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Our plans to run 
copious amounts of 
general election 
coverage in this issue 
have been thrown up   
in the air by the hung 
parliament. 

At the time of writing (the morning 
after the election), we are left with a 
lot of confusion, suggestions of 
negotiations between the 
Conservatives and the DUP in an 
attempt to secure a majority, Labour 
talking about a minority government 
based on common consensus 
around its policies rather than deal-
brokering and a Prime Minister who, 
after clearly misjudging the country’s 
mood, is insisting she will stay in 
office to ensure a period of stability.

Far from entering Brexit talks with 
a clear mandate, the UK Government 
is already being cold-shouldered by 
some in Europe. Take one 
particularly withering comment from 
Manfred Weber, leader of the right-
of-centre European People’s Party, 
who told Radio 4 that EU countries 
were more concerned with the Paris 
climate agreement and the digital 
agenda than Brexit, which he 
described as “a bigger problem in 
London than in Brussels”.

By the time this copy of Commercial 

Fleet hits your desk, we should have t

more clarity about the party/coalition 
that will form the next Government. 
But there is still much to discuss 
before van and truck operators have 
clarity about the future.
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By Tom Seymour

ew mayors for the West Midlands, Liverpool 
City Region, Greater Manchester and the West 
of England (so-called metro mayors) all back 
the introduction of clean air zones (CAZs) in 
their respective regions. A CAZ framework set 
out by the previous Government suggests Euro 
4 petrol, Euro 6 diesel or Euro VI for large 

commercial vehicles as minimum standards. 
While the framework does encourage cities and towns to 

go further than the minimum standards and says they will 
be updated “periodically”, the Department for Environment, 
Food and Rural Affairs (Defra) says it won’t change its 
minimum standards before 2025 in order to give businesses 
a level of certainty.

The new mayors were among six appointed in May. Each 
has devolved powers and a budget of millions to introduce 
their own strategies for tackling air quality and the rise in 
urban transport.

Clean Air Zones
Looking at the cities under the mayors’ control, Birmingham, 
like London, has already been ordered to implement a CAZ 
before the end of 2020, while both Manchester and Bristol 
are actively pursuing zones of their own.

Liverpool has not ruled out introducing a CAZ and is 
currently researching hot spot areas for air pollution and 
how it is going to address them. Liverpool City Region mayor 
Steve Rotheram wants the area to be “zero-carbon by 2040”.

Of the six combined authority areas who voted in May, only 

 News insight: Clean Air Zones

N
Cambridgeshire and Peterborough is not considering intro-
ducing a CAZ and research seems to suggest the area 
doesn’t need one at present. 

Tees Valley failed to comment although the combined 
authority’s transport plan makes no mention of CAZs, diesel 
or truck bans, congestion charges or electric vehicles (EVs).

Defra has set out its “best available” emissions forecast 
for UK local authorities, which have one or more roads with 
concentrations of nitrogen dioxide (NO2) above statutory 
limits (40 micrograms per cubic metre), and for how long 
they would be above the threshold if no additional measures 
were taken (see panel on facing page). 

The Government’s figures for the largest urban areas in 
each region show Manchester, Birmingham, Middlesbrough, 
Liverpool and Bristol all have illegal levels of NO2 until at 2

least 2020.
Of the cities in the six regions Peterborough has the lowest 

level of pollution and will be below the 40mg limit as quickly 
as next year. Cambridge was not included in the figures.

While the finer details are yet to be determined, Andy 
Burnham, Greater Manchester mayor, says he will focus on 
high-polluting vehicles, like older HGVs, if he can introduce
a CAZ. Burnham told Commercial Fleet: “We need to have 
the ability to introduce a CAZ so we can protect those most 
vulnerable from the high-polluting vehicles. But we also 
need a broader plan to reduce congestion, increase cycling 
and make public transport a clean, reliable and affordable 
alternative to the car.”

West Midlands mayor Andy Street is planning to imple-
ment a CAZ for commercial vehicles, but is also considering 

40  
micrograms per cubic metre    

is statutory limit for NO2

New metro mayors declare their 
intentions in pursuit of clean air
No plans announced for any outright ban on HGVs or diesel vehicles in the six regions
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introducing a clean  
air zone and wants 
the area to be   
“zero-carbon by 2040”

Ben Houchen – Tees Valley 

Transport plan does 
not mention clean air 
zones, diesel or truck 
ban, congestion charges 
or electric vehicles
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including cars in the scheme. Street supports a taxation 
scheme on the most polluting vehicles, but also wants a 
“carrot” in the form of a scrappage assistance scheme to 
encourage people to change.

A spokesman for Street said: “There are areas still to be 
discussed but it will form part of the work of the portfolio 
holder.” Street is expected to agree an action plan on issues
with regards to transport within his first 100 days of office.

Meanwhile, a CAZ is being developed for Bristol, with West 
of England Mayor Tim Bowles supporting the scheme with 
a desire to provide new strategic roads to take goods vehicles 
away from towns and cities.

Congestion charges and vehicle bans
There are currently no plans to implement an outright ban 
on HGVs and diesel vehicles across the six combined author-
ities, or to introduce congestion charges.

While Transport for Greater Manchester (TfGM) is exploring 
the possibility of a £7.50 daily charge for zones in Manchester, 
Bolton and Bury, Burnham has said he doesn’t support the 
idea and does not want to “punish drivers of diesel vehicles”.

Street has also ruled out any “universal” congestion 
charge in Birmingham and wants to create an incentive 
scheme rather than a ban for HGVs to encourage them to 
use the M6 Toll road at peak times, relieving M6 congestion.

Rotheram confirmed there are currently no plans for a 
congestion charge in the Liverpool City Region. He also said 
there is mixed evidence as to whether a diesel scrappage 
scheme would have the required impact to improve air quality.

“We know transport is the main cause of our air pollution 
challenge, but some of the causes may not be the obvious 
ones,” said Rotheram.

“For example, cruise liners’ idling engines are a contribu-
tory factor in central Liverpool, not just road transport.”

James Palmer, Cambridgeshire and Peterborough mayor, 
doesn’t support a congestion charge until the option to 
choose public transport as an alternative is more viable. 
While Palmer supports the intention to introduce a targeted 
scrappage scheme for diesel vehicles, he said he does not 
foresee something specific for the Cambridgeshire and 
Peterborough area.

Electric and autonomous fleet
Specifics on EVs were lacking in all of the new mayor’s mani-
festos, although there appears to be backing for the technology.

Street has pledged to support the development of electric 
and autonomous vehicles in the West Midlands by allowing 
companies to test vehicles there and said he will bid to 
improve infrastructure.

Burnham’s manifesto makes no mention of EVs, while 
Rotheram said he will work with the private sector and local 
authorities to deliver more charging points across the Liver-
pool City Region. He also confirmed free parking for EVs is 
not envisaged as a way of increasing adoption.

Part of Rotheram’s electric fleet plan focuses on re-regu-
lating buses and he has pledged to only buy clean electric 
or hydrogen buses from 2020. 

Both Burnham and Street have said they also want to 
re-regulate the buses in their respective areas.

Palmer would not commit to an electric bus fleet in the 
Cambridgeshire and Peterborough area. However, he said: 
“New roads will include charging points for electric vehicles.”

NO2 forecast for metro mayor local authorities

Note – excludes any roads managed 

directly by Highways England, 

Transport Scotland, the Welsh 

Government and Transport Northern 

Ireland

Local authorities with roads with concentrations of NO2 
forecast above legal limits based on initial modelling 
(subject to change) and assuming no additional meas-
ures. All figures are provided in micrograms per cubic 
metre and 40 µg/m3 (micrograms per cubic metre) is 
the statutory annual mean limit value for NO2.

2017 2018 2019 2020

Manchester City Council 51 49 47 46

Birmingham City Council 60 59 58 57

Liverpool City Council 47 45 44 42

Bristol City Council 50 47 45 42

Peterborough Council 42 40 38 36

Middlesbrough Borough Council 60 56 51 47

ABOVE: Government 
figures for the largest
urban areas in each metro
mayor region show 
Manchester, Birmingham, 
Liverpool, Bristol and
Middlesbrough all have
illegal levels of more   
than 40mg NO2 until       2

at least 2020.

Source: Defra
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Ruled out introducing 
a clean air zone and 
says all new roads 
will have electric 
vehicle charging points
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By John Maslen

nline vehicle remarketing and fleet support 
company CD Auction Group has opened a new 
dedicated commercial vehicle centre as part of 
an ongoing expansion programme.

The new site, in Corby, Northamptonshire, will 
free up space at its other site in the town to make 
room for expansion in the car side of its business.

The facility will be operated in partnership with Robinsons 
Auto Logistics, a key supplier to CD Auction Group.

As part of the move, CD Auction Group will be able to 
accept vehicles 24 hours a day, seven days a week, to give 
vendors flexibility when delivering cars and commercial
vehicles for fleet management, refurbishment or auction.

Andy Brown, CD Auction Group managing director, said: 
“This is the first major expansion by CD Auction Group since 
we moved to our present premises in Corby in 2002. 

“It underlines our commitment to provide the best possible 
customer service in the industry and comes on the back of
a rise of more than 80% in sales volumes in the past two 
years.

“The new site is extremely flexible and it should give us the 
capacity to handle an extra 3,000 vehicles a year, with more 
room for further expansion on the 10-acre plot should we 
need it.”

The reception centre, situated on the new site, features 
valeting facilities and an undercover inspection bay where 
vehicles can be assessed before going on sale.

Formed in 1989, CD Auction Group was a pioneer of online 
sales and now has clients from the rental and leasing sector 
as well as large and small fleets.

To ensure descriptions are as detailed as possible, CD 
Auction Group has recently developed and launched a new 
vehicle inspection system that will provide more consistent, 
specific and accurate vehicle descriptions to customers.

The new bespoke system can cater for cars or commercial 
vehicles and specification listings include the latest optional 
features, such as phone connectivity, to provide buyers with 
better vehicle information.

Graham Howes, CD Auction Group commercial director, 
said: “This has been a major upgrade to our current condi-
tion reporting, which remains in place. But it now offers 
better, more consistent and specific descriptions for both 
cars and commercial vehicles.”

Howes added that the new system has been introduced in 
response to growing demand from corporate vendors and 

professional buyers for better reporting across the industry. 
The new inspection system uses drop-down menus to 

avoid typing errors, with data linked directly to the online 
platform.

The commercial vehicle version is designed to cope with 
the vast range of specification elements that are offered with 
vans, ranging from sliding doors and floor coverings to twin 
rear wheels, multiple seating and tail-lifts.

The car and van systems are currently in the final stages 
of trial at both the company’s sites.

The system also allows CD Auction Group to provide fully-
costed inspection reports on vehicles, so there is a detailed 
figure for the cost of bringing each vehicle up to showroom 
standard.

Howes said: “Comprehensive condition reports and high 
quality digital photographs of all stock have always been key 
factors in the success of CD Auction Group’s online sales. 
This new system allows us to extend that market-leading 
position still further.”

Brown added: “It is clear that more fleet and motor retail 
professionals are comfortable buying and selling vehicles 
entirely online. It is the modern, cost-effective way to do busi-
ness – saving time, money and business mileage.

“CD Auction Group pioneered real-time online vehicle 
auctions and we continue to invest in market-leading tech-
nology and digital platforms.”

However, he added that personal relationships with buyers 
and sellers are still critical to ensuring there is a large base 
of customers who know the company and trust their online 
offering, while close partnerships with vendors ensure they 
understand how to make best use of online sales.

Howes said: “The buyer community is changing, with a 
younger generation that is more used to online services. 
However, technology is the enabler. The key element is trust. 
You can’t remove the human touch, so customers know they 
are dealing with a trustworthy, professional business.”

LCVs are taking an increasing proportion of CD Auction’s 
business, rising to 45% last year.

New dedicated CV centre aids expansion
CD Auction Group adds 10-acre plot to its operations as demand for online auctions grows
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“More fleet and motor retail 
professionals are comfortable 
buying and selling vehicles 
entirely online”
Andy Brown, CD Auction Group

3,000
extra vehicles a year can be 

handled by the new site

Bringing vehicles up to 
showroom standard at 
CD Auction Group
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By Gareth Roberts

ireless charging of an electric vehicle 
while on the move has been successfully 
demonstrated on a Renault Kangoo ZE. 
Using a 100-metre test track in France, 
two Renault vans were able to charge 
their batteries from cables under the 
road at speeds in excess of 60mph.

Developers hope the technology could spell an end to 
range anxiety which would, in turn, increase the adoption of
plug-in vehicles.

Called dynamic electric vehicle charging (DEVC), the
system has been developed by Qualcomm Technologies and 
Vedecom.

The power is transmitted across the air gap to two 10kW 
vehicle pads located under the EV. The vehicle system 
converts the 85kHz AC and delivers DC power as requested 
to the EV’s battery management system.

“This is a huge achievement,” said Michael Kissin, director 
of engineering at Qualcomm New Zealand. “Being part of a 
team helping to drive change and deliver technology to 
benefit the industry, the planet and how we power vehicles 
of the future is absolutely fascinating.”

Further tests will be carried out by Fabric – a €9 million 
(£7.8m) project, part-funded by the EU, conducting feasibility 
analysis of on-road charging solutions for electric vehicles.  

The project began in January 2014 and will continue 

through December 2017, and is being undertaken by a 
consortium of 25 partners from nine European countries, 
including automotive manufacturers, suppliers, service 
providers and research organisations.

Eric Feunteun, electric vehicle programme director at 
Renault, said: “Contributing to this exciting project has 
enabled us to test and further research dynamic charging 
on our Kangoo ZE vehicles.

“Our research engineers have worked closely with the 
Qualcomm Technologies and Vedecom teams to complete 
the DEVC system integration demonstration as part of 
Fabric. 

“We see dynamic charging as a great vision to further 
enhance the ease of use of EVs, and the accessibility of EVs 
for all.”

However, the founder of electric vehicle charging company 
Pod Point, Erik Fairbairn, told the Financial Times Future ofs

the Car Summit that dynamic charging is “wide of the mark”.
Fairbairn says that only about 3% of motorists would find 

it necessary to charge their vehicle on a particular journey, 
suggesting the vast majority of journeys would be completed 
without the need to recharge.  

Furthermore, drivers would have to pay for the electricity 
as they drive, potentially requiring instant payment systems 
to be installed in vehicles, while the costs of digging up 
motorway lanes in order to install the technology would run 
into billions of pounds.

Wireless charging may solve EV range anxiety
On-road trials rated a success but cost of burying cables under motorways likely to be very high
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“This exciting 
project has 
enabled us 
to test and 

further 
research 
dynamic 
charging”
Eric Feunteun, 

Renault

£7.8m
Fabric project is part-funded 

by the EU

Two Renault Kangoo ZEs were able 
to charge batteries while in motion
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By Simon Harris

ew technology to clean up emissions from large 
vans could gain traction as towns and cities 
consider introducing low-emission zones.

Ford will begin a trial in London this September 
with plug-in hybrid versions of the Transit 
Custom, while a company in Lithuania is 
producing plug-in hybrid conversions for the 

Iveco Daily and Mercedes-Benz Sprinter.
Ford is providing 20 vehicles to a range of commercial fleets 

across London, including the Transport for London (TfL) fleet, 
to explore how these commercial vans can contribute to 
cleaner air targets while boosting operator productivity in 
urban conditions (Commercial Fleet, March, 2017).

But hybrid systems are available for vans and chassis cabs 
larger than the Transit Custom.

Asbjørn Slørdahl, chief executive of Norway-based Go 
Green Holding, said his company has been looking at 
converting vehicles to plug-in hybrids since 2013.

He said: “In co-operation with our Lithuanian partner,
Elinta, we have developed a plug-in hybrid driveline for 
chassis-based, rear wheel-driven commercial vehicles from 
3.5 to 7.0 tonnes. 

“The driveline is universal in the sense that it can be 
adapted to most brands like Iveco Daily, Mercedes-Benz
Sprinter, Volkswagen Crafter, Isuzu Grafter and others, given 
certain technical requirements are met such as wheel-base,
overhang and final drive.

“It can also be retrofitted on vehicles currently in operation 
but not meeting the latest emission standards. As of today, 
we have the vehicle integration in place for Iveco Daily 
MY2014 and MY2016 and the Sprinter.”

He said the system, which costs around €28,000 (£24,500) 
per vehicle, is different from most hybrids on the market 
where the traction mode is controlled by the vehicle based 
on speed.

“Our system is designed so the driver decides when to 
operate in electric, hybrid or diesel mode. Alternatively the 
vehicle owner (fleet manager) can predefine the areas (green 
zones) where the vehicle shall only be allowed to operate in 
electric mode.

“If the driver does not switch off the diesel engine entering 
such green zones, the vehicle will shut down the diesel 
engine at the first full stop. Within the green zones the diesel 
engine can only be started again if the traction battery is 

depleted or an error on the electric driveline occurs. Real-life 
range in EV mode is 30 miles.”

The system could be introduced on other vans, such as a 
large Ford Transit, but Elinta would first need to create a 
prototype to work on for software integration, although, once 
successful, it could be introduced on similar Transit vans.

The system is compatible with right-hand drive vans, and 
a UK business could have vans converted by selecting 
Elinta’s facility in Lithuania as the delivery address. 

Mark Cartwright, head of vans and LCVs at the FTA,
welcomed the opportunity for the organisation’s members 
to improve the flexibility of their fleets with the increasing 
availability of alterative fuel vans.

But he sounded a note of caution regarding the weight of 
the hybrid components and the impact on payload and the 
vehicle’s usability for different types of work.

“I’ve had numerous conversations with various operators,
and the obstacles over introducing plug-in vans isn’t range, 
cost or residual values – it’s the effect on the carrying 
capacity,” Cartwright said.

“Diesel is getting a kicking in some quarters at the moment, 
but there are many things operators can do to reduce the 
carbon footprint of their businesses before considering plug-
ins.

“There is a risk that a plug-in van would be appropriate for 
work on a specific contract, but the operator could be left 
with a white elephant if the contract disappears.

“But we welcome anything that allows van-operated greater 
flexibility in the type of vehicles they are able to deploy.”

Slørdahl said the Elinta hybrid system weighs around
300kg, but Germany requested an exception from EU rules 
for electric and hybrid vehicles in category N1, allowing an 
increase in GVW from 3.500kg to 4.250kg while still main-
taining the same category of vehicle and driving licence.

“To my knowledge the exception rule is in force in Germany, 
the Netherlands and France,” he said.

Cartwright added: “One of our members is talking about 
the possibility that the payload could be compromised to the 
extent that two vans were needed instead of one, and said 
that such an outcome probably isn’t helping the polar bears.”

Plug-in hybrids developed for heavy vans 
New driveline from Lithuania may provide the answer to achieving acceptable carrying capacity
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“The obstacles over introducing 
plug-in vans isn’t range, cost or 
residual values – it’s the effect 
on the carrying capacity” 

Mark Cartwright, FTA

£24,500
cost of the plug-in         

hybrid system

Plug-in hybrids have been 

developed for vans such 

as the Iveco Daily 
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By Tom Seymour

esco has become the latest company to trial 
autonomous delivery robots, following in the 
footsteps of Hermes and Just Eat. 

Part of the supermarket chain’s ‘Tesco Now’ 
one-hour delivery trial, the robots can travel up 
to 4mph and consumers can unlock the robot 
through a link generated by a smartphone app.

A spokesperson for Tesco said: “We are always looking at 
new ways to improve the shopping experience for our 
customers.

“We carried out a one-off trial as part of our Tesco Now 
initiative in partnership with a technology company. We 
learnt a great deal from this trial and we’ll be reviewing 
feedback before deciding our next steps.”

The robots from Starship Technologies can navigate 
autonomously 99% of the time but can also hand back 
control to a human operator for extra help if needed.

Hermes has started trials in Southwark, south London, to 
operate as an alternative to vans and drivers for last-mile 
delivery in suburban locations.

