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Are you doing everything you can to 
reduce fleet costs for your company?
A recent article from Automotive Fleet sited some key strategies 
that can further reduce a company’s fleet costs. The strategies 
that were reported in this article are often ignored, but can play a 
significant role in reducing your overall fleet costs. 
The following information will focus on several key cost saving strategies 
excerpted from the article that are easy to implement, and would need to take 
place before and after a vehicle is added to your fleet. 

Ewald Fleet Solutions can assist you with determining if these strategies are a 
fit and benefit for your company’s specific fleet program, and work with you to 
implement them.

Hitting the Remarketing Bull’s-Eye 
Remarketing considerations begin before purchasing a vehicle and continue 
through its operational life. 

Today’s high demand and scarce supply of used vehicles offers a new 
opportunity for your company vehicle fleet. You will need to take action 
however, long before you remove a vehicle from service and direct it to be 
sold. Research shows that true remarketing value isn’t limited to the efforts 
immediately surrounding the time a vehicle is acquired, or at the end when it’s 
removed from service. It comes from many of the smaller efforts and metrics 
that happen before, during, and after a vehicle is acquired. 

Pre-Acquistion Practices

There are several key steps to consider before making a decision on which 
vehicles are best for your fleet. Every vehicle option has cost implications 
from the model down to the color and features. Don’t be overwhelmed by the 
sea of options.

Completing a thorough resale review before deciding on a vehicle can make 
the decision-making process much easier and more cost effective. Obviously, 
making sure the vehicle matches the business need first is crucial, but after 
that look for models and options that will most appeal to drivers and other 
potential buyers. Values are affected by trends in color, features, mileage, 
and brand reputation. You also should consider the context of their location, 
model, uses, and vehicle lifecycle.

Selecting features is equally, if not more, important. Vehicle models are 
often based on the unique needs of the fleet, and, since most vehicles come 
with a long list of “standard” equipment, most added features are purely for 
convenience and resale value. It becomes a matter of weighing the added 
long-term return and driver impact against the up-front cost.

Wisconsin 75
Deloitte is pleased to announce Ewald 
Automotive Group as a recipient of the 
2011 Wisconsin 75 award.  The Wisconsin 
75 recognizes the largest closely held 
businesses based on revenue, along 
with business 
contributions to 
the communities 
in which they are 
located, the people 
who build the 
business and the 
overall Wisconsin 
economy of which 
they are part.
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Would a late model van or car make your holiday travel more enjoyable? Could you 
make use of more cargo space or leg room?  Mayfair Rent-A-Car has just what you 
need at a great price.

Mayfair Rent-A-Car will extend your company’s corporate discount to all employees 
of your company during the holidays. You and your employees can take advantage of 
discounted rental rates on late model cars and vans throughout the holidays simply by 
providing your corporate discount code.

You have the option of making a reservation online Here’s how you can do it: 

1. Visit www.mayfairrentacar.com and Click on the “Rental Center” tab. 
2. Complete your information for location, dates, vehicle selection and discount code. 

The discount code is your exclusive Mayfair corporate code. If you don’t know your corporate code, please email Kyle 
Teig at kteig@ewaldauto.com, and he will provide you with your company’s corporate code. 

3. Select additional options for your rental, and receive your quote. 
4. Then, request your reservation. 

As always you have the option to contact any one of the Mayfair Rent-A-Car offices and provide them with the 
corporate code when making your reservation. 

If you or your employees have any questions about reserving online or through your local branch using your corporate 
code, please contact Kyle Teig at 262-754-3515, or kteig@ewaldauto.com.

Using Mayfair Rent-A-Car’s Discounted Rates During the Holidays

The final, pre-acquisition consideration should be the fleet’s replacement 
schedule. Make sure vehicles have the right balance between months 
and mileage to hit the depreciation target in the bull’s-eye.

