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FEATURE: Venezuela's Oil Is Back in Play
 
President Trump recently announced what his administration calls the “biggest oil deal in world history” — a sweeping agreement aimed at putting Venezuela's enormous oil reserves back into production and increasing U.S. involvement in the country's energy sector.  The numbers are hard to ignore.
 
The Trump administration says the agreement gives the United States majority control of more than 65 billion barrels of proven Venezuelan oil reserves. The deal involves North American Blue Energy Partners, a private Venezuelan oil company that has been granted 100-year concessions covering 17 oil fields.
And the deal is already producing results. Chevron announced in early September that it plans to invest more than $7 billion over the next five years and more than double its Venezuelan production to approximately 600,000 barrels per day.
 
So what does all of this mean for the lubricant industry?
 
First, don't expect Venezuelan oil to suddenly make motor oil cheaper.
 
That's not how the lubricant supply chain works.
 
Venezuela's oil is primarily heavy, extra-heavy crude, and bringing significant additional production online will require years of investment in drilling, infrastructure, transportation and refining. Chevron itself says its expanded projects are expected to develop over the next five years.
But strategically, this is a very big deal.
 
More Venezuelan crude entering the global market could eventually increase overall oil supply and put downward pressure on crude prices. It could also change refinery economics, particularly for refiners equipped to process heavier crude. And that matters because crude oil remains one piece of the cost structure behind everything from gasoline and diesel to base oils and finished lubricants.
 
The important word is eventually.
 
The market doesn't add millions of barrels of new production overnight. Venezuela's oil infrastructure has suffered from years of underinvestment, and turning reserves into reliable production requires enormous capital and time.
 
So while the headlines are about lower energy prices, the lubricant industry should be watching something slightly different: How quickly can Venezuela actually bring new production to market — and how does that change the global balance of crude, refining capacity and petroleum-based feedstocks?
 
The Straight Talk:
Venezuela has some of the world's largest oil reserves, and the Trump administration is betting that putting those reserves back to work can strengthen U.S. energy security and put downward pressure on energy prices.
But don't expect this deal to show up in the price of a gallon of motor oil next month. For the lubricant industry, this is a long-term supply story — not an overnight price reduction.
 
INDUSTRY WATCH: Why America's Lubricant Distribution Business Is Consolidating
 
Something else is happening across the lubricant industry that is easy to miss if you're focused only on product prices:
 
The distribution business is consolidating.
 
Large distributors are continuing to acquire smaller, established lubricant and fuel distributors, creating larger regional and national platforms.
RelaDyne is one of the clearest examples. In 2026 alone, RelaDyne has announced acquisitions including Dennis Oil Company, Chart Distribution Group and, most recently, OilRed in Colombia. Other distributors and petroleum companies are also actively acquiring regional businesses.
 
Why? Scale.
 
The lubricant distribution business is becoming more complicated. Customers expect more products, better availability, faster delivery, technical support, inventory management and competitive pricing. At the same time, distributors are dealing with rising transportation costs, higher inventory requirements, increasingly complex OEM specifications and a lubricant market that is becoming more specialized.
 
Larger companies can spread those costs across a bigger customer base.
They can also provide something smaller distributors sometimes struggle to match: geographic coverage. A large distributor can operate multiple warehouses, maintain larger inventories, negotiate purchasing agreements across a broader footprint and serve customers across multiple states.
 
That doesn't necessarily mean bigger is better. Sometimes it means smaller is better.  In fact, one of the biggest advantages smaller independent distributors still have is something large organizations can struggle to replicate: Relationships.
 
A customer who can call someone they know and get an answer today has a different experience than a customer working through a large corporate structure. That's why we don't believe consolidation means independent distributors are going away.
 
It means the value proposition has to change and it’s our mission at EmTech.
 
Simply delivering the same products as everyone else isn't enough anymore.
The distributors that continue to thrive will be the ones that combine competitive pricing and reliable supply with something customers can't get from a catalog:
Knowledge, responsiveness and problem-solving.
 
What we're watching:
• Continued acquisitions of regional lubricant distributors
• Expansion of large multi-state distribution networks
• Increased private-label and alternative-brand opportunities
• Supplier consolidation
• Inventory and supply-chain efficiencies
• The continued importance of local customer relationships
 
For customers, consolidation can create advantages — but it can also create opportunities. When a large distributor acquires a smaller company, product lines, pricing structures, sales territories and supplier relationships can change.
That creates an opportunity for independent distributors to win business by being more flexible, more accessible and more willing to find solutions.
At EmTech Oil, that's the part of the market we're paying attention to.
 
 
MARKET UPDATE: Base Oil Prices Are Surging Faster Than Finished Lubricants
 
Here's one of the most interesting numbers in the lubricant market right now:
According to a recent JobbersWorld analysis of U.S. Bureau of Labor Statistics data, the producer price index for lubricating oil base stocks was up 95.7% year-over-year in July.
 
Finished lubricant prices have increased too — but nowhere near as dramatically. The broad BLS Finished Lubricants index was up approximately 15% year-over-year in July. That gap tells us something important.
 
The biggest cost increases are occurring upstream in the lubricant supply chain.
Base oils are the foundation of finished lubricants. They are blended with additives and other components to create the engine oils, hydraulic fluids, gear oils and other products that ultimately reach the customer. When the cost of that foundation moves dramatically higher, the pressure eventually works its way downstream.
 
But it doesn't happen all at once.
 
Finished lubricant prices also depend on additives, packaging, freight, labor, inventory and competitive conditions. Suppliers may also be carrying inventory that was purchased at a different cost than today's replacement product.
That's why the price of finished lubricants doesn't move in perfect lockstep with base oil prices.
 
JobbersWorld's data illustrates just how unusual the current situation is. From March through July, the BLS base-stock index more than doubled, while the finished-lubricants index increased much more gradually.
 
So what should customers be watching?
 Not just the price on today's invoice.
· Watch replacement cost.
· Watch supplier announcements.
· Watch availability.
And watch whether base oil prices begin to stabilize. If upstream costs remain elevated, there will continue to be pressure on finished lubricant pricing.
The good news is that the market is giving us more information than it was earlier this year. The better we understand what's happening upstream, the better decisions we can make downstream.
 
What we're watching now:
• Base oil replacement costs
• Group II and Group III availability
• Supplier price announcements
• Additive costs
• Freight and transportation
• Inventory levels
• Finished lubricant demand
• Global crude and refining economics
 
EmTech Insight:
The lubricant market isn't getting simpler. We're seeing geopolitical changes, major shifts in global oil supply, continued consolidation among distributors and some of the most unusual base oil pricing conditions we've seen in years.
For customers, that makes having a good lubricant supplier more important — not less.
 
Our job at EmTech isn't simply to sell you a drum of oil. It's to understand what's happening behind that drum. We watch the market, stay close to our suppliers, monitor availability and pricing, and help our customers find the right product when conditions change.
 
Sometimes that means finding a better price.
Sometimes it means finding an alternative product.
But it always means telling you the truth.
 
That's what we mean by Oil Delivered. Efficient. Trusted.
Stay lubed my friends!
 
EmTech Oil
www.emtechoil.com
866-497-LUBE
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