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Clean Air Zone (CAZ) 
consultations are heating 
up with the release of a 
revised proposal from 
Leeds City Council, which 
acts on recommendations 

made by fleets attending our 
roundtable discussion at the council 
offices in January.

Meanwhile, Birmingham has 
published its first public report 
outlining a ‘full-fat’ Class D charging 
zone, which targets all vehicle types. 
This was widely expected, although 
councillors downplayed it during our 
fleet roundtable in March.

Both announcements illustrate why 
Government delegated responsibility 
to the regions – they are facing 
different challenges, which require 
different solutions. However, the lack 
of common standards causes 
problems for fleets.

It’s not simply the fact that Leeds  
is targeting trucks, taxis and buses, 
while Birmingham has also included 
vans and cars; it’s down to the 
different costs. Leeds has suggested 
£50 a day for HGVs, Birmingham 
£50-£100 (in contrast, Derby is not 
looking to charge and Nottingham  
has now dropped plans for a CAZ 
altogether) and a lack of clarity over 
signage and payment systems.

Euro 6 diesels are, for now, 
compliant with the CAZ proposals. 
Testing from Emissions Analytics 
suggests NOx levels for the latest 
engines are falling dramatically.

So much so, that fleets who were 
looking to exclude diesel from policy 
are now thinking again. As the 
optimum fuel to meet the majority of 
their driving needs, from a practical 
and environmental perspective, diesel 
again tops their lists.
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By Gareth Roberts

he Government wants two in every five new vans 
sold to have emissions of less than 50g/km of CO2 
by 2030. The interim target forms part of its Road 
to Zero strategy – a plan to phase out conventional 
petrol and diesel vehicles by 2040.

By then, transport secretary Chris Grayling says 
he expects the majority of new vans sold to be 

100% zero emission and all new vans to have “significant 
zero emission capability”.

The Government wants almost every van to be zero emis-
sion by 2050.

Progress towards the target of up to 40% of the new van 
market being classed as ultra-low emitting vehicles (ULEVs) 
– sub-50g/km – will be reviewed in 2025. If not enough 
progress is being made, the Government says it will look at 
what “interventions” might be required.  

It is hoping a combination of innovation, improved infra-
structure and incentives – laid out in the strategy – will help 
deliver its targets. 

However, with just 0.3% of new van sales currently classed 
as ULEVs, the Society of Motor Manufacturers and Traders 
(SMMT), which represents van makers in the UK, said it was 
concerned that targets for ULEV penetration went “far 
beyond” those proposed by the European Commission for 
vans – 15% by 2030.

SMMT commercial vehicle development manager Nigel 
Base said: “Achieving 40% market share would require a 
nearly 144-fold increase in uptake from the current position 
of just 0.3%.”

He continued: “Vans are business tools and drivers are 
typically far more sensitive to purchase price and return on 
investment than car buyers, while current electric van tech-
nology, which involves large batteries, can mean reduced 
carrying capacity. 

“In addition, there is currently no bespoke charging 
network for these vehicles, which require larger parking 
bays, longer charging times and charge point locations that 
will fit seamlessly into their day-to-day business operations.”

 News insight: Road to Zero

T

The Road to Zero strategy includes a number of initiatives 
to boost the charging infrastructure for electric vehicles 
(EVs). However, they appear to be aimed at plug-in car users, 
rather than commercial fleet operators.

For example, the Government says it will look to mandate 
charge points in newly-built homes and for new lampposts 
to include charging points.

It will also launch a £400 million Charging Infrastructure 
Investment Fund to help accelerate the roll-out of charging 
infrastructure by providing funding to new and existing 
companies that produce and install charge points. 

Furthermore, a new £40m programme to develop and trial 
wireless and on-street charging technology will be launched, 
as well as providing up to £500 for EV owners to put in a 
charge point in their home. 

There is also a proposal for increasing the grant level of 
the Workplace Charging Scheme from £300 per socket to 
75% of the purchase and installation costs of a charge point 
capped at a maximum of £500 per socket.

Gerry Keaney, chief executive of the British Vehicle Rental 
and Leasing Association (BVRLA), said: “The increased grant 
available through the Workplace Charging Scheme will 
encourage more companies to install charge points. 
However, we are still concerned about the cost and compli-
cations that fleet operators wanting to install EV infrastruc-
ture face when trying to arrange planning permission or deal 
with local distribution network operators. 

“It is critical that the right incentives are in place to support 
this strategy. Fleets invest billions of pounds on new cars, 
vans and trucks each year and a significant portion of this 
purchasing power stands ready to bring thousands more 

40%  
is target set for new vans to  
be classed as ULEV by 2030

15%  
is the European Commission 
target for the same period

Government criticised for 
ULEV target that goes ‘far 
beyond’ EC expectations 
Minister says diesel still has role to play for commercial 
fleets but air quality measures must continue to improve

“Achieving 40% market share 
would require a nearly 144-fold 
increase in uptake”
Nigel Base, SMMT
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plug-in electric vehicles on to the UK’s roads. This can only 
happen if they are given the right supporting environment to 
deliver a managed transition away from petrol and diesel 
engines.”

In taking a technology neutral approach, Grayling has 
acknowledged a role for diesel, in the short term at least.

“Cleaner diesel vehicles can play an important part in 
reducing CO2 emissions from road transport during the 
transition to zero emission vehicles, while meeting ever-
more stringent air quality standards,” he said.

However, he stressed that for diesel vehicles to play their 
part fully, their air quality impact must continue to be reduced.

Developed over 18 months, the Department for Transport’s 
Transport Energy Model sets out the relative environmental 
performance of different fuels and technologies which will 
underpin future policies.

It suggests Liquefied Petroleum Gas (LPG) will also have 
a key role to play.

LPG vehicles emit less NOx, CO2 and particulates than 
both petrol and diesel models and the new report even 
uncovers LPG’s favourability over full petrol hybrids.

In the van sector (2.5-to-3.5 tonnes), an LPG van was esti-
mated to be cleaner in terms of both CO2 and NOx than 
petrol, full petrol hybrid and even Euro 6 diesel alternatives.

While there are currently no opportunities for van or car 
buyers to buy an LPG model directly from vehicle manufac-
turers in the UK, the report does support the retrofitting of 
LPG systems.

It also gives backing for the increased supply and sustain-
ability of low carbon fuels through a legally-binding 15-year 
strategy to more than double their use to 7% by 2032.

“We are still 
concerned 
about the 
cost and 

complications 
that fleet 
operators 
wanting to 
install EV 

infrastructure 
face”

Gerry Keaney, BVRLA

New emissions target 
agreed for HGVs
A new industry-wide voluntary target for reducing 
HGV greenhouse gas emissions by 15% by 2025 
compared with 2015 levels, is revealed in the 
Road to Zero report.

Although new emissions standards for  
HGVs have achieved significant air quality 
improvements, they have remained relatively 
constant in recent years and zero emission 
options must be developed and made available 
commercially for all types of HGVs, says the 
report.

As a result, the Government says it is launching 
a joint research project with Highways England  
to identify and assess zero emission HGV 
technologies and their suitability to the UK  
road network and freight operations. 

It is also working with industry to test the 
environmental performance of the latest gas 
HGVs. The results of this testing will be used  
‘to assess further the potential for gas HGVs to 
deliver emissions reductions in the short- to 
medium-term while zero emission options are 
being developed and deployed. 

“They aren’t the long-term answer,” said Martin 
Flach, alternative fuels director at Iveco, “but gas 
trucks are certainly the best opportunity to do 
something now. 

“If we all wait for electric vehicles to do what we 
want them to do, we’ll be waiting until 2040.”

While electric power works well for small urban 
delivery vehicles, it isn’t as good on heavy haulage 
as the batteries are still too expensive and too 
heavy.

Flach said: “You can make large electric vehicles 
but they are eye-wateringly expensive, have 
limited range and lower payload.”

There are two main challenges with electric 
vehicles, according to Steve Whelan, technical 
director at truck exhaust specialist Eminox: 
energy storage and charging infrastructure.

“In a passenger car, the load on the battery is 
very light,” he said. “Most cars will travel at high 
speed with little battery depletion because you 
never run at rated load.

“In a truck, the load is very heavy, which means 
the battery will deplete much more quickly. This 
can be mitigated by fitting more batteries, but they 
add weight and reduce payload.”

Fitting more batteries will also increase the 
re-charging time, which, in turn, will create extra 
downtime for the vehicle.

“It’s just physics, electric trucks are a long  
way off in heavy duty usage – it’s the same for 
industrial and construction equipment. They 
operate at high load and the technology just isn’t 
there,” said Whelan.

The strategy also recognises the need to  
reduce emissions from existing HGVs. It says the 
Government will provide funding for the Energy 
Saving Trust to develop a freight portal that will 
ensure HGV operators have access to reliable 
information on cost-effective measures to improve 
fuel efficiency and reduce their emissions.
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By James Gordon

harat Forge, one of the world’s largest auto 
industry suppliers, has acquired a 35% stake in 
electric truck maker Tevva Motors for £10 million.

The deal is part of wider round of funding, 
which has seen £11.8m injected into the Chelms-
ford-based manufacturer.

Tevva chief executive officer and founder Asher 
Bennett told Commercial Fleet he believes the multi-million 
pound deal will provide the company “with a solid platform 
to grow the business both in the UK and abroad”.

With Bennett confirming that Tevva will deliver 15 7.5-tonne 
electric trucks to UPS “by the end of the summer”, he says 
his short- and medium-term goals will be heavily focused 
on “upscaling current production levels” and building elec-
tric range-extending lorries in the 14-to-18-tonne category, 
the first batch of which he expects to be completed “later in 
the year”.

He said: “Not only will the money enable us to double the 
size of our factory and the size of our team, it will provide us 
with the launch-pad to develop next generation technology 
for the UK commercial vehicle sector, and in new geogra-
phies too such as China and India, where the government 
wants to introduce zero emission vehicles by 2030.”

Bennett was keen to stress the wider benefits of the part-
nership, which he says will provide Tevva with a unique 
opportunity “to collaborate with Bharat Forge, one of the 
largest names in global truck manufacturing”. 

The agreement will give Bharat Forge a commercial 
licence to use the Tevva technology within India where it is 
based. 

It will also enable Tevva to grow its R&D capability both in 
India and at home.

“I think this presents a learning opportunity for skilled 
engineers from both companies,” said Bennett. 

“We’ll host Indian engineers at our factory and vice versa. 
I believe that this form of information exchange will not just 
benefit the UK and the Indian automotive industries in the 
long term, but will ensure we can get our ideas from concept 
phase to assembly line much more quickly.”

Bharat Forge has already put in place a dedicated team 
for the EV business and acquired a 45% stake in an Indian 
start-up focused on electric two-wheelers. 

The investment in Tevva will be another step in building the 
EV supply chain business.

Furthermore, the investment will enable Tevva’s software 
developers to produce a next generation version of its 
Predictive Range Extender Management System (PREMS), 
and advance the electric motor and battery cell technology. 

Bennett, says of the PREMS technology, which allows 
back-to-base fleets to autonomously plot their routes so they 
can always deploy the electric battery in zero-emission 
zones: “The combination of new battery cell technology, 
coupled with a leading-edge range extender and electric 
motor will lower costs and drive much greater efficiencies 
than is currently possible.

“Secondly, the range extender will work with myriad alter-
native fuels including glycerol natural gas and petrol, which 
will mean the technology we are developing will be acces-
sible to more fleets.”

Bennett also revealed that Tevva is keen to corner the 
larger electric truck market to produce heavy goods vehi-
cles.

“I cannot say too much at this point, but next year we are 
aiming to produce a 40-tonne truck, which will have a range 
of 500 miles,” he said. 

“While this would be an evolutionary development for elec-
tric trucks, it is important to add that we are still focusing 
our efforts on back-to-base fleets, but a truck with this range 
would certainly extend current reach.” 

With Tevva’s order book growing month on month – it has 
secured large orders from eight major customers and has 
won many smaller orders from SMEs – Bennett says that 
“as well as building new vehicles”, it will “continue to provide 
a retrofit option to its customers”, and has “developed a 
range of innovative leasing models to entice new customers”.

He continued: “We are also releasing an option whereby 
fleet owners can rent the trucks for six months, meaning 
that they can take a lower risk approach to learning about 
the technology. 

“Rather than us telling them about the benefits, we want 
to provide them with a real world picture, and show them 
that our vehicles will solve their range anxiety challenges, 
deliver massive fuel savings and can be seamlessly  
integrated into their fleets.”

Indian auto giant acquires 35% of Tevva Motors
Deal will enable electric truck maker to rapidly scale up its production and R&D capabilities 

News
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“It will provide us with  
the launch-pad to develop 
next generation technology 
for the UK commercial 
vehicle sector”
Asher Bennett, Tevva Motors

£10m
sum paid by Bharat Forge  
for 35% of Tevva Motors

A demonstrator truck shows 
the advances made by  
Tevva Motors

Tevva founder and CEO Asher 
Bennett (left) with Bharat Forge 
chairman Baba Kalyani
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By John Lewis

eavy truck trailer and rigid body builder Schmitz 
Cargobull is entering the last-mile delivery 
market for the first time with a lightweight dry 
freight box body for 3.0-to-6.0-tonne gross 
weight chassis. Now in production at the 
German company’s Berlin plant, the VK.O Dry 
body is offered as a kit which can then be 

assembled by light commercial manufacturers, body 
builders and fleets with their own workshops. 

