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(6.6) - 51.4 (5.5), Combined: 40.9 (6.9) - 47.0 (6.0). CO2 emissions: 178 - 155g/km.#

#Fuel consumption information is official government environmental data, tested in accordance with the relevant EU directive. Official EU-regulated test data are provided for comparison 

VIVARO LIMITED EDITION NAV

SATELLITE NAVIGATION   |   17” ALLOY WHEELS
AUTOMATIC LIGHTING   |   RAIN-SENSITIVE WIPERS
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The Vivaro Doublecab comfortably seats up to six and 

still delivers the right amount of loadspace and payload. 

The absolute best of both worlds. Spec it up to Limited 

Edition Nav and get even more. 

For more information call 0345 740 0777 or visit 
www.vauxhall.co.uk/vans
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Stephen Briers, 
editor-in-chief,  
Commercial Fleet

We have been involved  
in several air quality 
roundtable debates with 
BVRLA, ACFO and Energy 
Saving Trust, consulting 
with local authorities 
charged with introducing 

clean air zones (CAZs).
So far, we have brought fleets, 

leasing companies and rental firms 
together with local councillors in Leeds 
and Nottingham. Derby and 
Birmingham will follow shortly.

We have learned that Leeds is 
advanced with its proposals, which 
have already been published. It plans 
to introduce Class B standards (HGVs, 
buses and taxis) and adhere to the 
Government-recommended £100 per 
day charge for non-compliant HGVs. It 
is also considering a tapered charge 
– with the biggest fines for the most 
polluting vehicles. 

Euro 6 diesel will be exempt, and the 
council will consider sunset clauses 
for smaller operators and exemptions 
for fleets with distribution points within 
the CAZ whose vehicles simply require 
access to the motorway network and 
do not enter the city centre.

In contrast, Nottingham is still 
working through its modelling. It has 
not decided on a charging structure, 
but is intending to opt for Class B. The 
council also says that compliance with 
the air quality rules is well within 
reach thanks to previous work it has 
done on the workplace charging levy 
which has removed many cars from 
the road, reducing emissions.

It’s clear that the main CAZ focus will  
be on HGVs. Fleets’ biggest concern  
is about having a national standard, 
rather than local standards which are 
different in each city.

The councils we’ve spoken to are 
sympathetic to this view but they want 
Government to provide the guidance 
and standards. 

It remains to be seen whether we 
achieve one national standard.

Look out for the March issue of 
Commercial Fleet for more on the  
air quality debates.

Welcome
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Tougher penalties take effect soon
The DVSA will start issuing on-the-spot fines to truck 
drivers who breach drivers’ hours rules from Monday, 
March 5.

The new powers, which were announced last year, 
will apply to any drivers’ hours offences committed in 
the previous 28 days (commercialfleet.org, September 
26, 2017).

Currently, the DVSA can fine drivers up to £300 if 
they are caught breaking the rules. They can also be 
prosecuted or have their vehicle immobilised.

However, in a single roadside check, DVSA traffic 
examiners will now be able to issue fines for up to 
five drivers’ hours offences. It means drivers could be 
fined up to £1,500 in a single check if they have 
consistently broken the rules.

It also will not matter if the offences took place in 
Great Britain or elsewhere, or the driver does not live 
here.

Furthermore, offenders will need to pay any fines 
immediately, before being allowed to continue their 

journey. DVSA will immobilise their vehicle until they 
pay.

“There’s no excuse for driving while tired,” said 
DVSA chief executive Gareth Llewellyn. “The results 
of falling asleep at the wheel can be devastating. Any 
driver or operator breaking these rules is putting 
other road users at risk.

“These tougher penalties will help us to take 
stronger action against any drivers or operators who 
break the law, helping keep the public safe on 
Britain’s roads.”

The Royal Society for the Prevention of Accidents 
(RoSPA) says that driving while tired may be 
responsible for one in five of all accidents and up to a 
quarter of serious and fatal crashes. About 40% of 
sleep-related accidents involve commercial vehicles, 
according to the road safety initiative Think!. 

Crashes involving tired lorry drivers can also be 
particularly devastating. Almost a quarter of injuries 
caused by accidents involving lorries are fatal or 

serious, compared to one in eight for crashes as a 
whole.   

In addition to the devastation caused to families and 
communities, collisions also cost the economy an 
estimated £16.3 billion a year, and add pressure on 
the NHS and emergency services.

The Road Haulage Association (RHA) supports DVSA 
action on drivers’ hours compliance but is concerned 
about the lack of legal rest areas for drivers to park.

“We welcome enforcement that increases road 
safety and ensures drivers get their rest breaks,” said 
RHA chief executive, Richard Burnett. “And it will 
certainly help DVSA get a grip on drivers who’ve 
crossed into the UK having driven long distances 
without sufficient breaks before they’ve got here.

“While we support action against firms who 
deliberately flout drivers’ hours rules, we also call on 
the Government to address the urgent need for more 
lorry parking areas so drivers have somewhere 
secure to rest.”
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enhancing policies and procedures within proven parame-
ters and aligned to a common goal.”

He added: “While initially the process took some time and 
resource, it was valuable in understanding fully the enforce-
ment parameters that the DVSA use.”

Along with a significant reduction in the frequency of DVSA 
roadside checks or site visits, which will save operators time 
and money, they will now also be able to prove they are an 
exemplary operator when they bid for contracts.

Furthermore, they can use the DVSA Earned Recognition 
marque on their website and other publicity materials, and 

will be recognised as a DVSA-approved operator on gov.uk.
David Wells, chief executive of the Freight Transport Asso-

ciation (FTA), said: “Many operators are hoping that being 
lifted out of targeted enforcement is just the first of many 
tangible benefits accredited operators will be able to enjoy 
when the full scheme goes live.” 

Fleet operators interested in signing up to the pilot, must 
fill in an online application form before the deadline, which 
will be reviewed by the DVSA. If successful, they will then 
have to be audited by a DVSA-approved company before 
being able to join.

Details of how the pilot 
works and how to apply 

are available at  
www.gov.uk/dvsa/
earned-recognition  

Online
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By Gareth Roberts

he Driver and Vehicle Standards Agency (DVSA) is 
still accepting applications from commercial fleet 
operators wanting to take part in its Earned 
Recognition (ER) pilot.

Earned Recognition aims to reduce the burden 
on operators by moving away from a culture of 
enforcement towards one of compliance.  

Operators that achieve the standard and regularly share 
data with the DVSA will be considered compliant, freeing up  
the agency’s officers to target the worst offenders with road-
side checks.

However, it has proved difficult for the DVSA to encourage 
operators to sign-up, thanks to some initial confusion around 
how data would be provided.

It led to DVSA head of enforcement policy, Gordon 
Macdonald, admitting last autumn that the scheme needed 
more industry support before it could go live.

The DVSA launched a pilot in 2016, before initiating the 
current one in April 2017. The pilot was meant to run for 
six-months, but in October 2017 it was announced the DVSA 
would allow applications for a further five months, pushing 
back the closing date to Wednesday, February 28, and the 
scheme’s official launch to the spring, at the earliest.

Those fleets taking part in the pilot will automatically 
qualify for the full scheme when it does go live. 

The first 30 organisations to achieve Earned Recognition 
were named earlier this month (commercialfleet.org, 
February 5).

The list includes Wakefield Council, distribution giant DPD, 
high street retailers John Lewis and Sainsbury’s, and tele-
coms firm BT, representing more than 100 operator licences 
and 6,000 vehicles.

Glynn Humphries, service director for environment and 
streetscene at Wakefield Council, told Commercial Fleet: 

“Going through this process has confirmed that we take fleet 
compliance seriously and that we have the checks and 

 News insight: Earned Recognition

T
balances in place to keep our employees and citizens safe 
when delivering our services.”

The scheme is voluntary and open to fleets of all sizes, 
although operators taking part need to have IT systems for 
vehicle maintenance and drivers’ hours. These will monitor 
if operators are meeting a set of key performance indicators 
(KPIs). However, the DVSA will not have any direct access to 
fleet operators’ data or systems. 

Operators will also need to have held a heavy goods vehicle 
(HGV) or public service vehicle (PSV) operator licence for at 
least two years, and have a track record of good compliance 
with driver and vehicle standards.

DVSA chief executive Gareth Llewellyn said: “This pilot 
allows the best operators to go about their business unhin-
dered, so we can target our activity at those most likely to 
be a danger to all road users.

“I would like to thank everyone who has helped us develop 
the pilot to the point where operators are starting to see the 
benefits.”

Responsible for 175 large goods vehicles (LGVs) and 14 
passenger-carrying vehicles (PCVs), Wakefield Council’s 
transport services team has been involved from the start, 
joining the initial pilot in 2016. 

A council spokesman said: “Throughout the whole process 
the DVSA has been open minded and listened to us as front-
line operators in order to develop the scheme.”

Furthermore, he says the local authority is starting to see 
the benefits. Like others involved in the pilot, it has committed 
to the Traffic Commissioner’s statutory undertakings under 
the vehicle operator licensing scheme. 

“While there has always been available guidance for 
operators, they are left to try to interpret what the expecta-
tions of both the DVSA and TC [Traffic Commissioner] are,” 
he explained. 

“The ER scheme, audit process and agreed KPIs clarify 
this and sets out clearly to industry a minimum level that 
should be maintained by an operator. This enables the 
operator to align and set measures within its systems, also 

6,000
vehicles are operated by  

the 30 organisations which 
have achieved ER to date

ER pilot needs more  
operators to join before  
it can get go-ahead
Fleets say that DVSA compliance scheme is  
helping to enhance policies and procedures

“Operators are hoping that  
being lifted out of targeted 
enforcement is just the first  
of many tangible benefits”
David Wells, FTA

Once ER is fully launched, roadside  
checks will concentrate on operators  
who are not members of the scheme 
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By Matt de Prez

veco believes gas-powered vehicles are the only viable 
alternative to diesels for the majority of UK fleets. The 
manufacturer has invested heavily in alternative fuels 
in a bid to become the market leader in sustainability.

Speaking at the company’s annual ‘State of the Nation’ 
conference, Iveco managing director Stuart Webster 
said: “Diesel will continue to play a central role in what 

transport operators do for many years to come. 
“But we must also do everything we can to encourage the 

rapid uptake of alternatives. Because they – undoubtedly – 
are the future.”

Clean Air Zones (CAZs) restricting access to vehicles that 
fail to meet Euro 6 emissions standards will be in place in at 
least six cities by 2020. But, based on current replacement 
cycles, there will still be 175,000 trucks on the road in 2020 
that are Euro 5 or below.

Iveco has developed a range of compressed natural gas 
(CNG) and liquefied natural gas (LNG) engines, available 
across its model line-up. It also has the recently launched 
Daily electric van.

“The Daily Natural Power with Hi-Matic transmission is 
ideal for reducing urban emissions. Using gas, it emits 76% 
less particulate matter and 12% less NOx,” explained Martin 
Flach, Iveco alternative fuels director. 

He added that the NOx reduction from gas is even greater 
on heavier trucks.

“The whole point of a methane CNG-powered vehicle is to 
run it on bio-methane. Then you can expect up to a 95% 
reduction in carbon emissions,” continued Flach. 

One of the key challenges for Iveco has been dealing with 
the additional weight that alternatively fuelled vehicles need 
compared with their diesel counterparts.

Flach said: “One of the challenges, especially at 3.5 tonnes, 
is it’s difficult to get people to accept the reduction in payload.

“After many years of campaigning, we now have people in 
the DfT (Department for Transport) actively working on this. 
They have announced that the O-licence requirements will 
be raised for alternative fuel vehicles to 4.25 tonnes and we 
expect they will shortly announce that the licence require-
ments will be updated, too.

“That will give alternative fuel vehicles a payload bonus, 
not just parity.”

Iveco received a “significant increase” in the amount of 
interest from fleet operators in gas-powered vehicles in the 
final quarter of 2017. 

The vehicles cost between 20% and 25% more than diesel 
versions, but can cut a third off an operator’s fuel bills with 
attractive environmental benefits.

Infrastructure is a challenge, however. There are currently 
only 40 gas filling stations in the UK and just one has both 
LNG and CNG on site. 

“This year they will roll out more,” said Flach. “All the 
people I talk to in the gas supply network are actively looking 
at opportunities for new stations. They are looking for 
customers who will give them an adequate level of turnover 
to justify building it.”

