2007 Fast Lube Start-up Programs Guide

pening a new fast lube or changing a fast lube’s operating plan can be a daunting task due to the large number of programs available.
Potential operators — or those looking to shake up the way they're currently doing business — can choose to operate their facilities inde-
pendently, as part of a larger signage agreement with an oil company, as a turnkey operation, or as a franchise. But those are only some of

the many ways in which operators and prospective operators might opt to run their facility or facilities.
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 offer other options.
All information was supplied by the responding companies and is believed to be accurate and correct as of press time.

BP LUBRICANTS

Fast lube option:

oOFranchise oOLicense agreement
WSignage agreement oOther
Territory: N/A
Franchise fee: N/A
Royalty percentage required: None

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.

Support offered:
Training: Training programs include:

e 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 — This online Synthetic
Education Program enhances a technician’s upsell skills by provid-
ing a better understanding of the superior features and benefits of
synthetic motor oil as well as how to present and recommend syn-
thetic motor oil to customers. 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.

Credit Cards: 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 experi-
ence and build customer loyalty.

Service Parts Program: Through a strategic alliance with a lead-
ing aftermarket distributor, BP Lubricants offers a dedicated Castrol
parts and supplies catalog as your single source for filters, wiper
blades, chemicals, hardware, tools and shop supplies.

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.

Signage: The Castrol Imaging Program integrates premium Castrol
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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.

Uniform Safety and Supplies: This program offers uniform rentals
as well as safety and shop supplies to enhance your shop’s image
and safety, while differentiating you from the competition.
Advertising: BP Lubricants advertising program is designed to pro-
vide a competitive edge to attract and retain customers.

* MediaBuilder — This program 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 lubri-
cants in their oil change advertising, they earn up to 100 percent 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.

« Verizon Super Pages — Castrol has placed within Verizon Super
Pages a link to help customers find your Lube Center Location.

The link will bring users to the Castrol Dealer Locator page where
the customer can enter a zip code to find local installers who use
Castrol. The Verizon Super Pages is also the direct content for
MSN, Ask Jeeves, and other widely use information sites.

» Key Tag Loyalty Program — BP Lubricants’ award-winning
Customized Key Tag Loyalty Program enables installers to design
customized key tags enhanced with special offers to increase cus-
tomer retention and store traffic. BP Lubricants has negotiated
industry-best pricing for key tag orders.

Other: Castrol Syntec Sales Booster is a feature-packed mobile
lubricant-dispensing system. It 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 manufactures 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 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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CHEVRON

Chevron PowerBuilder offers
a nationwide co-branded fast

pOWERBUILDER oil change program. There are

currently 500-plus co-branded
fast oil change program  chayron facilities.

Fast lube option:
oOFranchise oOLicense agreement
WSignage agreement \WOther
Territory:
olnternational \WNational oRegional
Franchise fee: None
Royalty percentage required: None

Support offered:
Training: Complete products and applications training is available
with videos and manuals covering how to operate a well-run fast
lube facility, as well as hazardous materials communication and
work place safety. A manual is provided to assist in the start-up of
the owner/operator program.
Equipment: Operators have the option to purchase equipment
using preferred suppliers at Chevron-negotiated rates. Filter and
ancillary product program.
Signage: Standard illuminated exterior building sign valued at up to
$500 plus shipping is provided free to the operator.
Advertising: Cooperative advertising fund, grand opening allow-
ance, point-of-sale materials, reminder card program, pre-printed
newspaper ads and pre-recorded radio scripts that can be custom-
ized are all available to the operator along with access to an in-
house agency that specializes in Chevron marketing materials.
Site selection: Comprehensive demographics study available.
Credit cards: Operators meeting minimum requirements can par-
ticipate in the no-fee Chevron and Texaco credit card program.
Customer warranty: The Chevron Supreme Engine Defender
Warranty Program warrants against oil-related failures and drives
brand-loyal customers.
Building construction: Architectural drawings are available upon
request. Complete building blueprints are available at a nominal cost.
Financial assistance plan: A variety of flexible financing plans are
offered.
Other: Reminder cards, local expert assistance, the selling power of
the Chevron brand and premium Chevron products.