The plant can turn out 7,500 kits annually. Using bonded 
construction, each kit can be put together in as little as an 
hour and 20 minutes but the vehicle then needs to stand for 
around six-to-eight hours while the adhesive cures.

Said to be lighter and less-expensive than aluminium 
equivalents, the newly-developed 20mm-thick Stratoplast 
sandwich panels used include a polyurethane foam core 
sourced from BASF. They also feature two layers of 
composite material which incorporate metallic chips.

The composite layers are there to diffuse vapour and 
prevent damp seeping in. If the panels get damp the vehicle’s 
unladen weight will rise, their insulation value will fall and 
they will slowly deteriorate.

With inner and outer skins made from glass-reinforced 
plastic, the recyclable panels feature plastic rails designed 
to making assembly easier and their inherent strength 
means they do not have to be hung on a supporting frame. 

Twin barn-type back doors are fitted as standard but the 
body can be prepared to take a tail-lift platform and an upper 
flap as the rear closure. 

Customers can choose either a translucent or a sandwich-
type roof and the load area floor features a 150mm-high 

scuff rail. An LED roof light with a motion sensor is included.
A nearside door is among the options on a list that includes 

a cab-top air deflector sourced from Volkswagen, a set of 
steps to make rear access easier, load lashing rails, a side 
access door and a reversing camera.

The kit is shipped on a vertical carrier with the parts packed 
in the right order for assembly and can be delivered within 
14 working days, says Schmitz. Brackets on the body’s 
supporting beams are positioned in line with the chassis it is 
going to be mounted on.

VK.O Dry is certified to European Union load containment 
standard DIN EN 12642 and has been successfully subjected 
to stresses of up to 4G at Schmitz’s in-house test centre.

“Schmitz Cargobull has plenty of products that can be used 
for long-haul distribution, but, up until now, we haven’t had 
something that can be used for last-mile delivery,” says 
Schmitz Cargobull Van Bodies chief executive officer Guido 
Schoepker. “We’ve introduced it because we know that we’ve 
got to provide a whole range of transport solutions.”

Schmitz refrigerated bodies starting at 6m long for heavy 
trucks grossing at 12 tonnes and upwards are already 
assembled in the UK by West Midlands body builder Bevan. 
They employ Ferroplast panels with a polyurethane foam 
core and steel inner and outer skins.

The German manufacturer has as yet made no mention of 
plans to expand its light commercial line-up further with the 
introduction of tippers, dropsides and fridge boxes. 

European truck trailer market leader with 25% of all sales, 
Schmitz built more than 61,000 trailers in 2017/18 and aims 
to boost output to 67,000 in 2018/19.

It has recently introduced new products and re-engineered 
existing ones and is busy developing its telematics system. 
The system is primarily designed for trailers, but could be 
applied to some of Schmitz’s larger rigid bodies.

At its heart is a new piece of onboard hardware known as 
the CTU-3 which keeps tabs on all of the body’s functions 
including the refrigeration unit, where applicable. The new 
TrailerConnect Portal 2.0 allows the data it records to be 
viewed remotely online, the fridge unit’s temperature to be 
set and the body’s doors locked and unlocked remotely. 

Schmitz has also introduced an app for drivers under the 
beSmart banner which allows them to control the fridge unit 
and door-locking mechanism themselves. 

Trailer market leader enters the last-mile fray
Schmitz Cargobull launches an easy-to-assemble lightweight dry freight box body kit

News
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“Up until now we haven’t had something 
that can be used for last-mile delivery”
Guido Schoepker, Schmitz Cargobull

7,500
kits can be produced annually 

at the Berlin plant

Well kitted out – the VK.O Dry can be 

assembled in as little as 80 minutes
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By Stephen Briers

HL has implemented a number of initiatives as 
part of its ‘Mission 2050: zero emissions’ 
strategy. The mail and logistics business has 
set a number of challenging targets as it builds 
towards its end objective of eliminating all 
logistics-related emissions.

However, DHL, which operates a fleet of 
15,000 vehicles in the UK, also recognises that any projects 
have to deliver on core business objectives.

Phil Roe, managing director, network logistics and trans-
port, DHL Supply Chain UK and Ireland, said the company 
faces a number of challenges, including rising expectations 
of service, communities that are increasingly city-based, 
improving environmental performance and collaborative 
efficiencies that reduce lead times and increase the 
frequency of delivery.

“These are things that increase cost, not reduce it,” Roe 
told the annual Microlise conference. “Our response is to 
develop new IT capability.”

Roe outlined three projects that DHL had successfully 
trialled, one of which it is making commercially available 
to other fleet operators.

The first, Connected TMS (Transport Management 
System), is a digital network that connects DHL to its sub-
contracted partners and customers in a seamless service 
to enable them to utilise DHL’s network. It allows DHL to 
optimise its routes, with dynamic, real-time information 
and status updates, track journeys, and is scalable. 

By managing all the transport data in one place, DHL can 
access greater insight for customers, which improves fore-
casting and planning.

“It’s efficient planning to optimise cost and reduces empty 
miles and CO2,” said Roe.

DHL’s second initiative will see it focus on introducing 
electric vehicles, range extenders and hydrogen vehicles 

to its fleet. It is already working with Ford on the plug-in 
Transit and with Cadent on heavy-end trucks, typically  
30 tonnes-plus, where CNG and LNG are seen as the best 
solutions.

As part of the plan, DHL wants to operate 70% of its own 
first- and last-mile services with clean pick-up and delivery 
solutions, such as bicycles and electric vehicles, by 2025.

However, it recognises that diesel will continue to play a 
dominant role on the fleet for the foreseeable future. 

To that end, DHL has been working on its third initiative 
with Don Bur to create a solar transport solution that 
reduces emissions and fuel spend to make its fleet greener, 
more cost-efficient and urban-friendly.

‘Trailar’ is a two-millimetre thick solar mat that is fitted 
to the vehicle roof and connects to the vehicle battery or 
other on-board batteries. 

The solar energy generated is used to power different 
on-board activities such as tail-lifts, reducing overall fuel 
consumption.

“It means a trailer can be self-sufficient or it could 
contribute to a fridge unit running,” said Roe. “It could also 
be used for electric vehicles. It cuts CO2 emissions, fuel use 
and service, maintenance and repair costs by reducing the 
electrical load.”

Trailar can be integrated into both trailers and rigid vehi-
cles. During independent trials at Millbrook Proving 
Ground, fuel savings of up to 5.2% were achieved.

DHL has been running the solar panels for the past six 
months. They can be fitted to rigid vehicles in less than six 
hours (Roe claimed fuel savings of 4-8% during the trial) 
and to a trailer with tail-lift in less than 12 hours (with fuel 
savings of 2-4%). 

“Ultimately, we need fewer, cleaner and quieter vehicles 
on UK roads,” said Roe. “This can be achieved while also 
helping customers reduce their transport costs. That’s why 
we’re committed to developing new sustainable transport 
solutions that can be rolled out across all supply chains for 
the benefit of the environment, the public and our 
customers.”

DHL Supply Chain is actively integrating Trailar across its 
own and customer UK fleets in the first instance and will 
begin selling the product to third parties from 2019. 
Although Roe declined to reveal prices, he said fleets would 
achieve return on investment within a year.

DHL solar panels will save fuel and reduce CO2 
Panels are one of three zero emissions initiatives being explored by mail and logistics business

News

D
“It (solar energy) could also 
be used for electric vehicles. 
It cuts CO2 emissions, fuel 
use and SMR by reducing 
the electrical load”
Phil Roe, DHL Supply Chain UK and Ireland

5.2%
fuel savings achieved from 
solar energy in independent 

trials at Millbrook

DHL has been  
trialling solar panels  

for the past six months 
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By Andrew Ryan
ife has never been more stressful for many people, 
with factors such as work pressures and societal 
expectations having a negative effect on their 
mental health.

This can lead to tragic events, particularly among 
men. The biggest killer of men aged under 45 is 
suicide – a demographic that “probably describes 

about 80% of the van and truck drivers in the UK”, said Mark 
Cartwright, head of vans at the Freight Transport Association 
(FTA).

“Like all human beings, drivers are affected by all the pres-
sures and stresses they are exposed to in their job and this 
influences the way they are driving,” he added.

“These factors will impact their attitude to risk and it will 
impact on their own health and self-esteem.

“Most of our drivers will spend a fair bit of time on their 
own. They are probably working under pressure with dead-
lines, whether it is a project they are working on, parcels that 
are being delivered, or timed deliveries etc.

“They are often working long – but legal – hours with 
fatigue potentially an issue. The UK road network isn’t exactly 
the least stressful environment to be in, with delays, conges-
tions, and potholes, and perhaps that’s a perfect storm for 
well-being issues.”

Mental health and well-being is increasingly becoming a 
focus for many organisations, with several speakers at the 

 News insight: FTA Van Excellence conference 

L

FTA’s Van Excellence briefings tackling the subject. Here we 
look at some of the issues raised and advice given at the 
events.

Mental health
Suicide is the biggest killer of UK men aged under 45. It is 
also the biggest killer of under-40s, under-35s, under-30s 
and under-25s.

“When you start to drill this down into actual numbers, it 
equates to a man in the UK taking his own life every two 
hours. That’s 12 a day, 84 a week – shocking statistics,” said 
Andrew Brown, director of corporate partnerships at charity 
CALM (Campaign Against Living Miserably).

Employees’ mental health also has further implications for 
fleet managers, as men who are suffering with depression 
are more likely to show risk-taking behaviour. 

“If they feel depressed, they go out and drive faster,” said 
Brown.

Men are three times more likely to take their own lives than 
women. Brown said the reasons behind this are complex 
and not completely understood. 

“Everyone has their theory and it is a pretty complex mix 
of circumstances, societal pressures and personal make-up 
as well that gets you to a point where you might become one 
of those statistics,” he said.

Research has also found that more than 40% of men under 
45 have considered taking their own life, but fewer than half 
told anyone how they felt.

This may be because men are also far less likely to talk 
about their emotions than women, which means they are 
less likely to seek help.

Brown said that to address this in the workplace, compa-
nies should build a positive culture where people – both men 
and women – are comfortable talking about their emotions, 
and where colleagues can ask how they are feeling without 
feeling like they are being critical in some way.

“You have to get people thinking that they can talk about 
mental health, that they can open up because it is normal to 

20%
of crashes on major UK  

 roads are sleep-related

Spotting mental health issues early can 
provide a key to improved driver safety
Opening up about a problem is difficult, especially for men, but the awkwardness may be worth it

RECOGNISING THE WARNING SIGNS 

Colleagues and managers have a key 
role to play in identifying whether 
people are suffering from mental 
health issues.

Signs that someone is having a 
problem could be that something about 
the way they behave around people or 
carry out their job has changed.

“Are they doing more work? Are they 
doing less? A change in how they are 
could be a sign that something isn’t 
right,” said Andy Price, director of 
Fleet Safety Management.

“If you see a friend or a colleague 
who you think may be suffering from 
something, ask them how they are.

“It may be that everything is all right, 
and that’s the answer you get, but 
unless you ask, you are never going to 
know. Asking that simple question can 
be the first step to helping them get 
the right support.

“It clearly helps if your organisation 
has got an infrastructure in place to 

deal with mental health issues such as 
confidential employee helplines or 
trained managers.

“If your organisation hasn’t got that, 
don’t let that stop you talking to a 
manager if you see a change in 
someone’s behaviour.

“It may be a little bit awkward, it may 
be a little bit uncomfortable, but it can 
be the first step to getting that person 
some help and support.”

Another indicator that there could be 
a problem could be a change in their 
driving behaviour, said Price.

“If you’ve got telematics in your 
vehicles and you can see a change in 
the number of exceptions, or a trend 
going back to a certain date, that could 
be a great way to spot that someone is 
having a problem,” he added.

“If you do post-incident reviews,  
you could be looking for mental health 
conditions that have contributed to that 
person having a crash.”

“The UK road 
network isn’t exactly 
the least stressful 
environment to be 

in, with delays, congestions,  
and potholes”
Mark Cartwright, FTA
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do so,” he added. “We need to try to engage staff in that 
dialogue and educate them in terms of what’s going on so 
they can spot signs in themselves, so they can spot signs in 
others, so they become more practical in terms of informal 
support.

“Where that informal support doesn’t evolve, you have to 
provide practical off-site and on-site support that is available 
for all staff.”

Stress
Stress has a number of negative effects on an employee or 
driver: it can lead to them making bad decisions while behind 
the wheel, as well as damaging their overall health.

“The thing with stress is that it doesn’t matter where it 
comes from, it affects you both inside and outside work,” 
said Andy Neale, director of NFE Group. 

“So although it can cause a problem at work, it may not 
actually be a work-created problem.”

