
           

 
NOVEMBER 2020    

LCV Market Overview 

As the nation held its breath over the prospects of a second wave of Covid-19 triggering further social distancing measures 
and restrictions on travel, it was business as usual in the virtual used LCV market. Despite a media bombardment warning 
us of a shrinking economy, increasing levels of unemployment and, growing political and social unrest, resilient professional 
LCV buyers were apparently unperturbed judging from the auctions sales we watched online, as most lots were eagerly 
sold on the day. 
 
There were plenty of online LCV auctions last month for professional trade buyers to choose from. Unlike traditional 
auctions, online buyers are often able to participate in multiple sales at the same time so in effect sales exposure has 
increased for vendors. The same applies to the location of vehicles as the online sales platforms allow vendors to sell 
vehicles from multiple locations. 
 
According to auction officials we’ve spoken to, the virtual footfall at each sale has been consistently high and fierce bidding 
has often driven up the selling price well beyond the guide.  Demand for large panel vans has been particularly strong.  
 
In summary, the combination of strong demand and stock shortages inevitably led to fierce competition to buy vehicles 
putting upward pressure on prices which are reflected in the November issue of the guide. 
 
The strength of trade demand suggests that retail demand remains healthy and showing no signs of slowing down. This 
comes as no surprise as our observations of buying patterns over a long period tell us that demand for LCVs often tends to 
remain strong during periods of recession.  
 
It has to be said that, all too often when watching auctions online, we have witnessed online bids exceeding the ‘Clean’ 
values by a considerable amount, yet the sale is recorded as ‘Reserve Not Met’ or ‘Provisional Sale’. Whilst vendors are 
entirely within their rights to sell at the highest possible price they can, we rely heavily on the sales transaction data from 
auctions to reflect the market prices we publish in our guide. This practice can only lead to the prices increasing month on 
month to a point where professional buyers are no longer prepared to buy. 
 
We are frequently questioned over why prices go up and down and our answer is always the same in that we endeavour to 
reflect the prices that trade buyers are paying. Buyers ought to bear this in mind and that what goes up eventually comes 
down. 
 
New LCV Registrations 
 

 



           

 
Latest figures from the SMMT show that 208,080 new LCVs were registered year-to-date which is 78,536 fewer than the 
corresponding period last year. Month on month the gap has narrowed by around 10,880 registrations most of which can 
be attributed to the usual new plate spike we see in September. Whilst this is welcome news for the used LCV wholesale 
market, overall, the year on year deficit continues to have a massive impact on the supply of used stock. 
 
From watching the auctions online it’s evident that some significant de-fleets are now taking place and these vehicles are 
being well-received in the marketplace. However, long lead times from vehicle manufacturers and third-party conversion 
specialists and, some LCV operators preferring to extend existing contracts, is compounding the overall supply problem. 
 
Auction houses continue to face uncertainty over supply and some officials have told us their staff are expending an 
inordinate amount of time contacting their clients with the aim of mustering enough vehicles for each sale.  
 
We expect used LCV stock shortages, in terms of both overall volume and model mix, to continue for the foreseeable future. Any 
easing of supply is likely to occur over a gradual period as a lot hinges on how quickly vehicle manufacturing recovers and lead 
times return to levels that are attuned to current demand. 
 
With around 68% of all LCVs supplied to the UK imported from Europe there is increasing concern over the impact that Brexit has 
already had or is likely to have on future supply. In the past there has been speculation that some de-fleeting occurred early to 
avoid tariffs in the event of a no-deal Brexit. That being the case it could be argued supply has already been bolstered to some 
extent. 
 
Although we are due to officially leave the EU by the end of the year, we can’t ignore how dependent we are on European 
manufacturing, nor can we ignore that the Covid-19 pandemic is affecting markets across Europe and the rest of the world.  
Other EU countries are bound to be experiencing similar new vehicle supply problems to the UK. Once we have left the EU, whilst 
we remain an important market,  it does beg the question where we will stand in terms of prioritisation. 
 
 
Sector Price Performances 
 
Please note that all references to sector price performances against the guide are in relation to the large amount of 
research data we collect and analyse each month. We use this data extensively to identify market trends and determine 
any necessary adjustments to the guide values.  
 
Sales Performance 3 Month Trend by Sector 
 
 August September October 
LCV Sector Performance Performance Performance 

City Van 105.3% 104.9% 102.7% 
Small Van 106.9% 106.8% 105.0% 
Medium Van 106.6% 106.1% 106.1% 
Large Van 106.8% 106.7% 107.0% 
Over 3.5T 102.4% 109.5% 101.8% 
4x4 Pick-up Workhorse 104.8% 104.8% 100.8% 
4x4 Pick-up Lifestyle SUV 103.7% 105.1% 102.7% 
Forward Control Vehicle 105.3% 104.7% 106.7% 
Chassis - Derived 106.2% 107.7% 106.9% 
Mini-bus 92.4% 92.0% 93.9% 
Vat Qualifying 100.1% 101.9% 100.7% 
Total Market 105.8% 105.9% 104.9% 

 



           

 
Clearly October was another strong month for most LCV sectors except Minibuses which continue to struggle due to the 
Covid-19 pandemic. The impact this is having on Minibus operators is devastating and there have been media reports that 
some operators are unlikely to survive. It is unlikely we will see any significant improvement in demand for Minibuses in 
the foreseeable future. Demand for all panel vans remained strong which continues to be fuelled by the boom in online 
shopping. The seasonal demand for large panel vans, lutons and boxes during the run-up to Christmas is expected to put 
further upward pressure on prices.  

