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Apply Consequences
At UGL Unicco, a Boston area-based 

facilities maintenance services provider, 
fleet manager Pete Belloli employs sev-
eral tactics to maintain reporting com-
pliance. 

The company deploys a 625-vehicle 
fleet for service, sales, and operations 
management functions. The fleet includes 
primarily cargo vans and pickups, with 
sedans, box trucks, dump trucks, and 
shuttle buses.

Belloli relies on his leasing compa-
ny’s reporting program for mileage data 
files. All applicable drivers must enter 
their data monthly. Salaried sedan driv-
ers’ incomes are inputted quarterly on 
W-2 forms, although that process may 
change. “We are discussing charging 
drivers via payroll deduction, a certain 
amount per week,” said Belloli. 

Currently, he sends a reminder e-mail 
each quarter, alerting drivers they need to 
report their mileage. In addition, the leas-
ing company e-mails drivers whose data 
is missing for the previous quarter.

Drivers who miss reporting personal 
use data are charged a penalty; 100 per-
cent of mileage in the missing month(s) 
is inputted as personal use. This prac-
tice “has a significant motivating effect 

W-2 if the computed value is higher than 
what we have deducted,” O’Loughlin 
explained.

Drivers are penalized for not report-
ing. Like Belloli and other fleet managers, 
O’Loughlin also considers mileage in un-
reported months as 100-percent personal 
use at the year-end reconciliation. 

O’Loughlin takes other steps to en-
sure driver awareness of personal use 
policies, including:

●  Requiring drivers to confirm annu-
ally that they understand the data report-
ed will be reported to the IRS as taxable 
compensation.

●  Requiring drivers also to confirm 
annually their understanding that if they 
are audited, they are responsible to pro-
vide support for the personal use data 
they have reported.

●  Sending quarterly e-mail remind-
ers to noncompliant drivers reinforcing 
the personal use policy.

Communicate Regularly
William Forsythe, fleet admin-

istrator for ADP, utilizes a series 
of communications to help main-
tain driver compliance with per-
sonal use policies.

The Roseland, N.J.-based com-
pany provides outsourced busi-
ness management services, in-

cluding human resources, payroll, tax/
benefit administration, and computing. 
The company fleet of more than 2,500 
vehicles includes cars, light-duty trucks, 
and SUVs.

Drivers are charged a monthly fee, de-
ducted from their paychecks. 

Forsythe reminds drivers to report 
mileage through: 

●  A monthly, personalized Micro-
soft Outlook “out of office assistant” 
notice.

●  Quarterly newsletters.
●  E-mail blasts to all drivers.
●  Personal e-mail reminders to driv-

ers who have not reported in more than 
90 days. 

●  A dedicated end-of-year reminder 
newsletter to inform drivers of the tax 
consequences for nonreporting. 

Employ Multiple Methods
“At Orkin, we use a multidimension-

al approach to ensure vehicle-use com-

on timely data submission by the driv-
ers,” Belloli noted.

“To keep drivers honest,” Belloli re-
views the percentages of reported per-
sonal mileage. “Those drivers reporting 
low percentages are asked to confirm the 
numbers and to document why personal 
usage is so low,” he said. 

Incorporate in Fleet Policy
“You need to ensure drivers ful-

ly understand the importance of 
mileage reporting,” suggests Kev-
in O’Loughlin, fleet services man-
ager for pharmaceutical company 
Sepracor, headquartered in Marl-
borough, Mass. Ranking among the 
top 300 commercial fleets in Automotive 
Fleet magazine’s Fleet 500 list, Sepracor’s 
sales fleet comprises 1,500 vehicles.

O’Loughlin has incorporated mileage 
reporting compliance into Sepracor’s fleet 
policy to clearly communicate to fleet 
drivers the importance of consequences 
for noncompliance. “With compliance in 
policy, it can lead to disciplinary action 
by driver’s management during employ-
ment reviews,” he said.

Drivers are charged a monthly per-
sonal use fee. Totals are reconciled at 
year’s end, and “more is added to their 

Based on Automotive Fleet’s annual survey, the percentage of com-
mercial fleets allowing personal use of company vehicles has re-
mained fairly steady for the past three years, rising four percent-
age points in 2008.

% of Commercial Fleets 
Allowing Personal Use 

2006-2008
2006................................. 87%
2007..............................87.1%
2008................................. 91%

forsythe

source: automotive fleet research dept.
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pliance,” reported Mike Reynolds, fleet 
director for Rollins, parent company 
for a number of pest control and pro-
tection subsidiaries, including the well-
known Orkin.