Electric vehicles offer even greater emissions reduction 
but at the cost of significant investment.

“The launch of Tesla’s new Semi has made people sit up 
and take notice,” said Webster. “Diesel has been the one-
size-fits-all fuel for everyone in road transport. Tomorrow, 

the right choice of fuel will depend very much on what you 
actually do.

“We’ve championed gas as the right answer for longer 
distance, heavier weight applications – and trucks in 
particular. Buyers are talking and thinking about alternative 
fuels.”

But Webster raised the issue of lost revenue for Govern-
ment if everyone switches to low- or zero-emission vehicles.

“The answer, of course, is road user charging,” he said.
Operators will need to make sure they are carrying more, 

for more of the time, as profitability and cost reduction will 
come from efficiency of operation.

“Operators will need to be full every mile they run – 
because every empty mile will be cost directly out the door,” 
Webster said. “That means being connected: operations, 
logistics, roads, trucks, everything – because connectivity 
will be the key. 

“The winners will be those able to deliver the minimum 
cost per tonne moved.”

Iveco champions gas as the fuel of the future
Truck and van manufacturer is seeking to be leader in sustainability with CNG and LNG engines
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“Diesel has been the one-size-fits-all fuel 
for everyone in road transport. Tomorrow, 
the right choice of fuel will depend very 
much on what you actually do”
Stuart Webster, Iveco

40
number of gas filling stations 

in the UK at present

Iveco MD Stuart Webster, 
working to encourage the 
uptake of alternative fuels
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NEW FORD TRANSIT CUSTOM LIMITED 280 L1 H1 2.0 TDCi 130PS. FROM £253 PER MONTH OVER 4 YEARS ON FORD 

CONTRACT HIRE FROM FORD LEASE. ADVANCE OF 6 MONTHLY RENTALS. BUSINESS USERS ONLY. TO FIND OUT MORE, 

VISIT FORD.CO.UK  

Official fuel consumption figures in mpg (l/100km) for the New Ford Transit Custom Limited 280 L1 H1 2.0 TDCi 130PS 
(Start-Stop) shown: urban 39.8 (7.1), extra urban 47.9 (5.9), combined 44.1 (6.4). Official CO2 emissions 165g/km.
The mpg figures quoted are sourced from official EU-regulated test results (EU Directive and Regulation 692/2008), are provided for comparability 

purposes and may not reflect your actual driving experience.

Finance subject to status. Guarantees/indemnities may be required. You will not own the vehicle at the end of the agreement. Examples exclude VAT and are 

based on 48 month non-maintained agreements, profile 6+47 payment in advance of 6 monthly rentals, followed by 47 monthly rentals, with a mileage of 

10,000 miles per annum. Vehicles must be returned in good condition and within agreed mileage, otherwise further charges will be incurred. Prices correct 

at time of going to print and are subject to change without notice. Subject to availability at a Ford Authorised UK Dealer for vehicles with finance accepted 

and vehicle contracted between 22nd January and 31st March 2018. Not available with any other promotion. Ford Lease is provided by ALD Automotive Ltd, 

trading as Ford Lease, BS16 7LB.

NEW FORD TRANSIT CUSTOM LIMITED OVER 4 YEARS. ADVANCE OF 6 MONTHLY 

RENTALS ON FORD CONTRACT HIRE. BUSINESS USERS ONLY.

£253 P E R  M O N T H

Y O U  D E L I V E R  F O R  O T H E R S .

W E  D E L I V E R  F O R  Y O U .

T O G E T H E R  W E  G O  F U R T H E R .
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By Gareth Roberts

an fleets will have to renew almost two-thirds 
of their vehicles if they wish to avoid potential 
charges when clean air zones (CAZs) are intro-
duced in London and other major cities.

Detailed analysis from Sewells, in its UK LCV 
Fleet Market report, suggests that more than 
60% of sub-two-tonne vans are not Euro 

6-compliant, while just two in five (40%) vans weighing 
2.5-3.5 tonnes reach the required standard.

Euro 6 diesel for cars and vans, and Euro VI for trucks, 
have been chosen as the diesel benchmark for London’s 
ultra-low emission zone (ULEZ) and are also expected to be 
used as the threshold for many CAZs.

In addition to London, there are five other cities – Birmingham, 
Derby, Leeds, Nottingham and Southampton – which have to 
introduce CAZs by 2020. Leeds and Nottingham plan to opt 
for the Class B standard, which means the CAZ will apply to 
trucks, buses, coaches and taxis.

The Government has identified a further 23 local authori-
ties in its air quality plan where CAZs could be introduced to 
reduce emissions.

Local authorities will need to set out their initial plans by 
March. These will be followed by final plans in December.

With companies typically replacing vans every five-eight 
years, the Freight Transport Association (FTA) is warning 
that many businesses will be locked into lease agreements 
which will be costly to get out of.

“For those whose businesses operate inside a CAZ, a 
period of grace, giving them extra time to comply, would 
provide much-needed breathing space,” said Elizabeth de 
Jong, FTA director of UK Policy. 

The report says it is small operators, with six-25 vans, who 
are significantly more likely to have fully compliant fleets. 
One-in-four (24%) said the penetration rate of Euro 6 vans in 
their fleet was currently between 91-100%. That compared 
to fewer than one-in-five (17%) of large van fleets (101-plus 
vehicles) and just 13% of companies, operating between 26 
and 100 vans.

The British Vehicle Rental and Leasing Association (BVRLA) 
has urged policymakers to support business through a 
managed transition; allowing operators time to make adjust-
ments in line with their normal replacement cycles, without 
incurring unnecessary additional costs.

BVRLA chief executive Gerry Keaney said: “We are calling 
for a carefully managed transition that encourages people 
and businesses to use more sustainable vehicles and modes 
of transport.” 

Leeds City Council is consulting on proposals to charge 
cabbies £12.50 a day to enter its CAZ unless they drive an 
ultra-low emission vehicle (ULEV) – either petrol hybrid or 
electric. It intends to charge HGVs £100 per day. 

In London, only diesel Euro 6-compliant cars and vans will 
avoid a £12.50 daily fee, with operators of non-compliant 
vehicles facing an annual charge of a little more than £4,500.

Despite the potential cost, 41% of van fleets said charges 
would not be high enough to change their fleet policy, 
compared with almost half (48%) of company car operators 
and less than a third (30%) of mixed fleets.

However, some are determined to adhere to air quality 
standards. The report states that one-in-four van fleets will 
only operate vehicles that can enter an air quality zone 
without paying a charge. That compares with almost a third 
(30%) of company car operators and one-in-five (22%) of 
mixed fleets.

Some fleet operators are investigating the adoption of 
alternative fuel vehicles (AFVs). Almost a third (30%) of mixed 
fleets and more than a third (35%) of van operators said they 
will only operate vehicles that can enter a CAZ without paying 
a charge.

The largest van fleet in the UK, Royal Mail, has acquired 
100 Peugeot Partner L2 Electric vans ahead of the changes.

Paul Gatti, Royal Mail fleet director, said the move puts the 
postal service “on the front foot for future changes in emis-
sions legislation”.

The Sewells research asked respondents how they 
expected the proportion of alternative fuel light commercial 
vehicles on their fleet to increase over the coming few years.

Almost a quarter (24%) of van-only fleets think that at least 
5% of their light commercial vans will be AFVs in five years. 

Mixed fleets were more optimistic, with 41% saying they 
expected the share of AFVs operated to be at least 5%.

Fleets ask for time to make CAZ adjustments
Research shows replacement cycles mean operators will struggle to comply with clean air zones
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“We are calling for  
a carefully managed 
transition”
Gerry Keaney, BVRLA

£4,500+
the annual charge  

non-compliant vehicles  
may face in London

Royal Mail fleet is “getting on  
front foot for future changes”
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By Tom Seymour

sed van prices could suffer if too many vehicles operated by Caril-
lion are offloaded in a short space of time. 

The construction giant had an internal fleet of 3,000-plus cars, 
vans and trucks many of which it bought outright, while its fleet 
management division – providing fleet services for a number of 
Carillion subsidiaries – managed more than 10,000 vehicles.

After its parent company collapsed last month (January) owing 
approximately £1.5 billion, there is concern that a fire sale of any vehicle 
assets could have a negative impact on residual values (RVs).

PricewaterhouseCoopers (PwC) has been appointed by the courts to act 
on behalf of the official receiver and handle the liquidation of Carillion’s assets. 

The official receiver told Commercial Fleet its number one priority was 
securing the best price for assets so creditors can be paid.

An advert on Gumtree suggests that vehicles from Carillion’s internal fleet 
are already being sold. It says that more than 100 “repossessed” Carillion 
vans are being sold by commercial vehicle dealer The Yard Group, in County 
Antrim, Northern Ireland.

The listing refers specifically to a five-year-old Ford Transit which is part of 
a “massive range” of Carillion vehicles available. 

Ken Brown, editor of Red Book LCVs and Motorhomes at Cap HPI, said: “It 
is difficult to say if the collapse of Carillion will affect the used LCV markets 
as it is still early days. However, if large volumes of vehicles are going to 

return to the market in a short space of time they may have a negative 
impact on current values. 

“It all depends, of course, on what they are and when they are returned. 
Sometimes an influx of certain models that are in short supply can not only 
be timely but also good for the market as a whole.”

The Government has stepped in to support the parent company’s 
contracts with the public sector, where some of Carillion’s fleet would have 
been deployed.

Meanwhile, other private sector companies involved in joint contracts 
with the firm have taken overall control, ensuring work continues. 

The construction and property development group Kier, for example, has 
been working with Carillion on joint venture projects like HS2 and smart 
motorways and has offered to employ 150 staff, as well as seven appren-
tices from Carillion. However, it declined to say whether they would also 
be taking on vehicles used in relation to those projects. 

Galliford Try and Balfour Beatty have also offered to take on 76 Carillion 
employees that were jointly working with them on the £550 million Aber-
deen bypass scheme. A spokesman for Galliford Try also would not 
comment on the status of any related vehicles.

Carillion Fleet Management (CFM), staff were still answering the phones 
at the Wolverhampton-based firm when Commercial Fleet called, but were 
remaining tight-lipped about the business. 

It had been a profitable subsidiary for Carillion. In CFM’s last published 
accounts, for the year ending December 31, 2016, pre-tax profit increased 
from £12.6m to £15.9m. Turnover was also up, 8% year-on-year, from 
£38m to £41m, while net assets stood at £11.8m.     

The annual report said the increase in turnover was due, in part, to an 
increase in volumes from other Carillion subsidiaries.

In fact, it says that the majority of its turnover was with those subsidiary 
companies, as a result of it being group policy to use CFM as sole supplier.

Fire sales of Carillion vehicles could hit RVs
Construction company’s collapse raises questions over future of 10,000 vehicles

News

U

“They may have a 
negative impact on 
current values”
Ken Brown, Cap HPI 

Assets in Northern Ireland  
are already being advertised



There are many ways in which you can reduce fuel 
consumption of your vehicle fleet. Some of these can include 
the following:
■ Plan the journey ahead – select an uncongested route and 
preferably avoid ‘rush hour’ periods.
■ Drive smoothly and efficiently, allow yourself a bit more 
time. Try to avoid harsh acceleration and braking as this 
significantly increases fuel consumption.
■ Start regular driver training on the optimum way to drive 
vehicles efficiently.
■ Remove unnecessary weight, such as roof racks and 
internal goods/equipment, that is not required.
■ Ensure the vehicle is serviced and maintained correctly so 
the vehicle is operating efficiently. Blocked filters can 
contribute to higher fuel consumption.
■ Regularly analyse your vehicles’ fuel consumption as this 
could highlight a problem with a particular vehicle or its  
driver.
■ Make sure that all tyres are inflated to the correct pressure 
for the vehicle and for the load carried.
■ Use air-conditioning systems as a last resort, these 
systems increase fuel consumption significantly.

■ When the vehicle is stationary avoid idling by switching the 
engine off. When specifying new vehicles see what 
manufacturers offer in the way of engine ‘stop-start’ devices.
■ Reduce your speed; this is the most efficient way of saving 
fuel. Consider the fitment of speed limiter devices as driving at 
70mph can use up to 10% more fuel than at 60mph.
■ Maximise aerodynamics by removing roof racks, pipe boxes 
etc. If you don’t need it, take it off.
■ Turn off electrical items such as heated screens and 
demister blowers if they are not required, as electrical  
loads increase fuel consumption.    