 
Guide Price Adjustments in this Edition 
 
The guide prices of most models across all the LCV sectors have gone up on average by +3.2% in this edition at 3yr 60k. 
 
Using 3yr 60k as a benchmark, the average percentage and monetary movements shown in the table below are intended to 
give an indication of the extent of the price adjustments that were necessary in order to reflect current market prices for 
this edition. 
 

November: LCV Used Guide Price Movements 3 year / 60k 

LCV Sector Average % 
Movement 

Average £ 
Movement 

City Van 0.8% £36 
Small Van 2.7% £183 
Medium Van 3.5% £429 
Large Van 3.6% £407 
Over 3.5T 3.2% £481 
4x4 Pick-up Workhorse 1.6% £165 
4x4 Pick-up Lifestyle SUV 1.1% £154 
Forward Control Vehicle 3.9% £531 
Chassis - Derived 3.6% £451 
Mini-bus -4.3% -£522 
Vat Qualifying -0.1% -£9 

 

Top 10 best-selling used LCV models and indicative guide price movements   
 
The following tables contain the Top 10 selling models in each sector in our research data, ranked in sales volume order. 
The aim of these tables is to give an indication of the models that are driving the market sector by sector. 

There is also a list of the model ranges which have over or under-performed in relation to the average sector price 
adjustments made in this edition. The percentage values shown in brackets alongside the model ranges listed give an 
indication of any individual guide price adjustments at model range level.   

 
 
 
 
 
 



           

 
City Van 
 

CAPId City Van 

30869 TRANSIT COURIER DIESEL - 1.5 TDCi Van 
34479 FIESTA DIESEL - 1.5 TDCi ECOnetic Van 
26326 FIESTA DIESEL - 1.6 TDCi ECOnetic Van 
26324 FIESTA DIESEL - 1.5 TDCi Van 
24217 NEMO DIESEL - 1.3 HDi Enterprise [non Start/Stop] 
20800 FIORINO CARGO DIESEL - 1.3 16V Multijet SX Van Start Stop 
34051 CORSAVAN DIESEL - 1.3 CDTi 16V 95ps ecoFLEX Van [Start/Stop] 
30871 TRANSIT COURIER DIESEL - 1.5 TDCi Trend Van 
30865 TRANSIT COURIER PETROL - 1.0 EcoBoost Van 
24216 NEMO DIESEL - 1.3 HDi LX [non Start/Stop] 

 
With a 4.5% share of all LCV sales in our research data last month the number of vans sold in this sector was almost 
identical to the previous month whilst the average price performance against the guide was 102.7%. Ford Fiesta and 
Courier models dominated this sector with strong price performances which bolstered the sector average. On average the 
guide values in this sector have gone up by around 1.9% (+£88). A summary of actual price changes at model range level is 
provided below. 
 

CITROEN C2 (05-09) VAN (1%) PEUGEOT 206 (00-07) VAN (1%) 

CITROEN NEMO (08-16) VAN (5%) PEUGEOT 207 (07-08) PET VAN (2%) 

CITROEN NEMO (16-18) VAN (5%) PEUGEOT 207 (07-12) VAN (2%) 

FIAT FIORINO (08-16) VAN (0%) PEUGEOT BIPPER (08-17) VAN (2%) 

FIAT FIORINO E6 (16- ) VAN (0%) PEUGEOT BIPPER (16-18) VAN (2%) 

FIAT GRANDE PUNTO (07-15) VAN (1%) RENAULT CLIO (02-07) VAN (1%) 

FIAT PUNTO (96-07) VAN (1%) RENAULT CLIO (07-09) VAN (1%) 

FORD COURIER (14- ) VAN (1%) VAUXHALL ASTRAVAN (06-13) VAN (-2%) 

FORD FIESTA (05-09) PET VAN (0%) VAUXHALL ASTRAVAN (98-06) PET VAN (-2%) 

FORD FIESTA (05-09) VAN (0%) VAUXHALL ASTRAVAN (98-06) VAN (-2%) 

FORD FIESTA (09-18) VAN (0%) VAUXHALL CORSAVAN (07-19) VAN (0%) 

FORD FIESTA (18- ) VAN (0%) VAUXHALL CORSAVAN (94-06) PET VAN (0%) 

MINI CLUBVAN (12-14) VAN (1%) VAUXHALL CORSAVAN (94-07) VAN (0%) 

 
 
 
 
 
 
 
 
 
 
 
 
 



           

 
Small Van 
 

CAPId Small Van 

38471 BERLINGO L1 DIESEL - 1.6 BlueHDi 625Kg Enterprise 75ps 
34205 DOBLO CARGO MAXI L2 DIESEL - 1.3 Multijet 16V SX Van Start Stop 
18445 BERLINGO L1 DIESEL - 1.6 HDi 625Kg Enterprise 75ps 
38472 BERLINGO L1 DIESEL - 1.6 BlueHDi 850Kg Enterprise 100ps 
28276 CADDY MAXI C20 DIESEL - 1.6 TDI 102PS Startline Van 
39303 DOBLO CARGO MAXI L2 DIESEL - 1.3 Multijet 16V 95 SX Van Start Stop 
38515 PARTNER L1 DIESEL - 850 1.6 BlueHDi 100 Professional Van [non SS] 
37702 TRANSIT CONNECT 200 L1 DIESEL - 1.5 TDCi 120ps Limited Van 
26672 TRANSIT CONNECT 200 L1 DIESEL - 1.6 TDCi 75ps Van 
37709 TRANSIT CONNECT 220 L1 DIESEL - 1.5 TDCi 100ps Van 

 
With a sector market share of 22.2% there was a marginal increase in the number of vans sold last month whilst the 
average price performance was 105%.  The guide values for this sector have gone up by 2.7% (£183) which is significantly 
less than the +4.9% (+£325) upward price adjustment we made last month. Below is a summary of the price adjustments 
made in this edition. 
 