Henry Harris-Burland, Starship Technologies vice presi-
dent of marketing, said: “We’re not suggesting these robots 

Last mile robots trialled by supermarket giant
Tesco joins Hermes and Just Eat to test the viability of Starship’s new enterprise

News
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will replace the entire delivery industry. This is strictly for 
last-mile delivery in suburban locations and it is part of a raft 
of solutions companies can use in addition to their traditional 
fleet of vehicles.”

Starship estimates that its robots can reduce shipment
costs by up to 93%, although Harris-Burland said data from 
trials in the UK would be used to inform cost savings for 
companies based here. 

Carole Woodhead, Hermes UK chief executive, said: “We 
are excited to team up with them in a bid to revolutionise the 
home delivery marketplace.”

Initially, the Hermes trial will allow the firm to offer 
30-minute time slots for the collection of parcels, either for 
items being returned to retailers or for items being sent by 
small businesses or consumers. 

Woodhead said: “We will use the testing period to better 
understand how the robots could enhance the company’s 
ability to offer an increased range of on-demand solutions 
in the future.”

Starship owns all the robots and handles management, 
operation, maintenance and charging. They have six wheels 
and measure just more than half a metre high and less than 
a metre long, carrying a maximum weight of 10kg.

CRAFTED BY YOU.

ENGINEERED BY US.
The 100% New Crafter.

VAN OF

THE YEAR

2017

volkswagen-vans.co.uk/craftedbyyou

When we set out to build a brand new Crafter from the ground up, the first thing we did was 

talk to the people who know what makes a really great van – our customers. With your help we’ve 

introduced features like new state-of-the-art driver assistance systems, and the largest range 

of drivetrains and body styles. The result is a Crafter that’s more practical, economical and innovative 

than ever before. But don’t just take our word for it, it’s already been awarded International 

Van of the Year 2017. Search ‘New Crafter’ or contact your local Van Centre to find out more.

Volkswagen Commercial Vehicles. Working with you.

Image may not reflect standard UK specifications.



 News insight: Microlise Transport Conference 2017

Driver shortage concerns
A bad Brexit deal could make the driver shortage issue even 
worse, was the message James Hookham delivered to 
delegates at this year’s Microlise Transport Conference.

The Freight Transport Association (FTA) deputy chief 
executive revealed the difference between the number of 
drivers with a HGV licence and the number of O-licenced 
vehicles to be 35,000, according to the latest FTA driver 
shortage survey.

The same figure can also be applied to count the number 
of foreign drivers working in the UK. 

“If the Brexit negotiations go wrong those drivers might 
find themselves in a very different situation,” warned 
Hookham. He said a hard Brexit could lead to additional 
paperwork, more forms or even levies to pay for operators 
employing foreign drivers.

Hookham continued: “The driver shortage could easily 
double if we get those Brexit negotiations wrong. What is 
already a chronic shortage of qualified drivers could, over-
night, become a catastrophe. That will be a big issue over 
the next two years.”

But nurturing home grown talent could prove difficult as 

‘Hit non-compliant fleets’
Outgoing senior traffic commissioner (TC) Beverley Bell 
has no regrets about dealing robustly with the “various 
villains” she encountered in her 17-year career. 

“The British public expects its regulators to be robust. 
And if we can’t be, who’s going to be?” said Bell, 
speaking publicly for the last time before she handed 
over to Richard Turfitt on June 1. “I make no apologies 
to all those dodgy, difficult, nasty, dishonest operators 
that I’ve put out of business,” she added. 

Bell has urged the DVSA and TCs to collaborate to 
concentrate on the serially and seriously non-compliant. 
She believes smaller operators are often targeted, leaving 
larger ones to get away with not doing things right.

Hookham revealed the transport industry’s Net Promoter 
Score (NPS) to be -49.

An NPS score measures how your audience feels about 
you. Last year the FTA conducted an NPS survey among a 
statistically representative sample of members of the public. 

“NPS scores work on a scale from 100 to -100. A score of 
-49 means more people are going to talk a friend or family 
member out of a career in logistics than would promote it,” 
said Hookham. “Our survey tells us people don’t feel good 
about recommending a friend or family to get a job in logis-
tics. That is a serious image problem we’ve got to address.

“If we are going to deal with our driver shortage we have 
got to get this industry better understood, better valued and 
better appreciated.” 

Work is being done to raise the profile of the industry, 
though. At the Institute of Couriers, chairman Carl Lomas 
and his team have been working to develop new apprentice-
ships so operators can make the most of their apprentice-
ship levy funds and boost the appeal of the industry.

“There is a career for life in this evolving sector. Express, 
in particular, is exploding – logistics is a career for life,” said 
Lomas. “I believe the next generation will come from trail-
blazer apprenticeships.”  
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By Matt de Prez

ew live interactive technology allowed dele-
gates to become involved via their smartphones, 
answering questions posed by speakers at the 
Microlise Transport Conference at Coventry’s 
Ricoh Arena last month.

Apart from the traditional anxieties – driver 
shortages, compliance, fuel costs, driver pay 

rates and declining margins – there was also clear concern 
for the industry’s public image and how to attract younger 
drivers. A possible hard Brexit added to operators’ fears 
about employing foreign drivers in the UK.

N

Driver shortage and ‘serious’ image problem 
are major worries for truck fleet operators
Ex-senior TC Beverley Bell urges DVSA to target non-compliance in parting shot to ‘nasty operators’

“What is 
already a 
chronic 

shortage of 
qualified 

drivers could, 
overnight, 
become a 

catastrophe”
James Hookham, FTA



Technology boosts safety
Delegates heard how Eddie Stobart and Bibby Distribution 
have implemented technology into their fleets to improve 
both safety and capability.

Eddie Stobart works with clients across a range of sectors 
which each have different and diverse service demands. 

“Technology helps us deliver flexibility because we’ve got 
transparency and visibility of the fleet but we also have the 
flexibility through apps on a tablet, to accommodate some 
sector-specific processes and demands,” said John Court, 
chief information officer at Eddie Stobart. 

The company uses a range of fleet management tech-
nologies, controlling how it manages its assets, manages
compliance and works with service partners in an integrated 
platform to minimise downtime.

Court added: “We have a clear recognition that investment 
and engagement with our people at all levels is absolutely 
critical. We invest heavily in developing our people. The tech-
nology is used to make their life easier or more rewarding.

“Although we had deployed some very good technologies,
we had to break quite a lot of inertia. A lot of this is about
change management. To get these programmes rolling, that 
was probably the most challenging aspect.”

At Bibby Distribution, the number one priory for the busi-
ness is health and safety. It has effectively deployed tech-
nology to drive its health and safety culture.

“This has a direct and positive output in terms of affecting 
our customers, our colleagues and, ultimately, the profita-
bility of our business,” said Nigel Tullett, commercial, IT and
property director at Bibby Distribution.

DVSA earned recognition 
‘will improve road safety’
The DVSA’s Earned Recognition Scheme is due to go 
live in autumn, despite previous fears that it might be 
delayed until 2018.

Gordon MacDonald, DVSA head of enforcement policy 
confirmed the scheme will launch with the promise of 
exemption from roadside checks for approved operators.

He said: “Earned recognition is part of the overall 
DVSA strategy to improve road safety by proportionate 
intervention. By awarding earned recognition to part of 
the industry we can concentrate our resources on those 
who cause the most danger to all of us.”

He said it’s a challenge to understand when the right point 
to adopt new technology is in a business. “When I joined, the 
business had grown organically and through acquisitions 
which meant we had five transport management systems 
and four telematics ones, all not linked,” he said. The 
company has replaced them with one integrated solution.

Tullett said: “We were very concerned about the number 
of incidents we were having two years ago, primarily they 
were low-level but indicated we weren’t driving the correct 
culture from a health and safety perspective.

“Since introducing the new system our accidents have 
reduced significantly by 12% in a year. Our mpg has also 
improved by 11% year-on-year. We’ve also reduced our CO2

emissions by more than 10%.”

Driver of the Year winners
Rafal Kolanko, a driver at Samworth Brothers Supply 
Chain, was named the Microlise Driver of the Year 2017 
during the conference.

Kolanko won the medium distance driver category 
before going on to win the overall title. Michael Young 
from Culina won short distance and Peter Jones of 
Chamberlain Transport the long distance class.

Microlise also named two HGV Heroes. Eddie 
Stobart’s Robert Brown was commended for using his 
vehicle to shield a car that had been in a collision before
climbing inside the damaged vehicle to comfort a young
girl. John Harrington from DHL aided an elderly man at 
the roadside who had suffered a heart attack. 

Nigel Tullett replaced 
multiple software and 
telematics systems 
with one solution

Rafal Kolanko with the 
Driver of the Year trophy

Gordon MacDonald has confirmed 
the earned recognition scheme 

will launch later this year

11%  
is year-on-year improvement

in mpg at Bibby
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Compliance

QA&A

Some of our drivers are forgetting to top up the van’s

windscreen washer bottle before starting their journeys.

Is it an offence to have an empty washer bottle?

Yes, the drivers would contravene the Construction and 
Use Regulations 1986 regulation 34(1), 34(6) and section  
42 of the Road Traffic Act 1988 as follows:

34 (1) Every vehicle fitted with a windscreen shall, unless 
the driver can obtain an adequate view to the front of the vehicle
without looking through the windscreen, be fitted with one or more 
efficient automatic windscreen wiper capable of clearing the 
windscreen so that the driver has an adequate view of the road in 
front of both sides of the vehicle and to the front of the vehicle. 

34 (6) Every wiper and washer fitted in accordance with this 
regulation shall at all times while a vehicle is being used on a road 
be maintained in efficient working order and be properly adjusted.

A contravention of the above regulations could result in a £50 fixed 
penalty charge been issued to the driver and the vehicle insurance 
cover could be challenged if, by result of not having a clear view of 
the road ahead, the driver was involved in a road traffic incident.  

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 

?

We have an old HGV tractor unit that we use as a yard

shunter. Can a shunter driver, with a B category licence

who has been trained to drive the vehicle, drive it within

1,000 yards to our other site along a public road?

Unfortunately, an old tractor unit being used as a works 
truck is still a road-going tractor unit, and therefore the 
person driving the vehicle would be expected to hold the 
appropriate driving licence for that category of vehicle. 

There is, however, an exemption from vocational licensing for a 
goods vehicle that is used on public roads:
■ Is used only in passing from land in the occupation of a person 
keeping the vehicle to other land in the occupation of that person, 
and 
■ Is not used on public roads for distances exceeding an aggregate 
of 9.7 kms (six miles) in any calendar week

Therefore, provided the driver has been suitably trained and     
that you agreed with your vehicle insurer and the criteria for this 
exemption applies, then the driver may use his category B driving 
licence to move the vehicle as required.

We have a dWe have a driver who insists he is 

permitted tpermitted to smoke e-cigarettes in 

his van. Is hhis van. Is he legally permitted to    

do so?

If the driver iIf the driver is not carrying dangerous 
goods undegoods under the ADR rules, then 
there is no lthere is no legal prohibition on him 
using an e-using an e-cigarette while driving. 

However, he may be cHowever, he may be contravening Construction 
and Use regulation 1and Use regulation 104 if he is not in full 
control of the vehiclecontrol of the vehicle, so although he may not 
be guilty of smoking ibe guilty of smoking in a public place, he may 
be charged with not bbe charged with not being in full 
control of a vehicle. Mcontrol of a vehicle. Many 
operators are introduoperators are introducing their 
own internal prohibitown internal prohibitions and using 
their disciplinary procetheir disciplinary procedures to 
sanction drivers who dsanction drivers who do not 
follow their policy. Drfollow their policy. Drivers      
of vehicles transportiof vehicles transporting 
dangerous goods aredangerous goods are prohibited 
from smoking and usfrom smoking and using 
e-cigarettes at all time-cigarettes at all times.

We have been told we can now obtain Driver CPC details for

drivers online, instead of applying to the DVSA for a temporary

password. Is this true, and if so how do we go about it?

This is true. The Driver and Vehicle Licensing Agency (DVLA) has
recently added CPC and digital driver card details onto the driver 
licence information accessed via the online system. Both drivers 
and employers may see this data but the requirement to use the 

correct procedure still applies, and if an employer wishes to see an 
employee’s details the driver must provide a unique one-time-use code for 
the employer to use. 

The DVLA has written a blog on the subject which may be found by 
clicking on the following link: https://dvladigital.blog.gov.uk/2017/04/11/
new-features-to-online-services-for-professional-drivers/

Q

Q

Q

A

A

A
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Rules&
regulations

The FTA looks at the 
latest issues to affect vans
and trucks, including how 
to recognise sleep apnoea         
and rulings on lighting

You may have experienced the feeling of drifting off 
while driving, but until recently few took the issue 
seriously. However, several high profile serious 
accidents have highlighted how disastrous the 
results of driver fatigue can be if you ignore the 
warning signs.

Obstructive Sleep Apnoea (OSA) is a medical 
condition that causes difficulties in breathing during 
sleep. Typical symptoms are excessive snoring, 
choking or stopping breathing while asleep. You 
may be suffering from sleep apnoea and unaware 
of the problem. Because you stop breathing many 
times, your body goes into ‘emergency mode’ and 
wakes you up with a gasp for air. The result is that 
the next day you find yourself nodding off, due to 
poor quality sleep the night before.

OSA is a problem mainly suffered by men aged 

over 50. Key indicators are a large collar size and 
obesity. There are devices now available that can 
help the problem. If you suspect you may suffer 
from OSA, speak to your GP. If diagnosed, you 
must legally inform the DVLA immediately.

Sleepy while driving?
■ Stop in a safe place. If you’re on the motorway 
that means taking the next exit and finding 
somewhere to park, or stopping at the next 
motorway service area.
■ Get some fresh air, take a short walk. 
■ Take a 15-20-minute nap but no more as you will 
start to feel groggy.
■ Drink a cup of strong coffee or a stimulation 
drink. Caffeine takes about 20 minutes to take 
effect.

HOW TO USE MINI- 

ROUNDABOUTS

CORRECT USE OF  
VEHICLE LIGHTS

Approach these in the same
way as normal roundabouts.
All vehicles MUST pass around
the central markings except
large vehicles which are
physically incapable of doing
so. Remember, there is less
space to manoeuvre and less
time to signal. Avoid making
U-turns at mini-roundabouts.
(Highway code 188).

During the hours of darkness (half
an hour after sunset to half an
hour before sunrise) all vehicles in
motion on a road must keep lit
and unobscured every front lamp,
rear position lamp, rear
registration plate lamp, side
marker lamp and end outline
marker lamp required to be fitted.

A vehicle fitted with obligatory
dipped-beam headlamps and
used on the road, except on a
restricted road where the street
lamps are not more than 200
yards apart or when the vehicle is
parked, must keep every lamp lit.
Front and rear position lamps and
dipped beam headlamps must
also be kept lit in seriously
reduced visibility. 

Front position lamps must be
white (or yellow if incorporated in
a yellow headlamp). It is illegal to
show a red light to the front. Rear
lights must be red but other
permitted rear lights such as
reversing lights, number plates
and warning beacons rear
reflective markers and working
lights on recovery vehicles may be
different colours.

Vehicle lights must be
maintained in working order by
day as well as night. However,
allowance is made for daytime
journeys if the lamp or reflector
became defective during the
journey or if arrangements had
been made to remedy a previous
failure with all reasonable
expedition.

Mandatory lights such as brake
lights and indicators must be
repaired immediately before the
vehicle can use the public road.
Failure to carry out this
requirement will result in an
immediate vehicle prohibition and
financial penalty to the driver.

SLEEP APNOEA AND 

DRIVING LICENCES  
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Movano offers a wide choice of load length, roof height and even front 

or rear wheel drive. And with a range of four gross vehicle weights with 
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Fleets can rack up new ideas 
at Fleet Management Live
Experts are lining up to provide plenty of great advice at this year’s Birmingham event

dvice for van fleets on racking and 
tyres will be a key element of this 
year’s Fleet Management LIVE.

Demand for van conversions is 
soaring as the number of commer-

cial vehicles on UK roads continues to increase. 
According to the Society of Motor Manufacturers 

and Traders (SMMT), there are now more than 
four million vans on the road following strong 
growth last year.

Research suggests that more than 80% of 
commercial vehicles require some form of conver-
sion and given that many owners want vehicles 
customised to their specific business requirements, 
Fleet Management LIVE will provide the perfect 
opportunity to assess what is on offer.

Suppliers at Fleet Management LIVE, which 
takes place on October 3-4 at the NEC in 
Birmingham, will be showing fleets the options 
available to them and offering expert advice on 
design, fitting and use.

Key discussion points are likely to include how 
owners can cost-effectively customise racking, 
while also meeting strict safety standards. They 
will also be keen to understand how to maximise 
payload by choosing lightweight racking options.

Fleet experts point out that there has been a 
growing focus on payload, base vehicle weights 
and overall conversion weights. With manufac-
turers and racking specialists available at Fleet 
Management LIVE, decision-makers will be able 
to discuss the potential options available to them.

This includes whether to opt for a turnkey factory 
conversion direct from the manufacturer or 
choose the services of a conversion specialist.

Other issues to review include materials, with 
racking choices ranging from aluminium to steel 
and plastic, financing options and managing 
racking resources when it comes to defleet.

Tyre management issues are becoming more 
important as a wealth of providers now support 
the UK car and van fleet market. 

For many fleets, particularly those operating 
commercial vehicles, tyres can be the second 
largest cost after fuel.

Experts will be on hand at Fleet Management 
LIVE to discuss tyre replacement choices and the 
potential impact on costs and replacement cycles.

A

Supported by

REGISTER TODAY AT FLEETMANAGEMENTLIVE.CO.UK/CF

The UK’s biggest fleet event



OCTOBER 3-4, 2017 NEC BIRMINGHAM

Van and truck fleets, both large and small, will reap 
the rewards of exciting changes and innovations to 
the UK’s biggest fleet event – Fleet Management 
LIVE.

Managers with a combined fleet of more than 
500,000 vehicles are expected to attend the event 
which has grown to incorporate the Commercial 
Fleet Van & Truck Show.

The expanded show will benefit van and truck 
fleets with more exhibitors available to meet their 
specific needs. In addition to providing display space 
for cars, vans and trucks, the exhibition will include 
converters, livery specialists, maintenance and 
leasing providers, as well as specialist commercial 
vehicle fleet seminars.

With an increased number of suppliers and 
exhibitors, along with a redesigned programme of 
expert talks and advice, the changes consolidate 
Fleet Management LIVE as the biggest and best 
event on the annual fleet calendar.

To accommodate the growth, the event has moved
to a new, larger hall at the NEC, reflecting the 
wishes of vehicle operators, many of whom run 
both cars and commercial vehicles.

Fleet Management LIVE is shaped by interviews 
with hundreds of fleet operators to ensure it 
provides the best value for their time when 
attending. A senior advisory panel of managers 
from some of the UK’s leading fleets are helping to 
develop the content of the show.

Event designed for van and truck fleets

Exhibitor listing so far
BMW
Honda
Jaguar
Land Rover
Lexus
Mini
Seat
Toyota
Vauxhall
Volvo
Agility Fleet
AID Fuel Oils Group
ALD Automotive
Alphabet
Appy Fleet
Arnold Clark Vehicle Management
Arval
AssetWorks
Autoglass
Bott
BP Oil
BT Fleet
Carbaya
CC Keys
Chevin Fleet Solutions
CVM Fleet Management Solutions
Daimler Fleet Management
Dash Witness
Drive Software Solutions
DriveTech, part of The AA
Enterprise Flex-E-Rent
FleetCheck
Fleetcor
Fleet Evolution
FORS
Fourways Vehicles Solutions
Fuelmate
GEFCO
Inchcape Fleet Solutions
Interactive Fleet Management
Jaama
Keytracker
Lex Autolease
Licence Bureau
Licence Check
Lookers Leasing
Marshall Leasing
Nexus Vehicle Rental
Nimmos Insurance Brokers
O2
Parksafe Automotive
Probuild Transport Systems
Reflex Vans
RingGo Corporate
Scorpion Automotive
Selsia Vehicle Accident Centres
Shell UK
Sortimo
TCH Leasing
Telogis
The AA
Total Motion Vehicle Management
Unique Car Mats
Venson Automotive Solutions
vGroup International
Vindis Group Fleet
Volkswagen Financial Services | Fleet
Zenith

Why visit FML
n Designed for car, van and truck fleets
n Value for every fleet role 
n Created by the industry, for the industry
n Best practice advice and seminars
n Latest vehicle models
n Maximum value for your day

Who should attend?
n Fleet
n Finance
n Procurement 
n Business travel
n Corporate mobility
n HR



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

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

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

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

 offers insight into the world of light commercial 
vehicles and trucks to provide operators with detailed analysis on 

to help you to improve your efficiency. The magazine is supported 



Bespoke publications
Magazines, supplements, brochures and digital products are produced for 

commercial partners. These bespoke publications inform fleets about 

companies and topics relevant to their business. They include manufacturer 

and supplier reports, in which Fleet News journalists interview key personnel 

to unearth the developments of interest to fleet operators.

