
July - August 2017      MODERN QUARRYING          31

SUPPLIER 
SPOTLIGHT

T
his is according to Scania 
South Africa’s National Used 
Vehicle sales manager Robert 
Melville, who says the com-
pany offers trusted used vehi-

cle solutions to customers. “A common 
problem that many businesses have is 
that they are forced to tighten their belts 
due to the current economic conditions, 
meaning that not everyone can afford to 
buy top of the range, brand new trucks. As 
a result, more and more people are turn-
ing to second-hand or previously-owned 
trucks and the benefits that they offer.”

These include:
• a more affordable purchase price;
• a lower depreciation rate; and
• the affordability of leading brands.
Discussing some of these benefits with 
Modern Quarrying he says that when 
one buys a second-hand truck the price 
is reduced simply because it is labelled 
as second hand. “Everyone knows that as 
soon as you drive a vehicle off the lot, it 
depreciates immediately, meaning that 
you won’t be able to sell it for the pur-
chase price. With a second-hand truck, 
depreciation is very low and in some 
instances non-existent.”

He confirms that a used vehicle is 
more economical for smaller operations, 
and can be far more cost-effective on the 
initial purchase. “In addition, warranties 
and service plans can be provided giving 
longevity and peace of mind. You buy a 
Scania used vehicle for the same rea-
sons you would buy a new one – built-in 
toughness, durability, reliability and low 
operating costs, all of which contribute to 
maximum uptime.”

All Scania Approved vehicles need to 
have had a full repair and maintenance 
contract. “When a vehicle is traded in, it 
must be in a roadworthy condition, in 
decent mechanical order and cosmetically 

clean, before our workshops carry out the 
check and repair process.

“The same specific requirements 
such as maximum uptime and optimal 
fuel consumption that one would expect 
when purchasing a new vehicle, are qual-
itative points when a customer is in the 
market for a used vehicle; both play an 
important role in any business,” Melville 
says. “This is obtained by our thoroughly 
pre-inspected and maintained vehicles. 
When downtime does occur, we have our 
24/7 Scania Assist on hand for unforeseen 
circumstances.”

Scania Approved status means that 
the customer gets peace of mind with 
the knowledge that no aftermarket 
parts were fitted to the vehicle. “A Scania 
Approved vehicle has been thoroughly 
assessed and rated by our experienced 
technicians, just as new ones are.”

There is no major different in warranty 
terms for a new used vehicle. However, it 
is dependent on the age of the vehicle. 
Scania offers a Drive Line Warranty that 
is honoured, provided the vehicle is ser-
viced at a Scania Approved Centre.

Scania offers trusted used vehicle solutions
When looking for a used vehicle, potential buyers in the quarrying 

and construction sector often tend to think twice, as the uncertainty 
associated with the purchase of a second-hand truck that has operated 

in a quarrying environment, is a major inhibitor for potential buyers. 
However, when buying a vehicle from Scania Used Vehicles, the key word 

to keep in mind is trust.

“Knowing that the trucks have been 
checked by our experienced technicians 
builds trust in what can sometimes be a 
very uncertain decision,” Melville adds.

Repair and Maintenance (R&M) con-
tracts are available on a used vehicle, 
provided it has been on a R&M package 
previously, or has a low mileage with a 
complete service history. In addition, R&M 
contracts are determined by the mileage 
accumulated by the vehicle in a month, 
and the application for which the vehicle 
is used for.

“The Scania R&M programme pro-
vides a comprehensive support package 
that is inclusive in our total solutions 
offering,” he explains, adding that the 
finance option available for used vehicles 
is a Financial Lease which can be anything 
from 24-26 months, depending on the 
vehicle’s working conditions in a month. 
“We do, however, prefer that the vehicle 
does no more than 120 000 km within a 
single month.”

In terms of the number of used vehi-
cles sold, Melville says that in 2016 Scania 
sold about 65% and this figure is climb-
ing. “Before the end of this year, I believe 
it will be around 75-80% as the trade-in 
ratio seems to be growing each year as 
customers restructure rather than grow 
their fleets. There has been a steady 
growth in used vehicle uptake in the con-
struction sector.”
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Scania South Africa’s National 
Used Vehicle sales manager 

Robert Melville. All Scania Approved vehicles come with a full repair and maintenance contract.
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