The Oil Cabin
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The Oil Cabin

How to sell

Arguments

Real life examples






“THE MARKET HAS
BECOME A JUNGLE OF
VISCOSITIES AND
SPECIFICATIONS.”

“TODAY WE NEED A
WIDE RANGE OF
OILS TO SERVE
OUR CAR PARK.”

Various

Specifications
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3 MARKET TRENDS AT THE BAS|

¢ m RSP

1 Fuel Economy | Emissions

| Air pollution
(NOx, Soot, Hydrocarbons)

EU legislation
(Euro 4 > Euro 5 - Euro 6)

OEM engine design
(High-tech after-treatment systems cf.
DPF, EGR, SCR)

Changing oil formulations@
(Low SAPS since 2005)




PRACTICAL SOLUTION

b The Oil Cabin

v' 10 different lubes in 1 cabin

v Always the right oil for the
right car!
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CHARACTERISTICS

2 x 60L + 8 x 20L = 280L concept
2 pumps & 8 taps included

Product recommendation with ESP poster

Space for leaflets & labels inside
Leaking tray, environmentally friendly
You can lock it with a key

Dimensions
» Height: 2,2m
»  Width: 1,15m
Depth: 0,5m
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BENEFITS

Product
Recommendation



BENEFITS

100% coverage of your car park |

Limited space, high value | . ~ 8 |
For workshops with only small pakainﬁl, ‘LT -

. Better price per L e
. Cleaner / better storage

For workshops with only big packaging (205L)

. Broader market coverage

. Easier to handle packaging (20 & 60L vs. 205L)
. Much smaller investment

. Limited storage < 10 x 205L

Faster stock rotation of specialty products
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BENEFITS e

No loss of oil with the oil pumps & oil taps
- Always the exact amount you need.

Recommend the right oil for the right car
with the incorporated ESP poster

Build trust towards your customers that you
always use the right oil for their car

Professional image

Model 2015
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Workshop concp







