especially with 
businesses that are growing fast” 

Richard Tilden, Lex Autolease

are in danger of thinking that innovation means a step-
change. But customers often see it as a report coming to 
them when they want it – that’s innovation for them.
JC: The challenge is to engage at a senior level at the right 
point in time. Many fleet managers are blocked from the 
process when they should be involved. People have different 
drivers, for example, being focused on cost and not consid-
ering the real options that benefit the business. We have to 
discuss transport solutions at an earlier stage and at a 
higher level. There aren’t enough businesses thinking stra-
tegically.

CF: Are fleets relying on you more now for support?

JC: Where they have to bring in other companies to provide 
solutions, we are acting as a fleet director. There are many 
different solutions that fleets need now, but it needs a robust 
supply chain within their own business.
RT: There are lots of little drip-drip improvements but you 
have to have a long-term relationship with the customer.

Fleets Informed roundtable delegates

John Collins
sales director, 
Enterprise 
Flex-E-Rent

Lucy Ann Goodall
strategic accounts 
manager, Enterprise 
Flex-E-Rent

Lauren Pamma
head of fleet
consultancy, 
Lex Autolease

Richard Tilden
head of 
commercial vehicles, 
Lex Autolease

Below: Lex Autolease’s Lauren 
Pamma (left) exchanges views 
with Lucy Ann Goodall from 
Enterprise Flex-E-Rent  

FLEETS
I N F O R M E D

CommercialFleetBrought to you by

FLEETS INCREASINGLY 
RELIANT ON SUPPLIERS

Supplier roundtable
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JC: There is a massive range of options now for running aC:

fleet but do they look at those or just go back to what they 
know and have always done? The question is how to chal-
lenge the status quo. A number of our forward-thinking 
customers have appointed innovation managers who have 
been tasked with talking to suppliers about innovation. 

CF: Are you seeing any demand for alternative fuels?

RT: We are moving from the early adopters to understanding 
the real wholelife cost benefit and CO2 benefit. It’s now a2

viable option, especially as maintenance costs are so much 
lower you can push out the cycle to five or six years.

FN: With tighter sentencing for non-compliance, how are 

fleets introducing risk management improvements?

RT: It requires cultural change. Younger drivers have a T:

different culture – they get it. But change will come through 
reward structures and benefits for the individual.
JC: Some companies are driving out good practice by pushing C:

down responsibility to owner-operators for deliveries. Their 
focus is on number of deliveries a day; they don’t care about 
driver behaviour. That goes against everything we are trying 
to do as an industry. They claim safety and compliance is 
nothing to do with them because it is a third party delivering.

FN: Are companies running their fleets more effectively 

today?

RT: Professionalism has increased, driven by more servicesT:

and more outsourcing and that is here to stay. We do see 
more in-sourcing with commercial fleets because it’s a tool 
for the job. We sometimes see cycles as a fleet grows; they 
outsource and learn, then in-source.
JC: It depends on the sectors and industries. When the focusC:

is on vans and commercial vehicles, the fleet manager plays 

a different role to the one that is driven purely by procure-
ment. It all depends on the business drivers.
LP: We suggest that what works best for the company is 
to maintain a fleet manager. If they are engaged with us 
and we have a strong relationship, we can make them look 
good.
JC: The good fleet managers are more open-minded and are 
not afraid of change; they embrace new ideas. They create 
value and that means different things to different businesses 
in different industries, for example the value of reducing acci-
dents or compliance. They – and we – have to understand 
business culture and matching that to their solutions.
RT: The fleet manager has to engage hearts and minds.T:

Their role is a facilitator because that’s how they can effect 
change with the board.

FN: What are the big trends and developments you are 

seeing in fleet?

JC: We are seeing the impact of integrated telematics on 
trucks and vans, and the switch-on of pay-as-you-go. We 
see that happening within the next couple of years.
RT: There is already talk about it in Europe with more standT: -
ardisation of vehicles.
JC: Camera technology is also big in Europe. That data helpsC:

you with the insurance by proving fault. Everyone has 
different agendas; we have to understand what’s important 
to each customer which means working in conjunction with 
fleet managers, HR, operation managers and other key 
stakeholders to understand what they want to achieve.
LP: Customers are asking more about electric vehicles. It’sP:

one thing we hear most – what’s the right fuel. And they are 
starting to act on it by replacing one or two diesel vehicles. 
One of our customers has replaced 50% of its fleet with 
electric because it works for them.

“When the 
focus is on 
vans and 

commercial 
vehicles, the 

fleet manager 
plays a 

different role” 

John Collins, 
Enterprise Flex-E-Rent

For a supplier directory, 
visit: fleetnews.co.uk/

suppliers

Online

Delegates from Commercial Fleet’s 
Fleets Informed programme met up with 

their counterparts from the Fleet News 
initiative for a roundtable discussion

In partnership with



Outlander PHEV range fuel consumption in mpg (ltrs/100km): Full Battery Charge: no fuel used, Depleted Battery Charge: 51.4mpg (5.5), Weighted Average: 
166.1mpg (1.7), CO2 emissions: 41 g/km.

THE MITSUBISHI OUTLANDER PHEV
SAVE £1,000s ON YOUR COMPANY CAR FLEET

1

Find out more. Search PHEV   |   Visit mitsubishi-cars.co.uk to fi nd your nearest dealer

IN A WORLD OF HYBRIDS, SOME FOLLOW, OTHERS LEAD.

OUTLANDER
PHEV 

4H AUTO

HONDA CR-V
EX AUTO

BMW X3
XDRIVE 30D

SE AUTO

AUDI Q5
S-LINE PLUS 

AUTO

MERCEDES 
E220D AMG LINE 

AUTO SALOON

COST OF THE CAR - P11D VALUE £39,399 £32,625  £40,665  £40,035  £44,350 

GOVERNMENT GRANT REDUCTION £2,500 £0 £0 £0 £0

ADJUSTED FINAL PRICE £36,89911  £32,625  £40,665  £40,035  £44,350 

CO2 EMISSIONS G/KM 41  179  156  133  129 

BENEFIT IN KIND RATE 9% 34% 33% 28% 27%

VEHICLE BENEFIT CHARGE WITHOUT FUEL PROVIDED £1,418 £4,437 £5,368 £4,484 £4,790 

THE EXTRA TAX YOU PAY VS PHEV (40% TAXPAYER) – £3,019 £3,949 £3,066 £3,371 

VEHICLE BENEFIT CHARGE WITH FUEL PROVIDED £2,232 £7,511 £8,351 £7,015 £7,231 

THE EXTRA TAX YOU PAY VS PHEV (40% TAXPAYER) – £5,279 £6,119 £4,783 £4,999 

Compare the tax savings of running 
a Mitsubishi Outlander PHEV as your 
company car against these market leaders.
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1. Outlander PHEV 4h compared with Honda CR-V, BMW X3, Audi Q5 and Mercedes E-Class – average gross pay saving £5,585 for a 40% taxpayer. The savings for business drivers with a company fuel card are higher.

2. Official EU MPG test figure shown as a guide for comparative purposes and is based on the vehicle being charged from mains electricity. This may not reflect real driving results. 3. Up to 33 mile EV range achieved with full battery charge. 542 miles 

achieved with combined full battery and petrol tank. Actual range will vary depending on driving style and road conditions.

4. Outlander PHEV qualifies as low CO4. Outlander PHEV qualifies as low CO2 emissions vehicle for the purpose of Capital Allowances. 8% write down allowance used for comparison. 5. Savings achieved due to lower Profits Chargeable to Corporation Tax (PCTCT). 6. Class 1a NI only payable on 9% 

of list price compared to 30% average for other models shown. 7. 9% BIK compared to 30% average. 9% BIK rate for the 2017/18 tax year. 8. Congestion Charge application required, subject to administrative fee. 9. Domestic plug charge: 5 hours, 16 Amp home of list price compared to 30% average for other models shown. 7. 9% BIK compared to 30% average. 9% BIK rate for the 2017/18 tax year. 8. Congestion Charge application required, subject to administrative fee. 9. Domestic plug charge: 5 hours, 16 Amp home 

charge point: 3.5 hours, 80% rapid charge: 25mins. 10. Offer may be withdrawn at any time. For full terms and conditions, visit Mitsubishi-cars.co.uk/chargepoint 11. Prices shown include the Government Plug-in Car Grant and VAT (at 20%), but exclude First charge point: 3.5 hours, 80% rapid charge: 25mins. 10. Offer may be withdrawn at any time. For full terms and conditions, visit Mitsubishi-cars.co.uk/chargepoint 11. Prices shown include the Government Plug-in Car Grant and VAT (at 20%), but exclude First 

Registration Fee. Model shown is an Outlander PHEV 4hs at £38,999 including the Government Plug-in Car Grant. On The Road prices range from £32,304 to £43,554 and include VED, First Registration Fee and the Government Plug-in Car Grant. Metallic/Registration Fee. Model shown is an Outlander PHEV 4hs at £38,999 including the Government Plug-in Car Grant. On The Road prices range from £32,304 to £43,554 and include VED, First Registration Fee and the Government Plug-in Car Grant. Metallic/

pearlescent paint extra. Prices correct at time of going to print. For more information about the Government Plug-in Car Grant please visit www.gov.uk/plug-in-car-van-grants. The Government Plug-in Car Grant is subject to change at any time, without prior notice.pearlescent paint extra. Prices correct at time of going to print. For more information about the Government Plug-in Car Grant please visit www.gov.uk/plug-in-car-van-grants. The Government Plug-in Car Grant is subject to change at any time, without prior notice.

The Mitsubishi Outlander PHEV is a different animal. It delivers up to 166mpg2, with an electric 

range of up to 33 miles and a combined electric and petrol range of up to 542 miles3. And with 

ultra-low CO2 emissions there are significant savings that your business can make. You’ll be able  

to write down 100% of the cost of an Outlander in year one4, saving £1,000s in Corporation Tax5 

– and you’ll save money on your associated Class 1a National Insurance Contributions6. Business 

users will only pay 9% Benefit in Kind taxation7 plus it’s exempt from the London Congestion 

Charge8 and its first year of road tax. Fully charged in just a few hours using a domestic plug 

socket9, a free Chargemaster Homecharge unit10 or one of over 11,000 UK-wide Charge Points, 

this 4WD SUV legend continues its journey onwards as the UK’s leading selling plug-in hybrid.  

We call this Intelligent Motion. 

THE MITSUBISHI 

OUTLANDER PHEV
THE UK’s LEADING SELLING PLUG-IN HYBRID

FROM £32,249 - £43,499
Including £2,500 Government Plug-in Car Grant11

Compare the corporation tax savings 
of a Mitsubishi Outlander PHEV 
against a typical company car.

TYPICAL

VEHICLE

OUTLANDER

PHEV

PROFIT BEFORE TAX (PBT) £100,000 £100,000

TAX RATE 19% 19%

LIST PRICE OF VEHICLE £36,500 £36,89911

CAPITAL ALLOWANCE 8%4 100%

CAPITAL ALLOWANCE (£) £2,920 £36,899

TAXABLE PROFIT (ON £100,000 PBT) £97,080 £63,101

CORPORATION TAX (NO VEHICLE PURCHASE) £19,000 £19,000

CORPORATION TAX (WITH VEHICLE PURCHASE) £18,445 £11,989

SAVING DUE TO CAPITAL ALLOWANCE £555 £7,011

BUYING A PHEV WILL SAVE YOU A TOTAL OF £6,456 IN CORPORATION TAX (YEAR 1) 

adRocket

FP_COMFLEET_3352891id2948397.pgs  06.04.2017  12:25    



22   May 2017    commercialfleet.org

Fleet spotlight: Skanska UK

By John Charles

roject development and construction 
company Skanska UK is building a 
multi-award-winning reputation for 
its fleet safety and now the business 
is passing its expertise on to its supply 
chain and a wide range of other 
organisations.

Skanska UK fleet risk and compliance manager 
Alison Moriarty has led the implementation of a 
multi-faceted occupational road risk manage-
ment strategy that, in many cases, goes beyond 
the legal limit, notably in respect of the company’s 
drugs and alcohol policy and van drivers’ hours.

Now Skanska is using its knowledge and expe-
rience gained in creating a robust work-related 
road risk policy to help clients and its entire supply 
chain to introduce similar measures to make the 
UK’s roads safer, including sitting on a number of 
companies’ fleet safety committees.

Skanska’s focus on occupational road risk 
management led to it adding to its list of awards 
with the Safe Commercial Fleet of the Year title in 
the 2016 Commercial Fleet Awards.

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

Publicity resulting from such award wins invar-

P
iably generates enquiries from other organisa-
tions for help and advice, according to Moriarty, 
who joined Skanska three-and-a-half-years ago 
in the newly created role.

“It’s always nice to be recognised and when we 
receive recognition we are contacted by other
businesses wanting advice and information,” says 
Moriarty. “We are passionate about helping 
people because, if their fleet is safe, our fleet and 
the roads will be safer.”

Skanska UK, which operates a fleet of 600 LCVs 
and 257 HGVs and specialist vehicles, is known for 
working on major London construction projects 
such as the Gherkin, Crossrail and the redevelop-
ment of the Battersea Power Station site. 

Ethical approach
Moriarty says: “Skanska has a strong ethical 
approach and is committed to improving road 
safety in any way it can. We believe that, as a large 
company, we have a duty to try to help and influ-
ence as many companies as possible, including our 
clients and supply chain.

“It is our responsibility to ensure that every 
person who works for Skanska returns home 
safely at the end of the working day.”

A member of the Freight Transport Associa-
tion’s Van Excellence initiative, the Fleet Operator
Recognition Scheme (FORS), the Construction
Logistics and Cyclist Safety (CLOCS) programme 
and the Chartered Institute of Logistics and 
Transport, Skanska is represented on govern-

“We believe it’s really important to be involved with 
initiatives such as Van Excellence, FORS and CLOCS 
because they lay down an industry minimum standard” 

Alison Moriarty, Skanska UK

ance and road safety groups of each as the 
company helps to shape best practice.

Additionally, Skanska is a Driving for Better 
Business (DfBB) campaign ‘business champion’
and Moriarty recently attended a ‘Driving for 
Work Summit’, hosted by the team behind the 
programme, which aids the Department for 
Transport’s ambition to support and promote 
good practice in safer fleet management and
occupational road safety.

Rickmansworth-headquartered Skanska also 
works closely with road safety charity Brake and 
last year road safety was a focal point of Skanska’s 
internal ‘Injury-Free Environment’ programme.

Moriarty, who was named Road Risk Manager 
of the Year at the 2015 and 2016 Brake Fleet Safety 
Awards, says: “We are proactive in sharing best 
practice by engaging with other companies and
organisations.

“We believe it’s really important to be involved 
with initiatives such as Van Excellence, FORS and 
CLOCS because they lay down an industry 
minimum standard. At Skanska we always try to 
exceed the minimum, but at least working to the 
criteria ensures fleets are operating to a recog-
nised safe and legal standard.”

To that end, Skanska UK has, since September 
30, 2015, required all suppliers delivering in Greater 
London (including the M25) to be accredited to the 
FORS Silver Standard. In addition since the same 
date last year, all suppliers have been required to 
hold UK-wide FORS Silver accreditation – or have 
a plan in place showing how it would be achieved 
within 12 months.

Skanska, which is working towards whole fleet 
Silver and then Gold Standard accreditation, also 
asked its supply chain to sign up to the CLOCS 
memorandum of understanding to show their 
commitment to that standard and the measures 
to be taken to improve road risk management. 

Furthermore, the company has encouraged all 
contractors to actively work towards FORS Gold 
in a bid to continually improve the 
management of road risk within the 
construction industry.

Fleet team is ‘passionate’ about making the roads safer for everyone by working with its supply chain

Award-winning Skanska
happy to share its safety
best practice secrets
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Alison Moriarty (right) and Julie 
Madoui pictured with the company’s 
Safe Commercial Fleet Award 

Fleet size 600 vans; 257 commercial and 
specialist vehicles above 3.5 tonnes; 1,971 
company cars; 626 car allowance drivers
Funding method leasing and outright 
purchase
Operating cycle depends on type of 
vehicle and length of business contract
Key brands on fleet Daf, Ford, Iveco, 
Mercedes-Benz, Peugeot, Toyota, Vauxhall, 
Volkswagen 

Factfile
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Moriarty, who reports to Skanska head 
of fleet Julie Madoui, says: “We work 
collaboratively with our supply chain 

partners to fully integrate the highest possible 
safety standards, everywhere we work. Ensuring 
that they achieve FORS Silver accreditation 
provides us with confidence that our suppliers are 
working to the same standards as Skanska. 

“FORS actively promotes and shares best prac-
tice, and provides training and tools for all indus-
tries involved in road transport to continually 
improve upon road safety for the benefit of all 
road users.”

Skanska classifies commercial driving as a 
“safety-critical activity” and, in respect of drug 
and alcohol use, believes drivers at the current 
legal limits could have their concentration and 
thinking skills adversely affected.

Moriarty says: “We have moved beyond compli-
ance and are aiming for excellence as we believe 
that legal doesn’t always mean safe.”

In setting its own tougher standards – while 
allowing for any possible medical need in respect 
of drug use – Skanska’s policy also includes the 
right to test post-collision, randomly and with just 
cause anyone who drives a vehicle in connection 
with the company’s business. This includes 
contractors, sub-contractors, consultants and 
agency workers.

Moriarty joined Skanska from support services 
company Enterprise where she was group health 
and safety manager for five years, latterly a role 
that also embraced fleet risk. “Fleet risk is at the 
top of the health and safety agenda and there is 
a very real collaborative approach between the 
fleet and health and safety teams,” she says.