Best practice guides
Special supplements that complement the magazine, our best practice guides 

look at areas that are core to fleet management or which are topical, such as 

electric vehicles. They provide you with the knowledge you need to make the 

right decisions. We also publish reports into the Fleet200, which analyse the 

UK’s biggest fleets, and the FN50 contract hire and leasing sector.

Fleet events
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.

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 

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

Fleet Leasing magazine
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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Fleet spotlight: Hermes

New ideas and fresh thinking are top priorities at delivery          
giant Hermes as it tackles the challenges of adapting to a
low-carbon future where access to cities could be limited

By John Maslen

he parcel delivery industry is one of the 
most challenging business environ-
ments for fleets, where an ‘every 
second counts’ approach is required to 
meet the needs of customers.

It sits at the sharp end of service 
delivery for thousands of companies, 

particularly with growth in online shopping and 
home deliveries, where high customer service 
expectations all come down to delivering a parcel 
to the right address, in a short time window and 
in good condition.

The daily pressures of service delivery can 
dominate the attention of managers at the 
expense of ensuring there is strategic oversight.

For Kevin King, national fleet services manager 
for Hermes, the key is to strike a balance to 
manage the present and prepare for the future, 
especially as the industry faces important chal-
lenges. Many of these revolve around diesel, 
which is the power behind every major commer-
cial vehicle operator in the UK.

In response to concerns about the health impact 
of vehicle emissions, pressure groups, politicians 
and local authorities are looking at ways to reduce 
carbon emissions – and diesel is in their sights.

The pressure has been increased by a recent 
high court ruling that the UK is not doing enough 
to reduce pollution, which could force cities to 
introduce tough measures to cut emissions.

Already London is moving towards an ultra-low 
emission zone (ULEZ) as early as 2019 and that is 
the first step which could see zero emission zones 
introduced in the coming years.

T
As a result, King says, it is essential to think 

ahead and consider how the business needs to 
adapt.

“When you start to look at 2020, most cities in 
the UK are going to have some kind of legislation 
relating to emissions being introduced so they can 
manage air quality,” he says.

“We need to understand these challenges and 
be on the front foot with developing solutions.

“It is our job to understand the impact of these 
changes and then to make sure the business 
changes with it.”

This is easier said than done, as legislation 
rarely provides a clearly-defined route for compa-
nies to follow.

However, King says it is essential to keep pace 
with the changes but also watch closely for 
emerging trends that allow the company to 
proactively take action in important areas, such 
as reducing its environmental impact.

Hermes national fleet services 
manager Kevin King has spent 
more than 40 years in the industry

“One of the first things 
was to make sure that   
I had a progression plan 
in place for the team” 
Kevin King, Hermes

‘We are driven 
by innovation 
and new 

y
and new 
technology’

To achieve this goal, companies need to invest 
in fleet expertise and King brought substantial 
experience when he joined Hermes just over a 
year ago, having spent most of his career in the 
fleet sector.

His 40-year industry experience started with his 
appointment as the first UK apprentice mechanic 
and engineer for Christian Salvesen in 1976.

Since then he has held fleet roles in companies 
as diverse as Cemex, C Butt and PepsiCo.

At Hermes, King has hit the ground running by 
reviewing the fleet team and introducing a range 
of initiatives.

He says: “They gave me an open book, telling 



commercialfleet.org    June 2017   25

Fleet size cars 510; vans 20; trucks 501; plus 1,060 trailers
and 89 pieces of MHE
Operating cycle in years cars four; vans three; artics five; 
rigids six; trailers seven-10
Funding method contract hire
Key brands on fleet BMW, Mercedes-Benz, Kia, Ford, 
Mercedes-Benz Sprinter, DAF

Factfile

me to identify what I wanted to do and present it 
back to the senior team, which I completed in July 
last year.

“I am good at going in cold, putting a plan 
together and executing it, which is what I am 
currently doing.”

He oversees a fleet of 510 cars, 20 vans and 
more than 50 trucks, in addition to 1,060 trailers 
and 87 forklifts.

The company is supported by suppliers and an 
army of around 14,500 self-employed couriers 
who help to complete ‘final mile’ deliveries.

Introducing changes in such a complex fleet 
requires senior management support.

King says: “Hermes inspired me because they 
have the drive to implement change and it is 
coming from the top. They are supporting me 
100% and we have lots of changes planned.”

The first step has been to reorganise the team 
with a focus on managing present day challenges, 
but also preparing for the future.

King says he has learnt lessons from the 
training and support he received when he was an 
apprentice.

He adds: “One of the first things was to make 
sure I had a progression plan in place for the 
team. I am working with individuals to push them 
to a new level and that links back to my own 

experience. I have always benefited from having 
someone mentor me and, even in my current 
position, it is still important to seek sound advice 
from people you respect in the industry.”

For two of the team members, this includes 
training them to replace his role in preparation for 
when he retires further down the line.

He adds: “I am performing a programme with 
them currently, training them to be able to take 
on the role of fleet manager for Hermes. They 
spend time with me several days a week just to 
learn what I do, how I do it and under-
stand the role in detail.”

In addition, formal training is also 
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being provided through the Freight 
Transport Association (FTA) Commer-
cial Vehicle Fleet Management qualifi-

cation, which covers a series of modules that 
provide the skills and knowledge to effectively 
manage the operation of commercial fleets.

King says: “It is a way to see how they are doing 
and how they are progressing. 

“We also work on their objectives for the year 
and most of those concern how they can improve 
their expertise and expanding their responsibility 
when it comes to taking on key tasks.”

Their projects have ranged from switching fork-
lift trucks from gas and diesel to electric and the 
introduction of new fleet safety solutions (see 
panel above).

As part of the progression plan, King also acted 
to ensure the team is multi-skilled and can take 
over each other’s roles if required.

He says: “I wanted to break away from people 
being siloed to a certain task and ensure they can 
work in other roles, which is important for devel-
oping teamwork.”

The team is kept busy supporting 27 depots, 
with an expanding business and workforce.

King has split the country into north and south 
regions to make oversight more manageable, as 
it used to be covered by a single role.

Technological innovation at Hermes
Technological innovations play a major role in 
ensuring the Hermes fleet is efficient and safe.

In the latest initiative to roll out across the
commercial vehicle fleet in May, new in-cab 
cameras will be introduced.

The system includes both forward-facing and 
driver-facing units.

This required an explanation of the benefits of the
system to secure the support of employees and 
union representatives during long-term trials.

King says: “We can actually see both aspects of 
any incident, so we can prove our driver was driving 
properly, wearing his seatbelt and he was 
concentrating and doing the right speed.

“You can then show what the other driver was 
doing at the same time.”

A key to successful introduction of the system 
was providing evidence from historic footage 
showing how it could benefit employees.

King adds: “There was a bit of scepticism in the 
beginning because of the camera facing the driver, 
but when we showed them footage and involved 
them in the policy around the cameras they were
happy.”

As part of the introduction, there will also be a 
two-month period for drivers to get used to the
technology. After this, the company will be able to 
use it to actively manage drivers.

King says: “It is a softly, softly approach when it 
goes live. During the trial of the system, we had a 

36% reduction in near collisions, so it benefits the
company and drivers. We think we can get it to
nearer 50%, which is important because one-in-five 
near collisions ends up in an accident.”

The Lytx system is triggered by events such as 
hard braking and then footage is forwarded to the 
fleet team.

“The system can be used as a coaching tool to
feedback to the driver and identify training
requirements. You need cameras to be able to 
manage drivers on the road,” King says.

The footage from the Lytx system has been used
to support claims with insurers to show that drivers
were not at fault following disputed collisions.

In addition, the company also has a telematics
system in the commercial vehicle fleet which 
provides a useful incentive for drivers to focus on
their performance on the road.

He adds: “Depots have a league table and there is 
always an element of competition about who 
reaches the top. Also, drivers don’t want to be at
the bottom of the list.”

Currently, the systems just focus on commercial 
vehicles, but King would like to see the technology 
used in the car fleet.

Kings says: “For cars, there is more of a 
challenge regarding return on investment, but I 
think it would be the right thing to do. We will   
look into whether it is a viable proposition, but        
I think it is.”

Vehicle replacement cycles vary from three 
years for vans, which can do up to 150,000 miles 
a year, to six years for trucks.

Every depot has a compliance officer who looks 
after maintenance and conformity. Servicing 
work is carried out externally.

Supplier standards are monitored through a 
vehicle off-road report which ensures they meet 
their key performance indicators (KPIs).

Suppliers include BRS, Fraikin, Ryder for vans 
and trucks and Zenith for cars.

With day-to-day management under control, 
King can focus on strategic objectives, including 
cost management, safety and future access to 
cities.

He says: “Our fleet is Euro 6-compliant, but we 
need to keep reducing CO2 emissions. Clients2

want to minimise their impact on the environ-
ment, but we also need to consider how cities will 
change.

“I am looking at the role different types of fuels 
will play, particularly when it comes to getting into 
London in future.

“Legislation will mean change will have to 
happen in the long term. There is no two ways 
about it. 

“This could mean a shift to electric vehicles in 
cities and then deliveries being made from 

Fleet spotlight: Hermes

outside to a depot, so that everything in the urban 
area is electric or plug-in hybrid. 

“It may be the same with cars, because if you 
have managers and they are moving around a 
city, then they need to be in vehicles that are 
sustainable.”

Hermes has already made steps towards this 
vision of the future by working alongside Gnewt 
Cargo, one of the world’s largest electric vehicle 
delivery fleets, for work in London.

It is also set to trial plug-in hybrid and CNG 
vehicles in the capital.

The business is using a range of other technolo-

“Legislation will mean 
change will have to 
happen in the long 
term. There is no  
two ways about it ” 
Kevin King, Hermes
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gies, including in-cab cameras and telematics to
drive further efficiencies (see panel opposite).

It is also launching an innovative testing 
programme for the use of self-driving delivery 
robots in London. In partnership with Starship 
Technologies, Hermes will soon trial a number of 
parcel collections in the London borough of 
Southwark.

In addition, last year the business launched a 
dedicated Innovation Lab in the centre of Leeds to 
develop new delivery solutions. 

Initial projects being worked upon include      
self-tracking parcels and new tracking services 

Kevin King is helping to train 
his successors at Hermes

using digital personal assistants.
A key objective will be ensuring Hermes can 

integrate its technology with the growing number 
of smart devices from technology giants such as 
Apple, Amazon and Microsoft.

Hermes will also proactively seek to collaborate 
with the UK’s leading universities to share ideas 
and provide inspiration, while offering the next 
generation of engineers the chance to utilise the 
Innovation Lab and its facilities.

The daily and long-term challenges of the role 
mean fleet management is still something King 
relishes after 40 years in the industry.

He says: “The CEO is a driven person and knows 
what she wants and we are growing year-on-
year, so we are really being led from the top and 
she is an inspiration.

“It is a great job, I love it and wouldn’t be without 
it. I can’t imagine doing anything else. It is just the 
buzz around the whole aspect of transport.”
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Renault will launch integrated fleet management and predictRenault will launch integrated fleet management and predictive maintenance services this year 
and is continually evaluating its electric offering to stay aheaand is continually evaluating its electric offering to stay ahead of the curve in the LCV market

By Liam Campbell

n the UK, Renault has been traditionally seen as a car 
manufacturer that sells a few vans, but in mainland 
Europe the picture is quite different. The company has 
topped the European van sales table since 1998, with a 
market share last year of 15%, more than double its UK 
figure of 6.8%.

Renault established the Pro+ dealer network in 2009 
to better address the needs and concerns of its LCV 
customers through experienced sales and aftersales advi-
sors, a comprehensive range of demonstrator and courtesy
vans, and extended opening hours for servicing. 

That year, its market share leapt by more than a percentage 
point, from 5.35% to 6.5%, but has remained fairly static since.

In late 2015, Pro+ developed to become its own marque 
(although Renault’s vehicles are still branded with the same 
silver diamond), with a dedicated team working out of the 
company’s Paris headquarters. Its remit is to identify 
industry trends so Renault can adapt and change to meet
future requirements.

Philippe Caillette, programme director for small vans at 
Pro+, believes Renault’s LCV success has largely been 
driven by offering affordable vans for trade and fleet 
customers, but he argues that this will not be enough to 
continue its success in future.

“Europe is an advanced market and the demands of the 
customers are changing, particularly in fleet,” says Caillette. 

“With the creation of the Pro+ brand, we’re identifying 
these changes and responding as quickly as possible.

“We’re living in an increasingly complex and demanding 
world, which puts our customers under huge strains 
and our aim is to alleviate those. Some of the biggest 
challenges are related to urbanisation, for example emis-
sions, and a lot of products and services that we’ve devel-
oped have been centred around that. But there are also 
other issues like operating costs, downtime, accountability 
and efficiency.”

As well as being the European leader for LCVs, Renault 
also heads the market for electric vehicles with more than 
100,000 vehicles on European roads. The company has 
recently updated its small electric van, the Kangoo ZE, and 
will launch its second, the Master ZE, at the start of 2018. It 
also has the Twizy cargo van.

“The Kangoo ZE was launched six years ago and customer 
feedback has been fantastic, although some had highlighted 
that the charging times were long and the range was short,” 
Caillette says. “By collaborating with LG Chem in Japan, 
we’ve been able to offer a new battery and charger that cuts 
the charging time to six hours from eight and increases the 
range to 168 miles from 106.

“Diesel engines have been condemned by a number of 
politicians and organisations over recent years and prices 
frequently fluctuate which has led to a number of our 
customers, most notably the French postal service La Poste, 
to enquire about a larger electric van. We began talks with 
a number of fleets about the possibility of an electric Master,
and there was a lot of interest.”

The Master ZE made its debut at the Brussels motor show 
in January, and has a 124-mile range, a 72PS/225Nm motor 

Manufacturer spotlight: Renault
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“We must 
ensure that 

we are      
not just     

professional 
by name,   
but also    

professional 
by nature” 

Philippe Caillette, 
Renault

80
Pro+ UK dealerships are 

expected by end of the year 

PRO+ DEALERSHIPRO+ DEALERSHIPS PROJECTED TO DOUBLE IN UK

and between a 1,000kg and 1,100kg payload. When it finally 
hits Pro+ dealerships in 2018, it will be one of the first widely-
available 3.5-tonne electric vans.

“Even in 10 years, electric vans will still only make up a 
fraction of sales. But the market is growing as infrastructure 
develops and it is therefore very important to maintain our 
market lead,” says Caillette.

As Ford’s Transit Centres, Volkswagen’s Van Centres and 
Mercedes-Benz Vans have demonstrated, having a LCV-
focused dealer network increases brand loyalty. But while 
the Pro+ network has been around for almost eight years, 
its coverage is small in comparison.

“When the brand (as opposed to network) launched in late 
2015, one of the first things we identified was that we wanted 
to expand the dealer network. Throughout Europe, we plan 
to double the number of Pro+ dealerships,” says Caillette.

In the UK, Renault expects to have 80 Pro+ dealerships by 
the end of the year (up from 38 in 2015), and Caillette is keen 
to stress that customers will have both quantity and quality.

Downtime is a costly area for all types of customer, whether 
it’s a self-employed builder with one van or a national logis-
tics company with a 1,000-plus fleet. Offering a more flexible 
and widely available aftersales service is at the heart of the 
Pro+ agenda. 

“However, we must ensure that we are not just profes-
sional by name, but also professional by nature,” says Cail-
lette. “For almost eight years, Pro+ has been providing a top 
quality service for business customers through extended 
opening hours, a full range of vans to test and replace during 
services, fully trained sales staff and technicians, and the 
availability of last-minute service bookings where possible.”
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He adds: “Operators are putting an increasing focus on 
efficiency, accountability and duty of care, and so, in response, 
they are requiring more complex and integrated services. 
The challenge for us moving forward is to make sure that 
we can offer these services and we have been partnering 
with a number of technology suppliers so this is the case.”

Over the next couple of years, Renault Pro+ will launch a 
wide range of new integrated services, starting with ‘Fleet 
Management’ and ‘Predictive Maintenance’ this year. 

Fleet Management is a basic telematics service that 
provides an automatic flow of data, including mileage, range, 
tyre pressure and the number of miles before the next 
scheduled servicing, to the fleet manager. 

This results in reduced running costs and makes it easier 
to plan services.

Predictive Maintenance, meanwhile, is a real-time data 
analysis system that examines the vehicle’s condition to 
predict when certain components, like tyres, brakes and oil, 
may need changing. As a result, fleet managers avoid 
unplanned vehicle downtime for maximum operational 
performance and it also provides a safer work environment 
for the driver.

“These services are not new to the industry but, previously, 
customers would have had to go to dedicated third party 
suppliers,” Caillette says. “By rolling it into package at the 
point of sale, we’re opening up to a wider audience, particu-
larly the smaller fleets.”

Looking ahead, Caillette states that this continuing 
advancement of integrated systems will have the biggest 
single influence on the sector, and that his team is constantly 
analysing and exploring opportunities where technology can 

Renault tops the van sales chart in Europe 
with a market share of 15% in 2016

Demand for electric vehicles is 
expected to ‘explode’ next year
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 electric vehicles.

Mark Dickens, Renault UK head of fleet
sales operations and remarketing, says: “They 
will support dealers when they have corporate
enquiries. There is a need for knowledge on 
EVs. 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 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,” Dickens 
says. “The main issues are about how to 
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 London 
boroughs – they all have an agenda to bring 
EVs into their fleet.”

Dickens predicted demand will “explode” 
next year, driven by product products and 
inner-city emissions charging. While today it 
was all about London, the new ‘metro mayors’ 
all have an agenda on emissions, he adds.

PRO+ DEALERSHIPS PROJECTED TO DOUBLE IN UK

be used to benefit the customer.“If you look around you, it’s 
crazy to think how quickly technology has advanced in the 
past 10 years – there are examples of it everywhere,” he 
says. “Digitalisation has unlocked so many doors for the 
world of transport. The challenge for us now is to see how 
we can integrate new technology that comes along in the 
next 10 years into our vehicles.”
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Higher cost of raw materials and post-Brexit dip in 
exchange rates have helped overcome prejudices 
and regenerate interest in remoulded truck tyres 

By John Lewis

etreaded truck tyres are enjoying a marketplace 
boost after several years in the doldrums. The 
reasons for the upswing in demand are not hard 
to fathom, according to Bridgestone retread 
development manager Terry Salter.

Much of it is due to the fact that new truck tyre 
prices have been hit by a double whammy. 

A very high percentage of new tyres are imported. As a 
consequence, the 12% fall in the value of sterling against the 
euro and the 15% fall in its value against the dollar in the
wake of last year’s vote in favour of Brexit has made them 
more expensive. 

Hence the cheap-and-cheerful new truck tyres, often 
bearing unfamiliar brands, that have been shipped in from 
the Far East and that have competed with retreads on price 
are no longer as appealing to operators as they once were.

To that can be added a sharp rise in the cost of many of 
the raw materials new tyres contain with steel and natural 
rubber leading the charge, although oil prices were trending 
downwards at the time of writing.

Significant volumes of retreads are British-made. Bridge-
stone makes them in a factory in Bourne, Lincolnshire, 
which has enjoyed around £500,000 of investment over the 
past 18 months. 

“We’re expecting to produce more than 60,000 this year 
but we may do in excess of that,” Salter says. The plant has 
the capacity to turn out up to 80,000.