CITROEN BERLINGO (02-12) VAN (0%) NISSAN NV250 (19- ) VAN (4%) 

CITROEN BERLINGO (08-18) VAN (4%) PEUGEOT PARTNER (08-17) VAN (5%) 

CITROEN BERLINGO (16-19) VAN (2%) PEUGEOT PARTNER (96-08) PET VAN (0%) 

CITROEN BERLINGO (18- ) VAN (5%) PEUGEOT PARTNER (96-10) VAN (0%) 

CITROEN BERLINGO (98-09) PET VAN (0%) PEUGEOT PARTNER E6 (15-19) VAN (3%) 

FIAT DOBLO CARGO (01-10) PET VAN (0%) PEUGEOT PARTNER E6 (18- ) VAN (3%) 

FIAT DOBLO CARGO (01-10) VAN (0%) RENAULT KANGOO (02-09) VAN (0%) 

FIAT DOBLO CARGO (10-17) VAN (0%) RENAULT KANGOO (08-13) VAN (0%) 

FIAT DOBLO CARGO (10-19) COMBI VAN (0%) RENAULT KANGOO (13-17) VAN (5%) 

FIAT DOBLO CARGO (10-19) PET VAN (0%) RENAULT KANGOO (98-08) PET VAN (0%) 

FIAT DOBLO CARGO (11- ) DROP (0%) RENAULT KANGOO COMPACT (08-10) PET VAN (0%) 

FIAT DOBLO CARGO (15- ) E6  VAN (3%) RENAULT KANGOO COMPACT (08-12) VAN (0%) 

FIAT DOBLO CARGO E6 (16- ) DROP (0%) RENAULT KANGOO E6 (16- ) VAN (4%) 

FIAT DOBLO CARGO E6 (16- ) VAN (0%) RENAULT KANGOO E6 (19- ) VAN  (NEW IDS) (4%) 

FORD CONNECT (02-07) T200 PET VAN (1%) TOYOTA PROACE CITY (19- ) VAN (2%) 

FORD CONNECT (02-08) T210 PET VAN (1%) VAUXHALL COMBO (01-10) PET VAN (0%) 

FORD CONNECT (02-09) T200-T230 VAN (1%) VAUXHALL COMBO (01-12) VAN (0%) 

FORD CONNECT (06-07) T210 VAN (1%) VAUXHALL COMBO (12-18) VAN (4%) 

FORD CONNECT (09-13) T200-T230 VAN (2%) VAUXHALL COMBO E6 (16-19) VAN (0%) 

FORD CONNECT (13-19) T200-T240 VAN (3%) VAUXHALL COMBO E6 (18- ) VAN (1%) 

FORD CONNECT (18- ) T200-T240 VAN FACELIFT (5%) VW CADDY (04-10) C20 VAN (1%) 

M-B CITAN (13- ) VAN (5%) VW CADDY (10-14) C20 VAN CNG (5%) 

NISSAN KUBISTAR (03-08) VAN (2%) VW CADDY (10-15) C20 VAN (5%) 

NISSAN KUBISTAR (07-08) FRIDGE (2%) VW CADDY (15-17) VAN (4%) 

NISSAN KUBISTAR (07-08) PET VAN (2%) VW CADDY E6 (16- ) VAN (4%) 

NISSAN NV200 (09- ) VAN (3%)  

 
 
 



           

 
Medium Van 
 

CAPId Medium Van 

35797 TRANSIT CUSTOM 270 L1 DIESEL FWD - 2.0 TDCi 130ps Low Roof Limited Van 
25437 TRANSIT CUSTOM 270 L1 DIESEL FWD - 2.2 TDCi 100ps Low Roof Van 
35807 TRANSIT CUSTOM 290 L1 DIESEL FWD - 2.0 TDCi 105ps Low Roof Van 
25441 TRANSIT CUSTOM 270 L1 DIESEL FWD - 2.2 TDCi 125ps Low Roof Limited Van 
34335 VITO LONG DIESEL - 111CDI Van 
35826 TRANSIT CUSTOM 290 L2 DIESEL FWD - 2.0 TDCi 130ps Low Roof Limited Van 
38112 VIVARO L2 DIESEL - 2900 1.6CDTI 120PS Sportive H1 Van 
31722 VIVARO L1 DIESEL - 2900 1.6CDTI BiTurbo 120PS ecoFLEX H1 Van 
25446 TRANSIT CUSTOM 290 L1 DIESEL FWD - 2.2 TDCi 100ps Low Roof Van 
35811 TRANSIT CUSTOM 290 L1 DIESEL FWD - 2.0 TDCi 130ps Low Roof Limited Van 

 
Despite the 2.6% average price increase we applied to the guide last month, fierce demand for Medium Vans has driven 
market prices even higher. With an overall price performance of 106.1% on average the guide values have gone up by 
+3.5% (+£429) in this addition. As the Top 10 table shows, Ford Transit Custom continues to dominate this sector with all 
three over-performing considerably.  Below is a list of the price adjustments to the model ranges in this edition. 
 