Advantages of Chevron plan: Chevron provides a cost-effective,
competitive and easy-to-implement co-branded fast oil change pro-
gram. We provide the people, products, promotions and programs
to be successful for an independent installer.

For more information contact:
1-866-688-8890 ext. 2
www.chevron-lubricants.com

Texaco Xpress Lube offers a
fully branded, nationally rec-
ognized and supported fast

oil change program without
franchise fees. It is one of the
most comprehensive branded
fast oil change programs in the
industry.

W1y Y pressLube

Fast lube option:
OFranchise O License agreement
WSignage agreement oOOther
Territory:
olnternational \WNational oRegional
Franchise fee: None
Royalty percentage required: None
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Support offered:
Training: Comprehensive three-day course to learn the necessary
skills to run a successful Texaco Xpress Lube business. Classroom
and on-site. The video (DVD or VHS) training series enables opera-
tors to set up a new hire or ongoing training program. The eight-part
series includes job responsibilities from greeter to lower-bay tech-
nician, safety and managing people. It includes a coaches guide,
workbooks and certification.
Equipment: National account pricing on all equipment and com-
puter POS systems.
Signhage: Exterior sign package including the main identification
sign, circle star and individually illuminated channel letter signs. A
$1,000 merchandising credit is offered for banners, curb signs, inte-
rior signs and other point-of-sale merchandising materials.
Advertising: Grand opening, ongoing advertising fund through
product co-op accruals. Newspaper ads and pre-recorded radio
ads that can be customized are available from the Chevron
Advertising Center, an in-house agency that specializes in advertis-
ing. National and local promotions and the Texaco Havoline/Xpress
Lube NASCAR show cars are available. Complete reminder card
programs are available.
Site selection: Comprehensive demographic reports along with
local account manager assistance.
Building construction: Building plans.
Financial assistance plan: A variety of flexible financing plans are
offered.
Credit cards: Access to the no-fee Chevron and Texaco Credit Card
program.
Customer warranty: The Havoline Engine Defender Warranty pro-
gram warrants against oil-related failures and drives brand-loyal cus-
tomers to Texaco Xpress Lubes.
Other: Mentoring program enables new operators to work side by
side with successful Texaco Xpress Lube operators to learn how to
operate a successful business first hand.

Advantages of Texaco Xpress Lube plan: Branded program with-
out fees or royalties. It is comprehensive, competitive, cost-effective
and easy to implement. It features the resources, products, promo-
tions, merchandising materials, advertising, software, credit card
program, training, warranty and both branded and non-branded filter
and ancillary product programs for an installer to run a successful
fast lube facility. Chevron supports a Texaco Xpress Lube Operator
Council to provide input and further the program’s success.
Operators have a password protected website to get up-to-date
program, promotion and advertising information. Council meeting
minutes and cut-and-paste logos and art for operator’s websites are
also available.

For more information contact:
1-866-688-8890 ext. 2
www.TexacoXpressLube.com

CITGO PETROLEUM CORP.

CITGO'’s Fast Lube program is provided by
CITGO for use by their independently owned
distributor base for their customers. CITGO

is based in Houston, Texas and is a leading
refiner, transporter and marketer of transporta-
tion fuels, lubricants, petrochemicals, refined
waxes, asphalt and other industrial products.
CITGO currently has 448 fast lube locations.

CITGO

Fast lube option:
OFranchise oOlLicense agreement
WSignage agreement oOther
Territory:
Winternational oNational oRegional
Franchise fee: None
Average start-up cost: $395,000 for conventional three-bay,

$325,000 for modular three-bay.

Royalty percentage required: None