No matter where they are made, retreads have the further 

Supplier spotlight: Bridgestone

RREASONS 
RETREADS 
ARE BACK IN 
THE GROOVE

Tyres undergo a 
constant inspection 
process as they pass 
through the factory
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The pre-cure tyre goes into a rubber bag, all the air is 
sucked out of the bag, and the tyre is cooked in an oven at 
115 degrees C for just over two hours.

The UK has traditionally been a hot cure market, says 
Salter, but there is a gradual drift in favour of pre-cure. 

Bridgestone is in a good position to take advantage of any 
such trend thanks to its acquisition of pre-cure specialist 
Bandag’s global retreading operation just over a decade ago. 
It makes Bandag retreads in Bourne.

If cost is a key decider for a fleet then it is worth noting that 
the Bandag catalogue encompasses a second-string range
under the Protread banner. The tread is shallower and less-
expensive than the one employed on the mainstream 
Bandag offering and lower-grade, but still perfectly accept-
able casings are used, says Salter.

Retreads such as those made by Bridgestone are depend-
able he contends and enjoy a good safety record. Prejudices 
still have to be combated however, he admits.

“A lot of operators don’t like to use them on steer axles 
although there are exceptions,” he says. 

Refuse collection fleets can be happy to employ them in 
that role, for example. Retreads are ideal for their typically-
low-speed stop-start duty cycles and the risk that they will 
be damaged while a load is being discharged means that 
fitting them can be a more cost-effective bet than investing 
in pricey new rubber.

Bourne’s most popular size remains 295/80 R22.5 but 
Salter suspects it will not be for much longer given the 
changing requirements of fleet users. 

“The 385/65 and 275/70 are getting a lot closer and really 
it’s going to be between these three,” he observes.

When they arrive at Bourne each casing is allocated a job 
card. However, this paper-based system is being abandoned 
in favour of something called BASys.

Cloud-based, and part of Bridgestone’s Total Tyre Care 
programme, BASys allows the tyre destined for retreading 
to be followed all the way through the production process 
from when it is taken off the truck to when it goes back into 
service. 

Their ability to be retreaded means that quality truck tyres 
have an inherent value; but that value will only be realised if 
they are correctly maintained, stresses Bridgestone. 

That means checking pressures regularly to ensure they 
are neither over- nor under-inflated and emphasising to 
drivers the importance of including tyres in their daily walk-
around checks.

Spotting a nail sticking out of a tread and reporting it in 
good time so that action can be taken could mean the tyre’s 
casing can be salvaged for re-use rather than damaged 
beyond repair; and a sudden blow-out avoided.

“A retread only needs  
20kg of fresh steel, natural 
rubber and so on before it 
can go back into service” 
Terry Salter, Bridgestone

advantage that they consume fewer raw materials to 
construct than their new counterparts.

“A new truck tyre weighs 65kg to 70kg but a retread only 
needs 20kg of fresh steel, natural rubber and so on before 
it can go back into service,” Salter says.

What is more, while it takes 83 litres of oil to make a new 
tyre it only takes 26 litres to make a truck retread.

Net result of all the foregoing? A quality retread is typically 
30% cheaper than its new equivalent and should last just as 
long.

Recycling as much material as possible makes for a posi-
tive environmental story for fleets eager to shrink their 
carbon footprint. In this context it is worth noting that CO2

emissions generated by retread manufacturing are a third  
lower than those created when new tyres are produced.

Eager to hammer home its environmental credentials, the 
Bourne plant ensures that all the rubber fragments gener-
ated during retread production end up in a huge bag that sits 
on a vibrating plate that keeps shaking the contents down. 
After some 14 hours the bag is full and is then shipped off
to firms that make playgrounds for children. They use the 
rubber to create soft, child-friendly surfaces.

Bourne makes two types of retread – hot cure and pre-
cure – and its output is split roughly 50/50 between them. 
“Hot cure retreads look better cosmetically than pre-cure
and are a bit cheaper, but pre-cures last longer because of 
the density of the tread rubber,” Salter observes. 

The first part of the production process is similar for both 
and involves tyres that have been collected from fleets and 
inspected prior to arrival at the factory. While roughly three-
quarters of its output is based on Bridgestone or Firestone 
tyres, Bourne is willing to work on products from other 
premium brands. 

Once they arrive, the tyres are buffed to remove the old 
tread rubber, examined for damage and the presence of 
foreign bodies which are removed, and repaired if needs be 
with strong reinforcing patches. 

“Around 40% of them undergo this type of repair,” says 
Salter.

The tyres undergo a constant inspection process as they 
pass through the factory which involves, among other things, 
something called shearography.

This testing process involves photographing the tyre and 
then putting it into a vacuum where another set of pictures 
is taken.

The two sets are compared to see if any part of the tyre’s 
structure is coming loose so appropriate action can be taken.

With a hot cure tyre, fresh rubber is applied to the circum-
ference of the shaved casing which then goes into a large, 
enclosed mould which presses the tread pattern into place. 
It does so at a temperature of 155 degrees C which is main-
tained for more than an hour and a half.

Pre-cure production involves applying pre-formed treads 
to the prepared casings with a £250,000-plus extruder/
builder. “It can turn out up to 15 tyres an hour and with a 
greater level of accuracy than the equipment we used to 
use,” says Salter.

30%
how much cheaper a retread  
is than the new equivalent

Company Bridgestone
Retread factory Bourne, Lincs
Capacity 80,000 retreads
Current output 60,000

Factfile
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Quality truck tyres have   
an inherent value thanks to 
the ability to retread them 
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By Stephen Briers

he Commercial Fleet Awards 
represent the pinnacle of fleet 
achievement in the van and truck 
sector. They are judged by some of 
the most respected fleets, leasing 
providers and pricing guides in the 
country. 

Chaired by ex-SMMT chief execu-
tive Christopher Macgowan OBE and audited 
by Ernst & Young, the awards combine trans-
parency with robust debate to ensure only the 
very best companies and people are victorious.

Winning a Commercial Fleet Award is a great 
boost to a business, particularly for fleets. It 
recognises excellent work and raises the 
profile of a fleet decision-maker both internally 
and externally and gives a fillip to members of 
the fleet team or other key stakeholders.

For suppliers, it’s a chance to show potential 
customers they are the best in their field, while 
van and truck makers can point to the inde-
pendent panel of leasing, residual setters and 
fleet end users as evidence of their vehicle 
excellence.

So what are you waiting for? If you have done 
something outstanding in the past year that 
deserves recognition, go to the Commercial 
Fleet Awards website – awards.commercial-
fleet.org/ – and tell us about it.

Our past winners will tell you that it’s well 
worth the time and effort.

The Commercial Fleet Awards will be 
presented on November 30 at the Hilton 
Birmingham Metropole, in front of an audience 
of more than 600 van and truck 
makers, fleet decision-makers,
trade bodies and suppliers.  

“The Commercial Fleet 
Award is significant, 
because it shows how 
the investment we 
have made in 
improving Hilux has 
hit the target with 
fleet customers”

Neil Broad, general manager Toyota & Lexus Fleet 
Services, (pick-up of the year – Hilux)

AWARDS JUDGES
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Commercial Fleet Event

FLEET AWARDS
Commercial Fleet of the Year –
Public Sector and Bluelight
2016 winner: Environment Agency

Commercial Fleet of the Year –
Business Services
2016 winner: AAH Pharmaceuticals

Commercial Fleet of the Year –
Utilities
2016 winner: Electricity North West

Commercial Fleet of the Year –
 Architecture/Construction
2016 winner: Balfour Beatty Services Division

Commercial Fleet of the Year –
Delivery Operator
New category 

Most Improved Commercial Fleet of the Year
2016 winner: Wates

Commercial Fleet of the Year –
Safety & Compliance Award
2016 winner: Skanska

Commercial Fleet of the Year –
Environment & Low Carbon Award
2016 winner: South East Coast Ambulance 

Service NHS Trust

Best Livery of the Year
2016 winner: Electricity North West

Best Fleet Customer Service
2016 winner: AAH Pharmaceuticals

 
SUPPLIER AWARDS
Van/Truck Fleet Management Company of
the Year
2016 winner: BT Fleet

Van/Truck Contract Hire & Leasing Company
of the Year
2016 winner: Hitachi Capital Vehicle Solutions

Van/Truck Rental Company of the Year
2016 winner: Europcar

Best New Product or Service
2016 winner: Vision Techniques

Customer Partnership Initiative of the Year
2016 winner: Applied Driving Techniques

Converter of the Year
2016 winner: Qi Van Systems

MANUFACTURER AWARDS
Small Van of the Year
2016 winner: Ford Transit Connect

Medium Panel Van of the Year
2016 winner: Volkswagen Transporter

Large Panel Van of the Year
2016 winner: Mercedes-Benz Sprinter

Pick-up of the Year
2016 winner: Toyota Hilux

Low Carbon Truck of the Year
New category

Best Truck Manufacturer Customer Service
& Support
New category

Best Truck Innovation of the Year
New category

HEADLINE AWARDS
Supplier of the Year
2016 winner: BT Fleet

Truck of the Year
New category

Van of the year
New category

Commercial Fleet Manager of the Year
2016 winner: Stewart Lightbody, Anglian Water

Van Fleet Manufacturer of the Year
2016 winner: Mercedes-Benz Vans UK

Truck Fleet Manufacturer of the Year
2016 winner: DAF Trucks

2017 AWARD CATEGORIES

Sponsors

“Having the opportunity 
to have my work 

reviewed and judged by 
a panel of industry 

experts and come out 
as the winner of 
‘Commercial Fleet 

manager of the year’ 
has to be the best end 
to 12 months of hard 
work there can be. 
While it came as a 

genuine surprise, it is 
most rewarding in the 

fact it has been 
acknowledged by the 
wider fleet industry 
and not just by my 

employer. I’d thoroughly 
recommend anyone 
who has genuinely 

made a difference in 
the fleet operation to 

submit an entry”

Stewart Lightbody, head of fleet 
services, Anglian Water 

(fleet manager of the year)



A smart solution to van hire
Advertisement feature

For further information please contact the Europcar sales team on 0871 384 0201 
Email: businesssupport@europcar.com Web: europcar.co.uk/business/van-hire-v2

A
ctavo, with a global workforce of 

more than 6,000 people, is trusted 

by the world’s leading companies

to design, build and maintain the 

communications and power 

infrastructures used every day in the UK 

and beyond. Europcar’s commercial 

vehicle fleet is playing a crucial role in

underpinning the logistics needed to 

deliver its services.

Experiencing rapid expansion as it wins 

new contracts, Actavo has called on 

Europcar to help mobilise its fast-growing 

network of engineers on the road.

“Having recently won key contracts to 

install smart meters in homes across the UK, 

we needed to recruit new engineers and 

have them on the road as quickly as 

possible”, said Edward Comerford, fleet 

manager at Actavo.  

“We opted not to go down the route of 

outright vehicle purchase or contract hire. 

Instead, Europcar’s experience in working 

with a number of major infrastructure and 

engineering businesses, combined with its 

national network that makes its commercial 

fleet eminently accessible, made it the ideal 

fit for Actavo.”

Actavo needed access to a large number 

of vans, fitted out to its own specification in a 

very short timescale. 

In particular, the company wanted to be 

able to provide its newly-recruited engineers 

with access to Bluetooth so they could use 

Apple Airtime on their mobile devices for 

navigation. 

Fit for purpose

“Capitalising on the strong working 

partnerships that Europcar has with the key 

commercial vehicle manufacturers, we came 

up with a solution that met Actavo’s needs,” 

explained Europcar director, commercial 

vehicles, Stuart Russell.  

“We have sourced the Citroën Dispatch 

panel van specifically for Actavo, and had 

the vans pre-fitted with racking, as well as 

liveried with the Actavo brand. 

“These vans are ideal for Actavo’s needs 

as they have dual side-loading doors, so the 

engineers don’t have to worry about where 

they can park when unloading the new 

smart meters.”

Europcar also supported Actavo in 

recommending a provider for driver training 

for its new engineers as part of the company’s 

smart metering induction programme.

One size doesn’t fit all

“Europcar is the ideal partner, giving us a 

long-term commitment to supporting our 

needs which, in turn, enables us to give 

confidence to our customers that we can 

meet their expectations,” added Edward 

Comerford. “Europcar is certainly not a 

business that expects one size to fit all – their 

team listened to our needs and came up with 

a tailor-made solution that has in-built 

flexibility to change and adapt as our 

business grows.”

“They listened to our 
needs and came up with 
a tailor-made solution” 

A leading global engineering solutions company is capitalising on 
Europcar’s flexible approach to specialist commercial vehicles 

to fulfil its smart meter installation contract

Pictured from left: Paul Neal, 

business development manager – 

vans, Europcar; Chris Liddle, fleet 

coordinator UK, Actavo; and Edward 

Comerford, fleet manager, Actavo.
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ADVERTISING IN MOTION 
CAN HELP BUILD BRAND

Applying your livery effectively is more than just a case of blowing up nice artwork and sticking it on

By Louise Cole

ivery fulfils several functions. The main one is to 
advertise your brand, and, as such, the vehicle 
becomes a statement of company values. This 
means that dirty, poorly driven or poorly main-
tained vehicles will reflect on your brand as much 
as clean, smart and professionally-driven vehicles.

Chilled food fleet NFT recently upgraded its livery 
to build on its position as the ‘intelligent link’ between food 
manufacturers and retailers. 

NFT turned to Aura Graphics, the specialist commercial 
graphics company it has worked with for more than 15 years. 
Aura wraps an average of 30 NFT tractor units and 40 
trailers a year without downtime, which NFT says is crucial.

The company takes advice on the smoothest process, the 
most appropriate materials and most efficient timings with 
the emphasis on the correct use and quality of the materials 
to ensure longevity and a high standard of printing.

Thanks to digital printers, which can print large areas, 
livery on cabs and rigid bodies is dominated by vinyl wraps, 
replacing stencilled sign writing. This means the entire body 
is covered, rather than being sprayed and decals applied. 

Insight: Livery

L
£260

Xapproximate cost of a
 name and number stenciled 

onto a vehicle

£1,200
Xapproximate cost of a set of 

the largest curtains with a 
full four-colour design

As a 3M ‘select graphic specialist gold’, RGVA Vehicle 
Graphics uses 3M film and laminating materials and its 
fitters are all qualified by a series of exams involving practical 
tests, problem-solving and a written paper.

RGVA managing director Kieran McCabe says all of these 
considerations are important, because each represents a 
point where your livery application could fail. 

“Fleets should always enquire about a livery company’s 
credentials and portfolio. You should ensure you note the 
materials promised – in writing – to support your warranty. 
Make sure the fitters are qualified and the environment is 
suitable for installation. And it helps to choose somewhere 
with in-house graphic design,” says McCabe.

All livery is, essentially, self-adhesive vinyl, but McCabe 
says the differentiating technology is in the adhesive and the 
backing papers. 3M, like other quality products, has chan-
nels created in the backing paper so when the product is 
applied, air can escape through these grooves instead of 
leaving blisters in the artwork.

The type of ink used is important. Latex – water-based inks 
– last well but remain inert. Solvent-based inks, on the other 
hand, can eat through the film and eventually affect the 
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managers wish to check what vinyl is being used during 
installation, it will usually be printed on the backing paper. 

Vehicle branding design is more complex than many may 
realise. The designer needs experience of creating graphics 
for vehicles, not just flat surfaces. There is a different aesthetic 
to designing in scale – a book cover or flyer, for instance, works 
quite differently, visually, to a billboard. More importantly, 2-D 
designs do not necessarily work on a 3-D surface.

McCabe explains: “We get sent lots of great designs which 
we have to tell the customer will not work on a vehicle 
because shadows will occur where it curves or bends.”

He says it is important the design is not too busy because 
often vehicles will be seen on the move so have to commu-
nicate their message quickly and simply. 3M has designed 
software, which RGVA sometimes uses, to work out which 
areas of the livery the viewer’s eyes will be drawn to.

Right environment is crucial
Warranties are not valid unless the product has been fitted 
in accordance with the instructions of the film manufacturer. 
Installation usually requires a dust-free, enclosed space with 
a controlled temperature typically between 12̊  and 22̊ C. 

“You can have the best material, the best printers and the 
best fitters, but if you don’t have the right environment for 
installation, the whole project can fail,” says McCabe. 

“We do sometimes carry out flat surface work at a 
customer’s premises but wrapping installations have very 
little tolerance in terms of environment.”

RGVA keeps a log of materials, inks, printers and the condi-
tions of installation including temperature checks, all to 
support the customer’s warranty.

Many fleets choose to have their vehicles liveried before 
they come into service, minimising downtime. It takes two 
people two days to wrap a tractor unit, as the many cutouts 
and irregular shapes take time and skill. It takes approxi-
mately the same time for a saloon car, but a bus or coach 
may take three or four days to wrap in its entirety. 

McCabe says many customers do not appreciate what a 
lengthy process it is. “It can take an hour and a half just to 
cut around the handles and hinges on a rear door,” he says. 
Flat surfaces such as trailer sides are much quicker. “One 
of my guys can do a trailer in approximately seven hours.”

The AA fleet is close to 3,000-strong, with more than 2,200 
vans and 250 12-tonne recovery trucks. It also has dedicated 
vehicles for AA signs, AA tyres, direct salesforce and techni-
cians specialising in manufacturer-branded cover 
(for example, Jaguar Land Rover technicians).

Asked how important livery is to the organisa-

“You can have 
the best material, 
the best printers 
and the best 
fitters, but if you 

don’t have the right        
environment for installation, 
the whole project can fail” 
Kieran McCabe, RGVA

adhesive. This means that when the product is stripped from
the vehicle, it can leave behind a gluey mess. 

“You don’t see that happening very often these days but it 
is a nightmare when it does occur,” says McCabe.

Solvent glues are also more damaging for the environ-
ment. However, eco-solvent inks/printers such as those
used by Derby-based Signs & Print are a strong alternative 
to latex. Printer manufacturers claim lower upfront prices 
and lower running costs, which can mean cheaper livery for 
the clients.

“We use Mimaki eco-solvent machines,” says Nigel 
Robinson of Signs & Print. “As far as I am aware, employing 
a latex machine allows you to use or apply the print straight 
away with no need for a gassing period as with a solvent 
process. How long livery lasts depends on the quality of the 
materials and the skill of the fitter but a decent cast stock with 
a compatible laminate should be good for four-to-six years.”

Robinson argues that full and partial wraps are short-term 
applications compared to the reliability of cut vinyls. 

“For cost-effectiveness on wraps, I would always advise 
client to go for a recognised well-known brand stock and 
laminate to prevent disappointment unless it is a very short-
term application,” he says. Cut vinyls, he adds, will usually 
outlive their predicted life of seven years.

It has been known for some livery companies to ‘pitch and 
switch’ – offer a high-grade product to seal the deal and then 
apply a poorer grade of film during installation. If fleet 

Bubble wrap? RGVA fitters are
all qualified although this is 
one design where perhaps a 
few air pockets in the wrap’s 
application might be acceptable
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tion, Chris Wiltshire then The AA’s fleet engineer
(since left to join East of England Ambulance Trust)
says: “It’s very important. The brand image is 

created to ensure that the customers’ perception of quality 
and trust is embodied in the look and livery of the vans. 
Safety also features heavily in the design, with reflective 
materials used to enhance the visibility of the vehicle when 
working at the roadside. We have more mobile mechanics 
than anyone else, so the vans out on the road are one of the 
best ways we have of getting our brand seen.”

The AA chooses non-PVC-based materials where possible, 
and emphasises quality to make sure the livery lasts the 
whole of the vehicle’s first life of four-to-five years. 

On-site fitment before delivery
Its preferred supplier, Lowestoft-based Fleet Livery Solu-
tions (FLS), works with a variety of bodybuilders on behalf of 
The AA and will produce the graphics at its base and then 
travel to fit them on-site before the vehicle is delivered. This 
means there’s no downtime involved for The AA.