CITROEN DISPATCH (07-16) VAN (5%) NISSAN PRIMASTAR (06-15) dCI VAN (3%) 

CITROEN DISPATCH (96-07) VAN (5%) PEUGEOT EXPERT (07-16) VAN (4%) 

CITROEN DISPATCH E6 (16- ) VAN (4%) PEUGEOT EXPERT (19- ) VAN (3%) 

CITROEN DISPATCH E6 (19- ) VAN (4%) PEUGEOT EXPERT (96-07) VAN (0%) 

FIAT SCUDO (07-17) VAN (3%) PEUGEOT EXPERT E6 (16- ) VAN (3%) 

FIAT SCUDO (96-07) VAN (3%) RENAULT TRAFIC (06-14) dCi VAN (1%) 

FIAT TALENTO (16-20) VAN (2%) RENAULT TRAFIC (08-09) dCi FRIDGE (1%) 

FIAT TALENTO (19- ) VAN FACELIFT (2%) RENAULT TRAFIC (14-16) dCi VAN (4%) 

FORD TRANSIT CUSTOM VAN (12-17) (5%) RENAULT TRAFIC E6 (16-20) dCi VAN (2%) 

FORD TRANSIT CUSTOM VAN E6 (16-18) (3%) RENAULT TRAFIC E6 (20- ) dCi VAN (2%) 

FORD TRANSIT CUSTOM VAN E6 (17- ) (5%) TOYOTA HI-ACE (06-12) VAN (2%) 

HYUNDAI ILOAD (09-20) VAN (3%) TOYOTA Hi-ACE (96-06) VAN (2%) 

LDV PILOT (96-06) VAN (3%) TOYOTA PROACE (12-16) VAN (5%) 

M-B VITO (03-11) CDi FRIDGE (2%) TOYOTA PROACE E6 (16- ) VAN (3%) 

M-B VITO (03-11) CDi VAN (2%) TOYOTA PROACE E6 (19- ) FRIDGE VAN (3%) 

M-B VITO (03-11) DUALINER VAN (2%) VAUXHALL VIVARO (11-14) VAN (5%) 

M-B VITO (05-07) PET VAN (2%) VAUXHALL VIVARO (14-18) VAN (5%) 

M-B VITO (10-15) CDi VAN (0%) VAUXHALL VIVARO E6 (16-19) VAN (2%) 

M-B VITO (10-15) DUALINER VAN (0%) VAUXHALL VIVARO E6 (19- ) VAN (0%) 

M-B VITO E6 (15-20) CDi VAN (5%) VW T5 TRANSPORTER (10-16) VAN (5%) 

M-B VITO E6 (19- ) CDi VAN (5%) VW T6 TRANSPORTER (15-16) VAN (5%) 

NISSAN NV300 (16- ) VAN (2%) VW T6 TRANSPORTER E6 (16-20) VAN (4%) 

NISSAN NV300 (19- ) VAN (2%) VW T6 TRANSPORTER E6 (20- ) VAN (0%) 

NISSAN PRIMASTAR (02-07) dCi VAN (3%) VW T6 TRANSPORTER PETROL (16-19) VAN (4%) 

 

 
 
 
 



           

 
Large Van 
 

CAPId Large Van 

36948 SPRINTER 314CDI LONG DIESEL - 3.5t High Roof Van 
22155 TRANSIT 300 SWB DIESEL FWD - Low Roof Van TDCi 100ps 
38198 BOXER 335 L3 DIESEL - 2.0 BlueHDi H2 Professional Van 130ps 
41542 CRAFTER CR35 LWB DIESEL - 2.0 TDI 140PS Trendline High Roof Van 
31217 RELAY 35 L3 DIESEL - 2.2 HDi H2 Van 130ps Enterprise 
22184 TRANSIT 330 MWB DIESEL FWD - Medium Roof Van TDCi 125ps 
26863 SPRINTER 313CDI LONG DIESEL - 3.5t High Roof Van 
37909 TRANSIT 350 L3 DIESEL RWD - 2.0 TDCi 130ps H3 Van 
27306 SPRINTER 313CDI MEDIUM DIESEL - 3.5t High Roof Van 
21686 CRAFTER CR35 MWB DIESEL - 2.0 TDI BMT 109PS High Roof Van 

 
Driven by the continuing expansion of the online shopping segment of consumer sales and now with the additional 
seasonal effect of Christmas looming, Large Vans continue to out-perform the guide by a wide margin despite the price 
increases we made in the guide in October. With an average price performance against the guide of 107%, the values in this 
edition have gone up on average by +3.6% (£407). Below is a summary of the price adjustments made in this edition. 
 

