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Fleet file_____________________________________________________

Leasing companies to re-invent themselves as multi-mobility providers

LEASING companies are becoming multi-mobility solution providers, rather then just providing vehicles to lease as they re-invent themselves to fuel further expansion, according to a new report by growth partnership company Frost & Sullivan.

Companies are concentrating on improving operations and growing their product and service portfolio to gain incremental business with most fleet leasing companies expected to venture into corporate car sharing programmes, according to the report.

Strategic analysis of the European fleet leasing market by Frost & Sullivan finds that the sector is expected to expand at a compound annual growth rate of 6.2% during the period 2011-2018. Operational leasing is expected to account for 62% of fleet leasing sales by 2018, which is 55% up from 2011 levels.

But, claims the report, fleet leasing will move from total cost of optimisation to total cost of mobility, with leasing companies offering mobility solutions over base-level vehicle leasing.

‘The mature fleet leasing market is re-inventing itself, offering multi-modality solutions and entering into new business models like car sharing,, said Frost & Sullivan automotive and transportation consulting manager, Mohamed Mubarak. ‘In future, fleet leasing is expected to become a one-stop shop for all mobility solutions.’

The fleet leasing companies will integrate both short-term and long-term travel options along with the integration with public transport modes, suggests the report. 
For example, they will tie up with travel portals such as Expedia and Travelocity to enhance customers’ mobility experience. Fleet leasing companies will also help in managing and providing parking solutions and car sharing for corporates.

However, the current economic crisis in Europe has slowed fleet renewals and new purchases. In some countries, companies have surrendered or extended their contracts to 41-45 months. To address that situation, leasing companies have started offering ‘flexi leasing’ solutions which allow client companies to opt for short-term vehicle leases for between 12-18 months - although such arrangements have been available in the UK for many years.
‘Flexi-leasing will evolve as an attractive option for end-customers facing financial volatility,’ concluded Mubarak. ‘It will also be offered as a base level service, with other multi-modal solutions, as an option and this is expected to evolve as a scalable business model.’

Employer wins seven-year mileage battle with HMRC

A COMPANY has successfully won a seven-year legal battle over employee mileage rates and National Insurance contributions.

Total People Limited - now known as Cheshire Employer and Skills Development - won its appeal to the Court of Appeal overturning a decision in favour of HM Revenue and Customs at the Upper Tribunal. The decision restores the finding of the first-tier tax tribunal in August 2010 in favour of Total People and sets aside the opposing decision of the Upper Tribunal in August 2011.

Grant Thornton UK LLP had fought the refund claim for the last seven years on behalf of Total People. 
 

The case related to a National Insurance refund claim based on the difference between the then HM Revenue and Customs’ 40p per mile tax-free reimbursement rate for employees driving their own cars on business (now 45p per mile) and the 12p per mile paid by the employer plus an additional lump sum paid to employees for using their private cars on business.

 

At the Court of Appeal, HM Revenue and Customs made a new contention that even if the lump sum payments were not paid as salary they were earnings because they were over generous and involved a profit element for employees.

 

Total People’s appeal was based on the point that the Upper Tribunal made an erroneous judgement and that the first-tier tax tribunal concluded correctly in its favour.

 

The Court of Appeal judges concluded that the first-tier tax tribunal had made no error in law and therefore the upper tribunal had no jurisdiction to overturn the first-tier tax tribunal decision. 
Lord Etherton said that Total People’s ‘scheme for travelling allowances is not an abusive one’ and that ‘critically, it (the first-tier tax tribunal) found as facts that the scheme was a bona fide scheme, that the lump sum element was designed precisely in order to prevent staff making a personal profit by maximising their travel on a 40p per mile basis’ and that the first-tier tax tribunal was fully entitled to conclude that ‘the lump sum payments were not earnings’.

 

Grant Summers, partner, Grant Thornton UK, said: ‘The Court of Appeal has re-reviewed this complex issue from first principles and reached a convincing conclusion to this long running saga. Our client is obviously delighted with the result.’
The Court of Appeal decision could, it has been reported, be worth close to an average £1,000 National Insurance refund per driver. Total People is expected receive back approximately £147,000 in National Insurance contributions from HM Revenue and Customs in respect of around 160 staff - or nearly £1,000 a head.

Employees who drove fewer than 2,500 business miles a year could claim 40p per business mile and those staff driving over 2,500 business miles received 12p per business mile plus an annual lump sum allowance, paid on a monthly basis. In common with other companies Total People had their car allowances taxed through the payroll and therefore paid both employee and employer NIC on that allowance.
Staff who were paid 12p per mile could put in a personal tax reclaim from HM Revenue and Customs for the difference between the mileage reimbursement received from their employer and the allowable tax-free sum, which was allowed. However, HM Revenue and Customs’ said staff could not obtain National Insurance relief and neither could Total People.
A claim can be made for all tax years from April 6, 2006 until April 5, 2013 when 2006/2007 will fall out of date under the six-year claim rule. Accurate employee business mileage records will be required and the claim should normally be calculated on a pay period basis.

As a result of the decision, HM Revenue and Customs is likely to issue a statement that the case was decided on its own specific facts and any other claim may be refused. 
However, it has been reported that it would appear difficult for HM Revenue and Customs to refuse a claim with similar facts to Total People. HM Revenue and Customs may also seek permission to appeal to the Supreme Court.
Fleets urged to enter Brake road safety awards and support conference

ROAD safety charity Brake is inviting fleet operators and suppliers to enter and attend its annual fleet safety conference and awards. 
The 2013 event will, for the first time, combine Brake’s flagship fleet events, the fleet safety conference and fleet safety awards programme.

The combined event will take place at the St John’s Hotel, Solihull, Birmingham, on Thursday June 13, 2013, with a breakfast networking event to round it off taking place on the morning of Friday, June 14. The deadline for awards entries is Friday February 15, 2013.

The awards, sponsored by Arval, will be offered in 11 categories, ranging from Company Driver Safety, to Fleet Safety Innovation, with a new individual category for 2013, Best Newcomer to Road Risk Management. 
The awards recognise the achievements of those working to help reduce the number of costly, and in many cases fatal, road crashes involving at-work drivers.