The AA says FLS “won the business due to their pricing, 
support and fitting ability”. FLS is also a 3M-accredited 
supplier. FLS production manager Simon Dines says: “We’ve 
always found 3M to be favourable to us as a company but it 
also has a great product range. There are lots of other prod-
ucts out there but we chose this because we think it’s the 
best and that makes it easy to sell.”

The base colour for The AA vehicles is factory-sprayed and 
then the livery is applied as a partial wrap with decals. 

“We do a three-quarter wrap from the rear of the cab door 
down the sides,” says Dines. “The two large As are engi-
neering grade, which is highly reflective, and we also put
highly reflective beams along the top of the wrap, so when 
you shine lights on them, they are very bright. On the rear 
doors we put diamond grade prismatic reflective chevrons.”

The AA admits you can’t measure return on investment 
(ROI) on livery, but “we do have a measure of whether people 
believe they see us around a lot”.

It believes the wraps preserve the bodywork and so 
protect residual values. “The livery significantly reduces 
stone chipping or wear points, such as on bonnets or door 
entry sills, where even just clear vinyl can have a significant 
impact,” says Wiltshire. 

The ease of stripping the material is very important prior 
to defleeting. “The right material makes the removal efficient 
and free of damage or stains or shadows,” he says. 

Dines says the 3M liveries can be removed by warming the 
edge of the vinyl with a heat gun or, in occasionally stubborn 
instances, stripping as one would wallpaper, with steam, 
water and a metal-bladed stripper.

There is one further benefit of the vinyl which The AA uses 
on its fleet – unlike many products on the market, it’s recy-
clable. This is no small concern when vinyl is being peeled 
from thousands of commercial vehicles each year. The recy-
clable material is slightly more expensive than standard.

Curtain livery is a growing area with more fleets consid-
ering innovative use of the vast expanse of fabric on their 
trucks. Colin Gronow, studio manager at specialist vehicle 
curtain manufacturer WJ Leech, says the principal material 
used for curtain making in the UK is a heavy duty PVC and 
almost all curtain makers are likely to use one of the two big 
suppliers, the best known being Sioen Industries. 

Although it is possible for fleet operators to specify their 
preferred curtain suppliers, says Gronow, in most cases the 
bodybuilder will default to its preferred manufacturer. 

WJ Leech is the preferred supplier for TPN (The Pallet 
Network) and works with TPN member companies on TPN-
liveried vehicles.

Gronow says curtain makers all work the same way today, 
with most curtains being printed as a complete graphic on 
digital printers with a small amount of sign writing for partial-
curtain, one-off jobs.

“Our processes haven’t changed, but we have invested a lot 
in high quality printers and other kit which means the process 
is faster than it used to be. It now takes a day or two to produce 
a whole livery instead of three or four,” says Gronow.

A basic set of curtains with a small amount of signwriting 
– a name and number stencilled on, for example – would 
cost approximately £260. A set of the largest curtains with a 
full four-colour design will be nearer £1,200.

Curtains should last five-seven years, with care. Whipping 
branches or regular hails of stones will damage them.

“It also needs to be kept clean,” says Gronow. “Not everyone 

Highly reflective materials are used to show The AA livery. 
Great visibility is important when working at the roadside

“I would 
always advise 

a client to  
go for a 

recognised 
well-known 
brand stock 
and laminate 
to prevent  

disappointment” 
Nigel Robinson, 
Signs & Print

A successful curtain design needs to take 
wraps, hems and buckles into account.
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keeps their curtains clean.” Operators can take the curtains 
through their standard vehicle wash or clean them sepa-
rately.

As with vehicle wraps, design is an important part of a 
successful curtain delivery and it is worth paying for a 
designer who understands how the design will work, not just 
on a large scale but on a fluid material.

“These days you can effectively have any design, however 
complex, on a vehicle provided you are prepared to pay for 
it,” says Gronow. “Though designers often don’t realise what 
allowance they must make for wraps, hems and buckles.”

Banbury-based TWE Haulage uses WJ Leech for its vehicle 
curtains, but it prints, cuts and applies the vinyls itself. 

“Nine out of 10 of our vehicles come to us unliveried because 
doing it ourselves saves us a small fortune,” says commercial 
director Ross Eden. “MD Trevor Edden taught himself to do it 
a long time ago. We have all the cutting machines etc. We don’t 
wrap the vehicles, we just use individual pieces of vinyl.”

TWE uses highest grade vinyl which will last for seven 
years. Edden says in practice the livery lasts longer than that 
provided care is taken not to lift the edges with the pressure
washer, and barring accidental damage.

“The trick to applying the vinyl is to get the measurements 
absolutely correct and then clean the surface with chemicals 
to remove all traces of grease and dirt,” he says. “Then you 
just have to apply it smoothly without bubbles.

“Vehicle livery is our best form of advertising and it’s some-
thing a lot of hauliers don’t take full advantage of,” he says.

There are online print shops which will supply pre-cut vinyls 
for fleets to apply. Typically these cost about £75 a linear metre 
or £80 if they have to accommodate a curve. The pre-cuts 
come in varying widths, the standard being 1.5m.

Although livery can last for up to seven years, it isn’t all 
designed to be permanent. Some companies opt to change 
their message seasonally, or for specific campaign periods. 

RVGA offers a track system in which a livery graphic can 
be rolled on or off the vehicle in less than two hours. The 
banners are cheaper than wrapping and the removed vinyl 
can be stored and replaced when the campaign is over. 

Seasonal promotions
Hotel Chocolat, for instance, takes off its standard livery for 
each seasonal promotion and then replaces it once the 
campaign is ended. 

Although this makes its livery very flexible and cost-effec-
tive for intensive marketing, track systems banners are not 
really designed for longevity. RGVA’s McCabe says they will 
last for two years, possibly three if they are lacquered, but 
suggests that fleets who need long life from their livery 
would find standard wraps more cost-effective.

Livery can also be used for third party advertising, and 
businesses that have no need to push their own brand may 
find this a useful way to offset fleet costs. 

RVGA research shows truck advertising can work more 
effectively than billboard advertising, particularly if the 
design communicates efficiently. 

“Our data shows that your average static billboard vs truck 
side advert has a similar opportunity to be seen but a static 
billboard has a smaller coverage and a higher frequency, 
meaning that fewer people see it, but they see it more often,” 
says McCabe. “Whereas the opposite is true for a truck ad.

“This is why the design element is so important. I believe
you only need to see a great advert or design once to know 
it’s great. So, the more people that see it, the better!”

“These days 
you can  

effectively 
have any 
design, 
however 
complex,  

on a vehicle 
provided you 
are prepared 
for to pay  

for it” 
Colin Gronow,  

WJ Leech
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Do not buy a software system in the hope that it might do the 

job. Contact existing users and see the system operating in a 

real-world environment. The DVSA advocates using IT as “part 

of an effective vehicle maintenance system”. Therefore, also 

seek out the DVSA’s advice.

Do not simply focus on today’s driver and vehicle allocation. 

Select a fleet management system capable of reflecting 

future strategic change. Commercial vehicle best practice 

initiatives such as FORS and the FTA’s Van Excellence 

scheme will be updated to reflect legislative change and 

industry trends so select a supplier that is working in 

tandem with those organisations – a FORS associate and a 

Van Excellence partner.

Investigate the reputation and experience of your chosen 

software supplier. Analyse their existing customer portfolio 

and talk to established system users. Many operators continue 

to maintain their vehicles through their own workshops. If that 

is the case with your fleet, ensure the chosen system delivers 

workshop management functionality – there is no point in 

having disparate systems.

Keep an open mind as to how additional modules and future 

developments may further improve your fleet operation and 

reduce administration. A good example is self-service 

applications to enable drivers to check vehicle defects.

Select a standard software system that can accommodate 

upgrades and new functionality. If special fleet requirements 

must be met, your technology partner should be able to develop 

suitable modules to be added to the system. Bespoking a 

system restricts future developments. 

Data feeds into a fleet management software system is one 

thing, but accessing strategic business information is a 

different matter. Ensure the system has good report writing 

capabilities that enable data to be easily accessed for analysis 

and comprehensive reporting. Good systems also deliver 

exceptional levels of real-time status information such as 

individual user ‘dashboards’ which display a graphical 

headline view of all vehicle and driver business-critical data.

Establish key business objectives. Too often decision-makers 

are wowed by the ‘bells and whistles’ offered without giving 

consideration to whether key objectives are met. Compliance 

is critical for commercial vehicle fleets as non-compliance is 

hugely costly and business inefficient. Ensure your chosen 

system will keep your vehicles on the right side of the law, 

and flag up all key ‘best practice indicators.

Finally, select a software partner that is fully focused on system 

development and aftersales support and is not a ‘bit part’ 

provider. Additionally, investigate the long-term viability of your 

preferred partner.
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A good fleet software provider must be able to deliver a highly 

sophisticated, modern, online system today while being fully 

focused on delivering continuous product development. For 

example, the DVSA is currently piloting a scheme of “remote 

enforcement” known as “earned recognition” which will 

inevitably drive new demands from your fleet system.

Fleet decision-makers must feel comfortable forming a long-

term business partnership with their chosen supplier. It is 

essential to partner a company that has a track record in full 

asset management as many systems have been developed to 

manage company car fleets and fail to truly deliver the complex 

functionality of commercial vehicle operations. 

2 DEVELOP A PARTNERSHIP 1 ENSURE SOFTWARE IS FUTURE-PROOF 

10
TOP  
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Fleet management software 
that adapts to every need

unning an efficient and legal fleet of 

vehicles with minimal personnel is a 

continual challenge for fleet 

operators. Smart operators are embracingoperators. Smart operators are embracing 

cutting-edge fleet management softwcutting-edge fleet management software to 

achieve their business objectives. Chachieve their business objectives. Choosing 

the right supplier to deliver your busithe right supplier to deliver your business 

objectives is essential.

Jaama’s continually evolving, multiJaama’s continually evolving, multi-award-

winning web-based vehicle, driver awinning web-based vehicle, driver and 

workshop management system Key2 iworkshop management system Key2 is used 

by some of the largest fleets collectivby some of the largest fleets collectively 

managing more than 900,000 vehiclemanaging more than 900,000 vehicles. 

Jaama, an associate member of FOJaama, an associate member of FORS and 

a partner to the FTA’s Van Excellencea partner to the FTA’s Van Excellence 

scheme, is helping commercial vehicle fleetsscheme, is helping commercial vehicle fleets 

achieve compliance and best practice 

through the implementation of Key2 with 

many customers achieving FORS bronze, 

silver or gold.

With both standards becoming ever-more 

crucial in the battle to win business, 

alongside the Construction Logistics and 

Cyclist Safety (CLOCS) community 

revolutionising the management of work-

related road risk, Key2 is being used by 

organisations to help meet their moral and 

legislative obligations.

A certified Microsoft Gold® development 

partner, Jaama uses the latest technology to 

provide customers with cost control, 

improved utilisation, simplified 

management reporting and legislative 

compliance.

Jaama invests more than £2 million per 

year on software development keeping Key2 

at the cutting edge of management solutions 

and that continues with the recent 

introduction of Key2 Vehicle Inspection Sheet 

module available as an addition to the Key2 

Workshop Touchscreen module.

The Workshop Touchscreen module allows 

technicians to view work allocation and 

record time against each work item. A 

technician is now able to complete a fully 

customisable vehicle service/inspection 

checklist sheet choosing completed, requires 

Award-winning system is choice of many of the UK’s largest fleets

R

attention or not applicable – and if a 

technician’s work on a vehicle service/

inspection is interrupted the sophisticated 

technology will return to the appropriate 

page on resumption. On completion, 

checklist sheets are stored against the Key2 

Workshop job sheet.

Another recent development by Jaama is 

its new ‘My Vehicle App’. A genuine industry 

game-changer, it delivers benefits to 

managers thanks to ‘auto-triggering’, as well 

as simplifying driver tasks. 

Unlike other apps, ‘My Vehicle App’ not 

only provides drivers with information, 

critically data/information uploaded by 

drivers via the app automatically        

updates records held within Key2.

Current app functionality includes a ‘Daily 

Checks’ page, containing a scrollable list of 

internal, external and fluid inspection 

checks that must be performed each day. A 

‘comments’ box for any notes alongside each 

check indicates any rectification required.

Once completed, the information 

automatically populates the vehicle/asset 

record within Key2 and triggers in-house 

rule sets and notification of such SMR 

procedures.

Finally, an unrivalled level of configuration 

provides each user with their own 

‘dashboards’ – a graphical headline view of 

all vehicle and driver business critical data 

which can quickly and easily be drilled into.

Jaama managing director Martin Evans 

said: “Commercial vehicle fleets have 

invested in our Key2 technology to improve 

operating efficiencies and compliance as 

they realise ever-changing business and 

legislative demands.”

Organisations using Jaama’s Key2 system 

in the UK and overseas include: British 

Transport Police, Days Fleet, DHL Express, 

DHL International, Interserve, JCT600 Vehicle 

Leasing Solutions, Merrion Fleet 

Management, Mitie, Ogilvie Fleet, Prohire, 

SIG, Serco, Seven Asset Management, 

Skanska and Speedy.

For more information call 0844 8484 333 email 
enquiries@jaama.co.uk or visit www.jaama.co.uk

Advertisement feature

“Commercial 
vehicle fleets 
have invested    
in our Key2 
technology to 
improve operating 
efficiencies and 
compliance as they realise 
ever-changing business 
and legislative demands”
Martin Evans, Jaama
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Flexible recording options offer more value for your investment. 

In addition to standard video offloads, typically around 20 

seconds, look for additional options, such as ‘extended 

recording’ which provides deeper insight into a broad range     

of safety and compliance-related incidents. 

Fleets have different operating environments. You should have 

more than one option for deploying cameras. Single unit 

cameras lock you into a one-size-fits-all deployment. Flexible 

camera configurations deliver an optimal fit for your vehicles 

and drivers. 

Selecting a one-size-fits-all video safety solution can lock you 

into a programme you will quickly outgrow. A fully configurable 

programme delivers maximum value by keeping pace with your 

business and operating characteristics. 

You can’t manage what you can’t measure. Selecting a solution 

that delivers actionable insights through easy-to-use 

management reporting and key performance indicators (KPIs) 

is critical to understanding whether your investment is paying 

off or not. 

When it comes to measuring risk and improving safety, more 

data means deeper insight and faster, more reliable results. If 

your video-based programme does not include a statistically 

significant amount of reviewed video, you are more likely to be 

wasting your time coaching the wrong drivers, or the right 

drivers on the wrong things. 

With a video-based system, don’t focus only on the cameras. 

Look for ‘open platform’ systems which are designed to keep 

pace with technology and enable you to take real-time 

advantage of other data from your vehicle. 

Break down the walls between your safety and operational 

systems. The ability to share data between your video safety 

system and back office systems eliminates redundant work, 

informs other reporting and safety scorecards, and improves 

planning and decision-making. 

Vehicle innovation is not slowing down. Make sure your video-

based safety system can keep up. Continued product innovation 

ensures your investment is protected and demonstrates the 

supplier’s commitment to keeping pace with advances in safety 

technology. 
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Video provides valuable insight that traditional reports cannot. 

However, if the programme doesn’t include a managed service 

of expert review and a coaching process, you will need to staff 

the programme yourself. You are more likely to review videos 

inconsistently – or not at all. Measurably reducing risk requires 

an integrated programme – saving time and improving results. 

Every second counts when it comes to safety and risk 

management. Selecting a system that automatically delivers 

video within minutes of an incident can mean the difference 

between protecting your drivers (and your company) or putting 

them at risk.

2 VIDEO AVAILABILITY1 VIDEO ON ITS OWN IS NOT ENOUGH
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Reducing collisions and 
increasing driver safety

ommercial fleets and drivers have 

a tough job on the road and around 

the vehicle. Balancing legislative 

compliance, safety requirements and 

collision avoidance is not only challenging, 

it can also drain financial resources and 

increase operating costs. 

SmartDrive enables fleets to reduce the 

frequency, severity and financial impact of 

collisions. With the combination of video, 

driving intelligence, vehicle data and 

personalised performance profiles, 

SmartDrive’s video-based driver risk 

management programme gives fleets a 

comprehensive view of risky driving. 

It provides the right tools to reduce 

preventable collisions and exonerate not-

at-fault drivers – all through an easy-to-

use, fully-managed service. 

When collisions do occur, SmartDrive 

gives management, safety personnel and 

drivers a true understanding of what really 

happened. This helps determine causality, 

reduces liability and minimises fraudulent 

claims. The captured and analysed video 

also guides constructive feedback to 

drivers to help them operate their vehicles 

as safety and efficiently as possible. 

Prevention is real and proven

Research shows that, on average, for every 

300 unsafe driving acts, a fleet will 

experience 29 minor collisions and one 

major one. The key to eliminating collisions 

is in tackling the unsafe behaviours. 

A managed video-based safety 

Video-based safety programme cuts incidents and helps when they happen

C

programme, provides a cost-effective, 

programmatic approach to objectively 

identify and coach risky driving behaviour 

out of your fleet. In addition to reducing 

collision frequency, it helps fleets reduce 

‘bad costs’ in terms of decreased liability 

and vehicle damage. It also helps improve 

claims accuracy and speeds resolution. 

Implemented properly, driver safety and 

security is quickly improved and drivers 

feel more secure in the knowledge that the 

system will help exonerate them when 

they’re not at fault. 

Furthermore, by focussing on developing 

safer and more anticipative driving across 

the fleet, operators can see savings in both 

maintenance and fuel expenses. 

SmartDrive provides expert analysis, 

with a prioritised coaching queue, that is 

specific to a fleet’s compliance and 

operating practices. It is accessible via a 

secure and dedicated online portal, so 

fleet managers and driver trainers/

coaches can access a full suite of 

management and KPI reports to enable 

them to work proactively with their drivers. 

Reducing costs and cutting collisions

One UK operator that is benefitting from 

the SmartDrive video-based safety 

programme is Reynolds Catering Supplies, 

a leading independent supplier of fresh 

fruit and vegetables, cheese and dairy to 

the foodservice industry. 

SmartDrive has been rolled out across its 

circa 250-vehicle fleet for a number of years 

and has delivered both safety and financial 

improvement, most notably a 30% reduction 

in collisions year-on-year, ongoing fuel 

consumption improvements across the fleet 

and a reduction in associated costs, such as 

insurance premiums.

“The benefit of the SmartDrive 

programme shines through in the quality 

of the video reviews and supporting 

analytics – which saves our team time and 

focuses them on the risk areas that are 

most important to our business,” explains 

Steve White, head of fleet, Reynolds 

Catering Supplies. 

“The managed service SmartDrive 

provides, means they do all the heavy 

lifting for us, categorising and scoring 

events based on the individual safety and 

compliance priorities that we have set 

within the system,” White adds.

“The beauty of video and having skilled 

and consistent human eyes reviewing it is 

that we don’t waste time and valuable 

resources looking at events that aren’t 

risky. Our team can clearly see what is 

happening on the road and in the cab at 

the time of a collision or triggered event. 

This means we can capture the true root 

cause of an event that would not be 

possible from just a telematics trace.”

For more information visit www.smartdrive.net

email info@smartdrive.net or call 01442 345180

Advertisement feature

“I’m convinced that if we 
didn’t have SmartDrive 
we’d have twice the 
accidents and would 
waste much more time and 
money in investigating 
and settling claims”

Steve White, head of fleet,                
Reynolds Catering Supplies

Drivers are encouraged by 
a system that may help to 
exonerate them
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The world in 2017 is a fast-moving place and it’s likely that   

your business will look very different in five years when 

compared to today.  Choose a partner who can not only meet 

your current requirements but is also well placed to meet the 

future needs of your business.  Consider a suppliers’ range of 

solutions and a record of R&D investment and innovation.

Consider whether the telematics system needs to integrate with 

any of your current IT systems or job-specific platforms.  Many 

suppliers in the market claim to offer integration. Only select a 

supplier that can prove they have successfully integrated for 

other customers with similar applications.

Consider the role and use of driver terminals as part of any 

system you implement. Driver terminals can enhance the scope 

of a telematics system, enable two-way communication with your 

field team and offer drivers live feedback on their driving style. 

Providing live traffic and a quality navigation system can often 

minimise driver resistance to implementing a new system.