He said the sources of stress can generally be broken 
down into three areas: 
■ Internal influences: “Stuff going on inside our heads, things 
to do, being late for an appointment.”
■ External influences: “Your boss giving you grief, problems 
at home.”
■ Life-threatening danger: “Back in the day we didn’t have 
internal or external influences, it was all about the dangerous 
wild animal that was going to get us. Stress was caused by 
our need to survive.”

Neale told delegates there is a three-step exercise people 
can do to reduce stress.

“First, they should stop whatever action is causing that 
stress, then shift their attention to positive emotions, and 
finally carry out a simple breathing exercise,” he said.

A well-attended FTA Van Excellence 
briefing on how to identify and deal 
with drivers’ mental health issues  

“When related 
to driving, 
fatigue is  
a killer”
Paul Ripley,  

The Driving Doctor

This involves sitting up straight before breathing in for a 
count of five and then breathing out for a count of five. He 
said this should be repeated five times.

Fatigue
Stress, depression and anxiety can contribute to tiredness 
or exhaustion, with research showing that up to 20% of 
crashes on major UK roads are sleep-related.

“When related to driving, fatigue is a killer,” said Paul 
Ripley, founder and CEO of The Driving Doctor. “Sleep-
related crashes are more likely to result in fatalities and 
serious injury.

“If you are falling asleep at the wheel, you have to ask 
yourself: am I fit for purpose? Drivers need to self-evaluate 
and then take responsibility for what they are doing behind 
the wheel.”

He added: “Studies have shown that drivers just don’t fall 
asleep without warning: they start rubbing their eyes, they 
start yawning and things happen around them that they are 
not aware of.

“The only antidote for drowsiness is sleep. Short-term 
tactics like drinking coffee, using air-con, opening the 
windows and playing loud music are ineffective and do not 
work. Your body needs sleep and eventually it overrides your 
brain’s attempts to stay awake.”

Ripley recommended drivers who feel drowsy should pull 
off the road when safe and have a 20-minute ‘power nap’.

He said one way companies can tackle staff driving while 
tired is to draw up a pledge between employers and 
employees in which drivers agree not drive while drowsy.

“Senior management can say this is what we need to do, 
but it needs to get the drivers engaged, and driver engage-
ment is key to making anything work,” added Ripley.
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If you use banksmen to direct vehicles or cranes 
there must be a safe system of work that ensures 
that they, along with the driver, are using standard 
signals that are easily understood, and that the 

driver knows to stop the vehicle immediately if the 
banksman disappears from view.

The signals are detailed in the following 
illustrations.

Banksman signals
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Compliance

regulations
Rules&

QA&
This month, the FTA’s Member Advice Centre 
has been inundated with questions – here 
are a few highlights answered by FTA 
manager of van information Eamonn Brennan

The FTA looks at the latest issues to affect vans and trucks. Here, 
it provides guidance on banksman signals and contraflow systems

We are looking at work 

practices for our truck 

drivers and want to 

ensure all the rules 

surrounding EU drivers’ hours 

are adhered to at all times.

Some of the contracts we 

service leave some of our drivers quite close to their maximum 

working hours and we would like to know if we can collect one of 

our drivers who has run out of working hours. 

What is the legal position if we collect them in a company van or 

one of our passenger cars?

If the driver reaches the end of their maximum 13- or 
15-hour working day, and you take a van or company car 
to pick them up, you would be in contravention of the EU 
drivers’ hours rules. 

The rules state that if a driver is not travelling between their normal 
residence to their normal place of work to collect or leave their 
vehicle, this journey time may not be treated as a rest or a break. 

This means it will be treated as either a period of availability (POA) 
or ‘other work’ and is therefore part of the working day and would 
count towards their duty time. However, you can collect a driver who 
has run out of driving hours only if they still have some additional 
working/duty hours available in which to complete the collection.

A

Q



Do you have an issue that needs resolving?
Get the solution by emailing us at:  
commercialfleet@bauermedia.co.uk 

We recently changed from being a 
sole trader into a partnership. Do 
we need to advise the Traffic 
Commissioner of this change?

 
When the legal entity of a business 
changes, as in your case, from a 
sole trader to a partnership, a new 
operator licence is required from the 

point that the partnership takes over.
An operator licence cannot be transferred, 

but it may be possible the commissioner will 
allow any operating centres to be transferred 
and this may reduce the time taken for 
approval of the new licence. 

If a business is planning to make a change 
that would result in a change to their legal 
entity, due consideration should be taken for 
the time that may be required to obtain a new 
operator licence, if at all possible. 

The Senior Traffic Commissioner has issued 
statutory guidance and directions for ‘Legal 
Entities’ along with many others which can be 
accessed by clicking on the following link:
■ https://www.gov.uk/government/
collections/senior-traffic-commissioners-
statutory-guidance-and-statutory-directions

We have been looking at the DVSA 
enforcement sanction policy and in the 
regulation column there is a reference 
to the legislation which is followed by 

SO and a number. What does this mean?
 

The term SO means statutory offence 
and the number after the letters 
refers to the maximum fine that could 
be levied for that offence. 

There are five such levels: £200, £500, £1,000, 
£2,500 and £5,000. An offence with a fixed 
penalty of £100 with SO-4 shows that this 
offence could be subject to an immediate fixed 
penalty of £100. But, if the perpetrator refused 
the penalty and took the case to court, or the 
stopping officer felt it was too serious a breach 
to offer a fixed penalty, then the final outcome 
could be a fine of up to £2,500, a figure which 
would be determined by the court.

Q Q

A
A

With the holiday season well and 
truly here, it is inevitable that on 
your travels you will come across  
a ‘contraflow’ system somewhere 
on the journey.

So, what does the Highway Code 
say about contraflows?

Rule 290 of the Highway Code 
states that contraflow systems 
mean you may be travelling in a 
narrower lane than normal and 
with no permanent barrier 
between you and oncoming traffic. 
The hard shoulder may be used for 
traffic, but be aware that there may 
be broken down vehicles ahead  
of you. 

Keep a good distance from the 
vehicle ahead and observe any 
temporary speed limits.

Contraflow systems
VERTICAL MOVEMENTS:GENERAL SIGNALS: HORIZONTAL MOVEMENTS:

DANGER:

RAISE: right arm 
points upwards with 
the palm facing 
forward and slowly 
makes a circleSTART: both arms extended 

horizontally with the palms  
facing outwards

STOP: right arm points upwards 
with the palm facing forwards

END: both hands clasped 
at chest height

MOVE FORWARDS: both 
arms bent, palms facing 
inwards, slow movements 
towards the body

MOVE BACKWARDS: both 
arms are bent, palms facing 
downwards, slow 
movements away from body

HORIZONTAL DISTANCE: 
hands indicate the relevant 
distance

RIGHT: right arm 
horizontal, palm facing 
downwards making slow 
movements to the right

LEFT: left arm horizontal, 
palm facing downward 
making slow movements 
to the left

LOWER: right arm 
points downwards 
with the palm facing 
inwards and slowly 
makes a circle

VERTICAL 
DISTANCE: the 
hands indicate the 
relevant distance

DANGER: both 
arms point upwards 
with the palms 
facing forwards



To enter the awards, go to: awards.commercialfleet.org
For more information: email emma.bunce@bauermedia.co.uk or call 01733 395133

Commercial Fleet Event

29TH NOVEMBER 2018, HILTON BIRMINGHAM METROPOLE
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TODAY: entries open. Go to the awards website to 
provide up to 750 words on why you should be 
shortlisted for fleet categories or register interest 
for supplier/manufacturer categories

JULY 31:  Deadline to receive 
your up to 750-word entry 
(fleet categories)

AUGUST 10: Shortlisted fleets 
notified; second stage of online 
entry process opens

Members of the Reflex Vans team happily display the awards they picked up last year. 
Reflex was voted the Supplier of the Year and Best Van/Truck Rental Company of the  
Year. It was also highly commended in the best new service or product category 



C
By Stephen Briers

ommercial Fleet is offering its 
readers a chance to boost their 
business performance, their fame 
and their credibility. How? By entering 
the Commercial Fleet Awards 2018.

Numerous studies have shown the 
positive impacts that winning industry 

awards can have on a business and its employees. 
Even being shortlisted can be beneficial, according 
to studies carried out by awards consultancy 
Boost.

Entries are now open for fleet operators, 
suppliers and van/truck manufacturers – your 
opportunity for recognition both within the fleet 
sector and beyond.

Being shortlisted for a fleet category, for 
example, is about more than a pat on the back for 
the fleet manager; it’s about raising the profile of 

Sponsors
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FLEET AWARDS 
Safety Initiative of the Year

Public Sector Fleet of the Year

Private Sector Fleet of the Year

Best Use of Technology

Cost-saving hero

Clean Air Champion

Transport Manager of the Year

Best Last Mile Solution

Most Improved Commercial Fleet of the Year

Apprentice of the Year

Workshop Manager of the Year

Commercial Fleet Manager of the Year

SUPPLIER AWARDS 
Fleet Customer Partnership Award

Van Leasing Company of the Year

Truck Leasing Company of the Year

Rental Company of the Year

Converter of the Year

Best New Product of the Year 

MANUFACTURER AWARDS 
Small Van of the Year

Medium Van of the Year

Large Panel Van of the Year

Pick-up of the Year

Van Manufacturer of the Year

Truck Safety Innovation of the Year

Truck Manufacturer of the Year

Van of the Year

Truck of the Year

2018 AWARD 
CATEGORIES

AWARDS JUDGES

AUDITOR – Brian Cooper, Ernst & Young
CHAIRMAN – Christopher Macgowan OBE 

FLEET CATEGORIES
Stephen Briers, Commercial Fleet
Mark Cartwright, Freight Transport Association
Phil Clifford, Fleet News Hall of Fame

MANUFACTURER CATEGORIES
Stephen Briers, Commercial Fleet
Simon Harris, automotive journalist 
Andy Picton, Glass’s 
Ken Brown, Cap HPI 
Lorna McAtear, Royal Mail 
Steve Winter, Centrica 
Mark Lovett, LeasePlan 
Mark Karkeek, South West Water 

SUPPLIER CATEGORIES
Stephen Briers, Commercial Fleet
Dale Eynon, Environment Agency 
Simon Gray, SSE
Rory Morgan, Iron Mountain 
Steve Duffy, Network Rail 
Cliff Lewis, Interserve 
Ellie Barnes, E.On 

the company brand with customers and potential 
customers. Organisations who take their van and 
truck fleets’ safety and environmental obligations 
seriously are ideally placed to win business – 
these things really matter to consumers.

Previous award winners say it has helped them 
to acquire new talent, raise their brand profile and 
improve client relationships.

To help, we will commit to publicising all 
shortlisted companies prior to the awards evening 
and promoting the winners after the event.

We recognise that the number one reason for 
not entering awards is the fact it can be too time 
consuming. So, for the fleet categories, we have 
changed the process. 

To begin with, we simply need you to tell us in 
up to 750 words why you believe you should be 
shortlisted.

This could include information about initiatives 
you have introduced, improvements you have 
made or simply your continued success in running 
an efficient, safe fleet of vans and/or trucks.

The judging panel will deliberate and select the 
best to go through to the shortlisting phase. Only 
then, once you have been confirmed as a 2018 
finalists, will we need you to complete an entry 
form giving the judges more detail about your 
fleet operations.

We believe the Commercial Fleet Awards has 
the outstanding credentials you need to make 
entering worthwhile. 

Finally, we will also give feedback after the 
awards evening to all unsuccessful companies – 
those who were shortlisted but didn’t win and 
those who did not make the shortlist – to help you 
in future applications.

6BENEFITS 
OF ENTERING 
AWARDS 

1. Improved financial performance 

2. Personal recognition; career-enhancing

3. Greater increase in sales compared 

 with competitors

4. A rise in employee engagement 

5. Positive press coverage

6. Increased customer awareness

SEPTEMBER 30: 
Entry deadline for 
all categories

OCTOBER 17, 23-24:  
Commercial Fleet 
Awards judging days

NOVEMBER 29:  
Commercial Fleet 
Awards ceremony
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Fleet spotlight: R&B Star

Safety has been a priority at family-owned R&B Star for three generations, says Andrew Robertson. 
He puts drivers first when it comes to policy and has invested in FORS to underline his commitment

By John Maslen

ompany culture can be an important 
factor that determines how a fleet and 
its drivers are managed.

If safety comes second to hitting 
sales targets among senior manage-
ment, this can be reflected in a poor 
accident record that can prove costly 

when it comes to reviewing annual profits.
At R&B Star, running a safe and efficient fleet 

has been a management priority since the elec-
trical wholesaler was formed in 1961.

Through three generations of the Robertson 
family, the business has steadily grown and now 
has a turnover of £16.5 million, serving customers 
from three distribution centres in and around 
London. 

Current managing director Andrew Robertson 
says: “The business was started with £250 by my 
grandfather and his business partner.

“As the business grew, we took on more staff 
and, given it is a family business, it is built on a 
philosophy of treating staff in the way you would 
want to be treated yourself.”

This includes keeping drivers safe on the road, 
which, Robertson says, was a personal commit-
ment of his father Bob as he built the company.

C
Robertson adds: “My father drove vans when he 

first worked with my grandfather, learning the 
business from dispatch upwards.