CITROEN RELAY (06-14) VAN (5%) M-B SPRINTER EURO 6.2 (20- ) 2-SERIES VAN (-1%) 

CITROEN RELAY (14-16) VAN (5%) M-B SPRINTER EURO 6.2 (20- ) 3-SERIES VAN (0%) 

CITROEN RELAY E6 (16- ) VAN (5%) NISSAN INTERSTAR (03-11) VAN (4%) 

FIAT DUCATO (06-14) VAN (4%) NISSAN NV400 (11-20) VAN (4%) 

FIAT DUCATO (14- ) VAN (4%) NISSAN NV400 E6 (16-20) VAN (4%) 

FIAT DUCATO (19- ) VAN (4%) NISSAN NV400 E6 (19- ) VAN (0%) 

FORD TRANSIT (06-14) T250 - T300 VAN (5%) PEUGEOT BOXER (06-14) VAN (5%) 

FORD TRANSIT (06-14) T330 - T350 VAN (4%) PEUGEOT BOXER (14-16) VAN (5%) 

FORD TRANSIT (14-17) T290 - T350 VAN (4%) PEUGEOT BOXER E6 (16- ) VAN (5%) 

FORD TRANSIT E6  (19- ) T290 - T350 VAN (5%) RENAULT MASTER (03-10) dCi VAN (4%) 

FORD TRANSIT E6 (16-19) T290 - T350 VAN (5%) RENAULT MASTER (10-17) dCi VAN (4%) 

IVECO DAILY (09-15) VAN (4%) RENAULT MASTER E6 (16-20) dCi VAN (4%) 

IVECO DAILY (14-16) VAN (4%) RENAULT MASTER E6 (19- ) dCi VAN (4%) 

IVECO DAILY E6 (14-20) VAN (4%) RENAULT TRUCKS MASCOTT (07-10) VAN (4%) 

IVECO DAILY E6 (19- ) VAN (4%) RENAULT TRUCKS MASTER (03-10) dCi VAN (4%) 

LDV E5 (16-20) VAN (4%) RENAULT TRUCKS MASTER (10-15) VAN (4%) 

LDV MAXUS (05-09) VAN (4%) RENAULT TRUCKS MASTER (14-16) VAN (4%) 

MAN TGE (17- ) VAN (4%) RENAULT TRUCKS MASTER E6 (16- ) VAN (4%) 

MAXUS DELIVER (20- ) VAN (4%) RENAULT TRUCKS MASTER E6 (20- ) VAN (4%) 

M-B SPRINTER (06-13) 2-SERIES VAN (5%) VAUXHALL MOVANO (03-10) VAN (5%) 

M-B SPRINTER (06-13) 3-SERIES VAN (5%) VAUXHALL MOVANO (10-17) VAN (5%) 

M-B SPRINTER (13-19) 2-SERIES VAN (5%) VAUXHALL MOVANO E6 (16-19) VAN (5%) 

M-B SPRINTER (13-19) 3-SERIES VAN (5%) VAUXHALL MOVANO E6 (19- ) VAN FACELIFT (4%) 

M-B SPRINTER E6 (16-19) 2-SERIES VAN (3%) VW CRAFTER (06-17) VAN (5%) 

M-B SPRINTER E6 (16-19) 3-SERIES VAN (3%) VW CRAFTER (17- ) VAN (0%) 
M-B SPRINTER E6 (18- ) 2-SERIES VAN (1%) VW CRAFTER E6 (16-17) VAN (2%) 
M-B SPRINTER E6 (18- ) 3-SERIES VAN (1%)  

 
 



           

 
4x4 Pick-up Workhorse 
 

CAPId 4x4 Pick-up Workhorse 

38351 HILUX DIESEL - Active D/Cab Pick Up 2.4 D-4D 
30784 HILUX DIESEL - Active D/Cab Pick Up 2.5 D-4D 4WD 144 
24963 D-MAX DIESEL - 2.5TD Double Cab 4x4 
34428 DISCOVERY DIESEL - SE Commercial Sd V6 Auto 
21887 DEFENDER 90 SWB DIESEL - Hard Top TDCi [2.2] 
21665 HILUX DIESEL - HL2 D/Cab Pick Up 2.5 D-4D 4WD 144 
30782 HILUX DIESEL - Active Pick Up 2.5 D-4D 4WD 144 
38349 HILUX DIESEL - Active Extra Cab Pick Up 2.4 D-4D 
38347 HILUX DIESEL - Active Pick Up 2.4 D-4D 
11073 DEFENDER 110 LWB DIESEL - Hard Top TDCi 

 
With a market share of 2.2%, in our research data, the total number of sales increased by around 3% whilst the average 
price performance was just above the guide at 100.8%. Toyota Hilux models dominated this sector with the HILUX (10-16) 
models achieving just under the guide values at 99.5%, whilst the HILUX (16-) models over-performed at 102.2%. On 
average the guide values for this sector have gone up by +1.6% (+£165). Details of the price changes in this edition are 
listed below…  
 

CITROEN C CROSSER (08-10) (0%) M-B X-CLASS DIESEL (2017- ) WORK   (0%) 

DACIA DUSTER (15- ) (0%) MITSUBISHI ASX DIESEL (11-14) (-1%) 

FORD RANGER (09-11) PICK-UP WORK (0%) MITSUBISHI L200 (04-07) TD/TD 113 WORK (0%) 

FORD RANGER (11-16) CHASSIS WORK (-3%) MITSUBISHI L200 (06-10) DI-D WORK (0%) 

FORD RANGER (11-16) PICK-UP WORK (-3%) MITSUBISHI L200 (10-16) DI-D WORK (0%) 