What’s more, the raft of work-related road 
safety initiatives introduced by Skanska has 
resulted in a business-wide spread of awareness 
of the importance of fleet risk management from 
drivers to managers and directors.

Road safety close to magistrate Moriarty’s heart
Passionate about road safety in the work place, 
Alison Moriarty brings a different perspective to her 
job as Skanska’s fleet risk and compliance manager 
because she has spent more than 14 years as a 
magistrate.

Initially on the Preston bench and now on the
Swansea bench where she lives, Moriarty, reflecting 
on the heartache and devastation that poor driving
decision-making can bring, says: “Road safety is 
something that is very close to my heart. As a
magistrate I see first-hand what happens when a 
driver’s decision-making goes wrong. 

“People do some ridiculous things when they are
driving. The devastation that the outcome of what 
they do causes has a huge ripple effect across 
family, friends and colleagues.”

That’s why Moriarty says: “Some things are not 

illegal, but it does not make them safe.”
That is the sentiment behind Skanska’s 

introduction of a drink- and drug-driving policy that 
is tougher than the law and why the company’s van 
drivers are subject to the same drivers’ hours policy 
and rest periods as those behind the wheel of larger 
commercial vehicles.

It’s also why Moriarty, who wants to see a
tightening of the drink-drive limit in England and 
Wales, has her sights set on a potential complete 
ban on all mobile phone use while driving.

She says: “We encourage drivers not to use their 
hands-free phones while driving. We don’t want 
people to have conversations while driving because 
that is a distraction. It is not illegal to use a hands-
free phone, but that doesn’t mean we don’t want to 
discourage all use.”

A fleet steering group comprising decision-
making representation from a wide cross-section 
of company departments, including operations 
and HR, ensures initiatives are introduced rapidly 
as they receive immediate focus and buy-in.

“Skanska is on a journey to an injury-free envi-
ronment,” says Moriarty, who adds that all health 
and safety advisors and managers had under-
gone training to better investigate road traffic 
collisions.

Skanska records every vehicle-related incident 

Fleet spotlight: Skanska

no matter how small and in the past two years 
has seen the number of own-fault van incidents 
fall from 34% to 21% and the number of own-fault 
truck incidents fall from 27% to 16%.  

Moriarty, who has spent her career in health and 
safety including at Lancashire County Council, 
says: “The collision statistics are encouraging and 
provide demonstrable evidence that we are helping 
to make the roads safer for all road users.”

The work undertaken by the fleet team has 
resulted in reduction in insurance premium 
savings totalling almost 19% in recent years.

Skanska’s holistic approach to improving driver 
safety and its understanding of the risks involved 
when behind the wheel of a commercial vehicle 
– the company also has almost 2,600 company 
cars/car allowance drivers – starts with online 
risk assessments that include hazard perception 
and attitudes to driving and licence checks.

CV drivers get individual ‘risk ratings’ which are 
reduced as they complete training modules for 
areas of improvement identified following comple-
tion of the online risk assessments.

All drivers undertake a driving assessment on 
employment – under the eagle eye of one of eight 
Skanska transport managers all of whom are 
qualified driving assessors. Forming part of their 
induction process, any shortfall in standards in 
terms of skill or attitude could result in induction 
process failure. Furthermore, such assessments 
are repeated throughout a driver’s employment. 

All CV drivers have their licences checked quar-
terly against the Driver and Vehicle Licensing 
Agency (DVLA) database and endorsements are 

Skanska UK is keen to ensure the safety 
of everyone it comes into contact with
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monitored by the fleet team and cascaded down 
to managers and drivers. Additionally, any notices 
of intended prosecution are treated similarly.

The company’s comprehensive driver training 
programme focuses on driver behaviours and the 
safety of vulnerable road users – pedestrians, 
cyclists and motorcyclists who are statistically the 
most likely people to be killed or injured on the 
roads per billion miles walked or travelled.

All HGV drivers take a FORS ‘safe urban cycling’ 
course and Skanska adopted the online cycle 
safety training for delivery to van drivers.

Skanska also recognises what it calls the 
“disparity between the heavily regulated HGV 
driving sector and other commercial drivers”. It 
ensures van drivers are subject to identical manda-
tory continuous rest periods according to European 
Union rules, thus guarding against fatigue.

What’s more, training sessions are delivered to 
operational senior managers to help them better 
understand their responsibilities in managing 
fleet and driver safety and have comprehensive 
knowledge of applicable legislation. 

To that end, all Skanska transport managers 
and virtually the entire fleet team have become 
FORS Practitioners after completing a series of 
workshops covering all aspects of fleet manage-
ment including managing work-related road 
safety, safe and efficient fleet management, 
reducing fuel use and minimising fines and 
charges to help them implement safer, greener 
and more efficient transport procedures.

At the heart of the management of Skanska’s 
occupational road risk management strategy is 

More commercial fleet profiles at
commercialfleet.org/

fleet-profiles
Online

sophisticated IT embracing fleet and asset 
management software company Jaama’s Key2 
Vehicle Management system and TomTom Tele-
matics’ Webfleet platform.

Key2’s driver risk assessment module is used 
to manage and monitor driver risk levels and 
licence checks, record all incident and fines data 
and deliver a one-stop record of all driver training 
including the compilation, as required, of bespoke 
reports for individual business units and internal 
benchmarking on a per contract basis.

“These reports can be high-level for senior 
management showing trends and progress, 
while low-level reports can be produced for indi-
vidual contracts,” explains Moriarty. 

Skanska’s return on investment focus is further 
enhanced by the ability to produce management 
reports showing the cost of incidents, vehicle 
downtime reductions, fuel-saving improvements 
and fleet maintenance cost savings notably in 
respect of wear and tear parts, which, says Mori-
arty, “highlighted the reasons to push for a safer 
fleet; something that is highly effective in a 
commercial environment”.

Trigger for training
The module monitors drivers’ ‘risk ratings’ daily, 
updating scores based on the previous day’s 
returns from licence checks, fines, completed 
training etc and also acts as the trigger for addi-
tional behavioural training if risk levels increase.

Allied to Key2 has been the fitment of telematics 
into CVs and the use of the Webfleet platform that 
aids vehicle tracking, fleet optimisation, work-
force management and safe and green driving 
including driver behaviour and fuel monitoring. 

The roll-out of telematics is continuing as 
commercial vehicles are renewed with approxi-
mately 25% of the fleet currently equipped. CVs 
are leased or bought subject to the requirements 
of individual business contracts won by Skanska, 
which means replacement cycles vary hugely.

Telematics data is only relevant if it is managed, 
interpreted and acted upon. To that end, the 
business-wide fitment of vehicle telemetry has 
seen at least one ‘responsible person’ per 
Skanska contract trained to monitor the risk data 
emanating from the system – including notifica-
tion of speeding, harsh driving and driving time.

Moriarty says: “These employees are well posi-
tioned to know the drivers and deal with any 
issues, or praise best practices, as and when it is
needed. That means the central fleet department 
is free to focus on wider trends and strategies.”

Additionally, this year Matt Burridge has been 
appointed telematics manager in a seven-strong 
fleet administration and risk team reporting to 
Moriarty. The fleet department numbers 13 – to 
oversee the data and compile bespoke reports.

“The data enables efficiencies to be driven 
across the fleet in respect of highlighting fuel and 
maintenance savings because employees are 
driving more smoothly. That is also reflective of a 
safer driving style,” she says. 

Skanska also won last year’s Fleet News Safe 
Fleet of the Year Award and is a perennial winner 
of health and safety awards from the Royal 
Society for the Prevention of Accidents (RoSPA).

A new Fatigue Management Group has been 
launched across Skanska, which is investigating 
issues around driver tiredness and how to alle-
viate it, while an employee mental health 
programme has also been developed.

“Employees are individuals and it’s important 
they are as happy and healthy as possible. If 
people are unwell or unhappy it can impact on 
their work and potentially affect their ability to 
concentrate which can be dangerous when 
driving,” explains Moriarty. She says the safe 
driving focus was increasingly embracing 
employee health and well-bring that could include 
specific features added to vehicles to accommo-
date individual employee requirements.

“It is easy to vilify drivers if they do something 
wrong, but it could be the result of a management 
issue or something in their personal life that made 
them behave the way they did,” says Moriarty. 

Adding that communication was key and that
most employees wanted to drive safely, Moriarty 
concludes: “How driving safely influences 
employees in their personal life is an effective way
of getting the safety message across.”

“Collision statistics are encouraging 
and provide demonstrable evidence 
that we are helping to make the 
roads safer for all road users” 

Alison Moriarty, Skanska
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BOUNCING BACK
IN A MARKET 
OF TWO HALVES
Mercedes-Benz Trucks MD Mike Belk says long-term 
prospects are good in wake of 2016 dip in registrations

By Stephen Briers

ercedes-Benz Trucks fell out-of-step with 
the prevailing market trend in 2016. Rigid 
trucks were in greatest demand in the first 
half of the year, but the truck manufacturer’s 
strength sat in the tractor sector.

Consequently, it ended the year down 
12.5% in a market up 5.3%. In the process, it 

lost around 1,000 registrations and slipped behind Scania to 
third in the charts.

However, while the first six months effectively sealed the 
company’s fate, the second half of the year saw something 
of a recovery. This was largely expected, according to 
Mercedes-Benz Trucks managing director Mike Belk.

“The market is always stronger in the second half of the 
year, which accounts for 60% of registrations versus 40% in 
the first half,” he says. “We’ve been even more back end 
loaded than that because the market strength in the first half 
was in the rigid sector and our product portfolio is stronger 
in the tractor market.”

Pricing decisions also played a part in the 2016 perform-
ance, he adds. “We took a long-term view of stability in our 
price position; others change more regularly. That has 
impacts with currency changes but we take a prudent view 
– customers don’t want to see wild fluctuations in price – and 
that affected our order take.”

Uncertainly caused by Brexit has had a lesser impact,

Manufacturer spotlight: Mercedes-Benz Trucks

M
Managing director trucks
Mike Belk
Time in role two years
Registrations (2016) 7,004 units
Market share (2016) 15.2%
Key models Actros, Antos, Arocs, 
Atego, Econic, Unimog

Factfile

Mike Belk sees Mercedes-Benz’s ability to 
address niche markets as a big advantage

Below: New prototype Econic 
tractor unit with improved 
visibility for urban operators 

although it only needs one or two customers to take a pessi-
mistic view of the future and that can have a big effect on 
registrations. 

While there was a bit of a slowdown into September last 
year, confidence remains generally high, with some sectors, 
such as construction and internet shopping, showing a defi-
nite pick-up in demand in the fourth quarter and into 2017.

Belk believes long-term prospects are good and predicts 
the market will be at a similar level to last year’s 46,000 total 
truck registrations. 

He is confident about the Mercedes-Benz product range 
and does not plan to chase sales. 

“It’s not about absolute market share; it’s about building on 
our strengths for sustainable growth,” Belk says.

To achieve that aspiration, he will need to extend penetra-
tion into other sectors beyond tractor units. He is targeting 
a market share in the 20%s (2016 ended at 15.2%) within the 
next few years, but believes this will not require radical 
changes, just an improved focus on new truck niches and 
the commitment of the retail network, supported by head 
office marketing.

“We have to be cleverer in working out where we are best 
positioned in each segment,” Belk says. “We will never be
the cheapest truck – that’s not us; we won’t chase share for 
the sake of it.

“But we are in a strong position with our width of range and 
we are filling niches, for example direct vision with Econic, 8x4 
off-road with Arocs, the Unimog and our 7.5-tonne urban 
delivery Fuso. We even have electric with the eCanter [due at 
the end of the year]. We have all the bases covered.”

Belk points to visibility standards catered for by the Econic, 
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patterns allowing Mercedes-Benz Trucks to anticipate 
vehicle failure to prevent breakdown and speed up any main-
tenance or repair.

Belk explains: “We have built algorithms in to the software 
that interrogate data in real time. It will send a signal to our 
customer assistance centre in Belgium and they will speak 
to the fleet so we can make a decision about what to do.”

The system has three main benefits: avoidance of break-
down; enable preventative maintenance at the next service 
to minimise downtime and guarantee parts availability; data 
sampling to identify patterns. Fleets will be provided with key 
data which can be used for training purposes; trials have 
revealed drivers not using the correct powertrain control or 
not regenerating the DPF, for example.

The system will be fitted as standard to the three truck 
ranges but it will be up to the customer to decide whether 
they are switched on. It will cost £10 per vehicle per month 
for customers already on the Mercedes-Benz service 
contract, or £20 as a standalone arrangement.

“It is these sorts of areas where we can sell a better 
proposition,” says Belk. “We can differentiate ourselves in 
these new areas.”

“We will never be the cheapest truck – that’s 
not us; we won’t chase share for the sake of it” 
Mike Belk, Mercedes-Benz Trucks

which he sees extending beyond London as other cities 
recognise concerns around vulnerable road users.

The construction sector has been a key driving force, but 
Mercedes-Benz Trucks has recently revealed an Econic 
urban tractor prototype with deep panoramic windscreen 
and full-height glazed passenger door for the distribution 
sector. It will also expand the suitability of the Econic for 
urban operators by adding a new powershift transmission 
in the final quarter of the year.

“Safety is something customers are saying they can’t fail 
to consider when specifying and ordering their vehicle,” says 
Belk. “There is a clear movement in the market with all types 
of business and all sizes of truck, urban and long distance.”

Another consideration – and one where Mercedes-Benz 
Trucks claims to be a “game-changer” – is off-road times. 

At the Hanover CV Show last year, the company unveiled 
its Uptime product for real-time data logging and fault diag-
nosis for all new Actros, Arocs and Antos trucks (it will also 
eventually be rolled out to Econic and Atego and possibly for 
semi-trailers and bodies). In the UK it went live with March 
production. 

Uptime consists of a black box which shows fault code 

£10
per vehicle per month for 

Uptime to those already on    
a service contract

12.5%
down in 2016 when market

overall was 5.3% up

For more case studies, visit:  
commercialfleet.org/vans/ 
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MD seeks to clear air on 
approach to diesel trucks 
Mike Belk believes Government and local authorities need to 
take a “proportionate” approach to air quality regulations 
when it comes to trucks. 

He points to the huge improvements made on NOx and 
particulate emissions with Euro 6 and believes the emphasis 
should be on encouraging people to invest in the cleanest 
vehicles possible.

“In reality, there is no alternative to diesel for long 
distance haulage, but we will see the emergence of different
solutions for urban distribution – our eCanter 7.5-tonne, for 
example,” Belk says. 

“It travels 100km (62 miles) on one charge which means 
significantly lower fuel and servicing costs. And it charges 
to 80% in less than 60 minutes on fast charge.”

Mercedes-Benz also has a concept 18-tonne electric truck, 
which is “probably four years away” from production, and 
Belk believes it can be a pioneer in the development of 
electric trucks. 

“We stand for leadership in technology,” he adds.
The truck division benefits from the car group’s           

€5.2 billion (£4.4bn) investment in autonomous driving 
technology, while its own €1.3bn (£1.1bn) annual R&D truck
budget has enabled it to create other solutions, such as the 
CNG-powered Econic, which is about to go live with Camden 
Council, and a hybrid Canter.

“I have been surprised by the strength of the feedback for
the eCanter and our 18-tonne concept,” says Belk. “We
haven’t released pricing but it is commercially viable and
our view is that the additional capital cost should be 
covered within three or four years of the vehicle being on
the road from the reduction in fuel and SMR costs.”

He is now looking for a few fleets to run pilots which will 
enable Mercedes-Benz Trucks to identify any issues, for 
example, range limitations in real-world conditions. 
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CUTTING CORNERS 
COULD CREATE
MOBILE DEATH TRAPS
Safety and compliance are of the utmost importance when converting vans 
and a professional conversion could save you money in the long term, too

By Sarah Tooze

magine sending your vans to a converter and discovering 
that, rather than doing a professional job, the converter 
has turned them into potential death traps, with the risk 
of the users being electrocuted due to poor wiring and 
failure to fit residual current devices (RCDs).

This was the situation a van fleet operator recently 
found itself in. It was alerted to the problems when 

another converter, Bott, saw the vans. 
It is just one of many examples of poor conversions – some 

carried out by operators themselves – which Bott sales 
director Stephen Turner has encountered. 

Poor conversions can occur because small convertors or 
fleet operators have budget constraints and are looking to 
cut corners or because they simply don’t have the necessary 
knowledge.

Modern conversions have been made more complex by 
changes in engine management systems and the fitment of 
AdBlue tanks to meet Euro 6 emissions standards, which 
have all added weight to the base vehicle. 

Converters also have to be mindful of the electrical system 
and compatibility with stop-start technology. Added to that 
are health and safety considerations, such as making sure 
there are no sharp edges. And that’s not to mention the 
challenges that whole vehicle type approval brought in 2013. 

Converters also need to adhere to a manufacturer’s body 
equipment mounting manual or fitting guidelines. If they 
don’t, it could have implications for the warranty. 

Supplier spotlight: Bott

I
“It’s something the manufacturers are really focusing on 

at the moment. They want you to follow the instructions to 
the letter,” Turner says. 

“We have to make sure we’re connecting things to the right 
part of the vehicle, that we’re not drilling in areas that we 
shouldn’t when we’re attaching things. If you’re powering up 
something electrically in the vehicle you have to ask ‘can that 
base vehicle cope with the start-up current?’ You have to be 
very careful.”

Bott has its own dedicated compliance team which works 
closely with its design engineers and electrical engineers to 
ensure that what is proposed to the customer is compliant 
with the manufacturer’s guidelines.

The company insists that if something electrical is put into 
the vehicle then RCDs are included. It also has systems in 
place to help remind customers when their electrical equip-
ment needs PAT testing and that there will be service inter-
vals for things like generators and compressors. 