The conference will provide an opportunity to hear from a range of academic and practitioner speakers on key fleet safety issues, as well as best practice examples from organisations. 

Conference keynote speakers will include: Dr Lisa Dorn, reader in driver behaviour and director of the Driving Research Group, Cranfield University; Rory Morgan, national logistics general manager, Iron Mountain; and Phillip Darby, lecturer in statistics, Edinburgh Napier University . Themes to be covered include: using technology to improve fleet safety, community engagement and fleet safety and effective partnership working

Packages for both the conference and awards, including accommodation, cost £380 +VAT for Brake subscribers, £490 +VAT for non-subscribers. Full details of costs for individual elements of the event and further details on both the conference and the awards are available online at www.fleetsafetyawards.com. Or contact Brake on 01484 559909 or email admin@brake.org.uk for more information.

ICFM launches new website

THE Institute of Car Fleet Management (ICFM) has launched a new website at www.icfm.com.

ICFM chairman Roddy Graham said: ‘The new website better reflects the new brand identity we unveiled last year. In terms of design and content layout, it is significantly better and offers a cleaner, fresher, more modern look.

‘The new website effectively completes the re-brand exercise we undertook last year and allows the ICFM to look forward to the next 20 years and be a catalyst for attracting new, younger members.

‘We would encourage members and non-members alike to visit the website for more information.’

The new ICFM website - launched to coincide with this week’s annual ICFM Members’ Conference which marked the organisations’ 20th anniversary - features 14 main sections and 29 sub-sections to give visitors a comprehensive insight into the benefits of membership and the various accredited educational programmes offered by the leading fleet management training provider.

Babcock wins fleet management contract with UK’s largest fire service

BABCOCK International Group has won the contract to manage and maintain London Fire and Emergency Planning Authority’s (LFEPA) fleet of vehicles and equipment.

The contract is for an 18-month interim period during which LFEPA will be running a full competition for the services. The contract, said Babcock, had been entered into following the recent deterioration of LFEPA’s arrangements with its existing supplier.

 

The contract started this week and sees Babcock supporting the maintenance of LFEPA’s fleet of over 500 vehicles and 50,000 pieces of equipment, located across its 113 stations. The service will be managed from Babcock’s London Control Centre, where the dedicated team will provide 24/7 support.

 

In securing this opportunity, Babcock is looking to provide a number of key benefits to the Authority through using ALCAMiE, its asset management system. 
Babcock says the approach has consistently delivered within the emergency services sector to customers that include the Metropolitan Police Service’s operational fleet and the Government’s New Dimension fleet, where Babcock has helped increase resilience, reduced costs, introduced innovation and helped customers maintain critical frontline focus.

 

Paul Wilkins, Babcock’s director, emergency services business, said: ‘Babcock recognises the critical support that LFEPA requires for this interim period to ensure continuity of a critical public service whilst they carry out the procurement process for a new full term contract.

 

‘We will not only seek to raise service levels for the Authority, but through our partnering approach, make every endeavour to achieve efficiencies and introduce best practice for our customer.’
  

LFEPA is the UK’s largest Fire and Rescue Service serving over seven million people across the 1,587 square kilometres of Greater London. Its 5,800 operational firefighters and officers are based at its 113 stations located across the capital.

Fire brigade gives green light to salary sacrifice scheme for cars


MID & West Wales Fire & Rescue Service (MAWWFRS) has become the first fire authority in the UK to embrace a salary sacrifice car scheme as part of its flexible staff benefits offering. 
The Service has appointed Automotive Leasing, the public sector division of fleet management and leasing provider LeasePlan, to deliver the scheme, which is officially launched on November 26.

The Service selected SalaryPlan from Automotive Leasing as the most practicable and cost effective scheme tendered under Sector Treasury Services’ framework for salary sacrifice car schemes, which is available to the majority of public sector organisations.

Under the scheme, eligible staff can opt to exchange a proportion of their salary in return for a new car package at a preferential rate. As part of the Service’s commitment to reduce the environmental impact resulting from its activities, the scheme’s thrust will be centred upon low emission and fuel efficient cars. That also helps keep costs low for SalaryPlan drivers, who benefit from tax savings associated with lower carbon vehicles.

Head of corporate risk at MAWWFRS, Mydrian Harries said: ‘The SalaryPlan scheme allows us to offer a valued benefit to our employees that is not only cost neutral to our organisation but also supports our environmental commitments. 
‘Many staff are already excited by the significant savings available, as well as the benefits of leasing a brand new and fully-maintained car. Already we are delighted by the response from staff regarding this new employee benefit and look forward to seeing strong participation levels once the scheme launches.’

Model update________________________________________________

New Toyota Auris delivers cash savings to fleets and drivers

TOYOTA is promising potentially four-figure cash savings for businesses and company car drivers compared to key rival models if they select the new British-built Auris.

A combination of competitively low running and maintenance costs, low tax and strong residual values make the hatchback, which includes a hybrid option, an all-round compelling choice, according to the manufacturer.

The Auris is attracting significantly higher residual values than its predecessor, while across the board - full hybrid, petrol and diesel powertrains - improvements have been made in fuel efficiency and emissions that mean less money spent at the pumps and lower tax bills.

For example, the top-of-the-range Auris Hybrid Excel with emissions of 91g/km and 72.4 mpg combined cycle fuel economy will, it is calculated cost less for a company to offer on its fleet than a more modestly specified, mid-grade Ford Focus, Vauxhall Astra or Volkswagen Golf. 
For company car drivers, the savings amount to more than £2,000 compared to a Focus with similar power output and more than £1,500 compared to a Golf over three years and 60,000 miles. 
The mid-grade Auris Hybrid Icon is claimed to offer total driver savings of up to £1,600 over the same timescale compared to key rivals - including low output eco-diesels.

Toyota has re-engineered the 1.4 D-4D diesel engine in Auris and added a Stop & Start system to increase efficiency. As a result, the Icon model produces emissions of 103 g/km and posts official combined cycle fuel consumption of 72.4 mpg. That, says Toyota referencing KWIK carcost data, contributes towards a better pence-per-mile cost to businesses for the Toyota than the Focus, Astra, Golf and Hyundai i30.

