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Channel sales literature portfolio for Shell Lubricants’ 
worldwide distributor network guides less-experienced 

sales personnel to deliver effective presentations

Comprehensive literature suite 
When Shell Lubricants contracted Acumen Design 
to produce a comprehensive suite of literature 
for all their automotive distributor channels, 
Daniel Follette was called in to help develop the 
literature strategy, format and content. Program 
success led to an additional 
program covering all industrial 
distributor lines of business; and 
later, to another suite for their 
B-to-B growth program.

International development 
team
Daniel Follette worked with the 
development team leader in 
Bogota and content providers 
around the world. Close work 
with Acumen designers was 
necessary for rapid turn-around. 

Shaping distributor 
presentations
One of the drivers for 
the program was the fact 
that fdistributors’ sales 
representatives frequently know 
very little about the channels or 
what motivates customers’
purchases. The literature 
answered this concern several 
ways. First, the literature 
provided basic information 
about each channel so that the 
representative would be aware 
of what drove each channel’s 
business. Second, the literature 
was formatted and written so 

that it provided the structure for an intelligent, 
effective sales presentation. Third, the literature 
grouped the elements of the value proposition 
into packaged programs that addressed specific 
business drivers.
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Sales representative guidance
The literature package included brief 
but comprehensive guidance on how to 
approach channel sales and how to use the 
literature in an effective presentation.

Implementation templates for 
global distribution
The package also provided production 
templates for each piece as well as a 
style manual. This enabled local markets 
to translate and produce the materials as 
needed. 
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Formatting template for translation and adaptation to local market
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Guidance for sales representative

Using your Toolkit

This literature is designed to help you create a better relationship with your customer. While the pieces can be used as a 
leave-behind or can be mailed to a customer, Shell does not recommend they be used that way. We strongly recommend 
you present the programs in person and use them to engage your customer. Here’s how.

• Get familiar with the format
 The first thing you need to do is get familiar with the new literature. You can see where the elements are described, 

above. Pick a few and review them. 

• Choose your channel
 Before you visit a customer, identify what channel they represent and pull all the literature for that channel. 

• Read the pieces before you use them
 You want to be thoroughly familiar with each piece before you use them. In addition, reviewing all the pieces for 

the channel into which you are selling will give you valuable insight into the channel.

• Use the ONE PAGE CVP PER CHANNEL to help the customer select programs
 When you meet with your customer, present a copy of the summary. It may help to review the document, section-by-

section with them, especially if they are less familiar with your firm or Shell Lubricants. You can point to the title and 
use language something like this:

 “This sheet presents the programs that Shell has put together for businesses like yours.” 

 “Shell has invested a great deal in understanding your business and addressing its concerns.  When you get down 
to the section with these boxes, let me know and we can go over the programs.”

 You may want to emphasize specific points about the role of lubricants in their business. Then present the 
 programs. 

• Present the programs using the PROGRAM DESCRIPTIONS
 Typically the information on the front of the sheet is enough to convince a prospect to sign up. If not, you can go to 

more detailed information on the back sheet. When the customer expresses interest in a particular program, pull 
out the PROGRAM DESCRIPTION and introduce it. You can say something like:

 “I think this program could be very valuable to you. Here’s more detailed information about it.”

 When you have completed signing your customer up for the specific program, return to the ONE PAGE CVP PER 
CHANNEL to look at other programs.

• Sign them up!
 You need to know the process for enrolling for each program and have any form or information available with you 

when you meet with your customer. Be prepared to sign them up the moment they are ready!

What are Business Channels?
A “business channel” is simply a way that Shell Lubricants get to end users. Channels are generally through a type of 
business. In this program, we have five:

• Automotive Retailers—Automotive Retailers specialize in off-the-shelf retail sales of automobile parts, accessories, 
lubricants and supplies.

• Independent Workshops—Independent Workshops specialize in full-service repairs to cars, trucks, motorcycles 
and many other types of vehicle.

• Fast Lubes—Fast Lubes’ primary service offering is an oil change.
• Fast Fits—Fast Fit businesses offer specific fast services such as brake, muffler, tire or electrical repair.
• Franchise Workshops—Franchise Workshops (FWS) are OEM-approved providers of car, truck or motorcycle 
 servicing.

CHANNEL SALES LITERATURE PORTFOLIO
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