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11 Questions Every Plant 
Hire Business Should Be 
Asking in 2026.



Introduction.

In an ideal world, every machine comes 
back on time, paperwork is complete, 
and availability is always clear.

In the real world, projects move, sites 
overrun, assets get shifted between 
depots, and decisions are often made 
outside office hours.

This guide is built for that reality—and for 
the businesses that want to stay ahead 
of it.

These are 11 simple, practical questions 
plant hire businesses should be 
able to answer right now if they want 
control, predictable margins, and fewer 
surprises through the rest of the year.



311 Questions

Onlet gives you a live view of what’s on hire, 
what’s coming back, and what’s available across 
depots. Because it’s fully web-based, you can 
log in from anywhere and check availability at 
any time.

What changes?
Faster answers to customers. Fewer missed 
hires. Better use of the fleet you already own.

How Onlet helps

1. Do you know where all your kit is and 
what’s available right now?

When a contractor calls late on a Friday asking for two 
more machines for a Monday start, you need an answer 
based on reality. Not guesswork. Not whoever happens 
to be in the office.

Project-led demand makes this harder. Peaks come 
fast, and they rarely line up neatly with depot availability.
If availability lives in spreadsheets or in someone’s 
head, you’re already behind.
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Onlet stores documents and inspection records 
against the asset. They can be accessed, 
sent, or checked directly from the hire, without 
searching through folders or inboxes.

How Onlet helps

What changes?
Less scrambling. Cleaner audits. Fewer delays 
getting equipment onto site.

2. Can you prove compliance  
without chasing paperwork?

Compliance documents usually exist. The problem is 
how long it takes to find them when someone asks.
A certificate is saved locally. An inspection report sits in 
an email. Then a site manager asks for proof, and the 
team starts digging. 

With tighter rules around NRMM (Non-Road Mobile 
Machinery) and increased scrutiny on construction 
sites, this costs both time and credibility.
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Onlet shows fleet status across depots 
and projects, making it easier to rebalance 
equipment and plan moves before problems 
escalate.

How Onlet helps

What changes?
Fewer surprises. Better decisions when projects 
start, pause, or restart.

3. Are you planning around  
projects, or reacting to them?

Utilisation follows project activity more than forecasts or 
sales plans.

When a framework ramps up, demand spikes. When a 
site pauses, kit comes back quickly. Sales effort alone 
won’t level the curve.

Without visibility and planning, the result is idle fleet in 
one place and rushed cross-hires in another.
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Onlet ties hires, downtime, returns, and invoicing 
together, so utilisation and revenue can be 
reviewed by product group, customer, or depot.

How Onlet helps

What changes?
Clearer investment decisions. Fewer 
underperforming categories draining margin.

4. Do you know which parts of your 
fleet actually make money?

Busy doesn’t always mean profitable.

Some areas of the business look strong on paper 
but carry high transport costs, downtime, or heavy 
discounting. Others quietly perform well with little 
attention.

If decisions are made on instinct, these differences stay 
hidden.
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Onlet doesn’t calculate CO2. What it provides is 
structure. Assets, contracts, projects, and usage 
data are organised in one place, making it easier 
to connect telematics data or external reporting 
tools when required.

How Onlet helps

What changes?
You can explain your approach clearly, 
answer questions with confidence, and avoid 
overpromising.

5. Can you answer emissions 
questions with confidence?

More customers are asking questions about emissions. 
Sometimes formally. Often informally.

Most hire companies aren’t expected to deliver 
perfect carbon reports. What customers want is clarity 
and a credible process. If those questions trigger 
spreadsheets and last-minute emails, you’re not ready.
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Onlet supports planned inspections, service 
intervals, and clear asset status. Equipment 
that’s not ready can be blocked from rehiring 
until checks or maintenance are complete.

How Onlet helps

What changes?
Higher uptime. Fewer emergency swaps.  
More reliable kit on site.

6. How much downtime could  
you have avoided last year?

Breakdowns cost more than a repair bill. Once you 
factor in lost hire days, extra transport, and customer 
dissatisfaction, it starts to become expensive.

