
LUKOIL Lubricants Europe 
takes off with TecAlliance in the 
independent automotive aftermarket

LUKOIL Lubricants Europe, the European subsidiary of the Russian lubricant market leader, is using the TecDoc 
Catalogue and the B2B platform Order Manager to expand its market position in the European aftermarket. The 
lubricant expert remains true to its motto “Always moving forward” so that its business runs smoothly.

LUKOIL was founded in 2000 and has 
since developed into one of the larg-
est Russian oil companies. Unlike 
most of the other big Russian players 
in the lubricant business, the compa-
ny is privately owned and listed on 
the London Stock Exchange. LUKOIL 
is the market leader in Russia with 
1.2 million tons of lubricant pro-
duced per year and about 700 differ-
ent products. The complete value 
chain is covered, from the produc-
tion of its own base oil to the world-
wide sale of finished products. The 
subsidiary LUKOIL Lubricants Europe 
manages business development in 
Europe from the company headquar-
ters in Vienna, Austria. There are 
currently three production plants in 
the EU - in Finland, Austria and Ro-
mania.

In the aftermarket, LUKOIL offers a 
comprehensive range of lubricants 
under the brands GENESIS and LUXE, 
which meet OEM standards and can 
be used in almost every vehicle for 
warranty-relevant requirements. 
Nevertheless, entering the market 
was a challenge for various reasons. 

“We have made the experience that 
quality is not gladly paid for in the 
IAM. Quality awareness is not very 
pronounced in the lubricants sector. 
There are manufacturers who prom-
ise to meet OEM specifications. But 
there are actually great differences 
in quality so that not all lubricants 
really meet these requirements,” 
reports Ulrich Ruckenbauer. “In addi-
tion, the independent aftermarket 
was already occupied by different 
brands and there was little willing-
ness among customers to change.”

TecAlliance jump-starts support in 
the IAM
While LUKOIL is among the top 10 world-
wide in terms of sales volume in the 
OEM sector, the company is only begin-
ning to develop the independent auto-
motive aftermarket. In order to increase 
market penetration and presence along-
side other strong lubricant brands, Ulrich 
Ruckenbauer, Sales Director Europe at 
LUKOIL Lubricants Europe, turned to 
TecAlliance in mid-2018. 

“We are very well positioned in the OEM 
market worldwide, although our compa-
ny is rather young. We are connected 
with almost all vehicle manufacturers in 
the passenger car and commercial vehi-
cle sector and we are also strongly repre-
sented in the marine business. But in the 
IAM, the situation looked quite different 
two years ago,” explains Ulrich Rucken-
bauer. 

05
-2

02
0 



Why TecAlliance?
With data, processes, integrated solutions and 
comprehensive consulting services, TecAlliance 
provides a portfolio for the market participants 
in the digital aftermarket that makes you more 
successful in the long term.  

TecAlliance GmbH 
Steinheilstraße 10 
85737 Ismaning 
Germany

Contact:
+49 2203 2020 2000
sales@tecalliance.net
www.TecAlliance.net

Industry solutions open up new 
sales opportunities
For over 25 years, TecAlliance has been 
one of the world's leading data spe-
cialists in the automotive aftermarket, 
supporting market participants with its 
range of market solutions. LUKOIL 
chose to work with TecAlliance to meet 
its growth objectives in this strategical-
ly important market. 

“In the beginning we were so to speak 
‘inexistent’ in the IAM – we were hardly 
noticed. The big players signalled to us 
that they would only consider working 
with us once we were ‘part of the mar-
ket’. This meant: when our product 
range was linked in the TecDoc 
Catalogue and orders could be 
processed via the Order Manager plat-
form,” explains Ulrich Ruckenbauer. “It 
was very helpful for us that we had a 
central contact person at TecAlliance 
who knew what was important in this 
market and who supported us in the 
implementation of our projects with a 
lot of market know-how.”

As a first step, the lubricant expert 
decided to integrate the product infor-
mation of the approximately 700 arti-
cles in the TecDoc Catalogue, one of 

the world's leading automotive re-
placement parts catalogues. In this 
way, LUKOIL increased the visibility 
and findability of its products at the 
point of sale, increased its reach and 
opened up new markets, which ulti-
mately contributed to increased 
sales.

“All products that we sell under our 
own brands are included in the TecDoc 
Catalogue. This was very important for 
us to win new customers. When it 
comes to new acquisitions in the after-
market, this is actually always an issue 
in discussions. If our products can’t be 
found in the TecDoc Catalogue, things 
simply won't work in the long term,” 
says Ulrich Ruckenbauer.

Agility, progress and hunger for new 
things drive LUKOIL. The cooperation 
with TecAlliance is another piece of 
the puzzle where the company fol-
lows its motto “Always moving for-
ward”. In order to offer its customers 
optimum service, LUKOIL decided to 
connect to the Order Manager plat-
form as well.

Focus on the customer
More than 30,000 trade customers in 
the independent automotive after-
market use the Order Manager 
worldwide to automatically check 
availability and prices, place orders 
and receive electronic shipping con-
firmations and invoices. Since autumn 
2019, LUKOIL has also been connect-
ed to the platform, enabling its cus-
tomers in the aftermarket to auto-
mate order processing.

"The orders we receive are usually 
very large. 60 to 70 percent of the 
orders involve one or more truck-

loads. That's why the effort to process 
orders by e-mail wasn't really a prob-
lem for us. But the situation is com-
pletely different with our customers 
in the aftermarket because they 
work with many different suppliers. 
They want to automate the ordering 
processes to a large extent and, if 
possible, use only one tool for com-
munication with all their suppliers in 
order to simplify processes and save 
costs,” says Ulrich Ruckenbauer. He is 
convinced: “The connection to the 
Order Manager gives us a decisive 
competitive advantage.”

In addition to the Order module for 
electronic order processing, LUKOIL 
also uses the module e-Invoicing, 
thus significantly increasing efficiency. 
“For us, Order Manager actually 
makes little sense without electronic 
invoices. Now we use one tool for all 
processes from order to invoice. And 
with e-Invoicing we can be sure that 
our invoices reach the customer 
immediately and correctly,” says Ulrich 
Ruckenbauer. “We want to completely 
eliminate paper-based invoices in 
the future.”

Currently, LUKOIL is only using the 
solution in the DACH region, but an 
expansion into other countries is 
possible at any time without further 
technical or administrative effort. 
“The handling of orders and commu-
nicating with our partners via the 
Order Manager is running very 
smoothly. That's why we are ready to 
use the platform in other European 
countries if our customers request 
it,” explains Ulrich Ruckenbauer.

“The connection to the 
Order Manager gives us  
a decisive competitive 
advantage.”

Ulrich Ruckenbauer,  
Sales Director Europe at  
LUKOIL Lubricants Europe