“He was very clear that the van is a driver’s 
office and workspace. If employees are going to 
be sitting in a van all day, it is never a saving to 
scrimp on a van and then expect to get the best 
from a driver.”

The company operates a fleet made up mainly 
of Ford Transits, which provide the best balance 
of cost-efficiency and payload for the business, he 
says. Carrying capacity has been a factor in 
moving away from another manufacturer after a 
new model had a reduced payload compared to 
the outgoing variant.

As the business has tens of thousands of items 
in stock, van bulkheads have been modified to 
take longer items, meaning the variety of stock 
that can be carried in vehicles is extensive.

The commitment to driver comfort and safety is 
evident when the company specifies its vehicles.

R&B Star recently added two new Ford Transits 
to its fleet, taking the total fleet to 13, with each 
one specified with auto stop/start, built-in sat-nav, 
reversing cameras and air conditioning.

However, the high level of specification isn’t just 
driven by a commitment to driver welfare. An 

“If employees are going to be sitting in a van all  
day, it is never a saving to scrimp on a van and  
then expect to get the best from a driver” 
Andrew Robertson, R&B Star

increasing number of the company’s contracts 
include clauses relating to vehicle condition and 
specification, especially when site access is 
required.

R&B Star has had supply arrangements with 
some of the country’s biggest industrial contracts, 
including construction of the Thames Tideway 
tunnel and the new Crossrail railway line serving 
London.

To meet contractual commitments, vans are 
also fitted with LED loading lights, reversing 
alarms, amber flashing roof bars and additional 
safety lights for on-site visibility.

R&B Star has also achieved Fleet Operator 
Recognition Scheme (FORS) Silver accreditation, 
which is another critical element of some 
contracts as customers extend their safety focus 
to third-party suppliers.

FORS Silver requirements include proof of 
effective driver licence verification systems, while 
vehicles weighing more than 3.5 tonnes need to 
be equipped with a left turn audible warning 
system and blind spot minimisation devices.

The FORS scheme, which encompasses safety, 
fuel efficiency, vehicle emissions and improved 
operations, fits well with the company’s values 
and is something everyone at R&B Star is 
committed to, Robertson adds.

The fleet is run by operations director Glenn 
Robertson, Andrew’s cousin, who says: “FORS 
Silver demonstrates our commitment to good 
practice and enables us to support our customers 
on important projects. FORS has helped our 
approach to fleet management, staff develop-
ment and given us access to relevant training. We 
are now working towards FORS Gold.” 

Andrew Robertson adds: “Contract require-
ments are driving up standards. Those 
prepared to invest in it gain a competi-
tive advantage, as other wholesalers 

‘Safety gives us a 
competitive advantage’
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MD Andrew Robertson is the 
third generation of his family 

to run the business

Fleet size: 13 vans; five cars
Brands: Ford, Toyota
Funding: Outright purchase
Replacement cycle:  
Four years/150,000 miles

Factfile



Fleet spotlight: R&B Star
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are not prepared to make the invest-
ment to qualify for contracts.

“It is not HGV level, but it is good to 
show our staff we really care about them and 
when it comes to safety, you can never go far 
enough.”

Drivers have taken part in the FORS Van Smart 
Training programme, which is endorsed by the 
Driver and Vehicle Standards Agency and aims to 
create long-term behaviour changes by bringing 
about professionalism among drivers. 

It follows research which found that vans 
account for 80% of all road freight mileage in 
London, with 10% of road traffic incidents involving 
a van, of which 11% result in a serious injury or 
fatality.

Elements of the scheme include a driver hand-
book, toolkit for managers, toolbox talks and 
safety-focused posters.

The programme has helped drivers gain a new 
perspective too, with R&B Star employees cycling 
around London as part of their training to under-
stand the views of other road users.

Andrew Robertson says: “It makes you proud 
that the drivers were doing things properly and 
taking the safety of other road users seriously.”

The safety-first approach at R&B Star begins 
with recruitment, as interviews are focused on 
ensuring drivers are right for the role.

“We have had a couple of years where there 
have been virtually no claims,” Robertson says. 
“That was down to the fleet manager spending 
time and making sure we had the right drivers. 
We are careful with recruitment and if drivers 
struggle with the challenges of professional 
driving, we will look at other potential roles that 
aren’t road-based.

 “We have had a couple of drivers taken out of 
vehicles because they didn’t understand that 
driving is a specialist skill.

“We also operate with one employee to one van, 
as we like drivers to take ownership of the vehicle. 
They are proud of their vehicles and tend to look 
after them.”

There is a focus on peer-to-peer training to 
share best practice, but although drivers are 
trusted, the business recognises the potential 

Still a long journey to electric avenue for R&B Star
A specialist electrical company would seem the 
perfect candidate for a shift to electric vehicles, 
but business realities currently prevent change.

R&B Star needs to maximise payload and range 
in its vehicles to meet customer delivery 
requirements for its thousands of product lines, 
which are delivered to locations including the 
south coast.

To date, there are no suitable alternatives to 
diesel engines, managing director Andrew 
Robertson says, although the company has looked 
at fuel-efficient choices for its company car fleet.

The car fleet has dwindled as drivers have taken 
the cash option, mainly because of rising benefit-
in-kind tax bills, while the remaining five vehicles 
are Toyota and Lexus hybrids.

Robertson adds: “We already have solar panels 
on the roof of our building and, being an electrical 
wholesaler, when EVs become viable for 
commercial delivery fleets it would make sense  
to put in charging points.

“We are waiting for a major manufacturer to 
bring in something tried and tested that doesn’t 
affect the payload we require.”

benefits of new technology and was one of the 
first to introduce telematics in the 1990s.

Andrew Robertson says: “People thought we 
were crazy but being able to tell customers where 
vehicles were was valuable and it took distraction 
away from drivers as we didn’t have to call them 
to identify their location.”

With a focus on constant innovation, the 
company is experimenting with dashboard 
cameras and is looking at a fleet management 
system that can automate routing and sched-
uling, although Robertson is careful to ensure 
employees are comfortable with planned changes 
and gets them used to ideas before moving 
forward.

This includes the introduction of in-van weighing 
equipment (it already has a depot-based system), 
as drivers contend their experience is enough to 
know if a van is reaching capacity.

Drivers are also urged to report any defects 
immediately, as this can have a direct impact on 
their ability to deliver products to customer sites.

Andrew Robertson says: “With these contracts, 
if something goes wrong with the vehicle, then 
they won’t let you on site. I have a driver whose 
flashing lights stopped working on the way to a 
delivery and they turned him away. So, we are 
clear with drivers that if something goes wrong 
you need to tell us straight away.”

One challenge of maintaining such a focus on 

high standards of training can be agency drivers, 
who may only be with the business for a short 
time, but Andrew Robertson believes it is a cost 
that the business just has to accept, adding: “It can 
be difficult with agency drivers. There is a lot of 
online training and it takes them half a day to do 
the online training and half a day to do the online 
assessment.

”Overall, the investment in safety is value for 
money, especially when we see the focus on 
training and driver development leading to lower 
accidents and vehicle downtime.”

The fleet consists of light commercial vehicles 
but has previously looked at the potential savings 
from upgrading to 7.5-tonne trucks.

This was particularly useful for large contracts, 
such as during the building of the new Wembley 
stadium.

However, the decision was taken to remove the 
lorry from the fleet, as the level of use did not 
justify the administration and training involved 
with operating a larger vehicle which required an 
O-licence.

In addition to the Ford Transits, the business has 
a small number of Toyota Hiace vans which are 
used as pool vehicles for urgent deliveries.

They provide the best balance between a car 

“FORS Silver demonstrates 
our commitment to good 
practice and enables us 

to support our customers 
on important projects” 

Glenn Robertson, R&B Star
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and a van if they are used by a member of staff 
who is not experienced in driving a commercial 
vehicle, although these are being phased out as 
ongoing contracts tend to make delivery require-
ments more predictable.

Vehicles are typically bought outright through a 
hire purchase arrangement, and are run for four 
years or 150,000 miles, which means that disposal 
strategies can be decided by the business.

This allows for innovations that might not be 
possible in a larger company.

During a fundraising campaign for muscular 
dystrophy the fleet played a central role.

Historically, the business sold de-fleeted vans 
direct to a dealer, but a member of staff, who was 
part of a team from the business climbing Mount 
Kilimanjaro in Tanzania to raise funds for the 
charity, asked to take over the sales process, 
suggesting they could get a better price, in return 
for half the improved revenue being handed to the 
charity.

Andrew Robertson, who suffers from the 
genetic muscle-wasting condition and uses a 
wheelchair, says: “With the dealer, we would 
come away with a reduced price, but it was 
straightforward.

“With direct sale, we raised thousands of 

More commercial fleet profiles at: 
commercialfleet.org/fleet-profilesOnline

pounds extra from just a few vehicles. You do have 
to be careful because it isn’t wholesaling, so there 
is a focus on ensuring the vans are in good shape. 
You have to be careful to be honest and upfront 
about any issues.”

Sales were achieved either through direct 
contact from other local fleet operators who were 
looking for a van from a trusted source, or via 
sales sites including eBay.

The fundraising climb brought together staff 
throughout the company which employs more 
than 70 people.

Other community events include an annual 
black tie dinner, which raises money for muscular 
dystrophy, one of 10 charities the business 
supports, but also recognises the best drivers in 
the business.

A combination of factors is used to identify 
winners, including safety reports based on vehicle 
tracking data along with broader elements, such 
as employees going above and beyond the call of 
duty to help the business when issues occur.

The awards reflect the community spirit at R&B 
Star, with other events including an annual karting 
race. It also hosts regular networking meetings 
between suppliers, so they can potentially find 
new business opportunities.

Robertson says: “It doesn’t directly benefit our 
business, but it supports our suppliers and that 
means they can continue to support us.”

This includes its vehicle livery supplier, Sean 
Broad, who started out being mentored and 
assisted by the Prince’s Trust, when Andrew’s 
father, company chairman Bob Robertson, was a 
volunteer business mentor. 

The Prince’s Trust is a charity that through 
education and training assists young people aged 
11 to 30 to find or prepare themselves for employ-
ment.

Broad went on to create his own business, 
BroadSigns, and still provides R&B Star with its 
livery.

He has been profiled on the R&B Star website 
with a story about the value of vehicle livery when 
promoting a business.

Andrew Robertson adds: “It makes sense to 
support businesses that support you, so you 
know they are stable. It’s like an extended family.”

Fleet boss and operations 
director Glenn Robertson (left) 
with cousin Andrew who runs 

the company
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IN THE GREEN CORNER: 
DAF ECOCHAMPS
Collaboration of 26 partners now at an end, but Daf 
Trucks feels elements of project have been a success

By Tim Blakemore

ix years ago, European makers of big trucks 
and buses were split. The cause of the schism 
was EU regulation 595/2009, better known as 
the Euro VI exhaust emissions legislation for 
trucks and buses. 

Euro VI came into force for newly type-
approved vehicles on December 31, 2012, and 

a year later for all new registrations. Some manufacturers, 
notably Daimler and Scania, were keen to get their new 
Euro VI diesel engines out into the market as soon as 
possible, ahead of the legislative deadlines. Others deliber-
ately held back for as long as they could. 

At the time, then marketing director at the top-selling 
truck-maker in the UK, Daf Trucks, Tony Pain cheerfully 
admitted: “We will be as late as anyone with Euro VI. We 
don’t feel the pressure to launch early. In fact, the pressure 
is in the reverse direction, to use Euro V engines for as long 
as possible so we help mitigate the effects of the recession 
by not adding unnecessary costs.”

Fast forward to today and there seems to be a similar 
stark contrast between truck-maker approaches to new 
technology, this time over the introduction of all-electric 
drivelines to replace diesel engines. 

And, again, Daf Trucks appears in less of a rush than 
some others, such as Daimler and Volvo, to unveil battery-
powered vehicles. Daf Trucks product development 
director and chief engineer Ron Borsboom is unapologetic. 

“Innovation for innovation’s sake has never been an objec-
tive,” he says. “The overriding priority for any development 
is to provide value to our customers. Our approach is to 

Manufacturer spotlight: DAF Eurochamps

S
“Our approach 

is to 
thoroughly 

prove our new 
developments 
before launch”  

Ron Borsboom,  
Daf Trucks

The Ecochamps name and other eco-friendly  
messages feature prominently on Daf XF trucks

thoroughly prove our new developments before launch and 
to introduce them when the market is ready. That customer-
focused strategy continues with electric and hybrid trucks, 
which will become alternatives for transport operators 
delivering into urban areas. 

“Zero emissions and low noise levels are likely to be 
demanded in the future as cities announce their intentions 
for zero emission zones. This would create a need for our 
customers to have the right solutions.”

But it would be a mistake to conclude from this that Daf 
is being left behind by rivals in the development of alterna-
tives to traditional diesel engine drivelines. 

As if to underline the point, albeit discreetly, among the 
extensive line-up of Daf Trucks old and new on display as 
part of the Paccar company’s 90th anniversary celebra-
tions at its Netherlands test track was an ordinary-looking, 
white XF two-axle tractor. The first clue to the fact that its 
driveline is anything but ordinary comes from the 
‘Ecochamps’ logo on its doors.