Tips for saving fuel

How to calculate your vehicle fuel consumption
To calculate your average miles per gallon, divide the 
total mileage since the first fill by the total number of 
litres used and then multiply by 4.546 to get the miles 
per gallon.

For example, if you’ve covered 1,000 miles and used 
101 litres of fuel, your average mpg = (1,000/101) x 
4.546 = 45mpg. 

Some of our HGV drivers who are 
subject to EU Drivers Hours 
regulations do not want to take 
some of their holiday entitlement. 

If they chose not to take their full holidays 
do we legally have to show holidays not 
taken in our working time calculations?

Under the Road Transport 
(Working Time) Regulations 2005, 
mobile workers are required to 
have a minimum of 20 days’ 

statutory holiday per year. This is a legal 
requirement.

For working time calculation purposes 
these 20 days must be recorded as eight 
hours per day or 48 hours per week. The 
days can be spread out throughout the year 
but there must be at least 20 days holiday 
recorded for your drivers. Any days above the 
20 statutory days can be recorded as zero 
regarding working time calculations.

It may be worth speaking to your drivers to 
say everyone needs a holiday from work 
even if only to recharge the batteries. 

Q

A

Following a recent van fleet check I am 
noticing that my vans are quite dirty 
and on occasion the rear number plate 
is obscured. Would my drivers receive 

penalty points on their driving licence for this 
offence?

The good news is the driver would not 
receive penalty points on their driving 
licence for an obscured registration 
plate. However, the offence is covered by 

the ‘Vehicles Excise and Registration Act 1994 
section 43’ and the DVSA Enforcement Sanction 
Policy guidance refers to a driver receiving a 
financial penalty of £100 for this offence.

The drivers should check that the front and rear 
registration numbers on the vans are clearly 
visible as part of vehicle walk-around checks and 
periodically during their working day.

Q

A

Do you have an issue that 
needs resolving?

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

?
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Compliance

regulations
The FTA looks at the latest 
issues to affect vans and trucks, 
including how to save fuel and 
calculate its consumption

Rules&

Q A&

Fleet management is riddled with issues, queries 
and uncertainty, often caused by legislation. 
Eamonn Brennan, FTA manager of van information, 
looks at common questions raised by fleets with 
its member advice clinic

We are about to take on a new HGV driver but his driver’s 
digital tachograph card has expired. He has applied for a 
new one and in the interim period while waiting for the new 
card, can we use him if we instruct him to do manual entries 

on a tachograph roll for 15 calendar days? 

No. As his digital card has expired, he effectively has no card 
in the ‘system’. Therefore, he will have to wait until his new 
card is in his possession before he can start driving a vehicle 
fitted with a digital tachograph unit.

The making of manual entries for 15 calendar days can only be  
used if a driver’s digital card has been damaged, lost, stolen or is 
malfunctioning.

Q

A



commercialfleet.org    February 2018   17

tachograph manipulations. We will be looking at the role of 
immobilising vehicles and trying to disrupt some of the 
damaging behaviour.”

The changes will take between two and four years to 
implement but Price wanted to make it clear the Govern-
ment intends to do more.

Digital tachographs will become mandatory on all new 
vehicles in 2019. 

There won’t be any need to retrofit them into older vehicles 
until 2034, but Price said there is pressure from Brussels to 
bring that deadline forward considerably.

The Ricoh Arena conference last 
November was well attended 

“Technology is 
absolutely essential 
to our approach  
to improve 

greenhouse gas emissions”
Duncan Price, Department for Transport

DIRECT VISION STANDARD RATINGS

Loughborough Design School has 

spent the past 12 months developing 

the methodology that could be used to 

rate trucks for the new Direct Vision 

Standard (DVS).

The DVS proposal, submitted by 

Transport for London (TfL), is for a 

rating scheme which is based on how 

much a HGV driver can see directly 

through their cab windows, as opposed 

to indirectly through cameras or 

mirrors.

By 2020, TfL wants to introduce 

permits for all lorries entering the 

capital. Those that achieve a zero-star 

score, out of a possible five, will be 

banned. The criteria will then be 

extended to only permit vehicles with 

three stars or above by 2024.

Steve Summerskill, senior lecturer in 

Industrial design and ergonomics at 

Loughborough University, told 

conference delegates how the DVS 

standards have been defined.

His team created 3D models of 

popular truck cabs in order to 

establish the distance at which 

vulnerable road users become visible 

to the driver. The closer they are to the 

cab when they can be seen, the higher 

the score.

He said: “The Direct Vision 

performance of trucks is quite poor 

and that is emphasised by the fact that 

23 of our sample of 33 vehicles won’t 

allow you to see a vulnerable road 

user’s head and shoulders at 4.5 

metres – they will actually be further 

away before you can see them.”

The second consultation for the DVS 

closed on January 24. 

The final phase will be a consultation 

on statutory proposals to implement 

the finalised proposed scheme. If 

proposals are approved, from 2020 all 

HGVs in excess of 12 tonnes will have 

to hold a safety permit when entering 

or operating in London.

16   February 2018    commercialfleet.org

By Matt de Prez

epartment for Transport (DfT) head of Freight, 
Operator Licensing and Roadworthiness Duncan 
Price has outlined how the transport sector will 
have to adapt to the Government’s environ-
mental strategy.

Price was the keynote speaker at the FTA’s 
annual Fleet Engineer Conference at Coventry’s 

Ricoh Arena late last year.
“There is a long-term Government target for an 80% 

reduction in greenhouse gases by 2050,” he said. “If we are 
going to make a serious dent in that, there will have to be 
significant input from the road freight sector.”

Fleet operators should expect to reduce haulage emis-
sions by around 10-15% in the next decade if the country is 
going to meet the target.

“The pressure is going to increase on real major change 
that affects road freight to meet this greenhouse gas objec-
tive,” Price warned.

The Government is revising a range of policy measures to 
support the uptake of cleaner vehicles.

Price stated that the plug-in grant, which can provide up 
to £8,000 of funding towards an electric van has been 
extended to trucks to boost uptake.

 News insight: FTA Fleet Engineer Conference

D
He also confirmed that the maximum vehicle weight for 

electric vans allowed under a standard driving licence will 
rise to 4.25 tonnes if used solely in the UK. 

It will permit electric vehicles, which need heavier long-
range batteries, to carry a similar payload to a regular 
3.5-tonne van and be driven by anyone with a car licence.

The Office for Low Emission Vehicles (OLEV) is keen to 
investigate the short-term effects on emissions of retrofits 
and telematics, alongside longer-term approaches such as 
new powertrain technology. 

“Technology is absolutely essential to our approach to 
improve greenhouse gas emissions,” said Price.

“We have been involved in assessing the carbon efficiency 
of natural gas trucks for several years. In the meantime, 
Euro 6 has come along, providing a step-change reduction 
in emissions. 

“We are continuing to evaluate the efficiency of gas over 
diesel and a wider range of trucks is now available. 

“We have been supporting further development of natural 
gas fuelling hubs to help boost the uptake of these vehicles.”

Platooning
Following the Government’s announcement that it will invest 
£8.1 million in a platooning trial, Price outlined the four 
stages of testing that will take place over a 24-month period.

The initial study will take place at Millbrook test centre. 
On-track testing will be used to trial platooning systems and 
rules in a controlled environment, while gaining a baseline 
measurement for fuel consumption. Driver training will also 
take place at this stage.

By autumn road trials are expected to begin, to see how 
vehicles and drivers perform in real-life conditions. 

The third stage will be the larger operator trial. DHL is one 
of the major partners and will perform some of the 140 
journeys that are expected to take place in platoon configu-
rations of up to three HGVs. Comparisons will be made to a 
control group operating similar routes.

Once the results of the first three stages are known, the 
final one will be analysis and reporting to look at making 
regulatory changes to support platooning.

Price said a number of questions will need to be answered 
during the trial, including how easily other drivers can join 
and leave motorways with platooning vehicles on them.

“We also have to quantify the environmental benefits,” he 
added. “A significant on-road trial will answer the questions 
on fuel and emissions.”

Compliance
Tachograph manipulation and hours offences will be a key 
area of focus for the Driver and Vehicle Standards Agency 
(DVSA) this year, with digital smart tachographs becoming 
mandatory in 2019.

“We are changing the sanctions for non-UK drivers so the 
DVSA will be able to issue fixed penalties to foreign operators 
for hours offences,” said Price.

“We are also considering the possibility of significantly 
higher financial sanctions for serious offences – particularly 

80%  
reduction in greenhouse gases 
by 2050 is Government’s aim

Keynote speaker outlines how transport 
sector can support environmental goals
Truck fleets will need to cut emissions by 10-15% in next 10 years, says Department for Transport

EMISSIONS TECHNOLOGY RETROFIT

LowCVP has developed a testing 

process to approve retrofit emissions 

reduction systems, which it hopes will 

help operators with older vehicles to 

enter upcoming clean air zones (CAZs).

Two schemes are available providing 

independent information and 

verification of the performance of 

aftermarket products such as 

aerodynamic accessories, tyres and 

particulate reduction systems. 

Brian Robinson, programme 

manager (commercial vehicles) at 

LowCVP, said: “Our Retrofit 

Accreditation Scheme is supported by 

the Air Quality Unit. It’s an official 

national scheme for HGVs and vans – 

looking at NOx – to ensure the 

modified vehicle has tailpipe emissions 

that are comparable to an equivalent 

Euro 6 vehicle.”

It is not a complete Euro 6 test, says 

Robinson, but it should give a high 

degree of confidence that vehicles will 

perform just like a Euro 6 one.

“We’ve learnt from the bus sector, 

once you have a robust set of test 

measurements then all sorts of things 

such as grants and support tools can 

be considered by Government,” he 

adds.

The next step is to define a set of 

ultra-low emission truck standards – 

similar to what happened in the bus 

market. LowCVP can then start to 

encourage an Ultra Low Emissions 

Truck standard that goes over and 

above the existing ones. 

“If we can set a new minimum, the 

OEMs will start to work to that and we 

can move the industry forward in a 

way that regulatory compliance can’t,” 

Robinson explains.

In the bus sector, there are already 

retrofit kits that can get a Euro 5 

vehicle to Euro 6, but the truck industry 

can’t supply that before the low 

emissions zone comes into play, 

according to Robinson.

Euro 6 retrofit kits are in 

development though and LowCVP will 

work with suppliers to ensure the 

technology is recognised for 

certification in CAZs.
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A new business partnership has led to Paul Williams  
building a future-proof fleet that is fit-for-purpose 

By John Maslen
rom the first moment you contact some 
companies you can tell they are fully 
committed to best practice.

This is the case with north-west-
based housing group Torus, where a 
simple phone call is enough to show 
management is leading by example.

When a mobile phone is answered, a vehicle 
passenger says: “I am sorry, Paul is driving at the 
moment. Can I take a message for him?”

The call had been to the mobile phone of Paul 
Williams, the company’s fleet manager, who has 
been leading the business through a comprehen-
sive update since Torus was formed by a partner-
ship between long-standing housing associations 
Merseyside-based Helena Partnerships and 
Cheshire’s Golden Gates Housing Trust.

Williams worked with Helena for more than a 
decade before leading the integration of the two 
fleets to introduce a consistent best practice 
approach and single fleet policy.

This includes a safety-first rule on mobile phone 
use, with policies reinforced through leading by 
example.

When he returns to the office, Williams explains: 
“We have a strict no-use policy for mobile phones 
while driving. However, for hands-free, we say 
drivers can receive a call just to say they will call 
someone back, but they aren’t allowed to make 
calls while driving. 

“The aim is to have zero touch as much as 
possible.”

Torus owns and manages around 22,000 
homes and will deliver 1,800 new dwellings by 
2020, with developments in Cheshire, Chester,  
St Helens, Warrington and West Lancashire.

It employs 850 staff, with an in-house contractor 
team of 350 people based in St Helens carrying 

F
out more than 30,000 repairs every year, 
supported by the 250-van fleet.

Creating a consistent fleet from the combination 
of two companies takes time and Williams recog-
nises there will be different experiences of 
training, but he is determined to bring everyone 
up to the same standard.

He has already laid the foundations for success 
given the fleet has received Van Excellence 
operator accreditation from the Freight Transport 
Association (FTA), after a vigorous audit of its 
operating standards.