FORD RANGER (15-19) CHASSIS PICK-UP WORK (0%) MITSUBISHI L200 (15- ) DI-D WORK (0%) 

ISUZU D-MAX DIESEL (12-18) (0%) MITSUBISHI OUTLANDER (07-20) WORK (-1%) 

ISUZU D-MAX DIESEL (17- ) (0%) MITSUBISHI OUTLANDER (14- ) WORK HYBRID EV (-1%) 

ISUZU RODEO (03-06) WORK (0%) MITSUBISHI SHOGUN (00-06) PET (-1%) 

ISUZU RODEO (08-12) WORK (0%) MITSUBISHI SHOGUN (00-16) (-1%) 

KIA SORENTO (05-07) (0%) MITSUBISHI SHOGUN (14-18) (-1%) 

KIA SORENTO (07-09) (0%) NISSAN 1 TON (98-07) PICK-UP (2%) 

LAND ROVER (05-07) DEFENDER 110 Td5 (1%) NISSAN NAVARA (05-08) WORK (2%) 

LAND ROVER (06-07) DEFENDER Td5 130 (1%) NISSAN NAVARA (13-16) PICK UP (2%) 

LAND ROVER (07-11) DEFENDER 90 110 130 TDCi (1%) NISSAN NAVARA E6 (16- ) PICK-UP (2%) 

LAND ROVER (11-16) DEFENDER 90 110 130 TDCi (0%) NISSAN NP300 (08-10) PICK-UP (2%) 

LAND ROVER (98-06) DEFENDER 110 Td5 (1%) NISSAN NP300 NAVARA (16-16) PICK-UP (2%) 

LAND ROVER (98-07) DEFENDER 130 Td5 (1%) NISSAN PATHFINDER (05-12) DIESEL (2%) 

LAND ROVER (98-07) DEFENDER 90 Td5 (1%) NISSAN TERRANO II (98-07) (2%) 

LAND ROVER DEFENDER (20- ) (0%) SANTANA WORK4ORCE (06-07) (0%) 

LAND ROVER DISCOVERY (07-09) (0%) SSANGYONG KYRON (08-13) VAN (0%) 

LAND ROVER DISCOVERY (09-19) (1%) SSANGYONG REXTON (05-07) VAN (0%) 

LAND ROVER DISCOVERY (18- ) EURO 6 (-2%) SSANGYONG REXTON (08- ) VAN (0%) 

LAND ROVER FREELANDER (99-07) (0%) TOYOTA HILUX (05-07) D-4D WORK (0%) 

LAND ROVER FREELANDER 2 (08-10) (0%) TOYOTA HILUX (07-10) D-4D WORK (0%) 
MAZDA B-SERIES (99-07) PICK-UP (0%) TOYOTA HILUX (10-16)  D-4D WORK (0%) 
MAZDA BT50 (06-08) WORK (0%) TOYOTA HILUX E6 (16- ) WORK (0%) 

MAZDA BT50 (08-10) WORK (0%) TOYOTA LAND CRUISER (17- ) (0%) 
 



           

 
4x4 Pick-up Lifestyle 
 

CAPId 4x4 Pick-up Lifestyle SUV 

35006 RANGER DIESEL - Pick Up Double Cab Wildtrak 3.2 TDCi 200 Auto 
35284 L200 DIESEL - Double Cab DI-D 178 Barbarian 4WD 
35282 L200 DIESEL - Double Cab DI-D 178 Warrior 4WD 
35285 L200 DIESEL - Double Cab DI-D 178 Barbarian 4WD Auto 
39511 NAVARA DIESEL - Double Cab Pick Up Tekna 2.3dCi 190 4WD Auto 
39510 NAVARA DIESEL - Double Cab Pick Up Tekna 2.3dCi 190 4WD 
25079 AMAROK A32 DIESEL - D/Cab Pick Up Highline 2.0 BiTDI 180 BMT 4MTN Auto 
35283 L200 DIESEL - Double Cab DI-D 178 Warrior 4WD Auto 
35005 RANGER DIESEL - Pick Up Double Cab Wildtrak 3.2 TDCi 200 
35281 L200 DIESEL - Double Cab DI-D 178 Titan 4WD 

 
Accounting for around 16.7% of the total recorded sales in our research data, sales of Lifestyle 4x4 Pick-ups were up just 
under 3% last month whilst the average price performance against the guide remained strong at 102.7%. Following the 
downward adjustment to prices in the last edition for Mercedes X Class models, this month sees a reversal of fortune as 
market prices have increased significantly. We have increased the guide values by +5% for the X-Class model range to 
reflect this. On average the guide prices have gone up by +1.1% (£154) in this edition, however, details of actual model 
range price adjustments are listed below. 