This XF’s 446PS, 11-litre, MX-11 Euro VI diesel engine 
drives not through any conventional transmission, but via a 
small 90kW ZF electric motor which is powered, when the 
diesel engine switches itself off, by a 17.5kW/h lithium ion 
battery pack from Samsung. 

In other words, it has a parallel hybrid (diesel/electric) 
driveline of the type which has become increasingly familiar 
in cars and buses. But it has failed so far to catch on in 
heavy trucks, mainly because of the associated high kerb 
weight and initial cost penalties. 

Daf is no stranger to hybrid drivelines of this sort. Its 
lightweight LF truck range, with gross weights from six-to- 
12 tonnes, had the option of a parallel hybrid driveline added 
about eight years ago. But scarcely any operator could be 
found who was prepared to pay the high asking price. 
Production soon ended. 

Then, in 2012, Daf joined two other truck-makers, Iveco and 
Volvo Group, as well as 10 big component suppliers (including 
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The aim was to seek ways to make hybrid and electric 
powertrains more efficient, compact, lightweight, robust, 
and, above all, closer to being commercially viable.

Can the project be judged successful? The answer from 
Daf, at least, would seem to be a qualified “yes”. One specific 
Daf target was a 20% improvement in overall powertrain 
efficiency compared with “best-in-class vehicles of 2014”. 
This is said to have been achieved, helped greatly by a waste 
heat recovery system from Bosch.

Another target was a 5% powertrain weight reduction by 
comparison with the Convenient truck. 

That, too, is said to have been achieved, though this seems 
unlikely to please weight-conscious truck operators as the 
hybrid driveline kit in the Ecochamps XF is understood still 
to add a hefty 500kg to the truck’s normal kerb weight.

On the crucial question of cost, Daf admits that the target 
of a maximum 10% increase over a conventional diesel-
engined XF still has not been met. The story may be slightly 
different with the light commercial vehicle and city-bus 
hybrid drivelines developed in the Ecochamps project by 
Iveco and MAN respectively. 

Unfortunately, their detailed conclusions have yet to be 
published and remain, frustratingly, in the section of the 
Ecochamps project deemed confidential to the participants.

Undeterred, Daf’s Borsboom evidently is determined to 
press on with hybrid driveline development even though 
the Ecochamps project is now complete. He promises that 
more will be revealed on the Daf stand at the huge 
Hannover commercial vehicles show in September.

ZF, Continental, Meritor and SKF) and a network of nine 
European research centres and universities in the EU-funded 
COnVENienT truck project. The painfully contrived acronym 
stands for Complete Vehicle Energy-saving Technologies for 
heavy trucks. The €16.6 million (£14.6m) project, focused 
again on hybrid drivelines, ended in 2015. 

One conclusion drawn from it by Borsboom and his 
colleagues at Daf is that there definitely is still potential for 
what he describes as “the best of both worlds”, meaning 
an ultra-efficient, ultra-clean diesel engine for long-haul 
truck operations, coupled in the same vehicle with an 
emissions-free electric motor for urban operation.

Small wonder then that when the European Commission 
(EC) came calling three years ago with plans for another 
hybrid driveline research project, Daf was keen to participate. 

So keen, in fact, that the Ecochamps (European Compet-
itiveness in Commercial Hybrid and Automotive Power-
trains) project, with €21.1m (£18.6m) of EU funding in its 
€28.m (£25.1m) total budget, has been co-ordinated by Daf 
until its conclusion in May.

The 26 partners in the Ecochamps consortium include 
Daimler, Iveco, MAN, Renault Groupe, Bosch, Samsung, 
Ricardo and, significantly, Johnson Matthey Battery Systems 
(JMBS). This was a UK-based division of the huge Johnson 
Matthey group until it was bought by diesel engine manufac-
turer Cummins early this year in one of the clearest signs 
yet of how electric and diesel/electric drivelines are increas-
ingly seen as the future, even for heavy trucks.

“EC support for the Ecochamps project has produced a 
great opportunity to bring together a diverse pan-European 
consortium of complementary partners to work together, 
to define the technology requirements and challenges for 
the future next-generation electrified powertrain and 
energy storage systems,” says Allan Patterson, chief elec-
trochemist at JMBS. 

“The collaboration allows for the consideration of the impli-
cation for cost versus performance and to develop and 
deliver technology trying to address them, where the light 
duty automotive PHEV (plug-in hybrid electric vehicle) area 
is of particularly strong interest for JMBS as a tier 1 supplier.”

Specified main objectives of the Ecochamps project are: 
■ A modular framework recommending standards for 
electric hybrid drivetrain components and auxiliaries for 
commercial vehicles.
■ A set of electric hybrid components for hybrid powertrains.
■ Optimised drivelines for the selected vehicle classes.
■ To demonstrate key innovations in two light duty and 
three heavier commercial vehicles.
■ To assess the technology development in terms of effi-
ciency, cost effectiveness, weight and volume. 

£25.1m
total budget for the  

COnVENienT truck project

20%
improvement in overall 

powertrain efficiency has 
been achieved

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

case-studies
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Innovations – medium duty commercial demonstrator
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Prepare to be a 
mobility architect

A revolution in corporate 
travel is turning 
traditional business 
models on their head.

Rather than solutions 
being focused around 

transport providers, the Mobility as a 
Service (MaaS) concept designs 
solutions around users, including 
business customers. 

This means, for example, that buses 
collect passengers where they wish to 
be collected and deliver them where 
they want to go, when they want to go, 
rather than operate within the confines 
of fixed stops and timetables. 

The same convenience is being 
applied to ride-hailing services like 
Uber, e-bike hire and car pooling, to 
offer alternatives to private car travel.

Piia Karjalainen, senior manager, 
MaaS Alliance, says: “If you are making 
in-house mobility planning decisions, 
you should seriously consider MaaS  
as one of the solutions.” 
n Piia Karjaleinen will be speaking at 

Fleet Live on 10 October

Put a cap on 
your fuel costs

As pump prices 
continue to surge, the 
pressure intensifies on 
fleet managers to 
control and cut costs. 

Armed with robust 
data and a coherent plan, fleets can 
typically save more than 15% from the 
fuel bills by accurately reimbursing 
drivers only for business miles, 
encouraging them to refuel at cheaper 
filling stations, eliminating mileage 
claims abuse and gamifying better 
driving techniques, says Paul Hollick, 
ICFM chairman and managing director 
of fuel management specialist TMC. 

“Most businesses budget for fuel 
based on last year’s spend plus 2% or 
3%, so as soon as the pump prices 
rise, a lot of fleets will be over budget. 
This means managers will be under 
pressure to reduce the miles travelled. 
But that’s not the right way to go, they 
need to look for different, smarter 
ways to manage their costs,” he says. 
n Paul Hollick will be speaking at 

Fleet Live on 10 October

1 2
Expert speakers will 
address issues central  
to successful fleet 
management at Fleet Live 
2018, the unmissable 
event for those involved  
in fleet decision making
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Get data protection 
right for GDPR 

If you believe alarmist 
internet stories, then the 
The Information 
Commissioner’s Office 
was poised to pounce 
on any business failing 

in its data protection responsibilities 
from the May 25, with the power to 
impose massive fines. 

Six weeks after the introduction  
of the General Data Protection 
Regulation, there does not appear to 
have been any penalties issued, but 
GDPR remains a serious consideration 
for departments such as fleet, which 
hold significant volumes of personal 
data about employees.

“The regulation requires businesses 
to tell individuals a lot more about 
what they do with their data, the 
reasons they hold it, the justifications 
for holding that information, and that is 
all part of the transparency principle to 
the GDPR,” says solicitor Christine 
Jackson, partner at Wright Hassall. 
n Christine Jackson will be speaking 

at Fleet Live on 9 October

Enhance safety  
of your fleet

Silver bullet solutions 
are hugely tempting for 
any fleet operator tasked 
with reducing the 
accident frequency of 
their drivers, but the 

difficult truth is that isolated 
interventions rarely work in practice, 
according to risk management 
specialist Andy Price, managing 
director of Fleet Safety Management. 

He advises that fleets need to adopt a 
proven risk management process to 
achieve sustainable improvements in 
their accident records, rather than 
investing in one-off initiative.

A comprehensive risk management 
strategy demands effective safe driving 
policies that dovetail with operational 
practices, to ensure “that employees 
are working in an environment in 
which they can, should they choose to 
do so, drive safely”, says Price.

Find out more about how to create a 
safe driving culture at Fleet Live.
n Andy Price will be speaking at 

Fleet Live on 9 October

Discover new 
companies
The world of fleet constantly demands 
new products and services to contend 
with developing scenarios. 

Nowhere is this more apparent than 
the development of connected and 
autonomous vehicle systems, an area 
of focus for Irdeto. 

The company is a new exhibitor at 
Fleet Live, but has two decades of 
experience in developing software 
protection systems. 

Its Cloakware for Connected 
Transport solutions help fleet 
operators protect their vehicles against 
cybercriminal threats. 

Niels Haverkorn, general manager, 
Connected Transport, Irdeto says: “The 
more fleet and heavy vehicle operators 
rely on connectivity, the more 
vulnerable they become to 
cyberattacks and this makes the fleet 
sector a key audience for Irdeto as we 
work with partners and customers to 
protect the industry against 
cybersecurity threats.”
n Irdeto will be demonstrating 

Cloakware solutions at Fleet Live

3 4 5
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PICK A CARD, ANY CARD? 
CHOOSING WISELY IS 
NO CONJURING TRICK
Consider the four Cs – control, convenience, cost and credit – when weighing  
up which fuel card best marries up with the requirements of your business

By Matt de Prez

uel is a major and unavoidable cost for any 
business operating a fleet of vehicles and fuel 
cards offer the simplest and most cost-effective 
way of buying it.

Choosing a fuel card isn’t without its chal-
lenges, though, as there are many providers, 
different types of card and a wide array of offers.

Fleet operators turn to fuel cards to save them time and 
money, whether that’s from competitive pricing, fewer 
dead miles, fraud prevention or tools and services to 
reduce the amount of time they spend on admin.

Fuel makes up a large percentage of many companies’ 
costs so having something straightforward to use that 
helps manage that cost is a huge benefit to businesses. 
This is particularly true at the moment when fuel prices 
are so volatile. 

Minimising this volatility allows businesses to plan ahead 
and manage their cashflow effectively.

The main players in the fuel card market include the big 
oil companies BP, Esso and Shell plus Keyfuels and Allstar, 
part of the Fleetcor Group. 

Smaller firms also offer fuel cards and a number of 
organisations, including leasing companies have rebranded 
cards as part of their package.

Before choosing a fuel card, it’s important to work out 
what you want from it. 

Fuel cards can simply be debit cards, allowing drivers to 
pay for fuel anywhere in the country. 

Insight: Fuel cards

F

“Obviously, the more control 
and accountability you have, 
the more secure your  
business will be” 
Paul Holland, Fleetcor

6,267
number of forecourts 

Watson Fuels cardholders 
have access to

They can also be sophisticated tools that provide valuable 
fleet data and offer discounted prices.

Paul Holland, chief operating officer at Fleetcor, says 
there are four key attributes – the four Cs – that fleet 
managers want from a fuel card: control, convenience, 
cost and credit.

“If you’re employing drivers and they are out on the road 
they need the ability to refuel their vehicle. You need to give 
them some controllable means to be able to do that,” he 
says.  “Obviously, the more control and accountability you 
have, the more secure your business will be. We all have 
to manage our risks accordingly.”

By definition, a fuel card can only acquire fuel. In some 
cases it is possible to specify that the card can only draw 
the type of fuel that you want it to. For example, if you 
operate a diesel-only fleet then there is no need to have an 
open fuel card.

A number of cards allow fleet operators to put added 
value products on there as well – such as AdBlue, car wash 
tokens and oil.

Holland says: “One of the critical things we’ve done is to 
develop Control Max. As well as just being able to limit 
drivers to being able to buy fuel, you can have much more 
control over the activity of purchasing on that card. 

“You can control how much that card is used in a day, the 
number of transactions allowed per day, the volume of fuel 
bought and even the days and hours of the week it is used.

“Our customers can build the fuel card capabilities, very 
specific to their fleet profile. This is something that has 
evolved significantly over the past couple of years.”

A key element of any fuel card is that the driver is able 
to use the card wherever they need to.

Fuel cards can be linked to a specific brand of fuel station 
– often accompanied by a discount.

But, if your vehicles operate in areas where that particular 
supplier has poor coverage, they may be unable to refuel 
using their card, costing the business more money.

A number of providers will allow third party site access, 
but often the fleet will pay pump prices if they have not 
negotiated a discount with the fuel card provider.

Andrew Watson, fuel cards director at Watson Fuels, 
says: “Any customer concerned about coverage is probably 
on the wrong product for their needs; our ability to be 
impartial means we tailor the card to the customer. 
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Stuart Wiseman, group fleet manager at Nationwide 
Window Cleaning, said: “We get a weekly price, every 
Friday, and I keep a record of how fuel prices are going and 
I can forecast. When it went up 1.6p per litre I was able to 
forecast the impact of that on our budgets. 

