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The report is a comprehensive analysis of current and emerging 

sales channels for passenger car motor oils (PCMOs) in China. 

The market is witnessing the emergence of alternative channels 

that will reshape how PCMOs are sold. The report assesses the 

current state of PCMO sales channels, how they will likely evolve, 

and what PCMO distribution will look like in the future.

Regional Coverage: China

Overview of the current and 

projected PCMO market demand

Overview of PCMO demand by 

viscosity grades and penetration 

of synthetic and semi-synthetic 

products

Overview of current and projected 

PCMO distribution channels

Analysis of the PCMO supply chain 

and profiles of key stakeholders

NOW FEATURING EMERGING 

CHANNELS FOR PCMO SALES

Profiles of emerging channels for 

PCMO sales

Analysis of the market potential 

for alternative channels and the 

opportunities and threats they 

represent
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channels listed in Table 1, covering the 
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TABLE 1. LIST OF CHANNELS PROFILED

Mainstream 
channels

Alternative channels

OEMs IWS chains

Distributors Car-sharing platforms

Other direct Online to offline platforms

OEM run garages

Others
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METHODOLOGY

Kline’s approach places principal emphasis on primary research techniques to ensure that the 

foundation of business intelligence and insight is accurate, current, and reliable. Building on 

our 60-plus years in the business and leveraging our worldwide network of offices, our teams 

of seasoned professionals draw upon pragmatic industrial and commercial experience to 

understand and interpret global impacts and local perspectives. Our industry expertise is 

elevated by technology and systematic data collection processes to deliver more predictive 

and actionable data and insights.
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This report assists lubricant blenders, marketers, and other market participants identify 

opportunities and challenges within the industry. It also serves as an invaluable tool in the 

strategic planning process. Specifically, the report helps subscribers:

Develop channel strategies by 
understanding the trends and 
developments driving the 
Chinese lubricants market

Remain updated on the trends 
that might reshape how 
lubricants are sold to consumers 
and understand economic and 
other market drivers

Design and develop products 
and marketing strategies for 
emerging channels by 
assessing unmet needs and 
barriers to entry
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