 Post-Acquisition Practices

Once the vehicle is put in service, it’s important to begin looking 
elsewhere for value. With years to go before the resale, vehicles in 
service can fall off the value radar. This can be a mistake. Vehicle 
condition and wear is arguably the largest variable in the resale 
process. Two cars of the same make, model, year, and color can vary by 
thousands of dollars based on condition alone. 

It’s important to have a good maintenance program in place to keep the 
vehicle in good condition, but managers should also enlist the help of an 
often overlooked ally — the driver.

Creating both a driver safety and incentive program can help reduce 
accidents, increase vehicle care, and consequently maximize resale 
value. Vehicles that have been in automotive accidents have significantly 
lower resale values, not to mention the increased cost of repairs. 

Rewarding drivers for good behavior can help reduce this risk, while increasing driver engagement to ensure optimum 
resale. 

Research shows that drivers who have some financial stake in their vehicles will take better care of them. Along with 
reducing the up-front company cost, the driver-paid option gives drivers an incentive to protect vehicle value. Drivers 
who pay for upgrades are also more likely to feel personally invested in the vehicle and its care. 

Resale Promotion Practices

Once a vehicle has completed its service to the company, another cost saving opportunity exists with strategically timing 
its replacement. In resale, timing is everything. A poorly timed replacement schedule can result in extended operating 
costs and work-flow interruption. Through tactical scheduling, the replacement time and location can allow drivers to 
drop off their old vehicle and pick up their new vehicle.

Vehicles that aren’t well cared for can see their 
value plummet at auction. The circled area 
above shows damage on a vehicle up for auction 
that can severely impact its resale value. Fleet 
managers should work with their drivers to make 
sure vehicles are kept in tip-top shape.
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Top Priorities as Fleets Look Ahead  
Today’s fleet management landscape does not provide a static, unchanging 
view. It is influenced by everything from the ups and downs of the economy 
to changing technology. A recent study analyzed fleet experiences specific 
to the three of the biggest trends facing the industry — fuel volatility, the 
adoption of telematics technology, and maintenance costs.

Fuel Costs Continue to Climb

An ongoing trend for fleets and consumers 
alike is the continued volatility of 
fuel prices. The Energy Information 
Administration is predicating that the 
national average price per gallon for the 
year will hover “around” $3.40 to $3.60. 
The question, of course, is how long will 
these prices hold fast? 

The future of fuel is simple — an inevitable series of spikes and falls. 
Not helping matters from a fleet operational cost perspective are new 
regulations, which will put a premium on fuel-efficient models.

What volatile and often increased fuel prices mean for fleets is a higher 
cost of doing business. An increase of just one dollar will increase the fuel 
expense of a fleet sedan by almost $550 per year. For light trucks, an even 
$800. 

There are ways to overcome fuel price increases. Among them are eco-
driving techniques: obeying the speed limit, keeping tires inflated, avoiding 
idling, maintaining the vehicle, and removing excess equipment.

Changes in Maintenance Costs

As vehicles age, they cost more to maintain. The top cost categories 
change throughout the life of the vehicle. One of the consequences of 
fleets retaining their vehicles longer is that many repairs fall outside of 
warranty coverage, adding to maintenance costs.

Across vehicle classes and years in service, the top five categories of 
spend are tires, brakes, preventive maintenance, engine, and electrical.

The cost per transaction for the top categories has increased or remained 
relatively flat since 2010.  This is a result of fleets beginning to replace 
older vehicles. New vehicles means new tires, new brakes, and less 
maintenance transactions. 

Adoption of Telematics

Technology, in the form of telematics solutions, is the way many fleets are 
looking to manage their operations more efficiently. 

According to a study on the increasing ROI of telematics solutions, 
hardware costs were between $250 and $300 less in 2011 than they were 
in 2008.  At the same time, the telematics quality has steadily increased. 
While the return on investment has increased to $185-$255 per month per 
unit in 2011.

The Bottom Line

The bottom line is the bottom line. While there are expenses that are out 
of the hands of fleet managers, as the statistics show, there are always 
ways to combat rising costs, either through driver behavior, or through 
technological innovations. If there is one trend that continues to carry 
through the fleet industry, it is the willingness to adapt to an ever-changing 
world.