Watson fuels has seen an increase in the number of 
customers fixing their diesel price on fuel cards for 
between six and 24 months to manage risk and 
control budgets. 

“Cost is everything in the commercial fleet 

“From experience, 
the majority of drivers 
have set routes so, once our 
team has established the driv-
er’s individual needs, we’ll then 
determine the most suitable card for 
them. We have access to 6,267 forecourts 
so encourage our customers to use the site 
locator tools we offer and relevant network 
smartphone applications to ensure coverage is 
never an issue. 

“As providers, the onus is on us to create that simplified, 
seamless user experience the customer expects.”

Anglian Water offers drivers a choice of three fuel cards.
Stuart Lightbody, head of fleet, says: “We used to be 

solely with Shell, but we had geographic issues so we 
added BP. Last year, our procurement team decided to add 
a third, so we now have Allstar as a contingency.

“The reality of that is I’ve now got three relationships, 
three invoices and three sets of data, all in different 
formats.”

In addition to convenience, fuel cards can result in 
cheaper costs by negotiating discounts on pump prices. 

Discounts can be done in a variety of ways, but are likely 
to factor in fuel type, fuel volume and fleet size.

Whether you can commit to using one brand of fuel 
station will also have a bearing on how much can be saved.

“BP fuel cards have developed fixed and capped price 
offers whereby customers can fix or cap a percentage of 
their fuel for up to 12 months at a time, providing stability 
in an ever-changing world,” explains Andy Allen, UK fuel 
cards manager at BP Fuel Cards.

47mpg
from the Rexel fleet –  
an increase of 17mpg
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Insight: Fuel cards

sector,” says 
Holland. “Nobody 
buys fuel from a 

particular supplier for any 
reason other than cost.

“The Keyfuels network 
gives the balance between 

universal acceptance and 
discount. We’ve balanced up 

where you can get good commer-
cial pricing within the biggest network 

that you can, with access to more than 
2,750 sites. 

“That means, effectively, you have as a good a 
convenience as you can have within the price that 

typically a commercial operator would be prepared to 
pay.”
David Fisher, fleet manager at Rexel, uses a Shell fuel 

card. He says: “Start off by having a look at what is avail-
able. Include all the big players. 

“I found very quickly the smaller businesses offer a 
slightly worse deal than all the bigger businesses cards, 
and with a monthly card fee.

“We stuck to the big four and went to tender with those 
guys, looking at a Platts price offering on diesel, trying to 
introduce a discount on unleaded for hybrids and ensuring 
that the business we were going to partner with had the 
ability to be used at third party sites as necessary.

“Not everybody has the best coverage. For the majority 
of them, Scotland and Ireland are big issues.

Rexel’s 530 commercial vehicles operate from site, so 
Fisher has locked them down to Shell only. They (Shell) did 
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mapping to check all our sites are within two miles of a 
Shell site.

“We locked a fixed rate for 12 months on some of our 
vehicles. With the massive fuel hike that has just come into 
play, that has been very worthwhile. All of our HGV fleet 
and 60% of our LCV fleet have the fixed rate. It covers the 
majority of vehicles at our main hubs.”

Wiseman opted for Keyfuels. “They’ve got a nice mix of 
garages to use, it’s a simple app on my phone, I can find 
one wherever I am and I can plan a route with it. But it’s 
also the reports coming back in I value,” he says.

“I can see what every vehicle has drawn, where it’s been 
drawn, how often so you can pick up anomalies – that 
vehicle has had two drawings in a week and has only done 
so many miles. It gives us a bit more control of the fleet 
usage. 

“We used to have a fuel card that was for supermarkets 
(paying pump price) but there was no saving. At least with 
this, we’ve got a saving.” 

Lightbody points out that discounts can vary dependent 
on where the vehicle is filled up. “With Allstar, to get the 
best deal, you have to concentrate your spend through a 
particular vendor. We need the data that says here are all 
your missed opportunities.

“We need that information to talk to the driver and help 
them understand that, while it might be easier for them to 
fill up in one place, it might not be best for the business.

“There is a lot that can be done, but it doesn’t feel very 
easy. You have to micro manage it to get those savings.”

Risk of fraud

Entrusting drivers with the ability to pay for fuel with a 
company fuel card leaves a business open to the risk of 
fraud.

The main issues to overcome often relate to fraudulent 
business mileage claims or filling up other vehicles with 
the fuel card.

Watson says: “Fraud and security is a topic we come 
across, especially for customers who have been burnt 
before. Each card has its own strengths and weaknesses 
with security features, so once we’ve identified their 
concerns, we set up bespoke controls and alerts, along 
with our Fuelcard Reporting Analyst and frequent trans-
actional data reports.”

Lightbody believes fraud will always be an issue.
“We use chip and pin, but is the vehicle on the forecourt 

the one on the card?
“It’s only by spending the time to go over the reports that 

you pick out the things the supplier should be able to notice.
“Everyone is busy. It would be really nice if someone 

came to me and said ‘we’ve reviewed your fuel spend and 
this particular vehicle has a lower mpg than the others’.

“The chance of me having time to do it is slim.”
Fisher had issues with fraud before switching to Shell.
“Our old card was basically a debit card. Drivers could 

put whatever they liked on it and there was no monitoring 
of how much fuel a particular vehicle was using.

“Now, in conjunction with mileage capture from TMC 
(The Miles Consultancy), we have seen an improvement 
from 30mpg to 47mpg from our car fleet.”

Future of fuel cards

The fuel card industry has undergone significant change, 
with chip and pin technology and new pricing models intro-
duced in recent years. More change is to come, some 
driven by technology and others by new fleet trends.

Fisher admitted his switch to Shell was driven by the fact 
that it has plans to include electric vehicle recharging and 
hydrogen to its offering, giving Rexel a future-proof 
solution.

Allen says: “Connected car, in-cab and mobile payments 
are all attractive payment technologies for fleets – offering 
the ability for quicker and even more secure fuel purchases. 
This is why BP will soon be giving BP Fuel Card users the 
ability to add their fuel card to the BPme mobile payment 
app, meaning businesses can benefit from quick and easy 
mobile payments while keeping all the advantages that 
come from having a BP Fuel Card.”

BPme will be the first mobile payment app in the UK that 
allows business customers to link their fuel cards to a 
mobile payment app and buy fuel from their mobile device. 

“This offers business a range of benefits, ultimately 
helping make their fleet more efficient. Through being able 
to buy fuel from the comfort of their vehicle, drivers can 
save time and get back on the road, which, when applied 
to businesses, could be the difference needed to make an 
extra delivery that day. When you think of a fleet of vehicles, 
this effect can be exponentially increased and it becomes 
clear how more efficient refuelling can have a big benefit 
to a fleet business,” says Allen. 

“What’s more, fleet managers can rest assured that they 
won’t have the admin or stress of dealing with stranded 
drivers if plastic cards are lost or stolen, and that drivers 
are able to stay closer to precious cargo – meaning one 
less thing to worry about.”

Watson adds: “With the launch of a few consumer fuel 
purchasing apps from the major oil companies, we antici-
pate businesses wanting to shift away from a physical card, 
mirroring a broader change in consumer behaviour.

“The challenge in app payment will lie in drivers needing 
to have company-issued smartphones. 

“Personally, I see more value and excitement in inte-
grated car technology whereby the vehicle becomes the 
means to pay. Shell’s in-car payment partnership with 
Jaguar is a great example of how fuel payment will evolve.”

A system has been developed that will automatically read 
a company vehicle’s registration plate and mileage as the 
vehicle drives onto a petrol station forecourt.

Mastercard has developed the technology in the USA, 
which works either via a dongle installed in the car or syncs 
directly with a connected vehicle.

The service aims to eliminate errors in mileage capture 
and give fleet managers more accurate and more imme-
diate data on the usage of their vehicles.

Kiki Del Valle, senior vice president, Commerce for Every 
Device at Mastercard, explains: “Combining digital 
payments capabilities with data from connected vehicles 
allows banks to give fleet managers a unique view into the 
inner workings of their business.”

The system can alert fleet managers if drivers spend 
more on fuel than the volume required by their vehicles, 
but it’s also flexible enough to allow employers to relax 
controls so drivers can make purchases other than fuel.

Lightbody adds: “Any product or service that can reduce 
admin and the risk of fraud would be welcome. If there was 
an app-based product that did away with cards altogether 
and automated the administration, I’d take it tomorrow.”

“The chance of me having the 
time to do it (go over card 
purchase reports) is slim” 
Stuart Lightbody, Anglian Water

“I found very 
quickly the 

smaller 
businesses 

offer a 
slightly worse 
deal on all 
the bigger 
businesses 
cards, and 

with a 
monthly  
card fee.

We stuck to 
the big four” 
David Fisher, Rexel
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LCV values stay at near record 
levels as demand continues

Advertisement feature

A
fter three consecutive 

record months, average 

LCV values fell in May.  

Average values fell by £70 (0.9%) 

to £7,502, although this is the 

second highest figure on record 

at BCA. Year-on-year, average 

values remain ahead by a 

significant amount, up by £1,050 

(16.2%). Both mileage and age 

continued to fall compared  

to a year ago.

Fleet/lease and dealer part-

exchange values fell, month-on-

month, but nearly-new values 

continued to climb, rising for the 

fourth month running.

Fleet and lease
Fleet and lease LCV values fell 

back by £108 (1.2%) to £8,378 in 

May, although values remain at 

near record levels and 

significantly ahead of the same 

period last year.  

Retained value against MRP 

(manufacturer recommended 

price) increased marginally to 

40.82%. 

Compared to May 2017, the 

year-on-year differential for fleet 

and lease vans is a substantial 

£1,199 (16.7%), with average age 

falling by one month and 

mileage more than 2,400 lower. 

Nearly-new LCV values increased for the fourth consecutive month

Average age (months)
Average mileage
Average value

May 2018

May 2017

£7,179

£8,378

Fleet/leasing

57,339

59,785

38.44

39.30

£4,145

£4,391

92,131

86,535

81.23

78.81

Part-exchange

May 2018

May 2017All LCVs 2017-2018
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Both these latter factors will 

have contributed to the 

significant price evolution in  

the past year.  

Part-exchange
Average part-exchange LCV 

values fell back by £37 (0.8%) to 

£4,391 in May 2018. Values have 

been relatively stable for much 

of this year and have moved by 

less than 1% since February.  

Values were up by £246 (5.9%) 

compared to May 2017, with 

comparative age and mileage 

rising over the period.

Nearly-new
Nearly-new LCV values rose to 

£17,048 in May, a £900 (5.5%) 

increase and the fourth 

consecutive monthly rise. Year-

on-year, average nearly-new 

values are more than £4,000 

ahead although this has to be 

taken in the context of the low 

volumes reaching the market 

and the model mix factor.  
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Insight: Remarketing

By Dean Bowkett

he UK saw a second successive month of new LCV 
sales growth in May, up 2.4%. That makes three 
months of growth and two of falls as the midpoint of 
the year approached.  

Overall LCV sales for the first five months remain 
1.4% down at 145,514 vehicles due to the 5.6% collapse in 
the peak month of March making this the worst start to a 
year for five years.

A quick look around Europe shows the whole EU28 and 
EFTA 3 region up 4.3% for the first five months of 2018. A 
total of 886,276 LCVs have been sold in the region which is 
just over 23% more than for the same period in 2015. 

Back in the UK there is little sign of anything out of the 
ordinary happening at a make level as the top spots continue 
to be held by Ford and Volkswagen. 

Residual value setters should find comfort that there is not 
going to be an excessive amount of any particular brand 
coming back into the used van market in the next few years 
based on current new sales.

Demand for used LCVs continues apace with all of the 
auction houses and trade guides reporting strong sales 
through May and June. 

Tim Spencer, Shoreham Vehicle Auctions (SVA) commer-
cial vehicle sales manager, reported sales of LCVs close to 
a 100% conversion rate saying that “everything has been 
selling, even the damaged stock, provided the vendor is 
setting the reserve figure correctly”.

Stuart Pearson, BCA chief operating officer UK Remar-
keting, said “trading levels remain good and professional 
buyers remain active”, adding: “Demand for quality LCV stock 

T
in ready-to-retail condition continues to outstrip supply.”

Matthew Davock, head of LCV at Manheim, was equally 
upbeat highlighting that “vehicles continued to sell quickly, at 
an average of 15.7 days (down 7.1 on 2017)”. He also reported 
first-time conversion rates remaining healthy at 80.6% which 
is a 7.3% increase on 2017.

Among the trade guides, Andy Picton, the chief commer-
cial vehicle editor at Glass’s, reported a strong, but slightly 
weakening, picture with first time conversion rates down by 
2.7% to 83.3% over the previous month but still better than 
the 71.3% seen in May 2017.

But Cap HPI red book editor – light commercial vehicles 
and motorhomes Ken Brown provided a timely reminder 
about why the used LCV demand and strong used prices 
should be considered as remarkable. 

Brown highlighted that the market boom is happening 
against a “backdrop of an economy expanding by only 0.1% 
in the first quarter of 2018, which is the lowest rate of gross 
domestic product (GDP) growth we’ve seen since the fourth 
quarter of 2012”. 