Where residual values are concerned, CAP predicts a 34% rating for the new Auris Hybrid Excel, an improvement of five points on the current T Spirit model, and a 35.2% residual value for the Auris 1.4 D-4D Icon, a rise of more than six percentage points compared to the current Auris TR.

Ewan Shepherd, Toyota general manager fleet and remarketing, said: ‘The economic climate dictates that businesses have to scrutinise every aspect of their costs. Looking at new Auris’s cost profile there are significant financial advantages to be gained for both fleet operators and business/company car drivers by choosing Auris.

‘Auris continues to deliver the most competitive ownership costs, which makes it a rational choice for business, but the new model introduces improved design and driving dynamics that give it more emotional appeal, too. 
‘As a key element in our strategy to provide customers with more desirable and competitive products, we believe it will have a particularly strong appeal to small and medium-size businesses.’

The following tables demonstrate how the figures over three years/60,000 miles for new Auris stack up against some of its main market rivals for businesses and company car drivers. In the first table, the Auris Hybrid Icon demonstrates its value and cost effectiveness again lower powered diesel models; in the second, the cost benefits of the top-of-the-range Auris Hybrid Excel are highlighted. Data has been provided by KWIKcarcost.

Auris Hybrid Icon

	MODEL
	Toyota Auris 1.8 VVT-I Hybrid Icon
	Ford Focus 1.6 TDCi 115 Zetec
	Honda Civic 1.6i D-TEC 120 SE
	Hyundai i30Blue Drive 1.6 CRDi 110
	Vauxhall Astra 1.3 CDTi ecoFLEX 95
	Volkswagen
Golf 1.6 TDI 
BlueMotion
Tech 105

	P11D value
	£19,940
	£18,740
	£19,345
	£18,940
	£20,685
	£20,445

	Fuel consumption (combined mpg)
	74.3
	67.3
	78.5
	74.3
	68.9
	74.3

	CO2 emissions (g/km)
	87
	109
	94
	100
	109
	99

	Company costs over three years and 60,000 miles

	Pence-per-mile
	43.22
	44.84
	40.91
	43.09
	48.5
	42.05

	3-year costs
	£25,934
	£26,901
	£24,545
	£25,856
	£29,101
	£25,229

	Driver costs over three years and 60,000 miles

	Tax bands 2012 – 2014
	10, 10, 11
	15, 16, 17
	13,13,14
	14,15,16
	15,16,17
	13,14,15

	BIK (40% tax payer)
	£2,473
	£3,598
	£3,095
	£3,409
	£3,972
	£3,435

	Private fuel (10k miles per annum)
	£837
	£966
	£829
	£875
	£944
	£875

	Driver personal costs +/- vs Auris
	-
	+ £1,254
	+£614
	+£974
	+£1,606
	+£1,000


Auris Hybrid Excel

	MODEL
	Toyota Auris 1.8 VVT-I Hybrid Excel
	Ford Focus 2.0 TDCi 140 Zetec
	Honda Civic 1.6i D-TEC 150 SE
	Hyundai i30 1.6 CRDi Blue Drive 128 Style
	Vauxhall Astra 1.7 CDTi 130 SRi
	Volkswagen
Golf 2.0 TDI 
BlueMotion
Tech 150

	P11D value
	£21,690
	£19,740
	£20,245
	£19,240
	£21,715
	£21,960

	Fuel consumption (combined mpg)
	72.4
	56.5
	67.3
	74.3
	61.4
	68.9

	CO2 emissions (g/km)
	91
	129
	110
	100
	122
	106

	Company costs over three years and 60,000 miles

	Pence-per-mile
	46.54
	49.99
	45.11
	43.64
	53.66
	46.88

	3-year costs
	£27,925
	£29,992
	£27,063
	£26,185
	£32,194
	£28,129

	Driver costs over three years and 60,000 miles

	Tax bands 2012 – 2014
	10, 10, 11
	19, 20, 21
	16, 17, 18
	14,15,16
	18, 19, 20
	15, 16, 17

	BIK (40% tax payer)
	£2,690
	£4,738
	£4,130
	£3,463
	£4,951
	£4,216

	Private fuel (10k miles per annum)
	£858
	£1,151
	£966
	£875
	£1,059
	£944

	Driver personal costs +/- vs Auris
	-
	+£2,341
	+£1,548
	+£790
	+£2,462
	+£1,612


Unique SKYACTIV technology gives all-new Mazda6 a RV boost

RESIDUAL value forecasts for the all-new Mazda6 put the model on a par with premium badge rivals and comfortably ahead of those for key fleet competitors.

The figures from experts at CAP Monitor (November 2012) will be welcomed by fleet decision-makers, who will also be buoyed by the tax-efficiency and fuel economy of the Mazda6 thanks to breakthrough SKYACTIV technology featuring in Mazda’s new upper medium sector contender.

The all-new Mazda6, which goes on UK sale in January 2013 in saloon and Tourer body styles, has been given a three-year/60,000-mile residual value uplift of up to 7.5% versus the outgoing model, according to data from vehicle information provider CAP.

Major MPG and carbon dioxide emission improvements across the all-new Mazda6 range due to SKYACTIV Technology have contributed to the residual value enhancements.

Residual value predictions for the Mazda6 petrol-engined saloon range average 31.8%, the petrol-engined Tourer 33%, the diesel-engined saloon 31.6% and the diesel-engined Tourer 32.7%. Versus the current Mazda6, those figures represent an average uplift of 7.5% (petrol-engined Tourer), 7% (petrol-engined hatch as no saloon available), 2.6% (diesel-engined Tourer) and 2.4% (diesel-engined hatch as no saloon available).
Those forecasts, according to CAP, put the new Mazda6 comfortably ahead in the residual value stakes against the likes of the Vauxhall Insignia (average 23%), Ford Mondeo (28%), Volkswagen Passat (29%), Honda Accord (30%) and Toyota Avensis (31%).

Mazda forecasts that its biggest fleet seller in the range will be the 2.2 litre 150 PS SKYACTIV-D saloon SE-L Nav with a P11D value of £23,140, emissions at a class-leading 108 g/km and combined cycle fuel economy of 67.3 mpg. CAP predicts that the model will have a three-year/60,000-mile residual value of £7,475 (32%).