Selecting a telematics system is an important decision, 

therefore it is often wise to begin the implementation process 

with a trial. When setting up a trial, ensure that you set 

quantifiable and measurable key performance indicators (KPIs) 

from the start. Establish your baseline and define with your 

supplier what success looks like?

The telematics and tracking market is a well-established one 

with lots of suppliers offering solutions that can look very 

similar.  Unfortunately, some suppliers in the market will come 

and go, often leaving companies who have invested in their 

solutions, high and dry.  Conduct thorough due diligence on your 

chosen supplier before making a commitment.

Focus on the differences in quality of the features and benefits 

between competing systems, rather than judge on price alone.  

Develop an objective scoring matrix to compare shortlisted 

solutions/suppliers, keeping in mind your key objectives. Choose 

the one that best matches your requirements and consider the 

return on investment of the system, not simply its monthly cost.

All telematics systems collect thousands of pieces of data every 

day, but are only useful if this data can be presented in a way 

that is easy to use. Take time to understand how easy the 

reports are to produce and analyse, making sure they will 

enable you to make smarter decisions.  

Selecting the right supplier with a system that meets all of your 

requirements is only half of the story. Effective implementation 

and on-going support for its use is critical to successfully 

meeting your goals. Understand from your prospective supplier 

how they handle implementation and what support they provide 

for on-going use.
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Before starting your search to ask yourself what challenges are 

you trying to solve with telematics and tracking.  This could be 

as simple as “I want to know where my vehicles are” or a more 

complex and ambitious programme to reduce your fuel bill, 

increase driver safety, achieve compliance standards or reduce 

maintenance and insurance costs.

In order to understand what success looks like, it’s important   

to be very specific about your goals in each of these areas. 

Share these goals with your shortlist of suppliers and ask   

them to demonstrate how working with them will help ensure 

that you meet them. 

2 SPECIFIC AND MEASURABLE GOALS1 DEFINE YOUR OBJECTIVES

10
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Why choose TomTom 
Telematics and WEBFLEET®

ver the past 25 years the TomTom 

brand of personal navigation 

devices has become to consumers 

what the ‘jet ski’ is to the personal watercraft 

market, what ‘bubble wrap’ is to the 

protective wrapping market and what 

‘Hoover’ means for vacuum cleaning – in 

other words a name that describes and 

defines a product category. 

However, it is not as widely known that 

TomTom’s telematics division is also one of 

the world’s leading telematics solution 

providers.

Established more than 15 years ago, 

TomTom Telematics has grown to have  

more than 47,000 customers and 720,000 

subscriptions in 60-plus countries on its 

award-winning WEBFLEET® SaaS fleet 

management solution. The numbers are 

impressive, but what makes so many 

customers choose TomTom Telematics? 

Here’s five reasons why:

STRONG PAST AND SECURE FUTURE

Having been around since the start of the 

millennium and with such a strong and 

stable base built on the success of its 

consumer brand, TomTom Telematics is 

definitely in it for the long haul. The 

company’s annual investment in R&D of 

approaching £4 million per year ensures a 

continual innovation and enhancement in its 

product offering to meet the current and 

future needs of its customers. 

LOCAL SUPPORT NETWORK

TomTom Telematics also has a strong local 

support network in the 60-plus countries in 

which it operates. Partners in each market 

form an unrivalled system of support for 

customers on the ground, meaning TomTom 

Telematics is able to support both small local 

businesses and multinational corporate 

accounts. This is supplemented with a 

centrally-based customer service 

department with a headcount bigger than 

some of its rivals’ entire organisations.

Five reasons to pick telematics firm with more than 15 years’ experience

O

RELIABILITY OF SERVICE

C y o g y i pContinuity of service is highly important to 

any telematics customer – a service that 

goes down at the crucial moment can prove 

disastrous for a business and/or its 

employees. TomTom Telematics is the 

proprietor of all the individual components 

that contribute to its all-in-one fleet 

management solution – including tracking 

boxes, driver terminals, traffic information 

and the WEBFLEET® fleet management 

Software-as-a-Service (SaaS) solution itself. 

This means that there is no reliance on any 

third-party organisations to ensure 

continuity of service. WEBFLEET® is 

available to its customers 99.95% of the time. 

It is monitored 24/7 and business continuity is 

managed via multiple mirrored data centres 

– ensuring the utmost credibility and 

reliability for its customers.

DATA SECURITY AND MANAGEMENT

In the current climate, data security is also 

an increasingly hot topic and vital for 

telematics customers, and this is an area 

where TomTom Telematics is also ahead of 

e gthe game. WEBFLEET® is a SaaS solution 

that sits on the TomTom Telematics Service 

Platform. Data is managed by the 

company’s own datacentre that is ISO/IEC 

27001:2013 compliant, which ensures 

maximum confidentiality, integrity and 

availability of data.

WEBFLEET® – AWARD-WINNING FLEET 

MANAGEMENT SOLUTION

WEBFLEET® is designed to get businesses 

to connect more closely with their mobile 

workforce. It provides companies with 

immediate insights and information about 

what is happening with their vehicles, 

people and orders in the field. WEBFLEET® 

can be scaled and adapted for a business of 

any size, with every vehicle type (passenger 

cars, vans, trucks) in any sector.

WEBFLEET® provides advanced      

vehicle tracking, fleet optimisation, 

workforce management, eco-driving and 

the option to integrate the widest range of 

business applications.

Advertisement feature

For more information visit: telematics.tomtom.com
OWN OR OPERATE A VAN FLEET? Want to learn more about how technology can impact on 

your fleet operations?  Join TomTom Telematics on 4th July at LET’S EXPLORE: LCV FLEET 2017.  

Google: Let’s Explore + TomTom Telematics
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Are the people you’re dealing with experienced? Committed or 

going through the motions? Do they care about what they do 

and what your business is doing? Are they knowledgeable on 

the vehicles they’re discussing? Can you ask their advice on 

fleet issues that matter and get intelligent answers or do they 

always need to go away and come back to you?

Any good fleet supplier should show interest and create value.  

How interested are they in your business? Did they take the 

time to understand how you operate? Is your business of value 

to them? It’s tempting to go straight to the biggest names but 

consider how your business looks to them within the context of 

their own fleet size as well as their current customer portfolio.

How do they handle problems? Only interested in taking your 

order or will you see and hear from them regularly? Will they 

be there to help when you encounter problems? What does 

their support infrastructure look like behind the sales person 

you are dealing with? Often it’s the strength of the support 

infrastructure and its processes that will keep the vehicles on 

the road working and earning for you as long as possible.

What service level agreements and key performance indicators 

do they work with? How do they measure themselves against 

these? Do you have visibility of this?

Accountability is taking ownership of following through on 

what they say they’re going to do. 

The right supplier needs to be able to cater for your needs 

specifically. If a supplier takes time to consult with you, this 

ensures they can provide the exact vehicles which are a perfect 

fit for the business. Be careful a supplier isn’t tied to a single 

funder so they’re not suggesting vehicles which might suit them 

but might not be right for your business.

A supplier only interested in fixed-term agreements may 

hamper your ability to increase/reduce your fleet when needed. 

Understand your fleet partner’s appetite for flexibility early on 

so there are no nasty surprises, either when you need to return 

vehicles unexpectedly or when you need to deliver on promises 

to your customers should you need additional vehicles quickly.

Can they make decisions quickly to support your business? 

Agility of decision making, sourcing and implementation are all 

important. Are they a plc? Are they headquartered abroad? Is 

this likely to result in delays in decisions you need on fleet 

issues to support your business? Are they restricted to fixed 

product ranges or do they have the ability to provide solutions 

that are the perfect fit for your business?

What does the average age of their fleet look like? How fuel-

efficient? Newer vehicles tend to be generally more reliable and 

more fuel-efficient. Hidden uptime and fuel costs savings should 

always be considered. It’s dangerous to compare rates in 

isolation if it is not apples-for-apples. 
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What makes them tick? Is their culture too rooted in finance or 

IT or something that isn’t commercial vehicles?

Delivering high customer satisfaction, clear communication, 

transparency on pricing, commitment to continuous 

improvement and establishing successful working partnerships 

are good culture points for any fleet partner.

How long have they operated within your industry sector? How 

many long-standing clients do they have? What do their customers 

say about them, their approach and their service levels?

Are you confident they know enough about your sector and the 

types of vehicles required for the job. What would their 

implementation plan look like for coming into your business?

2 TRACK RECORD 1 CULTURE
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Comprehensive service 
with a smile is TOM’s aim 

OM Vehicle Rental positions itself    

as the friendly face of fleet hire and 

the company is on a mission to 

become the UK market leader for B2B 

multi-asset flexible hire on vans, trucks, 

trailers and cars. 

It is not its goal to become the biggest.     

Its focus is on providing the best quality 

service.

The smiley face in the company logo 

represents TOM Vehicle Rental’s service-

led, customer-friendly fleet hire proposition. 

It aims to deliver quality fleets which are fit 

for its customers’ business needs. 

So, when you choose TOM Vehicle 

Rental, you are choosing a forward-

thinking supplier who has a track record of 

delivering excellent customer service and 

high satisfaction levels for a diverse 

customer portfolio across all the major 

industry sectors.

Here is a flavour of how it operates:

n Flexible approach to deals, not contract 

driven

n One call for all your fleet needs (car, van, 

truck and trailer)

n Speed of operating (decision, sourcing 

and implementation)

Fleet hire company says it is always prepared to go the extra mile 

T

n Unique 24-7 fleet management provision

n Added value fleet management portals 

and capacity 

n Knowledgeable and experienced staff, 

passionate about the job

n Fair approach to end-of-life damages / 

vehicle condition

So, whether it is a car, 4x4 or minibus for 

a day, a fleet of vans or trucks long-term or 

a specialist vehicle built to your exact 

specifications TOM Vehicle Rental can 

help. It can supply anything from small 

cars and vans to 44-ton tractor units and 

trailers and everything in between 

including refrigerated vehicles, boxes, 

curtains, dropsides, tippers, brick grabs 

and tipper grabs. 

Its commitment to doing things differently 

and going the extra mile as often as 

required has seen the company develop 

excellent business partnerships with 

customers across various industry sectors. 

These include: food and drink distribution, 

construction, utilities, pharmaceuticals, 

logistics, and traffic management. TOM 

Vehicle Rental serves diverse requirements 

from small start-ups to major blue chip 

corporations as well as local authorities 

and health services across the UK. 

The company has the expertise and fleet 

on hand to provide the right vehicles you 

require and the ability to kit-out brand 

vehicles to exact specifications.

It operates a mixed fleet of more than 

12,500 vehicles and growing and has         

11 depots across the UK in Manchester, 

Castleford, Nottingham, Birmingham, 

London, Glasgow, Aberdeen, Ayr, Dundee, 

Edinburgh and Inverness so clients are 

never too far from a local depot.

TOM Vehicle Rental says: “We are the 

smart choice for fleets who do not like 

excuses. We follow through on what we 

say and can save you money in the 

process. For the fleet results your business 

wants, talk to TOM.”

For more information call Gillian Wilson on 

01236 749 889 or visit www.tomvehiclerental.com

Advertisement feature

“We are the smart choice 
for fleets who do not like 

excuses. We follow 
through on what we say 
and can save you money 

in the process”

Just a small sample of the 
range of vehicles TOM is 
able to supply
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Can the prospective supplier plug your existing fuel procurement 

and telematics arrangements easily into their product? Can they 

add new data sources if needed? Such flexibility will allow you to 

implement the solution smoothly initially, with the freedom to 

move between fuel card, telematics and other providers in future 

without disrupting fuel/mileage audit arrangements. 

What outputs do you expect from your supplier? One that audits 

mileages and delivers payroll-ready reimbursement files will 

free up costly admin time. Will they chase drivers for missing 

information? Clear, actionable reporting should be a given but 

can they go further than that? Can they flag up poor performing 

drivers, or vehicles to save you reading through reams of data? 

In the fleet data business, what you know matters but who you 

know is equally important. Fuel and mileage data consolidation 

firms tend to be small and specialised, though they have an 

outsized impact on customers’ costs. Their industry connections 

matter. Check out the principals’ pedigree and the firms’ links 

with major fleet players and bodies like the FTA and ACFO. 

Enormous changes will affect commercial fleets and business 

travel over the next few years – not simply in terms of new fuel 

types and vehicle technology but also in areas such as mobile 

payment platforms and taxation of business vehicles. How 

prepared is the supplier for Business Mobility? Ask for examples 

of how they’ve helped customers meet recent changes. 

‘Data paralysis’ is a risk with Big Data. The volume of data from 

telematics, fuel transactions, mileage reports, etc. easily 

becomes counterproductive due to the effort required to turn it 

into actionable information. Consolidated data is the answer, 

especially where CV fleets use multiple telematics providers. 

What reporting does the prospective supplier offer? 

Driver behaviour is one of the biggest, if not the biggest, factors 

driving fleet fuel costs. Issues range from driving ability, 

expenses fiddles and abusing company fuel cards. Can the 

prospective supplier identify problem drivers? And if so, do they 

leave you to sort out issues? Or do they proactively contact 

drivers to investigate and ultimately deter unwanted behaviours? 

Can an intended supplier use real-world fuel and mileage data to 

recover more VAT for you? Can they fine-tune drivers’ tax reliefs 

to reduce employer’s NI? Do they ensure HMRC compliance to 

avoid penalties? Could they offer a combined fuel buying, mileage 

and data audit solution that not only provides considerable network 

coverage but also the potential to leverage fuel discounts? 

Finally, it’s no less true for being oft-repeated; it’s vitally 

important to select a supplier that you know you’ll be happy to 

work with – especially if they’ll be dealing directly with your 

drivers. Visit their offices. Meet their driver contact team. This 

should be the start of a relationship that will save your business 

a lot of money over many years.
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In the past, CV fleets have found it difficult to deploy mileage 

capture and audit because drivers are out on the road without 

ready access to computers to download or upload information. 

Make it easy for drivers by ensuring your supplier can take feeds 

from telematics providers, mobile apps and offer multiple ways 

for drivers to contact them with odometer readings and queries.

The key to controlling fuel costs with Big Data is your supplier’s 

ability to integrate data streams from multiple sources – e.g. 

telematics companies, fuel card providers, manufacturers, 

insurers and from drivers themselves. Ask prospective suppliers 

about the breadth of their integration and for a demonstration of 

how they use the data to audit and control fuel costs. 

2 IT’S ALL ABOUT INTEGRATION…1 MAKE IT EASY

10
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Analysing data offers the 
potential to save millions

usinesses are able to harvest 

previously unthinkable commercial 

benefits by leveraging Big Data. Yet 

worldwide less than 1% of data is ever 

analysed and used, says the International 

Data Corporation.

With the global universe of data predicted 

to explode from 4.4 trillion terabytes in 2015 

to 10 times that amount – 44 trillion terabytes 

– by 2020, businesses will benefit from more 

and more possibilities.

Here in the UK, a large commercial vehicle 

fleet is on track to save £1m a year on fuel 

having introduced The Miles Consultancy 

(TMC) to capture, consolidate and analyse 

data from telematics and fuel cards.

Data consolidation offers major 

opportunities for commercial fleet operators. 

While telematics has greatly enhanced the 

level of vehicle and driver data that is 

available, the power of consolidated data 

lies in overlaying multiple streams and 

analysing the resulting information.

TMC captures, consolidates, analyses and 

audits mileage and fuel data to deliver 

greater visibility, closer control and 

significant cost savings for fleets.

Multi-supplier integration

The key to the success of the service is its 

integration with a wide range of telematics 

and fuel card suppliers as well as with 

manufacturers and vehicle databases. 

It means clients are not wedded to one 

telematics or fuel card supplier. Across 

TMC’s key commercial vehicle clients, it 

already works with a number of telematics 

suppliers. TMC will add feeds from any 

source requested by a client; allowing the 

client to manage its suppliers flexibly with no 

loss of data integrity.

Complete picture

Using telematics, fuel card and mileage 

information, TMC provides customers with a 

complete picture of their fleet’s and drivers’ 

performances. This allows them to steer fleet 

selection and low carbon strategy. One 

Fuel and mileage data can hold the key to cutting cost of running a CV fleet

B

customer has changed their CV fleet vehicle 

policy due to the management information 

TMC has delivered. TMC’s data also led the 

customer to hold off the deployment of some 

vehicles as the data showed they would not 

be fit for purpose. 

Driver contact

Direct contact with drivers is integral to the 

TMC solution since driver behaviours and 

decisions have a significant impact on fuel 

bills. When TMC’s system flags anomalies, 

their customer service team contacts drivers, 

asking them to call in when convenient. This 

enables TMC to clarify and resolve any 

discrepancies. Proactive auditing keeps 

drivers mindful of their role in avoiding 

excessive fuel costs. 

Significant savings on CV fuel costs

Together with powerful, flexible 

consolidation of data from multiple sources 

and proactive interventions with drivers 

when necessary, TMC delivers insightful 

reporting that can:

■ Help steer vehicle choices

■ Identify which vehicles could be swapped 

for ultra-low electric vehicles (ULEVs) 

■ Identify drivers who are achieving poor 

miles per gallon 

■ Stop abuse of fuel cards. 

The largest fleet using TMC’s data solution 

saved more than £350,000 in three months 

and is on track to save in excess of £1m       

on its fuel bill this year. Find outon its fuel bill this year. Find out 

how muhow much you could save    

with TMwith TMC.

www.themilesconsultancy.co.uk 01270 525 218 
reply@themilesconsultancy.com

Advertisement feature

“The largest fleet using 
TMC’s data solution 
saved more than £350,000 
in three months and is 
on track to save in 
excess of £1m this year”
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Review your fleet services and operational requirements. 

What’s working well, what could be improved and are there any 

new requirements that need to be covered off?  Seek input from 

a range of stakeholders in the business to ensure everything is 

captured. Agree ‘must haves’ as this helps understand which 

suppliers need to be included in the procurement process.    

Regularly review what you’re getting from your fleet 

management supplier. If you decided to procure the cheapest 

solution have the “paper savings” translated into tangible or 

real savings? It’s important to look at value for money and to 

continually monitor contract performance against key 

performance indicators (KPIs).

When tendering, remember it’s a ‘snapshot in time’ and over 

time the supplier’s range of products and services may change. 

It can be dangerous to base supplier selection solely on a 

tender response with price the arbiter. Prequalification 

meetings can help, allowing you to ‘get under the skin’ of the 

supplier to find out if they are a good fit for your business. 

Measure contract performance as it drives improvements. 

There are two ways KPIs can achieve management power – 

they help spot potential problems or opportunities and set 

targets that will deliver strategic goals. While service-level 

agreements (SLAs) and KPIs need to be ‘reasonable’ on both 

sides they also need to have teeth and sanctions. 

A good fleet management supplier will be an integral part of 

your fleet team, dealing with the day-to-day issues, identifying 

risks and delivering recommendations to improve fleet 

performance and alleviate unnecessary spend. 

Think carefully about service delivery. It is vital that vehicles  

are working for the business and not standing idle – vehicle 

downtime as a result of a failure to take action is a huge 

business expense. How does your supplier define downtime, 

how well do they manage it and how is it measured?

With contracts typically lasting three-five years what is bought 

today needs to be flexible for the future. A supplier who 

demonstrates knowledge of the latest legislation, taxation and 

marketplace developments will help ensure that decisions you 

make today are also the right ones for your fleet longer term.

As every business is different, when sourcing a supplier beware 

of the companies that apply a ‘cookie-cutter’ or ‘one-size fits all’ 

approach to your fleet management and funding needs. Instead 

look for suppliers who will be ready to offer flexible solutions 

tailored to your organisation and who make fleet management 

their primary focus.
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OPERATIONAL REQUIREMENTS

REGULAR REVIEWS 

PREQUALIFICATION MEETINGS 

REASONABLE SLAs AND KPIs 

PART OF YOUR TEAM

MANAGING DOWNTIME 

LONG-TERM FLEXIBILITY 

AVOID ‘COOKIE-CUTTER’ APPROACH 

...TO  

CHOOSE 

THE RIGHT 

SUPPLIER

Choosing the right supplier involves much more than scanning 

price lists. Ideally, choice should depend on a wide range of 

factors such as value for money, quality, reliability and service. 