The Van Excellence scheme is aimed at raising 
compliance levels across the sector by setting 
high standards and sharing best practice, profes-
sionalising the industry and moving away from 
the traditional ‘white van man’ image. 

Williams worked his way up to fleet manage-
ment from apprentice mechanic and has more 
than 40 years’ experience in the industry. 

He says: “We run quite a tight ship because of 
my experience in the industry, but Van Excellence 
has helped in several ways. 

“Having rolled out the changes to the fleet, Van 
Excellence has been the icing on the cake, 
showing we are a good, safe, responsible fleet 
operator, based on independent assessment.

“It is also valuable for giving management confi-
dence that the fleet operation is well run, so they 
have belief in the changes we propose.”

A further benefit is the reputational impact 
among customers and contractors following 
accreditation, which Haydn Hansford, managing 
director of Torus In House Contractor, says helps 
the business stand out as a “responsible and safe 
vehicle fleet operator”. 

Following the merger, Williams 
carried out a fleet review, including a 
detailed analysis of requirements.

‘You need to look 
at what goes in 
the box before 
you buy the box’

Organisation Torus
Fleet size 250 vans; six cars
Van supplier Ford
Car suppliers Peugeot, Nissan (EVs)
Funding Vans outright purchase; cars leased
Replacement cycle Nine years/70,000 miles

Factfile

Fleet spotlight: Torus
Paul Williams has focused 
on safety and efficiency as  
two key pillars of the fleet
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the team employs telematics, provided by Quartix, 
with a focus on using the data it provides for 
exception reporting.

Data can flag drivers who require additional 
training and also support a league table of poor 
performing drivers to encourage them to improve 
their on-road score.

“The aim is to use the data to benefit drivers and 
the business. We don’t sit and look at where 
people are all day, it just supports the manage-
ment of a safe and efficient fleet,” Williams says.

A scheduling system also helps to allocate jobs 
to drivers efficiently, while telematics data has 
additional uses that support best practice, 
because planners can check telematics systems 
before making calls to engineers on the road, to 
ensure employees aren’t driving when they ring.

Williams says: “It is early days for the fleet, with 
a lot of drivers coming over who have not had the 
same training and we want to get everyone up to 
the same standard.”

Mark Cartwright, FTA head of vans, said: “The 
Van Excellence scheme is the most complete and 
robust measure of an organisation’s attitude 
towards the compliant, safe and efficient running 
of its fleet. 

“Torus has shown that it takes its corporate 
responsibilities very seriously.”

Team Torus delivers new-look fleet
Teamwork was an essential element in developing 

the look of the Torus commercial vehicle fleet, both 

inside and out.

In creating the new signage for the vans, Williams 

worked closely with both the internal marketing 

team and Bott, the vehicle conversion and solutions 

specialist, to develop a design.

Williams says: “This branding is going to be on 

our vans for the next five-to-10 years, so a lot of 

work went into getting it right, particularly ensuring 

the drawing actually worked on the van as well as 

on paper.”

The branding is applied to vehicles using vinyl 

wrapping, which can be removed easily when it 

comes to defleet.

When selecting the best racking system, the 

interaction between departments was even more 

extensive.

Williams brought together employees 

representing all the trades within the company to 

form a focus group as part of the selection process.

He says: “We needed to cater for several trades 

and skills and wanted to ensure that the investment 

in racking was future-proofed, so if the mix of 

trades changes, that can be covered by the fleet.”

Among the trades represented in the focus group 

were electricians, plumbers, gas fitters, joiners, 

bricklayers and plasterers.

The consultation led to two racking systems being 

specified that covered all the needs of the trades 

working within the business, including fittings to 

operate electric power tools from the vehicle.

Williams said: “A supplier with attention to detail 

was important, especially because you want the 

manufacturer to trust the quality of work involving 

electrical equipment in case there is a separate 

warranty claim. Bott are first class in ironing out 

any issues.”

Also, while there was an open internal debate, 

Williams oversaw the process to ensure there was 

an adequate balance between cost and practicality.

He adds: “I am the fleet manager, but the 

operatives have to live with the vehicle and it is 

very important that their views are heard.”

Fleet spotlight: Torus
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While cost-efficiency is important, it is 
also vital that vehicles are fit-for-
purpose and the fleet is future-proofed 

against potential changes.
Williams adds: “With vans, you need to look at 

what goes in the box before you buy the box, with 
considerations covering weight and size, but also 
whether your fleet choices take account of future 
issues that might be faced.”

Bringing together the two fleets meant there 
were several brands, but Williams has consoli-
dated them to Ford as sole commercial vehicle 
supplier. Fleet efficiencies mean the number of 
vehicles has fallen slightly to the current figure of 
250.

Williams says: “We did that by analysis. We put 
in the work to see what vehicles we need to take 
us forward.”

Whereas the Helena fleet was predominantly 
Ford, the Golden Gates one was mainly Renault.

Analysis of running costs, carrying capacity and 
a variety of other factors led to the decision to opt 
for Ford vans, including Transits and Customs.

Williams adds: “Key factors in our choices were 
safety and cost-effectiveness. Most importantly 
we looked at safety and obtaining certain specifi-
cation for the vehicles we wanted.

“Ford is a one-stop for the fleet range. Whereas, 
with other brands, you may have had to choose 
higher specification models to obtain the equip-
ment you need, with Ford it was much more 
flexible.”

Items specified for vehicles include auto stop-
start.

The location of dealers close to the fleet’s 
operations was also a key factor, along with 
strong aftersales support.

Williams says: “Ford do a lot of fleet work and 
the aftersales support has a dedicated focus that 
some others can’t provide.”

The inside has been just as important as the 
outside in developing the new fleet, so Torus has 
worked with van conversion specialist Bott on 
developing its vehicles.

Williams says: “Bott has been a great partner. 
It has not only helped create a memorable look 
that reflects our group corporate identity, but  
also a product that allows us to increase our  

Planning ahead in a changing fleet environment
Planning is a key part of a fleet manager’s job as 

companies try to adapt to changing operating 

conditions.

Paul Williams, fleet manager of Torus, has been 

running a long-term programme to investigate the 

benefits of electric vehicles (EVs) on the fleet.

In total Torus has six EVs, but the small number of 

vehicles has produced a large amount of insight over 

the past five years.

The company runs three Peugeot Ions and three 

Nissan Leafs, which cover 6,000-8,000 miles a year.

Williams says: “There isn’t much maintenance  

to EVs, just a few moving parts such as brakes, so 

there is very little wear and tear.

“They can be quite expensive to source, but in 

Peugeot’s case it offered them at very low cost as 

part of its launch programme. Now I am loathe to 

send them back.”

The EVs have a short-journey demographic around 

the Warrington area, with vehicles being used by 

neighbourhood officers. 

Williams says: “They are really economical for us, 

particularly as we have solar panels on our buildings, 

which offset charging costs.”

Vehicles are leased, with the Peugeots provided by 

Alphabet with maintenance and the Nissans supplied 

by the manufacturer on non-maintenance contracts.

Having compared the two set-ups, Williams says 

choosing a maintenance contract is probably the best 

option as, to date, the costs have been around £100  

a year.

However, although he is happy to consider leasing 

for future investments in electric vehicles, this won’t 

change the company’s outright purchase approach to 

commercial vehicles. He says: “We have flexibility 

and control, so that would be a step too far.”

In addition to considering the long-term benefits of 

EVs, the renewal of the van fleet with new diesel 

engines has also sidestepped any problems with local 

authorities if they decide to ban older diesels in a bid 

to meet European emission standards.

Birmingham, Derby, Leeds, Nottingham, and 

Southampton will launch clean air zones by 2020, in 

addition to London.

They could be joined by Sheffield and 

Middlesbrough, while Bath, Bristol, Coventry,  

Greater Manchester and Newcastle may also 

introduce schemes for heavier vehicles.

Paul Williams is seeking to  
ensure all drivers in the merged  
fleet operate to the same standards

a driving mentor, until they have proved they can 
consistently meet the required driving standard.

Williams says: “If we invest that time with them, 
we expect buy-in to maintaining a safe fleet.”

To assist with management of on-road assets, 

“Van Excellence has  
been the icing on the 
cake, showing we are a 
good, safe, responsible 
fleet operator” 

Paul Williams, Torus

van stocks via a sophisticated racking system.”
The fleet is outright purchase, so maintaining 

good residual values (RVs) is important, particu-
larly as vehicles are run over substantial nine-
year replacement cycles prompted by low annual 
mileage of around 8,000 miles.

“We have run Fords for more than 10 years and 
we look after them. Their general appearance is 
very good when we sell them and they have good 
RVs,” Williams adds.

The best way to protect residual values is to 
ensure drivers look after their vans on the road, 
so Williams has focused on safety and efficiency 
as two key pillars of the fleet.

He says: “We are open about what we expect of 
drivers. We have vehicle inspections once a 
month and an open-door policy for drivers. We 
say ‘you have the vehicle and we expect you to 
keep it in good condition and you must tell us if 
there is a problem’. Maintenance is key.”

A robust defect reporting system picks up 
repair requirements and also helps with preven-
tative maintenance to avoid unexpected issues.

This is backed up by regular ‘toolbox talks’ on a 
quarterly basis together with newsletters and 
regular fleet updates.

Drivers receive training through three fleet 
team members who are qualified driving asses-
sors. The trio works to ensure employees meet 
set standards.

Younger drivers, if they pass an initial assess-
ment, must be accompanied for three months by 
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Isuzu has more than 100 dealers, which is quite big for 
a one-model brand. 

Brown says customers should not have to travel more 
than an hour to reach a dealership. 

Fleets with fewer than 25 vehicles will generally be 
handled at dealer level, while larger companies buy from 
Isuzu direct. All aftersales business is handled by the 
network.

“If you are a big fleet customer that has a big fleet of 
pick-ups, our network only deals with pick-ups. All our 
technicians are solely trained on how to fix pick-ups. We 
can fix and diagnose things quickly because every day it’s 
the same vehicle over and over again,” adds Brown.

He believes having a network that is purely focused on 
pick-ups is a big advantage for the customer, be it retail 
or fleet.

This year, Brown says the business will continue on its 
growth path.

“We’ll keep dialling everything up. We want to continue 
to get more fleet business, a bit more lifestyle and a bit 
more for our dealers.”

He raises concern over the trend away from diesel in 
the car market and fears that the lifestyle end of the 
pick-up market could be affected. However, he is confident 
that downsizing the engine in the D-Max from 2.5-litres to 
1.9-litres was the right thing to do.

“I have comfort that the technology we have will see us 
through for a very long time.

“Diesel has to be there for commercial vehicles as there 
is no viable technology out there to replace it yet.”

Brown suggested hybrid and electric powertrains will 
be inevitable as manufacturers strive to reduce average 
CO2 emissions, but warned that the technology may not 
provide the same practical capabilities that fleet customers 
require.

“The technology 
we have will 

see us 
through  

for a very  
long time” 
William Brown,  

Isuzu UK

The new engine meets Euro 6 standards without the 
need for AdBlue. 

Brown explains: “There are very few pick-ups that don’t 
have AdBlue; that is great for convenience and running 
costs. 

“The biggest advantage of a smaller engine with no 
AdBlue is the pickup is lighter, so payload is better, economy 
is better and performance and handling is better.

“When our payload increased, most of our competition’s 
got worse. That has been a big tick in the box, particularly 
for fleet business. Fleets want to maximise weight and 
towing capacity while getting fuel efficiency.”

Fleet is a growing opportunity. Just 20% of D-Max sales 
went to this sector last year. Most are classed as ‘retail’, 
which, in reality, is SMEs – often sold to farmers, builders 
and tradespeople.

“When I started in 2010 there was no fleet business,” 
explains Brown. “We started fleet in 2012 so it’s a relatively 
new part of our business. We built it up into a proper 
department. Now it is a very important part of our busi-
ness and a very successful part.”

Isuzu’s fleet operation predominantly serves utilities and 
civil engineering fleets. Its most common vehicle is a 
converted cherrypicker.

Brown says: “For anyone requiring a conversion, we are 
often top of the shopping list. All the water and electricity 
companies – the people that keep our country running – 
they are the ones that buy the products and services we 
can offer.”

Conversions are managed in-house and are tailored to 
specific fleet requirements. A team of approved converters 
is used to complete the modifications and the customer 
receives the vehicle ready-to-work with one invoice.