Reactive maintenance often feels unavoidable, but 
much of it stems from poor visibility and missed 
inspections.
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Onlet brings transport planning, delivery status, 
signatures, and photos into the hire workflow, so 
evidence and costs stay tied to each job.

How Onlet helps

What changes?
Disputes drop, costs become visible, and 
accountability is built into every job.

7. Do you know what each  
delivery actually costs you?

Transport is one of the easiest ways to lose margin 
without noticing.

Extra trips, third-party deliveries, missed collections, 
and unclear proof of delivery all eat into your margin, 
especially when sites change plans. 

The challenge is that these costs are rarely tracked 
per job, so patterns stay hidden until they’ve already 
damaged profitability.
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Onlet supports accessories, bulk products, and 
return checks, helping ensure the right items go 
out together and come back accounted for.

How Onlet helps

What changes?
Fewer write-offs. More consistent charging.  
Less yard confusion.

8. Are your attachments and 
accessories quietly draining profit?

Buckets, chains, lifting gear, fencing, and other high-
volume accessories move constantly. They’re also easy 
to lose track of.

Missing items are often written off because proving 
responsibility takes too much time. Small losses add up 
quickly, and without proper tracking, you never know if 
items went missing on site, in transit, or at the yard.
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Onlet supports customer-specific pricing, price 
lists, and discount templates, so terms are 
applied consistently across the business.

How Onlet helps

What changes?
Better margin control for a better, healthier 
bottom line.

9. Is pricing consistent, or dependent 
on who raised the hire?

Pricing erosion rarely happens in one big decision.  
It happens in small exceptions.

Different depots, different salespeople, different rules. 
Over time, margin disappears. 

Without central control, the same customer can receive 
different rates depending on who they speak to, and 
discounts creep in without anyone noticing the overall 
impact.
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Onlet links hire history, returns, and invoicing, 
with support for batch invoicing and clear 
warnings when orders are missing lines for 
invoicing.

How Onlet helps

What changes?
Faster invoices. Fewer credit notes. Less admin 
pressure on the team.

10. How quickly do you invoice  
after off hire?

Delays between off hire and invoicing hurt cashflow and 
increase disputes.

Missing dates, unclear returns, and manual checks all 
slow the process down. The longer the gap, the harder 
it becomes to resolve queries, and customers are 
more likely to challenge charges they don’t remember 
agreeing to.
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Onlet tracks equipment condition, captures 
sign-offs at delivery and collection, and logs all 
incidents against specific hires and operators, 
making it possible to identify patterns and 
address root causes.

How Onlet helps

What changes?
Accountability becomes the default. Damage 
costs become visible. The culture shifts from “it 
just happens” to “we know why and we’re fixing it.”

11. Can you prove who’s responsible 
when equipment gets damaged?

Damage costs aren’t just the repair bills. They’re the 
incidents that go unreported, the pattern behaviours 
that never change, and the thousands of pounds written 
off each month because proving responsibility takes 
too long.

Without clear accountability, you’re left managing the 
same problems repeatedly, swallowing costs you 
shouldn’t have to, and struggling to shift a culture where 
damage is just accepted as part of the job.



Closing Note.

Want to talk rental with us?

None of these questions are new. 
What’s changed is how costly it is not to 
answer them properly.

The businesses pulling ahead right now 
aren’t necessarily those with the newest 
fleet or the biggest depot network. 

They’re the ones who know their 
numbers, trust their systems, and can 
move fast when it matters.

Plant hire businesses that succeed 
this year will be those that run tight 
operations, understand their fleet, and 
can explain what’s happening without 
guesswork.

That’s the real advantage.

Ideally, the answer to every question in this guide should be “Yes”. If it 
isn’t, we can help you get there. Book a short 15 minute-demo to see 
how we solve the problems you just identified.

Contact: David.white@infobric.com
or visit:https://infobric.com/uk/en/platforms/onlet/