“In days gone by we’d convert a vehicle, wave it out the door 
and say to the customer ‘I hope everything works and you 
come back and see us in three, four, five years’ time when 
you’re about it change it’,” Turner says.

“The way of the world has changed. It’s in our interests to 
understand what happens to that vehicle and how it is being 
used over those three, four or five years.”

If the usage of the vehicle changes during its duty cycle and 
the customer starts carrying new tools and components, the 
weight limits on the vehicle might change, for example, and 

Conversion would pay for itself within seven months
Bott demonstrated to one customer that a £1,000 professional 
conversion would pay for itself within seven months. 

The customer is in the pest control industry and has a network 
of distributors that carry the brand name on the side of their 
vans. It wanted to standardise how the franchisees operated and
improve efficiency. 

Bott went out with a group of engineers for a week and 
recorded how many visits they made in a day, how long it took 
to find components, any damage done to components, and 
compliance with regard to storing chemicals. 

It then converted a van for the same group of engineers for 
them to try for a week and recorded the same measurements.

The engineers averaged five visits a day with the 

professionally converted van (compared to three previously), 
with each visit having a call-out charge of £56, which meant an 
additional £112. Savings of around £200 were also identified
from stock damage which would be prevented if the items were 
properly carried. 

Bott also recommended having a specific cabinet to store 
chemicals safely. 

“When we put the data together we calculated that they were
keeping the vehicles for five years but if they spent £1,000 for a 
professional conversion the conversion would have paid for itself 
within seven months so they turned that into some marketing 
material, sent that out to the franchisees and they all went with 
the professional conversion,” Stephen Turner says. 

Bott sales director 
Stephen Turner has 
encountered many 
examples of poor 
conversions
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it may be necessary to make amendments to the conversion. 
It’s also important to consider the base vehicle from the 

outset. Less experienced fleet operators may make the 
mistake of ordering their vehicle and then considering the 
conversion. 

“We’ve had examples where we’ve had to say to a customer 
you’ve ordered the wrong base vehicle specification because 
what you’re expecting to be able to do with that vehicle can’t 
be done with the new regulations, it won’t be compliant with 
the enhancement scheme or it may be out of scope of the 
body equipment mounting manual instruction or the manu-
facturer fitting guidelines,” Turner says. 

Whole vehicle type approval, and the subsequent N1/N2 
Enhancement Scheme, which Bott and fellow converters 
supported trade associations in lobbying the Government 
over, has helped raise awareness about the need to operate 
a complaint van fleet. 

It has been a key factor in Bott’s recent growth. Last year 
it achieved growth of 35% compared to 2015 and its turnover 
was £40 million, double that of 2013. Growth since 2013 has 
been coupled with investment – Bott’s conversion centre in 
Leicestershire had a £1.1 million extension in 2015, taking it 
from 5.5 acres to more than 11 acres. 

Retention rates
Retaining “a significant amount of contracts” (Bott’s current 
retention rate is 90% and its customer base includes a wide 
range of industry sectors and both private and public sector 
fleets) as well as “keeping pace with the increase in van 
registrations”, which has brought more opportunities for 
conversions, have also been driven growth, according to 
Turner. 

More recently, tougher sentencing guidelines for employers 
convicted under corporate manslaughter and health and 
safety legislation, which were introduced in February 2016, 
have “focused the attention of a significant number of van 
operators”. 

“We’ve managed to win contracts with organisations 
where perhaps they felt there was no real need for a profes-
sional conversion but they are more worried about the rami-
fications if they’re seen not to be following industry best 
practice,” Turner says. 

He has seen more transport and fleet managers raise the 
issue with their health and safety managers and directors 
as a result of the sentencing guidelines. However, more 
needs to be done to educate SMEs about the potential risks 
to the organisation if one of their drivers causes a fatality or 
serious accident. 

“The racking we produce is crash tested, it’s safe in the 
event of a collision, it stays in place whereas traditional 
wooden systems or something that has been made by an 
engineer in his own workshop would tend to break and come 
apart in a vehicle,” Turner says. 

‘Minimal assembly’ range
Recognising that costs can prohibit businesses from 
investing in a professional conversion, Bott has created its 
Smartvan range for small- to medium-sized vehicles, which 
Turner says is “affordable”, crash-tested, lightweight and 
requires “minimal assembly”.

“A potential customer could go on the website, put in either 
their vehicle registration or vehicle type and they will then 
have a pop-up visual of the vehicle and they can simply click 
on various optional modules and accessories and build up a 
specification,” Turner says. “When they’re happy with the 
design which they can see in 3D on their tablet or smart-
phone, they can click ‘order’ and within a week the equip-
ment is sent out with an instruction manual or video for them 
to assemble themselves and put in their vehicle.”

It means somebody could fully convert a van for 
around £1,000-£1,500, dependent on the van’s size. 

“It’s in our interests to understand 
what happens to that vehicle and 

how it is being used over those 
three, four or five years” 

Stephen Turner, Bott
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Supplier spotlight: Bott

The range is proving particularly popular with sole 
traders and SME fleets, who, aside from the cost 
constraints, don’t necessarily have the time to 

drive to a conversion centre. 
Bott offers four van racking systems: 
 Modulo, which is designed to maximise space in small- 

to medium-sized vehicles and suits people who need to take 
items out of the van and carry them to their point of work 
(such as electricians)
 Uno, which was developed when the N1 and N2 enhance-

ment scheme came out for those that want a professionally 
converted system but “don’t want the bells and whistles”
 Vario, which is “highly functional” and is made up of a 

combination of steel, aluminium and plastic) 
 Bespoke, which is for non-module related conversions 

or is a combination of the various product types brought into 
one solution

opened our eyes to some of the challenges fleet managers 
have to consider,” Turner says. 

Bott’s fleet is now managed by its head of purchasing and 
transport Graham Wright. 

As an accredited operator, Bott sits on the Van Excellence 
Governance Group so it meets with other accredited fleets 
on a regular basis and is also a Van Excellence Gold Partner.

“We’re all working to a common goal,” Turner says. “We 
all want to improve road safety and to reduce accidents and 
deaths on the road. We want to have more efficient vans.”

He adds: “Through our Van Excellence Gold Partner 
status, working with other gold partners, we see it as a 
responsibility to the industry, not as a method of selling more 
products and services. That’s not what it’s about.”

Bott is encouraging its suppliers to raise their standards 
and is taking a more consultative approach with customers.

For example, one customer was concerned about its vehi-
cles’ fuel consumption figures going up and asked Bott to 
reduce the amount of racking in order to save weight, and 
subsequently save fuel, but when Bott did its analysis with 
the customer it found the vehicle wasn’t carrying anything 
overweight and that the conversion was correct for the type 
of application. 

“The more closely we looked at it, it became apparent 
there was a driver behavioural problem,” Turner says. 

Bott then recommended the customer consider a telem-
atics system.  

This approach is part of Bott’s future growth plans. 
“Our growth aspiration is to become more of a rounded, 

consultative organisation so we’re not just perceived as a 
traditional conversion company but that we can offer services 
as well as products,” Turner says.  

35%
of a vehicle conversion          
is racking compared to     
75% previously

Bott can see Brexit from both sides
As a UK manufacturer that is also part of a 
pan-European group, Bott has a foot in both 
camps when it comes to Brexit. 

So far, Bott has had a “positive experience” 
since the EU referendum last June.

“The value of the pound has gone down 
which really helps us in terms of competing 
with some of our competitors who perhaps buy 
product in from European manufacturing 
plants,” sales director Stephen Turner says. 

 The group has a number of wholly-owned 
subsidiaries, such as Bott Italy and Bott 
France, and through them Bott UK has “a feel 
for opinion across the Channel”, he adds. 

“I think there will be some difficult times 
ahead but we have to look at what the balance 
of trade is. We are a big customer to a lot of

the EU member countries, particularly in a 
manufacturing sense around the automotive 
industry. I don’t think we’ll see too much of a 
change in the short-term and we’re hoping it 
will be business as usual.”

He says: “We work to a lot of the standards 
that have been set by the EU and the UK has 
been party to a lot of the standards that have 
been set – whole vehicle type approval is a
good example. 

“I don’t think that will change. I think what
we’ll find is a lot of the existing legislation in 
our industry sector will just be signed across
as UK legislation so there won’t be a huge 
amount of difference in terms of complexity  
in legislation, the way we’re building our 
conversions for example.”

“We all want to improve road 
safety and to reduce accidents 
and deaths on the road” 

Stephen Turner, Bott

Turner says vehicle conversion has changed from 10 to 15 
years ago when the racking element made up 75% of the 
conversion. Now racking is only 35% of the whole job and 
Bott may fit roof racks, tow bars and telematics systems, as 
well as being involved in vehicle handover (it is developing a 
digital solution for handovers, which was demonstrated at 
this year’s Commercial Vehicle Show). 

A little short of half (40%) of Bott’s fleet customers have 
telematics fitted at the point of conversion. Five years ago it 
was less than 5%. 

Bott even has telematics in its own fleet of 30 cars, 30 vans 
(plus tractor units), and has seen savings of 15% on fuel and 
a 40% reduction in avoidable collisions since fitting the 
devices about four years ago. 

The system was installed ahead of putting the fleet through 
the Freight Transport Association’s Van Excellence accredi-
tation scheme. “Going through that experience ourselves

Modulo is one of four racking systems 
offered by Bott.  It is designed to maximise 

space in small- and medium-sized vans
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DRIVERS BEHAVING 
BADLY – AND HOW 
YOU CAN COMBAT IT
Skills behind the wheel is one thing but it is not the same as acting in a 
responsible way which reduces risk and saves on wear and tear and fuel use 

By Matt de Prez

nsuring your drivers stay on their best behaviour 
can lower your operating costs, reduce collisions 
and improve the public’s perception of your busi-
ness. But drivers will only perform differently if you 
can make them think differently.

Driver training isn’t a new concept. Every driver 
has to learn certain skills to do their job. But there 

is a new buzz phrase in fleet and it’s ‘behaviour training’.
Since the mandatory Driver CPC (Certificate of Profes-

sional Competence) for HGV drivers was introduced five 
years ago, heavier fleets have been obliged to invest heavily 
in training. Initially many fleets resisted, simply choosing the 
easiest and quickest routes to meet the requirements.

But times are changing. Now fleets are realising the value 
of training and are using the CPC as a way to encourage 
improvements across a number of business areas.

Van fleets are also seeing the benefit, with many now looking 
to qualify their drivers in the same way as those behind the 
wheel of heavier vehicles, through schemes such as Van 
Excellence from the Freight Transport Association (FTA).

To understand the concept of driver behaviour training you 
must first accept the difference between it and driver skill.

Driver training expert Sandra MacDonald-Ames explains: 
“Driver skill is the ability to operate the vehicle, whereas 
driver behaviour is the way you choose to apply the skill in 
any given moment.”

Insight: Behaviour training

E

20
the ideal class size for 
training according to 

O’Donovan Waste Disposal

103
passed Freightliner test     
out of 283 applications

Traditional training has focused on the skill element of 
driving but behaviour-based courses go one step further, to 
ensure drivers put the theory into practice by getting them 
to understand why it’s important.

What about telematics?
Doesn’t telematics take care of driver behaviour? Not quite. 
Telematics is an important part of the driver behaviour 
puzzle, but it doesn’t tell the whole story.

MacDonald-Ames, who is national training manager for 
Pertemps, says: “A driver could easily be cruising along at 
the speed limit, on a quiet dual carriageway with all his 
measured parameters in the green on telematics. But if no 
car crosses his path and he stays within the lane how do you 
know he isn’t on his phone or eating breakfast?

“Similarly a driver could repeatedly get flagged for heavy 
braking or accelerating – is this an angry, dangerous driver? 
Perhaps, but it could also be someone who is just a bad 
driver or unfamiliar with the vehicle.”

Behaviour isn’t something you can measure with tele-
matics alone – unless the vehicle uses in-cab cameras. 
There needs to be a deeper understanding of what is going 
through the driver’s mind.

Establishing training needs
“The first step to effective driver training is a solid driving at 
work policy,” says Duncan Pickering, market development 
manager at IAM RoadSmart (Institute of Advanced Motor-
ists, as was).

“A driving at work policy is fundamental. It underpins 
everything you expect your drivers to do and how they should 
behave. It also sets out how they should treat the vehicle, 
how they should look after it, when and where they can drive 
and for how many hours.”

In tandem, there should also be an audit trail confirming 
that the driver has read and understood the policy. 

“If something happens on the road and the paperwork is 
in place then the implication is with the driver, not the 
employer. If not, the responsibility for an incident can go all 
the way to top with the risk of custodial sentence if the inci-
dent is really serious,” Pickering adds.

The next step is to risk-assess your drivers. Risk assess-
ments are readily available from most training suppliers or 
fleet management companies.

According to Pickering, risk assessments can be done 

“If you don’t get 
manager buy-in  
for road safety 
then why would 

the driver do it?” 
Sandra MacDonald-Ames, Pertemps
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should then create a training plan to address the needs 
highlighted by the assessment.

Types of training
The majority of training provided is CPC-approved and is 
available widely from a number of sources. Trade bodies like 
the FTA and the Fleet Operator Recognition Scheme (FORS) 
offer training in-house and through third party suppliers like 
Fleet Source, DriveTech (part of The AA) and the IAM.

Fleet operators like Jacqueline O’Donovan, managing 
director of O’Donovan Waste Disposal, are also writing their 
own bespoke courses, which include job- or industry-specific 
attributes.

“I’ve written one driver CPC, which is geared solely to the 
waste industry, as I felt none of the existing courses 
covered the aspects that I wanted them to on the
waste side,” she says. 

cheaply and easily online: “Think of it like a filtering process 
– not all drivers will be high risk or ‘bad’ drivers in the tradi-
tional sense, but some will be driving long hours or at night, 
in varied vehicles or on unfamiliar roads. All these things add 
up to increase the risk.” 

Drivermetrics provides a more detailed analysis of a driver 
using a psychometrics-based system, called Driver Risk 
Index, developed in partnership with Cranfield University.

Freightliner introduced the initiative, scoring its existing
drivers first to establish an ‘ideal driver’ profile then using it 
during recruitment.

Richard Branston, general manager for road transport at 
Freightliner, says: “For our last intake of 50 drivers there 
were 283 applications – only 103 passed the test so we effec-
tively filtered out those more risky drivers before they even 
started.”

Where risk is identified, the driver and their line manager 

The Certificate of Professional 
Competence (CPC) is mandatory 
for HGV drivers, but companies 
are voluntarily seeking similar 
accreditation for van drivers 
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O’Donovan is now three-quarters of the way 
through her next driver CPC, ‘doing it right’. It incor-
porates in-cab cameras and other upcoming tech-

nology such as mobile phone signal blockers – so the drivers 
are ready for when the technology is installed.

“They are small elements, but they are important to the 
future of the company,” she adds. 

Bespoke training can also be provided by third parties. 
“What companies are looking for is a return on invest-

ment,” says Mick Kemp, head of training at FORS. “We have 
to establish which courses are going to benefit them to 
improve their business. A lot of operators come to us with 
issues looking to find a solution through training.

“Many contracts now request specific training, too. Fleets 
working on Crossrail have to do the Crossrail course and 
there is talk that HS2 will require a course to include protes-
tors and rural roads.

“As companies start looking at new vehicles – such as 
electric - there is a new issue of range anxiety. It’s about 
understanding the limitations of new vehicles. People were 
against driver vision aids when they first came out but, if you 
don’t get trained on it, how do you know how good it is?”

Flexibility is key for Graham Bellman, fleet director at 
Travis Perkins, which is why he uses national training 
provider Fleet Source to deliver the majority of his training.

He says: “We need a supplier that can train en masse

across the UK. We have to take a group of drivers off the 
road so we look for suppliers that offer flexibility in timings 
– such as the ability to train on a Saturday. Some suppliers 
also have the ability to bring the training to your site – we 
have used some of our facilities to host training in the past.

“IT reporting is also important, you need to know which 
drivers are trained and which are due.” 

Online training is the quickest and easiest way to get a 
training message across. Fitting training into a driver’s 
schedule is often challenging but online courses can be 
completed in and around the requirements of the business 
while still contributing to a driver’s CPC.

Classroom-based training is far more engaging and allows 
drivers to interact in an open platform. 

Insight: Behaviour training

O’Donovan originally used external trainers but felt they 
weren’t getting the attention of her drivers and they weren’t 
getting the best out of them in a classroom scenario, so she 
took the DIY route.

She says: “I have been instructed as a trainer, so I deliver 
a lot of the courses. The drivers feel they are being put under 
pressure to get trained but vulnerable road users aren’t 
getting any training, so it allows us to have a debate.  

“We wanted the ability to be able to say ‘we can do this 
today’ and work to schedules that suit us.”

The ideal class size is 20, O’Donovan adds. She says the 
drivers don’t interact as well in smaller numbers, but too 
many can be equally unproductive as not everyone can have 
a voice.

She says: “When we identified that outside trainers weren’t 
engaging with the staff, it reaffirmed that being a training 
centre ourselves was in our best interest as they feel more 
at home and they are familiar with the layout. Drivers can 
be quite shy when they are in a gang.”

Branston fits training in from day one. All new recruits 
must sit a five-day induction which incorporates all of the 
company’s safety initiatives. Freightliner customises all its 
training, which is delivered by employees after they attend 
train-the-trainer sessions.

On-road training is widely considered the most beneficial 
and can combat one of the most challenging aspects of 
behaviour training – attitude. 

MacDonald-Ames says: “We are very intolerant 
as people. We are all busy and you can train people 

Dealing with temporary drivers
It’s vital that temporary drivers  
receive the same level of training and 
integration within your business as 
full-time ones.