Headquartered in Atlanta, the nearly 
7,000-unit Rollins fleet comprises pri-
marily light-duty trucks and sev-
eral hundred cars. 

Orkin currently charges for per-
sonal use in two use categories — 
Private and Restricted, according 
to Reynolds. 

Private use permits a driver per-
sonal use of the company vehicle 
during nonworking hours. For an addi-
tional fee, the driver’s spouse can also op-
erate the vehicle, Reynolds explained. “Re-
stricted use allows a team member to drive 
the vehicle back and forth to work only. In 
most cases, both categories have an asso-
ciated charge depending on job classifica-
tion,” he added.

Reynolds partners with several inter-
nal departments to ensure compliance 
to policies. 

Orkin’s risk department uses telemat-
ics/GPS to identify after-hours driving, 
runs annual MVR reports on drivers and 
spouses, and maintains a point system for 
infractions by driver. 

The company’s auditing department 
confirms drivers have completed the ap-
propriate forms and are charged correct-
ly for personal use. The payroll depart-
ment sends a report listing Private or 
Restricted driver personal use mileage to 
senior management to review for errors 
and omissions. Finally, Orkin’s field ad-
ministration support group ensures driv-
ers re-sign the appropriate documenta-
tion annually.

“Using multiple methods and depart-
ments to enforce compliance, Orkin is 
more likely to catch infractions and en-

ny drivers will complain to the IRS, not 
the company.”

Another tactic promoting personal use 
compliance Robinson has used is send-
ing drivers monthly reminders and state-
ments of their individual reporting status, 
“thus providing ample notice to make a 
correction to a past statement or be sub-
ject to additional taxes.” These remind-
ers were sent through the company’s fleet 
management provider. 

“Unfortunately for the few employees 
who failed to report properly, due to the re-
porting year of November to October,” Rob-
inson recalled, “the additional taxes were 
taken out of the employee’s December pay-
check, an unwelcome Christmas present.” 
In these cases, he noted, most employees 
quickly completed their reporting, and the 
company removed the tax assessment. An 
emergency check was issued, “but only 
after their senior management was made 
aware of the failure to comply. Needless to 
say, compliance significantly increased to 
virtually 100 percent after a few years of 
reporting,” said Robinson. 

He summarized the critical components 
of personal use compliance programs: 

●  Establish policy consistent with IRS 
rules, regulations, and procedures.

●  Use IRS guidelines to facilitate sup-
port from HR and other critical depart-
ments (make the IRS the “bad guys”).

●  Be reasonable, fair, consistent, and 
firm in implementing the policy.

●  Communicate, communicate, com-
municate. “People do forget and get side-
tracked. A reminder is nice.”

●  Outsource to a fleet management 
service provider. “It will more than pay 
for itself.”

“A company’s greatest asset is its rep-
utation gained partially through value, 
integrity, and ethics,” noted Robinson. 
“Compliance is a responsibility, not an 
option.” AF

sure conformity across the company,” 
said Reynolds.

‘A Responsibility, Not an Option’
As national procurement manager for 

Univar USA, a leading chemical distri-
bution company headquartered in Red-

mond, Wash., Robin Robinson 
is no longer active in day-to-
day fleet activities. However, 
he draws from past fleet expe-
rience to recommend best prac-
tices in promoting personal use 
compliance. 

The IRS stipulations are clear-
cut; any unsubstantiated miles must be 
considered personal and thus subject to 
the rules accounting for such use as an 
employee benefit, with the value of the 
use taxable to the employee, Robinson 
explained. “And the IRS is pretty specif-
ic on what is considered business, versus 
commuting, versus personal use.” 

He advised publishing for driver dis-
tribution a copy of company policy out-
lining IRS regulations, commute rules, 
and IRS rules governing personal use 
calculations. Emphasizing that compa-
ny policy is driven by IRS policy and 
procedures forestalls the impression the 
company was simply being miserly, “tak-
ing away a benefit,” Robinson pointed 
out. This awareness “pretty much elim-
inates pushback or arguments. Comp-

% Fleets: Employees Charged 
Directly for Personal Use

2006....................................... 48.9%
2007....................................... 58.9%
2008.......................................... 63%

% Fleets: Employee Personal 
Use Charges Inputted on 
W-2 Form, If Not Charged 

Directly 
2006..............................81.8%
2007..............................87.5%
2008................................. 85%

robinson

source: automotive fleet research dept.

source: automotive fleet research dept.