In-depth analysis reveals that over three-years/60,000 miles the anticipated best-selling model in the new Mazda6 range will depreciate by £15,665 which means it is a better choice for fleet operators than rivals such as the BMW 320d, Audi A4, Toyota Avensis, Honda Accord and Vauxhall Insignia (see chart below).

Model




P11D value
RV

Depreciation

Mazda6 2.2 150ps SE-L Nav

£23,140
£7,475 (32%)
£15,665

Vaux Insignia 2.0 CDTi eco SE Nav
£26,165
£5,975 (23%)
£20,190

Audi A4 2.0 TDIe SE


£26,650
£9,075 (34%)
£17,575

BMW 320d SE EffDynamics

£28,025
£10,575 (38%)
£17,450

Honda Accord 2.2 i-DTEC ES
£24,150
£7,275 (30%)
£16,875

Toyota Avensis 2.0 D-4D T4

£23,790
£7,300 (31%)
£16,490

VW Passat 2.0 TDI BTech Highline
£22,855
£7,650 (33%)
£15,205

Ford Mondeo 2.0 TDCi Zetec Bus
£21,740
£6,775 (31%)
£14,965

Source: CAP Monitor (November 2012).
The top-selling diesel Tourer in the all-new Mazda6 range is predicted to be the 2.2 litre 150 PS SE-L Nav, which has emissions of 116 g/km and combined cycle fuel economy of 64.2 mpg. The model, with a P11D value of £23,890, is forecast to have a residual value of £7,975 (33%) at three years/60,000 miles.

Jeff Knight, editor of Monitor, CAP’s residual value forecast guide, said: ‘The all-new Mazda6 is a large car with a striking road presence, with excellent cabin space for front and rear passengers.

‘Key from a fleet perspective is emissions; like the recently launched Mazda CX-5 the Mazda6 has been built around the manufacturer's SKYACTIV Technology. This enables the 150 PS diesel engine to deliver a CO2 figure for the saloon of 108 g/km placing it at least one company car benefit-in-kind tax band below virtually all the competition.

‘However, CO2 emission performance and MPG is also critical for the used car market in respect of petrol engine cars, as buyers have a greater affinity to such models than the fleet market hence the greater residual value uplift.
‘Together with high levels of specification, a more premium interior and excellent future residual values, the all-new Mazda6 should win a place at the front and centre of company car choice lists.’

Mazda head of fleet Steve Tomlinson said: ‘Residual value forecasts for the all-new Mazda6 put the model ahead of key rivals from volume marques and enables the car to close in on premium badge models, which is what we hoped.

‘Given the competitive pricing of the Mazda6 and the fact that on a model-for-model basis it beats key rivals in terms of price, MPG, CO2 emissions, standard specification and power, we anticipate strong residual values to be another vital attraction to fleet operators.

‘Total cost of ownership is a key barometer for fleet chiefs in making their company car decisions and the forecasted first class all-new Mazda6 residual values, which make-up a large percentage of a model's overall whole life cost figure, will contribute to triggering significant sales.’
New face for Suzuki Jimny for 2013 with no extra cost

SUZUKI has given its Jimny compact 4x4 some styling refreshments for the 2013 model year, but on-the-road prices remain unchanged.

Design revisions include a new front bumper and grille design, new design bonnet shape incorporating central air intake as well as repositioning of the front fog lamps. 
For the interior, a new seat fabric trim has been adopted for the SZ3; both SZ3 and SZ4 models have new design front and rear headrests as well as ISOFIX child seat mountings fitted as standard to the rear seats.
The SZ3 model costs £11,995 on-the-road with the higher specification SZ4 model priced at £12,900 with manual transmission or £13,800 with automatic transmission.
Toyota recalls another 75,000 UK cars 

TOYOTA is recalling a further 2.77 million vehicles globally, including 75,000 cars in the UK.

The manufacturer launched the voluntary recall yesterday (Wednesday, November 14). Models impacted are the Avensis, Corolla and second generation Prius models. It is the latest in a line of recalls affecting millions of vehicles produced by the manufacturer in recent years.

On certain models equipped with electric motor assisted power steering (EMPS) there might be a possibility that due to insufficient hardness of the extension shaft material, the splines, which connects the extension shaft to the steering gear box, it may deform if the steering wheel is frequently and forcefully turned to the full-lock position while driving at slow speed. 

That, says Toyota, may create an increased backlash, and splines may eventually wear out over time.

Toyota says that there have been nine reported cases of the issue in Europe but no reports of any associated accidents.
Also on second generation Prius there is an electrically driven water pump assembly which circulates coolant through the hybrid components, including the inverter assembly, to provide cooling. 
There is a possibility that the coil wire of the electric motor installed in the water pump may have been scratched during the coiling manufacturing process at the supplier, says Toyota. 
In that condition, the coil wire may corrode at the scratched portion and in some cases break. If that occurs the water pump could stop, leading to illumination of various warning lights in the instrument panel. In limited instances, a short circuit occurs between adjacent coil wires, resulting in a blown fuse for the electric power supply circuit, causing the hybrid system to stop.

Toyota says there have been three reported cases in Europe but no reported accidents related to the issue.
Toyota GB is contacting owners of all affected vehicles within the next six weeks, asking them to make an appointment to take their car to their nearest Toyota dealer. It is possible that some Prius will require attention for both issues.
According to model, the dealer will replace the hybrid system water pump and/or inspect the steering shaft. If the steering shaft does not meet Toyota inspection criteria, it will be repaired. The water pump replacement should take no more than an hour-and-a-half. If required, the steering shaft repair should be completed in an hour. The work will be carried out free of charge. Further information is available at www.Toyota.co.uk
Manufacturer news___________________________________________

British-built models boost Nissan fleet sales

THE strong performance of Nissan’s British-built models with company car drivers has seen fleet sales increase by 9% in the first 10 months of 2012. 
Up until the end of October, Nissan sold 43,918 cars taking a 5% share of the UK fleet market.

The Qashqai is Nissan’s best fleet seller at 19,309 units with Juke more than doubling sales year on year to 8,965 units. Add in Qashqai+2 and Note sales of 4,965 and 6,005 units respectively and 89% of Nissan’s fleet volume is built in the UK. Additionally, year to date fleet sales of the electric Leaf, which will be built in the UK from 2013, have more than doubled in 2012 to 458 units.