Richard Branston of Freightliner puts 
all his temporary drivers through the
same intensive five-day induction 
process as regular employees. They 
also spend a week working with an 
experienced staff member.

Helen Brislane at Momentum Instore 
uses a similar tactic and has recently 

incorporated a driver training module 
into the induction process for all new 
drivers. 

She says: “As a business we do     
not currently use any form of driver
training aside from the induction 
course. However, this is an area I’m
keen to explore during the coming      
12 months.”

Sam Earl, general manager of 
Pertemps Driver Training and 
Gloucester Recruitment Branch, says:

“The industry has changed in the past 
decade whereby clients expect the 
drivers to be more trained, to drive 
better and to be safer on the road. They 
expect agencies to employ and manage 
drivers in a better way.”

Fleet operators are now asking for 
drivers that are proven to be fuel 
efficient, can use certain technology 
and can provide their accident history.

Therefore Pertemps ensures all its 
drivers undergo an assessment via its 

in-house training academy before they 
are put on the road.

Earl adds: “If a client has specific 
technology or vehicles, it needs to be a 
co-responsibly where the client feeds 
the agency all the right details to make 
sure the right driver is used for the job.
When you utilise an agency you’ve got
to work with them, and you have to 
take that learning journey on. There is 
no good in regarding that driver as ‘just
an agency driver’.”

“We wanted the ability to say ‘we 
can do this (training) today’ and  
work to schedules that suit us” 
Jacqueline O’Donovan, O’Donovan Waste Disposal

On-road is widely considered 
the most beneficial training 
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Insight: Behaviour training

about saving time but attitude to other road users 
is a hard one to change. We can’t easily put 
ourselves in someone else’s shoes.”

The most effective method when looking at tackling behav-
ioural issues is simply to talk to drivers and help them to see 
things from a different perspective. 

“That type of perspective training is something you have to 
do on-road, it’s really effective,” adds MacDonald-Ames.

She believes the Vulnerable Road Users course, which is 
required by FORS and was developed in conjunction with 
Transport for London (TfL), is the best example as it gets 
drivers to physically switch roles with a cyclist for half a day.

Be prepared for culture change
Changing behaviour requires a two-pronged attack. Drivers 
need to be trained, but the business needs to adopt a culture 
that nurtures safety and lives by its policies.

Branston says: “The Freightliner board gives me 100% 
support on everything in relation to safety.”

By investing in the safety of its people, the business has 
reduced staff turnover to 0.4% and increased its miles per 
incident by 400%.

Bellman has seen similar success: a top-down focus on 
safety, combined with proactive training, has gradually 
reduced incidents across his 4,250 vehicles and 5,000 drivers.

“If you are going to embark on this be prepared for a 
culture change in the business. To do this effectively it is 
about changing to a culture that embraces road safety and 
health and safety,” says Pickering.

In a lot of businesses, especially larger fleets, there might 
be several drivers with the same risk profiles. Sometimes 
these risks are due to business processes or procedures 
rather than the driver’s behaviour. 

MacDonald-Ames says: “You may want to look at shift 
patterns or working conditions before committing to training. 
If you don’t get manager buy-in for road safety then why 
would the driver do it? If you are putting on CPC and the 
transport managers don’t care, then actually you’ll get a load 
of drivers not caring either.”

Maintaining standards
Getting drivers to pass a course is only half the battle. Ensuring 
the training sticks and allows your business to reap the 
rewards of better driver behaviour is a separate challenge.

“Supervision is key to monitoring compliance,” says Kemp. 
He recommends that a company monitors drivers after they 
have completed training for things like fuel consumption and 
manoeuvring. 

“Managers should also actively ensure things like walk-
round checks are being performed correctly to enforce the 
message that the driver is being monitored,” Kemp says.

MacDonald-Ames adds: “If a driver knows they are being 

What fleets are doing to tackle driver behaviour
Jacqueline O’Donovan, MD of O’Donovan 
Waste Disposal: “In a year, each of our 
drivers will sit through no less than four 
training sessions, so they are well over 
their required hours. It’s all certified 
CPC training and we log it because it’s a 
way of proving they’ve had the training 
and it gives us the ability to issue 
certificates as well.”

Graham Bellman, fleet director Travis 
Perkins: “Our drivers generally have to
undergo a day’s training every year. We 
also have a team of safety coaches 

that do practical training with the 
drivers, giving hints and tips plus safe 
and efficient driving guidance. 

“From a legal point of view the    
CPC is a requirement for those driving
vehicles in excess of 3.5 tonnes but we 
put all our drivers through it – it’s a 
FORS requirement – plus a good driver 
is a good driver, irrespective of the size 
of vehicle.”

Richard Branston, general manager 
for road transport at Freightliner: 
“When we first looked at training our

focus was on reducing mpg. From that 
we did a large amount of training with
our truck suppliers. We learned fairly 
quickly that we were saving a 
considerable amount on friction  
linings, tyres and accidents.

“The next step was to look more 
closely at safety. At this point we 
almost did a complete u-turn and 
moved away from mpg, instead looking 
at improving safety.”

Helen Brislane, commercial manager 
at Momentum Instore: “Just this month 

our training provider has unveiled a 
new online training module for driving 
skills, a half-hour interactive session
covering essentials such as vehicle 
maintenance, time management and 
defensive driving.  

“We have only recently made this 
course a mandatory one for all new
temporary drivers to be completed 
before they come on board with us,  
and we will be rolling out the course to
existing temporary drivers to complete
within the coming months.”

For more on this subject, 
visit our sister website 

fleetnews.co.uk/approaches- 
to-driver-behaviour

Online

monitored or watched, they will change their behaviour – but 
it has to be something they agree to. They have to buy into 
that change process and understand it because if they don’t 
believe it will work for them  they won’t do it.”

Telematics provides the proof, according to O’Donovan. 
She sends selected drivers to get trained as trainers. If a

driver does fall into the red on telematics, the business will 
deal with it internally.

“We sit down with the drivers and they have their own 
personal development plan. If a driver says they want to go 
further up the career ladder, they can,” she adds.

Pickering says its human nature for bad habits to creep 
back in. He recommends that fleets revisit training regularly 
and carry out risk assessments no less than every 24 
months. Branston does it every six.

But MacDonald-Ames reinforces the importance of finding 
and understanding the root cause of behaviour issues.

“Poor performance such as speeding might provide a 
trigger for intervention, such as a conversation from a 
manager. Sometimes a conversation with that driver away 
from their line manager can come up with surprising 
results,” she says. 

“If you have a driver with an unblemished record there 
might be something in their private life that has put them out 
of kilter. It might be nothing to do with training, just what’s 
going on in their head.” 

It is human nature for bad 
habits to creep back in so 

regular supervision is advocated
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PLENTY FOR FLEETS AT CV SHOW
All the vehicles, products and services vying for the attention of van and truck operators
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India’s biggest tyre manufacturer 
has launched its truck and bus 
tyre range in the UK using a new 
internet-based sales model.

Apollo Tyres, which already 
sells Apollo and Vredestein car 
and van tyres in the UK and 
Europe through a network of 
dealers, decided to create a sepa-
rate channel for its new range 
after looking for inspiration 
outside of the automotive sector.

“How do we crack the highly 
competitive, over-saturated 
market?” asked Apollo group 
head – global product manage-
ment Benoit Rivallant. “We have 
to look at a new approach.”

After assessing the business 
models of the likes of Amazon and 
EasyJet and carrying out exten-
sive tests with more than 50 fleet 
operators in six countries, totting
up 250 million kilometres (150m 
miles), the company opted to sell 
direct and exclusively online.

“We wanted a lean, simple and 
transparent process,” said chief 
retail and marketing officer Marco 
Paracciani.

Fleets, leasing companies or 
dealers log on to the Apollo 
website and select their vehicle 
type, which filters the tyre options. 
Apollo will recommend the best 
tyre to meet their needs based on 
fleet experiences through the 
testing programme.

When the tyre quantity is 

he CV Show once again 
played host to thousands 
of van and truck opera-
tors keen to see the 
newest vehicles, prod-
ucts and services. 

Highlights included the 

global debut of DAF’s new CF and XF 
tractor units and the official unveiling 
of the all-new MAN TGE.

Isuzu launched the D-Max pickup 
and at the Peugeot stand three new 
body derivatives of the Partner were 
displayed.

Ford’s new six-speed automatic 

transit also made an appearance as 
did the all-new Volkswagen Crafter.

There was no shortage of electric 
vehicles this year, either. The Renault 
Master ZE debuted alongside a 
revised Kangoo ZE with longer 
range and LDV showcased the ED10 
in people carrier form. Mellor 

Coachcraft used the show to exhibit 
its Orion E 16-seat electric bus, with 
a 100-mile range.

Tyre manufacturers came in force 
with Michelin, Continental, Hankook 
and Goodyear all displaying new prod-
ucts alongside new players in the UK
market such as Giti and Apollo.T

CV Show review

Citroën is looking to improve its
presence in the electric van sector 
with the introduction of a long-
wheelbase version of the Berlingo.

The L2 Electric is now available 
to order and features the same 
range of 106 miles as the L1 
Berlingo, with an expected real-
world range of 80 miles.

Pricing starts at £22,180 for the 
L2 (£21,750 for the L1), but when
the Government plug-in grant and 
discounts are taken into account, 
fleets can expect to pay less than 
£15,000, according to Citroën.

Helen Lees, head of electric vehi-
cles at PSA, said: “We’ve not focused 
on electric as a manufacturer. We 
sell through a small network of 20 
dealers that are trained and we are 
expanding that number. Our volume 
expectations are still relatively 
small but we expect to see a big shift 
in demand soon.”

Lees bases that forecast on the 

Apollo goes 
digital with 
launch of truck 
and bus tyres

Citroën predicts L2 Berlingo will boost 
EV sales by ‘a few hundred’ each year

fact that Citroën is receiving a 
growing number of enquiries from 
fleets and is doing plenty of demon-
strators.

“Previously a company would 
order one to be seen to be green. But 
now they are ordering in the fours 
and fives so they are more serious 
about EVs, particularly in London as 
it pays for itself,” she added.

Electric vans work best for fleets
doing at least 45 miles per day, 
Lees said, because the return on 
investment is based on running 
costs. Too few miles and the fleet 
would not get the returns. But at 
this level, the vans would pay for
themselves within four years.

Citroën expects to sell “a few
hundred” electric Berlingos per 
year. Early adopters had been large
corporate fleets and local authori-
ties but it sees an opportunity with 
tradesmen whose vans spend 
much of the day parked up.

The L2 Berlingo has 
real-world EV range of 80 miles

selected, the website automati-
cally gives a volume-based 
discount; there is no negotiating.
The customer then chooses its 
delivery option.

“If the client plans it after one 
month, we will give an extra 1.5% 
discount because we can plan it 
into our production,” said Rival-
lant. “This will encourage them 
to order in advance.”

Further discounts are offered if
the company pays before 
delivery; if they choose to pay 
after 60 days, a premium is 
added. Pan-European fleets can 

By Stephen Briers and Matt de Prez
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Autonomous vehicles will not come 
to market as quickly as people 
think, according to the company 
helping to develop the systems 
needed to make them work.

Gil Ayalon, regional director 
Europe at Mobileye, said: “A lot of 
people are waiting for autono-
mous cars but there are many 
questions still to answer before 
they come to market. It won’t be as 
fast as people think.”

He should know. Mobileye linked 
up with BMW and Intel (which is 
now buying the company) last year 
to put self-driving cars into full 
production by 2021. The trio later 
committed to putting 40 autono-
mous test cars on public roads in 
the second half of this year.

“But there are systems that can 
be installed within one hour that 
can do the job and reduce up to 
80% of accidents,” Ayalon added.

He believes there is not sufficient 
awareness of ADAS (advanced 
driver-assistance systems) because 
“people do not buy or appreciate 
safety – everyone thinks they are a 
good driver; this is a problem”.

Mobileye’s aftermarket system
costs around £800 with discounts 
based on volume. It claims 
average return on investment of 
between six and 12 months, with 
savings from prevention of acci-

dents and mitigation of accident 
costs.

“Then there is the reduced 
insurance costs, less maintenance 
and less admin, as well as indirect 
costs from the company reputa-
tion,” Ayalon said. “And if the fleet 
takes it seriously and enters the
driver behaviour programme, they 
can also significantly reduce fuel, 
replace fewer brakes and tyres, 
and increase uptime.”

Toyota launched a new conversion scheme at the show which offers 
off-the-shelf or bespoke solutions through approved partners. 

The first five converters were announced at the show but Toyota LCV 
manager Gareth Matthews told Commercial Fleet the company plans to t

approve between 20 and 30 once the scheme gains momentum.
A tipper body for the Hilux will be available alongside a refrigerated 

Proace and a series of racking solutions, when the scheme goes live 
in January.

These models will be available through the new Toyota Trade Plus 
programme, supplied as complete units ordered through any Toyota 
retailer and delivered ready to go. “These products have been intro-
duced as a result of customer demand. We see this as a natural 
continuation of the LCV strategy we launched last year,” said Matthews.

The company is also exploring further options with the Proace plat-
form and confirmed a Hilux Dropside will be added to the line-up.

secure additional savings if they 
are travelling in Hungary and stop 
off at Apollo’s new tyre plant to 
collect their order.

“We think lean and we will 
reward the fleet for helping us,” 
Rivallant said. “We have stripped 
out everything that does not add 
value and we are passing the 
savings on to customers.”

He believes Apollo could be a 
market disrupter by offering 
premium tyres – “they are indexed 
to best-in-class” – at a non-
premium price. They are also 
re-grooveable and re-treadable 

and come with a five-year 
warranty.

“The view that if you want quality 
it means a high price is over. This 
is a way to provide quality tyres at 
an affordable price,” he said.

Apollo is looking to take a 5% 
share of the UK truck and bus 
market within the next three-to-
five years. However, it does not
intend to replicate this model with 
its car and van tyre business.

“We aren’t here to disrupt our 
existing business plans; we will 
keep that business the way it is,” 
Rivallant said.

Choose safety now – don’t wait for autonomous vehicles, says Mobileye

Toyota launches conversion scheme 
for off-shelf or bespoke solutions

Telogis debuted its new Spotlight app at the 
show which has been developed to give 
operators mobile transparency of their fleet.

The app is available free on Apple and 
Android devices for all users of Telogis Fleet.

Sergio Barata, general manager for EMEA 
at Telogis, said: “Spotlight puts all your fleet 
data into your hands. There’s no need to rely 
on email updates as the app can send push 
notifications instantaneously.”

Telogis introduces Spotlight appExecutives Benoit Rivallent (left)    
and Marco Paracciani on the 

Apollo stand at the show

The Hilux will be available 
with a tipper body
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DAF’s new CF and XF cabs use less 
fuel, have more power and feature 
an enhanced trim with a redesigned 
instrument panel.

Preston Feight, DAF president, 
said the savings add up to a 7% 
reduction in fuel and were attributed 
to a number of improvements, 
including new engines, rear axles 
and driveline software.

“It started with the exterior design. 
We have improved the aero-
dynamics with a new sun visor, grille 
closure, elongated wheelbase 
extensions and radiator flow guides,” 
he said. This contributes to a 0.5% 
improvement in fuel efficiency.

The single biggest saving came 
from the new MX-11 and MX-13

engines, which require less rpm at 
cruising speeds. They also offer 
additional torque in the highest gear, 
which means they can stay in top 
gear for longer. This promotes 
smooth and efficient driving.

Together with a new turbo charger 
and oil module, the engines reduce 
fuel use by 3%.

The engines, which are certified 
for biodiesel fuels, are also lighter 
and smaller. They help the vehicles 
to heat up more quickly which 
increases the de-NOx efficiency,x
enabling them to operate in their 
highest efficiency mode, knocking 
another 1% off fuel consumption.

DAF has also developed a new 
family of rear axles and gearboxes 

New DAF CF and XF tractor units cut fuel by 7%

New country manager 
plots Fiat van growth
One day before the Commercial Vehicle Show, Fiat 
Professional announced a new UK country manager. 
Richard Chamberlain was promoted from head of 
sales after his predecessor, Alejandro Noriega, 
became country manager, Fiat and Abarth.

Only seven months earlier Chamberlain had made 
the switch to Fiat from Renault Trucks, where he was 
LCV brand manager. 

He was attracted by the opportunity to manage a full 
range of vans but recognised that Fiat Professional 
was heavily dominated by big corporate business.

“That’s good, but does leave you exposed if there is 
a change in the marketplace,” he said.

In the past few months, he has sought to develop 
relationships with the leasing sector and with SMEs, 
appointing a leasing manager and a service, mainte-
nance and repair manager to increase “our touch-
points and visibility in the market”.

He added: “We have ambitions for growth. I’ve not 
come in to baby-sit the business. But it’s about 
marginal gains and small improvements.”

Chamberlain is looking to increase business 
through Fiat’s conversions programme, pointing to 
the advantages offered by the Ducato’s flexible 
chassis and the fact it does not need AdBlue to be 
Euro 6 compliant. 

Fiat Professional already has a tipper and dropside 
as a factory solution and Lutons through approved 
converters. Next up is a box body, while Chamberlain 
also sees an opportunity for refrigerated vehicles.

However, he has no immediate plans to bring elec-
tric vans to the UK, although Fiat has a number of 
projects elsewhere. 

“There is no payback for the customer and the 
investment in the network with training is a massive 
undertaking for a few hundred vehicles,” he explains.

“When Government makes the necessary steps on 
the Operator’s Licence and driver licence for the 
increased gvw, then we will look at it.”