 
FIAT FULLBACK (16- ) LIFE (2%) 

 
NISSAN NAVARA (05-07) LIFE (3%) 

FORD RANGER (02-06) PICK-UP LIFE (3%) NISSAN NAVARA (06-10) LIFE (3%) 

FORD RANGER (06-09) PICK-UP LIFE (3%) NISSAN NAVARA (10-16) LIFE (1%) 

FORD RANGER (09-11) LIFE (3%) NISSAN NAVARA E6 (16- ) LIFE (1%) 

FORD RANGER (11-16) PICK-UP LIFE (3%) NISSAN NP300 NAVARA (16-16) LIFE (1%) 

FORD RANGER (15-19) PICK-UP LIFE (0%) SSANGYONG KORANDO (13-16) (2%) 

FORD RANGER (19- ) PICK-UP LIFE (4%) SSANGYONG KORANDO E6 (16- ) (2%) 

GREAT WALL (12- ) (2%) SSANGYONG KORANDO SPORT (12-17) (2%) 

ISUZU D-MAX DIESEL (12-18) (4%) SSANGYONG KORANDO SPORT E6 (16-17) (2%) 

ISUZU D-MAX DIESEL (17- ) (0%) SSANGYONG MUSSO E6 (16-20) (2%) 

ISUZU RODEO (03-07) LIFE (0%) SSANGYONG MUSSO E6 (18- ) (2%) 

ISUZU RODEO (07-12) LIFE (0%) TOYOTA HILUX (01-10) PICK-UP LIFE (0%) 

MAZDA BT50 (08-10) LIFE (2%) TOYOTA HILUX (10-16) D-4D LIFE (0%) 

M-B X-CLASS DIESEL (2017- ) (5%) TOYOTA HILUX E6 (16- ) LIFE (0%) 

MITSUBISHI L200 (01-07) TD/TD 113 LIFE (3%) VAUXHALL VXR8 MALOO (16-18) (2%) 

MITSUBISHI L200 (06-16) DI-D LIFE (3%) VW AMAROK (11-17) LIFE (2%) 

MITSUBISHI L200 (15- ) DI-D LIFE (0%) VW AMAROK (16- ) LIFE (-1%) 

MITSUBISHI SHOGUN (19- ) (2%)  

 
Ken Brown 
LCV Valuations Editor 

 

 

 



           

 

HGV Market Overview 

Auction stocks decreased in October, and current stocks are now substantially short of where they were a few months ago. 
Lower stocks are certainly helping current trading as there is still plenty of competitive bidding at auctions and on-line audiences 
remain strong. 

Plenty of fresh stock has been available, which certainly helps, and it unquestionably grabbed the most interest with plenty of it, 
especially the late registered equipment, finding new owners. Late Euro 6 vehicles continue to be sought after, although a shift in 
preference from rigids to tractor units has been noticeable recently. Increased interest has also been apparent in pre-Euro 6 
vehicles, particularly four-wheel rigids and 6x2 tractor units.  

Vehicles which continue to reappear at auctions present a continuing challenge for both the vendor and the auction because 
attempting to sell something which is no longer desirable at the reserve value is highly unlikely to result in a sale. Such a situation 
is difficult to manage for a sustained period. 

Dealers report that trade has picked up a little with one dealer reporting that a couple of tractor units which have been in stock 
for a considerable time both sold within a few days of each other, whilst a franchised dealer confirmed that they have seen a 
significant increased interest in tractor units whilst rigids have fell flat. The dealer has cut losses on some rigids and has been 
recently successful in selling good numbers of tractor units at good profit. As one trader said, times are strange at present 
continuing to add ‘it doesn’t matter what you stock you never have what the customers want’.  

UK based exporters report that the export market is quite active at present but with some traditional export markets being 
targeted by Chinese manufacturers offering new vehicles with cheap finance, they are more selective in their purchases and are 
looking for newer vehicles to export, which increases competition with domestic buyers.  

Manufacturer sales continue to return good results and they too are seeing an increasing trend in demand for tractor units which 
is good news as most manufacturers tend to have an imbalance of large stocks of tractor units and far fewer rigids. Sales to 
operators still command a premium value but many vehicles are also sold into the trade achieving considerably less by 
comparison, but in some instances these sales are necessary to maintain stock levels. 

Records from the auctions we have viewed on-line indicate that the average number of auction entries decreased in October by 
almost 23% compared to the previous month and the number of on-the-day truck sales fell by nearly 7% in relation to total 
entries, whilst trailer sales increased by almost 5% during the same period. This is based on eight auctions and a total of 1049 
viewed lots and as we always remind you these are ‘hammer sales’ on-the-day and converted provisional sales are not included. 
One auction reports that the conversion rate of provisional sales is currently over 80%. 
 
The below charts show firstly the average number of truck lots available at auctions by month followed by the average number of 
truck sales as a percentage of the number of lots. It should be noted that due to Covid-19 restrictions records for April to June 
inclusive are not available, hence the graphs show zero lots and zero sales during this period. 
 



           

 

 

 

 

October figures for both graphs are correct up to and including 22nd October. 
 
This month’s research indicates that:   
 

• 7.5t to 12t – The values of Euro 6 vehicles have remained steady with boxes and tippers seeing increasing values. The 
latter may be temporary now that we are approaching winter whilst boxes are often in demand at this time of year. Pre-
Euro 5 vehicles have seen demand increase and a small increase in values across most types being the result.  

• 13t to 18t – Values of Euro 6 derivatives have fallen slightly across the board but some pre-Euro 5 values have increased, 
whilst most Euro 5 values have remained unchanged with the exception of some fridges which are plentiful at present. 
Many values remain unchanged, but a couple of models have seen values either increase or fall a little and depending on 
chassis.  