While the Bank of England has held its nerve and not 
increased the base rate at the time of writing it will be inter-
esting to see the impact when it finally pushes the rate up 
by a probable 0.25% later this year.

BCA reported nearly-new LCV values as rising for the 
fourth consecutive month in May as values jumped 5.5% 
over April with relatively minimal impact from mileage. 
Meanwhile, Picton noted a plentiful supply of ex-rental vehi-
cles appearing.

One area in particular where demand is strong 
is for Euro 6 diesel vans as buyers look to meet 

145,514
overall LCV sales in first five 
months of 2018 – down 1.4%

83.3%
first time conversion rate – a 
drop of 2.7% compared with 

the previous month

EURO 6 DIESEL DEMAND RISES AS 
CAZ PROPOSALS AFFECT CHOICE 
Air quality zones start to influence used van demand as rising rental stock boosts prices

Interest in Euro 6 vehicles is 
increasing as the introduction 

of some CAZs draws nearer
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Insight: Remarketing

“Everything has been 
selling, even the  
damaged stock,  
provided the vendor  
is setting the reserve 
figure correctly” 
Tim Spencer, Shoreham Vehicle Auctions

“Many buyers are  
still looking for vehicles 
that can be placed 
straight on their  
forecourt with a  
minimum of preparation ” 
Andy Picton, Glass’s

“Euro 6 vehicles appearing 
in the open market 
continue to increase  
and this is starting  
to have a detrimental 
effect on values” 
Ken Brown, Cap HPI

What the experts say

the increasing demand to have vehicles which 
meet the requirements for the increasing number 
of clean air zones (CAZs) being proposed across 

the UK. There is a degree of inconsistency in what will or will 
not accepted in local authority CAZs. This means it really is 
a case of buyer beware. 

It is worth checking with the council in the regions your 
vans will be operating in to ensure they comply with all of 
the schemes before you raise your hand in the auction halls.

The increase in ex-rental vehicles coming to market goes 
some way to explaining why average LCV ages and mileages 
are falling. This is then having the knock-on effect of seeing 
the average price rising with what almost feels like an 
inexorable inevitability.

BCA reported the average age dropping just more than 
one month to 49.27 months and mileage falling 1% to 65,629. 
Cap HPI also noted a one month fall in average age and a 
2.6% drop in average mileage to 74,631. While Manheim 
reported a three month drop in the average age to 58 months 
in May over April with average mileage dropping 2.5%.

However, though the average age and mileage falls are 
enough to explain some of the increase in used van values, 
there remains an underlying inflationary factor as supply 
fails to fully meet demand.

But supply is on the increase with Manheim reporting a 
14% month-on-month increase in the volume of LCVs 
offered for sale, an 8% rise over the same period last year.

Even though Manheim reported an increase in supply, 
Picton noted a continuing “lack of quality stock” adding that 
“many buyers are still looking for vehicles that can be placed 
straight on their forecourt with a minimum of preparation”. 

Picton also saw the average price of stock sold at auction 
during May increase by 1.4% over April, a fifth consecutive 
monthly rise adding that this “means prices now sit an 
incredible £1,000 higher than at the end of May 2017”.

Davock reported even better results with “a 3% increase 
in the average selling price for May (£6,125), up 18% year on 
year, and a new Manheim record”. 

He pointed out that this is an average of “£1,080 more than 
this period last year, with age and mileage being almost 
identical”.

Although BCA reported average values falling against April 
2018 (down £70 or 0.9%) to £7,502, it is still the BCA’s second 
highest figure on record, representing a 16.2% increase 
compared with May 2017.

Take a quick look at the heavier commercial vehicles and 

we see a similar story with little top quality stock available. 
Picton noted that “the flexibility of curtain-siders means they 
are currently more desirable than box vans on the open 
market” which is something you may want to consider if you 
are buying a new truck. 

Unsurprisingly, Picton also said Euro 6 vehicles and, in 
particular, construction lorries for “operation in and around 
London” remain in strong demand with a knock-on effect of 
falling demand for Euro 5 and older stock.

Cap HPI’s Brown reported a slightly different view stating 
that the volume of “Euro 6 vehicles appearing in the open 
market continue to increase and this is starting to have a 
detrimental effect on values”.

By contrast Manheim’s Davock reported the HGV market 
as remaining “healthy with 83% conversion rates throughout 
May and a record-breaking average selling price of £14,803.”

Returning to used LCVs and as we continue to enjoy the 
summer sun and celebrate/commiserate the World Cup 
results, the big question according to Davock is how much 
longer can this “super-heated van market”continue? 

We are seeing the odd shower of gloom in certain areas 
but, overall, the forecast remains bright and summery for 
the right condition van. 

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

org/remarketing

Online

Demand for stock in  
ready-to-retail condition 
continues to outstrip supply



Security Solutions for valuables
in transit

• Roll Top Safes

• Slot Top Safes

• Coin Chute Safes

• Plain Lid Safes

• Replacement Key Service

• Available in many different sizes to

fit almost any vehicle

Full model list and prices

available on our website

www.checkmatesafes.co.uk

Tel: 01308 423871

Security Solutions for 
valuables in transit

•	Roll	Top	Safes

•	 Slot	Top	Safes

•	Coin	Chute	Safes

•	 Plain	Lid	Safes

•	Replacement	Key	Service

•	Available	in	many	different	sizes 
to	fit	almost	any	vehicle

Full	model	list	and	prices

available on ourwebsite

November 6, 2018
Park Plaza Westminster Bridge, London

www.fn50event.co.uk 
For bookings contact Emma Bunce on 01733 4395133 

or email emma.bunce@bauermedia.co.uk 

Limited premium tables and tables of 12 also available.
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THE NETWORKING 

DINNER OF THE YEAR

EDF Energy is driving businesses forward by helping 

them navigate the transition to electric vehicles. 

There are major incentives for companies embracing 

this change, including fuel savings and low-carbon 

tax benefits. We’ll ensure you can reap all the 

rewards by providing a unique one-stop-shop 

solution that meets all your electric vehicle needs. 

For electric vehicle leasing, charger installation 

and energy supply - you can trust us to make your 

transition easy, seamless and hassle free. 

To start your electric vehicle journey, visit  

edfenergy.com/ev  
or contact us at  

ev@edfenergy.com 

YOUR COMPLETE  
ELECTRIC VEHICLE  
SOLUTION.   
MADE EASY.
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By Matt de Prez

AN refers to the TGE as “the truck among 
vans” and with the range now fully launched, 
fleet operators have numerous versions to 
choose from.

Following the launch of front-wheel drive 
3.0- and 3.5-tonne versions last year, MAN 
has added rear-wheel drive and all-wheel 

drive options. There is also an optional eight-speed auto-
matic transmission, and the TGE can now be specified with 
a gross weight up to five tonnes.

The configurations are available across both the panel van 
and chassis cab.

The engine line-up consists of four versions of the same 
2.0-litre diesel unit. Front-wheel drive versions are available 
with all four, with outputs ranging from 102PS to 177PS.

Rear-wheel drive can be specified with 122PS, 140PS and 
177PS outputs, while all-wheel drive only comes on the 
140PS and 177PS versions.

The eight-speed automatic transmission is also only avail-
able with the two most powerful engines, but across all 
driveline configurations.

As the MAN TGE is effectively a badge-engineered version 
of the new VW Crafter, the powertrains are identical. This is 
no bad thing as the Crafter is a class-leader and gives the 
TGE the best possible start in life.

Between the two, the biggest difference is the way MAN 
sells and maintains the TGE.

Operators can expect the aftersales experience to mirror 
that of MAN trucks. Service contracts can be tailored to a 
specific fleet, including out-of-hours servicing, and all TGEs 
come with 24-hour breakdown cover with a replacement 
vehicle guarantee.

Similarly, the buying experience is aligned to MAN’s truck 
operation and the vehicles are sold through MAN’s 64 UK 
dealers.

The rear-wheel drive TGE offers a more heavy-duty solution 
than the front-wheel drive version. The additional weight of the 
drivetrain means it can carry 124kg less weight (140PS 
standard length version), with a maximum payload of 1,197kg. 

It can tow more, though, with a maximum towing capacity 
of 3.5 tonnes.

M
Support package to match that of its trucks means MAN van  
will compare favourably when viewed against LCV sector rivals 

MAN TGE
MODEL:  3.140 STANDARD HIGH ROOF RWD

First drives

SPEC
 MAN TGE 3.140 Standard high 
roof RWD

Gross vehicle weight (kg): 3.5t

Power (PS/rpm): 140/3,500

Torque (Nm/rpm): 340/1,600-2,250

Load volume (cu m): 11.3

Payload (kg): 1,293

Comb fuel economy (mpg): 37

CO2 emissions (g/km): 198

CV OTR Price: £30,370

KEY RIVAL
 Mercedes-Benz Sprinter 314 CDI 
L2 H1 RWD

Gross vehicle weight (kg): 3.5t

Power (PS/rpm): 143/3,800

Torque (Nm/rpm): 330/1,200-2,400

Load volume (cu m): 9.5

Payload (kg): 1,264

Comb fuel economy (mpg): 35.8

CO2 emissions (g/km): 207

CV OTR Price: £31,635

The MAN TGE’s interior is  
comfortable and well laid out 
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VERDICT
The TGE is a no-nonsense vehicle that has been  

built to cover high mileages and operate in heavy-use 

scenarios. It can be configured precisely to a 

business’s requirements and offers the highest level 

of aftersales support when compared with most 

other LCVs in the sector.

All-wheel drive models also lose some payload (up to 
130kg), dependent on which length is chosen.

In the back, the floor on rear-wheel drive and all-wheel 
drive models is 10cm higher, which robs 0.6 cubic metres of 
space overall.

There is slightly more vibration in the rear-wheel drive 
TGE, owing to its prop shaft, but this dissipates once there is 
some weight in the back.

Driving the TGE is a real pleasure. The interior is comfort-
able and well laid-out. Visibility is excellent, too, and a range 
of driver assistance systems are available.

Adaptive cruise control, lane-keep assist and automated 
parking can be specified to assist the driver.

Opting for the more powerful bi-turbo 177PS version 
delivers excellent performance, although we found the 
140PS version is still more than adequate for fleet require-
ments and returns better fuel consumption.

We tried the eight-speed twin-clutch automatic gearbox for 
the first time in a TGE and it delivers a smooth and effortless 
drive, which should help reduce driver fatigue.

It changes gear with the precision you’d expect from a 
passenger car, with the option to manually control the box 
for engine braking or to hold gears when towing.

Prices vary dependent on version, but the automatic 
gearbox costs around £1,100 extra, according to the price list.

The all-wheel drive system provides greater traction, 
especially in adverse weather conditions. Again, prices vary 
dependent on configuration, but roughly increase by £2,000 
over a front-wheel drive model.

Using a Haldex setup, the same as in the Crafter and a 
range of all-wheel drive road cars, the system is able to apply 
power to the rear wheels as required, giving the best balance 
of economy and performance.

We tested the TGE with all-wheel drive on a purpose-built 
off-road course.

Despite having standard suspension and road tyres, the 
TGE had no problems attacking the course and would be 
well suited to fleets that operate in rural areas.

Fuel economy will suffer slightly as a result of choosing 
all-wheel drive with published figures suggesting a loss of 
1-2mpg.

Unlike Volkswagen, MAN offers no trim grades on the TGE. 
Fleets can specify the exact vehicle they require from the 
expansive options list.

As well as the driver aids mentioned earlier, the list 
includes speed limiters (56, 62 or 75mph), reversing camera, 
sat-nav, air conditioning, parking heaters, larger batteries 
and parking sensors.

On top of this is a range of bulkhead configurations and 
MAN has also announced a new approved conversions 
scheme, offering tippers, Lutons and dropsides.

While the price list appears daunting, with a truck mentality, 
it is merely a guide and fleets should be able negotiate a 
package to suit their requirements. 

In terms of rivals, the new Mercedes-Benz Sprinter is set 
to take the TGE on head-to-head. 

It brings new levels of connectivity to the sector and 
Mercedes-Benz is able to offer a similar truck-like support 
package to its LCV customers.

The ‘truck among vans’  
performed well when taken off-road

Payload 

1,293kg

Fuel economy 

37mpg

C02 emissions 

198g/km

Basic price

£30,370
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MODEL: ACTROS1 2563 6X2 

By Tim Campbell

very sector of the UK heavy truck market has its 
idiosyncrasies and the tractor unit sector is no 
different. But perhaps it has one of the most defined 
areas of operation, the fleet and owner-driver.

For Mercedes-Benz, the owner-driver market 
has not been its natural hunting ground with Scan-
dinavian marques traditionally the vehicle of choice 

for many operators. 
As a consequence, the Actros has gained considerable 

acceptance in the competitive and demanding UK fleet 
segment, but the Mercedes–Benz sales and marketing team 
at Milton Keynes appears to have a yearning to attract a few 
discerning owners-drivers with its latest creation. 