Ford to start Transit Custom PHEV 
trials with five London fleets

longer journeys (up to 250 miles) that 
may be required by businesses and 
bluelight services.

Using telematics, each Transit  
PHEV will collect data on its financial, 
operational and environmental 
performance to help understand how 
the benefits of electrified vehicles 
could be maximised.

Ford has also appointed Mark 
Harvey as director of its Urban 
Electrified Van programme – a new 
position. Harvey will work with TfL, 
the participating fleets, and the Ford 
development team, to bring 
manufacturer, consumer and city 
together to better understand EV use 
in a megacity.

“There is a strong pull from 
customers for a solution to deliver 
improving emissions and air quality 
and avoiding the diesel issues,” 
Harvey said. 

DAF’s XF cab uses less fuel

with a higher gear spread and 
multiple driving modes – the saving
equates to 1.7%.

New driveline software with 
predictive cruise control, predictive 
shifting, ecoRoll and driver perfor-
mance aids results in another 1.5% 
improvement. 

Finally, a new air-con system, 
which uses residual heat in the 
cooling system, adds another 0.2%.

Feight said: “We have also 
enhanced the chassis space with a 
larger low deck ground clearance. 
The 4x2 tractor has 100kg weight 
saving and the 6x2 130kg.”

DAF has improved the interior trim 
with new interior lighting modes: 
night drive, relax and floodlight. 

Ford has placed a handful of plug-in
electric Transit Customs with five 
fleets in London and is in talks with 
other organisations as part of a 
12-month pilot.

The multi-million pound project 
starts this autumn and will involve up 
to 20 vans. It is designed to explore 
how lower-emission plug-in hybrid 
electric vans could support cleaner air 
targets, while boosting productivity for 
operators in urban environments.

The first wave of fleets comprises 
Transport for London (TfL), the 
Metropolitan Police, Clancy Plant, 
Addison Lee and British Gas. They will 
run the new Ford Transit Custom 
PHEVs which reduce local emissions 
by running solely on electric power for 
the majority of inner-city trips.  

Equipped with range extenders, the 
Customs are not limited by battery 
range, making them capable of the 

Mark Harvey is the new 
director of Ford’s Urban 
Electrified Van programme
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LDV is undertaking a feasibility 
study to assess the opportunities 
offered by launching a second 
electric vehicle, the EG10.

If feedback is positive the EG10 
will be launched as an electric 
full-size people carrier with 
range of more than 100 miles. 

It would accommodate seven 
passengers and would target taxi 
companies, small-parcel deliveryveryv
firms and families. LDV will offer 
the vehicle in two equipment 
grades – Flagship and Elite. 

Mark Barrett, LDV UK and 
Ireland general manager, hopes 
the EG10 will launch within the 
next 12 months. “The decision 
will be based on feedback from 
the market and meetings with 

potential customers to find out 
what they want,” he said. 

Meanwhile, LDV’s EV80 electric 
panel van, which was unveiled at 
the 2016 show, is close to coming 
to market. Barrett said it was 
undergoing “final testing” with an 
anticipated launch within the next 
few months. Powered by a 56kW 
battery, the EV80 has a 130-mile 
range and payload of 900kg.

LDV parent company SAIC is 
investing more than £2bn in 
clean air technology which will 
result in plug-in electric options 
across its van range plus, in the 
heavy vans, hydrogen fuel cell.

“They already have hydrogen 
but the infrastructure isn’t here 
[in the UK] yet,” Barrett said. 

LDV assesses viability of 
second electric vehicle

Michelin has replaced its most 
popular heavy truck tyre with the 
newly launched X Multi tyre.

The company says it can return 
15-20% more mileage than the 
current series, at no extra cost.

Four key fitments are available at 
launch: 315/70R22.5 multi-position 
and drive, and 385/55R22.5 steer 
and trailer. Additional sizes will be 
added throughout 2017.

New X Multi tyre

Nexus expands its offering 
to include HGV rentals
Vehicle rental provider Nexus 
has expanded its portfolio with a 
new HGV rental proposition.

The company has access to 
50,000 vehicles across the UK 
including tractor units and 
construction vehicles.

“This is a brand new proposi-
tion for the market, driven by 
customer demand. We can now 
supply everything a company 
needs with wheels – making us 
a one-stop shop for mobility,”
said David Brennan, Nexus chief 
executive.

Nexus developed a new system 
to handle the compliance element 
of HGV rental such as O-licences 
and loader checks but rentals will 
be handled through the existing 
booking system.

The customer base is predicted 
to vary from short-term replace-
ment haulage vehicles to longer-
term construction and civil engi-
neering products.

Michelin s X Multi tyre will have four keyMichelin’s X Multi tyre will have four key 
fitments at launch

Goodyear showcased its Proactive
Solutions business, a new service 
combining telematics and tyre pres-
sure monitoring.

Announced in November last year, 
the system allows fleets to monitor 
their vehicles and tyres in real-time.

Aljosa Sitar, Proactive Solutions 
sales manager, said: “The unique 
element of this product is the algo-
rithm which can predict tyre failure 
up to a month before an issue actu-
ally occurs.”

Data is fed back to the operator 
directly and the system can be used 
with any brand of tyre.

The company was also promoting 

Ingimex unveiled its new T6-Pick-
up and T6-Tip-up bodies for the 
Volkswagen Transporter chassis, 
increasing payload to one tonne 
and 1.2 tonnes, respectively.   

The new bodies have been 
designed exclusively for the VW T6 
chassis with tubular bulkheads 
and underbody foot-steps aligning 
with the cab’s profile, and with 
multiple load securing points 
incorporated into the new design of 
both the deck and bulkheads, 
giving users an extensive provision 
of payload security and safety. 

“Vehicles are getting heavier and 
trying to maintain a payload while 
keeping the vehicle under 3.5 tonnes 
is a challenge,” said Justin Gallen, 
Ingimex managing director.

Gallen added: “By keeping the 
vehicle under 3.5 tonnes operators 
benefit from enhanced fuel effi-
ciency, reduced CO2 emissions and 2

the flexibility to use any driver. Our 
task is to ensure suitably high 
payload capabilities are retained.”

Goodyear’s real-time tyre monitoring
its new re-treading guarantee 
whereby it promises to accept all 
casings for re-treading, provided 
they have no visual damage. 

“We are now self-sufficient in 
casings and no longer need to rely 
on getting them from third parties. 
This means we can guarantee the 
integrity of that tyre from day one 
through to its fourth life,” said Marc 
Preedy, commercial director at 
Goodyear. 

He added: “With prices up by 25%, 
due to a spike in the cost of raw 
materials, it makes re-treads far 
more attractive in a wholelife costs 
model.”

For our full coverage of this year's CV show visit: commercialfleet.org/cv-show-2017CV Show review

Ingimex duo offer 
increased payload

CEO David Brennan says Nexus 
has become a one-stop shop

New system can predict tyre 
failure a month in advance

The EG10 is being appraised 
with a view to launching 
within 12 months
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Is your fleet driving 
blind? Get a clearer 
view with Reflex.
Our range of products helped to transform many fleets 
with ground-breaking technology and industry-leading 
service levels. Your fleet could be the next to benefit.
 
Our comprehensive duty of care package gives you 
confidence, ensuring your fleet is protected 24 hours a 
day, you can see how your vans are used on the road 
and take more effective control of drivers and vehicles.

Reflex – intelligent, flexible van hire. 

Find out how we can help your business. Call us on 

0345 609 2345 or email sales@reflexvans.com
T: 0800 032 0728
www.pertempsdrivertraining.co.uk

Director John Poliquin 
said of the event: “The 
CV Show was a great 
success this year. It’s brilliant 
that customers understand we 
have a strong presence in the driving 
industry. We are more than just 
recruiters; we provide training and 
change people’s lives.”

Following a very successful Commercial Vehicle Show, 
Pertemps are delighted to have met so many potential 
new clients.  

As a supplier of driver training and recruitment services, Pertemps are 
in the unique position of being able to offer a range of services and 
we are already following up on our discussions we had on our stand.  
For the second year running, we were very proud to showcase our 
partnership from the RLC division of the British Army and the continuing 
work we are doing to attract Army leavers 
into the logistics industry. 
 
We’d like to say a big thank you to all those 
that stopped to have a chat and we are
already looking forward to next year’s event. 
We hope everyone enjoyed their goodies
from “Big John’s Truck Stop” and we
will shortly be revealing the lucky winner 
from our #GetBehindTheWheel 
competition who will receive 
free Driver Training. 
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For our full coverage of this year's CV show visit: commercialfleet.org/cv-show-2017CV Show review

MAN is looking for a 3% share of the 
large panel van sector when it 
launches its first LCV in September, 
equating to 3,500 annual sales.

The TGE, based on parent Volks-
wagen’s Crafter and built at the 
same plant in Poland, gives the 
truck manufacturer an opportunity 
to extend its business with existing 
customers that have a van need as 
well as appealing to new organisa-
tions, according to MAN head of van 
Stuart Beeton.

“The priority is to introduce it to our 
existing bus and truck customers 
where we can give them added 
value – that’s the low hanging fruit,” 
he told Commercial Fleet. “However, 
we also need to approach new 
customers who want to treat their 
LCVs like trucks.”

The aftersales support and 
extended operating hours – typically 
16.5-hour/sixr/sixr -day working weeks – 
offered from the truck and bus 

dealer network will be the key differ-
entiator between the new MAN TGE 
panel van and those offered by 
rivals, added Beeton.

“There is a frustration with ‘car-
up’ networks in terms of booking 
times; they want instant responses 
to keep their vehicles on the road 
and our network has a truck can-do
attitude,” he said.

“We will have at least 17 centres of 
excellence for the LCV range.”

The MAN TGE will go on sale in 
September with weights from 3.0 to 
5.5 tonnes, in standard, long and 
extra-long lengths, plus normal, 
high and super high roof heights, 
with options of FWD, AWD (both 
3.0-4.0 tonnes), and RWD (3.5.0 -5.5
tonnes). All engines are 2.0-litre 
diesel with outputs from 102PS to 
177PS, with eight-speed auto and 
six-speed manual options.

Pricing starts at £23,990 for the 
3.0-tonne panel van and from 

£26,490 for the 3.5-tonne van with a 
three-year/unlimited mileage full 
manufacturer warranty.

“We treat LCVs like HGVs. We will 
have mobile 24-hour roadside r
assistance to keep vehicles moving, 
aftersales and technical support, 
repair and maintenance packages, 
and compliance and safety support,” 
said Beeton.

MAN will also add telematics and 

fleet management services, 
including alerting fleets when vehi-
cles are due for service.

A factory-produced minibus will beroduced minibus will be r
introduced towards the end of next 
year, although converter options will 
be available from launch.

MAN UK managing director 
Thomas Hemmerich said an electric 
version was also planned, although 
timescales had yet to be agreed. 

MAN targets 3% share with its first van

DVLA urged to open up more 
data for licence checking
Licence Check has called on the 
Driver and Vehicle Licensing 
Agency (DVLA) is open up its 
data files to enable software 
suppliers to bring together key 
information and help their 
customers run compliant fleets.

Richard Brown, Licence Check 
managing director, gave an 
example: “Very few people know 
there is a unique identifier on the
back of their licence. If the DVLA 
would release the data to us, we 
could check if it is a valid card, if 
it has been stolen, lost or dupli-
cated. It would be another way to 
authenticate that it is a genuine 
card.”

Brown would also like to see 
more information on vocational 
drivers, such as training records. 
Fleets taking on new drivers 
should be able to access online 
records in one submission for 
CPC and training, for example.

Licence Check has grown its 
turnover by 50% over the past 
three years, both through signing 
up more fleets, but also by 
existing customers taking on 
more services, such as Davis 
(Driver and Vehicle Information 
Services), a cloud-based fleet 

management solution to manage 
driver and vehicle compliance.

Licence Check has published a 
140-page guide to fleet manage-
ment to provide advice and infor-
mation to fleet decision-makers. 
Also it will shortly launch a 
licence verification qualification 
course to train fleet and trans-
port managers on licencing, 
CPC and “anything to do with the 
driver and a vehicle with a 
licence requirement”, Brown 
said.

“It will help them to manage 
their drivers better,” he added.

His latest project is to assess 
how apps might help to change 
a driver’s behaviour or mood by 
understanding key trigger points 
which indicate stress or anger. 

“We are looking at how apps 
might combine with telematics 
so if it identifies that a driver is 
driving more aggressively, it 
changes the mood in the cab, 
such as the music, to calm them 
down,” he said. 

“We are talking to the Univer-
sity of Nottingham and develop-
ment will happen this year so it 
is probably 12 months away 
from launch.”

Lex breaks through 100,000 CVs

“Our order bank is 20% higher 
than it was this time last year” 
Richard Tilden, Lex Autolease

than it was this time last year, 
which takes our deliveries up 
to six months away. ”

Lex Autolease is winning 
business by offering out-of-
hours, truck-level servicing to 
fleets who are “treating their 
vans like little trucks”, Tilden 
added.

It is also increasingly sharing 
best practice by understanding 
its customers’ operations and 
applying those learnings to other 
fleets, particularly on health and 
safety and compliance.

“We are seeing a lot more 
demand from customers for 
advice and support, especially 
electric vehicles and 
telematics,” Tilden said. “We 
can help customers to re-risk 
the process, future-proof their 
fleet; but at the same time they 
still expect value for money – 
they are demanding more for 
their money.”

On the MAN stand – UK   
managing director Thomas 
Hemmerich (in foreground) 
and head of van Stuart Beeton

Lex Autolease has broken 
through the 100,000-unit
threshold for commercial 
vehicles in its risk fleet for the 
first time, representing growth 
of more than 15% in the five 
months since the publication of 
the Commercial Fleet CF25 at t

the end of 2016.
According to head of 

commercial vehicles Richard 
Tilden, it has gained business in 
both the SME and the 
corporate sectors.

“We now have 105,000 CVs,” 
he said. “We are seeing a lot of 
demand for conventional 
contract hire, although there is 
a place for daily rental and 
flexi-lease where vehicle 
contracts are based on the life 
of their business contracts.

“Customers are cautiously 
optimistic [about the economy]. 
They are still ordering vehicles;
our order bank is 20% higher 



46 May 2017 commercialfleet.org

Renault is looking to employ two 
electric vehicle specialists – one 
for the north, one for the south – 
as it prepares for a surge in 
interest in its EVs.

Mark Dickens, Renault UK head 
of fleet sales operations and 
remarketing, said: “They will 
support dealers when they have 
corporate enquiries – there is a 
need for knowledge on electric 
vehicles. We are on the cusp of it 
really taking off; we’ve having 
more professional conversations 
about EVs, especially in the public 
sector.”

He believes the Kangoo ZE will 
go from a ‘last mile’ proposition to 
a full journey with its real-world 
extended range of 124 miles, but 
the Master ZE, now scheduled for 
an early 2018 launch, would be 
primarily for the fulfilment of final 
mile deliveries.

“Since the announcement of 
Master ZE, our communications 

with corporate customers have 
significantly ramped up. Most of 
those conversations start with 
that van,” he said. “The main 
issues are about how businesses 
actually go about introducing the 
vans – infrastructure, charge 
points and journeys. That’s where 
the industry needs some help.

“We are doing a lot of work with 
the London boroughs – they all 
have an agenda to bring EVs into 
their fleets.”

Dickens predicted that the 
demand will “explode” next year, 
driven by product products and 
inner-city emissions charging. 
While today it was all about 
London, the ‘metro mayors’ who 
were elected earlier this month 
across the UK all have an agenda 
on emissions, he added.

The search for two EV experts 
are not the only changes Renault 
is making to its fleet structure. 
This year, it has expanded its team 

EV experts to boost fleets’ knowledge of Renault vans ahead of ‘explosion’

of area business managers from 
six to 10 with responsibility for 
fleets with 25 to 100 vehicles.

“In the past they were purely 
customer-facing; now they are 
dealer-facing as well,” Dickens 
said. “We have to ramp up busi-

ness through our dealer network.”
Renault has also employed a 

new manager for rental and 
mobility, focusing on daily hire, 
Motability, car share and connec-
tivity for cars and vans, and a new 
national fleet sales manager.

A new vehicle-checking app took 
centre stage on the LeasePlan 
stand, which also sported the 
company’s new branding.

The mobile app is designed to 
replace traditional paper-based 
walk-around checks, giving the 
driver a digital platform to record 
and report vehicle defects.

“A digital solution allows the 
fleet operator to view when 
checks have been completed and 
have instant awareness of any 
defects on that vehicle,” said 

TomTom launched Bridge Hub, a 
new device allowing full TomTom 
Bridge integration with smart-
phones, tablets or in-cab displays.

Bridge is a hardware platform 
that incorporates navigation with 
customised business applications 
such as route planning, vehicle 
checking and delivery confirmation. checking and delivery confirmation. 

Radius Payment Solutions launched 
a new vehicle check app for drivers 
to perform their daily checks.

It integrates with the company’s 
Velocity vehicle management portal 
and Kinesis telematics system.

The app is fully customisable 
allowing checks to be as short or 
long as desired.

TomTom Bridge’s  
smart integration

Radius app fully 
customisable

LeasePlan showcases checking app
Mark Lovett, head of LCV at 
LeasePlan. 

Defects are also reported 
directly to LeasePlan’s repairer 
network who can start to 
organise the repair.

“Our focus is to improve driver 
safety while reducing the burden of 
costly downtime. This app enables 
us to do both,” Lovett added.

It’s yet to be named but will be 
available to LeasePlan customers 
next month at a cost of £1 per 
week, per vehicle.

Auto Windscreens has gained 
support from Mazda, Volkswagen 
and Toyota for its advanced driver-
assistance systems (ADAS) recali-
bration solution.