• Multi-wheel rigids – Values here too have remained largely stagnant with just a slight decrease in values for Euro 5 
vehicles. 
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• Tractor units – 6x2 Euro 6 values have not only steadied but lower stocks and increased interest has seen some values 

increase a tad. Most Pre-Euro 6 values have drifted down slightly but there are some exceptions where values have 
remained the same and, in some cases, have seen a slight increase. 
4x2 vehicles have performed similar, with increases for Euro 6 types but slight falls in value for pre-Euro 6 vehicles. 6x4 
examples have seen values fall a little across most emission standards but again euro 6 values remain unchanged. 

• Trailers – With the exception of curtains and skeletals where values have fallen slightly, other derivatives have seen 
values remain the same and, in some instances, increase slightly. 

 

7.5t to 12t Vehicles  

A good range of low mileage, late registered, 7.5t Euro 6 vehicles have materialised at auction lately. All aroused intense interest 
and with mileage and condition making them desirable lots, some strong values were achieved especially on boxes and tippers.  

Older vehicles are starting to find buyers and whilst pre-Euro 6 fridge boxes remain abundant, and buyers have a wide choice to 
choose from. Interest has been good, and values have increased a little. The same can be said for most other pre-Euro 6 types 
which have prospered of late, possibly due to recent low stocks, and values reflect this.  

High mileage, untidy or damaged examples continue to struggle to find buyers and some will doubtless struggle for the 
foreseeable future as such vehicles are sometimes only fit for breaking.  The greatest opportunity for vendors to dispose of such 
vehicles is before Christmas. Failure to sell in the next few weeks could signify that they have a slim possibility of achieving any 
realistic value when post-Christmas de-fleets should swell auction stocks. 

12t recovery vehicles generally induce strong bidding and several yellow Renault Midlum crew cab examples with reasonable 
mileages for such vehicles did just that achieving strong money. 

 

13t to 18t Vehicles 

Tippers skip loaders and recovery vehicles traditionally sell well and along with most pre-Euro 5 standard body derivatives sales 
have fared well of late and values have improved slightly. Unfortunately, the same cannot be said for Euro 6 vehicles which have 
struggled a bit and values have seen a slight reduction across most types. Apart from a couple of Euro 5 fridge vehicles values 
have remained firm. 

Boxes and curtains across all emissions are attracting attention but those with short or low bodies are much less desirable as they 
have restricted use in comparison to standard bodied examples. A sleeper cab and tail lift will generally aid sales. 

Generally, fridges continue to struggle a little in finding customers, mainly due to the number available and the lacklustre quality 
of many of the vehicles available. Numerous vehicles have varying degrees of body damage and even though some are on 
desirable chassis first impressions count and often even minor damage renders them unsaleable at realistic values. This is 
especially apparent should the fridge unit be a Frigoblok.  

 

Multi-wheelers  

Except for 8x4 tippers the low volume of Euro 6 stock appearing at auctions is aiding values at the moment as demand currently 
outstrips supply. There have been a reasonable quota of good quality 8x4 tippers appearing at auction which drew good 
attention, but not always resulting in a sale. 

Plant carriers and crane vehicles of any age are attracting good interest and are generally selling well whilst the opposite is the 
case for refuse vehicles.  



           

 
 
Refuse trucks, particularly kerbside recyclers, are struggling to find new homes. Multi-axle low entry cab refuse trucks over six 
years old often attracting trivial offers.  
 
Fridges are being traded but like their smaller siblings they only do so if they are in good shape and have desirable fridge units 
fitted.  
 
Drawbar rigs, which are commonly constructed at the bespoke specification of the original operator continue to appear for sale 
but usually induce little interest. Differing combinations of DAF, MAN and Scania outfits carrying box, curtain or demount 
equipment all failed to sell as they appeared at auction. Car carrier rigs are suffering likewise. 
 

Tractor Units 

It may be early days, but things appear to be looking up for Euro 6 6x2 examples. As stock levels remain relatively steady most 
values have remained at least stable this month with several makes and models seeing increased values.  

It was not so long ago that dealers were reluctant to stock tractor units due to oversupply and tumbling values but all that seems 
to have abated for now. 

Pre Euro 6 examples which had been having a bit of a renaissance are now beginning to struggle slightly and most values are 
declining, but there are exceptions where some models have remained popular lifting values of such vehicles. 

Euro 6 4x2 tractor units have also performed well of late and here too values have seen an increase, whereas earlier models have 
not performed so well and in most instances, values have fallen a little. 

As mentioned last month Euro 6 Mercedes-Benz Actros 2545s remain the most common type but DAF’s, Renault T’s and Volvo 
FH’s are also common offerings at auctions and most other marques can be easily be uncovered with little effort.  

Values of 6x4 and multi-axle tractor units, with a few exceptions, remain largely unchanged. 

 
Trailers 

Trailer sales have picked up slightly recently but remains plenty of the most popular types available for sale although the majority 
are still over ten years old, most being well over. 

Whilst sales may have lifted it may be due to a good number of later examples of common body types being available which have 
created good interest and produced good bids if not always a successful sale. Some of the trailers that were successfully sold 
provided good returns in some instances.  

Although curtains and skeletals have struggled slightly and seen values drift down a touch most other types have seen values at 
least remain steady, and in some cases rise just a touch. 

Platforms remain popular and generally sell well whilst fridges and boxes have started to struggle. To sell easily fridges must be in 
good serviceable order and boxes must be clean and waterproof. Failure to make these basic requirements will render them 
unsaleable for further use. 

Rob Smith 
HGV Valuations Editor 

 