“Key to providing a good fleet service is the quality of the 
dealers,” says Brown.

Company Izusu UK
Managing director William Brown
Headquarters Coleshill, 
Birmingham
2017 sales 6,000
Fleet/retail split 20/80%
Key model D-Max

Factfile

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

case-studies
Online
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PICKING UP WHERE THE 
TROOPER SUV LEFT OFF
When Isuzu Japan decided to stop making large SUVs it prompted IM Group into radical rethink

By Matt de Prez

ick-up sales reached record numbers in 2017 
as the commercial vehicle market shifted 
away from traditional vans to 4x4s.

Society of Motor Manufacturers and Traders 
(SMMT) figures show pick-up sales grew 7.8% 
last year, while registrations of vans up to  
3.5 tonnes fell by 2.9%.

Isuzu has been one of the beneficiaries, with the D-Max 
hitting 6,000 registrations.

However, until 2005 the brand didn’t even have a foot in 
the pick-up market. Its main model was the Trooper – a 
successful, large SUV that rivalled the Land Rover 
Defender.

With little warning Isuzu Japan discontinued production 
of the Trooper, leaving Isuzu UK – the official distributor 
and part of IM Group – with a real conundrum as its busi-
ness was entirely built around that vehicle.

At the same time, operations director William Brown, 
joined the business as regional sales manager. 

“We switched from selling SUVs to selling pick-ups. The 
business was not prepared for that transition and neither 
were the dealers,” he says.

“For a number of years we lost our focus on Isuzu; what 
it meant, what the brand meant and what it meant for our 
dealers.”

Following the recession, Isuzu registrations had hit an 
all-time low of 1,000 units per year and the business needed 
to make a decision about whether it was viable to continue 
its distributorship or end its relationship with the brand.

IM Group decided to invest in Isuzu but quickly realised 
a new challenge. 

Historically, Isuzu and Subaru were sold to dealers by 
IM Group as a pair. With cars and SUVs this model worked 
without issue. Tasked with selling a pick-up, dealers 
struggled to get to grips with the completely new world of 
commercial vehicle sales.

“We spoke to the network and told them we were going 
on a journey and if they didn’t want to be part of it, now 
was the time to leave. At that point we did cut ties with a 
lot of our dealers and decided to take a new approach to 
franchising,” explains Brown.

The company looked at new retailing models such as 
using agricultural and truck dealers instead of traditional 
car dealers, but also looked at used 4x4 and commercial 
dealers that had not held a new vehicle franchise before.

Since 2010, the company has replaced two-thirds of its 
network and embarked on a new marketing campaign to 
promote itself as ‘the pick-up professionals’.

“Training was a milestone that helped us get on the right 
journey,” says Brown.

Manufacturer spotlight: Isuzu

P
6,000
D-Max units were  

sold last year

7.8%
growth in pick-up sales 

overall last year

D-MAX (pictured) is clearly 
aimed at customers who  
need a vehicle to do a job

“Our training covers issues such as funding, VAT, tacho 
legislation and towing legislation. So I know we’ve got the 
most trained professionals in the network that can 
answer any questions about pick-ups.”

Brown believes Isuzu has the best working vehicle on 
the market and said the D-Max is aimed clearly at 
customers who need a vehicle to do a job.

“Our message is we’ve got the best working vehicle out 
there. We may not be the most SUV-like, but that is not 
an area we want to dominate.

“If you want to tow, if you want to carry a lot of weight, 
we’ve got the best product and, for those that want to 
listen, we can prove that,” he says.

The D-Max was the first pick-up to offer a 3.5-tonne 
towing capacity and the first to come with a five-year 
warranty, features that are now industry norms.

A revised model launched last year with a 1.9-litre four-
cylinder diesel engine, against a trend of larger-capacity 
rivals.
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Telematics data can also be used to influence routes and 
schedules longer-term. 

It may, for example, show that your vehicles are continually 
arriving at a particular destination much later than you 
expected because traffic is running more slowly than usual 
down a particular section of highway. Reason? Road works 
for the next six months – so they will need to be re-routed.

“About a year ago we launched a programme called 
Connect + with integration in mind,” says Teletrac Navman 
marketing director Peter Millichap. 

It allows fleets to acquire a telematics system already 
linked to other useful packages such as Assetminder, which 
can manage the entire maintenance lifecycle of a fleet.

“It makes the whole exercise much easier for operators,” 
Millichap says. “They want solutions that are available off the 
shelf. Operators want to be able to plug the software together 
and they expect to be able to do it easily.”

Truck manufacturers, in particular, are starting to promote 
platforms with open-plan architecture. The idea is to enable 
fleets to take the best of what different suppliers of telem-
atics services have to offer and run them all using the same 
onboard box without the need for lots of different SIM cards. 

Unveiled by Volkswagen Truck & Bus a year-and-a-half 
ago, Rio is one of the best-known examples. An open cloud-
based platform, the onboard black box it employs 
can be retrofitted to any make of truck – not just 
MANs and Scanias – with an FMS interface.

“Operators want to be able  
to plug the software 
together and they 
expect to be  
able to do  
it easily” 
Peter Millichap, 
Teletrac Navman
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INTEGRATE TELEMATICS 
FOR BIG EFFICIENCIES
Combining telematics with other systems like routing and scheduling can lead to greater efficiency, 
improved communications with clients and major increases in productivity and profitability

By John Lewis
an and truck operators are increasingly inte-
grating their telematics packages with other 
systems they use to manage their fleets in a bid 
to improve efficiency. 

For example, marrying Webfleet from 
TomTom Telematics to Maxoptra’s cloud-based 
routing and scheduling technology has helped 

Shoeburyness, Essex, steel stockholder Industrial Metal 
Services save around £250,000 in fleet costs annually. 
Estimated-time-of-arrival texts generated automatically tell 
clients when their consignment is about to appear, resulting 
in fewer failed deliveries and less on-site time for drivers.

Elsewhere, integrating  Webfleet with Agg Smart routing 
and scheduling software has helped a Leicester concrete 
company increase its productivity by more than 25%. Ready-
mix and concrete screed supplier Wright Mix is now able to 
complete up to two more jobs per vehicle per day by using 
what  Webfleet and Agg Smart have to offer rather than its 
previous manual booking and scheduling system.

It has enabled a dynamic approach to scheduling to be 
created which can respond rapidly to the needs of customers. 

They place an order, payment is pre-authorised and the 
job assigned to the most appropriate driver and time slot 
within the scheduling system. 

The job details are sent to the driver’s TomTom Pro 8 
terminal and navigation is automatically provided giving the 
driver, office and client an estimated time of arrival.

 Webfleet communicates with Agg Smart throughout the 
whole process. This means the driver is able to check the 
pre-authorised payment before dropping the concrete or 
screed and ask the customer to sign for the delivery 
on-screen.

The exact volume of product delivered is then recorded in 
the Agg Smart app which allows Wright Mix’s accounting 
system to bill the recipient automatically and accurately; all 
without having to use paper or make a phone call.

“Before we had  Webfleet and Agg Smart I was constantly 
on the phone to drivers and customers,” recalls Wright Mix 
operations manager Peter Harris. “The days were frantic 
and I used to miss lots of calls.

“Now the office is very calm and I don’t miss any.”
Trakm8 fleet strategy director Andrew Tillman agrees that 

integrating telematics and route scheduling is becoming 
increasingly important.

“You can have a mobile engineer whom you have sched-
uled to spend an hour fixing Mrs Smith’s washing machine 
only to discover that he is still there after three hours because 
the problem is more complex to solve than he expected,” he 
says. Armed with that knowledge and aware of the status of 
all the other drivers you can reschedule his and their work 
accordingly.

Insight: Telematics

V
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Such prompt access and 
the proof provided by the recording can help 
cut the number of claims disputes while genuine claims can 
be settled quickly before they escalate into something bigger. 
Spurious claims are more easily refuted.

What the camera has seen can also help the operator 
target driver training.

Downwell Group, which provides services to the construc-
tion industry including demolition, asbestos removal and the 
erection of scaffolding, has embraced cameras wholeheart-
edly. 

Working with Intelligent Telematics, the Grays, Essex-
based company installed forward-facing SureCam 3G 
cameras across its 50-plus fleet of vans and cars in early 
2017. Accident rates have dropped significantly and insur-
ance premiums have fallen by 20%, the business reports.

“In addition to the clear insurance benefits, the cameras 
are having a positive impact on the behaviour of our drivers 
and influencing their mindset when they are on the road,” 
says Downwell operations director Steven Padmore. “They 
also know that the emergency services can be contacted as 
soon as an incident has occurred and that the video can be 
used to validate their version of the story.”

Inward-facing cameras are also available that can be 
trained on the driver and triggered as an incident unfolds to 

see how they are reacting to it; and whether the incident 
has occurred because they had one eye on the road 
ahead and the other on their smartphone.
Introducing such cameras can lead to complaints 

that the employer is putting a spy in the cab and trade 
unions may voice opposition. “So go and talk to them,” 
advises Intelligent Telematics partnership and marketing 
director Sam Footer.
“Once they understand the benefits and realise the 

camera is not invading the driver’s privacy, they generally 
come round,” he contends. 

They may also realise that evidence from an interior 
camera can be used to exonerate a union member who 
might otherwise be facing disciplinary action and poten-
tial prosecution for their conduct at the wheel.

Intelligent Telematics will be launching a multi-
camera system that will give all-round coverage of a 
vehicle later this year. 

Mix Telematics is among rival companies offering 
forward- and inward-facing cameras and can 
install externally-mounted ones which can 

monitor activity all around a truck.
If the forward- and inward-facing cameras are triggered, 

then the footage is displayed within the Mix Fleet Manager 
platform which shows it overlaid with journey and vehicle 
data such as speed and revs.

In-cab cameras can be put to uses other than monitoring 
the conduct of a driver once triggered, says Tillman.

“We’ve had one operator who asked for a camera to be 
mounted on the inside of the A pillar on the passenger side 
of each of his vehicles and pointing across the cab,” he says. 
Because of the nature of his operation he was getting 
members of the public banging on drivers’ doors and 
shouting abuse at them. He wanted those incidents recorded 
to help protect his employees.

Integrating telematics and route scheduling is 
becoming increasingly important says Trakm8

“The cameras 
are having  
a positive 

impact on the 
behaviour of 

our drivers and 
influencing 

their mindset 
when they are 
on the road” 
Steven Padmore, 
Downwell Group

20%
fall in insurance premiums 

since Essex company 
installed cameras across 

its 50-plus fleet
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Insight: Telematics

Progress in this area across the telematics 
industry remains slow, however, admits Tillman. 

“It’s the data that matters,” he says. “The hard-
ware should be irrelevant, but telematics companies tend to 
be protective of their individual boxes.”

The more systems integrate, the more all the information 
a business possesses is likely to be pulled together in one 
potentially-vulnerable location. That includes personal data 
held on customers and employees. 

Lose such personal data after May 25 and the penalties 
incurred could be eye-watering. That is when the European 
Union’s General Data Protection Regulation (GDPR) comes 
into force, imposing more stringent data protection require-
ments.

Voted into EU law by the European Parliament in April 2016, 
it supplants the Data Protection Act 1998 and will apply on 
this side of the Channel regardless of Brexit’s final outcome. 
Breach its requirements and a fine of up to €20 million 
(£17.5m), or up to 4% of a firm’s global turnover in the 
previous financial year, whichever is the greater, could await.

Conviction could also lead to separate civil litigation 
brought by anybody who can claim to have suffered damage 
because their personal data was made public.

“You should review and update your data protection policy,” 
advises Es Shepherd, head of member advice at the Freight 
Transport Association (FTA). “All too often such policies get 
filed and forgotten about, and when you need to look at them 
you require a shovel to get rid of the dust.”

As well as ensuring their own information is secure, fleets 
need to contact their telematics suppliers to see what meas-
ures are in place to prevent data of theirs that a supplier may 
hold going missing. “Speak to their compliance officer,” 
advises Tillman.

“One question a fleet might like to ask is whether the busi-
ness concerned meets ISO 27001,” he adds; the international 
standard for the secure management of information.

Take steps to protect personal data and there is no reason 
why telematics systems cannot still be employed to help 
fleets manage their van and truck drivers. That includes 
using them to monitor driving behaviour and create league 
tables with the aim of encouraging better performance. 

