
Opening a new fast lube or changing a fast lube’s operating plan 
can be a daunting task due to the large number of plans avail-
able. Potential operators might choose to operate their facili-

ties independently, but that is only one of the many ways in which they 
might opt to enter the lube industry. 

Among the variety of other options are franchising, licensing plans, 
signage agreements and turnkey operations. In order to help our readers 
better understand some of the options that are available to them, we have 
assembled the following list of fast lube start-up programs. We compiled 
this list by contacting the top chains listed in the National Oil & Lube 
News “TOPS in the Fast Lube Industry” listing to find out what options 
they offer, as well as contacting companies that offered other options. 

All information was supplied by the responding companies.
The recent spate of oil company mergers has complicated things, 

however. Generally, oil companies offer signage agreements to prospec-
tive fast lube operators. In other words, the oil company provides signage 
and marketing assistance to the lube operator, and in turn the operator 
agrees to market the oil company’s product.

Because of this, and because companies that oversaw some of the most 
successful programs in the country have become part of other companies 
during the last year, some signage programs have undergone — and con-
tinue to undergo — significant changes. That is why regular readers may 
notice changes to some of the following options. Rest assured, however, 
that the listing below is current and up to date.
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BP LUBRICANTS
BP Lubricants USA Inc. builds business 
partnerships with its independent lube 
center customers by delivering premium 
Castrol products, unparalleled marketing 
efforts, extensive training and value-added 
programs.

Fast lube option:
oFranchise   oLicense agreement   
WSignage agreement   oOther

Territory: N/A
Franchise fee: N/A

Royalty percentage required: None

Support offered:
Training:  In January 2003, BP Lubricants received ASE certification 
of its Continuing Automotive Service Education (CASE) program. BP 
Lubricants is the first lubricants company to receive ASE certifica-
tion of its training development programs for lube center techni-
cians. Other training programs include:
	 •	Business Improvement Training – This value-added program 
from BP Lubricants provides Business Improvement Training via 
packaged solutions, including video-based training modules, printed 
leave-behind learning guides and program assessments. 
	 •	Synthetic Motor Oil Education Program – BP Lubricants’ online 
Synthetic Education Program can enhance a technician’s skills in 
a range of areas. This program is free of charge to all Castrol lube 
operators.
	 •	Lube Technician Certification Program – BP Lubricants has 
developed the Lube Tech Certification CD-ROM Program, a skill 
assessment program, to help ensure that lube center technicians 
maintain the skills they need to deliver quality services. 
Equipment and financial assistance plan: BP Lubricants’ Trade 
Investment Department provides equipment loans and payback 
loans that are designed to meet each independent lube center’s 
individual business needs.
Additionally, the Castrol Payment Program offers a complete range 
of customizable solutions to give installers the ability to accept 
alternative payment options (i.e. credit/debit/fleet/gift cards). The 
program is designed to enhance the customer’s service experience 
and build customer loyalty. In addition, BP co-branded VISA card 
holders can earn higher rebates on purchases made at participating 
lube centers.
Signage: The Castrol Imaging Program integrates premium Castrol-
branded imagery with each independent lube operator’s unique 
business personality and local brand equity. Castrol signage and 
POS materials inform lube operators’ customers that they are receiv-
ing only the best lubricants. BP Lubricants offers Castrol-branded 
signage and imaging solutions as well as a complete line of Castrol 
merchandising tools and POS materials.

Advertising:  BP Lubricants’ MediaBuilder gives lube operators 
access to a password-protected website where they can create their 
own customized newspaper advertisements, flyers, coupon sheets 
and direct mail pieces. When independent installers feature Castrol 
lubricants in their oil change advertising, they earn up to 100 per-
centage of the ad’s cost (based upon number of gallons purchased 
and funds accrued). Approved forms of advertising include radio, 
billboards, newspaper, direct mail and television. The Yellow Pages 
Locator Program provides installers with free advertising for their 
lube center facility. A Castrol Motor Oil Service Locator phone num-
ber is already placed in the Yellow Pages of major market phone 
books, listed under “Automotive Oil Change & Lubrication Service” 
or “Oil Change Service.”  The toll-free number connects callers to a 
friendly customer service representative who helps them locate their 
nearest Castrol Lube Center.
BP Lubricants’ award-winning Customized Key Tag Loyalty Program 
enables installers to design customized key tags enhanced with 
special offers to increase customer retention and store traffic. BP 
Lubricants has negotiated industry-best pricing for key tag orders, 
as well as reduced pricing on all other program components.
Finally, BP Lubricants’ Castrol Magnetic Service Reminder Loyalty 
Program gives service shops the opportunity to advertise their busi-
ness in the customer’s home while keeping scheduled services top 
of mind. Through this program, installers using Castrol enjoy greatly 
reduced pricing options.
Site selection: BP Lubricants’ Business Intelligence studies provide 
lube operators with the results of demographic studies that provide 
detailed information on local market competitors and potential cus-
tomers. BP Lubricants offers three types of studies, customized to 
meet an installer’s individual needs: site analysis, hot spot analysis 
and ad manager. 
Other: Castrol Syntec Sales Booster is a feature-packed mobile 
lubricant-dispensing system that allows installers to dispense the oil 
in bulk while assuring customers that they are getting only Castrol’s 
premium synthetic motor oil. The Booster holds up to 68 gallons of 
Castrol Syntec. The Castrol Syntec Super 30 is a mobile lubricant 
dispenser for 30-gallon Castrol Syntec drums, which gives installers 
a cost-effective upsell capability that increases shop profitability.

Advantages of Castrol plan:  BP Lubricants manufacturers pre-
mium synthetic and conventional motor oils.  The company’s brands 
include: Castrol GTX, a premium conventional motor oil; Castrol GTX 
High-Mileage, designed for vehicles with more than 75,000 miles; 
Castrol GTX Start Up, formulated to provide superior wear protec-
tion during the critical start-up period; Castrol Syntec Blend, with an 
added level of synthetic protection; Castrol Syntec, a full-synthetic, 
super-premium motor oil; as well as a wide range of commercial 
transport lubricants.

For more information contact:   
1-888-CASTROL     

www.castrol.com/us
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