‘It’s good to see our British-built products are proving a winner with company car drivers,’ said Barry Beeston, Nissan’s fleet sales director.

‘Qashqai keeps going from strength to strength with residuals remaining strong and we are seeing Leaf gain momentum in the corporate sector. Overall a strong performance and one to build on further going into 2013.’

Light commercial vehicles______________________________________

BVRLA warns of fleet chaos from new vehicle type approval scheme

INTRODUCTION of European Community Whole Vehicle Type Approval (ECWVTA) for light vans next spring could cause chaos for fleet operators, it is claimed
From April 29, 2013, light commercial vehicles up to 3.5 tonnes will come into scope of ECWVTA, requiring additional approval for any modifications made to them. 
Almost all panel vans will have some modification to equip them for service, whether it is ply-lining, racking, lamp beacons or side-steps, and the British Vehicle Rental and Leasing Association is concerned that each vehicle would have to be individually re-inspected, tested and approved.

At the BVRLA’s recent Technical and Operational Management Forum, the Vehicle Certification Agency (VCA) presented details of a ‘light touch’ approval scheme for the more common vehicle modifications, to reduce the burden on fleets, test centres and inspectors. 
The VCA has agreed to continue to work with the BVRLA to identify, agree and publish a list of modifications that would be seen as having no impact on a vehicle’s original type approval.

However, says the BVRLA, there is still a great deal of uncertainty as to what modifications could be ‘blanket approved’. There are also worries that converters and body-builders will require a thorough understanding of the scope of new type approval for vans and the impact of any modifications.

‘Our members are already planning for fleet requirements well into 2013 so we are working closely with the VCA and with VOSA, who will police the regulations, to avoid delays or additional costs from rising next year,’ said BVRLA chief executive John Lewis.

‘While the VCA’s ‘light touch’ proposal is a step in the right direction, there are still too many unanswered questions and we are very concerned that the system will not be able to cope with this potential new surge in type approval testing.

‘This could have a major effect on lead times for fleet van operators, who need to get to grips with the potential time and cost implications involved.’
New Ford Ranger wins international top pick-up award

THE new Ford Ranger has won the International Pick-Up Award 2013 making it the third international award Ford has won this year.

Every member of the judging panel ranked the new Ranger as their number one choice; praising its performance on- and off-road, strong engine line-up, payload and towing capability, and safety.

The new Ranger - more than 7,000 models have been sold in the UK - won the International Pick-Up Award 2013 award following extensive testing at Millbrook Proving Ground, after which it was awarded 47 points - more than the combined number of points garnered by the second- and third-placed Isuzu D-Max and Volkswagen Amarok.

The new Ford Ranger is offered in three cab bodystyles - Double, Super and Regular - and comes with a choice of two Duratorq TDCi engines, and with a choice of 4x2 and 4x4 drivetrains.

This year, Ford has won other international awards including the International Van of the Year 2013 for the all-new Transit Custom; and the company’s 1.0 litre EcoBoost petrol engine was named the 2012 International Engine of the Year.

SsangYong adds new LCV to Korando range

KOREAN motor manufacturer SsangYong has expanded its 4x4 Korando LCV range with the launch of a CSX version with on-the-road prices from £15,995 ex VAT.

Sitting between the existing Korando Sports pick up (from £15,291) and range-topping Rexton CS (from £16,665) in SsangYong’s LCV range, the CSX is powered by a 149 PS 2.0 turbo diesel engine producing 360 Nm of torque. Emissions are 157 g/km.

Claimed to be ideal as a small delivery van, go-anywhere vehicle for service engineers or a general use light commercial, the vehicle has a completely flat load area accessed via a high lifting tailgate or two side doors.

Standard specification includes: roof rails, tinted glass and rear parking sensors, while inside there is a leather covered steering wheel and gear shift, cruise control and a Kenwood MP3 CD and RDS radio with iPod and Bluetooth connectivity, remote audio controls and six speakers. 

Residual value update_________________________________________

New online vehicle remarketing company launches backed by Aviva

A MAJOR new online vehicle remarketing company that for the first time links franchise and independent dealers to used car sources and private consumers wanting to buy a car has been launched.

Backed by Bluecycle, a wholly-owned subsidiary of insurance giant Aviva, the joint venture company Carcom.co.uk (Carcom), involves a number of well-known figures from the UK vehicle remarketing industry with around 100 years experience between them.

Dealers, fleets, including contract hire and leasing and rental companies, as well as motor manufacturers will be able to remarket cars more effectively through Carcom, claims the company.

Carcom is a dealer dedicated online service that assists the professional networks acquire, exchange and sell used cars efficiently and effectively.

The company has developed four sophisticated bespoke electronic platforms that fundamentally link buyers and sellers of used vehicles across the UK:

· A trade-only fixed stock locator that enables dealers to find and liquidate required vehicles

· An electronic auction site that allows dealers to enter and bid for required vehicles

· A lead generation site - Findacar - that enables would-be car buyers to load details about themselves and the vehicle they are looking to buy and is accessible to registered dealers

· A site - Sellmycar - that enables retail customers to advertise privately-owned used car for sale to dealers.

To register on each of the four Carcom platforms all dealers pay is a fixed monthly fee (£99), which is said to significantly undercut prices charged by any competitor.

Unlike other online vehicle remarketing organisations which typically either charge per transaction or limit usage Carcom offers unlimited usage for a single monthly fee. 

Carcom chief executive Gerry Lynch said: ‘Carcom is unique in the market because no other vehicle remarketing business has franchise and independent dealers at the heart of the business delivering both vehicles and customers to them.

‘The company is a one-stop shop for all car dealers wanting to buy and sell vehicles online. While some organisations offer trade-to-trade online trading, electronic auctions and private selling no-one else delivers lead generation and no-one comes close to matching our charges.

‘With all services available for a flat monthly fee the cost to dealers of sourcing vehicles and potential customers is, we believe, unbeatable.

‘Carcom is giving them the opportunity to exchange, source and sell used cars effectively and efficiently in an increasingly challenging market with a dedicated, multi-faceted and integrated set of products and services.’