How you weigh up the importance of the different factors will 

obviously depend on business priorities, operational objectives 

and overall business strategy.

Buyer beware – typically there are three different approaches 

to fleet management pricing: a monthly fleet management fee 

– lump sum/per vehicle per month; SMR invoices – passed on at 

cost with a % mark up; or SMR invoices – % discount on retail 

price. Pricing should be clear, concise, and scalable with the 

best interests of the customer at heart. 

2 THREE APPROACHES TO PRICING 1 THE DECIDING FACTORS 

10
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Customer First is mantra 
that guides Venson service 

s an independent fleet 

management company Venson is 

not driven by bank, finance house 

or manufacturer priorities, so there are no 

prescribed services and no ‘one-size-fits-

all’ approach. Instead Venson treats clients 

like individuals, listening to their needs 

and delivering a purpose-built solution 

from its broad range of services to satisfy 

both operational and financial goals. 

Add to this the company’s expert 

knowledge and friendly, professional 

can-do attitude and the result is Customer 

First, a service excellence programme 

driven by Venson company values and 

belief in delivering a quality service.

Testament to this is its customer retention 

rate of more than 95%.

Complete Range of Services

 Fleet policy advice

 Funding

 Vehicle acquisition and disposal

 Vehicle fit-outs

 Maintenance and servicing

 Vehicle rental

 Accident management

 Duty of care

 Workshop management

 Green fleet

 Telematics

 Fuel cards

Real experience, true partnership

With more than 20 years’ experience in 

fleet management and vehicle conversions 

Venson is proud to have worked with 

organisations across all sectors. Its 

customers – many of whom are household 

names – choose a mix of services that best 

suit their requirements. Some contract-out 

specific aspects of fleet such as 

maintenance/servicing and duty of care 

while others look to Venson to manage the 

process from vehicle procurement through 

vehicle conversion to managing in-house 

workshops. So how can Venson help you?

Independent fleet management is tailored to companies’ individual needs

A

Private sector

Venson offers highly trained staff, client-

dedicated account management teams, 

cutting edge technology and unshakeable 

belief in the importance of first class 

customer service. 

Independent of all manufacturers and 

finance houses Venson is able to provide 

truly impartial funding and vehicle advice 

and the market’s most comprehensive set of 

bespoke fleet management solutions.

Not-for-profit

Venson’s long history of designing and 

implementing bespoke vehicle solutions for 

not-for-profit organisations means it is now 

one of the most experienced providers in 

the sector. The Venson team offers a 

detailed understanding of the needs and 

restrictions of this market, including the 

requirement for value for money services. 

It also provides specialist expertise in 

areas such as VAT restriction/reclamation 

and disabled passenger vehicle 

specification.

Public sector and emergency services

Bluelight fleets operate in particularly 

challenging environments. Venson offers a 

distinct blend of engineering competence, 

financial analysis and dedicated customer 

service to ensure that its solutions for this 

sector deliver maximum value. A working 

partnership with the emergency services 

for many years has given its team a unique 

insight into the fleet needs of this 

demanding and fast-moving market. 

Its services help reduce costs and 

increase vehicle availability while 

guaranteeing stringent standards are met. 

Get in touch by calling 08444 99 1402, email us at 
sales@venson.com or visit www.venson.com

Advertisement feature

“A working partnership 
with the emergency 
services for many years 
has given its team a 
unique insight”
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Running correctly specified vehicles is critical to the efficiency 

and productivity of a business. A supplier who will help and 

advise on how to get the right conversion and fittings for your 

vehicles will ensure the most appropriate layout for the vehicle 

which will deliver operational cost savings.

Consider suppliers who can provide turnkey conversions as this 

leads to a more efficient handover and finance process. One 

order/one invoice is the ideal scenario especially when looking to 

finance and/or fleet manage the vehicles. If the van is bought with 

finance, incorporating the cost of the racking into the monthly 

payments simplifies the budgeting and administrative process.

It’s important to discuss your options thoroughly with your 

provider from the outset, especially if you are financing the 

vehicle and conversion as a single package. If you intend to 

transfer the equipment to another vehicle at the end of contract, 

understand the implications and costs of transferring to another 

vehicle, including any repairs or refurbishment charges.  

Payload, productivity and the impact on vehicle performance 

should be key considerations when determining your equipment 

specifications. Systems that increase payload, save fuel and 

enhance your employee’s efficiency will make valuable 

investments. Choosing higher-end, modular fit outs means they 

can be reconfigured if your requirements change.

Fitting customised racking can save time and money. Not only 

can staff quickly find the right tools for a job, but working with 

the right supplier means a design that maximises storage 

capacity as well as providing the opportunity to review whether 

downsizing some of the fleet to smaller vans is also feasible. 

A supplier who can provide a one-stop-shop speeds up the 

conversion process. From having the vehicle ordered and 

delivered to the fit out centre and, once complete, delivered to 

desired location or a key-for-key handover, ensures a more 

streamlined service and minimal downtime for the fleet. 

Vehicle and product lifecycles can play a big part in managing 

conversion costs. A quality modular racking system, for 

example, might remain serviceable over the vehicle’s lifetime 

and could be used in two or more successive vehicles. You could 

expect to get up to 10 years of use from equipment by refitting it 

into other vehicles.

Many commercial vehicle fleets are used as mobile toolboxes 

and you may have skilled workforces who build their own 

racking systems. This can prove costly and unproductive as well 

as leading to health, safety and warranty issues. Although it can 

seem a cost-effective option, the business and risk to the driver 

should be taken into consideration. 
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COST-SAVING ADVICE

TURNKEY SOLUTIONS

TRANSFERRING EQUIPMENT

KEY CONSIDERATIONS

CUSTOMISED RACKING

KEY-TO-KEY HANDOVERS

LIFESPAN EXPECTATIONS 

RISKS OF BUILDING YOUR OWN

...TO  

CHOOSE 

THE RIGHT 

SUPPLIER

Reviewing the fleet make-up and what the vehicle is being used 

for, prior to considering vehicle fit out, can often mean there are 

options to use alternative vehicles. Using a pick-up instead of a 

van means the driver can get closer to the worksite, is less 

likely to get stuck and the vehicle is less likely to get damaged.

Identify suppliers who will help you plan your fleet 

requirements ahead of time. By anticipating the reuse of 

racking and other equipment you can work out your lifetime 

funding costs and determine which finance plan will best suit 

your business.

2 PLAN AHEAD1 VEHICLE MOST FIT FOR PURPOSE

10
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Understanding client needs 
is at heart of Venson service

ver the past 20 years, Venson 

Automotive Solutions has fitted out

all sorts of vehicles for all kinds of 

industries. From livery to lighting, and 

storage to communications, the company 

provides a bespoke and highly 

personalised service, regardless of vehicle 

manufacturer or model.

Making your vehicle specification simple

Different departments in organisations 

may have fleet as part of the remit. Where 

this is the case, the vehicle-user is not 

always the specifier and it can be difficult 

to gain agreement from departments about 

vehicle specifications and accessories. The 

result can be a time-consuming, costly 

internal wrangle, or worse still, a vehicle 

that is wrongly specified.

Venson simplifies the process. It helps by 

providing advice and experience based on 

an understanding of how and where 

vehicles will be used.  

The company guides clients on how to 

get the conversion and fittings that will 

provide the most appropriate layout for the 

vehicle’s use. 

This, in turn, can result in simplifying the 

number of vehicle specifications needed, 

all of which leads to cost reduction and 

more flexible utilisation of your fleet. 

All Venson vehicle fit-outs focus on using 

the latest and most reliable products and 

materials so every vehicle arrives fit-for-

purpose and within budget. Venson also 

regularly assesses the market to make sure 

it is up to date with the latest innovations 

and health and safety regulations, so it can 

Conversions specialist shuns idea of providing a ‘one-size-fits-all’ solution

O

continue to develop market-leading 

solutions that keep businesses compliant

and competitive.

Bespoke vehicles to your exact 

specification that include:

n Vehicle linings

n Roof bars, pipe tubes and ladder holders

n Storage – racking, tool boxes, safes 

n Hygiene

n Lighting and power

n Tow bars and steps

n Communications and security

n Venting

n Livery

Delivered ready-to-use 

Making sure a vehicle is ready to use on 

the delivery date is all part of the Venson 

service and, from start to finish, the process 

is fast, flexible and reliable. 

For added convenience Venson’s 

in-house facility can organise direct 

delivery of vehicles from the manufacturer 

to its fitting centre in Yorkshire. And with 

the flexibility of having the vehicle 

transported wherever it is needed or a key-

for-key vehicle handover at its site, a client 

can rest assured vehicles will be ready for 

service when needed, minimising 

downtime and maximising fleet 

performance.

Always a safe pair of hands

Venson is not just a vehicle fit-out specialist; 

it’s here to make managing vehicles easier 

and bring total peace of mind. So, clients 

can run their business without worrying 

about fleet. 

What’s more, with Venson, there is no 

such thing as a ‘one-size-fits-all’ service. It 

sits down and listens to what clients have   

to say and then builds a tailored fleet 

programme. 

Over the years, Venson has developed a 

range of services that are second to none 

helping companies to realise tangible 

financial benefits that meet their business 

objectives.

For more information call 08444 99 1402, 

email sales@venson.com  or visit www.venson.com

Advertisement feature

“The company guides 
clients on how to get the 
conversion and fittings 
that will provide the 
most appropriate layout 
for the vehicle’s use”



The UK and Europe’s largest used vehicle marketplace

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

Changing model mix impacts 
on used van values

Advertisement feature

A
verage light commercial 

vehicle values declined 

in April as model mix 

changed and demand softened 

slightly in the post-Easter period.  

Despite this, the first four months 

of 2017 have achieved the four 

highest monthly average values 

on record at BCA.  

With relatively fewer late-plate, 

higher-value rental vans 

reaching the market, the 

headline average LCV value 

declined by £95 to £6,431, a fall 

of 1.4%.

Year-on-year values continue 

to be well ahead, however, up 

by £465, equivalent to a 7.9% 

increase. Average age and 

mileage continued to decline, 

largely as a result of the influx 

of younger rental stock over 

recent months. 

There was a slight softening of 

demand in the post-Easter 

period, but fleet & lease values 

remained on a par with last 

month, while dealer P/X values 

declined from the record level 

achieved in March.  

Nearly-new values improved 

for the first time this year, 

although model mix is crucial in 

this low volume sector.

Fleet and lease
The fleet and lease LCV sector 

saw average values steady at 

£7,091 in April, a fall of just £2 

compared to March. Retained 

value against MRP 

(Manufacturer Recommended 

Price) improved slightly to 

36.14%. Year-on-year, values 

were up by £273 (4.0%), with 

average age and mileage 

declining when compared to the 

same period in 2016. 

Part exchange
Average part-exchange LCV 

values fell from the record level 

seen in March, down by £174 

(4.1%) to £4,059 in April. Year-on-

year, values were up by £209 

(5.4%) as comparative age and 

mileage figures fell.

Nearly-new
Nearly-new LCV values 

improved for the first time this 

year, rising by £415 to £14,838 in 

April, although as always, this 

has to be taken in the context of 

the very low volumes reaching 

the market and the model mix 

factor, as well as the continuing 

availability of ‘new shape’ models 

reaching the used market. 

Apl 2017

Apl 2016

£6,818

£7,091

Fleet/leasing

60,845

64,913

39.52

40.46

£3,850

£4,059

88,185

93,998

80.51

81.88

Part-exchange

Apl 2017

Apl 2016

Nearly new

May 2016

8.45

The first four months of 2017 have achieved the four highest monthly average values on record

All LCVs 2016-2017
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Insight: Remarketing

By Trevor Gehlcken

ith a proliferation of public holidays during 
April and May, activity in the used van market 
has been stifled, with a mixed bag of results 
reported by the big auction houses.

Average used van prices rose by 13.8% to 
£5,154 at Manheim in April compared to the same period 
last year, while they fell slightly at BCA.

Matthew Davock, head of LCV at Manheim, said: “Despite 
a challenging month where bank holidays impacted the 
general market mood, and in which we witnessed a slightly 
tougher atmosphere in the commercial vehicle market than 
seen so far this year, our vendors enjoyed strong sales in 
April. It was helped by a reduction in the average age of vans 
sold through our auctions of seven months, compared to 
April 2016 – down to 63 months – and average mileage 
falling by more than 10,000 miles year-on-year, to 74,731.

“Following a record first quarter in terms of the number 
of vans sold and records set for the average conversion rate 
at Manheim’s commercial vehicle auctions, ‘activity’ was the 
buzzword in April. While overall buyer footfall and clickfall 
remained healthy for a bank holiday period, it was slightly 
down on previous months and many buyers have reported 
that April was the slowest retail month seen this year.”

While buyer activity may not have been as high as in 
previous months, the growth in Manheim’s buyer base in the 
first quarter means the firm is well placed to capitalise on 
the opportunities that the rest of the year presents

Davock added: “We are confident that buyer activity will 
remain healthy in the coming months. Vehicle condition 
remains key. Also, as we enter the time when seasonality 
plays a bigger role, we continue to focus our vendors on 
realistic reserve-setting, given the current market, to ensure 
they continue to enjoy healthy conversion rates.”

BCA reported a slight decline in average van values in April 

W
as model mix changed and demand softened in the post-
Easter period. 

With relatively fewer late-plate, higher-value rental vans 
reaching the market, the headline average LCV value fell by 
£95 to £6,431, a drop of 1.4%.

Despite this, the first four months of 2017 have achieved 
the four highest monthly average values on record. 

BCA’s LCV operations director Duncan Ward commented: 
“The market dipped slightly in the post-Easter period but 
overall demand has held up well, particularly when consid-
ering external factors such as the snap election, which might 
have introduced some uncertainty.   

“The model mix is starting to change as we are seeing 
rental volumes easing for the first time this year, while 4x4 
double-cab volumes continue to rise.  

“The latter sector has seen some price pressure in recent 
weeks as a result of these increased volumes and the price 
guides have not always reflected this.”

Ward added: “With plenty of choice for buyers, it is 
important for vendors to appraise vehicles sensibly and 
value them in line with market expectations to sell first time.

“Condition is key and must be taken into consideration 
when setting reserves. The market is seeing increasing 
numbers of re-entries because vehicles have been over-
valued the first time they were offered for sale. This trend 
inevitably increases the time to sale and potentially results 
in higher holding costs for sellers.”

Meanwhile, sales continue to boom at Shoreham Vehicle 
Auctions. Such is the strength of the used LCV market, both 
from trade and private buyers, that the long Easter weekend 
and early May bank holiday had no impact for Shoreham, 
with buyers out in force.

With increasing numbers of defleeted vehicles 
continuing to arrive following the March plate 
change period, Tim Spencer, commercial vehicle 

63
months was new, lower average 

age of vans sold at Manheim
ag

age of vans sold at Manheim

£6,431
average LCV value            
reported by BCA

ag
reported by BCA

BANK HOLIDAYS APPLY BRAKES 
TO AUCTION SALES, AS EXPECTED
Calling of snap general election also had some impact though not as much as the EU referendum

Vehicle condition remains key at Manheim
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Insight: Remarketing

“We continue to focus 
our vendors on realistic 
reserve-setting, given the 
current market, to ensure 
they continue to enjoy 
healthy conversion rates” 
Matthew Davock, Manheim

“The duplication of stock 
in the market is having a 
minimal effect. There is 
still an extremely healthy 
appetite for used LCVs of 
all shapes and sizes” 
Tim Spencer, Shoreham Vehicle Auctions

“Auctioneers struggled at 
times to keep the pace of 
the sales going and, were 
it not for the internet 
buyers, many more lots 
wouldn’t have sold” 
Steve Botfield, CAP Red Book

What the experts say

sales manager at Shoreham, said buyers were 
“relishing the choice on offer”. He added: “This 
places a greater emphasis on low mileage exam-

ples in good condition, helping to keep prices stable.” 
The most popular models continue to fall into the 3.5-tonne 

panel van segment, although buyers are remaining selec-
tive, due to the variety of spec levels, trim and ancillary equip-
ment on offer.

The small van and tipper sectors are two other aspects of 
the market that continue to prove especially popular at 
Shoreham, with buyers looking for low mileage stock in the 
halls and online. Luton vans with tail-lifts continue to be 
highly sought after, as long as they’re in good condition with 
all equipment in a good working order.

Spencer said: “The duplication of stock in the market is 
having a minimal effect. There is still an extremely healthy 
appetite for used LCVs of all shapes and sizes.

“If buyers can source the exact stock they require, they are 
willing to go above and beyond its reserve, due to its popu-
larity and spec levels.”

At CAP Red Book, Steve Botfield, senior editor, commercial 
vehicles and motorcycles, said a slowing down in the market 
had been expected. “With Easter coming a bewildering 20 
days later than last year, right in the middle of the month, 
the downturn in the market we witnessed at the auctions 
came as no surprise,” he said. 

“Although footfall remained reasonably healthy there were 
clearly more private buyers around and, as seems to be the 
case during the holiday periods, many of them had not come 
on their own, making it harder to assess the true number of 
potential ‘hall’ buyers. If there were fewer professional 
buyers around in the halls we didn’t really notice it. However, 
we did pick up a sense that many were holding back. 

“Auctioneers struggled at times to keep the pace of the 
sales going and, were it not for the internet buyers, many 
more lots wouldn’t have sold. At times, such was the ratio 
of hall to internet bidding activity, it was if we were watching 
an online-only sale.”

The good news is that Botfield sees the downturn as 
nothing more than a blip, which will end during May. 

He said: “The prime minister’s call for a surprise snap 
general election, at a time when there is still considerable 
apprehension about the impact of last year’s Brexit vote, 
leaves us all with mixed feelings about what the outcome 
might mean for the UK economy – and more specifically how 
it might affect the used LCV market. Our view is that, if 

anything, it will have only a minimal effect on used van retail 
sales in the short term and it’s nothing more than a tempo-
rary distraction that may show up in our research data just 
as the EU referendum did last year. Sales volumes plum-
meted last June, only to swiftly recover in July, which coin-
cided with the referendum. 

“The used LCV market weathered a much greater storm 
during the EU referendum and came through it unscathed. 
As political and economic events go, they don’t get much 
bigger than the nation deciding whether or not to leave the 
European Union so we see no reason why the election 
should affect trade sales.”

At Glass’s Guide, Andy Picton, chief commercial vehicle 
editor, said the typically quieter month of April proved to be 
that way again this year, with the bulk of new sales concen-
trated on the plate change month of March and also to take 
advantage of the lower VED rates.

He said: “The used market for April has seen volumes sold 
at auction drop by nearly 28% on March with the average 
selling price also falling by 0.9% over the same period, with 
72.9% of those selling at the first time of asking. 

“This is a near 5% decline on the same point in 2016 and 
reflects a weakening market with conversion rates coming 
under pressure.” 

The average age of stock and miles covered increased 
slightly from 62.8 months to 63.4 months and 73,749 miles
to 74,711 miles respectively. The average sales price reduced 
slightly by 0.9% during April. However, this figure was still 
£300 and 6% higher than the same point last year.

For the latest news on 
the remarketing sector, 

visit commercialfleet.org/ 
remarketing

Online

Luton vans with tail-lifts remain
in good demand at Shoreham



“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

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

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 fleetnewsbuyinggroup.co.uk/latest-offers
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By Trevor Gehlcken

ord relaunched its entire van range within the 
space of two years between 2012 and 2014 in a bold 
– and hugely expensive – move to keep the blue 
oval ahead of its rivals.

Fortunately, for the manufacturer, the ploy 
appears to have paid off, as latest sales figures 
show Ford is taking a staggering 33% of the van 

market up to 3.5 tonnes gvw, well ahead of nearest contender 
Volkswagen, on 11%. That means one in every three vans 
sold in the UK is a Ford.

But there’s a problem. Assuming that van replacement 
cycles run, on average, every 10 years, Ford is now standing 
by launchless as most of the other major players reveal 
fresh new models to the fleet-buying sector.