With 136 vans, Scottish building services company James 
Frew is doing both in conjunction with Ctrack with the intro-
duction of Ctrack Online under a five-year extension to an 
existing contract.

Ctrack’s DBI – Driver Behaviour Indicator – provides 

drivers with real-time feedback regarding speeding, harsh 
braking and acceleration by means of traffic light-coloured 
warning lights and audible alerts. Meanwhile, a reporting 
tool allows the best and worst performing parts of the fleet 
to be identified, enabling the business to implement a 
targeted driver training programme.

Fuel usage has fallen sharply as a consequence and acci-
dents, insurance premiums and maintenance expenditure 
are all down, too. “By encouraging responsible driving that 
avoids aggressive vehicle handling, we’ve not only contrib-
uted to staff well-being but have also achieved significant 
oper ational savings and much-improved road safety,” says 
Sandy Clare, financial director at James Frew.

Customers often want to boil driver behaviour down to a 
scorecard, according to Millichap. It can be used to identify 
the best and worst performers, but should also be accom-
panied by a rewards programme to encourage the latter to 
raise their game.

“Unfortunately we’re seeing relatively few businesses 
implementing such programmes,” he says.

Bibby Distribution is using telematics data from Microlise 
to help tailor its driver training. Fuel economy has improved 
by 10% as a consequence, while CO2 emissions have fallen 
by 11%.

While the large amounts of data generated by telematics 
may be used to manage the fleet on a day-to-day basis, or 
to identify training needs, they are not always used to deter-
mine the fleet’s specification. 

The Dynamon software company can analyse data in order 
to work out whether devices such as aerodynamic aids and 
fitting low-rolling-resistance tyres would reduce an opera-
tor’s fuel consumption and shrink its carbon footprint. 

“The information is presented on an online dashboard for 
fleets, enabling them to optimise their vehicles fully,” 
Dynamon chief executive officer Angus Webb says. “We can 
look at the cost of a particular aid, see the sort of fuel saving 
it might be able to achieve on the route the truck is on and 
assess whether it would be worthwhile.”

Also involved in the analysis of telematics data, albeit in a 
different way, are Driive and Matrix Telematics. They look at 
it from the viewpoint of driver performance and reducing 
occupational road risk, arguing that many organisations with 
telematics systems in place do not react appropriately or 
consistently to the information it provides or do not know how 
to interpret it.

Telematics packages are increasingly being combined with 
a camera that watches the road ahead. Harsh braking or 
acceleration, near misses involving a violent swerve, and 
collisions can be automatically recorded and uploaded to a 
secure server network with serious incidents triggering a 
text or email alert sent direct to the fleet manager.

Footage of what happened just before, during and after an 
incident can then be viewed remotely, often within seconds 
on an online dashboard. Emergency assistance can be 
organised if required, vehicles can be rescheduled to avoid 
disruption to customers and repairs arranged.

The fleet’s insurers can also access the footage to deter-
mine any liability. 

Mix Telematics can offer  
forward- and inward-facing cameras

“Hardware should be irrelevant, but 
telematics companies tend to be 
protective of their individual boxes” 
Andrew Tillman, Trakm8

25%
increase in productivity at 
Leicester cement company
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Insight: Remarketing

By Dean Bowkett

s we progress into the penultimate year before 
Brexit (if you ignore the indeterminate transition 
period) it’s worth looking back at 2017 now the final 
figures have been reported.

New LCV sales dropped to 362,149 in the UK last 
year which is a 3.6% fall compared with 2016. But it is still 
the third highest performance in the past 10 years. 

By contrast, the rest of Europe saw LCV sales rise by 3.9% 
to just in excess of two million units. 

However, the results were reversed in December where 
an 18% drop in Italy and a 3.9% fall in France put the EU28 
and EFTA3 down 3.9% compared to a 2.9% rise in the UK, 
making 28,016 registrations in the month. 

Cap HPI noticed a 2.4% increase in daily rental volume 
which represented 15.7% of the total 2017 new van sales 
compared to 14.8% for 2016.

This means we may see an increase in younger used vans 
entering the market at the backend of 2018 and into 2019.

This year is unlikely to be much improved on the new LCV 
sales front, but expectations are that the rate of decline will 
be far lower, around 1.5% at the most for the year, although 
the team at Cap HPI is slightly more positive saying it expects 
new LCV sales to remain flat. 

Tim Spencer, commercial vehicle sales manager at 
Shoreham Vehicle Auctions (SVA), also predicts a reason-
able 2018 but cautioned it with the caveat that “as long as 
the economy keeps showing signs of growth and unemploy-
ment remains in check, then demand from SMEs for new 
vans looks set to remain strong”.

On the used front, the last month of the year is always a 
challenging time for LCV sales as buyers progress through 
an early December stocking frenzy to then winding down in 
the run up to the festive period. 

A
Andy Picton, Glass’s chief commercial vehicle editor, 

reported used LCV sales volumes fell by 41.2% month-on-
month due to the shorter selling period, but this was still 
3.7% higher than December 2016, a trend we have seen for 
virtually the entire year. Picton also noted that traders are 
reporting a decline in footfall across their sites, but this was 
only to be expected at that time of the year.

Spencer says SVA had seen a “well behaved” market for 
the whole of 2017 with December seeing “strong sales with 
buyers topping up their stock in readiness for what the 
market predicts as being a strong January.” 

He went added that the first sale of 2018 had plenty of 
entries with “a good mix of age and mileages”, although he 
also noted a change in buying habits with “up to 70% of bids 
at a typical Shoreham sale now coming from online buyers”.

From a pricing perspective, it seems to be a mixed bag of 
opinions with the auctions seeing improvements and the 
trade guides reporting falls. Glass’s saw used values fall by 
£109 overall from the previous month, with medium panel 
vans particularly struggling, down £299 in December. 

But, allowing for the fact that it also noted the average age 
of all LCVs fell by five months to 62.8 and mileage dropped 
marginally by 1,088 to 73,048 miles, the underlying drop in 
used prices is noticeably more. 

Glass’s did acknowledge that values in December were still 
£87 higher than December 2016, continuing the positive 
pricing momentum seen throughout the year. Cap HPI also 
noted values dropping by 1.1% in December. 

By contrast BCA reported December sales prices hitting 
a record high of £6,976, which is a 2.7% increase over 
November and a whopping 9% increase over December 
2016. Like Glass’s, BCA also saw the average age 
falling, with the average age in December down to 
49.05 months from 53.14 in December 2016 which 

28,016
LCV registrations in the UK 

last December, up 2.9%

INDUSTRY EXPERTS CLASH  
ON RESALES PERFORMANCE
Prices rise claim auction houses, but trade guides report declines

Sales of LCVs dropped last year 
when compared with 2016
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The UK and Europe’s largest used vehicle marketplace

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

Average LCV values reach 
record levels in December

Advertisement feature

A
verage light commercial 

vehicle values continued 

to rise at BCA in 

December, with the headline 

figure reaching a new record 

level of £6,976. The trend seen 

around declining age and 

mileage continued along with 

seasonal factors coming into 

play as the year came to a close. 

Buyers were active on the run 

up to the festive period, and the 

shortened trading window 

certainly created focused 

demand. Year-on-year values 

remain well ahead, up by £580, 

equivalent to a 9% increase 

over the period.   

Fleet and lease
The fleet and lease LCV sector 

saw a small improvement in 

average values in December, 

rising by just £33 to £7,760, the 

second highest figure on record.  

Retained value against MRP 

(manufacturer recommended 

price) was stable at 38.09%.  

Year-on-year, values remain 

significantly ahead, up by £586 

(8.1%), with average age and 

mileage declining compared to 

the same period in 2016. 

Part-exchange
After three consecutive months 

where values reached record 

levels, part-exchange LCV 

values fell by £293 (6.4%) to 

£4,215 in December, largely as  

a result of the shorter trading 

period. Year-on-year, values 

were up by £220 (5.5%) although 

comparative age and mileage 

are notably lower in 2017 and 

this will have impacted average 

values.

Nearly-new
Nearly-new LCV values stood at 

£17,056 in December. As always, 

this has to be taken in the 

context of the very low volumes 

reaching the market, seasonal 

pressures and the model mix 

factor. 

Shortened trading window created focused demand as year came to a close

Average age (months)
Average mileage
Average value

Dec 2017

Dec 2016

£7,174

£7,760

Fleet/leasing

56,605

62,939

38.03

41.15

£3,995

£4,215

84,453

90,101

78.42

81.10

Part-exchange

Dec 2017

Dec 2016
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£7,000

£6,500

£6,000

£5,500

£5,000

N
o

v

D
e

c

Ja
n

F
e

b

M
a

r

A
p

r

M
a

y

Ju
n

e

Ju
ly

A
u

g

S
e

p

O
c
t

N
o

v

D
e

c

30   February 2018    commercialfleet.org

Insight: Remarketing

“As long as the economy 
keeps showing signs of 
growth and unemployment 
remains in check, then 
demand from SMEs looks 
set to remain strong” 
Tim Spencer, Shoreham Vehicle Auctions

“Signs are the market  
has returned strongly  
in January, with good  
attendance at sales since 
the turn of the year and 
plenty of online bidding” 
Duncan Ward, BCA

“Used LCV sales volumes 
fell by 41.2% month-on-
month due to the shorter 
selling period, but this 
was still 3.7% higher  
than December 2016” 
Andy Picton, Glass’s

What the experts say

does temper the scale of the increase although is 
that enough to see the drops reported in the 
guides? 

The seasonal wind down also reportedly impacted conver-
sion rates with Andy Picton seeing first time rates of around 
73.9% compared to 80.2% in November and 84.2% in 
October, but January is expected to see this rise again. 

BCA LCV operations director Duncan Ward has already 
said that the early “signs are the market has returned 
strongly in January, with good attendance at sales since the 
turn of the year and plenty of activity from online bidders”. 

In terms of the most popular vans, in the small vans sector 
Picton says it is “controlled by the Ford Transit Connect, the 
VW Caddy, Citroën Berlingo and, to a lesser degree, the Fiat 
Doblo”. 

Among the medium panel vans, the Custom, Transporter, 
Trafic and Vivaro remain the most sought after, although 
Picton noted that crew vans and Kombi versions were 
attracting “huge premiums”. 

Despite it being prime 4x4 season, Glass’s says December 
and January have been disappointing with pick-up conver-
sion rates “12.7% down on November and 11.7% down on 
December 2016” with prices also falling. Picton noted that 
average prices were nearly £1,000 down over November and 
nearly £2,000 down over the previous year.

As in previous months, condition remains a key factor, 
capturing the best prices and the quickest sales as buyers 
seek vehicles they can turn over quickly for good money.

Ward noted “plenty of interest for any vehicles with a retail-
type specification” and, more interestingly, it is not just your 
run-of-the-mill vans doing well, with plenty of interest also 
in vans with “an unusual configuration or special equipment”, 
he adds. 

This could be a good sign that even specialist businesses 
are now feeling more confident about changing their fleets.

Cap HPI also expects good quality used vans to be the most 
sought after in 2018 “as the logistics sector continues to 
boom” thanks, in part, to online sales.

Stock of used vans is also becoming increasingly available 
according to Glass’s. This may be why buyers are becoming 
fussier which is helping to increase the price gap between 
the best and worst condition vans on offer. Spencer at SVA 
also reports good levels of used van supply, citing the “strong 
new van market in 2013” as the cause.

With all parties reporting average van ages falling pretty 
much across the board and supply increasing, it is becoming 

clear that businesses are feeling more confident and are 
happier to rotate vans on a more frequent basis. 

BCA reported the average age of fleet and lease vans drop-
ping from 41.15 months to 38.03 year-on-year. With mileage 
reducing by 10% to 56,605, it adds weight to the view of 
renewed business confidence and an increasing rate of fleet 
turnover.

This is all good news for new and used vans sales volumes 
but there will be a tipping point when prices start to be 
impacted and this could happen during 2018. 

While BCA noted a 0.4% increase in fleet and lease LCV 
values in December over November, it is worth remem-
bering that November had seen values drop by 1% compared 
with October. The situation is even more noticeable for part-
exchange LCVs where values fell 6.4% to £4,215 according 
to BCA. This is still 5.5% up on December 2016 but the 
December 2017 vans were three months younger and had 
6.3% fewer miles on the clock, 84,453 in December 2017 
versus 90,101 for December 2016.