The conpany has developed rela-
tionships with more than 4,000 UK 
dealers, each providing recalibra-
tion of ADAS cameras when a wind-
screen is replaced.

“New vehicles are increasingly“New vehicles are increasingly 
being fitted with ADAS camerasbeing fitted with ADAS cameras 
which require recalibration when awhich require recalibration when a 
new windscreen is fitted. Often thenew windscreen is fitted. Often the 
recalibration needs dealer-leverecalibration needs dealer-level 
diagnostics or equipment to resetdiagnostics or equipment to reset 
the system safely,” said Rupertthe system safely,” said Rupert 
Armitage, managing director ofArmitage, managing director of 
Auto Windscreens. “We felt after-
market solutions were not effec-
tively mitigating risk so we set up 
our recalibration service.” 

Customers can choose whether to 
have their windscreen replaced at 
home, work or at a fitting centre and 
then visit the dealer for recalibration 
or Auto Windscreens will carry out 
the whole job at the dealership.

To benefit insurers and fleets, the 
billing is handled by Auto Wind-
screens so only one invoice is 
generated for the entire job.

For our full coverage of this year's CV show visit: commercialfleet.org/cv-show-2017CV Show review

Auto Windscreens  
gets ADAS backing

The Kangoo ZE’s real-world 
range has been extended

LeasePlan’s new branding was 
highlighted alongside its vehicle-checking app
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March sees strong values for 
used commercial vehicles

Advertisement feature

L
ight commercial vehicle 

values fell slightly in 

March but remain at 

near record levels.  

The March figure of £6,526 

represented a small fall of £23 

against February and was the 

second highest value on 

record. Year-on-year, average 

values are up by £647, 

equivalent to an 11.0% uplift, 

with the significant falls in 

average age and mileage 

continuing to be a factor.

BCA also notes that softening 

demand has led to buyers 

cherrypicking the best 

examples, keeping average 

values high but putting 

pressure on conversion rates.

Fleet and lease
The fleet and lease LCV sector 

saw average values fall by £86 

(1.1%) to £7,093 in March.  

Despite this, average values 

for fleet and lease LCV stock 

have been consistent since 

rising above the £7,000 mark in 

October 2016 and the last six 

months have seen the highest 

average values on record.  

Retained value against MRP 

(Manufacturer Recommended 

Price) improved very 

marginally from 36.02% to 

36.09%. Year-on-year, values 

were up by £67 (5.4%), with 

average age and mileage 

declining when compared to 

the same period in 2016.  

Part-exchange
Average part-exchange LCV 

values improved significantly 

in March, rising by £231 (5.7%) 

to reach £4,233 – a new record 

value for the sector. Year-on-

year, values were up by £336 

(8.6%) as comparative age rose 

and mileage figures fell.

Nearly-new
Nearly-new LCV values 

continued to fall, averaging 

£14,423 in March.This figure, as 

always, has to be taken in the 

context of the low volumes 

reaching the market and the 

model mix factor. 
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Part-exchange
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Insight: Remarketing

By Trevor Gehlcken

ear-on-year average auction prices rose in March 
by several hundred pounds, but it is younger stock 
which is driving the increase rather than buyer 
demand, which has started to soften.

That’s the view at BCA, where the March average 
of £6,526 was a small fall of £23 on February but was still 
its second highest value on record. Year-on-year, average 
values are up £647, equivalent to an 11% rise.

But don’t be fooled by the headline figures, warns BCA LCV 
operations director Duncan Ward. Demand is softening.

“Average selling price data might suggest a buoyant 
market, but the reality is the market has weakened and 
conversion rates have been under pressure,” he said. “BCA’s 
profile of stock is becoming younger and lower mileage and 
this is a significant driver of the increasing values we report.

“As often is the case when demand softens, a two-tier 
market develops. Well specified commercials in retail-ready 
condition are making exceptional values, while vehicles with 
an unusual configuration or special equipment will always 
attract attention from buyers. In contrast, any LCV available 
in high volumes, perhaps with damage and a basic specifica-
tion, will have an uphill battle to attract interest.”

The market for lifestyle double-cab pick-ups remains 
“fickle”, Ward adds, possibly a reflection of another mild 
winter together with increased volumes and choice. 

However, internet sales continue at record breaking levels,
with BCA Live Online now accounting for almost 40% of 
auction business.

As usual, the two main auction houses have a different take 
on the market. Where BCA warns of softening conversion 
rates, Manheim reports a 3% month-on-month rise for van 
sales conversions in March, despite a 6% increase in volume. 

They are also up year-on-year: in March 2016, conversion 
rates were around 60%, but they exceeded 70% in 2017.

Y
Matthew Davock, head of LCV at Manheim, said: “In the 

first quarter of 2017, we offered a record number of vans at 
our auctions, with 20% more volume compared to the same 
period last year. Despite having more vans to sell, we have 
seen robust sales performance since the start of the year, 
selling 10% more vans in March than we did in February and 
21% more than we did in March 2016, alongside conversion 
rates hitting record levels last month.” 

Another point of difference between BCA and Manheim is 
stock age: BCA’s profile has got younger, but Manheim’s has 
aged – at least in recent months. 

The average selling price of vans sold at Manheim in March 
was £5,298, slightly down from February, but in terms of 
stock profile, age and mileage both increased month-on-
month, by three months and 2,000 miles respectively. 
Average age hit 63 months and average mileage was 75,000. 

However, year-on-year, BCA and Manheim agree: average 
values have risen because stock age has fallen. 

Manheim’s average selling price in March was up 11%, with 
age and mileage four months and 7,000 miles lower, 
compared to March 2016.

Davock said: “During March, our buyer footfall and clickfall 
remained strong, with footfall slightly improving over both 
January and February. Online attendee audiences continue 
to increase and perform ahead of expectations. In March, we 
saw 34% of all vans sell to online buyers – a new record and 
a year-on-year increase of 3%.”

BCA and Manheim also both report a slight month-on-
month fall in average values. Davock says this softening, the 
first seen by Manheim in five months is “a good thing” for 
the market.

He added: “We expect buyer demand to continue to be posi-
tive during April, with conversion rates continuing to 
increase. In April, we are encouraging vendors to 
focus on the same core factors of reserve pricing, 

£6,526
average price at BCA, a small 

fall against February
age price at B
fall against February
age price at B

75,000
average mileage of vans sold

at Manheim in March 2017
age mileag

at Manheim in March 2017
age mileag

ONLINE SALES ARE GATHERING IN 
MOMENTUM AS MARKET SOFTENS
Buying on the net hits record levels at BCA and Manheim, close to 40% and 34% respectively

BCA is seeing a two-tier 
market developing between 
retail-ready vans and those 

that are damaged
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Insight: Remarketing

“The small market is 
also stronger, thanks 
to models offering the 
right balance between 
affordability and 
payload storage” 
Tim Spencer, Shoreham Vehicle Auctions

“Daily analysis of 
what’s on sale in the 
auction catalogues 
revealed there was plenty 
of stock available to 
satisfy demand” 
Steve Botfield, CAP Red Book

“For the first time 
auctions are seeing 
stronger prices paid for 
stock that has been 
offered more than once 
– typically 2% more” 
Andy Picton, Glass’s Guide

What the experts say

duplication, late plate and heavily-damaged stock. If 
these are priced accordingly, high conversion rates 
will no doubt follow.”

Shoreham Vehicle Auctions reported a surge in activity in 
March as buyers, both online and on-site, sought the right 
stock. It has seen the used LCV stock snapped up in the 
twice-monthly LCV auctions, resulting in price stability.

This is despite there being plenty of stock around, espe-
cially large panel vans up to 3.5-tonnes, although buyers are 
remaining selective, due to the variety of spec on offer.

The higher-quality used stock has seen online buyers 
across the UK using Shoreham’s online sales portal. It 
reports particular interest in small vans from the buoyant 
SME sector.

The strength of the building industry is reflected in the 
demand for ex-utility units at Shoreham. Tipper vehicles 
continue to attract significant attention, while Luton vans with 
tail-lifts have been highly sought after from buyers in the 
building and delivery sectors.

Tim Spencer, commercial vehicle sales manager at 
Shoreham, said: “Demand for new vans in March has driven 
retail buyers to seek more vehicles – in large numbers – to 
fill their forecourts, which we expect to continue. The small 
market is also stronger, thanks to the models offering the 
right balance between affordability and payload storage.”

Steve Botfield, CAP Red Book senior editor, commercial 
vehicles and motorcycles, said overall sales volumes 
increased by 51% in March, with ample stock available. 

He commented: “It’s often said of March that it comes in 
like a lion and goes out like a lamb when referring to the 
weather but it seems the used LCV market also got off to a 
roaring start in March, according to our research. 

“We had our fair share of bad weather, particularly during 
the first part of the month, but it didn’t seem to put off hardy 
LCV buyers who were out in droves at the auctions we 
attended and clearly on a mission to buy up stock. 

“Month-on-month we recorded a 1.5% increase in the 
number of auction entries, the average age of vehicles 
increased by one month to 61 months and the average 
recorded mileage decreased from 74,126 in February to 
73,587. Without exception, all of our LCV pricing team who 
regularly attend auctions reported that, overall, the condition 
of stock was among the best they had seen.”

The March used market has seen volumes sold at auction 
hit their highest level for a year, according to Andy Picton, 
chief commercial vehicle editor at Glass’s, although it reports 

a lower increase than rival Cap HPI. The 14.4% increase last 
month represented an 8.4% year-on-year uplift. 

Just over 70% of those vehicles were sold first time, 
although that is down from 76.5% in March 2016, according 
to Glass’s. 

It also reports that the average age of stock offered fell by 
3.8 months during March while mileage was down by 7,032. 
The increase in volumes at auction is reflected in the 
decrease of average sales price paid, which fell by 0.5% on
February levels, but remains 8.4% above March 2016. 

Picton said: “Interestingly, and for the first time, auctions 
are seeing stronger prices paid for stock that has been 
offered more than once – typically 2% more.” 

Over the past month, demand has remained strongest for 
stock in the two-to-six-year-old bracket with sales of two-
to-four-year-old vehicles rising 27.5% while those between 
four and six years old have risen 16.1%. 

At the same time, sales of 0-24-month-old stock has 
dropped more than 28% as buyers baulk at the sky-high 
reserves placed against this age of vehicle and, in part, offers 
on new and pre-registered vehicles which have made this 
age of auction stock look less attractive.

Picton added: “Overall, footfall and clickfall has gathered 
momentum with better specified and lower mileage units 
receiving the lion’s share of the interest. The duplicate stock 
mainly on offer through the 3.5-tonne large panel sector 
continues to come under greatest downward pressure.

“Anything unusual in this sector continues to gain attention, 
however; the best prices are achieved for stock that can be 
put straight back on the road.” 

For the latest news on 
the remarketing sector, 

visit commercialfleet.org/ 
remarketing

Online

Tipper vehicles continue to 
attract attention at Shoreham
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FNBG”
Kirsty Richardson and Tom Bradley, 
Flora Tec Ltd
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“It’s important to be clear from day 

one how refuelling is charged. 

Enterprise Flex-e-Rent offers a 

simple ‘empty to empty’ system 

which means vehicles are both 

rented and returned without fuel”

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

1
How does flexible rental differ 
from short-term hire?  
Flexible rental generally refers to 

vehicles that have been acquired by a 

rental company to fulfil a special customer 

requirement, say a particular number or 

specification of vehicles, with a specific 

rental term that can be anything from 

weeks to years. 

The vehicles often have bespoke 

equipment and livery so they fit seamlessly 

into the existing fleet. The key is that the 

customers get to specify their requirements

and they can still return the vehicles at 

any time.

Short-term hire, on the other hand, tends 

to be for vehicles that come from our 

existing rental fleet for a few days or 

weeks at a time to fulfil an immediate 

need without any bespoke elements.

2
At what point does it make 
sense to contract hire rather 
than rent? 

If you know exactly how many vehicles 

you need, exactly what specification you 

need and exactly how long you’re likely to 

need them for (generally three to five 

years), it can be more cost-effective to 

enter a contract hire arrangement. The 

longer you can commit to, generally 

speaking, the better the headline rate.

However, there is no flexibility built into 

the agreement so any unforeseen events 

over that period can be extremely costly. 

That’s why flexible rental is increasingly 

popular right now given the economic 

and political uncertainty, as well as 

products like Enterprise’s Fix & Flex 

Advance that offer long-term contracts 

with lower charges if the vehicles are 

returned early.

3
Leased vehicles will soon have 
to appear on company balance 
sheets. What is the accountancy 

treatment of rental vehicles?  
With the new rules, rental is now the only 

off-balance sheet funding for vehicles  

currently available in the UK. That makes 

it even more attractive to businesses 

looking to improve their gearing ratios.

4
How can rental companies 
provide fleets with vehicles that 
have the specialist conversions 

and equipment that they need? 
Look for a rental supplier with expertise in 

your field that can offer consultancy and 

guidance on the best vehicles and 

equipment for the job. Work closely with 

the supplier on the specification of the 

fleet to ensure it meets your requirements, 

budget and timescale. Seek assurances 

that it can offer appropriate replacement 

vehicles to cover downtime.

It’s also important to choose a rental firm 

with the financial strength to invest tens of 

thousands (or even millions) into the 

specialist vehicle assets that your 

company needs. 

It should have a comprehensive 

workshop network so vehicles can be 

acquired, equipped and repaired swiftly. 

Also, check that the supplier is prepared

to work flexibly with your preferred fit-out 

providers or repair/maintenance network 

if that suits you better.

5
Some businesses face very 
seasonal demand. How can they 
be sure that rental vehicles will 

be available when they need them?

Seasonal demand can be tricky to cover 

so engage with your rental partner early 

on, even three-to-six months ahead of the 

peak, to ensure the right supply of vehicles 

at the right time. Enterprise, for example, 

works with customers to help them 

understand their seasonal needs – when, 

where and why. A courier business and a 

grounds maintenance firm will have 

vastly different requirements and need 

vehicles at different times of the year.

Also, check how vehicles are acquired. 

Enterprise buys all of its vehicles outright 

rather than using manufacturer buyback 

Whether it’s responding to seasonal demand 
or providing specialist conversions and 
equipment... rental can supply the answers 

Rental has the 
flexibility that 
companies need
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agreements, so we can grow our fleet 

during busy periods by simply suspending 

sales to increase capacity.

6
Commercial fleets increasingly 
relying on management 
information from vehicle 

telematics systems. How can they 
maintain this flow of data with rental 
vehicles? 
Rental companies such as Enterprise 

bring a lot of experience of working with 

customers to deliver the right telematics 

solution. If you engage with your rental 

provider and specify the telematics system 

of choice, it should be possible to integrate 

the data. 

Enterprise works with multiple providers 

to integrate their systems into its flexible 

rental fleet, and is also willing to use 

whichever technology partners customers 

prefer. They retain access to the flow of 

data they need.

7
How should fleets resolve the 
thorny issue of end-of-rent 
recharges for refuelling and 

vehicle damage? 
End of rental changes need to be 

discussed with the rental provider from 

the outset – ensure your rental provider is 

signed up to a reputable body like the 

BVRLA that offers clear guidelines on 

how to recharge damage. Insist on clear 

SLAs that will protect both parties.  

Enterprise ensures everyone is aware of 

the terms from the outset to avoid 

surprises. 

We find most of the time we can work 

together with customers to address 

potential issues so we never reach a 

difficult point.

It is also important to be clear from day 

one how refuelling is charged. Enterprise 

Flex-E-Rent offers a simple ‘empty to 

empty’ system, which means vehicles are 

both rented and returned without fuel. It 

means no fuel charges and no confusion.

8
As major cities like London 
introduce low emission zones, 
how can fleets be sure they 

comply with the new air quality 
regulations in a rental vehicle?  
Look for a supplier that regularly updates 

its vehicle fleet, with a low average 

vehicle age and vehicles that meet the 

latest emissions standards such as Euro 6.

Larger, more established rental providers 

will upgrade their fleets to ensure their 

vehicles fit the widest possible range of 

applications, effectively setting acquisition applications, effectively setting acquisition 

policies to future-proof their customers.
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“Our risk portfolio 

provides us with data 

upon which we can 

consider the impact of 

customer-specific usage”

1
What are the principle financial 
considerations when deciding 
how to fund a commercial vehicle?

The main considerations when compa-

nies are deciding to fund a commercial 

vehicle fall into two areas: financial and 

operational. 

Financial considerations are driven 

primarily by the impact of borrowing on 

their balance sheet. So while this is likely 

to change for operating leases under IFRS 

Lease Accounting rules next year, mid-

size and smaller companies under UK 

GAAP rules may still benefit by the off-

balance sheet position of contract hire. In 

addition, notwithstanding the cost of 

borrowing, cash flow is important. There-

fore lease structures can be more flexible 

by the use of lower initial rentals and 

lump sum or balloon payments, reducing 

the cash required to service the debt on 

the asset.

Operational considerations are also key 

in the decision process, and need to 

answer the question: “Does my business 

have the resource to manage the compli-

ance and service events?”

Businesses often look to outsource this 

using contract hire and then manage their 

supplier(s) which is an extremely effective 

use of resource. The commercial vehicles 

may be critical to the business and its 

operation and contract hire can support 

businesses with these operational chal-

lenges while non-maintained funding 

packages will require the operator to 

manage the day-to-day running of its fleet.

2
How can fleets forecast the 
residual value of a van that has 
had significant conversion or 

modification?
Forecasting the value of a vehicle at the 

end of its useful working life is a challenge 

and subject to market fluctuations, local 

demand and the conversion’s secondary 

value. Accurate forecasting requires an 

understanding of the economic cycle, the 

number of vehicles in the market, and the 

demand for the specialist or bespoke 

conversion in a business sector.

