
Bringing fleet management 
into the 21st century

Chip Doering (left), president of Doering Fleet Management, and Adam Berger, vice president of sales, stand outside 
their Capitol Drive offices in Brookfield.

Doering Leasing’s focus on new 
technologies helps business grow
By KATHLEEN GALLAGHER
kgallagher@journasentinel.com

In an old-line, fiercely competitive industry that is grappling 
with new technologies for monitoring vehicles and their driv-
ers, services like Uber and Lyft and the prospect of self-driven 

vehicles, Doering Leasing has found a way to grow.

In 2009, Brookfield-based Doering started a new division that 
catapulted the once-regional company onto the national playing 
field.

Called Doering Fleet Management, the division helped expand 
the business to more than 40 states and contributed much of 
its annual revenue growth of 15% to 33%, said Adam Berger, 
co-owner and vice president of sales, and the architect of the fleet 
management idea.

This year, the fleet management business expanded to Nashville, 
Tenn., and Minneapolis, and opened a full-time office in Con-
necticut, he said. Anticipating even more growth, the company 
is looking for an inside sales representative and planning to fill 
more sales positions nationally, Berger said.

“Before, they used to be this tiny little company, and now they are 

making headwinds,” said Sheryl Grossman, who retired earlier 
this year from her job as fleet operations manager at GE Health-
care. “That’s hard in the fleet management world.”

The fleet management industry is about $8 billion a year, and 
that could grow to more than $22 billion by 2020, according to 
a report published in October by Research and Markets Ltd., a 
Dublin, Ireland, firm that provides market research and data.

Pressure for greater operational efficiencies and concerns about 
the environment are driving the growth, the report said. And 
technologies that can help mon
itor and assess risks and reduce costs — Global Positioning Sys-
tem trackers, sensors and Radio Frequency
Identification tags — are the new tools.

“We’re in a stale, old industry that’s bifurcating before our eyes,” 
Berger said.

Firms that are resistant to change don’t see how companies like 
Uber have the potential to massively disrupt the industry, he 
said.“And the other half are doubling down on technology, offering 
broader services like GPS telematics to track, dispatch and moni-
tor fleet vehicles and reduce dangerous behavior,” Berger said.

Privately held Doering is in the latter group, he said.
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Learn how Doering Fleet Management
can help your company:
Fleet Strategy and Best Practices 

Independent Fleet Analysis and Advice
Driving Policy

New/Used Vehicle Fleet Leasing
Vehicle Remarketing

Nationwide Title & Registration
Managed Maintenance & Roadside Assistance Program

Fuel Management Program
Driver Safety and Training Programs

GPS/Telematics Solutions
Behind the Wheel Testing

Vehicle Protection Services
Consumer Vehicle Leasing
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For example, the company’s fleet management business offers tech-
nology that provides customized, real-time feedback to drivers 
when they accelerate too fast, brake too hard or speed excessively.

And it helps customers sort through brands, models and techni-
cal details, and make financial decisions, like whether gas, hybrid, 
compressed natural gas or pure electric vehicles make the most 
sense, Berger said.

“We focus on saving our customers time and money, the two things 
business people want more of,” said Chip Doering, the company’s 
president and a co-owner.

What’s most impressive about Doering is its level of service, said 
Dennis Braun, president and chief executive officer of Total Me-
chanical Inc. in Pewaukee.

Initially, Braun said he thought Doering would simply provide ve-
hicle leases. He learned that the company’s services go far beyond 
that, to managing maintenance, fighting with insurers to get max-
imum value when there’s been an accident, and decommissioning 
vehicles and selling them at auction.

“The scope of what they can do for us — I had no idea,” Braun 

said. “The process is seamless, very economical and in the end, 
profitable to us.”

Some of Doering’s biggest growth has been in what Berger realized 
was an underserved area: fleet management for nonprofit and re-
ligious organizations.

“I was amazed by how in-depth they’re becoming with religious 
organizations,” said Grossman, the former GE fleet manager. 
“They’re understanding that part of the industry so well, where no 
one else is taking the time.”

Doering teaches these groups how to better manage their fleets in 
areas like maintenance, fuel and accident costs, employee reim-
bursement and determining the best time to sell the vehicles, she 
said.

Berger said that Doering tries to educate clients, challenge the way 
they look at leasing, and open them up to best practices in line 
with current market dynamics and technologies.

“It’s an old industry that needed a renaissance,” he said. “We’re not 
trying to be Kodak; we’re trying to be Apple or Google.”
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