The lure is a limited-edition Actros, only 100 will be made 
available, and it’s called the Actros1. It looks as though it has 
been specifically targeted at the owner-driver, with just two 
models (if we go basically by nomenclature) but filled to the 
gunnels with high spec features demanded by a very image-
conscience sector. 

Mercedes has focused on three key design areas: driver 
comfort, technology linked to safety and connectivity. 

Actros1 is based on a mid-lift 6x2 axle configuration and 
sitting on the chassis is the range-topping 2.5m-wide GigaS-
pace cab with a flat floor. 

Of course, a top-of-the-range tractor unit has to have an 
engine to match and the Actros1 is no different, having the 
OM473 15.4-litre 634PS. There is the option of the smaller 
OM471 12.8-litre 537PS.

The 634PS has a first class torque level of 3,000Nm and 
this is matched to the in-house G330 12-speed PowerShift 
automated gearbox. Sandwiched in between is a single disc 
clutch, ultimately leading to a steered second and driven 
hypoid rear axle.

The chassis specification goes along the lines of most UK 
specification requirements with a 7.5-tonne second axle and 
11.5-tonne rear axle. The front axle is slightly above the norm 
given that, when fitted with 385/70R 22.5, it allows for a 
nine-tonne capacity. Suspension is provided by a single leaf 
on the front and air bags on the rear complete with electronic 
control system and, while standard UK regulations limit the 

E

Mercedes-Benz produces a ‘veritable candy shop’ of a truck  
in its bid to attract interest from the owner-driver market

MERCEDES-BENZ ACTROS1 

gross vehicle weight to 25 tonnes, the driveline has been 
configured for up to 68 tonnes.

It’s no secret that Daimler and Volvo both vie for the safety 
crown and the Actros1 packs most of the currently available 
safety features, making it as safe as can possibly can be. 
Included are driver’s airbag, lane-keep assist, stability 
control assist, active brake assist (ABA4) with pedestrian 
recognition and proximity control assist.

Braking is a mixture of mechanical and electronics. There 
are disc brakes all round with the standard ABS and ASR. 
Of course, high performance engine braking is helped by 
predictive powertrain control.

Let’s face it, an owner-driver-focused truck has to have a 

Driven

Payload 

34,800kg

Warranty 

1 year

Price as tested

POA

100
only of this limited-edition 

model 

25
tonnes gvw although driveline 
is configured up to 68 tonnes

Semi-wraparound  
dash contains a  
larger LCD screen

The Actros1 limited-edition is a  
‘fantastic-looking truck’ says Chiltern 
Cold Storage boss Paul Jackson 

Chiltern Cold Storage boss Paul Jackson 
treated himself to a very special Mercedes-
Benz truck to mark his company’s 25th 
anniversary – and promptly took it to Spain  
to collect a load of fruit and salads.

The 1,300-mile drive back from south of 
Valencia gave Jackson a perfect opportunity to 
put the limited edition Actros1 tractor unit 
through its paces. 

His verdict: “Stunning! A fantastic-looking 
truck which is exceptionally comfortable and 
offers huge reserves of power, yet still 
returned a very acceptable 9mpg.”

“The Actros1 is a lot more powerful than the 
vehicles I usually buy,” he said. 

“But its launch coincided nicely with our 
own anniversary and I’ve maintained a great 
relationship over the years with Orwell Truck 
& Van, so I decided to go for it. 

“Whenever I buy a new piece of equipment I 
like to try it for myself and this truck certainly 
lived up to its billing on the run back from 
Spain, as it’s a real pleasure to drive. 

“It performed brilliantly as I came back 
through the Pyrenees, while some of the 
safety features are particularly impressive.”

Happy anniversary to Spain and back

Case study: Chiltern Cold Storage
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cab focused to match and Mercedes-Benz has definitely 
majored on this area. It’s a veritable candy shop for truck 
drivers.

On the exterior, there’s roof-mounted air horns, LED 
daytime running lamps, a front under bumper spoiler and 
Actros1 livery in silver and black or in the reverse colour, 
which is complemented by a black chassis and painted 
catwalks/side guards.

In the cab, there are enough optional packages to sink a 
battleship. Driving Package includes leather steering wheel, 
sunblind and manoeuvring mirror and a Sight Package with 
light/rain sensor, Bi-xenon headlamps, LED tail-lights and 
headlamp wash/wipe.

The two main packages are the Comfort and the Media. 
These include electric sunroof, illuminated star, pull-out 
fridge and premium comfort mattress with custom bedding. 
Media package has a seven-speaker sound system, multi-
media radio touch which includes Apple Carplay and Android 
Mirrorlink.

For our road test, we chose the high powered 2563 in the 
predominately black livery rather than silver. As you walk up 
to the unit, it certainly strikes a presence; the all black livery 
is accentuated by a silver line to the back of the cab and 
alongside the central grille, the sun visor and air horns 
complete the image.

Climbing up the four steps, there’s an Actros1 plaque on 
the top step and reaching the flat cab floor takes you into an 
impressive cab environment, which is light in ambience, 
helped by the great blend of beige and dark grey, with the 
beige areas representing the rest section and the darker 
areas for work.

As you settle into the leather driver’s seat complete with 
massage and heat functions, you notice that even the floor 
mats are colour-coded and Actros1-designated. 

SPEC
Price as tested: POA 

Gross vehicle weight (kg): 44,000

Engine capacity (cc): 15,400 

 Output (PS): 634

Torque (Nm): 3,000

Payload (kg): 34,800 

 Warranty 12 months for the whole 
truck; 36 months/450,000km for its 
powertrain

VERDICT
Actros1 is a limited model and is meant to show off 

Mercedes-Benz’s credentials in the lucrative owner-

driver market complete with a certificate of 

authenticity, driver’s bag and watch. It has certainly 

created a lot of interest in the right circles and 

makes a pleasing alternative to the automatic 

Scandinavian manufacturers choice in this sector.

KEY RIVAL
Volvo FH

Gross vehicle weight (kg): 44,000

Engine capacity (cc): 16,000

Output (PS): 659

Torque (Nm): 3,150

Payload (kg): 35,630

Warranty: 24 months

The instrument panel is simple and uncomplicated with a 
couple of large dials and two smaller ones. In between is a 
simple LCD screen for the basic functions. To the left of the 
driver in the semi-wrapround dash is the larger LCD screen 
for the sat-nav, radio etc. and there’s the heating and ventila-
tion system complete with automatic climate control. 

Behind the driver is a comfortable-looking bed with cheq-
uered design and storage space galore and, in addition to 
the fridge, there’s a microwave.

Once the engine is started via the standard multifunction 
key and D is selected on the steering wheel stalk, the Actros1 
easily moves off with a fully loaded trailer. Switching on the 
cruise control and predictive powertrain control makes 
driving as easy as it gets, touching the foot pedals becomes 
a once every 10 minute occasion and concentrating on the 
road and enjoying the ambience of the cab becomes an every 
moment occasion. My only criticism of driveline is that now 
and again, especially approaching a roundabout, gear selec-
tion showed a slight hesitance.  

Noise levels are kept to a minimum and visibility is good 
all round helping with safety and, of course, you can’t forget 
all the active and passive safety systems looking after you 
and other road users.
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Inside the Trafic cab  
there’s plenty to admire

By Trevor Gehlcken

s we approach the halfway point of our six-
month test in the Renault Trafic, I am settling 
down to a pleasant life with this bobby dazzler. 
By now, I am well used to all the admiring (and 
sometimes jealous) stares from other van 
drivers and am immensely enjoying using all 
the gizmos and gadgets that accompany it.

By this stage on a test, I have usually found a few gripes 
and moans, but, to be honest, I am struggling to find anything 
negative to say about the Trafic. It just about ticks every box. 

We need not say anything more about the van’s exterior. 
But inside the cab there’s plenty to talk about. 

The seat – a non-standard one – is wonderfully comfort-
able and supportive, with a lumbar adjustment that helps an 
old groaner like me avoid back twinges on long journeys. 

When the Trafic was last upgraded in 2014, Renault 
dropped the seat height by 40mm to give the van a more 
car-like feel to drive. I quite liked the old sit-up-and-beg van 
driving style so I have the seat adjusted way up high with the 
back in an upright position. Suffice to say on a seven-hour 
trip from my home down to our holiday place recently, I did 
not suffer one backache.

Difficult to find anything negative to say as the Trafic just about ticks every box
RENAULT TRAFIC

MODEL: LL29 DCI 145 FORMULA EDITION

“The seat – a 
non-standard 

one – is 
wonderfully 

comfortable and 
supportive”

The R-Link system in the centre console seems to do just 
about everything but cook me a cheeseburger and fries and 
there’s even a clip to hold my mobile phone. 

In addition, we get a USB port on top of the dash so I can 
plug my own TomTom unit in without having wires trailing 
all over the shop. 

The van has its own sat-nav system but all my details and 
destinations are on my personal unit, so I still use that one.

My wife was delighted to find a massive ‘vanity’ mirror on 
the passenger side and was happily preening herself before 
I pointed out that it was, in fact, a special safety mirror which 
allows the driver to see down the nearside of the vehicle. 

It is a neat and cost-effective little solution to a potentially 
serious problem.

In long wheelbase format, this van offers six cubic metres 
of cargo space and you’d be amazed how much you can pack 
in. The full ply-lining meant that heavier bits and pieces could 
be slid in easily without catching on the metal ribs of the floor.

Under way, this van really is a dream to drive. Gears slip 
into place smoothly, corners are taken with the utmost 
aplomb and with 147PS under the bonnet from the perky 
little 1.6-litre turbodiesel unit, it is never lacking in oomph.

If six cubic metres of cargo space isn’t enough then the 
rival Citroën Dispatch XL, costing £26,115 ex-VAT, offers 6.6 
cubic metres while the Volkswagen Transporter LWB 
hi-roof, at £26,475 ex-VAT, has a whopping 9.3 cubic metres. 
Both have 155PS on tap and the Transporter returns 
43.5mpg on the combined cycle to the Trafic’s 46.3mpg, 
while the Dispatch trumps both at an admirable 53.3mpg.

 The Trafic arrived with just delivery mileage on the clock, 
but fuel economy is rising slowly as the weeks pass. 

There’s little button on the dash which slightly knocks the 
power down but can add up to 15% on fuel economy so we 
keep this pressed firmly in.

So far, much of our mileage has been long-haul stuff, 
which means the stop-start system doesn’t get to work very 
often. With a few more round-town trips we reckon we could 
well achieve the stated 46.3mpg figure by the end of the test.

Long-term test

Fuel economy 

46.3mpg

Payload 

1,280kg

C02 emissions 

160g/km

Price as tested

£32,210

Gross vehicle weight (kg): 2,960

Power (PS/rpm): 145/3,500

Torque (Nm/rpm): 340/1,500

Load volume (cu m): 6.0

Payload (kg): 1,280

Comb fuel economy (mpg): 46.3

Actual fuel economy (mpg): 39.8

CO2 emissions (g/km): 160

Price as tested (ex-VAT): £32,210

Current mileage: 1,939

SPEC

A

The van offers six cubic 
metres of cargo space



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.

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.



42   July 2018    commercialfleet.org

Inside the 
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Insight 
O-licensing: should vans be included?

Vehicles 
SsangYong Musso pick-up, Iveco Daily, Merc eDrive Vito and Sprinter, 

Daf CF450 FAQ, long-term Renault Trafic

LATEST INDUSTRY NEWS

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

CASE STUDIES AND INSIGHT

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

VAN RUNNING COST CALCULATORS

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

DIESEL COST CALCULATOR

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

The only website that matters for van and truck fleet operators

Upcoming 
events

Contact us

Commercial Fleet is published 12 times a year by Bauer 
Consumer Media Ltd. Registered address: Media House, 
Peterborough Business Park, Lynch Wood, 
Peterborough, PE2 6EA. Registered number 01176085.
No part of the magazine may be reproduced in any form 
in whole or in part, without prior permission of the 
publisher. All material published remains the copyright 
of Bauer Consumer Media Ltd.
We reserve the right to edit letters, copy or images 
without further consent.  
The submission of material to Bauer Media whether 
unsolicited or requested, is taken as permission to 
publish in the magazine. Any fees paid in the UK include 
remuneration for any use in any other licensed editions.
Whilst every reasonable care is taken to ensure 
accuracy, the publisher is not responsible for any errors 
or omissions nor do we accept any liability for any loss 
or damage, howsoever caused, resulting from the use of 
the magazine.
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November 6, 2018
Park Plaza Westminster Bridge, London

www.fn50event.co.uk 

For bookings contact Emma Bunce on 01733 4395133 or email emma.bunce@bauermedia.co.uk 

Limited premium tables and tables of 12 also available.
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Let SmartCam 
enlighten you...

Crystal Ballís multi award-wining SmartCam solution, cleverly built into 
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events, recording speeds, times and location. It makes claims easier, protects 

premiums by determining liability and saves your business time and money.

View casestudies at www.crystalball.tv WR�VHH�KRZ�ZH�FRXOG�WUDQVIRUP�\RXU�↔HHW�

Or call us on 0330 995 9950

Vehicle 
checklist

3G HD 
Video

GPS Fleet 
Tracking

Speed Camera 
Alerts

Driver 
Behaviour

Driver I.D.

3G 30
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