The business has been developed by a group of motor trade professionals backed by a joint venture partnership.

Lynch, who has 35 years of motor industry experience from his time with BCA, Inchcape and Autologic, among others, in a number of director roles, is joined at Carcom by sales and operations director Mark Thomas, commercial director Peter Rosie and joint venture partners Jon Mitchell, managing director of Eastbourne Car Auctions, and Guy Spence, managing director of Bluecycle.

Thomas has more than 20 years vehicle remarketing experience with BCA, Mercedes-Benz Finance and Pendragon before three year spell as business development manager at Carsite and latterly running his own online vehicle sales business.

Rosie has a wealth of fleet and vehicle remarketing knowledge and experience gathered during a career that includes 30 years at Wimpey, with responsibility for car and commercial fleets. He then worked for Dial Contracts and LeasePlan before five years as head of remarketing at Motability Operations responsible for online and physical remarketing.

Mitchell, who has been has been MD of his family business since 1990, said: ‘Eastbourne Car Auctions has a significant regional vendor and customer base. However, Carcom moves the entire vehicle remarketing industry forward and introduces a wealth of new opportunities to both seller and buyers of used cars. 

‘There will always be a place for physical auctions and related online trading, but Carcom is an exciting new venture and for forward-thinking businessmen like myself opens up a whole new vista of opportunities.’

Bluecycle, one of the UK’s leading online car salvage auction site, has extensive experience in building on line auction platforms and is a wholly-owned subsidiary of Aviva, the UK’s largest insurer.

Spence added: ‘Bluecycle has a proven track record in developing and using technology for electronic auctions. Carcom has opened up a new opportunity to extend our expertise and work in partnership with a team of vehicle remarketing experts.’

Used car values continue to rise but conversion rates falter, says BCA

CAR auction values continue to rise to new record levels, but sale conversion rates are faltering with buyer demand focused on only acquiring top quality models, according to BCA.

Across the board used cars averaged £6,481 in October, an increase of £166 (2.6%) over September’s figure, according to auction giant BCA’s latest report.  
The year-on-year figures show a more substantial £518 rise (8.6%) over 2011, with cars being on average older and higher mileage.

The October average figure of £6,481 is the highest figure on record since BCA began reporting in 2005. Average vehicle mileage was 58,703 with age at 62.22 months.

The increase is largely the result of the on-going shortage of good, retail quality stock that is creating a very competitive trading environment. This year, average values have risen by nearly £900 across the board since the April low point of £5,599. 

For the second month running, there were value rises in each of the individual product sectors, although the rises appear to be slowing in the bigger volume sectors.

Average fleet and lease car values improved by just £37 (0.4%) compared to September, but that was enough to create another new record monthly value of £8,376 - the sixth consecutive month that a record value has been established. CAP performance fell by two points to 96.33% compared to September, while performance against original MRP (Manufacturers Retail Price) fell by half a point to 41.44% across the fleet and lease sector.

Year-on-year, the fleet and lease sector again posted double digit improvements (14.9%), the fifth month in a row this has happened. Average age of vehicles sold last month was virtually static at 40.12 months with average mileage fractionally lower at 47,731 miles versus a year ago.
BCA UK operations director Simon Henstock said: ‘While the headline values continue to move upwards, we have experienced some pressure in the used car market in October. 

‘Sale conversion rates faltered during the month as volumes rose compared to September and buyer demand remained firmly focused on the best quality Condition 1 and 2 vehicles. Those retail quality cars are making often exceptional prices, but cars in poorer condition need to be sensibly valued if they are to attract the buyers attention.’
Ex-company car values reach record levels at auction, says Manheim
THE value of ex-company cars at auction has hit a new high, according to data from Manheim’s latest monthly market analysis.

It reveals that the average value of de-fleeted vehicles in October peaked at £6,981. Rising by an average of £185 compared to wholesale prices achieved in September, the value of ex-lease and contract hire cars has now reached its highest level since the Manheim market analysis began in 2007. 

During the month of October, the figures from Manheim also show that the average age of ex-fleet cars fell from 51 to 49 months, while average mileages reduced from 61,119 to 58,752. Such reductions in the age and mileage of ex-lease vehicles may have had an impact on prices achieved in the wholesale market.

Manheim’s latest industry data highlights the long-term shortage of good quality, low mileage vehicles at auction, which continue to be sought out by dealers looking to fill their forecourts with attractive marques. 
When compared to the original new price of vehicles, October saw the average ex-fleet car achieve a 35% rate, compared to 32% a year ago. That strong price performance was another indication of a market that was still relatively weak on the supply side of the equation, said Manheim.

Mike Pilkington, chief strategy officer at Manheim, said: ‘We’re clearly seeing the economic theory of ‘supply and demand’ in practice here as ex-fleet vehicle prices continue to rise and rise. 
‘While the headline figure of £6,891 has no doubt been bolstered by a reduction in age and mileage of cars coming to auction, the big picture is still the same; we are simply still not yet seeing enough good quality, defleeted cars in the wholesale market to meet demand. Predicting future market trends is always difficult, but you have to ask how long can the market sustain such strong values?’
Looking at the performance of the key vehicle segments in more detail, October saw small hatchbacks and medium/large family cars - which account for 65% of Manheim’s stock at auction - increase markedly. While small hatchbacks increased in value by £91 in October, medium family cars appreciated by £224 and large family cars by £276. Superminis, coupes and 4x4s all continued to realise good residual values, achieving more than 40% of their original retail price respectively. 

However, in a warning to fleet operators Pilkington concluded: ‘Typically, we would expect to see selling prices of ex-fleet cars soften slightly in October, but today’s market is clearly bucking this trend. Fleet managers need to be mindful of the fact that we are living in unusual times and they should not be tempted to base future residual values on current vehicle performance at auction.’
Used car trade values weaken in November, says CAP

USED car trade values have weakened during November as supply increases and dealers become more cautious, according to research for Black Book Live.
The mid-November update reveals the impact of an influx of lower quality cars and the ‘auction buzz’ - an internal CAP measure of the mood at sales - clearly reveals a downward trend, it reports. 
And dealers’ perception of the desirability of stock on offer is also taking a tumble, resulting in reduced demand and lower bids triggering falling values, says CAP.