In summary, new LCV sales look to be stabilising, used 
LCV sales continue to remain strong but the increase in 
supply may start to impact prices as we go through the year.

It may be worth putting a little more consideration into the 
state of the vehicle at the point you sell it.

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

org/remarketing

Online

Ford Transit Custom remains 
one of the most sought after 
medium panel vans



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.
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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.

Driving Business magazine
This annual 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 
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VERDICT
You have to look closely to see the Nissan 

origins of the X-Class, as Mercedes-Benz has 

done a great deal to make it feel like one of its 

own vehicles and it ticks all the ‘workhorse’ 

boxes. Perhaps the one criticism is it feels a 

little too ‘premium’ to be a commercial vehicle.

SPEC
Power (PS/rpm): 190/3,750

Torque (Nm/rpm): 332/1,500

Load length/width (mm): 1,587/1,560

Max Payload (kg): 1,066

Max towing (kg): 3,500

Comb fuel economy (mpg): 35.8

CO2 emissions (g/km): 207

Residual value: £8,075/24%

Running cost (ppm): 53.92

Basic price (ex-VAT): £34,100

KEY RIVAL
Volkswagen Amarok 3.0 V6 TDI 
204PS Highline

Power (PS/rpm): 204/3,000

Torque (Nm/rpm): 500/1,250

Load length/width (mm): 1,555/1,629

Max Payload (kg): 1,092

Max towing (kg): 3,100

Comb fuel economy (mpg): 34.9

CO2 emissions (g/km): 212

Residual value: £10,400/33%

Running cost (ppm): 47.58

Basic price (ex-VAT): £31,515

Navigation system uses 
the familiar Mercedes-

Benz dashboard-mounted 
‘floating’ screen

grated step, foglights with chrome surround and 
shoulder line trim strips in chrome, LED headlights with 
washers and LED rear lights, electrically folding exterior 
mirrors, keyless go, eight-way electrically adjustable 
driver and front passenger seats, Artico synthetic leather 
and cloth upholstery, Artico dashboard cover with top-
stitching, black high-gloss interior trim, and 18-inch alloy 
wheels.

Style pack for Power variants includes electric rear 
windows, privacy glass, running boards, roof rails and 
19-inch alloy wheels.

A parking pack is available for Progressive and Power 
variants, and comes with 360-degree cameras with an 
overhead view displayed on the dashboard screen for 
parking, while a winter pack, available on all grades, has 
heated front seats and heated headlamp washer jets.

All four-cylinder versions are part-time four-wheel 
drive, with high-range and low-range 4WD locking the 
centre differential, so only suitable for loose surfaces. 
This is an area where the Mitsubishi L200 still has an 
advantage, allowing four-wheel drive running on some 
versions on hard surfaces without causing damage to 
the hardware.  ‘Permanent’ 4WD running on the X-Class 
will only be offered with the V6 engine.

A locking rear differential is available on the X-Class 
as an option and is activated when selecting low-range 
4WD. It has 221mm of ground clearance, dependent on 
specification, maximum wading depth of 600mm, will 
carry up to 1,087kg and tow up to 3,500kg.

The navigation system is from Mercedes-Benz and 
uses its familiar dashboard-mounted ‘floating’ screen, 
accessed via a rotary controller on the centre console. 
Vents, window and mirror switches and most other 
things the driver and passengers will come into contact 
with look like they have the stamp of the illustrious three-
pointed star.

And Nissan’s 2.3-litre diesel engine, designed and 
engineered for LCVs such as the Navara, is no harsher 
or less refined than Mercedes-Benz’s long-serving 

2.1-litre diesel engine found in its vans and many 
of its cars.

The X-Class also illustrates how much on-road driving 
characteristics of pick-up trucks have advanced during 
the past 10 years, feeling more akin to a modern SUV 
than a working vehicle with a separate chassis and solid 
rear axle.

It’s a vehicle you could quite happily cover high-mileage 
in and, large turning circle aside, doesn’t feel too heavy 
or difficult to manoeuvre. 
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By Simon Harris

ercedes-Benz’s light commercial vehicle 
line-up has been good at serving busi-
nesses which need panel vans. 

But, to fill gaps in its range, it has 
sought partnerships with other manu-
facturers. So a few years ago, it added a 
rival for the Peugeot Partner and Ford 

Transit Connect with the Renault Kangoo-based Citan.
Nlow, in 2018, it will add a new pick-up truck, leaning 

heavily on the expertise of Nissan and the extremely 
capable Navara.

But it would be incorrect to claim the new X-Class is 
merely a Navara wearing a different badge. Perhaps 
spurred on by some of the feedback on the Citan, and 
well aware that pick-up trucks have strong appeal for 
retail customers (and owner-driver businesses), it takes 
more than a cursory glance to identify the base vehicle 
when looking at the new model.

The front end could be from any of Mercedes-Benz’s 
SUVs and, inside, much has been done to include 
familiar Mercedes-Benz features where possible.

The X-Class uses the same four-cylinder 
diesel engines and chassis as the Navara in 
the 163PS X 220d and 190PS X 250d, while 
a more retail-focused six-cylinder 
258PS X 350d will 

M
New pick-up has Navara influences but it’s very much a Mercedes-Benz in terms of equipment and interiors

MERCEDES-BENZ X-CLASS 
MODEL:  250D 4MATIC POWER AUTO

arrive later in the year using a Mercedes-Benz engine.
Regardless of which version you choose, the X-Class 

is well equipped, coming with standard autonomous 
emergency braking, seven airbags (including driver’s 
knee airbag), lane-keeping assistance, traffic sign recog-
nition, rear-view camera, idling stop-start and alarm.

All variants are double-cab, with a choice of three 
equipment grades. The entry-level Pure is only offered 
on the X 220d and is the version in the range that is 
closest to a workhorse, coming with steel wheels, 
unpainted bumpers and manually adjustable front seats.

It’s offered with a ‘plus pack’ option with parking 
sensors and load securing rails for £700 (excluding VAT).

The mid-grade Progressive trim, available on both X 
220d and X 250d, has body-coloured bumpers, matt 
silver grille finish, aluminium door sills, chrome door 
handles, load-securing rails, aluminium interior trim 
inserts and 17-inch alloy wheels.

Style pack includes LED front and rear lights, running 
boards, roof rails and 18-inch alloys. Comfort pack 
includes electrically adjustable front seats, electronic 

climate control, Artico synthetic leather and cloth 
seats, and a storage net for the passenger 

foot well.
The high-end Power trim 

comes with rear bumper 
in chrome with inte-

Payload 

1,066kg

Fuel economy 

35.8mpg

C02 emissions 

207g/km

Basic price

£34,100

First drive

With a front-end that echoes many of 
Mercedes-Benz’s SUVs you would need to 
look closely to spot the Navara elements
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By Matt de Prez

utomatic transmissions are becoming more 
popular in the van sector as fleet operators 
increasingly consider issues relating to driver 
fatigue and comfort when choosing vehicles.

Ford added a six-speed SelectShift automatic 
gearbox to the Transit and Transit Connect 
ranges last year in a bid to appeal to those in 

the delivery and distribution sector.
The new transmission adds around £1,200 to the price of 

the vehicle, dependent on derivative. It is available with front-
wheel drive versions of Ford’s new 2.0-litre EcoBlue diesel 
engine, offering 130PS or 170PS. The new unit is 13% more 
fuel efficient than the 2.2-litre unit it replaced.

Two length configurations (L2/L3) and two height options 
(H2/H3) can be selected, offering a load space from 10 cubic 
metres up to 13 cu m. The SelectShift gearbox is not avail-
able with the largest L4 wheelbase.

Maximum permissible weight is reduced by 53kg on auto-
matic models, giving a maximum loading range of 1,061kg 
to 1,393kg, dependent on model.

Our test vehicle was a high-roof long wheelbase L3H3 
model with the more powerful 170PS motor. It has a base 
price of £34,171 (on the road ex-VAT).

In Trend trim, the higher of two available, it was well 
equipped with features including a heated windscreen, 
power-folding mirrors, automatic headlight and wiper acti-
vation, front fog lights and cruise control.

Air conditioning is a £600 option, while Sync3 sat-nav added 
another £1,175. The vehicle also featured a £600 visibility 
pack – a worthwhile addition which includes a rear view 
camera and lane departure warning.

Fuel consumption, according to Ford’s official figures, is 

A

Built specifically for commercial use, Transit’s automatic gearbox offers refinement and power
FORD TRANSIT AUTOMATIC
MODEL:  350 2.0TDCI 170 TREND L3H3

VERDICT
The SelectShift is not only a benefit to those working 

long hours in stop-start traffic, but also a relaxing 

and efficient proposition for higher mileage work.

Those operating at maximum capacity, or carrying 

out conversions, will have to consider the weight 

penalty but on a cost basis the automatic works out  

at only a penny more per mile.

expected to be between one and two miles per gallon less 
than the manual equivalent – achieving 37mpg for our test 
vehicle. Although weight and driving technique need to be 
accounted for to suggest a true figure.

We managed to exceed the stated figure, averaging 44mpg 
on a trip. However, the vehicle was unloaded at the time.

Stop-start is fitted as standard and will be advantageous 
for those operating in a city.

All Transits are a pleasure to drive and the automatic 
gearbox helps to enhance the experience. It’s responsive and 
performs well-judged shifts, keeping the vehicle in the 
necessary power band for as long as possible.

Ford developed the gearbox specifically for commercial 
use, with a focus on both refinement and power. It can handle 
up to 415Nm of torque so operators and drivers should feel 
confident in the van’s capability.

A manual override switch on the gear lever gives full 
control of the six ratios. This is useful if the driver wants to 
utilise engine braking for a descent or hold onto a gear for 
longer when towing.

Performance is strong and the seamless shifts deliver a 
relaxing and comfortable driving environment.

The high-roof long wheelbase model 
has the more powerful 170PS motor

Payload 

1,321kg

Fuel economy 

37mpg

C02 emissions 

197g/km

Basic price

£34,171

First drives

SPEC
Gross vehicle weight (kg): 3,500

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

Torque (Nm/rpm): 405/1,500

Load volume (cu m): 10.8

Payload (kg): 1,321

Comb fuel economy (mpg): 37

CO2 emissions (g/km): 197

Basic price (ex-VAT): £34,171

KEY RIVAL
Vauxhall Movano F35 2.3  

  170 auto

Gross vehicle weight (kg): 3,500

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

Torque (Nm/rpm): 380/1,500

Load volume (cu m): 11.3

Payload (kg): 1,386

Comb fuel economy (mpg): 39

CO2 emissions (g/km): 189

Basic price (ex-VAT): 333,818
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By Matt de Prez

olkswagen is the first manufacturer to intro-
duce a petrol engine to its medium-size panel 
van, the Transporter, giving operators an afford-
able alternative to diesel. Badged TSI, the petrol 
Transporter makes use of the same 2.0-litre 
turbocharged engine found in many Volks-
wagen Group cars – including the Golf GTi.

In this application it develops 150PS and 280Nm of torque 
– enough to provide the same performance as a diesel 
Transporter 2.0 TDI 150.

When you are used to the diesel rumble of a panel van 
starting, the Transporter TSI is a pleasant aberration. Its 
engine quietly hums away with no vibration.

The power delivery is similar to that of a modern diesel 
van. Torque is developed low in the rev range and the van 
sets off with strong pace.

On the move there is plenty of in-gear pulling power and 
at motorway speeds the TSI engine is just as inaudible as it 
is at idle.

Volkswagen has priced the Transporter TSI at £1,000 less 
than its diesel equivalent, minimising up-front investment.

SMR costs and depreciation are similar, but things start to 
look less impressive when considering fuel economy.

Officially, the Transporter TSI will return a combined 

V

Petrol version is cheaper to buy than diesel, but comes up short on fuel economy and emissions 

VOLKSWAGEN TRANSPORTER PETROL
MODEL:  2.0 TSI 150 HIGHLINE

VERDICT
The Transporter TSI is great to drive, refined  

and durable. However, fleets should consider the  

extra running costs associated with a petrol van 

before making the leap away from diesel.