The problem has been solved, in part anyway, with the 
launch of a host of new variants of the existing four Transit 
grades. This should, theoretically, keep business users 
looking in Ford’s direction until something completely new 
comes along.

We were invited to try out some of these new tempters at 
a ride-and-drive day on the eve of the CV Show at the NEC
in Birmingham – and came away re-affirming that when it 
comes to fleet offerings for commercial vehicle users, the 
range from Ford is just about unbeatable.

All Ford’s LCVs, apart from Ranger, now come with a 
Transit moniker – Transit Courier, Transit Connect, Transit
Custom and Transit itself. Now, in addition to these basic 
models, we have such niche extras as the Transit all-wheel

F

 NEED TO KNOW 

n Auto option adds £1,200 compared to manuals

n The 170PS is almost too powerful for business purposes

n Transit Custom Tourneo comes in at £26,895 ex-VAT

The blue oval keeps its hard-to-beat LCVs fresh with several additions to the existing Transit models

FORD TRANSIT MODEL VARIANTS

drive for tough terrain, the Transit Custom Sport, Transit 
Custom Tourneo with air suspension and the Transit Connect 
Sport.  

But perhaps the biggest advancement in Ford’s fleet 
armoury comes with the news that both Transit and Transit 
Custom will now be available with six-speed auto gearboxes. 
Costing around £1,200 more than their manual counter-
parts, these models are available with both 130PS and 
170PS engines and also include a stop-start facility as 
standard along with 16-inch wheels in place of the usual 
15-inch ones.

Auto boxes are becoming more and more common in 
vans, especially for delivery fleets which sometimes carry 
out hundreds of drops in one day.

Not only is engine wear and tear reduced but, importantly, 
driver fatigue is minimised too. We tested this new transmis-
sion device on a 3.5-tonne LWB hi-roof Transit, mated to the 
lower-powered engine variant, and were left hugely 
impressed by the slick, seamless changes and the quiet 
businesslike manner in which this van transports itself. 

It’s a lusty performer, so urban fleets will certainly have no 
need for the 170PS variant, while even those who eschew 
auto boxes will be satisfied as there’s a manual mode too, in 
which gears can be selected via a push button on the side 
of the gearstick.

Some fleet buyers may scoff at the idea of coughing up a 
tidy sum extra for vans with auto boxes but if the experts are 
correct, which they generally are, these vehicles will be 
increasingly appearing on the market. Iveco, for example, is 
predicting that one day in the not-too-distant future, it will 
scrap the manual box on the Daily altogether in favour of 
automatic transmission.

Bear in mind too, that second buyers are increasingly 
looking for creature comforts such as this, so that £1,200 
could well be recouped when the van is sold.

Another new model which left us with no doubt that Ford 

Fuel economy 

40.4mpg

C02 emissions 2

194g/km

First drives

ON SALE: NOW

models, we have such niche extras as the Transit all-wheel 

FORD TRANSIT LWB 
HI-ROOF AUTOMATIC

FORD TRANSIT TOURNEO 
AIR SUSPENSION

FORD TRANSIT LWB 
HI-ROOF AUTOMATIC

Fuel economy 

44.8mpg

C02 emissions2

166g/km

FORD TRANSIT TOURNEO 
AIR SUSPENSION

Fuel economy 

42.8mpg

C02 emissions2

171g/km

FORD TRANSIT CUSTOM 
SPORT L1H1
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VERDICT
With rivals launching new models, Ford has its 

work cut out to maintain the huge surge in sales 

that occurred after it upgraded its entire model 

range between 2012 and 2014.  The new variants on 

test here help to ensure that the blue oval plugs 

every single niche gap in the market – an important 

point for fleet buyers – and with such quality 

products on offer, Ford now has a range that is  

close to unbeatable.

is still pulling ahead of its rivals is the new Transit Custom 
Tourneo complete with eight seats and rear air suspension 
for a truly opulent ride experience.

It’s not exactly cheap at £26,895 ex-VAT but you get an awful 
lot of bangs for your bucks, including smart alloy wheels, 
colour bodyside mouldings and air-conditioning for the rear 
of the vehicle.

Single seats at the front complete with armrests are 
complemented by a smart set of two rows of three in the 
rear, all looking and feeling as though they could have come 
straight out of a sports car.

The seats can be folded, flipped or removed, dependent on 
how many people are travelling versus how much luggage 
has to be carried. While our test vehicle featured a manual 
gearbox, this variant is available with the aforementioned 
auto box too, much more in keeping with its upmarket feel.

With 170PS on offer, this van simply flies along. In fact we’d 
say it is almost too powerful for most business purposes. 
But, with the added air suspension, the ride and handling are 
simply streets ahead of anything the bog standard version 
can deliver. For our test, we took out two passengers to try 
the ride at the rear and both voted it a winner, even after 
traversing some bumpy country lanes around Birmingham.

The third new model we tested was the Transit Custom 
Sport – and while this is not exactly the fleetiest van in the 
Ford range, it will certainly turn a few heads on the streets, 
with lots of eye-catching bling, shiny metallic paint and a

looking stripes to set it aside from the more
, if the general public are looking at

this van, they’ll also be catching sight of any advertising that’s 
on the side of it.

Once again our test model was the top-powered 170PS 
version and it was a shame we tested it after trying the bigger 
Transit with the auto box as, having got used to those smooth 
automatic changes, the manual seemed almost agricultural 
in comparison.

SPEC
Gross vehicle weight (kg): 3,500

Power (PS/rpm): 130

Torque (Nm/rpm): 385

Load volume (cu m): 11.2

Payload (kg): 1,160

Comb fuel economy (mpg): omb 40.4  

CO2 emissions (g/km2 ): 194

Basic price (ex-VAT): £29,420

FORD TRANSIT LWB 
HI-ROOF AUTOMATIC

SPEC
Gross vehicle weight (kg): 3,100

Power (PS/rpm): 170

Torque (Nm/rpm): 385

Load volume (cu m, seats up): 1.2

Payload (kg): 969

Comb fuel economy (mpg): omb 44.8   

CO2 emissions (g/km2 ): 166

Basic price (ex-VAT): £26,895

FORD TRANSIT TOURNEO 
AIR SUSPENSION

SPEC
t (kg): 2,900

0

405

u m): 5.4

07

nomy (mpg): 42.8    

s (g/km): 171

ex-VAT): £28,395

“Ford is taking a staggering 
33% of the van market up to 
3.5 tonnes gvw. That means 
that one in every three vans 
sold in the UK is a Ford” 

The auto lever is a sight that is 
becoming more and more common in 
vans that perform many drops in a day

couple of racey-looking stripes to set it aside from the more 
mundane models. And, if the general public are looking at 
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Basic price (ex-VAT): 

SPEC
Gross vehicle weight (kg): 

Power (PS/rpm): 170

Torque (Nm/rpm): 405

Load volume (cu m): 

Payload (kg): 1,007

Comb fuel economy (mpg): Comb fuel economy (mpg):  fuel economy (mpg): Comb

CO2 emissions (g/km2 emissions (g/km emissions (g/km2

Basic price (ex-VAT): 

FORD TRANSIT 
CUSTOM SPORT L1H1
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Live connectivity keeps 
risks low and profits high 
for fleet operators

Advertisement feature

Contact 01483 397005 or sales@smartwitness.com

R
eal-time information from combined 

video-telematics technology can help 

fleet managers and drivers transform 

data into unique insights to empower 

professional driving today. This helps 

businesses get smarter about how they 

approach their fleet operations.

Unconnected vehicle cameras, which rely 

on SD card recording, are playing a crucial 

role in minimising insurance claims, with 

some fleet operators already achieving 

claim cost savings of up to 50%. But, it is the 

growing use of video-telematics technology 

that offers the most potential to vastly 

improve the efficiency and safety of fleets.

Not only does the combination of in-vehicle 

camera systems and telematics have the 

potential to make a real difference to driver 

behaviour in the future (training is the single-

biggest element in any risk management and 

crash reduction programme), being alerted 

and having access to immediate video 

footage of an incident along with supporting 

telematics data also unlocks the potential for 

rapid liability assessment and third-party 

intervention, which are essential when 

reducing claims costs.

It is this real-time information that is 

contributing to reduced insurance costs, 

while providing fleet operators with insight 

into driver behaviour to support risk 

management and road safety strategies. 

These, in turn, contribute to fewer accidents, 

improvements to fuel economy and less wear 

and tear on the vehicle.

The consensus among fleet and insurance 

professionals is video telematics offers the 

biggest opportunity with its ability to provide 

specific information about a driver’s 

behaviour, which is why connected 

in-vehicle telematics cameras seem to be 

increasingly coming into favour – quite 

possibly the beginning of a paradigm shift in 

fleet safety analysis and action.

Of course, fleet operators are increasingly 

using data from telematics to deliver training 

to the individuals or driver groups that    

need it most. But when telematics is used      

in conjunction with other emerging 

technologies, such as in-vehicle cameras,     

its potential to improve drivers’ behaviour 

becomes even greater.

Meanwhile latest developments in 

connected vehicle camera technology, such 

as the Smart Witness KP2 – an “all-in-one” 

connected camera, tracker, telematics and 

advanced driver-assistance systems (ADAS) 

device – promises to further empower 

professional driving, enabling fleets to plan, 

monitor, manage and assess their operations 

for even better decisions and results. 

On-board ADAS features, for example, 

allow an additional layer of intelligence and 

data that can be used to aid the driver and 

deliver vital information that can assist with 

driver training. 

Fleets should use all the tools at their 

disposal to minimise accidents, gathering as 

much data as possible and then acting on it. 

To find out how your fleet can easily use 

real-time information from combined video-

telematics technology to keep risks low and 

profits high while letting drivers experience 

the journey in a whole new way, visit     

www.smartwitness.com or call 01483 397005. 

Combination of video and telematics increasing favoured as fleets seek greater c t lCombination of video and telematics increasing favoured as fleets seek greater control 

Join us to witness the arrival of a new 
era in the connected vehicle world 

KP2 features:

n The most in-demand technology in the 

market today

n Enhances driver safety and reduces 

fleet operating costs

n Class-leading image quality with 

unrivalled levels of connectivity

n On-board ADAS aids driver          

assistance and training

n A must-have solution for telematics 

providers

n Make and receive calls – VOIP or     

Cellular

“The consensus 
among fleet and 
insurance professionals 
is video telematics offers 
the biggest opportunity”

eData gathered by the 
eKP2 will provide 

thoperators with 
invaluable insights 
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Long-term test

Talento’s low roof means it can 
get into underground car parks

Three reasons why this van fits the bill for just about anyone who needs a commercial vehicle
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

By Trevor Gehlcken

fter spending a little more than three months 
behind the wheel of our long-term test Fiat 
Talento, I have come to the conclusion that this 
van is the best of all sizes for anyone needing 
a commercial vehicle. There are three reasons.

For those new to this vehicle, it’s rather 
unusual in that it is a long wheelbase, low roof, 

medium panel van variant, which isn’t exactly the most 
common combination.

But what it does mean is that there are 6.2 cubic metres 
of loadspace on offer as opposed to 5.2 cu m for its short 
wheelbase brother – and so far, however much junk I have 
bunged in the back of it, there always seems to be space to 
spare. The vast majority of van users will find this volume 
quite adequate for their needs.

The second thing about this van is that it can still fit into 
underground car parks thanks to its 1.9-metre height. Mind 
you, once inside it’s the devil’s own job to squeeze into one 
of those stupidly small parking spaces on offer. Thank the 
techno gods for those reversing sensors is all I can say.

The third reason for my eulogy is that the medium panel 
van sector offers the largest vehicles which actually feel like 
cars to drive. 

Sitting in the Talento’s very comfy and supportive driving 
seat, it’s easy to imagine that you are behind the wheel of a 
luxury car, such is the van’s smooth, quiet road manners. 

 NEED TO KNOW 
n Comes with 6.2 cubic metres of loadspace

n Low roof height of 1.9 metres

n Plenty of lashing eyes – 17 – to allow items to be secured

“I am still 
marvelling at 

the small items 
that set this 

van apart   
from some 

competitors”

Anything over this size and the van definitely feels like a 
commercial vehicle rather than a car.

So all in all, we are pretty pleased with what the Talento 
has to offer.

And I am still marvelling at the small items that set this 
van apart from some competitors – little touches that on 
their own won’t exactly set the world on fire but, added 
together, make the Talento a joy to use on business.

There’s a massive scooped-out area on top of the dash 
which will house all the detritus I usually carry around with 
me to stop it rolling all over the cab. This area even features 
a little row of slots to hold pound coins and also a USB port 
so I can plug my sat-nav in without having wires dangling 
across the dashboard. 

Down below there is an extra coffee cup holder so all three 
occupants are catered for – and when the third one is pulled 
down it acts as a ‘curry hook’ so takeaways don’t end up 
strewn across the floor on the way home. There’s also a 
secret hideaway for valuable items which is accessed by 
pulling up the squab of the middle seat, although no doubt 
the lowlifes who break into vans on a regular basis will have 
already learned about this.

In the cargo area, our van is fully ply-lined – including, 
rather unusually, the floor – and the wooden base acts as a 
brake to any loose cargo that would otherwise go flying.

Meanwhile there are no fewer than 17 lashing eyes 
including six up near the ceiling. Too many vans nowadays 
just have hooks in the floor, which makes it nigh on impos-
sible to tie down single items properly.

There are probably lots more little goodies like this which 
I haven’t yet discovered but, suffice to say, the total package 
offered by Fiat is a fine one indeed – it’s easy to see why this 
van (a remake of the Renault Trafic and Vauxhall Vivaro) has 
been so popular since its original launch in 2001.

A

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: 4,163

SPEC
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MODEL: IVECO DAILY 70C18

By Tim Campbell

ommercial vehicle operators seeking an urban 
delivery vehicle to carry around a three-to-four- 
tonne payload virtually sleepwalk into consid-
ering the traditional chassis cab and box body 
offering from the likes of DAF and MAN.

That approach has stood many operators in 
good stead for several years. However, with the 

ever-increasing kerbweight of post Euro VI vehicles needing 
to cope with the extra weight of after-treatment solutions 
such as diesel particulate filters, exhaust gas recirculation 
and selective catalytic reduction systems , the squeeze has 
been on payloads.

Iveco entered the chassis-based van sector with the launch 
of the Daily in 1978, and, given the payload squeeze, maybe, 
just maybe, this vehicle is coming into its own after so many 
false starts.

The combination of a durable chassised van matched to 

C

 NEED TO KNOW 
■ Latest generation ESP9 system full of familiar features

■ Eight-speed auto and six-speed manual gearboxes

■ Revised dashboard layout split into three

In a time when after-treatment solutions are putting the
squeeze on payloads, the Daily could start to come into its own

IVECO DAILY

an ever-increasing load area cubic capacity, gross vehicle 
weight (gvw) and subsequent payload potential means the 
Daily’s perfect storm may be in the offing.

Let’s face it, the Iveco Daily has always been considered 
slightly overweight at the standard European 3.5-tonne gvw 
and therefore faced an eternal payload challenge. But 
moving up the weight range and challenging the domain of 
the 7.5-tonne trucks could open up its potential. 

It’s also a great alternative for customers operating the 
Japanese-style lightweight products such as those offered 
by Fuso and Isuzu.

The 3.5-tonne gvw Daily has been around for a long time 
but the newer upmarket seven-tonne gvw is a more recent 
addition with the van version leading the way in load cargo 
capacity at 19.6 cubic metres.

The modern-looking new style Euro VI (E6) range is split 
between the Hi-Matic version featuring the impressive and 
exclusive ZF eight-speed automated gearbox and the more 
standard Daily with a six-speed manual gearbox.

It’s the only van/chassis that covers the weight range from 
3,300kgs to 7,000kgs gvw with subsequent payloads from 
3,600-4,600kgs and cargo volumes from 7.3 to 19.6 cubic 
metres, making it a truly impressive range of vans and 
chassis cabs.

As we are road testing the largest van in this edition, we 
will concentrate on the Daily van specification and range.

Daily’s power requirements are provided by a 2.3-litre 
diesel engine. Surprisingly for an Euro VI, it functions without 
AdBlue (Selective Catalytic Reduction – SCR) and operates 
at three power ratings of 116PS, 136PS and 156PS and 
torques of between 320Nm to 360Nm. 

The 3.0-litre F1C does use AdBlue and also offers three 

Driven

Payload 

4,250kg

Warranty 

3 years 
unlimited

Price as tested

£45,730

19.6
cubic metres of load cargo
capacity is class-leading

Information is displayed on 
a centrally-located screen

Largest van on the market 
is a challenger to 
7.5-tonne trucks

“Iveco says it has increased the 
glass area in the cab that certainly 
helps with visibility. It brightened 
the cab environment on a dull day” 
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power settings but this time at 150PS, 180PS and 210PS with 
torque setting varying between 350Nm and 470Nm. 

As mentioned previously there’s the option of an eight-
speed ZF automated gearbox but we drove the more tradi-
tional six-speed overdrive manual in our road test.

Of course, the mechanical aspect of engines is just one side 
of the story and Daily’s engine software package includes an 
EcoSwitch Pro programme that intervenes automatically to 
reduce the torque, helping to cut fuel consumption.

The chassis cab has six wheelbases and the vans have three, 
with five load lengths ranging from 2,610mm to 5,125mm and 
three roof heights covering 1,545mm to 2,100mm, meaning 
load cargo capacities range from 7.3 cubic metres to a 
massive and class-leading 19.6 cubic metres.

The front suspension is independent using quad tor, incor-
porating torsion bars, with rear suspension provided by 
semi-elliptical springs. All have anti-roll bars and twin shock
absorbers.

The dual circuit braking features full disc brakes with 
floating callipers with auto wear adjustment all round and a 
mechanically-controlled parking brake. Daily also has the 
latest generation ESP9 system which incorporates many 
familiar features. In addition, extra advanced systems 
include hill hold, load adaptive control, trailer sway mitiga-
tion, roll movement intervention and roll over mitigation.

For our test we picked the 70C18 with the biggest van 
volume of 19.6cu m, and, be under no illusion, as you 
approach the largest van on the market you realise this has 
a presence about it, it just looks big. As you enter the cab the
mixture of blue and black helps create a relaxed and modern 
atmosphere. This is also complemented by the revised dash-
board layout, which is split into three.

SPEC
Price as tested: £45,730

Gross vehicle weight (kg): 7,000

Engine capacity (cc): 3,000

Output (PS): 183

Torque (Nm): 430

Payload (kg): 4,520 

Warranty Warranty W 3 years unlimited

VERDICT
There is no doubt, if Iveco markets and targets this 

at a certain set of operators delivering four-to-five 

tonnes in an urban environment, the Daily has the  

potential to offer a set of unique solutions which 

for many fleets could be too great to ignore.

KEY RIVAL
Iveco Eurocargo

Price £41,750 

Gross vehicle weight (kg): 7,500

Engine capacity (cc): 4,500

Output (PS): 195

Torque (Nm): 680

Payload (kg): 4,260

Warranty: 2 years 200,000kms

In front of the driver and steering wheel is the instrument 
panel providing the standard speedo, rev counter and centre 
LCV screen with information data. To the left, just past the 
gearshift lever, are the heating and ventilation controls, and 
on top of these sits a large infotainment system, incorpo-
rating a mobile phone cradle/holder.

Storage is provided by compartments for bottles, and 
shelves in overhead console and at floor level below the two 
fixed-bench passenger seats. Speaking of seats, the driver’s 
one is three-way adjustable and it doesn’t take long to find 
a comfortable position.

Cab noise on start-up is well below that in the older Dailys 
and on a par with many of its competitors. The driving posi-
tion is excellent and, as you engage the 180PS engine via the 
first gear, there’s little drama as it reaches the legal 56mph. 
The Hi-Matic shifts up effortlessly and this is a revelation in 
urban van driving.

Iveco says it has increased the glass area in the cab and 
that certainly helps with the visibility.

The suspension system stops nearly all of the body roll that 
I expected on a van this size and it acted differently compared 
to many of the 17cub m 3.5 tonners I have driven over the 
years, with much better road control.
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