However, CAP is urging the market to recognise the on-going strength of prices compared to historical performance. 
Last year underlying values reduced between September and November by 2.8%. This year the figure over the same period was 1.5%.

One of the key dynamics that has led to the relatively low depreciation of cars this year has been the maintenance of stable retail demand. An index forming part of the Black Book Live research process measures dealer perceptions of customer appetite for their cars and subsequent sales activity. The measure has remained consistent since introduced in June.

A CAP spokesman said: ‘Black Book Live users are now seeing values reducing on a daily basis, in contrast to the months of stability earlier in the year. This is driven by the increase in supply from sources such as dealer part-exchanges which have remained unsold or which were never suitable for retail. 
‘Not all values are falling, however, and there are real opportunities for anyone with their finger on the daily pulse of the market to make some quick trade purchase or disposal wins even as the market slows. The key is knowing which way individual model values are moving, which is where Black Book Live users have an advantage over those who stick with a traditional monthly guide.’
Meanwhile, the National Association of Motor Auctions’ latest monthly report supports CAP’s view of an overall slowing of the auction market in November. 
Highlighting that due to normal seasonal market changes it is it is unlikely there will be continued increases in values,  Mike Pilkington, Association vice chairman, said: ‘The pace of the auction market began to slow at the beginning of November with prices in the fleet sector falling 4%. However what is encouraging is that auction stock has begun to reduce and as this continues the rate of further price falls will also reduce. 
‘NAMA believe that during November the underlying stock shortages that are a continuing feature of the long term market will become evident once again. We would also expect to see a few dealers start to proactively buy for January. If corporate vendors indicate that they may withhold cars from the market we could see close to stable prices in November.’ 

Used van prices continue to accelerate on stock shortage

VAN prices at auction rose for the fourth consecutive month in October, bucking the seasonal trend, according to Manheim’s monthly market analysis report. 
The latest figures show that the average value of vans sold during October rose by 1.5% in comparison to the previous month to £4,266. More remarkable were the year-on-year figures, which confirmed that the average price of a van sold at auction had risen by 5.7% (£229) over the last 12 months.

The continued rise in light commercial vehicle values was recorded despite the average age of vehicles sold under the hammer remaining stable at 59 months. Average mileages of LCVs at auctions also showed no dramatic change in October, at just over 82,000. 

The wholesale van market emerged from the summer doldrums and rallied through September into October, according to the market analysis. 
Manheim’s group auctioneers reported seeing week-on-week shifts in buyer appetite and activity between the north and the south of the country. This was in the main due to the varying quality and variety of vehicles entered at auctions across the UK. 
Despite the regional disparity of vehicle supply, buyers turned out in good numbers across the Manheim network, driving an overall rise in values and conversion rates week on week, sale to sale over the last month. 

Looking at the three major LCV segments - car derived vans, small and large panel vans - by volume, shows a market where demand and supply are still largely in equilibrium. 

Whilst age has remained fairly flat among car derived vans over the last year, mileage has tracked up by 5,400 miles, along with a rise in average selling price of £162 (6%). That, said Manheim, underlined the popularity of the versatile sector. 

Small panel vans also saw average age, mileage and volumes track upwards, but resulting in a softening in average selling price of only 1.5% (£62) since October 2011. 
Large panel vans, the volume workhorse in the van world, typically continued to arrive at auction with the highest average mileages of any segment, currently standing at 99,619. Age has remained fairly stable over the year, with month-on-month mileage variances reflecting vendor mix. 

James Davis, head of commercial vehicle remarketing at Manheim, said: ‘The wholesale CV market is rallying following the seasonal dip in retail activity during the summer. This has been more pronounced this year than previously. If the CV market is any barometer of the health of UK plc, then the English patient is best described as stable. That is no bad thing. 

‘Hence, dealers, as well as their retail customers, are having to change their buying patterns to accommodate stock profiles and lower entry volumes. Overall sale conversions, attendances and bidding activity is entirely dependent on stock quality. Much of the duplicate product has been absorbed and the de-fleet volumes look set to continue to fall into 2013.’
New Manheim guide set to clear VAT confusion on CV sales

MISUNDERSTANDINGS about VAT and the sale of commercial vehicles could be a thing of the past, with publication of a new guide from vehicle remarketing specialist Manheim.

The guide, entitled ‘Commercial Vehicle Remarketing: VAT’, has been launched to help clear the fog that surrounds the issue of indirect taxes and the huge amount of time that can be wasted confirming the VAT status of various vehicles. 
Packed with information on the correct treatment of VAT on used commercial vehicles, the 15-page booklet also outlines HM Revenue and Customs’ rules. 
The guide also helps to clarify the correct calculation of VAT on used commercial vehicles transactions using a series of real-life examples to illustrate the point. It also explains:

· The differences between cars and commercial vehicles for VAT purposes
· When a commercial vehicle should be sold ‘plus VAT’ or ‘VAT inclusive’

· Handling VAT for exports and removal of goods

One of the key issues the guide explains are the three classifications of vehicles for VAT purposes (commercial, qualifying and margin VAT), which are terms that, says Manheim, can confound vendors, leading to costly errors in wasted time and also confusion when the vehicle’s sale description is confirmed pre-auction. 

James Davis, head of CV remarketing at Manheim, said: ‘Basic understanding of the VAT statuses of different commercial vehicles is a vital skill for anyone operating in the CV remarketing arena. 

‘We’ve included a couple of case studies of typical CV vehicles and their VAT status to drive home the lesson that this much misunderstood element of the auction process deserves more attention.’
· To obtain an electronic copy of the Manheim VAT guide, or one of Manheim’s other best practice guides, log on and register at www.manheimremarketing.co.uk/commercials/brochures   

Politics and regulation_________________________________________

Government hints it could axe 3p January fuel duty rise

THE 3p a litre fuel duty rise scheduled for January 1, 2013 looks set to be officially axed in next month’s Autumn Statement.

During the Statement, which is due to be at 12.30pm on Wednesday, December 5, it is expected that Chancellor of the Exchequer George Osborne will say that the scheduled rise has been delayed until April.

The anticipated move follows a vote that was forced in the House of Commons on Monday (November 12) by the Labour Party.