The TSI engine 
offers a sporty 
driver dynamic

BELOW: Good vibrations – or 
the lack of them – is a feature 
of the TSI

Payload 

1,117kg

Fuel economy 

31mpg

C02 emissions 

208g/km

Basic price

£25,745

First drives

SPEC
Gross vehicle weight (kg): 3,000

Power (PS/rpm): 150

Torque (Nm/rpm): 280

Load volume (cu m): 5.8

Payload (kg): 1,117

Comb fuel economy (mpg): 31

CO2 emissions (g/km): 208

Basic price (ex-VAT): £25,745

31mpg and during our test we averaged 28mpg over 200 
miles of mixed driving.

We didn’t test the van fully laden but with an 80Nm torque 
deficit you will have to work the engine harder to manage 
the additional weight.

In a diesel Transporter, the official fuel consumption figure 
is 46mpg and we would expect to achieve at least 42mpg 
with similar driving habits.

So for an operator, the petrol van will cost between 5p and 
6p per mile more in fuel costs, quickly wiping out any saving 
on purchase price.

With a slightly lighter engine, the TSI does improve payload 
by 29kg, offering 1,117kg in T30 short-wheelbase guise.

But, for many operators, bottom line running costs are 
going to be the most important criteria and the TSI just can’t 
live up to the might of its diesel alternatives.

The Euro 6 TDI diesel engines available in the Transporter 
are among the most refined and durable on the market – 
helping the van to secure a Commercial Fleet Award for Best 
Medium Panel Van.

They are also exempt from upcoming emissions regula-
tions that are targeting the ‘dirty diesels’ which caused the 
fuel to fall from grace so quickly over the past two years.

Fleets covering shorter mileages should be less affected 
by the fuel consumption difference than those doing lots of 
motorway work and owner-operators may prefer the 
sportier driving dynamic the TSI engine offers.

But for most fleets the diesel should still be the engine of 
choice unless their business has a unerring environmental 
agenda. Although, if that is the case, the petrol’s CO2 emis-
sions of 208g/km should come into consideration when 
compared to the diesel’s 159g/km.
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COMMERCIAL VIABILITY
Daimler Trucks is keen to extol the virtues 

of the eCanter as a viable alternative to a 

diesel truck within the city environment 

and not a “token green” purchase often 

associated with the larger fleet customers.  

To emphasise this point, Daimler believes, 

dependent on the particular customer 

operation, it offers savings up to €1,000 

(£883) per 10,000 kilometres (6,200 miles) 

compared to a conventional diesel truck.

It is also offering the initial trucks via a  

24-month long-term rental from Daimler’s 

own rental and leasing company, 

CharterWay.

INITIAL CUSTOMERS
The initial customers in Germany for  

the eCanters are all in the logistics 

business, but their areas of operation are 

diverse and the electric vehicles will be 

working alongside conventional 

competitors. 

All the vehicles will be operating within a 

city and urban environment. 

For instance, Deutsche Post DHL will use 

two of the six vehicles to perform inner 

city delivery runs for customers at DHL 

Freight’s Berlin branch and the other for 

heavy individual cargo such as electrical or 

large household appliances.

DHL Paket will use four vehicles for the 

delivery of goods to businesses and 

corporate clients. 

DB Schenker will use one of the three 

trucks to deliver and collect general cargo 

in the inner city of Berlin. 

Rhenus Group, a globally operating 

provider of logistics, will use the three 

eCanters within its home delivery unit. 

Dachser Logistics will use the vehicles for 

general goods transportation on the “final 

mile” sector, and industrial goods at micro-

hubs, as well as collecting and delivering 

to its branch network.

 In the UK, Mercedes-Benz will be 

trialling a small number of eCanters in the 

first of half of 2018 looking forward to full 

production during 2019.

ON SALE: 2019
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By Tim Campbell

he thought and idea of an electric truck 
sounds great. But, as we have seen 
over the years, the theory and the 
practice are two completely different 
things. Let’s not forget the numerous 
global casualties along the roadside in 
the journey to seek a commercially 

viable solution to the electrification of road trans-
port. In the UK who can forget the likes of Modec 
or Smith Electric with models called the Newton 
and Edison.

Of course, these early pioneers insisted their 
products were viable but ultimately all failed to 
stand the test of time either due to product short-
comings or financial restrictions despite high 
profile adopters from the parcel delivery, super-
market and home delivery sectors.

I think its fair to say these pioneers were ahead 
of the game and paid the ultimate price, but things 
have changed considerably over the past two 
years, not just at a European level but on a global 
scale. 

This means, whereas the pursuit of an alterna-
tive-powered solution was the domain of regional, 

sometimes national, pioneers they have been 
replaced or are being replaced, by the main-
stream players. Examples? The likes of Volvo 
with its regional and long distance LNG-powered 
trucks or Daimler with Europe’s first all-electric 
series production 7.5-tonner.

A great indicator of how key a manufacturer 
feels a particular truck is can be gauged by the 
level of press invited to an event. So the invitation 
to most of Europe’s leading media a fortnight 
before the end of the year to witness the delivery 
of the first group of electric Canters tells you all 
you need to know.

As Marc Llistosella, head of Daimler Trucks 
Asia, explains: “With the Fuso eCanter we are 
delivering the first all-electric truck in series 
production to our customers in Europe today. 
More than 90,000 kilometres of testing in 
everyday operating conditions secure that we 
handover a reliable and economical vehicle to our 
customers. 

“With the Fuso eCanter our customers now 
operate not only quietly and without locally-
emitted CO2, they also save money on operating 
costs. This is the future of urban distribution.”

T
Daimler believes it’s finally brought commercial viability to electric trucks 

FUSO ECANTER

First look

THE HISTORY 
The Fuso brand has been the 

“development horse” of Daimler Trucks 

starting in 2005 with the Canter 

Eco-Hybrid, a truck with hybrid drive train, 

to customers in Europe and Asia. 

In 2010, at the International Motor Show 

Germany for commercial vehicles (IAA), 

Fuso presented a first prototype of the 

electric Canter – the start of a pre-series 

production for testing in 2014. 

The development of a new series 

production was fuelled by the entire pool of 

experience and findings from numerous 

customer testings with pre-production 

vehicles in Portugal and Germany that 

were carried out between 2014 and 2017.

In July last year production in Tramagal, 

Portugal, started building the eCanter for 

the European and the US markets and has 

fully integrated the model with the 

“conventional” production line. 

The new Fuso eCanter was launched 

officially in September 2017 to the global 

market in New York as the world’s first 

all-electric light-duty truck from series 

production and it’s planned over the next 

18 months or so to deliver a total of 500 

trucks of this generation to selected 

customers. 

The large-scale series production is 

planned to start in 2019.

SPECIFICATION
Dependent on body and application the 

eCanter has a payload capacity of up to  

4.5 tonnes and the electric powertrain 

contains six high-voltage lithium-ion 

batteries with each 420 V and 13.8 kWh. 

Instead of a diesel engine, an electric 

drivetrain with a permanent-magnet-

engine delivers 129 kW (177PS) via a 

single-gear transmission in the rear axle. 

420Nm of continuous output allows the 

7.49 tons truck to accelerate effortlessly, 

as anyone that has driven any type of 

electric vehicle will have experienced. 

The maximum speed is limited to 80 

kilometres per hour (50mph) and the 

batteries with a total weight of 

approximately 600 kilos allow a range  

of more 100 kilometers (62 miles). 

Daimler has also looked at its suppliers 

and kept as much within the group as 

possible including the purchase of an 

Israeli company StoreDot. Daimler 

subsidiary Deutsche Accumotive provides 

the batteries with Mercedes-Benz Energy 

– a specialist for stationary energy storage 

systems developing opportunities for a 

second lifecycle of the batteries. 

Daimler also holds stakes in ChargePoint, 

the world’s largest provider of charging 

stations and infrastructure, as well as in 

StoreDot – an Israeli start-up developing  

a new fast-charging battery technology.



By Trevor Gehlcken

he birth of my seventh grandchild has seen our 
long-term Volkswagen Caddy pressed into 
service as no long-termer has been before.

Baby and mother faced fairly major health 
issues and, as such, were ensconced at University 
College Hospital in Euston, north London, just 
before the end of the year. Given my daughter lives 

in Peterborough, Cambs, and I reside in Southend-on-Sea, 
Essex, this left me to act as go-between with all the family. 
This involved visiting London, picking up various other 
grandchild ren to look after, feeding pets and doing all the 
things a doting granddad does on such occasions.

As a result the miles are piling on our doughty Caddy as it 
negotiates ice, rain, mud and snow as a valiant van. 

The Caddy now bears little resemblance to the pristine 
picture above which was taken when it arrived brand 
spanking new at ‘Fleet Towers’. It may be muddied, but it’s 
certainly not bowed.

One thing I like about all VWs is that the heaters seem to 
work almost instantly, unlike some other vans I could 
mention. True it doesn’t have one of those wonderful quick-
clear windscreens Ford offers, but, when I climb aboard the 
Caddy after it’s been sitting on my driveway in the frost over-
night, it takes only a minute or two before the screen is clear 
and the cab is toasty warm. 

Those heated seats have certainly been welcome through 
the winter months, too. 

That said, this hotseat little goodie does not come as 
standard. We’ve got the top spec Highline variant, which 
seems to have everything but a kitchen sink.

Many of the miles we’ve piled on so far have been on 
motorways and all the safety items on this van mentioned in 
previous issues have kept us from harm, avoiding the usual 
array of selfish drivers one seems to meet on Britain’s high-
ways day in and day out.

The collision prevention system actually came into its own 
the other day while in town, when a careless driver pulled 
out of a side junction right in front of me.

Caddy copes with everything we can throw at it and helps a doting granddad perform welcome duties
VOLKSWAGEN CADDY

MODEL: HIGHLINE 1.4TSI 125

“The collision 
prevention 

system actually 
came into its 
own the other 

day while  
in town”

I wondered at first if some unseen deity had taken pity on 
me as the brakes slammed on of their own accord, before I 
realised what was happening. 

What a fantastic piece of kit this is, and I take my hat off to 
Volkswagen for adding it as standard to all its commercial 
vehicles. Other manufacturers take note!

Mind you, I was reminded the other week not to take bits 
of technology like this for granted and ignore my responsi-
bilities as a driver when I hit a snow storm in town.

A small ‘ding’ noise alerted me to a sign on the dash that 
told me the sensor for the anti-crash system was covered 
with snow and it wasn’t working.

The only problem I have encountered with the Caddy to 
date is that it only has two seats so, on a couple of occasions, 
I have had to revert to using my wife’s old VW Lupo (I do not 
own a car myself) to ferry kiddies hither and thither.

The rival Citroën Berlingo and Peugeot Partner offer a 
three-seat option, which would have resolved this particular 
problem.

Note to self: must dig out that old chamois leather and get 
polishing before our van goes back to its owner.

Payload 

645kg

Fuel economy 

48.7mpg

C02 emissions 

133g/km

Price as tested

£17,735

Gross vehicle weight (kg): 2,060

Power (PS/rpm): 125/5,000-6,000

Torque (Nm/rpm): 220/1,500-3,500

Load volume (cu m): 3.2

Payload (kg): 645

Comb fuel economy (mpg): 48.7

CO2 emissions (g/km): 133

Price (ex-VAT): £17,735

Current mileage: 3,427

SPEC

T
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Long-term test

Muddied but unbowed – our Caddy will  
need a good clean before we return it

In pristine condition before we  
started clocking up the miles in earnest

www.fleetnewsawards.com

14 March 2018

Grosvenor House 
Park Lane, London

For tickets and tables contact 
Paige Phillips on 01733 395133 
or email paige.phillips@bauermedia.co.uk

Over 1200 guests 
have already booked
their seats, so contact
us now to secure your
attendance at the Fleet
News Awards 2018

Sponsored by
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The UK’s 
premier 

driving event 
exclusively for fleet 

decision-makers 
and influencers 

Registration opens on March 1
companycarinaction.co.uk

● Drive over 
 300 vehicles 
● Drive on four 
 unrivalled test tracks
● And much more
 Visit the website for 
 more information

IN  ACTION
Company

ACTION
yy
ACTION

anyyan Car

JUNE 12-13 2018 MILLBROOK 
PROVING GROUND
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Inside the 
March issue

commercialfleet.org

Spotlight  
Michelin

CV Show preview

Technology insight 
Mercedes-Benz Arocs 

Insight  
Multi-model options and infrastructure 

Vehicles  
Renault Master ZE, Nissan eNV200, Mercedes-Benz Sprinter, Iveco Eurocargo 4x4

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
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