At Lex Autolease, the benefit of our risk 

portfolio means we have access to histor-

ical data, which allows us to analyse and 

consider the impact of individual conver-

sions on a base van. This can be backed 

up where necessary by our vehicle 

re-marketing team, our relationship with 

BCA and also third party specialists. 

Comparisons with unconverted commer-

cial vehicles allow us to reflect the neces-

sary adjustments at a bespoke level. 

3
How can fleets forecast the 
residual value of a van that will 
have high mileage and a hard 

working life behind it when it’s remar-
keted?
Similar to the conversion forecasting, 

there is a ready market for high mileage 

well-maintained vans where the new 

owner/operator may just be using it for 

short journeys, from home to a building 

site, for instance. Accurately forecasting 

this value again relies on experience and 

data. As above our risk portfolio provides 

us with data upon which we can consider 

the impact of customer-specific usage 

where we have the experience. Where 

we don’t, we can turn to our own vehicle 

re-marketing team or external sources 

including BCA for evidence to support 

Wealth of experience and useful data 
will help fleets make the right choices

Which funding option is 
the best solution for you?
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richard.tilden@lexautolease.co.uk  
or visit www.lexautolease.co.uk

any usage adjustment. Furthermore, 

model or sector-specific lifecycle matrices 

are built into our quotation database, all 

of which take into account how mileage 

affects the used value of a van; which is 

the foundation of our forecasting method-

ology.

4
How can a leasing company 
help in the sourcing of an appro-
priate new commercial vehicle?

Leasing companies are able to provide 

expertise and advice on specification, 

including the latest technology and inno-

vation to customers when choosing their 

commercial vehicles. 

With increasing legislation and chal-

lenges such as extra weight which is 

lowering payloads, their advice can help 

businesses make informed decisions on 

choosing a vehicle that is suitable for their 

operational needs.  

In addition, we have a broad supply 

chain and work with converters and 

suppliers to specify vehicles which would 

otherwise take businesses resource and 

time. Once a vehicle is ordered the leasing 

company manages the supply chain 

ensuring the vehicle is delivered to the 

specification, quality and on the agreed 

timeline.

5
What finance options are open 
to a fleet that prefers to source 
second-hand CVs?

When buying a second-hand vehicle the 

business choices reduce. However, there 

is still a variety of asset finance solutions 

available to fleet operators such as tradi-

tional hire purchase and lease purchase. 

Finance Lease is also an option but only 

suitable if the vehicle is still within VAT 

reclaim. The operator may also be able to 

benefit from reduced rentals via balloon 

and lump sum residual payments. Some 

lease companies will put residual values 

on used commercial vehicles on personal 

contract purchase (PCP) agreements, but 

these are limited.

6
How can fleets ensure their vehi-
cles are always roadworthy and 
legal unless they own them and 

oversee the service and maintenance?
One of the main benefits of using contract 

hire and other maintenance funding solu-

tions is that the maintenance is paid 

within the lease. It is therefore more likely 

that the operator will keep the vehicle 

maintained and free from faults as the 

service will have been paid and budg-

eted for already. 

The leasing company will send sched-

uled reminders on maintenance events, 

and tend to use manufacturer providers 

for service maintenance and repair wher-

ever possible, so the vehicle will be main-

tained as recommended. In addition, a 

replacement vehicle is often provided 

within the contract.

7
Given the political and environ-
mental concerns over air quality 
in urban areas, what grants, 

subsidies and finance options are avail-
able for hybrid or electric vans?
The use of electric vehicles is becoming 

more commercially viable on a wholelife 

cost basis. We are now seeing some small 

van derivatives showing a lower wholelife 

cost than their diesel counterparts. So 

choosing an electric van, dependent on 

the job role or operation is becoming not 

just a green decision but a serious finan-

cial one. 

There are several ways companies can 

currently benefit from running electric 

vehicles (EVs): 

■ Grants of 20% of the vehicle cost, up to 

a maximum of £8,000 are available, 

including additional grants for charge-

points for work and domestic use. These 

are subject to review in 2018 but we would 

expect these to continue for a while longer 

with the current pressure and comment 

on environmental issues.  

■ Fleet operators and companies buying 

commercial EVs can write down 100% of 

the capital cost against tax in the first year 

of ownership (this may not apply if the 

vehicle is leased).

■ Electric vehicles are currently exempt 

from the London Congestion Charge, 

apart from a small annual registration 

fee. Given the Mayor of London’s proposed 

change in the diesel levy in 2019 being 

extended to all non-E6 vehicles this could 

represent a serious option for low-mileage 

delivery requirements.

■ Electric commercial vehicles are exempt

from the annual Road Fund Licence tax 

but only if it’s a zero emissions vehicle.  

8
How can companies operating 
in the gig economy provide their 
franchisees with competitive 

vehicle finance options?
There have been owner-operator 

programmes available via leasing 

companies for many years. The key chal-

lenges are the individual credit risk of the 

franchisee and the lender’s perception of 

the value of the franchise.

It is a successful model used in some 

elements of the construction industry and 

now home delivery, and can maintain a 

company’s image and standards while 

reducing the risk. It is not easy to set up 

– requiring engagement with the supply 

chain, the leasing company and vehicle 

manufacturers – but pulling together a

programme is possible. Companies 

looking to adopt this model who are able 

to articulate the long-term viability of the 

franchisee and strength of the franchise 

contract will give lenders and suppliers 

the comfort that they need.
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PICK-UPS PACKED WITH EYE CATCHING FEATURESPICK-UPS PACKED WITH EYE-CATCHING FEATURES

New launches

xxxxx
xxxxx

SsangYong Musso
SsangYong has announced an increase in the towing capacity of its 
Musso one-tonne pick-up to 3.5 tonnes.

Powered by a 2.2-litre Euro 6 turbodiesel engine, the Musso pick-up 
is designed to appeal to fleets which need a low-priced work truck.

The Musso features a newly-developed Euro 6 turbodiesel engine to 
meet the demand for a more powerful performance and lower CO2

emissions at the same time. Maximum power is 178PS and torque 
400Nm, with maximum torque delivered from a low of 1,400rpm and 
maintained through a wide range up to 2,800rpm.

The Musso is fitted with multi-link rear suspension and progressive 
rear coil springs – the only pick-up at this price to offer such a system.

There are two models. The SE includes a new-look front grille and 
dashboard, as well as silver finish 18-inch alloy wheels and ‘leather 
look’ TPU seat upholstery. It is priced from £16,395 ex-VAT.

Nissan Navara Trek-1°
Nissan has launched a new version of its Navara pick-up. The name Nissan has launched a new version of its Navara pick-up. The name 
Trek-1° relates to the location of the Navarre desert in northern Spain 
– at -1° of longitude – from which the Nissan Navara takes its name.

 Only 1,500 will be built, all in double-cab body style. Each is based 
on the flagship Tekna grade, with several extras fitted as standard.

These include black sport styling bars, with two forward-facing  
LED spot lamps attached to the top section. The Navara Trek-1°    
also comes with black side styling bars, black 18-inch six-spoke     
alloy wheels and a new load bed cover. 

Optional extras include leather seats, heated front seats and 
eight-way adjustment on the driver’s seat. A powered sunroof, tow 
bar, differential lock and full-sized spare wheel are also available.

Customers who want a six-speed manual gearbox can opt for the 
160PS or 190PS versions of the 2.3-litre twin-turbo diesel engine, 
while those wanting a seven-speed automatic transmission get the 
190PS. All versions offer ‘on-demand’ four-wheel drive as standard.

Fiat Fullback Cross
Fiat has revealed a stylish new addition to its new 4x4 truck range – the Fullback 
Cross. As well as going on sale via the Fiat Professional dealer network, the 
Fullback range will also be available through the Fiat passenger cars dealer 
network.

The Fullback Cross features a range of interior and exterior styling upgrades, 
including a new grille with matt black ingots, a satin silver skid plate, black details 
and revised larger side steps. 

Available as a double-cab, the Fullback Cross comes with a 2.4-litre common 
rail t b di l engine and develops 180PS and maximum torque of 430Nm. xxxxxrail turbodiesel engine and develops 180PS and maximum torque of 430Nm. xxxxxThere are also two transmissions available: six-speed manual or five-speedxxxxxThere are also two transmissions available: six-speed manual or five-speed xxxxx
automatic with sport sequential mode and dashboard commands.xxxxxautomatic with sport sequential mode and dashboard commands.xxxxx

The new truck will go on sale in the summer and prices will be announced 
closer to the launch.

Volkswagen Crafter
Prices and spec details have been announced for the new Volkswagen 
Crafter, which officially goes on sale this month. Three trim levels are on 
offer – Startline, Trendline and Highline.

Startline prices are from £23,920 (ex-VAT) and trim includes automatic 
post collision braking, cross-wind assist, driver alert system, 180-degree 
opening rear wing doors and Bluetooth connectivity.

Trendline starts at £25,270 (ex-VAT) and adds front assist including 
emergency braking system, cruise control with speed limiter, electrically 
heated and adjustable wing mirrors, 270-degree opening rear wing doors 
and wooden floor in load area.

Highline goes from £29,220 (ex-VAT) and adds adaptive cruise control, 
passenger airbag, front and rear parking sensors, heated windscreen, 
front foglights with cornering function and comfort-plus driver’s seat.

A wide range of options is also available, including a number of driver 
and safety assistance systems such as side protection, rear traffic alert, 
park assist and trailer assist.
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suzu has updated its D-Max pick-up truck for 2017 and 
the highlight is a new engine promising lower emissions 
and improved refinement.

The facelifted truck joins a competitive market which, 
following strong growth, is predicted to achieve a record 
50,000 registrations in 2017.

To compete with big players like the best-selling Ford 
Ranger and Nissan Navara, Isuzu has upped the standard 
specification on the D-Max and improved its road holding.

Traditionally the D-Max appealed to more utilitarian 
customers but with higher spec Yukon and Blade models 
the brand wants to increase sales in the lifestyle sector.

The core Utility spec model is priced from £15,749 (ex VAT) 
and gets LED daytime lights, Bluetooth and Hill Descent
Control with Hill Assist. It is available in single, extended and 
double-cab bodies.

At the launch we tested the £24,149 Utah and the range-
topping £27,999 Blade Automatic. Both are only available as 
double-cabs.

Keyless entry, leather seats and sat-nav feature on both 
while the Blade gets parking sensors, a bigger nine-inch 
infotainment screen and the choice of a canopy or roller 
cover.

Inside, the D-Max feels robust and well made. The layout 
is simple and there are plenty of storage pockets. We were 
impressed by the seats too, but limited steering column 
adjustment made it difficult to achieve a comfortable driving 
position.

All D-Max models use the same 1.9-litre turbodiesel 
engine which develops 164PS and 360Nm of torque.

It’s quieter than the outgoing 2.4-litre unit but still makes 

I

 NEED TO KNOW 
n New 1.9-litre 164PS engine

n 3.5 tonne towing capacity

n More equipment and greater refinement

Higher spec models and new engine in bid to increase lifestyle appeal
ISUZU D-MAX

MODEL: 1.9TD UTAH DOUBLE CAB

VERDICT
The D-Max is still more rough-and-ready than its 

rivals, but this mid-life facelift helps it compete with 

those in the lifestyle sector a bit better. However, 

with high prices, only the lowest spec models look 

like good value.

itself known at idle and on the road. Despite downsizing its 
engine the D-Max can still carry a one tonne payload and 
tow a 3.5-tonne trailer.

It also uses less fuel than the old model returning up to 
45.6mpg (4x2 Utility Single Cab). The top spec Blade Auto-
matic is the least efficient but still returns 36.2mpg and does 
without the need for AdBlue.

Torque is increased across all six gears thanks to new 
ratios and the D-Max offers adequate performance with 
acceleration from 0-60mph taking 12.7 seconds.

The improvements in handling are noticeable but the 
D-Max still lacks the finesse of more car-like rivals, mainly 
due to its unresponsive steering.

With an unladen weight of 1,959kg the D-Max is not 
subjected to commercial vehicle speed restrictions (60mph 
on dual carriageways and 50mph on single) unlike heavier 
double cab Toyota Hilux and Ford Ranger models.

It does, however, qualify for commercial vehicle tax status 
so benefit-in-kind (BIK) tax is fixed for the range at £646 per 
year for 20% taxpayers and £1,292 for 40% taxpayers. Those 
taking fuel will pay an additional £122 per year (£244 – 40%).

We tried the D-Max off road where it performed faultlessly. 
Shift-On-The-Fly 4x4 is a key feature on all but the most basic 
model. The rotary dial allows the driver to select four-wheel 
drive on the move and it is also equipped with low range gears. 

Key rivals are the Mitsubishi L200 Warrior (£23,549) and 
the Ford Ranger Limited (£24,991). The L200 is slightly more 
costly to operate (42ppm) owing to its higher SMR costs, but 
all three offer identical fuel consumption (40mpg) and similar 
depreciation of 21ppm.

Improvements in handling are 
noticeable but the D-Max still lacks finesse

Payload 

1,096kg

Fuel economy 

40.4mpg

C02 emissions2

183g/km

Basic price

£24,149

First drive

SPEC
Gross vehicle weight (kg): 3,050

Power (PS/rpm): 164/3,600

Torque (Nm/rpm): 360/2,000-2,500

Load volume (cu m): 1.05

Payload (kg): 1,096

Comb fuel economy (mpg): 40.4

CO2 emissions (g/km):2 183

Basic price (ex-VAT): £24,149

KEY RIVAL
Ford Ranger Double Cab 
2.2TDCi Limited 1

Gross vehicle weight (kg): 3,200

Power (PS/rpm): 160/3,700

Torque (Nm/rpm): 385/1,500-2,500

Load volume (cu m): 1.23

Payload (kg): 1,088

Comb fuel economy (mpg): 40.4

CO2 emissions (g/km):2 184

Basic price (ex-VAT): £24,745
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leet operators try to squeeze every last drop of 
practicality out of their commercial vehicles nowa-
days – and this has led to a whole gamut of deriv-
atives that blur the lines between vans and cars.

One example is the new Peugeot Traveller, which 
could one day be transporting eight executives 
from airport to hotel and the next be lugging five 

cubic metres of cargo from one depot to another.
The Traveller is basically a Peugeot Expert van which has

been blinged up to make it look like an executive passenger 
car – and a very good job they’ve made of it, too.

The Expert has been busily scooping up awards since its 
launch late last year and this new derivative will do nothing 
to harm its prospects.

Sadly, it is just too car-like to be able to reclaim VAT, so the 
on-the-road price is a hefty £30,250. But you do get an awful 
lot of bangs for your bucks – and opting for the Traveller 

F

 NEED TO KNOW 
n With seats removed there’s 5.3 cubic metres of loadspace

n Official combined fuel economy of 54.3mpg

n Metallic paint is a £520 option

Commercial van meets people carrier so why do two rows of seats cost an extra £700?
PEUGEOT TRAVELLER 

MODEL:  BUSINESS BLUE HDI 115

VERDICT
If you ignore the rather astonishing £700 extra    

for the rear seats, the Peugeot Traveller is as chic, 

stylish and comfortable as any of the rivals in its 

class – and more frugal to boot.  

could even save a fleet buying two different vehicles, which, 
of course, would more than make up for the lost tax.

Our test van is the medium wheelbase variant featuring a 
1.6-litre turbodiesel powerplant offering 115PS and 300Nm 
of torque – not exactly enough to set the Tarmac alight, but 
sufficient to row this van along nicely once under way.

There are lots of nice touches that you don’t get in vans 
such as full carpeting, lit vanity mirrors on both sides and 
even heating in the rear. But we were surprised to find that 
the two rows of seats come as a £700 option.

Both rows lift out separately so the vehicle can be used as 
a true van, but it’s a brave man who tackles this job alone 
– and a braver one still who tries to put them back.

With the seats removed there is a plentiful 5.3 cubic metres 
of loadspace on offer. However, once they are all in, there’s 
precious little room for luggage.

Other standard features include air-conditioning – a must, 
we reckon, with nine people in such a small space – front 
seat armrests, twin sliding doors, rear tinted windows and 
a seven-inch touchscreen digital radio with Bluetooth and
USB connectivity. There are also driver, passenger and front 
lateral airbags.

The power output may not be the highest on offer (top is a 
meaty 180PS) but there are certainly no complaints about 
its frugality. This variant has an official combined fuel 
economy figure of a stunning 54.3mpg, which would have 
been unheard of for a van this size even five years ago.

Mind you, whether or not that figure is achievable – espe-
cially with a full tally of people on board – is debatable. Our 
long-term Citroën Dispatch (which is essentially the same 
vehicle) managed just 44mpg during its time with us.

Executive passenger car or cargo-
carrying van – the Expert can be both

Payload 

1,109kg

Fuel economy 

54.3mpg

CO2 emissions2

137g/km

Basic price

£30,250

First drive

SPEC
Gross vehicle weight (kg): 2,680

Power (PS/rpm): 115/3,500

Torque (Nm/rpm): 300/1,750

Load volume (cu m): 5.3 
(seats removed)

Payload (kg): 1,109

Comb fuel economy (mpg): 54.3 

CO2 emissions (g/km):2 137

Basic price: £30,250

KEY RIVAL
Mercedes-Benz Vito Tourer 
Pro 1.6 LWB

Gross vehicle weight (kg): 3,050

Power (PS/rpm): 114/3,800

Torque (Nm/rpm): 270/1,500

Load volume (cu m): 6.3 
(seats removed)

Payload (kg): 810

Comb fuel economy (mpg): 44.8 

CO2 emissions (g/km):2 164

Basic price: £28,854

Two rows of seats turn 
it into a people carrier
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urprise news in the LCV world last year was the 
sudden re-emergence of the LDV Maxus after a 
gap of some seven years. For those with short 
memories, LDV went into liquidation in 2009 after 
the banking crisis, having launched the Maxus 
four years previously.