Labour lost the vote, but during the debate there were strong Government hints that it may axe the rise. Treasury Economic Secretary Sajid Javid said the Government understood the pressures facing households and was determined to help with the cost of living.

The Government had feared that rebel Conservative MPs would vote with Labour MPs in the Commons debate urging the planned rise to be put on hold until April. 

However, 24 hours before the debate was due to take place it emerged that the Conservative MPs may have been persuaded to vote with the Government in return for a promised announcement in the Statement.

Ed Balls, the Labour shadow chancellor quoted in the Daily Telegraph (November 9, 2012) said the scheduled rise should be called off because it would put an unfair burden on household finances and small businesses. Acting now would give some relief to millions of motorists.

He estimated that postponing January’s proposed rise to April would cost the Treasury some £350 million.

James Hookham, managing director - policy and communications at the Freight Transport Association, said: ‘We hope and expect that George Osborne will not only cancel the increase, but will abandon any further rises before the next election, as it is clear that a precedent has been set and that similar debates and votes will take place ahead of all future planned increases. The Chancellor may as well give up on fuel duty increases as a bad job.’
Meanwhile, the British Retail Consortium urged the Chancellor to abandon January’s fuel duty rise as part of a series of measures they would like to see implemented to kick-start the economy.

Government launches consultation to scrap insurance certificates 

THE Government has started a consultation on its plans to scrap the legal requirement to issue certificates.

The eight-week exercise will seek the views of the industry, motorists and other stakeholders on the benefits of moving towards a purely online system.

Under current law, insurance companies must issue a paper or electronic certificate when agreeing a policy. However, many organisations, including the police and vehicle rental companies, already rely on information stored on the Motor Insurer’s Database (MID) as evidence of valid insurance.
Roads Minister Stephen Hammond said: ‘More and more people are using technology to organise their everyday lives so it is only right we look at how we can make life easier for motorists and industry.

‘That is why we are launching a consultation to scrap the legal requirement for insurance certificates to be issued and consolidate a system whereby all information is online.

‘This has the potential to make significant savings down the line which I hope will be passed on to policyholders. It will also make the lives of motorists and police easier.’
Benefits, says the Department for Transport, of moving to an online system include:

· Motorists will no longer be forced to retain certificates as details will be accessible online. That will remove the legal requirement whereby vehicle owners are required to return their certificates to insurance companies in order to cancel the policy.
· Police and the commercial motor industry would be better able to check details at source, instead of relying on policyholder documents which can be forged. The police already use a download of the MID to identify uninsured drivers on the road. 

If the consultation is successful then the Department would look to amend s147 (1) of the Road Traffic Act 1988 to remove the need for insurers to issue motor insurance certificates (whether issued as a paper document or electronically).

The Association of British Insurers estimate the cost of producing each certificate is about £1 and around 34.2 million insurance documents are issued per annum.

The consultation document can be viewed at www.dft.gov.uk/consultations/dft-2012-46/
Dealer news__________________________________________________

General motor industry news___________________________________
People on the move____________________________________________

Audi names new fleet chief alongside other senior appointments

AUDI has made a number of new senior appointments including that of James Douglas as head of fleet sales.

Douglas, who has joined from Nissan Motor GB where he spent 14 years, replaces Ian Carmichael who left Audi earlier this year.

The other three appointments are all for newly created positions as Audi looks to increase its focus on customer satisfaction.

The role of head of aftersales and service is replaced by two more distinct roles - head of service and parts operations and head of customer quality and network development with the jobs being taken respectively by John Bower, who moves from Skoda UK, and Jason Cranswick, who moves from SEAT UK franchise operations.

Finally, Andy Williams moves from within Audi where he was sales operations manager to the newly created position of head of planning.
Paul Sansom, who until now has held the position of head of aftersales and service, shifts his focus to the ‘front end’ of the retail process as head of sales.

Explaining the rationale behind the management realignment, director of Audi UK Martin Sander said: ‘Fundamentally, the changes we have made will help us to intensify our focus on customer satisfaction, and to sustain and better coordinate that increased focus. Our new appointments and the enhanced structure they have helped to form are also vital components of our strategic plan to become the leading premium brand in the UK.’

Bower, Cranswick and Williams report directly into Sander and Douglas reports into Sansom.

Vauxhall appoints new aftersales director

VAUXHALL has appointed Andy Robson as its new aftersales director with effect from December 1.

Currently retail network development director, Robson will report directly to Vauxhall’s chairman and managing director, Duncan Aldred, as well as Opel/Vauxhall’s executive director of aftersales, Markus Sternberg.

Robson has 26 years under his belt at Vauxhall, having joined the company as a business apprentice, and he has held a variety of positions of increasing responsibility since then in both sales and marketing.

He will continue in his current role as retail network development director, in conjunction with his new responsibilities, until further notice.

Europcar appoints new director of marketing and e-commerce

EUROPCAR has appointed Andy Furlong as its new director of marketing and e-commerce for the UK.

With a decade’s experience in marketing for the travel industry, Furlong will be focused on creating digital marketing campaigns to grow online sales. He reports to Nick Harwood, sales and marketing director for Europcar UK Group.

Furlong joins Europcar from Travel Horizon Group (Aix en Provence), Europe’s largest online ski business, where he was chief marketing officer. Prior to that, he held high level marketing positions at Mark Warner Ltd, Island Cruises and Thomson Holidays.  . 
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The Editor’s View














YESTERDAY’S fleet manager was responsible for company cars and vans and little else. How times changes with today’s job almost certainly involving significantly more and the person employed perhaps having a title along the lines of fleet and travel manager. In short, today’s fleet managers are mobility managers. It therefore comes as no great surprise that a new report suggests that leasing companies are re-inventing themselves as ‘multi-mobility solution providers’. Indeed, one UK leasing specialist, Alphabet, can already claim to be moving long that route following the launch earlier this year of its AlphaCity car sharing scheme. However, perhaps the most surprising issue is that leasing companies have not moved into this sector sooner. A business mobility strategy - taking into account cost, risk and environmental issues - should be based on business need and operational effectiveness and efficiency. The best person to implement the policy is a company’s mobility manager and potentially one supplier are today’s leasing firms.
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