Source: Automotive Fleet (June 2012)

The Road Ahead Just Got Easier.

Ford Unveils New Transit and 
Transit Connect

Ford Motor 
Company has 
revealed its 
all-new Transit 
van, which is 
set to replace 
the company’s 
E-Series vans in 
late 2013.

The all-new Ford Transit, along with the 
all-new Ford Transit Connect, will be sold 
with product ranges tailored to the needs of 
customers in each market.

For North American customers, the Transit 
offers fleets several advantages over the 
E-Series van including, a lower operating 
cost than comparable E-Series vans, new 
roof heights, and new wheelbase options.  
The Transit will include the choice of several 
engines, including the 3.5L EcoBoost or a 
diesel option.  Each option features rear-
wheel drive and better fuel economy than the 
comparable E-Series.

The all-new Transit Connect will feature 
a choice of short and long wheelbase 
versions and a low-CO2 powertrain. The U.S. 
version will also offer a variety of gasoline 
powertrains.

Please contact your representative at Mayfair 
Leasing for more information.

Introducing Luke Jankowski

Due to increasing demand for vehicle 
management services, Ewald Fleet 
Solutions welcomes Luke Jankowski 
as an Account Executive.  He will be 
working with clients to determine and 
implement cost saving strategies for 
their company vehicles.  

Luke joins the 
team with 
over 12 years 
of automotive 
industry 
experience 
including retail, 
leasing, rental, 
and remarketing.



The Insight newsletter is published by Ewald Fleet Solutions as a source of information for clients and business associates. The 
information provided here is of a general nature and is not intended to address specific circumstances of any individual or entity. 
The services of a professional should be obtained before implementing specific ideas.  Ewald Fleet Solutions offers products and 
services through various affiliates of Ewald Holdings, Inc., including Mayfair Leasing, LLC, Mayfair Rent-A-Car, LLC, Ewald Chevrolet 
Buick, LLC, Ewald Chrysler Jeep Dodge Ram, LLC, Ewald Motors of Oconomowoc, LLC, Ewald’s Hartford Ford, LLC, and Ewald’s 
Venus Ford, LLC.

GM Developing Wireless Pedestrian Detection Technology
General Motors researchers are developing a promising driver assistance 
feature designed to detect pedestrians and bicyclists on congested streets or 
in poor visibility conditions before the driver notices them.

The feature relies on Wi-Fi Direct, the peer-to-peer wireless standard that 
allows devices including some smartphones to communicate directly with 
each other rather than through a shared access point such as a cell phone 
tower.

GM researchers have determined Wi-Fi Direct can be integrated with other 
sensor-based object detection and driver alert systems already available on 
production vehicles to help detect pedestrians and bicyclists carrying smartphones equipped with Wi-Fi Direct.

The automaker also is looking to develop a complementary app for Wi-Fi Direct capable smartphones that can be 
downloaded by frequent road users, such as bike messengers or construction workers.  The app would help Wi-Fi Direct 
equipped vehicles identify such people when they’re not readily visible to the driver.

Wireless pedestrian detection is part of GM’s ongoing development of vehicle-to-infrastructure and vehicle-to-vehicle 
communication systems that could provide advance warning about hazards such as slowed or stalled vehicles, slippery 
roads or intersections and stop signs.

Not only can Wi-Fi Direct help vehicles seamlessly communicate with other consumer devices, it can also augment 
vehicle-to-infrastructure communications as well, which could lead to better traffic management and fewer accidents.
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Know someone looking for a 
great used vehicle?
If you or a family member, friend, or 
co-worker are in the market for a used 
vehicle, let us assist you!

Ewald Fleet Solutions will work to 
find the vehicle you are looking for, 
at a discounted price, and with less 
hassle than going into a dealership.

The first step in making your next used 
vehicle purchase more enjoyable is to 
contact Ewald Fleet Solutions! 

(262) 513-3300 
www.ewaldfleetsolutions.com
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