The machinery was sold to SAIC in China, 
which has renamed it the LDV V80 and is now selling it again 
in the UK through importer Harris Group of Dublin.

When we tested the Maxus back in 2005, we were distinctly 
underwhelmed. Its build quality was questionable to say the 
least, there were paint runs on most of the test models and 
the general driving experience was unimpressive, even 
against the rivals of the day.

So the big question is this? With such a history behind it, 
can this van really be considered a viable option for the LCV 
operator of 2017?  

Having tested the V80 in long wheelbase, 3.5-tonne gvw 

S

 NEED TO KNOW 
n Returns to the marketplace after seven year absence

n Currently only available with Euro 5-compliant engines

n Manages just 30mpg on the combined cycle

Incredibly low price does not fully compensate for lack of up-to-date powerplant – but it does help
LDV V80 

MODEL: LWB MEDIUM ROOF 136

VERDICT
The rock bottom price is tempting for hard-pressed 

van fleets and the V80 is well-specced. Only 20 UK 

dealers at present may put fleets off.

guise for a week, the fudged answer is: maybe/maybe not. 
Technology has moved on at an amazing pace since 2005 

and, while improvements have undoubtedly been made, 
underneath the V80 is still an ancient van – and feels it.

Another problem is that, at present, the makers do not 
have a Euro 6 engine. The Euro 5b ones on offer were built 
before the cut-off date of October last year and are therefore 
allowed to be sold under a special derogation. A new Euro 6 
powerplant is promised for the second quarter of the year 
although no exact date has been given.

To be fair, the V80 does have its attractions. The price for 
example, at £14,184 ex-VAT, is around £10,000 less than 
anything its rivals can offer. The Citroën Relay LWB weighs 
in at £28,460, a staggering £14,276 more. And the V80 comes 
with goodies such as air-con, electric heated mirrors, cruise 
control, electric windows and Bluetooth connectivity, which 
are often paid-for options. There’s also a five-year/125,000-
mile warranty to tempt buyers.  

The engine – albeit Euro 5 – is a tried-and-tested unit from 
Italian firm VM Motori, which is as rock solid a performer as 
any on the market. It’s a lusty unit with plenty of power on 
tap but sadly only manages 30mpg on the combined cycle, 
compared to 44.1mpg for our rival Relay. That means that 
over a 100,000-mile lifecycle the LDV will use £6,057 more 
fuel today’s prices – ouch. Incidentally, CO2 emissions are a 2

hefty 250g/km too, showing how behind-the-times this unit 
is. The Relay’s tally is 168g/km. 

The general ride and handling of the V80 were not as bad 
as we had feared. Although it still feels definitely last gener-
ation, improvements have certainly been made over the old 
model and it generally feels well put together. 

The LDV V80 has many plus points 
but, deep down, it is still an ancient van

Payload 

1,419kg

Fuel economy 

30mpg

CO2 emissions2

250g/km

Basic price

£14,184

First drive

SPEC
Gross vehicle weight (kg): 3,500

Power (PS/rpm): 136/3,800

Torque (Nm/rpm): 330/1,800-3,600

Load volume (cu m): 10.2

Payload (kg): 1,419

Comb fuel economy (mpg): 30

CO2 emissions (g/km):2 250

Basic price (ex-VAT): £14,184

KEY RIVAL
Citroën Relay L3H2Blue HDI 130

Gross vehicle weight (kg): 3,500

Power (PS/rpm): 130/3,750

Torque (Nm/rpm): 340/1,200

Load volume (cu m): 1,300

Payload (kg): 1,485

Comb fuel economy (mpg): 44.1

CO2 emissions (g/km):2 168

Basic price (ex-VAT): £28,460

Many of the LDV’s 
features come as 
extras with its rivals
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take our word for it: 96% of readers say Fleet News is 
the most useful fleet publication (Fleet News reader 
survey). Every issue is packed with information that 
helps companies to run efficient and effective fleets – 
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Fleet News magazine

Commercial Fleet offers insight into the world of light 
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The Fleet News website is an  
extensive library of best practice 
advice, fleet case studies, news and 
tools. Compare car and van running 
costs, check how much tax 
employees will pay and find out which 
models use the least fuel with our 
easy-to-use tools. We also send 
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relevant to their business. They 
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reports, in which Fleet News  
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to unearth the developments of 
interest to fleet operators.
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publications

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

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

Fleet events

Van Fleet Insight

Brought to you by FleetNews

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

How to run an 
effective fleet 

Advice to maximise on-road time and minimise costs

Reliability

Fit for purpose

Improve your  
business with the 

right van choice 

Fleet best practice profiles

Kwik Fit and  
Stannah share their 

tips for success 



Impressive build quality and an attractive 
starting price are among the Talento’s plus points

Low upfront cost should be weighed against the lack of onboard extras
FIAT TALENTO 
MODEL: LWB 1.6 ECOJET 125

Payload 

1,243kg

Fuel economy 

44.8mpg

CO2 emissions 2

159g/km

Price as tested

£21,845
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By Trevor Gehlcken
e are now entering our second month 
with the long-term test Fiat Talento and 
as is common with our six-month test 
vans, we have found quite a few things 
we like about the new vehicle – and a 
few not-so-good points.

The Talento is Fiat’s new medium 
panel van, replacing the Scudo last year. Whereas the Scudo 
was a clone of the Citroën Dispatch and Peugeot Expert, the 
Talento is a reworking of the Renault Trafic, Vauxhall Vivaro 
and Nissan NV300, making it one of the most ubiquitous 
vehicles on Britain’s roads at present. 

We also happen to know quite a few trades people who 
run these vans in their various guises and, invariably, they 
report that they are comfortable, well-specced and solidly 
built, giving few operational problems during their fleet lives.

Our test vehicle offers a fairly basic spec level, so is exactly 
the kind of van that our readers are likely to choose for their 
drivers. While it means that it lacks some of the creature 
comforts that we are used to seeing now in modern vans, 
the price is very reasonable, making up for any shortfall in 
the ‘goodies’ department.

To put things into perspective, the Talento weighs in at 
£21,848 ex-VAT whereas our last long-termer, the Citroën 
Dispatch, cost £25,398 – and the two are direct rivals.

So when we moaned last month that there was no 
passenger airbag, air-con at a whopping £720 and reversing 
sensors at £220, all these complaints have to be weighed 
against that low upfront cost. 

 NEED TO KNOW 
n Air-con available as £720 optional extra
n USB connectors are well positioned
n Wood panels at rear protect against loose cargo ‘dings’

“It doesn’t pay 
to skimp on the 

goodies at 
buying time”

Having said that, we are hearing increasing evidence from 
the big auction houses that many second buyers are now 
willingly hoovering up used vans with high specifications for 
extra cash, so sellers of the more mundane offerings like 
this one could lose out at disposal time, thus skewing the 
wholelife cost of the van against the first owner.

In other words, it doesn’t necessarily pay to skimp on the 
goodies at buying time.

Our van isn’t completely bereft of creature comforts, mind 
you. The radio/CD slot is of average quality (or, as we prefer 
to call it, a ‘cooking’ version) but there is a USB connector to 
plug in an iPod and also another USB hole on top of the dash,
which means I can plug in my TomTom sat-nav without 
having wires trailing all over the place. Meanwhile I can also 
charge up my mobile phone in the traditional cigar lighter 
hole and listen to my own music at the same time.

And, of course, on the safety front we now get all the 
obligatory gadgets such as ABS brakes and ESP traction 
control – and Fiat has also thrown in a hill-hold facility for 
good measure.

And as a well-known coffee fanatic, I must add those three 
cup holders to the tally of useful things.

Meanwhile the rear of the van is enveloped in wood, which 
means that it will be blissfully free of any reverse ‘dings’ – 
loose cargo making dents from the inside out – and that’s 
one added extra that we would place above all others when 
buying new vans. It’s amazing how many turn up in the 
auction halls covered in annoying little marks which invari-
ably knock about £500 off the going price as they are nigh 
on impossible to fix at a worthwhile cost.

So far we are extremely impressed with both the build 
quality and road manners of this van. The seats are nice and 
supportive, although rather on the small side which makes 
it feel as though you are sitting on them rather than in them, 
while handling is taut and responsive. And with 125PS on 
tap, there is certainly no shortage of power either round town 
or out on the motorway. 

Long-term test

W

Gross vehicle weight (kg): 3,040

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

Torque (Nm/rpm): 320/1,500

Load volume (cu m): 6.0

Payload (kg): 1,243

Comb fuel economy (mpg): 44.8

Actual fuel economy (mpg): n/a

CO2 emissions (g/km):2  159

Basic price (ex-VAT): £21,845

Current mileage: 2,667

SPEC
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MODEL: DISTRIBUTION TRACTOR 

By Tim Campbell

way from our main focus on rigid trucks this 
issue we look at the MAN TGS, a smaller-
cabbed tractor unit suitable for operators 
seeking a higher payload than the standard 
10-20 tonnes of a rigid, but which can also 
operate within a semi-urban environment.

Our test model was the TGS 6x2 mid-lift 
tractor which we took out on the urban roads of Greater 
Manchester.

Following a recent update, the cab of the MAN TGS feels 
fresh and stylish, using a pleasant blend of beige and 
graphite panelling to give a bright and spacious impression. 
The low-sitting windscreen and side windows provide great 
all-round vision, a real bonus when driving around tight 
streets in cities and towns.

The multifunctional steering wheel is reach and rake 
adjustable and drivers can call up vehicle information, 
receive calls in safe situations and adjust the radio settings 
via the controls. The instrument panel has an LCD display, 
enabling the latest vehicle information to be viewed clearly, 
even in bright conditions.

MAN has introduced a new infotainment system, with a 
touchscreen display (standard five-inch, although there is an 
optional seven-inch display on the Media Truck Advanced), 
Bluetooth and auxiliary inputs and an optional sat-nav 
system. For ergonomic seating comfort there is a wide 
selection available, up to the air suspension and air condi-
tioning of the driver’s seat.

The LX day cab sits above the L and M cabs, and is equipped 
with a bed, and there is the option for an upper bunk or a 
multifunction stowage facility. The generously proportioned

A

 NEED TO KNOW 
■ Choice of 12-speed auto or 16-speed manual

■ New infotainment system with five-inch touchscreen

■ AdBlue consumption among the lowest in sector

TGS may sit in the shadow of its bigger ‘cousin’, the TGA, but shines bright in semi-urban environments

MAN TGS 

stowage spaces and the standing room height in front of the 
co-driver’s seat (more than 1.9 metres) means the TGS has 
one of the most desirable cabs in the sector.

Our test vehicle had MAN’s 12.4-litre, six-cylinder D26 
common rail engine, although there is the option of a smaller 
10.5-litre D20. We tested the 426PS and 2,100Nm version. 
There are two higher outputs of 466PS/2,300Nm and 
507PS/2,500Nm.

All TGS engines are coupled to 12-speed automatic 
TipMatic transmission as standard, but a 16-speed manual 
is also offered. EfficientLine models, like ours, come with a 
wide range of systems to reduce fuel consumption, such as 
optimised gear shifting, an aerodynamic pack, ‘energy’ tyres 
with pressure management, a cruise control system that 
monitors the topography of the route ahead to calculate the 
optimum time to accelerate and roll, a weight reduction pack 
and much more.

Like most Euro VI trucks, MAN uses selective catalytic 
reduction (SCR) but, because the exhaust gas recirculation 
system is so effective, the AdBlue consumption is one of the 
lowest in the sector. Intelligent ECU optimisation has also 
lowered the fuel consumption by 2.5% when compared with 
its predecessor.

As one may expect with the smaller cabbed tractor unit, 
the unladen weight of the TGS LX is competitive for a mid-lift 
coming in at around 8,275kg, complete with sleeper cab. As 
far as plated weights are concerned, the front axle has a 
standard capacity of eight tonnes, with the mid-lift axle at a 
maximum of 7.5 tonnes and the maximum drive axle plated 
weight of 11.5 tonnes. 

The TGS sits on parabolic springs at the front, air on the 
mid-axle and a four bag ECAS-controlled system on the rear. 
All axles have hydraulic dampers with stabilisers on the front 
and rear. Keeping things very simple, the TGS is available 
with just one wheelbase at 2.6m which sounds a little short. 
However MAN measures this from the centre of the front 
axle to the centre of the mid. So add another 1.35m for the 
rear bogie spread and take the centre of this and we end up
with a more ‘normal’ wheelbase of 3.275m.

MAN is well respected for its safety provisions and the TGS 
is no exception. A whole host of safety systems are fitted as 
standard on the vehicle, which helps reduce the chance or 
severity of accidents.

The ventilated discs are backed up by ABS, ESP (electronic 
stability control) and MAN Brakematic, which consists of an 
electronic brake system (EBS), including ABS and ASR, to 

Driven

Warranty 

Four years

Price as tested

£141,500

2.5%
lower fuel consumption 

compared to predecessor

“MAN is well respected for its 
safety provisions. A whole host 
of safety systems are fitted as 
standard on the vehicle, which 
helps reduce the chance or 
severity of accidents” 

The TGS cab is one of the 
‘most desirable’ in its sector
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reduce braking distances. The coupling force control for 
optimal balancing of the trailer and/or semitrailer brakes 
enables perfect brake performance, reduced braking 
distances and evens brake lining wear along the entire 
vehicle combination to increase the service life of the linings.

There is also adaptive cruise control, emergency stopping 
signal and active roll stabilisation. With active roll stabilisa-
tion, dampers are automatically regulated by the CDC 
(Continuous Damping Control) to prevent the development
of rolling or pitching movements. 

For vehicles with high centres of gravity, high-load roll 
stabilisation with an additional X control arm is ideal as this 
reduces sideways tilting. 

As mentioned, the really clever system takes place in the 
EfficientLine when all these are linked to the intelligent 
cruise control called EfficientCruise and EfficientRoll helping 
to ‘look ahead’ for opportunities to reduce fuel consumption.

The TGS competes with the likes of the Volvo FM, a smaller 
tractor unit catering for a slightly more urban distribution-
based operation although it has to be said the TGS cab sits 
high on the chassis, requiring a four-step entry.

Once in the cab, the driver is faced with a clean and bright 
environment with an instrument panel featuring two main 
dials for the speed and revs with four smaller ones for the 
water temperature, fuel and Adblue levels and air pressures. 

In the centre is a digital panel for all the warning and check 
systems as well as an LCD display for the speed and Eco-
based systems for the EfficientLine status. A colour seven-
inch screen is just to the left of the main instrument panel 
which displays media and communication information.

Starting the 426PS engine produces just a very low hum 
in the cab, making you check the engine is on, and the auto 
system is simply a matter of turning the switch by the left 
hand side of the seat to ‘D’ for drive.

SPEC
Price as tested: £141,500

Gross vehicle weight (kg): 26,000

Engine capacity (cc): 12,500

Output (PS): 426

Torque (Nm): 2,100

Warranty Warranty W four years

VERDICT
The TGS is a bit of an unsung hero within the MAN 
heavy truck line-up, with its ‘bigger’ cousin, the TGA, 
taking most of the accolades. This is fine when you 
are spending four or five days away on the Continent. 
But, if you are operating in a mix of trunking and 
semi-urban environments and the truck comes 
‘home’ nearly every night (with the occasional night 
out), then the TGS comes into its own.

KEY RIVAL
Volvo FM 6x2 D13k420

Gross vehicle weight (kg): 26,000

Engine capacity (cc): 12,800

Output (PS): 426

Torque (Nm): 2,100

Warranty: Two years

As we left the MAN dealer in Manchester, we were imme-
diately met by a very congested narrow street requiring 
every inch of available road to be used (probably my poor 
driving) but the combination of a mid-lift axle and slightly 
smaller cab helped overcome this initial problem.

Once on the road in the Trafford Park area, the TGS settled 
down very quickly and, as with all new generation trucks, it 
became a matter of steering wheel ‘key punching’ rather 
than driving with your feet. 

Once the adaptive cruise speed had been set, it nearly 
drives itself. MAN has integrated the latest technology, which 
is available on most other Euro VI-based competitors, under 
the heading of EfficientLine and the main benefits, to me, are 
twofold – greater safety by allowing the driver to concentrate 
on the road ahead (and to the side and back) and improved 
fuel economy. 

There is no doubt the TGS delivers on both these features, 
encouraging very easy driving while delivering improved fuel 
economy, EfficientRoll predicts the road ahead and after 
taking in various inputs selects the most efficient engine revs 
including no revs at all. I think at one point we were doing 
144mpg – but not for long.

Two ‘unsung heroes’ line up alongside 
each other. The MAN TGS is in its 

element in semi-urban environments
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“THE TEAM AT 
FLEET NEWS 

BUYING GROUP 
HAVE BEEN A 
GREAT HELP. 

WE MANAGED 
TO SAVE OVER 

£6,000 OFF OUR 
LATEST VEHICLE 

PURCHASE”
Richard Green and Russell 

Sidebottom, Give the dog a bone

FNBG is a free members only service that combines the demand of 

hundreds of businesses like yours to deliver competitive prices for cars 

and vans from multiple vehicle suppliers competing for your business.

01733 213670 enquiries@fnbg.deals www.fnbg.deals

LEASING 18% AVERAGE SAVING* OUTRIGHT PURCHASE OVER £4,000 AVERAGE SAVING**

** based on savings from transactions in the past 6 months* based on savings from transactions in the past 6 months
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